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Shining trends: Industry growth 

momentum to sustain in FY2025; one-

time losses due to customs duty cut to 

moderate margins 
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▪ The average gold price in India in FY2025 so far is up by ~25% compared to the average price in FY2024,
despite intermittent corrections – at first after the cut in customs duty by 9% in late July 2024 and then in
November 2024, following the US elections. The buoyancy in prices, continuing since Q4 FY2023, has been
fuelled by evolving global economic and geopolitical scenario, and rising investment demand for gold.

▪ The growth momentum of the domestic gold jewellery industry is likely to remain strong in the current fiscal
as well, after the sizeable growth of ~18% registered in FY2024, driven by the surge in demand after the sharp
cut in customs duty w.e.f. July 24, 2024 along with the incessant rally in gold prices. ICRA estimates the
domestic gold jewellery industry to grow YoY by 14-18% (in value terms) in FY2025, despite a likely contraction
in volume. Rural India has a ~60% share of the overall domestic gold jewellery demand. Favourable monsoon
and higher crop sowing this year are anticipated to boost rural incomes, potentially leading to higher
purchases. Bar and coin demand in Q2 FY2025 was the highest in more than a decade, leading to an overall
increase in volume of ~43% in H1 FY2025 on a YoY basis supporting the industry value growth.

▪ ICRA’s sample set of 15 large jewellery retailers, which account for ~75% of the organised market, is projected
to surpass the strong revenue growth of ~17% seen in FY2024 and record a growth in the range of 18-20% in
FY2025. Buoyant gold prices, shift in market share towards organised trade with increase in preferences
towards branded jewellery and planned store additions with focus on Tier II & III cities are likely to drive the
revenue growth in FY2025.

▪ The operating profit margin (OPM) of ICRA’s sample set is projected to moderate YoY by ~60 bps to 6.5-6.7% in
FY2025 predominantly on the back of one-time losses to be booked by large retailers who adopt formal
hedging for gold purchase. Nevertheless, the same is likely to normalise in FY2026. Return on Capital
Employed (RoCE) is also projected to soften somewhat in FY2025 but would still remain above 17% in FY2025.

▪ Debt protection metrics of ICRA’s sample set are likely to remain comfortable, with interest cover projected to
inch upwards to 6.2-6.4 times in FY2025, driven by a rise in absolute increase in the operating profit and
proportionately lower rise in interest cost due to adoption of more capital efficient franchise route for store
additions by the retailers. Gearing is also projected to improve and remain in the range of 0.9 to 1.1 in FY2025.

Highlights

Domestic jewellery consumption (in value 

terms) to register strong growth in the 

current fiscal, riding on continuing price 

rally despite a moderate volume 

contraction. Higher number of auspicious 

days in H2 FY2025 would support demand.

Customs duty cut is expected to 

disincentivise illegal import of gold to 

India, which is likely to benefit the 

organised retailers. However, one-time 

losses due to the duty cut will lead to a 

margin contraction for large retailers who 

adopt formal hedging for their gold 

purchase. 

Click to see full report

https://www.icra.in/Home/ViewFullReport?ReportType=Research&AuthKey=b7c83b27-a4b9-4145-b01d-72aaa89bf4e1
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Analytical Contact Details

Name Designation Email Contact Number

Shamsher Dewan Senior Vice-President shamsherd@icraindia.com 124 – 4545 328

K Srikumar Senior Vice-President ksrikumar@icraindia.com 044 – 4596 4318

Sujoy Saha Vice-President sujoy.saha@icraindia.com 033 – 7150 1184

Sovanlal Biswas Assistant Vice-President sovanlal.biswas@icraindia.com 033 – 7150 1181

Sandipan Kumar Das Assistant Vice-President sandipan.das@icraindia.com 033 – 7150 1190
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Business Development/Media Contact Details

Name Designation Email Contact Number

L Shivakumar Chief Business Officer shivakumar@icraindia.com 022-61693304

Neha Agarwal Head – Research Sales neha.agarwal@icraindia.com 022-61693338

Rohit Gupta Head Business Development - Infrastructure Sector rohitg@icraindia.com 0124-4545340

Vivek Bhalla Head Business Development  - Financial Sector vivek.bhalla@icraindia.com 022-61693372

Vinita Baid Head Business Development – Corporate Sector - West & East vinita.baid@icraindia.com 033-71501131

Shivam Bhatia Head Business Development – Corporate Sector - North & South shivam.bhatia@icraindia.com 0124-4545803

Naznin Prodhani Head – Media & Communications communications@icraindia.com 0124-4545860
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