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This presentation and the accompanying slides (the “Presentation”), which have been prepared by S D Retail Limited (the “Company”), have been 
prepared solely for information purposes and do not constitute any offer, recommendation or invitation to purchase or subscribe for any securities, 
and shall not form the basis or be relied on in connection with any contract or binding commitment whatsoever. No offering of securities of the 
Company will be made except by means of a statutory offering document containing detailed information about the Company.

This Presentation has been prepared by the Company based on information and data which the Company considers reliable, but the Company makes 
no representation or warranty, express or implied, whatsoever, and no reliance shall be placed on, the truth, accuracy, completeness, fairness and 
reasonableness of the contents of this Presentation. This Presentation may not be all inclusive and may not contain all of the information that you may 
consider material. Any liability in respect of the contents of, or any omission from, this Presentation is expressly excluded.

Certain matters discussed in this Presentation may contain statements regarding the Company’s market opportunity and business prospects that are 
individually and collectively forward-looking statements. Such forward-looking statements are not guarantees of future performance and are subject to 
known and unknown risks, uncertainties and assumptions that are difficult to predict. These risks and uncertainties include, but are not limited to, the 
performance of the Indian economy and of the economies of various international markets, the performance of the industry in India and world-wide, 
competition, the company’s ability to successfully implement its strategy, the Company’s future levels of growth and expansion, technological 
implementation, changes and advancements, changes in revenue, income or cash flows, the Company’s market preferences and its exposure to 
market risks, as well as other risks. The Company’s actual results, levels of activity, performance or achievements could differ materially and adversely 
from results expressed in or implied by this Presentation. The Company assumes no obligation to update any forward-looking information contained in 
this Presentation. Any forward-looking statements and projections made by third parties included in this Presentation are not adopted by the 
Company and the Company is not responsible for such third-party statements and projections. All Maps used in the presentation are not to scale. All 
data, information, and maps are provided "as is" without warranty or any representation of accuracy, timeliness or completeness.
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Our Company has demonstrated commitment to growth of our EBO channel and accordingly our EBO revenue has grown by 95% during the year and 75% during second half of 
year. Despite growth of our EBO channel, still MBO business is the largest channel consisting of 61.96% of the overall business during the year and 66.86% of the overall 
business during second half of the year. From a channel perspective, our EBOs delivered the highest growth, contributing 12.74% of total revenue—up from 6.94% last 
year—driven by footprint expansion and healthy double-digit Same-Store Sales Growth (“SSSG”)

For FY 2024-25, revenue stood at ₹ 173.04 crore, growing 6.45% year-on-year. EBITDA stood at ₹ 14.30 crore, with an EBITDA margin of 8.26% compared to ₹ 13.81 crore, with an 
EBITDA margin of 8.49% in FY24. We recorded a Profit After Tax of ₹ 8.56 crore as compared to Profit After Tax of ₹ 7.69 crore for last financial year.

For H2 FY25, we reported revenue from operations of ₹ 101.36 crore, representing de-growth of 4.34% largely resulted from closure of non-performing LFS counters and 
de-growth in Online channel mainly on account of non-performance of winter merchandize due to late arrival of Winter, which lasted for short period. EBITDA stood at ₹ 11.87 
crore, translating into an EBITDA margin of 11.71%. Profit After Tax stood at ₹ 9.09 crore, with PAT margin of 8.96% as against PAT margin of 10.19% for H2, FY 24 largely due to 
investment in manpower for future growth and increase in other overhead cost.

Our gross margins improved largely due to increased contribution of EBO and reduced input costs during the year as well as second half of the year. This resonates with our 
understanding of better delivery of margins as our EBO expansions unfold. 

In continuation of bringing in overall efficiency in business, we have been able to generate positive cash flow to the tune of ₹ 1.55 crores as Net Cash Flow from Operating 
Activities during the year, as against corresponding numbers of the previous year of ₹ (13.63) crores.

In the second half of the year, we have opened 17 (net) new stores, taking our overall count to 51 stores. We are committed to build on the current experience and further 
continue to open stores at a much faster pace in the coming period. Our EBO’s will help us improve our market share, brand recognition, gross margin and result into 
economies of scale.

Since we raised capital in the last week of September 2024, we have been able to deploy only ₹ 14.35 Crore during the year and major deployment of funds will come in the 
coming periods. Since deployment has largely happened in second half of the year, the corresponding results will be visible in the coming years.

Our strategy revolves around building the brand with high-quality products in the mid-premium segment and establishing the brand in the sleepwear category, which is still 
largely dominated by the unorganized market. With the expansion of EBO and an asset-light model, we plan to generate better cash flow, better inventory turns, and overall 
better margins for the company.

Business Outlook
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FY 24-25 Operational & Financial Performance

Revenue from Operations

173.04 Cr
Gross Profit

88.44 Cr
EBITDA

14.30 Cr
Profit After Tax

8.56 Cr

51.11 % 8.26 %   4.94 %

Gross Profit Margin EBITDA Margin PAT Margin

Sales Mix (FY 24-25)
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H2 FY25 Operational & Financial Performance

Revenue from Operations

101.36 Cr
Gross Profit

53.45 Cr
EBITDA

11.87 Cr
Profit After Tax

9.09 Cr

52.73 % 11.71 %   8.96 %

Gross Profit Margin EBITDA Margin PAT Margin

Sales Mix (H2 FY 25)
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FINANCIALS
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P&L Statement                                                              (Rs. in Crore)
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Balance Sheet as on date                                               (Rs. In Crore)
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Note : The company's business is largely seasonal. The highest revenue recognition is in last quarter of Financial year and hence the 
overall working capital cycle is comparatively higher as on end of reporting period.



Cash Flow                                                                     (Rs. in Crore)
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SWEET DREAMS is India’s premier sleepwear brand, offering stylish, 
high-comfort sleepwear for Men, Women, and Kids. 

Positioned at the heart of the 70-hour-per-week wear-time 
opportunity, we serve consumers during their most intimate 
hours—between 8 PM and 8 AM—across all their bedtime and 
at-home moments.

With over two decades of legacy and leadership, we’ve established 
a powerful national distribution network of 2,500+ retail touchpoints 
and sell over 2 million pyjama sets annually. Today, we are rapidly 
expanding our Direct-to-Consumer (D2C) presence through 
exclusive brand outlets at malls, high streets, airports, and leading 
digital platforms.

Backed by the largest repository of sleepwear preference data in 
India, we at SWEET DREAMS have built a deep understanding of 
regional tastes in fit, print, and color—across the North, South, East, 
and West. This data advantage allows us to design finely tuned 
collections that truly resonate with our customers, no matter where 
they are.

We Are the Premier Sleepwear Company in India
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ABOUT US
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3W Framework

Sleepwear plays a crucial role in daily life, accounting for approximately 42% of a person’s weekly hours—equivalent to at least 
70 hours out of 168. Despite this, it receives only 10% of wardrobe space, with frequent washes and repeated use. When it 
comes to wallet share, the allocation drops even further to just 6%. This gap presents a significant growth opportunity for the 
category. At SWEET DREAMS, we believe our fashionable, product-first approach will help bridge this divide, expanding both 
wardrobe presence and wallet share.

To place sleepwear in the larger apparel industry, we use the 3W framework: Wallet share, Wardrobe share & Wear-time share. 
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MEN

Inhouse Design 
& Creative 

Team

Global 
Fashion 

Trend Study

Products 
For

Entire 
Family

Premium
Price 
Points

WOMEN

3 Pillars
Comfort, 

Style 
& Longevity

Sleepwear focused 
sourcing of 
premium
fabrics.
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Multi-channel pan-India distribution network
We have established a pan-India presence through 

various touch points. In addition to our physical 
locations, we have strengthened our presence 

online via our website, www.sweedreams.in, and 
various e-commerce marketplaces.

Our Scalable Business Model
A potential possibilities of tapping of new 

markets both international and domestic. We 
have adopted aggressive marketing, innovation 

in the product range & design, and consistent in 
quality of the product we manufacture.

We Monitor Global Design Trends
Our design team captures global 
fashion trends by studying data on 
styles that performed for us in 
previous years, travel to global fashion 
hubs like USA, UK and beyond.

Expand retail network with focus on EBOs
We have expanded our stores using a 
cluster-based model and plan to continue this. 
Our strategy involves expanding Company 
Owned, Franchise Operated (COFO) model and 
Company Owned, Company Operated (COCO) 
stores.

Our Competitive Strengths
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Client relationship and customer satisfaction 
We have maintained good relationships with our 
major customers, which helps us to get repeat 

orders and improve our customer retention. We 
make it easy to place orders, ensure timely 

deliveries, and maintain a good customer 
complaint redressal mechanism.



Events & Milestones

2004

Incorporation of the Company in 
the name of "S D Retail Private 
Limited" and setting up of our 
Mumbai office.

2006

Shifted registered office and 
operations from Mumbai to 
Ahmedabad for future 
prospective.

2009

Started our first Modern retail 
with MBO's (Multi Branch 
Outlets) i.e. Shopper Stop.

2014

Started online selling of our 
products. Started selling online 
with multiple e-commerce 
websites.

2018

Started our Exclusive Brand 
Outlets (EBO) journey with our 
first Outlet.

2024

Converted into Public Limited 
Company and got listed on 
National Stock Exchange (NSE).
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2025

Opened our 50th store 
at Infiniti Mall, Malad, 
Mumbai.



Our Management Team

HITESH RUPARELIA
Chairman &
Managing Director 

UTPAL RUPARELIA

Hitesh Pravinchandra Ruparelia is the 
Chairman, Managing Director, and promoter 
of S D Retail Limited With a degree in 
Higher Secondary and Computer 
Technology and a background in the 
computer business, he has a rich exposure 
to a variety of business models

A dealmaker at heart, he leads business 
development, builds sales channels, 
establishes partner relationships, and 
conducts negotiations.

You will find Hitesh in SWEET DREAMS 
pyjamas during his travels across India and 
abroad.

Whole-Time Director & Founding Promoter 

Utpal Pravinchandra Ruparelia is the 
Whole-Time Director and founding promoter 
of S D Retail Limited, established in 1989. He 
handles the sourcing and fulfillment side of 
the business and is currently directly 
overseeing the supply chain, human 
resources, and fulfillment operations.

Known for his review-based leadership style, 
he has configured SD Retail's backend to 
handle inventory and sourcing for a variety 
of sales channels, accommodating different 
timing requirements and sourcing 
geographies.

Utpal wears his SWEET DREAMS pyjamas 
during his morning yoga practice 15

PARTH RUPARELIA

Parth Utpal Ruparelia is the D2C Head of 
S D Retail Limited. He has been 
associated with the organization since 
July 2018, initially joining as a product 
development trainee. 

He has played a crucial role in evolving 
the brand for a successful D2C journey, 
modernizing it for the young consumer. 
Along with D2C channel, he leads the 
Product Development department.

RITESH SARAOGI
Chief Financial Officer

Ritesh Surendra Saraogi is the Chief 
Financial Officer of S D Retail Limited 
associated since April 2018. He holds 
educational qualifications of CA and CS. 
With more than 16 years of experience 
in the finance field, he has worked in 
various organizations, including MNCs. 
He looks after the finance, accounting, 
and taxation-related requirements of the 
company.

D2C Head



EBO PROGRESS
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Stores
51

EBO Business Credentials

Total SqFt.
22.9K

Average ASP
1,794₹

Average Store Size
448SqFt.

Sales per SqFt. Annualized
15,9983,770₹

Average Billing Value
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EBO Statistics As Of March 2025
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Infiniti Mall, Malad Mumbai, Maharashtra

New EBOs Opened in Mar 2025

Mittal Mall, Ajmer, Rajasthan

19Mantri Square Mall, Bengaluru, Karnataka



Our Website
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THANK YOU

S D Retail Limited, C-929, Stratum at Venus ground, 
Nr. Jhansi Ki Rani Statue, Nehrunagar, Ambawadi, 
Ahmedabad, Gujarat -380006,.+91 7043106787

info@sweetdreamsindia.com


