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Ceramic Distributor to a Premium B2C Brand
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Mission

Vision

To build a globally 
recognized, technology-
enabled omnichannel 
interior surfaces and 
lifestyle solutions brand.

To transform space design 
through premium products, 
AI-powered visualization and 
seamless customer 
experiences.

Founded in 1991, MCPL has evolved to a technology-driven, design-led 
surface solutions brand redefining how customers discover, visualize and 
purchase premium interior products across retail and digital channels. 

With a growing omnichannel presence through experience centres, dealer 
networks and AI-powered platforms, the Company delivers an integrated 
customer journey across residential, commercial and institutional segments. 

Through its proprietary MCPL Studio platform and digital-first 
engagement strategy, Company is positioning itself as a scalable D2C-
focused lifestyle and interior solutions brand.

MCPL’s diversified portfolio includes ceramic and porcelain tiles, quartz 
surfaces, tiles adhesives, sanitaryware and premium interior solutions.



Management Overview - Driving Sustainable Growth
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“FY26 marked another year of strong execution for MCPL as consolidated 
revenue grew 23.4% YoY to ₹202.99 Cr, while PAT increased 10.1% to ₹12.01 Cr. 
During the year, the Company strengthened its balance sheet and operational 
efficiency through improved working capital management, reduction in debtor 
days from 163 to 114 days and decline in trade receivables from ₹72.61 Cr to 
₹62.16 Cr despite business expansion. Long-term debt also reduced 
significantly from ₹28.98 Cr to ₹13.89 Cr, reflecting stronger financial 
discipline, healthier cash-flow management and improved capital efficiency.

Key milestones included the launch of the Dubai Display Centre, expansion 
across Africa, GCC & UK markets, operationalization of the Upper Thane 
Cutting & Polishing Facility, strengthening of AI-powered MCPL Studio and 
expansion of the premium product portfolio. Looking ahead, the Company 
remains focused on export-led growth, premiumization, omnichannel retail 
expansion and technology-driven customer engagement, while targeting 
sustainable 25-30% CAGR over the next three years.”

Mr. Dhruv Rakhasiya
Managing Director



The Evolution into a Premium B2C Surface Brand

2008-9
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1991

2023

1991

2007-8

2009-10 20018-19 2021 2024

2013-14 2019-20 2023 2025

Establishment 
of Manoj & 
Company 

Initiated 
Imported 
Tiles

Established Depot 
cum Display Centre 
at Bangalore

Retail presence 
embarked through 
establishment of 
Andheri Showroom

Establishment 
of Gujrat Depot

Established 
Morbi Depot

Introduce 
AI-powered 
“Studio”

Incorporated a 
WHOS MCPL 
Ceramic Limited in 
London for Export

Listed on 
BSE-SME

Upper Thane 
Biggest 
Display 
Centre



Global Expansion
✓ Opened Dubai Display Centre (Aug 

2025)

Retail & Distribution Expansion
✓ 6 operational premium showrooms
✓ Retail footprint expanded to 1,26,500+ sq. 

ft.
✓ Pune warehouse operational; Nagpur 

depot under commissioning

Digital & AI Transformation
✓ Upgraded AI-powered MCPL Studio
✓ Automated WhatsApp funnels launched
✓ CAC reduced by 20-25%
✓ Conversion rates improved by 25-40%

Operational Strengthening
✓ Operationalized Upper Thane Cutting & 

Polishing Facility
✓ Reduced outsourcing dependency

Risk Management & Working Capital
✓ Sector-first Trade Credit Insurance
✓ 90% claim protection support

FY26 Overview

Retail & Distribution Expansion
✓ Expand showroom network from 6 → 8–10 

experience centres
✓ Increase retail footprint from 1,26,500+ sq. ft. → 

1,75,000+ sq. ft.
✓ Operationalize Nagpur hub to improve pan-India 

delivery efficiency

Export Scale-Up
✓ Increase export contribution toward double-

digit revenue mix
✓ Expand sovereign partnerships across African 

markets
✓ Scale Dubai Display Centre as GCC export hub

Digital Ecosystem Expansion
✓ Further integrate CRM, analytics & 

omnichannel engagement
✓ Enhance AI Studio capabilities for higher 

conversion efficiency
✓ Expand digital customer acquisition channels

Premium Product Expansion
✓ Increase share of Next-Gen Quartz & 

premium imported surfaces
✓ Improve blended realizations through 

premium product mix

FY27 - SCALE-UP PHASE

Strategic Expansion
✓ Explore asset-light regional acquisitions & 

partnerships
✓ Scale integrated retail, distribution & export 

ecosystem

Export-Led Revenue Transformation
✓ Target exports contributing ~20% of total revenue
✓ Expand institutional & sovereign supply 

mandates globally
✓ Strengthen presence across GCC, Africa, UK & 

U.S. markets

Retail & Omnichannel Scale
✓ Target 12+ premium experience centres
✓ Expand retail footprint beyond 2,50,000+ sq. ft.
✓ Strengthen integrated omnichannel customer 

journey across physical & digital platforms

Margin & Brand Expansion
✓ Higher premium-product mix to support 

sustained EBITDA expansion
✓ Strengthen positioning as a premium, 

technology-enabled interior solutions brand
✓ Increase share of high-margin customized 

& design-led solutions

FY28 & BEYOND - LONG-TERM VALUE 
CREATION
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FY26 Achievements to FY28 & Beyond Vision



Key Metrics

35+
Years of Experience

1,26,500+
Total Stores Area 

(Sq. ft.)

1000+
No. of SKUs

100+
Team Members

04+
Global reach

06+
Active Stores
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Exports from ~1% to ~20% of revenue over the next 3 years through 
Dubai Display Centre, sovereign African contracts, and global 
subsidiaries.

Export-Led Opportunity

Backward Integration = Margin Expansion

Operationalized Upper Thane Cutting & Polishing Facility to reduce 
dependency and improve premium-margin realization.

Sector-First Risk Management

Trade Credit Insurance from protects domestic receivables with claim 
coverage, supporting safer dealer expansion.

Strong Financial & Growth Visibility

Delivered 40% revenue CAGR (FY22-FY26) with target 25-30% 
sustainable revenue CAGR over the next 3 years.

Tech-Driven Conversion Engine

AI-powered MCPL Studio and WhatsApp automation improving 
conversions by 25-40% while reducing CAC by 20-25%.
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Key Emerging Metrics
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The Asset-Light B2C Business Engine

Zero-CAPEX Manufacturing Outsourcing

• Completely outsources heavy production to vetted 
manufacturing partners in Morbi (India's ceramic 
capital).

• Eliminates all fixed overhead risks, kiln maintenance 
costs, and volatile fuel/gas price fluctuations from the 
balance sheet.

Prudent Capital Allocation

• Redirects preserved capital straight into high-
margin consumer touchpoints: brand building, 
retail showrooms, and digital technology.

• Enables rapid scale and high agility to instantly 
shift product designs based on real-time B2C 
interior trends.

Premium End-Consumer Focus

• Bypasses low-margin commodity 
wholesaling to build direct 
relationships with homeowners, 
architects, and high-end 
designers.

• Controls the entire retail pricing 
architecture, driving maximum 
gross profit margins back into the 
company.
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Reach across Premium Brands 



Dealer Network Retail Showrooms B2B Projects

Exports Tile Adhesive Contract Servicing

Dealer Network
• Maharashtra, Goa, Tamil Nadu & Karnataka 
• Depots in Morbi, Bhiwandi, Pune & Bangalore
• Trade Credit Insurance enabling safe expansion

Retail Showrooms

• 6 premium showrooms
• Jaquar Partnership Centre operational
• AI Studio driving 25-40% higher conversions

B2B Institutional
• Architects, builders & contractors
• Large-format, custom projects 
• Expanded adhesive & quartz portfolio

Exports
• Dubai GCC hub 
• Africa sovereign contracts
• UK subsidiary
• Target: 20% of revenue in 3 years

Diverse Growth Engines

10
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Step towards Manufacturing

• Tailored to exact client 
specifications - from 1 pc to bulk 
institutional orders

• Serves residential, commercial & 
large-scale infrastructure projects

• Clients include ICICI Bank, Marriott 
Hotels, Starbucks, Raymond, 
Reliance Jio, JBCN School, Crocs, 
Policy Bazaar & Zepto

• Ability to ship anywhere in the 
world — any size, any volume

Custom Manufacturing

• In-house R&D team: concept → 
prototype → full-scale production

• Reduces go-to-market risk; 
refines products before mass 
manufacturing

• Cutting-edge prototyping & 
rigorous testing at every stage

• Enables customised cuts, edge 
detailing & bespoke textures on 
demand

R&D Prototyping

• Raw material selection to final 
packaging — strict QC at every 
step

• Meets international performance 
& safety standards

• Adhesives & RMP systems 
engineered for harsh 
environments

• Trusted by architects, builders & 
contractors for precision & 
longevity

Quality Materials & Control



• Imported & Indian Marbles and Granites processed 
with premium finishes

• Mirror, Leather, Matt & River Polishing - luxury and 
export-grade output

• Handles slabs up to 12 ft × 6 ft - one of the largest 
heavy-duty setups in sector

• End-to-end surface solution - complete value chain 
for stone products

• Precision cutting of 15mm full-body slab tiles & 20mm 
Quartz Stones

• In-house processing of Indian Marbles & Granites - 
eliminates outsourcing

• Edge cutting with slab lengths up to 12 feet - among the 
longest in India

• Enables customised slab sizes for high-end architectural 
& institutional projects
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❖ Cutting Facility ❖ Polishing Facility 

• Commissioned at MCPL’s Upper Thane flagship store, this facility marks the 
Company’s first foray into partial manufacturing - enabling stronger control 
over quality, cost and delivery timelines. 

• In-house processing reduces dependence on third-party vendors, improves 
working capital cycles and positions MCPL to win premium B2B project 
mandates both domestically and in export markets.

Strengthening Manufacturing Capabilities



MCPL Studio - AI-Powered Innovation Platform

Strategic Benefits

Design & Customization
✓ In-house design studio for tailored commercial & residential projects
✓ 20-30% reduction in lead times through faster design-to-production cycle
✓ BIM (Building Information Modeling) and VR/AR integration
✓ Real-time data analytics reduces design errors by up to 25%

Technological Integration
✓ Tracks and implements current design trends for market relevance
✓ Direct customer feedback integration drives continuous innovation
✓ Sustainability & efficiency focus in operations
✓ Advanced visualization ensuring precision and accuracy

❖ Faster Delivery - Boosts client satisfaction and project volume
❖ Cost Efficiency - Cuts overhead via lean operations
❖ Competitive Edge - Enables trend-forward, sustainable, customized offerings
❖ Market Relevance - Continuous alignment with industry trends

Instant Comparisons
• Instant tile switching with side-

by-side style visualization
• Reduces change requests, 

speeds purchase decisions

Immersive Design Tools
• 360° panoramic previews for all 

room types with real dimensions
• Reduces consultation time, 

improves showroom efficiency

Real-Time Visualization
• Upload real images for AI-

driven layout simulation
• Boosts conversions, 

minimizes errors and returns



Powering Growth Digitally
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• New tile collections with 360° video 
demos

• “Before & After” visual 
transformations from showroom 
clients

• Campaigns promoting warehouse 
openings and mock-up rooms

• Reels featuring on-site walkthroughs, 
behind-the-scenes looks, and 
influencer collaborations

• Established Digital Transformation 
Division integrating CRM, analytics 
& omnichannel marketing.

• MCPL Studio + WhatsApp 
integration delivering 25-40% 
higher conversions & 15% repeat 
engagement.

• Unified MCPLworld.com experience 
boosting online visibility & 
qualified lead generation.

Strengthened Digital Ecosystem Targeted Brand Communication

• Consistent campaigns like “Finish 
Your Space” enhancing awareness 
& digital recall.

• Influencer collaborations, 360° 
videos & mock-up reels increasing 
engagement.

• Product & warehouse campaigns 
improving dealer activation and 
regional visibility.

Data-Driven Marketing Efficiency

• AI retargeting engine re-engages 
visitors, improving repeat visits by 
~40%.

• Automated digital outreach reduced 
CAC by 20-25% and improved 
conversion ROI.

• Integrated analytics connect 
marketing spend to showroom & 
B2B conversions.

Strategic Impact

•  Strengthened brand recall & 
engagement across retail, B2B & 
exports.

• Higher conversion rates & ROI 
through content-led, data-backed 
initiatives.

• Reinforces MCPL’s positioning as 
a digitally advanced, customer-
centric ceramics brand.
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Marmibellaa – MCPL’s Premium Growth Engine

Segment
Positioning

Margin Accretive
vs Standard Tiles

Imports Premium High ASP

❖ What is Marmibellaa?

MCPL’s dedicated Italian marble brand — 

sourcing directly from legendary Carrara, 

Tuscany and Verona quarries. Offers curated 

Calacatta, Statuario, Emperador and 10+ 

premium varieties for stately interiors, kitchen 

islands and architectural feature walls.

❖ Why Premium Marble = Higher Margins

Italian marble commands 2–3× the ASP of 

standard tiles. In-house Cutting & Polishing 

(C&P) facility at Upper Thane enables custom 

edge detailing and premium finishing in-house 

— capturing the full value chain margin that 

was previously outsourced.

Italy, Spain, Vietnam,
China, Turkey



Expanding Global Horizons
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(Minister of Republic of Burundi)
Ambassador of Burundi

Burundi
• Exclusive government tile supply contract
• Endorsed by national dignitaries
• Sovereign-level partnership for recurring revenue

Senegal Sudan

Sudan & Senegal
• Channel partners appointed for on-ground execution
• Localized distribution networks established
• Regional market penetration strategy

Uganda
• Strengthened regional presence
• Localized operational leadership
• Established market foundation

Angola
• Institutional school project secured
• Tailored design formats for infrastructure use
• Project-based execution model

Market Opportunity
o Africa's Home Décor Market CAGR: 9.1% (2025–2030)
o Large institutional growth opportunity
o Recurring, high-volume export contracts
o Higher pricing power through strategic positioning

Partnership Model
Designed to deliver sovereign-level relationships, 
institutional supply contracts and margin-accretive export 
growth



The Dubai Display Centre - Gateway to Global Markets
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Strategic Outcomes & Value Creation

Product Portfolio:
• Ceramic & porcelain slabs (smallest to world's largest)
• Tile adhesives
• Sanitaryware & bath fittings
• Modular interiors
• One-stop B2B experience

Launch Details:
• Inauguration: August 2025
• Positioning: MCPL’s 2nd overseas flagship Display 

Centre
• Location: Dubai's design & construction hub

Target Customers:
• Architects
• Real estate developers
• Institutional buyers (hospitality, commercial, residential)

Technology Integration:
• Real-time engagement & design simulations
• AI-powered MCPL Studio integration
• Remote client visualization capabilities
• Seamless digital-to-physical customer journey

Strategic Advantage:
• Serves both GCC & African markets
• Enables faster decision cycles
• Stronger export linkages
• Local presence drives trust and conversions

Market Opportunity:
UAE Interior Design Market CAGR: 25-30% (2025-2030)
High-value, premium segment growth
Infrastructure boom across GCC region

Export Visibility
Strengthens brand credibility in high-value markets
Positions MCPL as globally trusted ceramic brand

Operational Leverage
• Global design integration
• Higher-margin export mix
• Improved pricing power

Faster Conversions
Enables quicker B2B decision cycles through localized engagement
Real-time product experience drives confidence

Brand Positioning
• Design-first approach
• Technology-enabled experience
• Premium segment leadership



Industry Overview

• 800+ manufacturing units in Morbi contribute ~70% of India’s output
• Organised sector: 46% market share (FY25) → target 55% by FY29
• 2B+ sq. metres produced annually — 2nd largest producer globally
• India = 10% of global ceramic tiles market by revenue

18

❖ Real Estate Boom
$532 Bn → $1.26 Trillion by 2034
78.8% residential share | 10% CAGR | PMAY 3 Cr new homes | 362K units 
launched in 2025

❖ Infra & Smart Cities
₹11.11L Cr Budget Infra Spend FY25
100 Smart Cities Mission | Bharatmala | Metro expansions | Airports & 
hospitals driving commercial tiles demand

❖ Hospitality & Tourism
India Tourism: $30 Bn+ by 2030
Hotel, resort & luxury hospitality capex driving premium tile demand | 
Marriott, Starbucks — MCPL clients

❖ Industry & PLI
PLI schemes across 14 sectors
Factory & warehouse construction | Data centres, pharma, electronics 
parks | Large-format industrial floor tiles

❖Urbanisation Wave
40% urban population by 2030
10 Mn migrate to cities annually | 77 new million-plus cities projected by 
2030 | Rising ASP preference in Tier 1 & 2

❖Premiumisation Trend
36% digital print adoption globally
India middle class driving stone-look, large-format & designer tiles | ASP 
expansion tailwind for MCPL’s premium mix



Management Overview
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Mr. Akash Manoj Rakhasiya 
Executive Director
With 5 Years of Experience in Business Administration and Export 
Operations, holds a Master of Business Administration (MBA) from 
Vancouver, Canada. 
Mr. Akash has successfully established and currently manages the 
company’s exports department, driving its international growth.

Mr. Pankaj Shantilal Rakhasiya 
Chief Financial Officer
Aged 45, Mr. Pankaj Rakhasiya holds a PGDBM from Mumbai, 
India.
With over 15 years of expertise in administration and finance, he 
brings extensive experience to his role as CFO at the company.

Mr. Dhruv Manoj Rakhasiya
Promoter & Managing Director 

Aged 35, holds a Master of Business 
Administration (MBA) from London, and brings 10 

years of experience in business administration 
and financial management. 

At MCPL, Mr. Dhruv oversees administration, 
accounts, finance, and legal functions while also 
leading strategic marketing initiatives, research, 

and development to drive business growth.



Key Differentiators
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Strong Financial Performance & Consistent Growth

• Delivered ~40% revenue CAGR from FY22–FY26PAT more 
than doubled during the same period.

• Working capital cycle improved from 231 → 178 days in 
FY26.

• Long-term debt reduced from ₹28.98 Cr → ₹13.89 Cr

Innovation Led Retail Experience 

• Interactive studio platform enables co-creation, driving 
faster decisions and deeper customer engagement.

• Smart visualization tech improves design accuracy, 
reducing rework and boosting in-store efficiency.

Experienced & Agile Leadership

• Over 30 years of industry experience, reflecting operational 
stability and deep market insight.

• Founded in 1991, with a strong legacy in ceramic and 
construction materials.

• Led by seasoned professionals driving strategic growth 
through informed, data-backed decisions.

• Tech-forward management mindset, consistently embracing 
innovation and evolving market trends.

Innovation Driven, Customer-First Approach

• Maintains international quality standards with continuous 
product upgrades.

• Supports flexible order sizes, including single-piece 
fulfillment for customer convenience.

• Operates retail showrooms in cities like Mumbai and 
Bangalore, providing personalized, hands-on consultations.

Strong Export Capabilities

• Dubai Display Centre established as GCC export 
gateway.

• Presence across Africa, GCC & UK  markets.
• Export contribution targeted to scale from ~1% → 

~20%

Extensive Product Portfolio

• Wide range of wall & floor tiles across styles, sizes, and 
finishes.

• Comprehensive offerings in ceramic tiles and 
adhesives for construction and renovation.

• Capable of serving any tile, flooring, or infrastructure 
requirement with end-to-end solutions.

Competitive 
Strengths



Future Outlook
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Growth & Financial Performance

➢ Targeting sustainable 25–30% revenue CAGR over 
next 3 years.

➢ Focused on profitability, cash-flow generation 
and capital efficiency.

➢ Building a globally recognized, technology-
enabled premium surface solutions brand.

➢ Long-term focus on shareholder value creation 
through scale, exports and premiumization

Global Expansion & Exports

➢ Export share expected to rise from 1% → 20% 
within 3 years.

➢ Dubai Display Centre (Aug 2025) acting as 
GCC hub; London subsidiaries expanding 
global reach.

➢ Active presence in Burundi, Angola, Sudan & 
Senegal through sovereign-level alliances.

➢ Export business positioned as key margin 
accretive growth driver.

Domestic Growth & Product Innovation

➢ 6 operational showrooms across major cities; 
Jaquar Partnership Centre enhancing premium 
presence.

➢ Launch of Glue-Finish Tiles, Wooden Planks, Exotic 
Stones & Next-Gen Quartz driving ASP growth.

➢ AI-driven MCPL Studio improving customer 
conversions and engagement.

➢ Strengthening brand through design innovation 
and digital customer experience.

Operations, Digital & Strategic Roadmap

➢ Pune warehouse operational, Nagpur hub (FY26) 
to enhance turnaround and efficiency.

➢ Digital Transformation Division integrating CRM, 
analytics & omnichannel marketing.

➢ Focus on technology-led scalability, export 
integration and data-driven engagement.

➢ Committed to building a digitally enabled, 
export-led, innovation-driven ceramic brand.

01 02

03 04



H2 FY26 Financial Highlights
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Particulars (INR Crs.) H2 FY25 H2 FY26 Y-o-Y Change (%)

Revenue 97.96 120.55

Other Income 0.05 0.27

Total Income 98.01 120.82 23.27

Raw Material Expense 78.40 101.08

Employee Benefit Expense 1.50 2.08

Other Expenses 4.60 4.20

EBITDA 13.51 13.45 (0.45)

EBITDA Margin (%) 13.79 11.14 (265 BPS)

Finance Costs 3.69 4.36

Depreciation 0.24 0.30

PBT 9.59 8.79

Tax 2.95 2.65

PAT 6.64 6.14 (7.46)

PAT Margin (%) 6.78 5.09 (168 BPS)



Historical Income Statement
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Particulars (INR Crs.) FY24 FY25 FY26

Revenue 95.82 164.30 202.62

Other Income 1.09 0.16 0.38

Total Income 96.91 164.47 202.99

Raw Material Expense 74.19 131.81 165.66

Employee Benefit Expense 3.09 3.09 4.32

Other Expenses 4.67 6.73 8.13

EBITDA 14.97 22.85 24.88

EBITDA Margin (%) 15.44 14.00 12.26

Finance Costs 6.78 7.18 7.83

Depreciation 0.23 0.37 0.53

PBT 7.95 15.30 16.52

Tax 2.61 4.39 4.51

PAT 5.34 10.91 12.01

PAT Margin (%) 5.51 6.64 5.92



Historical Balance Sheet
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Equities & Liabilities (INR Cr) FY24 FY25 FY26

Shareholder's Fund

Share Capital 10.83 13.91 16.21

Reserves & Surplus 19.95 92.67 121.35

Total Equity 30.78 106.58 138.68

Non Current Liabilities

Long Term Borrowings 27.36 28.98 13.89

Deferred Tax Liabilities  0.00 0.00 0.00

Long Term Provision 0.25 0.50 0.49

Total Non Current Liabilities 27.61 29.49 14.39

Current Liabilities

Short-Term Borrowings 30.09 29.20 56.99

Trade Payables 12.08 19.10 25.82

Other Current Liabilities 1.76 1.59 2.00

Short Term Provision 2.52 4.60 7.97

Total Current Liabilities 46.45 54.49 92.79

Total Liabilities 104.84 190.56 245.87

Assets FY24 FY25 FY26

Non Current Assets

PP&E 0.78 5.06 5.45

Non Current Investment 0.06 0.06 0.06

Deferred tax assets 0.28 0.61 1.26

Long term loan & advances - 0.28 0.37

Other Non Current Assets 7.50 11.15 9.91

Total Non Current Assets 8.56 16.82 17.07

Current Assets

Inventories 26.07 50.48 61.26

Trade Receivable 50.65 72.61 63.10

Cash & Cash Equivalents 1.22 10.92 3.49

Short term loan & advances 0.18 0.25 0.03

Other current Assets 18.14 39.49 101.13

Total Current Assets 96.28 173.74 22.88

Total Assets 104.84 190.56 245.87



Capital Market Data
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Price Data (As on 14th Nov, 2025) INR

Share Price 75.00

Market Capitalization (Cr) 102.80

No of Share Outstanding (Cr) 12,407,000

Face Value 10.0

52 Week H/L 228.45 / 60.00

Shareholding Pattern (As on 30th September, 2025)

Share Performance (27th May, 2026)

53.0643.99

2.3 0.66

Promoter & Group Public FIIs DIIs
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Thank You

Confideleap Partners

103-8, Lodha Eternis, MIDC, 
Andheri East, Mumbai 400093 
Maharashtra, India.
Phone: +91 85911 45959
Email: info@confideleap.com 
Website: www.confideleap.com 

Manoj Ceramic Limited
Regd. Office: 1, Krishna Kunj , 140 , 
Vallabh Baugh Lane ,
Ghatkopar (East) , Mumbai 4000 077 , 
INDIA. 
Website:  www.mcplworld.com

mailto:info@confideleap.com
http://www.prospectcommodities.com/
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