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In our June’24 and September’24 newsletters, we highlighted how the market 
anomaly over the past few years after the COVID lows (FY21-1HFY25) was at 
stark divergence to our investment style and how it has started exhibiting signs 
of reversal. We believe this trend reversal is now playing out in earnest and set 
to accelerate. This should benefit Ambit Asset Management’s distinctive 
bottom-up investment style which is marked by focus on pricing power plays, 
low beta, capital protection, commitment to quality and concentrated portfolios. 
In this newsletter, we discuss the following: 1) why ‘Zomato’, one of our core 
holding, is a rare pricing power play, 2) how portfolios based on pricing power 
stocks outperform globally and 3) reversal of post COVID style divergence of 
(FY21-1H25).

1)    ‘Zomato’ a rare pricing power play 

In the words of Warren Buffett, “The single most 
important decision in evaluating a business is pricing 
power. If you have got the power to raise pricing 
without losing business to a competitor, you have got 
a very good business.” Enduring competitive 
advantage comes from sustaining higher relative 
prices or lower relative costs, or both, than your rivals 
in an industry. Pricing power companies tend to be 
less glamorous and newsworthy (exceptions when at 
early life cycle), instead are quiet and stable quality 

“compounders”. Hence, the focus of Ambit Asset 
Management is to identify companies with increasing 
pricing power, which are driving the widest wedge 
between customer’s willingness to pay (WTP) and 
supplier’s willingness to supply (WTS). 

Most companies have either a 1) Differentiation 
Advantage (Price) or a 2) Cost Advantage (Cost).
It is rare to find a company which enjoys distinct 
advantage across both end of value stick, like 
Zomato.

Source: Ambit Asset Management

2

Exhibit 1 :
Zomato enjoys distinct advantages across both end of value chain

WTP (Willingness to Pay):

Food: Ability to target millions of high-income group users 
across the country willing to pay for convenience; Lakhs 
of restaurants – majority being unorganized with low 
bargaining power; discovery and reach a challenge for 
new entrants.  

Quick commerce (QC): Poor infrastructure cities; 
under-developed modern trade; brand advertisers find it 
superior route for digital spends with better ROI 

Cost:

-Bikers – Key cost for both food and QC – is contractual 
and available in abundance and at inexpensive cost (two 
players in food and 3-5 in QC)

-Lakhs of unorganized restaurants with no bargaining 
power; Consumer companies find it a superior low
hassle and low-cost channel; For online D2C 
companies it is a key channel

- Synergy across verticals at corporate and other levels
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Zomato’s advantage is clearly more valid for the food 
delivery business. In the quick commerce vertical 
(accounting for >56% of company value), even though 
Zomato has leadership advantage, it is still early days 
and competitive intensity is increasing sharply. 
Nonetheless, though competition is increasing sharply 
in quick commerce, Zomato has some unique 

advantages compared to all its key competitors. 
A glance at the unit economics and market share of 
Zomato vs its nearest competitor Swiggy, highlights 
the relative price and cost advantages. Higher market 
share and growth is despite, Zomato having lower 
discounts and no loyalty or co-branded promotion 
programs.

Source: Company; Swiggy RHP; Ambit Research, Ambit Asset Management
*Average Order Value

Source: Ambit Asset Management

Exhibit 2 :
Relative price and cost advantage against its closest competitor

Food Delivery (as a % of AOV*) Swiggy
1QFY25

Zomato
1QFY25

Commission and Advertising from Restaurant 20.4%21.0%

Fee from User and Other enablement services 5.0%3.4%

Platform funded discounts -3.1%

Cost of Delivery -14.3%

Other Variable costs -1.6%- 17.1%

Contribution 6.4%7.3%

Fixed Costs -5.6%- 3.9%

Adjusted EBITDA 0.8%3.4%

Market Share 58% 42%

Quick Commerce (as a % of AOV*)

Commission and Advertising

Fee from User and Other enablement services

Total Take Rate

Platform funded discounts

Cost of Delivery

Other Variable costs

Total Variable costs

Contribution

Fixed Costs

Adjusted EBITDA

Market Share

Swiggy
1QFY25

12.9%

1.9%

14.8%

-0.2%

-9.6%

-8.2%

-18.0%

-3.2%

-8.5%

-11.7%

Zomato
1QFY25

19.1%

-15.1%

4.0%

-4.1%

-0.1%

45%

Unit Economics

25%

Exhibit 3 :
Food Vertical – WTP (Willingness to Pay) and Cost Advantage

Willingness to Pay (WTP) Cost Profit- =

Substitutes

Weak
Reliability and Efficiency of
substitutes like ONDC and

self-service restaurants weak.

Threat of Entry

Low
Duopoly. Industry market share

(MS) currently ~58%:42%.
Industry resembling a Winner

takes all scenario,
between these two players.

Buyer Power

Weak
Millions of buyers (diffused)
with little bargaining power.

Supplier Power

Low
There are Lakhs of restaurant.

Many undiscovered and
struggling. And two food

delivery players.

Low
Competitor’s ability to be 

aggressive - limited. We expect
rivalry to remain low.

Other than in a scenario, where
the competitor gets consolidated

by 2-3 interested MNC/
Indian players. 

Low
Swiggy behind Zomato in key
parameters (growth and cost).
With Swiggy getting listed and

now focused on turning
profitable, rivalry likely to

remain low.

Rivalry
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Exhibit 5: Relative advantage across Food delivery and QC vertical w.r.t to Key Players

Industry Remarks Is it Imitable / Inimitable?

Willingness to pay (WTP)

Particulars

Pricing (Discounts)
-Being a leader in both (food and QC) segments
Zomato can leverage on its brand strength and needs
to offer lesser discounts then its competitors across
both formats
-Zomato offers lesser discount and no loyalty program
unlike its competitors – yet has leadership and
enjoys exponential growth in QC.

-  Some challengers resorting to cash burn and 
aggressive discounting to grab market share in 
quick commerce (QC), which is not a sustainable 
model.
- Path to profitability for such challengers may 
remain a mirage

Inimitable
Leaders in this kind of businesses have 
sustainable advantages on price and cost.

Assortment - Average Order Value (AOV)
-Zomato has one of the highest AOV’s in both food 
and QC.  
- Zomato today has the widest assortment in QC, 
which is reflected in its superior (AOV)

-Increasing AOV requires innovation and superior 
customer insights. As business model fit is also 
necessary.
-Chasing unprofitable market segments just to boost 
AOV’s can derail a business model – example bulk 
grocery (cost viability) and electronics (sharply 
lower margins)

Partly Imitable
-Competitors trying to imitate the same. Over 
time partly imitable.

Advertisement 
- Zomato due to its leadership position and focused 
app proposition for both verticals have been a 
significant leader in this aspect.
- Advantage likely to sustain.

-Market leaders have a sustainable advantage in this 
aspect. 
- A player with >50% market share will invariably 
have relatively much higher share of industry 
advertisement income. This earning stream reflects 
a winner takes-all characteristics.

Partly Imitable
While all players now trying to increase their 
advertisement income, it will remain a 
sustainable competitive advantage for the 
leader/ niche winners.

-While this aspect looks relatively easier to imitate, it 
also has its own challenges. Successful companies 
build inherent cost efficiencies by taking a series of 
strategically linked flow decisions, which can only 
be imitated if one is able to copy all the steps. 

Partly Imitable
Benefits arising out of scale, leadership and a 
strategic business fit moat is sustainable, rest 
can be imitated.

Backend Logistics/ Tech
-Zomato has significant tech and a more efficient cost 
logistics, reflected in its lower relative cost 

-Financing environment can be cyclical and volatile. 
-Lack of organic cash flows for future growth – 
makes a company susceptible even if it has strong 
balance sheet
- With noise around QC impacting Kirana retail – 
regulatory challenges to increase

Regulatory; Financing Cost Advantage
-Zomato has a profitable and growing cash cow 
business to depend on.
-It is very close to becoming a domestic company post 
recent QIP

Inimitable
-Companies with organic cash cow segments / 
a profitable business model, have distinct 
advantage.  
- Having a diffused/ domestic investor base a 
key positive. 

Cost

Source: Ambit Asset Management 

Source: Ambit Asset Management 

Exhibit 4 :
Quick Commerce (QC) - WTP and Cost Advantage

Willingness to Pay (WTP) Cost Profit- =

Substitutes

Strong
Substitutes increasing. There seems

to be a convergence of Ecom; 
slotted delivery and QC.

Threat of Entry

High
Oligopoly, while entry barriers

seem low the Minimum
Economies of Scale (MES) is high.

Buyer Power

Strong
Increasing due to increasing

numbers of QC players.

Supplier Power

Low
Though industry is an

oligopoly – supplier bargaining
power remains low, as organized

retail share low 

High
There is a land grab underway
and could last for some years,
given funding environment is

currently very favorable. 

High
Rivalry for getting access to
key assets both physical and

franchisee to remain very high
in the medium term.

Rivalry
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Comparison with respect to Competitors existing 
and future

Unlike the food delivery vertical the potential of QC 
vertical is significantly larger (~2.5x). Hence, we 
expect, the QC vertical to have multiple (3-5) unique 
winners. In the last few quarters, there seems to be 
increasing  convergence between QC ($6b market), 
e-commerce (US$55b market) and slotted delivery 
(>US$2b market) verticals. Hence, while increasing 

competitive intensity is concerning, when viewed in 
the context of 1) Increasing addressable market 
(TAM) for the QC and 2) Room for 3-5 unique 
winners; increasing competitive intensity seems less 
concerning. 
Furthermore, we believe, while this is the top-down 
industry view, when we look at relative strength of 
Zomato against its rivals, Zomato seems to have 
distinct advantages in both verticals.

Relative advantages against competitors existing and 
emerging in Quick Commerce (QC):

A)Swiggy: Swiggy lags behind Zomato on both growth 
and cost, across both verticals. Zomato has ~58% 
market share in food vertical which we expect to 
increase to >60% in next few years, but more 
importantly likely to account for >75% of industry 
profits. In the QC vertical Zomato has significantly 
higher share of advertisement income and higher 
scale, which in a very competitive landscape is a key 
moat. We expect both Zomato and Swiggy to account 
for bulk of profits in both verticals in medium term, 
resembling a winner takes all characteristics, which is 
visible in many other such similar industries.

B) Zepto: Zepto (~28% market share QC) has been 
the most aggressive on pricing in recent times. 
Higher discounting is ‘its key customer acquisition 
tool’. Zepto has key disadvantage against both Zomato 
(~58% food delivery and ~45% market share QC) 
and Swiggy (42% market share food delivery and 
~25% QC) with respect to customer acquisition cost, 
synergy, and scale benefits. As per Swiggy RHP, 
almost ~78% of its Instamart users in FY24, first 
transacted on its food delivery platform (while ~27% 
users used more than one offering); we estimate this 
number to be also >65% for Zomato, which gives 
both these players key advantage w.r.t to customer 
acquisition cost. We reckon Zepto, has ~3-7% 
structural price/cost disadvantage versus Swiggy/ 
Zomato. This relative price/ cost differential will be 
difficult to reverse.

8.23%

FY23

2.47%

(3.61%)

(13.05%)

(17.59%)

(23.55%)

11.38%

FY24

2.10%

(0.68%)

(9.82%)

(8.98%)

(6.01%)

12.89%

Q1FY25

1.92%

(0.21%)

(9.57%)

(8.20%)

(3.18%)

Merchant/
Brand partner

pay

User
pays

Delivery partner
takes

Platform pays

Platform
retains

Commission &
advertising revenue

Fee from user & other
enablement services

Platform funded
discounts

Cost of delivery

Other variable
costs

Contribution

=

-

-

-

+

%of AOV (Average Order Value)

Source: Swiggy RHP, Ambit Asset Management  

Exhibit 6 :
Contribution margin breakdown for QC



6

C) Dmart Ready and Bbnow: Dmart Ready as per the 
management will remain in the large basket slotted 
delivery segment and not try and compete in the 
convenience QC industry vertical. Bbnow (three 
formats- bigbasket, Bbnow and neuflash), on the other 
hand, as per media reports, desires to compete in the 
convenience vertical and bring down its slotted 
delivery time sharply. Our view is that monthly bulk 
purchase is not a viable vertical for QC given the cost 
and operational dynamics.
 
D) Amazon, Walmart and Jiomart: Both Amazon and 
Walmart are venturing into the quick delivery vertical 
as their e-com business model is getting disrupted. 
As increasingly more low value items and urgent use 
items, which were hitherto a domain of E-commerce 
is migrating to QC. Initially, the view was that only 
~20-25% of the e-com categories were vulnerable to 
QC while the rest (beauty, apparel fashion and heavy 

electronics) seemed less prone to disruption. 
Nonetheless, this can evolve very fast. In that 
respect, E-commerce companies venture into QC 
seems more of a survival move. Already the existing 
businesses of both E-com players are in losses, with 
this foray and multiple business model losses are 
likely to increase further. We also feel they are more 
susceptible to regulatory risks as both entities 
remain foreign owned companies (retail rules differ 
for foreign and domestic players). Most QC 
companies are making concerted attempts to 
change their identity to domestic companies 
(Zomato closest) to better cope with regulatory 
challenges. Jiomart is the dark horse here; it has 
had limited success so far compared to its 
ambitions. We believe, most of these players will 
find M&A a better alternative compared to organic 
foray into QC at this stage.

2) Portfolios based on pricing power stocks outperform globally

Pricing power companies tend to be less glamorous 
and newsworthy (exceptions when at early life cycle), 
but instead are quiet and stable quality 
“compounders”. As a novel equity factor, pricing 
power has outperformed the market not just during 
inflationary episodes, but steadily over the long run 
across the globe. Steve Hou in a Bloomberg 

research paper christened ‘Pricing Power 
Everywhere’ identified that US public companies 
with great pricing power, have historically delivered 
strong and steady equity returns with lower risk and 
higher returns than the broad equity market 
benchmark index, over the last 15 years. 

  

*GSDP - Gross State Domestic Product

Cumulative return

Annualized Return

Volatility

Downside Volatility

Sharpe Ratio
Dividend Yield

Max Drawdown

Annualized Excess Return

Annualized Tracking Error

Information Ratio

Up Capture Ratio

Down Capture Ratio
Correlation

Beta

Alpha

Bloomberg
US Total
Return
Index

US Pricing
Power Top 2
Quintile EW

Index

Bloomberg
EDM Total

Return Index

EDM Pricing
Power Top 2
Quintile EW

Index

Bloomberg
APACD Total
Return Index

APACD
Pricing

Power Top 2
Quintile EW

Index

Bloomberg
EMXCN

Total Return
Index

EMXCN Pricing
Power Top 2
Quintile EW

Index

560.47%

9.76%

19.08%

15.55%

0.51

1.63%

-54.86%

846.78%

11.73%

17.86%

14.16%

0.66

1.38%

-44.36%

1.56%

5.01%

0.31

0.94

0.91

0.97

90.35%

2.63%

522.40%

9.23%

19.47%

14.53%

0.47

2.19%

-59.41%

1.98%

7.22%

0.27

0.91

0.89

0.94

87.33%

3.07%

323.52%

7.14%

17.73%

12.77%

0.40

1.71%

-41.42%

0.56%

7.83%

0.07

0.90

0.88

0.90

88.37%

1.48%

972.74%

10.59%

16.35%

13.15%

0.65

2.15%

-58.80%

2.70%

8.97%

0.30

0.80

0.76

0.87

78.51%

4.54%

433.00%

7.36%

18.10%

14.83%

0.41

1.78%

-66.52%

270.48%

6.46%

18.15%

13.45%

0.36

2.02%

-54.31%

290.01%

6.79%

20.93%

16.26%

0.32

2.55%

-62.62%

Exhibit 7: Extract from Bloomberg research paper ‘Pricing Power Everywhere’ 2007-2023

Table 2: Performances of Pricing Power indices across the globe from 2003-06-30 to 2023-10-12. The Pricing Power index in each region selects securities in the top two quintiles with 
the greatest pricing power after certain liquidity and quality screens, is then equal weighted and rebalanced quarterly. US: Bloomberg US Large and Mid-Cap Index; EDM: Bloomberg 
Europe Developed Markets Large and Mid-Cap Index; APACD: Bloomberg Asia-Pacific Developed Markets Large and Mid-Cap Index; EMXCN: Bloomberg Emerging Markets ex-China 
Large and Mid- Cap Index.
Source: Bloomberg, Ambit Asset Management  
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Pricing power stocks being expensive

Since pricing power is such a pervasive concept, 
there are good reasons to expect that it is already 
“priced in” by the market and therefore does not 
offer consistent outperformance. However, it turns 
out companies with strong pricing power, have 

historically earned consistently strong returns while 
simultaneously maintaining a lower risk profile. 
Moreover, they have demonstrated similar 
characteristics across different geographical markets 
lending credence to the long-run reliability of pricing 
power as an investment factor. 

The research paper further reveals that the 
outperformance of the pricing power factor extends 
beyond the US, across various global markets with 
similar characteristics. If the pricing power factor 
only performed well in the US from 2007 to 2023,  

it may have been less persuasive. The study from 
2007 to 2023, reveals that the pricing power factor 
has exhibited similar characteristics across different 
geographical regions.

Exhibit 8:
US Large and Mid-Cap Index (UST)

Bloomberg Pricing Power Index (BPPUST)Over 15 years BPPUS index has outperformed the UST 
Index in most up and down years
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-37%

26%

15%

2%

16%

33%

14%

1%

12%

22%

-5%

32%

21%
26%

-20%

27% 28%

-4%

-29%

31%

23%

-3%

16%

39%

19%

0%

9%

19%

0%

34%

19%

31%

-5%

13%

21%

2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024
CYTD

Annual Performances of the Bloomberg Pricing Power Index (BPPUST) versus the Bloomberg US Large and Mid-Cap Index (UST).
Source: Bloomberg

3) Reversal of style divergence

During the period FY21-1HFY25, market was 
characterized by high beta, risk-on sentiments, and a 
retail-led broad-based SMID-driven rally. During such 
high beta bull cycles, disciplined long-term investing 
style and investing principles go out of favour. Short 
termism and greed prevail. There is a rush to go 
down the quality curve and take higher risks. This 
sets the stage for a market shakeout and eventual 
manifestation of the No.1 risk, which is permanent 
capital loss. This investor behaviour is what causes 
investment style cycles. If one were to go into history 
for similar divergences, the time periods with such 
divergence would be FY91-94 and FY04-07. Though 
this rally has been driven in the backdrop of high 

relative earnings growth for mid and small-caps and 
improving fundamentals. Nonetheless, majority of the 
industries/ sub segments, which led this rally over 
FY21 to 1HFY25 were cyclical, had low return ratios 
and absence of any history of sustainable wealth 
creation.

 The key catalysts driving this reversal are 
A) Moderating earnings and macro-economic growth 
outlook, B) Supply avalanche, C) Bottoming of ‘falling 
concentration’, D) Growth differential reversing in favor 
of heavyweights and E) Valuations disparity between 
large cap and SMID continuing to be wide. Our 
investment strategy is meticulously crafted to navigate 
these challenges, aiming to achieve our investment 
objectives while steering clear of common behavioural 
biases and institutional imperatives.
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Reversal of post COVID style anomaly

Exhibit 9 :

Source: Ambit Asset Management
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Exhibit 10 :
Market concentration at all-time low and reversing
Denote CAGR returns during periods for Nifty 50, Midcap 100 and Smallcap 100 (CAGR %)

Source: Ambit Research; Ambit Asset Management

Nifty 50, Midcap 100 and Smallcap 100 (CAGR %)

Market Sentiment
post COVID

(FY21-Sep’24)

Ambit Asset Management’s
Investment Style

High Beta Low Beta

Capital Protection

Long-term
Mindset Driven

Concentrated

Bottom-up Bias

Risk on Sentiment

Momentum Led
- Short termism

Broad Based

Theme Driven
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Source: Kotak Institutional Equities; Ambit Asset Management

Exhibit 11A :

2QFY25 Earnings differential expanding between Top 100 
market cap and broader SMID

Top 100 Mcap Top 101 - 250 Mcap

17%

42%

-9%

44%

28%

16%

0% 0%

58%

32%

1%

57%

23%
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74%
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11%
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40%

60%
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Top 251 - 500 Mcap

Exhibit 11B :
Earnings cut for FY25 have been higher for SMID

Source: Kotak Institutional Equities; Ambit Asset Management
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Ambit Coffee Can Portfolio Q2FY25
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Exhibit 12: Ambit portfolios delivered strong earnings growth 

Source: Ambit Asset Management
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)

Total equity supply
Excluding domestic promoters

Exhibit 13A :
FY25E equity supply Rs 7.5 tn, of which
Rs 1.5 tn was secondary sales by domestic promoters

Source: Axis Capital Estimates, Ambit Asset
Management

Exhibit 13B :
A large part of supply via IPO, QIP, or to foreign
promoters/PE(funds exited local market)

Source: Axis Capital Estimates, Ambit Asset
Management

Domestic
promoter sale

13%

Foreign
promoter/PE

sale 31%
Fresh insurance

from IPO
QIP, Right

37%

Secondary
sales from
ECM 19%
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Source: Nuvama Institutional Equities; Ambit Asset Management

Midcap 1Y fwd PE premium to large cap

Long-term Avg.
+1SD -1SD

Exhibit 14 :
Valuations divergence between large and
SMID remain near all time high
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In our June’24 and September’24 newsletters, we 
highlighted how the market sentiment post COVID 
lows (FY21-1HFY25), was at stark divergence to our 
investment style and how it has started exhibiting signs 
of reversal.
 The key catalysts driving this reversal are
1) Moderating earnings and macro-economic growth 
outlook, 2) Supply avalanche, 3) Bottoming of ‘falling
concentration’, 4) Growth differential reversing in 
favor of heavyweights and 5) Valuations disparity 
between large cap and SMID continuing to be wide.
 This should benefit Ambit Asset Management’s 
distinctive bottom-up investment style which is marked 

by focus on pricing power plays, low beta, capital 
protection, commitment to quality and 
concentrated portfolios.
As a novel equity factor, pricing power has 
outperformed the market not just during inflationary 
episodes, but steadily over the long run across the 
globe. Pricing power companies tend to be less 
glamorous and newsworthy (exceptions when at early 
life cycle), instead are quiet and stable quality 
“compounders”.
Hence, the focus of Ambit Asset Management is to 
identify companies with increasing pricing power, 
which are driving the widest wedge between customer’s 
willingness to pay (WTP) and supplier’s willingness to 
supply (WTS).

Conclusion:
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INVEST SUCCESSFULLY 
ACROSS MARKET CYCLES WITH 
AMBIT ASSET MANAGEMENT

Successful investing takes acumen

The acumen to have a solution for every need

The acumen to navigate volatile conditions

The acumen to always stay true to character

At Ambit Asset Management, it is this acumen that helps you invest 
successfully, with products that stay true to character across market cycles
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Exhibit 15:

Source: Ambit Coffee Can Portfolio inception date is Mar 06, 2017;
**1M Return: 1st - 30th Nov'24;  3M Return: 1st Sep'24 – 30th Nov'24; 6M Return: 1st Jun'24 – 30th Nov'24; 1Y Return: 1st Dec'23 – 30th Nov'24
*Nifty 50 TRI is the selected benchmark for the Ambit Coffee Can Portfolio. The same is reported to SEBI. 
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Exhibit 16:

Source: Ambit Coffee Can Portfolio inception date is Mar 06, 2017;
*Nifty 50 TRI is the selected benchmark for the Ambit Coffee Can Portfolio. The same is reported to SEBI.
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Ambit Coffee Can Portfolio
At Coffee Can Portfolio, we do not attempt to time 
commodity/investment cycles or political outcomes 
and prefer resilient franchises in the retail and 
consumption-oriented sectors. The Coffee Can 
philosophy has an unwavering commitment to 
companies that have consistently sustained their 

competitive advantages in core businesses despite 
being faced with disruptions at regular intervals. As 
the industry evolves or is faced with disruptions, these 
competitive advantages enable such companies to 
grow their market shares and deliver long-term 
earnings growth. 
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Ambit Good & Clean Midcap Portfolio
Ambit's Good & Clean strategy provides long-only equity exposure to Indian businesses that have an impeccable 
track record of clean accounting, good governance, and efficient capital allocation. Ambit’s proprietary ‘forensic 
accounting’ framework helps weed out firms with poor quality accounts, while our proprietary ‘greatness’ 
framework helps identify efficient capital allocators with a holistic approach for consistent growth. Our focus has 
been to deliver superior risk-adjusted returns with as much focus on lower portfolio drawdown as on return 
generation. Some salient features of the Good & Clean strategy are as follows:

1. Process-oriented approach to investing: Typically 
starting at the largest 500 Indian companies, Ambit's 
proprietary frameworks for assessing accounting 
quality and efficacy of capital allocation help narrow 
down the investible universe to a much smaller 
subset. This shorter universe is then evaluated on 
bottom-up  fundamentals to create a concentrated 
portfolio of no more than 20 companies at any time.

2. Long-term horizon and low churn: Our holding 
horizons for investee companies are 3-5 years and 
even longer with annual churn not exceeding 

15-20% in a year. The long-term orientation 
essentially means investing in companies that have 
the potential to sustainably compound earnings, 
with these compounding earnings acting  as the 
primary driver of investment returns over long 
periods.

3. Low drawdowns: The focus on clean accounting 
and governance, prudent capital allocation, and 
structural earnings compounding allow participation 
in long-term return generation while also ensuring 
low drawdowns in periods of equity market 
declines.

Exhibit 17:

Source: Ambit Good & Clean Mid cap Portfolio inception date is Mar 12, 2015;
**1M Return: 1st - 30th Nov'24;  3M Return: 1st Sep'24 – 30th Nov'24; 6M Return: 1st Jun'24 – 30th Nov'24; 1Y Return: 1st Dec'23 – 30th Nov'24
*BSE 500 TRI is the selected benchmark for the Ambit Good & Clean Mid cap. The same is reported to SEBI.
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Exhibit 18:

Source:Ambit Good & Clean Mid cap Portfolio inception date is Mar 12, 2015;
*BSE 500 TRI is the selected benchmark for the Ambit Good & Clean Mid cap. The same is reported to SEBI.
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Ambit Emerging Giants Small Cap Portfolio
Small caps with secular growth, superior return ratios 
and no leverage – Ambit's Emerging Giants Small 
Cap portfolio aims to invest in small-cap companies 
with market-dominating franchises and a track record 
of clean accounting, governance and capital 
allocation. The fund typically invests in companies with 
market caps less than INR 4,000cr. These companies 
have excellent financial track records, superior 

underlying fundamentals (high RoCE, low debt), and 
the ability to deliver healthy earnings growth over long 
periods of time. However, given their smaller sizes, 
these companies are not well discovered, owing to 
lower institutional holdings and lower analyst coverage. 
Rigorous framework-based screening coupled with 
extensive bottom-up due diligence led us to a 
concentrated portfolio of 15-16 emerging giants. 

Exhibit 19:

Source: Ambit Emerging Giants Small cap Portfolio inception date is Dec 1, 2017;
**1M Return: 1st - 30th Nov'24;  3M Return: 1st Sep'24 – 30th Nov'24; 6M Return: 1st Jun'24 – 30th Nov'24; 1Y Return: 1st Dec'23 – 30th Nov'24
*BSE 500 TRI is the selected benchmark for the Ambit Emerging Giants Small cap. The same is reported to SEBI.
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Exhibit 20:

Source: Ambit Emerging Giants Small cap Portfolio inception date is Dec 1, 2017;
*BSE 500 TRI is the selected benchmark for the Ambit Emerging Giants Small cap. The same is reported to SEBI.
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Ambit TenX Portfolio
Ambit TenX Portfolio gives investors an opportunity to participate in the India growth story as the Indian GDP 
heads towards a US$10tn mark over the next 12-15 years. Mid and Small corporates are expected to be the key 
beneficiaries of this growth. The portfolio intends to capitalize on this opportunity by identifying and investing in 
primarily mid & small cap companies that can grow their earnings 10x over the same period implying 18-21% 
CAGR. Key features of this portfolio would be as follows: Key features of this portfolio would be as follows:  

1. Longer-term approach with a concentrated portfolio: 
Ideal investment duration of >5 years with 15-20 
stocks.

2. Key driving factors: Low penetration, strong 
leadership, light  balance sheet.

3. Forward-looking approach: Relying less on 
historical performance and more on future potential 
while not deviating away from the Good & Clean 
philosophy.

4.  No Key-man risk: Process is the Fund Manager.

Exhibit 21:

Source: Ambit TenX Portfolio inception date is Dec 13, 2021;
**1M Return: 1st - 30th Nov'24;  3M Return: 1st Sep'24 – 30th Nov'24; 6M Return: 1st Jun'24 – 30th Nov'24; 1Y Return: 1st Dec'23 – 30th Nov'24
*BSE 500 TRI is the selected benchmark for the Ambit TenX Portfolio. The same is reported to SEBI.
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Exhibit 22:

Source: Ambit TenX Portfolio inception date is Dec 13, 2021;
*BSE 500 TRI is the selected benchmark for the Ambit TenX Portfolio. The same is reported to SEBI. 
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For any queries, please contact:
Phone: +91 22 6623 3281 | Email - amsales@ambit.co
Registered Address: Ambit Investment Advisors Private Limited - Ambit House, 449, Senapati Bapat Marg, 
Lower Parel, Mumbai - 400 013.

Corporate Address: Ambit Investment Advisors Private Limited - 2103/2104, 21st Floor, One Lodha Place, 
Senapati Bapat Marg, Lower Parel, Mumbai - 400 013.

Ambit Investment Advisors Private Limited (“Ambit”), is a registered Portfolio Manager with Securities and Exchange Board of India vide 
registration number INP000005059.

The performance of the Portfolio Manager has not been approved or recommended by SEBI nor SEBI certifies the accuracy or 
adequacy of the performance related information contained therein. Returns are calculated using TWRR method as prescribed under 
revised SEBI (Portfolio Managers) Regulations, 2020. Performance is net of all fees and expenses. Past performance is not a reliable 
indicator of future results. Please note that performance of your portfolio may vary from that of other investors and that generated by the 
Investment Approach across all investors because of 1) the timing of inflows and outflows of funds; and 2) differences in the portfolio 
composition because of restrictions and other constraints. For comparative Performance relative to other Portfolio Managers within the 
selected Strategy, please visit: bit.ly/APMI_PMS. 

This presentation / newsletter / report is strictly for information and illustrative purposes only and should not be considered to be an 
offer, or solicitation of an offer, to buy or sell any securities or to enter into any Portfolio Management agreements. This presentation / 
newsletter / report is prepared by Ambit strictly for the specified audience and is not intended for distribution to public and is not to be 
disseminated or circulated to any other party outside of the intended purpose. This presentation / newsletter / report may contain 
confidential or proprietary information and no part of this presentation / newsletter / report may be reproduced in any form without its 
prior written consent to Ambit. All opinions, figures, charts/ graphs, estimates and data included in this presentation / newsletter / 
report is subject to change without notice. This document is not for public distribution and if you receive a copy of this presentation / 
newsletter / report and you are not the intended recipient, you should destroy this immediately. Any dissemination, copying or 
circulation of this communication in any form is strictly prohibited. This material should not be circulated in countries where restrictions 
exist on soliciting business from potential clients residing in such countries. Recipients of this material should inform themselves about 
and observe any such restrictions. Recipients shall be solely liable for any liability incurred by them in this regard and will indemnify 
Ambit for any liability it may incur in this respect.

Neither Ambit nor any of their respective affiliates or representatives make any express or implied representation or warranty as to the 
adequacy or accuracy of the statistical data or factual statement concerning India or its economy or make any representation as to the 
accuracy, completeness, reasonableness or sufficiency of any of the information contained in the presentation / newsletter / report 
herein, or in the case of projections, as to their attainability or the accuracy or completeness of the assumptions from which they are 
derived, and it is expected each prospective investor will pursue its own independent due diligence. In preparing this presentation / 
newsletter / report, Ambit has relied upon and assumed, without independent verification, the accuracy and completeness of 
information available from public sources. Accordingly, neither Ambit nor any of its affiliates, shareholders, directors, employees, 
agents or advisors shall be liable for any loss or damage (direct or indirect) suffered as a result of reliance upon any statements 
contained in, or any omission from this presentation / newsletter / report and any such liability is expressly disclaimed. Further, the 
information contained in this presentation / newsletter / report has not been verified by SEBI.

You are expected to take into consideration all the risk factors including financial conditions, risk-return profile, tax consequences, etc. 
You understand that the past performance or name of the portfolio or any similar product do not in any manner indicate surety of 
performance of such product or portfolio in future. You further understand that all such products are subject to various market risks, 
settlement risks, economical risks, political risks, business risks, and financial risks etc. and there is no assurance or guarantee that the 
objectives of any of the strategies of such product or portfolio will be achieved. You are expected to thoroughly go through the terms 
of the arrangements / agreements and understand in detail the risk-return profile of any security or product of Ambit or any other 
service provider before making any investment. You should also take professional / legal /tax advice before making any decision of 
investing or disinvesting. The investment relating to any products of Ambit may not be suited to all categories of investors. Ambit or 
Ambit associates may have financial or other business interests that may adversely affect the objectivity of the views contained in this 
presentation / newsletter / report.

Ambit does not guarantee the future performance or any level of performance relating to any products of Ambit or any other third party 
service provider. Investment in any product including mutual fund or in the product of third party service provider does not provide any 
assurance or guarantee that the objectives of the product are specifically achieved. Ambit shall not be liable for any losses that you may 
suffer on account of any investment or disinvestment decision based on the communication or information or recommendation received 
from Ambit on any product. Further Ambit shall not be liable for any loss which may have arisen by wrong or misleading instructions 
given by you whether orally or in writing. The name of the product does not in any manner indicate their prospects or return.

The product ‘Ambit Coffee Can Portfolio’ has been migrated from Ambit Capital Private Limited to Ambit Investments Advisors Private 
Limited. Hence some of the information in this presentation may belong to the period when this product was managed by Ambit Capital 
Private Limited.

The performance data for coffee can product between 6th march 2017 - 19th June 2017 represents model portfolio returns. First client 
was onboarded on 20th June 2017. The performance data   for G&C product between 1st June 2016 to 1st April 2018 also includes 
returns for funds managed for an advisory offshore client. Returns are calculated using TWRR method as prescribed under revised SEBI 
(Portfolio Managers) Regulations, 2020. 

You may contact your Relationship Manager for any queries.


