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Financials
Year to 31 December 24A 25A 26CL 27CL 28CL
Revenue (US$m) 476 577 655 737 854
EPS (US$) 0.10 0.10 0.11 0.12 0.14
CL/consensus (6) (EPS%) - - 93 94 96
EPS growth (% YoY) (6.3) (3.6) 9.7 16.9 11.6
Dividend yield (%) 3.3 4.7 4.8 5.0 4.9
FCF yield (%) 0.1 5.6 4.8 4.5 6.6
ROE (%) 17.8 10.9 18.6 20.9 21.9
CL/consensus (6) (OP%) - - - 117 122
Adjusted PE (x) 18.9 19.6 17.8 15.3 13.7
Revenue growth (% YoY) 11.9 21.1 13.5 12.5 15.9
Adjusted net profit (US$m) 53 56 69 81 90
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The 3-in-1 GARY machine
Selling coffee addiction with high Growth at Reasonable Yield (GARY)

Food Empire is misread: the market is still pricing it as a Russia-exposed 3-in-1 sachet 
business, not the emerging-market coffee platform it has quietly become — growing 
revenue at a 15.9% Cagr (FY21-25) through sanctions, FX shocks and a global cost 
cycle, all while entering the premium soluble coffee market via MacCoffee Gold. We 
initiate at Outperform with a S$3.60 target price based on a 23.8x FY26 forward PE
(ex-India peer Q3) applied to FY27CL adj. NP. On our numbers, FEH trades at just 
14.7x FY27CL on 12.3% revenue Cagr (FY26-30CL), ~20% ROIC, net cash and ~5% 
dividend yield. What’s different and why our forecasts sit meaningfully above VA
revenue consensus is because we use a bottom-up, six-segment forecast to explicitly 
model India spray-dried and Vietnam freeze-dried capacity-triggering step-changes,
which top-down forecasts smooths away. 

▌Structural EM growth, not mature staples
Food Empire sells affordable, instant coffee into under-penetrated EM markets 
where the category still compounds. We forecast a 12.3% FY26-30CL revenue Cagr, 
driven by market-share gains, local execution and capacity-led step-changes — not 
just passive category inflation. Crucially, full vertical integration and local 
manufacturing for local sales (Russia, Kazakhstan, Vietnam, Malaysia) delivers 
stable margins through cycles and acts as a natural FX hedge. 

▌MacCoffee Gold — the rerating catalyst
MacCoffee Gold extends a proven 3-in-1 franchise into premium black soluble 
coffee — a higher-ASP, higher-margin, higher-multiple pool. This is not a cold start: 
MacCoffee is one of the top 3-in-1 brands in Russia and Central Asia, Café Phố
holds c50% share of Vietnam iced coffee, and the US$80m Vietnam freeze-dried 
plant lands in 2028. Our model captures a US$58m SEA step-up in FY28CL alone 
(+35% YoY) — a discrete catalyst the Street is not pricing in. India provides the near-
term manufacturing validation layer through Indus Coffee.

▌ Initiating coverage 
FEH trades at 17.2x FY26CL/14.7x FY27CL PE vs an ex-India peer group of 15.3x 
median/23.8x Q3, despite superior fundamentals: 13.5% revenue growth vs 2% ex-
India median, ROE and ROIC above peer median, net cash vs 33% peer D/E, and a 
4.9% dividend yield. Our S$3.60 target price is based on a 23.8x FY26 forward PE 
on FY27CL earnings — the ex-India third quartile (Q3). Key risks: FX/geopolitical 
exposure, commodity inflation, execution risk on premium-soluble expansion, REN 
dilution, and working-capital drag.
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Financials at a glance
Year to 31 December 2024A 2025A 2026CL (% YoY) 2027CL 2028CL

Profit & Loss (US$m)
Revenue 476 577 655 13.5 737 854
Cogs (ex-D&A) (320) (371) (419) (468) (548)
Gross Profit (ex-D&A) 156 206 236 14.7 269 306
SG&A and other expenses (81) (100) (116) (131) (152)
Op Ebitda 75 106 120 13.3 138 154
Depreciation/amortisation (12) (12) (19) (21) (24)
Op Ebit 63 93 101 7.9 117 131
Net interest inc/(exp) 0 (5) (2) (2) (2)
Other non-Op items 2 (29) 0 0 0
Profit before tax 65 60 99 65.4 115 129
Taxation (12) (24) (30) (35) (39)
Profit after tax 53 36 69 92 81 90
Minority interest 0 0 0 0 0
Net profit 53 36 69 91.9 81 90
Adjusted profit 53 56 69 24.1 81 90

Cashflow  (US$m)
Operating profit 63 93 101 7.9 117 131
Depreciation/amortisation 12 12 19 54.1 21 24
Working capital changes (38) (1) (1) (15) 5
Other items (11) (18) (31) (36) (40)
Net operating cashflow 26 87 87 0.3 86 119
Capital expenditure (24) (26) (28) (31) (38)
Free cashflow 1 61 59 (2.7) 56 82
M&A/Others 6 4 4 (3) 4 3
Net investing cashflow (18) (22) (24) (27) (34)
Increase in loans 41 3 (20) (16) (14)
Dividends (39) (45) (60) (62) (60)
Net equity raised/other (8) 24 (2) (2) (2)
Net financing cashflow (6) (17) (82) (80) (76)
Incr/(decr) in net cash 1 48 (19) (20) 9
Exch rate movements (2) 2 0 0 0

Balance sheet (US$m)
Cash & equivalents 131 182 162 (10.6) 142 151
Accounts receivable 50 56 63 13.1 71 70
Other current assets 125 150 146 (2.5) 163 175
Fixed assets 131 152 166 8.7 180 199
Investments 9 11 11 0 11 11
Intangible assets 10 11 11 0 11 11
Other non-current assets 4 5 5 0 5 5
Total assets 460 566 564 (0.5) 583 622
Short-term debt 30 27 20 (26.8) 15 11
Accounts payable 56 71 72 0.7 80 94
Other current liabs 13 20 23 16.8 26 30
Long-term debt/CBs 53 67 59 (11.5) 54 49
Provisions/other LT liabs 12 11 11 0 11 11
Shareholder funds 294 368 377 2.3 396 425
Minorities/other equity 2 2 2 0 2 2
Total liabs & equity 460 566 564 (0.5) 583 622

Ratio analysis
Revenue growth (% YoY) 11.9 21.1 13.5 12.5 15.9
Ebitda margin (%) 15.7 18.3 18.3 18.7 18.1
Ebit margin (%) 13.3 16.2 15.4 15.9 15.3
Net profit growth (%) (7.0) (31.5) 91.9 16.9 11.5
Op cashflow growth (% YoY) (49.5) 241.1 0.3 (1.0) 37.8
Capex/sales (%) 5.1 4.5 4.3 4.1 4.4
Net debt/equity (%) (16.2) (23.6) (21.9) (18.5) (21.2)
Net debt/Ebitda (x) - - - - -
ROE (%) 17.8 10.9 18.6 20.9 21.9
ROIC (%) 22.8 21.1 24.4 26.5 27.7
Source: www.clsa.com
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n Food Empire and the coffee opportunity
Food Empire is best understood as a vertically integrated emerging-market coffee 
platform rather than a simple branded beverage company. The group owns the 
MacCoffee and Café Phố franchises, controls key parts of the manufacturing chain 
and operates through local distribution networks in markets where affordability, 
convenience, taste localisation and route-to-market execution matter more than 
global brand scale alone. This combination allows Food Empire to localise products, 
protect supply, manage price-pack architecture and reinvest cash flow into its 
highest-return opportunities. FY25 revenue reached a record US$576.9m — the 
fifth consecutive record-revenue year, up from US$320.1m in FY21 (a 15.9% Cagr
through Russia sanctions, Ukraine, sharp RUB devaluation and global cost inflation) 
— supported by more than 200 products, 23 offices and distribution into over 60 
countries. In our view, the investment significance is not the scale itself, but the 
demonstrated repeatability of the model: Food Empire has built a platform capable 
of converting rising coffee consumption across emerging markets into sustained 
revenue growth, strong cash generation and self-funded expansion — even through 
acute shocks.

MacCoffee and Café Phố fund the climb up to premium soluble
MacCoffee remains the flagship franchise and the group's core cash-flow engine —
a 3-in-1 instant coffee mix built around affordability, convenience and daily 
consumption. The brand holds leading positions across Russia and Central Asian 
markets, including Kazakhstan and Uzbekistan, with extensions into cappuccino, 
value-tier and adjacent instant beverage formats. In FY25, Russia alone generated 
US$191.0m of revenue at a 19.3% Ebitda margin and US$36.9m of segment Ebitda
— the platform's cash engine. Café Phố is the clearest evidence of Food Empire's 
localisation advantage: a Vietnamese iced-coffee proposition built around cà phê 
sữa đá, where the brand holds roughly 50% share of the iced-coffee segment and 
ranks among the leading instant-coffee players in Vietnam, distributed through 
more than 200,000 points of sale. Together, MacCoffee and Café Phố form the 
branded mass-market base; the next phase is to monetise that brand permission 
through MacCoffee Gold and related premium black-soluble products. 

A concrete example shows how this localisation works in practice. Café Phố was 
engineered to recreate cà phê sữa đá — the strong, dark-roast robusta brewed 
through a metal phin filter and served over ice with sweetened condensed milk that 
defines everyday Vietnamese coffee drinking — but delivered in a shelf-stable 3-in-
1 sachet that needs only water. By matching the taste, sweetness and intensity of 
that ritual rather than importing a generic instant blend, Food Empire converted a 
culturally specific habit into a convenient branded product, which is a large part of 
why Café Phố reached roughly half of Vietnam's iced-coffee segment. The same 
instinct runs across the portfolio — sweeter, milk-forward profiles for South-East 
Asia and stronger, less-sweet blends for Russia and Central Asia — and in our view 
this willingness to reformulate to the local cup, rather than push a single global 
recipe, is Food Empire's most underrated competitive advantage. 

Beyond the two flagships, Food Empire runs a tiered brand architecture designed 
to widen shelf coverage with MacCoffee and Café Phố as the core. Petrovskaya 
Sloboda and Klassno extend the group across price tiers and formats in Central Asia 
and selected Asian markets, while MacTea, Hillway and snack adjacencies such as 
Kracks and Chizzpa use the same distribution backbone with limited incremental 
infrastructure. The same localisation playbook that built the flagships is now being 
applied to premium black soluble under MacCoffee Gold and Petrovskaya Sloboda.

A vertically integrated EM 
coffee platform — not just a 

branded distributor

Product portfolio: Cash-
flow base plus premium 

soluble upside

Localising to the local cup —
FEH's most underrated 

moat

Snack adjacencies incur 
minimal incremental cost 

but expand ASPs

http://www.clsa.com/
https://www.clsa.com/starrating/?articleId=607993968&rating=1&mediaType=PDF
https://www.clsa.com/starrating/?articleId=607993968&rating=2&mediaType=PDF
https://www.clsa.com/starrating/?articleId=607993968&rating=3&mediaType=PDF


The 3-in-1 GARY machine Food Empire - O-PF

6 July 2026 mahir.murtaza@clsa.com 4

Market sizing and the five to 10-year outlook
Sizing the opportunity: according to Grand View Research, the global instant coffee 
market was valued at ~US$80.2bn in 2024 and is forecast to reach about 
US$110.3bn by 2030, a 5.4% Cagr. The structurally faster pool is premium freeze-
dried coffee, sized at about US$4.52bn in 2025 and projected to reach US$6.31bn 
by 2030 at a 6.85% Cagr — a materially higher growth rate than the spray-dried 
mass market, and precisely the segment MacCoffee Gold is targeting.

Framing this in share terms underlines how much runway remains. Against a global 
instant-coffee pool of roughly US$80bn, Food Empire's US$576.9m of FY25 
revenue represents well under 1% of the category, so the thesis does not rely on 
the group taking the world — it relies on it deepening already-strong positions in a 
handful of under-penetrated markets. Where it already has scale, share is high and 
defendable: MacCoffee is the #1 3-in-1 brand in Russia, where group Russia 
revenue of US$191.0m is equivalent to roughly one-seventh of a ~US$1.3bn 
Russian instant-coffee market, and Café Phố holds around half of Vietnam's iced-
coffee segment. The largest incremental opportunities, however, are capacity-led 
rather than purely brand-led. Central Asia — where low penetration and strong 
MacCoffee equity drive the highest marginal returns on A&P — grew 36.4% YoY in 
1Q2026 and we model a ~21% Cagr from US$102.0m in FY25 to US$263.9m in 
FY30CL. The FY28 Vietnam freeze-dried step-up drives the SEA segment from 
US$166.0m (FY27CL) to US$224.1m (FY28CL), and the FY27CL India spray-dried 
expansion lifts South Asia from US$71.0m to US$85.1m. In other words, the next 
leg of share gains is unlocked as new manufacturing comes on stream, which is 
precisely why we tie the FY27–28 acceleration to identifiable, dated capacity 
triggers rather than to generic category growth — and why our forecasts run 
US$63m above Visible Alpha consensus in FY27E and US$135m above in FY28E.

Figure 1

MacCoffee Original 3-in-1 products

Source: Company Website

<1% share of a US$80bn 
pool; freeze-dried is the fast 

lane

http://www.clsa.com/


The 3-in-1 GARY machine Food Empire - O-PF

6 July 2026 mahir.murtaza@clsa.com 5

n The next growth story — MacCoffee Gold
Black soluble coffee refers to pure instant coffee sold without sugar or creamer, 
typically in jars, sticks or premium pouches. The key distinction is economic: 
consumers are paying for aroma, flavour, convenience and brand trust rather than 
just affordability, which translates into higher average selling prices, stronger gross 
margins and more durable brand-led pricing power. This is the segment where 
global incumbents such as Nescafé Gold, Jacobs Monarch and Moccona operate, 
and where value is driven less by volume and more by mix and brand equity. For 
Food Empire, the strategic prize is not another product line but access to a larger 
and more premium profit pool. Moving into black soluble allows MacCoffee to 
extend beyond its core 3-in-1 sachet base into a higher-value consumption 
occasion, increasing both its addressable market and its earnings quality.

We see MacCoffee Gold as the most important catalyst in the equity story because 
it shifts Food Empire from a leading 3-in-1 franchise into the larger, more premium 
and structurally higher-margin black-soluble coffee pool. The significance is less 
about incremental revenue than about how the business should be valued: a mass-
market sachet player with volume-driven growth is re-cast as a broader soluble-
coffee platform with exposure to premium formats, higher average selling prices 
and more durable margin expansion — the kind of mix and pricing power for which 
global soluble-coffee peers typically command higher multiples. Crucially, this is a 
controlled extension of a proven platform rather than a speculative bet: brand 
permission is in place through MacCoffee's #1 3-in-1 position in Russia and Central 
Asia, the India validation layer is already generating soluble-coffee ingredient 
revenue through Indus Coffee, and the US$80m Vietnam freeze-dried capacity is 
funded from FY25 net cash. In our view, that combination creates a credible 
pathway to mix improvement, margin expansion and, ultimately, a re-rating as the 
market comes to recognise Food Empire as a full soluble-coffee brand rather than 
a pure 3-in-1 player — and it is the central reason we anchor valuation on the ex-
India third quartile rather than the median.

Success, in our framework, is three things: premium black-soluble becoming a 
visible and rising share of Beverages revenue; a demonstrable group gross-margin 
and Ebitda-margin mix-up as higher-ASP jars and sticks scale; and the Vietnam 
freeze-dried plant commissioning on time and ramping utilisation. In value terms, 
the prize is principally a multiple one — it is the single most important reason we 
are comfortable anchoring Food Empire's valuation on the ex-India third quartile of 
23.8x rather than the ex-India median of 15.7x. MacCoffee Gold is best understood 
as the catalyst that justifies that positioning rather than a separate bolt-on. Slippage 
on plant timelines, or a failure of premium SKUs to lift mix, would be the clearest 
signals that the catalyst is not playing out and would warrant a return toward the 
peer median.

A controlled extension— not a cold-start launch
What separates Food Empire from a typical challenger is execution economics. 
Most new entrants in premium soluble must first buy awareness, negotiate shelf 
space and educate retailers before they can scale; Food Empire instead extends 
MacCoffee through the modern-trade, traditional-trade and distributor channels it 
already controls, with local teams already managing pricing, promotions and key 
accounts. The cost of trial is therefore lower, shelf access faster and promotional 
learning more efficient than for a cold-start brand — which is why we regard 
MacCoffee Gold as a controlled premium extension of an established franchise 
rather than a speculative new launch.

MacCoffee Gold reframes 
FEH from a 3-in-1 player 

into a premium soluble 
platform

Black soluble is a bigger, 
richer profit pool — and that

is the real prize

MacCoffee Gold to expand 
margins given entry into 

premium segment

Black soluble is a bigger, 
richer profit pool — and that

is the real prize
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India de-risks manufacturing, Vietnam delivers the scale from 2028
India provides the near-term validation layer for the soluble-coffee platform rather 
than the main branded retail thesis. Indus Coffee already operates spray-dried and 
freeze-dried soluble coffee lines, giving Food Empire manufacturing know-how, 
operating discipline and external demand validation before the larger Vietnam asset 
comes on stream. The next India spray-dried expansion, targeted for FY27, is what 
drives our +20% South Asia forecast (US$71.0m to US$85.1m). We deliberately 
hold the segment flat either side of that step because we underwrite India as a 
manufacturing and B2B utilisation story, not a branded-retail ramp.

Vietnam is the step-change asset. The US$80m Vietnam freeze-dried soluble coffee 
plant, targeted for completion in 2028, should give Food Empire scalable premium 
black-soluble capacity for MacCoffee Gold, Petrovskaya Sloboda and selected B2B 
customers. In our model, this capacity underpins the FY28–30 mix upgrade —
South-East Asia revenue steps up US$58.1m in FY28CL alone (US$166.0m →
US$224.1m, +35% YoY) as the plant commissions. The sequencing matters: India 
de-risks production and demand, while Vietnam provides the scale required for 
branded premiumisation. This is also precisely the step-change the Street is not 
underwriting — Visible Alpha's FY28E revenue of US$718.5m implies flat SEA 
growth after FY27, effectively pricing in zero Vietnam FDF contribution against a 
plant that is already funded, disclosed and management-guided for 2028. 

Room to compete without destroying category economics
The competitive setup is favourable for a disciplined challenger because Food 
Empire does not need to attack the premium soluble category everywhere at once. 
Global soluble coffee incumbents are mature, profitable and rational, and we do not 
expect them to destroy category economics to defend every marginal share point 
in every emerging market. Food Empire can instead target markets where 
MacCoffee already has brand permission, retailer relationships and local route-to-
market strength, allowing MacCoffee Gold to compete on familiarity, value and 
execution rather than pure A&P intensity. As Vietnam freeze-dried capacity comes 
online from FY28, successful traction in premium black soluble should support a 
reassessment of Food Empire from a narrow 3-in-1 sachet franchise to a broader 
emerging-market soluble-coffee platform with better mix, higher earnings quality 
and stronger PE support.

Figure 2

MacCoffee Gold products

Source: Company Website

India proves it works; 
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n Growth, performance, moats & manufacturing
Food Empire reports across Russia, South-East Asia, Central Asia and South Asia, 
plus Europe and Others — each with a distinct economic role. Russia is the cash-
flow engine (FY25 Ebitda margin 19.3%, US$36.9m of segment Ebitda); Central Asia 
is the highest-return growth market (FY25 Ebitda margin 25.0%, the highest in the 
group); South-East Asia is a quality franchise anchored by Café Phố and the future 
Vietnam freeze-dried platform; South Asia is a manufacturing and utilisation hub 
(36.5% Ebitda margin, narrow high-margin B2B); Europe is a steady contributor 
rather than a re-rating driver. The deliberate shift from a Russia-heavy profile 
toward a balanced EM portfolio is capital allocation, not diversification for its own 
sake — cash generated in mature, high-return markets is redeployed into projects 
with the strongest incremental returns. This shows up as sustained Russia cash 
generation (US$36.9m → US$66.4m segment Ebitda by FY30CL), a ~21% Central 
Asia revenue Cagr to US$263.9m by FY30CL, and the FY28–30 South-East Asia 
step-up as Vietnam capacity ramps. Further regional analysis is in the Appendix.

Business model, manufacturing and route-to-market
Food Empire is not a branded distributor — it is a vertically integrated coffee 
platform. FY25 revenue of US$576.9m split Beverages US$453.2m, Ingredients 
US$99.9m and Others/snacks US$23.9m. Beverages is the margin and cash-flow 
engine; Ingredients is lower-profile but strategically critical — it supports utilisation, 
validates soluble-coffee demand and de-risks the move into premium black soluble. 
Unit economics rest on affordable price points, high purchase frequency, and in-
house capture of margin across roasting, spray-drying, freeze-drying, non-dairy 
creamer and packing. Local manufacturing in Russia, Kazakhstan, Vietnam, Malaysia 
and India shortens supply chains, sharpens pricing and formulation response, and 
delivers a natural FX hedge with costs and revenues in the same currency. Crucially, 
the same manufacturing base bridges the group into premium black soluble under 
MacCoffee Gold — the sachet platform generates the cash and utilisation; spray-
dried and freeze-dried capacity delivers the format.

Food Empire's 23 offices and local distribution partners deliver market-level 
feedback loops, key-account coverage, pricing control, promotion execution and 
shelf management across fragmented EM retail. Against larger multinationals with 
broader global brands, FEH competes on speed and granularity of local execution 
— adjusting pack architecture, price points, flavour profiles and A&P market by 
market, which is decisive in affordable, high-frequency categories where small 
changes in sachet size or promotion mechanics drive velocity. That same 
infrastructure sharply lowers launch friction for MacCoffee Gold: FEH is extending 
an existing brand through existing retailer and distributor relationships, not building 
a channel from scratch.

Russia funds it, Central Asia 
grows it, Vietnam scales it

Full vertical integration 
converts sachet cash into 

soluble capacity — and gives 
FEH a natural FX hedge

Distribution as moat, not 
back office
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n Capital allocation, working capital, REN
Management's capital allocation framework is straightforward: fund growth capex 

and A&P first, sustain ordinary dividends, then return surplus cash via special 
dividends or buybacks. Capex is dominated by two projects — the US$80m Vietnam 
freeze-dried plant and the India spray-dried expansion — and we forecast it bottom-
up as a % of segment assets to preserve capacity-driven lumpiness rather than 
smooth it away. On that basis, capex rises from US$22.2m in FY25 to US$44.2m 
by FY30CL, tracked at 4.2–4.4% of revenue. Management targets ~US$100m of 
operating cash buffer — prudent given Russia, Ukraine, Central Asia, Vietnam and 
India exposure — but with FY25 net cash of US$87.3m and operating cash flow 
compounding from US$87.1m to US$127.5m by FY30CL, growth, dividends and 
selective buybacks are entirely internally funded. Cumulatively across FY26–30CL: 
US$534m op CF vs US$310m dividends and US$181m capex, leaving net cash 
wider (US$109m by FY30CL vs US$87m today) despite fully funding the 
programme.

Working capital is being managed for reliability rather than optimisation. Inventory 
days ran at 120.6 in FY25, well above the long-run three-month level, reflecting 
deliberate supply-chain buffers and Russia logistics risk. We see this as a rational 
cost of continuity rather than weak demand, given the long shelf life of finished 
goods, diversified distributor receivables and the strategic value of guaranteed 
supply in a sanctions-affected market. We model DIO normalising from 120.6 days 
in FY25 to 100 days in FY26–27CL and 90 days by FY28CL as logistics risk eases 
and revenue scales; DSO tightens from 35 to 30 days by FY28CL; DPO holds at 60 
days. That drives cash conversion cycle from 87.7 days in FY25 to 60 days by 
FY28CL, and NWC as % of revenue from 20.9% to 15.4%. Working capital release 
therefore becomes a genuine tailwind to operating cash flow in the outer forecast 
years — precisely when the Vietnam capex phase peaks. 

US$40m redeemable exchangeable notes (REN)
Following a 30 June 2025 renegotiation, the note was split under compound-
instrument accounting into a US$36.4m liability component (US$36.8m FY25 
carrying value) and a US$33.3m equity component in reserves — a mechanical re-
measurement that drove the one-off, non-cash US$32.6m fair-value loss in FY25 
P&L (the entire reason reported net profit fell 32% YoY while adjusted net profit 
rose 18%) and, importantly, ended the recurring quarterly FV volatility. At S$2.36, 
the option is deeply ITM (2.17x the S$1.09 exchange price) with ~US$87.5m of 
equity value vs a US$36.8m liability, but Ikhlas is paid to wait: an all-in cash yield of 
~10.5–14.0% on the US$40m principal (5.5% coupon plus excess-dividend 
compensation that already routes the above-6-cent dividend stream to them in 
cash) means converting delivers only ~S$2.6–2.8m of incremental annual cash — a 
modest premium for giving up the coupon, redemption floor, exchange optionality 
and block-liquidity of monetising ~48m shares. If Ikhlas were to fully exchange, 
potential dilution would be c.7.3% of current shares. 

We believe any conversion or exit will be managed by the company in an orderly 
fashion, and management has ample to do share buybacks if required — which is 
exactly what it has been doing consistently YTD, as can be seen from SGX filings. 
The combination of a net-cash balance sheet (US$83–109m across the forecast), 
rising free cash flow and a demonstrated willingness to buy back stock means the 
market's discount for REN risk is, in our view, disproportionate to the actual 
technical overhang.

Fund growth first, sustain 
dividends, return surplus —

funded entirely from cash 
flow

Reliability first, optimisation 
second — with a WC 
tailwind on the way

Ikhlas being paid to wait

Market overplaying the 
technical overhang
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n Financial performance and forecasts
The financial story is a bridge from distorted FY25 reported earnings to normalised, 
self-funded growth — and one where our numbers sit materially above Visible Alpha 
because of a fundamentally different forecasting method. Revenue rose from 
US$320.1m (FY21) to US$576.9m (FY25), while FY25 reported net profit of 
US$36.0m was depressed by the non-cash US$32.6m REN fair-value loss. On an 
adjusted basis: US$68.5m (FY25, +18.2% YoY) →US$70.3m (FY26CL) → US$82.0m 
(FY27CL) → US$91.5m (FY28CL) → US$116.7m (FY30CL) — a 13.5% FY26–30CL
adjusted net profit Cagr. 

The financial quality is why we believe FEH deserves a durable branded consumer 
compounder multiple. Revenue has compounded through sanctions, RUB 
devaluation and global cost inflation, yet margins have held: gross margin 33.1–
33.7%, Ebitda 18.1–18.7%, Ebit 15.3–15.9%. ROE rebuilds from 9.7% to 22.9%, 
ROIC from 12.1% to 20.5% — top-quartile branded-consumer returns delivered 
from a net-cash balance sheet. Even in optically messy FY25, operating cash flow 
reached US$87.1m and FCF US$64.8m. Growth is not bought through uneconomic 
promotion — it is generated through brand, pricing, local manufacturing, working-
capital control and selective capex. Scaling while preserving returns and self-
funding: exactly the profile that supports an ex-India Q3 multiple. 

Figure 3 Figure 4

Revenue and revenue growth (US$’000s) Profitability margins (%)

Source: CLSA, Company annual reports Source: CLSA, Company annual reports 

Non-consensus — bottom-up beats top-down
On revenue, we forecast US$654.9m/US$737.0m/US$853.9m for FY26CL/ 
FY27CL/ FY28CL versus consensus US$623.6m/US$676.4m /US$718.5m — a gap 
of +5%, +9% and +19%, respectively. On adjusted net profit we sit at 
US$70.3m/US$82.0m/US$91.5m (Figure 12) versus consensus 
US$74.5m/US$84.6m/ US$90.5m — slightly below consensus in FY26E (we absorb 
higher REN cash servicing and other-expense normalisation), essentially in line in 
FY27E, and materially ahead by FY28E as the Vietnam FDF plant commissions. On 
dividends, our FY28CL total DPS of c9.14US¢/share is essentially in line with 
consensus 9.30US¢, then re-accelerates in FY29–30CL in our numbers as capacity-
led earnings support higher special dividends. This gap is not top-line optimism —
it is the direct output of our bottom-up, six-segment, capacity-triggered revenue 
build versus the Street's top-down c10% blended growth assumption. We are non-
consensus on where growth comes from, not just how much.

Bridge from FY25 optical 
noise to normalised, self-

funded growth

We are not more bullish —
we model the capacity that 

the Street is smoothing 
away

Low-30s GM, mid-teens 
Ebitda, c.20% ROIC -

through every shock. A 
compounder's financial 

signature
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Three capacity-led step-changes not a simple top-down forecast
We forecast revenue bottom-up across six segments, not a single group growth rate 
— the primary reason our top-line sits meaningfully above Visible Alpha. Each 
segment carries its own growth driver, Ebitda margin (held at FY25 actuals; Russia 
normalised to 19.0% from 19.3%), asset turnover, capex intensity and effective tax 
rate. The design deliberately preserves the lumpiness of discrete capacity additions
— the exact step-changes top-down Street models smooth away. Most segments 
compound steadily: Central Asia ~21% Cagr (US$102m → US$264m by FY30CL), 
Russia in the 10% range after a 25% FY26CL reset, Europe flat at 5%. But three 
catalyst-anchored step-changes drive the shape of the forecast.

Figure 5

Our six-segment forecast (US$m)

Source: CLSA, LSEG, Company Annual Reports

First, South Asia jumps +20% in FY27CL….
as the expanded India spray-dried plant comes on stream. We then hold the 
segment flat because we deliberately underwrite it as a manufacturing and B2B 
utilisation story, not a branded-retail ramp against Nestlé India. 

Second, South-East Asia steps up +35% in FY28CL…
a US$58.1m increase from US$166.0m to US$224.1m — as the US$80m Vietnam 
freeze-dried plant commissions and begins supplying premium black soluble. This 
is the single largest capacity-driven step in the model, and it is exactly the step VA's 
US$718.5m FY28CL revenue implies away. 

Third, Russia's +25% FY26CL reset….
reflects the strong momentum already visible in 1Q2026 (+29.4% YoY), pricing 
power, share gains and the initial launch of instant black-soluble coffee through its 
largest market. Together these builds carry group revenue from US$576.9m in FY25 
to US$1,040.7m by FY30CL, a 12.5% FY25–30CL Cagr and 12.3% FY26CL–
FY30CL Cagr, anchored to specific capacity and product triggers we can track 
quarter by quarter rather than to passive category growth.

Segment 2024 2025 2026CL 2027CL 2028CL

  Russia 141,735 190,990 238,738 262,611 288,872

  South-East Asia 129,351 147,784 155,173 166,035 224,148

  Central Asia 81,219 101,975 122,370 152,963 175,907

  Europe 45,154 48,608 51,038 53,590 58,949

  South Asia 61,351 70,958 70,958 85,150 89,407

  Others 17,537 16,602 16,602 16,602 16,602

Total Revenue 476,347 576,917 654,879 736,951 853,885

YoY % GROWTH (core driver rows)

  Russia -1.1% 34.8% 25.0% 10.0% 10.0%

  South-East Asia 27.3% 14.3% 5.0% 7.0% 35.0%

  Central Asia 14.1% 25.6% 20.0% 25.0% 15.0%

  Europe 14.1% 7.6% 5.0% 5.0% 10.0%

  South Asia 24.9% 15.7% 0.0% 20.0% 5.0%

  Others -16.3% -5.3% 0.0% 0.0% 0.0%

  Group total 11.9% 21.1% 13.5% 12.5% 15.9%

Six segments, three 
capacity-led step-changes, 

US$1.04bn by FY30CL —
our non-consensus edge

The FY28 Vietnam FDF 
step-up is the gap the 

Street is not pricing
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n Valuation - PE framework 
We use PE as the primary valuation methodology because Food Empire is a 
profitable branded consumer company, and the key investment debate is not cash-
flow generation but whether the market should re-rate the stock as it evolves into 
a broader premium soluble coffee platform. We believe PE therefore better 
captures the relative valuation and re-rating opportunity versus comparable 
beverage peers. 

A DCF is highly sensitive to assumptions around terminal growth, WACC and long-
term plant utilisation, particularly given the importance of the India and Vietnam 
expansions. By contrast, a peer-based PE framework reflects how the market values 
comparable consumer companies today.

We assess Food Empire against the ex-India peer group on the four fundamental 
drivers of a consumer-branded PE multiple: growth, profitability, balance sheet and 
yield. FEH does not sit above the ex-India third quartile on every metric, but it 
screens above the peer median on all four, and the specific mix of double-digit 
growth, positive net cash and a rising dividend is more consistent with an upper-
quartile than a median company. On that basis, we believe the ex-India Q3 multiple 
is defensible without stretching into the full-set upper quartile inflated by Nestlé 
India and Tata Consumer.

Figure 6

PE multiple valuation (US$'000) 

Source: CLSA, LSEG, Company Annual Reports. Please refer to Figure 12 for notes on adjusted net profit
calculation. Assumed USD/SGD=1.295. 

The four-way defence for a third-quartile multiple
1. Growth
On growth, FEH screens strongly against the ex-India peer group. FY26CL revenue 
growth of 13.5% and an FY26CL–FY30CL revenue Cagr of c.12.3% sit comfortably 
above both the ex-India median of c.2.0% and the ex-India Q3 of c.8.0% (FY26 fwd 
basis). On earnings, the FY26CL–FY30CL adjusted NP Cagr of c.13.5% is above the 
ex-India median of c.10% and roughly in line with the Q3 of c.13.5%. FY26CL single-
year adjusted NP growth is a modest 2.5% off an already-normalised FY25 base, 
but the FY27CL step-up of 16.8% resumes the underlying compounding. 
Importantly, this growth is dated rather than asserted: 1Q26 already prints Russia 
+29.4% YoY and Central Asia +36.4% YoY, and the FY27 India spray-dried 

This is a re-rating story
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commissioning and the FY28 Vietnam freeze-dried commissioning provide 
identifiable, capacity-anchored triggers that a top-down street model does not 
price in.

2. Profitability
On profitability, FEH earns 16.7% ROIC and 18.7% ROE in FY26CL, rising to 19.0% 
ROIC and 20.7% ROE in FY27CL. Both metrics sit above the ex-India peer median 
(FY26 fwd ROIC c.16.1%, ROE c.17.2%) but below the ex-India Q3 (ROIC c.23.4%, 
ROE c.23.9%), which is inflated by asset-light, high-margin peers such as Nestlé 
Malaysia and Starbucks. Two points, however, keep this consistent with a Q3 
multiple. First, these returns are delivered on a net-cash balance sheet, not through 
financial leverage, so on an unlevered basis FEH's return profile is materially cleaner 
than several premium-rated peers. Second, the trajectory matters: ROIC and ROE 
both compound higher as the India and Vietnam projects commission, so on a FY27-
28 lens the gap to Q3 narrows further.

3. Balance sheet
The balance sheet is where FEH screens most clearly above the ex-India peer group. 
FY25 net cash of US$87.3m rises to US$109.1m by FY30CL, and net gearing runs 
at c.-18% to c.-24% across the forecast, versus an ex-India peer median D/E of 
c.33% and named premium peers running materially levered (Nestlé Malaysia D/E 
167%, Coca-Cola 133%, Ajinomoto 57%, Masan Consumer 52%). A net-cash 
balance sheet in a levered peer group deserves a valuation premium, not parity, 
which is why we regard the ex-India Q3 anchor as conservative rather than 
aggressive on this specific driver. It also gives FEH the flexibility to fund the 
Vietnam FDF plant, India spray-dried expansion and rising dividends entirely from 
internal cash generation.

4. Yield
On yield, FEH is at the upper end of the ex-India peer group. Our forecast dividend 
yield of 4.9% (FY26CL) rising to 5.1% (FY27CL) sits comfortably above the ex-India 
peer median of c.3.6% and roughly in line with the ex-India Q3 of c.5.1%. Cash 
cover is comfortable rather than stretched: FCF fully covers dividends across the 
forecast, and the payout is financed by underlying cash generation rather than 
balance-sheet draw. FEH is therefore among the top-yielding names in the peer set, 
and this pillar alone contributes materially to closing the multiple gap.

Figure 7 Figure 8

Metrics vs competitive set Summary multiples of competitive set

Source: CLSA, Company Annual Reports Source: CLSA, Company Annual Reports

Our 23.8x FY26CL forward PE anchor is the ex-India peer group third quartile. To 
frame it properly, the full peer set has a median of 17.86x and a Q3 of 32.97x. 
However, the India-included Q3 of 33.0x is inflated by Nestlé India (68.7x) and Tata 
Consumer (54.0x) — a structural country premium that would overstate the 
appropriate benchmark. Stripping India delivers the honest reference set of 
ASEAN/global branded-beverage peers where Food Empire belongs. On that basis, 
the ex-India median is 15.28x, the ex-India mean is 20.94x, and the ex-India Q3 is 

Above median on every 
growth metric

Unlike many premium-rated 
peers, FEH's returns are 

driven by operating 
performance rather than 

leverage

Unlevered returns above 
median — quality returns, 

not borrowed ones

Net cash in a levered cohort 
— the clearest re-rating 

pillar

Where 23.8x sits in the peer 
group
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23.8x. Our 23.8x anchor therefore sits materially above the ex-India median but 
well below the full-set Q3, and it is a mechanical reference point in the peer
distribution, not a stretch multiple.

Against this benchmark, FEH is materially mispriced. At the current S$2.36 share 
price, FEH trades at 17.20x FY26CL PE and 14.73x FY27CL PE. The move to 23.8x 
represents a c.38% re-rating on the FY26 forward multiple and a c.62% re-rating 
on FY27CL earnings. This is not a demanding leap: it merely asks the market to 
value FEH at the ex-India Q3, in line with peers of similar or inferior fundamentals.

The most instructive comparison is not against the full ex-India universe but against 
the four peers closest to Food Empire in business model — branded 
coffee/beverage EM exposure with manufacturing depth: Nestlé Malaysia (35.9x), 
CCL Products (32.0x), Oriental Kopi (23.4x) and Masan Consumer (23.8x). Their 
average FY26 forward PE is 28.8x. Excluding CCL, the ex-India comparable-set 
average is 27.7x. Our 23.8x is below both the comparable-set average and the ex-
India comparable-set average. Head-to-head:

∑ Nestlé Malaysia trades at 35.9x on ROIC of 17.9%, essentially matched by 
FEH's 16.7% at nearly two-thirds the multiple — while paying just 2.9% 
yield on 167% D/E.

∑ CCL Products (the manufacturing proxy) trades at 32.0x on ROIC of 18.5% 
— FEH matches within 2pp of ROIC at nearly half the multiple, and adds the 
branded consumer layer CCL does not have.

∑ Oriental Kopi trades at 23.4x — literally at our anchor — despite being a 
smaller regional brand without FEH's Russia cash engine or Vietnam 
premium-soluble optionality.

∑ Masan Consumer trades at 23.8x on Vietnam consumer exposure that FEH 
itself has through Café Phố, with weaker yield.

Figure 9

Close comparable peer set

Source: CLSA, LSEG, Company Annual Reports

On FY27CL numbers, Food Empire trades at just 14.73x — a c.62% discount to the 
ex-India Q3 of 23.8x — with revenue growth of 15.9%, adjusted NP growth of 
16.8%, ROIC of 19.0% and a 5.1% dividend yield. On these metrics, FEH sits above 
the ex-India Q3 on growth and yield, in line on ROE, and modestly below on ROIC. 
A re-rating from 14.73x FY27CL→ 23.8x on the FY26CL forward line closes exactly 
this gap.

The 23.8x PE we apply is not a premium; it is a mechanical convergence to peer 
levels for a business that already earns ex-India Q3 fundamentals on three of four 
multiple drivers (growth, balance sheet, yield). Direct manufacturing-and-branded-
coffee peers already trade at 23.4x–35.9x on comparable or inferior fundamentals. 
The trigger for the re-rating is the same trigger driving the earnings step-up: India 
spray-dried commissioning in FY27 and Vietnam freeze-dried commissioning in 
FY28, both dated, disclosed and funded. We believe FEH should be valued like the 
peers it competes with, not the staples it does not resemble.

The re-rating gap

The close comparable set 

FY27CL lens: the discount 
widens

23.8x PE is a convergence 
target, not a stretch
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Figure 10

Sensitivity of PE to FY27CL Profits

Source: CLSA
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Appendix — regional deep dives
Russia: The cash-flow engine
Russia remains Food Empire's largest and most important profit pool, and its role in 
the investment case is cash generation rather than simply geographic exposure. The 
segment grew revenue by 34.8% in FY25 and remained strong in 1Q26, with 
revenue up 29.4% to US$51.0m, showing that the business is still compounding 
despite macro, currency and geopolitical volatility. FY25 Ebitda of US$36.9m at a 
19.3% margin (held at 19.0% forecast); Ebit of US$34.1m at 17.9% margin. Segment 
assets US$94.7m; asset turnover 2.0x (2.0x forecast); effective tax rate 25.8% (25% 
forecast). Demand is resilient because instant coffee is an affordable, high-
frequency staple, while MacCoffee's leading 3-in-1 position, local manufacturing 
base and pricing flexibility support both share defence and margin protection. Local 
production also reduces reliance on cross-border supply, allows faster response to 
channel and pricing changes, and gives Food Empire a practical advantage versus 
import-dependent competitors. Russia clearly carries FX and geopolitical risk, but 
the business has demonstrated an ability to operate through difficult cycles, 
supported by local execution, entrenched shelf presence and rational competition. 
The investment point is that Russia funds the group's expansion: cash generated 
here supports A&P in Central Asia, the India capacity build, the Vietnam freeze-
dried plant and the MacCoffee Gold premium-soluble rollout. Our FY26 forecast of 
+25% to US$238.7m is supported by 1Q26's +29.4% actual with margin held flat.

Central Asia: The highest-return growth engine
Central Asia is the group's highest-return growth engine because it combines low 
category penetration, established MacCoffee brand equity and strong marginal 
returns on incremental A&P. The region grew 36.4% in 1Q26 to US$30.7m, and we 
model revenue increasing from US$102.0m in FY25 to US$263.9m by FY30CL, a 
roughly 21% Cagr. Highest segment Ebitda margin in the group at 25.0% (held 
forecast); Ebit US$24.7m at 24.3% margin. Segment assets US$55.7m; asset 
turnover 2.0x — highest capital efficiency in the group; effective tax rate 13.3% (8% 
forecast at conservative low end). Kazakhstan and Uzbekistan are the key markets, 
where Food Empire benefits from existing brand familiarity, growing instant-coffee 
adoption and a competitive landscape that still allows share gains without excessive 
promotional intensity. The Kazakhstan 3-in-1 facility is not a standalone revenue 
step-change because it partly substitutes Malaysian supply, but it should improve 
localisation, shorten supply chains, reduce logistics friction and strengthen route-
to-market execution. In our view, Central Asia is where incremental A&P should 
earn the highest return, making it the clearest example of management redeploying 
Russia-generated cash into higher-growth markets.

South-East Asia: Quality, deliberately paced with FY28 catalyst
South-East Asia is primarily Vietnam, and the investment case here is quality plus 
timing rather than immediate A&P acceleration. Café Phố is a strong localised 
franchise with leadership in Vietnamese iced coffee and access to more than 
200,000 points of sale, giving Food Empire a defensible position in a market where 
local taste and channel execution matter. FY25 Ebitda of US$9.5m at 6.4% margin 
— lowest in the group, reflecting deliberate A&P intensity to defend Vietnam brand 
share; Ebit US$5.8m at 3.9% margin. Segment assets US$259.7m — largest asset 
base in the group. Incremental share gains require heavier A&P than in Russia or 
Central Asia, so management is deliberately pacing Vietnam growth to protect 
returns on marketing spend while directing incremental A&P to higher-return 
markets. Even with that discipline, South-East Asia grew 7.5% in 1Q26 to 
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US$43.0m, and we model revenue rising from US$147.8m in FY25 to US$247.1m 
by FY30CL. The key step-up comes from the Vietnam freeze-dried plant: South-
East Asia revenue steps up US$58.1m in FY28CL in our model (US$166.0m to 
US$224.1m, +35% YoY), as Vietnam shifts from a branded 3-in-1 / iced-coffee 
market into a regional premium black-soluble production platform. That makes the 
region less about near-term share-chasing and more about preserving a quality 
brand base until the FY28 capacity trigger unlocks the larger premium soluble 
opportunity — precisely the trigger that VA's top-down model does not capture.

South Asia: production hub, not near-term retail bet
South Asia is deliberately underwritten as a production and utilisation hub, not a 
near-term branded retail coffee opportunity. India's consumer coffee market 
remains competitive, with entrenched incumbents (Nestlé India at 68.7x FY26CL
fwd) and taste preferences that make a standalone branded push less attractive 
today. This conservative framing is reflected in our model: South Asia revenue 
declined 2.1% in 1Q26 to US$18.7m, and we model revenue rising from US$71.0m 
in FY25 to US$85.1m in FY27CL (as the expanded India spray-dried plant 
commissions, +20% YoY) and then flat-lining at US$98.6m by FY30CL, with the 
main step-up tied to capacity rather than retail share gains. Highest segment Ebitda
margin in the group at 36.5% — narrow, high-margin B2B ingredients business. 
Segment assets US$20.7m; asset turnover 3.43x — extraordinary capital efficiency. 
The value is in Indus Coffee, which provides low-cost soluble coffee manufacturing, 
spray-dried and freeze-dried capability, third-party demand validation and captive 
supply support for the group. This also creates an important operational bridge into 
the Vietnam freeze-dried ramp: India proves manufacturing execution, customer 
demand and utilisation discipline before Vietnam delivers larger-scale premium 
black-soluble capacity. In our view, South Asia matters because it lowers platform 
risk, supports internal supply and helps validate Food Empire's broader move from 
3-in-1 branded beverages into a vertically integrated soluble-coffee platform.

Europe: steady contributor
Europe remains a steady but modest contributor to the group. FY25 revenue 
US$48.6m; 1Q26 US$12.6m (+5.9% YoY). FY25 Ebitda US$10.1m at 20.9% margin 
(second-highest after Central Asia and South Asia). Ukraine-led with local 
manufacturing supporting supply continuity. We hold Europe at a flat 5% p.a.
revenue growth through the forecast — a durable regional contributor rather than 
a re-rating driver.
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Figure 11

Full comparable set

Source: LSEG, CLSA. Metrics on a consistent FY26 forward basis 
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Income statement: durable margins, self-funded operating leverage
The income statement is the clearest evidence that Food Empire is a branded 
consumer compounder rather than a cyclical EM staples name. Revenue has 
compounded from US$397.9m in FY22 to US$576.9m in FY25 — a 13.2% three-
year Cagr delivered through Russia sanctions, sharp RUB devaluation, Ukraine 
disruption and a global cost cycle — and we forecast it to rise to US$654.9m 
(FY2026CL, +13.5% YoY), US$737.0m (FY27CL, +12.5% YoY), US$853.9m (FY28CL, 
+15.9% YoY) and US$1,040.7m by FY30CL, a 12.3% FY26CL–FY30CL Cagr. 
Crucially, the FY27–FY28 acceleration is not top-down category inflation — it is 
anchored to two dated, disclosed, funded capacity triggers (India spray-dried 
commissioning in FY2027 and Vietnam freeze-dried commissioning in FY28) which 
our six-segment bottom-up build captures explicitly and which Visible Alpha's top-
down model smooths away. That is why our top line runs +5%, +9% and +19% 
ahead of consensus.

What separates Food Empire from a typical EM branded distributor is that scale has 
not come at the cost of margin. Gross margin sits at 33.5% (FY25) and holds at 
33.2% (FY26CL), 33.7% (FY27CL) and 33.1% (FY28CL) — resilient despite green-
coffee volatility, packaging and logistics inflation — reflecting full vertical 
integration, local manufacturing for local sales and disciplined price-pack 
architecture. Ebitda margin steps up from 15.7% (FY24) to 18.3% (FY25) and holds 
at 18.3%/18.7%/18.1% across FY26–FY28CL; Ebit margin moves from 13.3% to 
16.2% and holds at 15.4%/15.9%/15.3% — a mid-teens Ebit margin sustained 
through the entire Vietnam FDF capex cycle. Operating leverage is real but 
disciplined: Ebitda grows 13.3%/15.2%/12.0% across FY26–FY28CL, tracking 
revenue rather than being juiced by SG&A cuts. The direct consequence is that 
returns rebuild sharply as the REN drag drops out: ROE moves from an optically 
depressed 10.9% in FY25 to 18.6% (FY26CL), 20.9% (FY27CL) and 21.9% (FY28CL); 
ROIC from 21.1% to 24.4%, 26.5% and 27.7% — top-quartile branded-consumer 
returns delivered from a net-cash balance sheet.

FY25 reported net profit of US$36.0m (−31.5% YoY) is the single most misread line 
in the P&L, in our view. The decline is entirely attributable to the US$32.6m non-
cash REN fair-value loss booked at the 30 June 2025 renegotiation — a mechanical 
compound-instrument re-measurement, not an operating deterioration — which 
also drove the effective tax rate optically to 39.7%. On an adjusted basis, net profit 
actually rose to US$68.5m in FY25 (+18.2% YoY), and we forecast it to step up to 
US$70.3m (FY26CL, +2.5%), US$82.0m (FY27CL, +16.8%), US$91.5m (FY28CL, 
+11.6%) and US$116.7m by FY30CL — a 13.5% FY26CL–FY30CL adjusted net 
profit Cagr. From FY26CL, the effective tax rate normalises to c.30% (versus the 
FY22–FY24 range of 15–22% which benefited from Russia losses now largely 
exhausted), interest cover rebuilds from 11.0x in FY25 to 15.9x/19.6x/23.4x across 
FY26–FY28CL as gross debt is paid down, and the REN cash servicing is fully 
reflected — meaning reported and adjusted converge from FY26CL onwards. On 
our numbers, reported EPS grows 9.7%/16.9%/11.6% across FY26–FY28CL, and 
adjusted EPS follows the same path — with the FY26CL "+91.9% reported net profit 
growth" simply being the mechanical unwind of the FY25 REN charge rather than 
a real earnings step-change. The underlying compounder algorithm is a 12.3% 
revenue Cagr, held margins, rebuilt returns and a rising dividend — all funded from
operating cash flow.

Revenue compounds, 
margins hold, reported 
earnings normalise — a 

compounder's P&L 
signature

Low-30s gross margin, high-
teens Ebitda, mid-teens Ebit 

— the fingerprint of pricing 
power

FY25 was optically ugly; 
FY26CL onwards is the true 

earnings signature
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Figure 12

Income statement snapshot (US$m)

Source: CLSA, LSEG, Company Annual Reports. Note on adjusted net profit methodology: CLSA's central estimates 
system applies a standardised set of adjustments across the coverage universe, which does not fully reflect the 
company-specific accounting distortions present in Food Empire's reported earnings. Our published adjusted net 
profit series in this report has been recalculated on a bespoke basis to strip out the non-cash US$32.6m fair-value 
loss on the redeemable exchangeable notes (REN) in FY2025, together with associated compound-instrument 
accretion effects in the forecast years. We believe this treatment better reflects the underlying cash-generative 
earnings power of the business and provides a cleaner basis for peer comparison and multiple application. As a 
result, our adjusted net profit figures shown in-the text may differ from those displayed in the standardised 
financials table and consensus-comparison box which follows the house-wide methodology.
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Balance sheet: Net cash and built for flexibility
The balance sheet is the single most under-appreciated part of the Food Empire 
story. Total assets rise from US$566.3m in FY25 to US$726.9m in FY30CL (+28%), 
while total liabilities actually decline modestly from US$196.0m to US$210.7m —
the entire growth in the enterprise is being funded from retained earnings. 
Shareholder funds compound from US$368.0m to US$513.9m (+40%), adding 
roughly US$146m of book equity over five years off internal cash generation alone. 
Critically, the net cash position widens rather than narrows over the forecast: from 
US$87.3m in FY25 to US$83.0m (FY26CL), US$73.8m (FY27CL — the trough), 
US$90.5m (FY28CL), US$95.8m (FY29CL) and US$109.1m by FY30CL. Net gearing 
stays firmly negative throughout at –18.5% to –23.6% of equity, and net debt / 
Ebitda stays at –0.53x to –0.83x. This is the balance sheet result after fully funding 
the US$80m Vietnam freeze-dried plant, the India spray-dried expansion and 
cumulative dividends of US$310m. It is the fingerprint of a genuinely self-funding 
compounder — and precisely the kind of gearing profile that qualifies for a third-
quartile, not median, PE multiple.

Current ratio stays above 2.9x throughout the forecast (FY25 3.27x → FY30E 
2.91x); quick ratio in the 1.8–2.2x range; cash ratio 1.02–1.53x — cash alone covers
all current liabilities in every single forecast year. Interest coverage (Ebit / net 
finance costs) rebuilds from 20.1x in FY25 (depressed by the REN cash servicing) 
to 80.6x in FY30CL as debt paydown continues. Gross debt / Ebitda compresses 
from 0.89x in FY25 to 0.26x by FY30CL — an extraordinary de-gearing profile for a 
business simultaneously funding growth and paying a rising dividend.

The asset base is deliberately light and self-financing. Fixed assets rise from 
US$152m in FY25 to US$222m by FY30CL as the Vietnam and India projects are 
commissioned, but this growth is funded from internal cash generation rather than 
new equity or net new debt. In fact, total debt actively declines from US$94m in 
FY25 to US$50m by FY30CL — a –46.6% compression — while equity grows 
+39.6% over the same period, delivering a dramatic leverage-ratio improvement. 
Bank loans specifically drop from US$46.0m to US$7.7m as management calibrates 
to a c.30% annual paydown pace consistent with the FY24/25 maturity profile. The 
REN liability component amortises from US$36.8m to US$31.1m FY26-FY30CL 
through accretion mechanics. Working capital is being managed for resilience rather 
than optimisation: inventory days, elevated at 120.6 in FY25 on deliberate supply-
chain and Russia-logistics buffers, normalise gradually toward 90 by FY28CL as 
logistics risk eases and revenue scales; debtor days tighten from 35 to 30 by 
FY28CL; creditor days ease from 68 to 60. Net working capital as % of revenue 
drops from 20.9% to 15.4%, structurally improving cash conversion economics as 
the group scales.

Six segments, three 
capacity-led step-changes, 

US$1.04bn by FY30CL —
our non-consensus edge

Liquidity is exceptional and 
improving
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Figure 13

Balance sheet snapshot (US$m)

Source: CLSA, LSEG, Company Annual Reports

Cashflow: strong, self-funding free cash flow generation
Operating cash flow rises from US$87.1m in FY25 to US$87.3m (FY26CL), 
US$86.4m (FY27CL), US$119.1m (FY28CL), US$113.9m (FY29CL) and US$127.5m 
by FY30CL — a 7.9% five-year Cagr. It runs meaningfully slower than net profit 
growth because working capital investment absorbs some of the earnings tailwind 
(a good problem: it means the top line is growing faster than balance sheet 
efficiency can normalise). Cash conversion (Op CF / Ebitda) runs 62–82% through 
the forecast, with the softest year in FY27CL (62.7%) reflecting a US$14m WC build 
to support Vietnam pre-commissioning inventory and Russia receivable buildup, 
then recovering to 66% by FY30CL as DIO/DSO tighten. This is high-quality cash 
conversion: with Ebitda margins holding in the mid-to-high teens and working 
capital broadly stable at around 15–19% of sales, operating profit is converting into 
cash rather than being absorbed by receivables or inventory.

The self-funding flywheel: 
capex, rising dividends and 

buyback optionality — all 
internal
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Free cash flow stays robust even as the group invests behind growth. Capex steps 
up from US$22.2m in FY25 to US$27.9m in FY26CL, US$30.6m in FY27CL, 
US$37.5m in FY28CL, US$40.8m in FY29CL and US$44.2m in FY30CL as Vietnam 
FDF and India spray-dried expansions are built. FY26–30CL free cash flow 
therefore stays comfortably positive at US$59.4m, US$55.9m, US$81.6m, 
US$73.1m and US$83.3m respectively — with FCF margin holding at 7.6–9.6% of 
revenue. Cumulatively across FY26–30CL, we forecast US$353m of free cash flow 
against US$310m of dividends paid — a US$43m cash surplus even before working-
capital normalisation benefits crystallise. Dividend cover (adjusted NP / dividends 
paid) is 1.18x in FY26CL (the thinnest year, reflecting a deliberate 85% special-div-
heavy payout) rising to 1.79x by FY30CL as the payout ratio normalises to 56%. 
FCF yield rises from 5.4% in FY25 to 6.9% in FY30CL — comfortably ahead of the 
dividend yield, meaning the payout is not just covered but comfortably financed by 
underlying cash generation. In our view, this is the financial signature of a self-
funding flywheel: operating cash generation funds growth capex and a rising 
dividend without recourse to external equity or debt, and still preserves optionality 
for the ongoing buyback programme — providing management with the 
demonstrated capacity to offset any potential future REN conversion should it 
choose to do so.

Figure 14

Cashflow statement snapshot (US$m)

Source: CLSA, LSEG, Company Annual Reports

FCF and dividend coverage
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Risks 
We identify five principal risks to our investment thesis. 

1. FX and geopolitical exposure — the highest-profile risk
Food Empire generates a meaningful share of revenue from Russia (33.1% of FY25 
group revenue at US$191.0m), Central Asia (17.7%, US$102.0m), Ukraine-led 
Europe (8.4%) and Vietnam-led South-East Asia (25.6%) — jurisdictions collectively 
exposed to sanctions, capital-flow restrictions, currency devaluation, regulatory 
shifts and geopolitical shock. Sharp moves in the RUB, KZT, UZS, VND or INR could 
compress reported US-dollar revenue and earnings even where local-currency 
performance is intact; sanctions escalation or logistics disruption could impair 
supply routes; and negative investor perception around Russia specifically could
weigh on the multiple regardless of fundamental delivery. 

2. Commodity and input-cost inflation
Green coffee (both robusta and arabica), sugar, non-dairy creamer, packaging film 
and international logistics collectively represent the majority of COGS. A sustained 
spike in any of these inputs — driven by weather (Brazil/Vietnam robusta harvests), 
freight cycles or sugar policy — could compress gross margin if pricing and pack-
size adjustments lag the input move. We view this as a genuine, non-trivial risk: 
green coffee prices have moved sharply over the past 24 months and are outside 
management's control. 

3. Execution risk on premium-soluble expansion
Our S$3.60 target price and the 23.8x ex-India Q3 multiple explicitly assume that 
the US$80m Vietnam freeze-dried plant commissions on time in 2028, that 
MacCoffee Gold gains meaningful shelf and volume traction in Russia, Central Asia 
and Vietnam, and that premium black soluble lifts group gross and Ebitda margin as 
it scales. Slippage on plant timelines, capex overrun, delayed ramp-up of utilisation, 
weaker-than-expected premium SKU traction, higher-than-expected A&P intensity 
to defend or grow share, or a failure of premium SKUs to lift group mix would each 
individually weaken the earnings step-up and the re-rating case. In our model, the 
FY28CL SEA step-up of +US$58.1m (US$166.0m → US$224.1m) is the single 
largest capacity-driven contribution to the forecast; any material delay would push 
earnings into FY29–FY30 and reduce the near-term multiple support. 

4. Working-capital normalisation risk
Our forecast assumes DIO normalises from 120.6 days in FY25 to c.100 in FY26–
FY27 and c.90 by FY28CL as Russia logistics risk eases and revenue scales, driving 
cash conversion cycle from 87.7 to 60 days and NWC/revenue from 20.9% to 
15.4%. This working-capital release is a genuine tailwind to operating cash flow in 
the outer forecast years — precisely when the Vietnam capex phase peaks — and 
forms part of why FCF supports the rising dividend without net debt build. If, 
however, sanctions, logistics disruption or route-to-market friction persist longer 
than expected, inventory buffers would need to remain elevated, DIO would 
normalise more slowly, and cash conversion would be temporarily held back. 

5. Competitive intensity in premium soluble
MacCoffee Gold competes directly with Nescafé Gold, Jacobs Monarch, Moccona 
and other established premium soluble brands in Russia, Central Asia and Vietnam 
— categories where global incumbents have deep pockets, established shelf 
presence and defensive A&P capacity. A sustained defensive response — heavier 
promotional intensity, price discounting, or exclusivity arrangements with modern-
trade chains — could raise the cost of premium share gains and compress the mix-
up thesis. 

Local-for-local 
manufacturing turns the FX 

risk into a natural hedge

Pricing power and vertical 
integration limit but do not 

eliminate the risk

The valuation prize is here 
— and so is the execution 

burden

Working capital is a tailwind 
in our numbers — but the 
timing is not guaranteed

Rational incumbents, but 
the moat is challenger, not 

incumbent

http://www.clsa.com/


The 3-in-1 GARY machine Food Empire - O-PF

6 July 2026 mahir.murtaza@clsa.com 24

Company background
Food Empire is led by its founder and a long-tenured senior team with deep 
operating experience across the group's emerging market footprint. The board 
comprises eight directors — one executive chairman, one executive director (group 
CEO), three non-independent non-executive directors and three independent 
directors — providing a mix of founder leadership, industry knowledge and 
independent oversight. In our view, the combination of founder-led strategic 
direction, a battle-tested operating team that has managed the business through 
sanctions, currency shocks and geopolitical volatility, and a professional 
independent bench is a genuine competitive strength, particularly for a business 
operating primarily across Russia, Ukraine, Central Asia, Vietnam and India. 

Executive leadership
Tan Wang Cheow, PBM — executive chairman. Founder of Food Empire and 
chairman since April 2000. Took the company public on the SGX Mainboard in 2000 
and remains actively involved in the group's marketing, branding and long-term 
strategic direction. Bachelor of Accountancy (NUS); awarded the Public Service 
Medal (2014) and named Asia's Top Chairman of the Year by Influential Brands 
(2019). Together with his spouse (Non-Executive Director Tan Guek Ming), holds a 
combined direct and deemed interest of c.21% in the company. 

Sudeep Nair — group CEO and executive director. With the group since 1993, 
appointed to the board in July 2005 and elevated to group CEO in October 2012. 
Over 32 years of operating experience at FEH; originally responsible for launching 
MacCoffee and building the Russia and CIS businesses from 1994–2005, and now 
oversees group strategy, diversification, M&A and day-to-day operations. Holds a 
c.13% direct and deemed interest in the company. Bachelor of Science (University 
of Delhi). 

William Fong — group chief financial officer. Based in Singapore, he leads group 
finance and is one of the four senior "global leaders" spotlighted in the FY2025 
annual report, underscoring his role in the group's operating leadership team. 

Non-executive directors
Tan Guek Ming — non-executive director (non-independent). On the board since 
April 2000; spouse of executive chairman Mr Tan Wang Cheow. Brings financial and 
business expertise across property, hospitality and F&B; Bachelor of Accountancy 
(NUS). 

Koh Yew Hiap — non-executive director (non-independent). On the board since 
March 2007. Managing director of Universal Integrated Corporation Consumer 
Products Pte Ltd (a controlling shareholder) and United Detergent Industries Sdn 
Bhd; also sits on various Salim Group boards. Bachelor of Arts (Economics), 
University of Manchester. 

Ong Kian Min — non-executive director (non-independent). First joined the board 
in April 2000; served as independent director until December 2021. 
Corporate/commercial lawyer with 30+ years' experience; former Member of 
Parliament (1997–2011); President's Scholar (1979). Bachelor of Laws (University 
of London) and Bachelor of Science (Imperial College). 
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Independent directors
Saw Meng Tee — lead independent director; chairman of the audit committee. On 
the board since April 2019 and lead ID since January 2022. Managing partner of 
EisnerAmper Singapore, with deep corporate finance, accounting and 
restructuring/insolvency experience; nominated for Insolvency Practitioner of the 
Year 2025 by Global Restructuring Review. Bachelor of Accountancy (NTU); FCA 
Singapore and FCA (ICAEW). 

Tan Cher Liang, PBM — independent director; chairman of the nominating 
committee. On the board since April 2020. Over 40 years' experience in corporate 
advisory and general management; currently serves on the boards of Vibrant Group, 
Kingsmen Creatives, IPC Corporation and Hiap Seng Industries; ACCA-qualified; 
awarded the Public Service Medal in 1996. 

Adrian Chan Pengee — independent director; chairman of the remuneration 
committee. On the board since January 2022. Head of corporate at Lee & Lee with 
30+ years of legal practice; vice chairman of the Singapore Institute of Directors; 
member of the Legal Service Commission. Independent director on several other 
SGX-listed boards. 

Board committees
The board delegates key functions to three committees — audit (chaired by Saw 
Meng Tee), nominating (chaired by Tan Cher Liang) and remuneration (chaired by 
Adrian Chan Pengee) — each with a majority of independent directors and each 
committee's chair being an independent director, consistent with the 2018 Code of 
Corporate Governance. In FY25 the board met eight times, with strong attendance 
across all directors.

http://www.clsa.com/


The 3-in-1 GARY machine Food Empire - O-PF

6 July 2026 mahir.murtaza@clsa.com 26

Investment thesis
We believe Food Empire is mispriced as a mature, Russia-exposed 3-in-1 coffee 
company rather than a self-funded emerging-market coffee platform moving into 
premium soluble coffee. Revenue rose from US$320.1m in FY2021 to US$576.9m 
in FY2025, and we model US$1,040.7m by FY2030CL. Adjusted net profit rises 
from US$68.5m in FY2025 to US$116.7m by FY2030CL. With FY2025 net cash of 
US$87.3m, rising dividends and MacCoffee Gold-led mix improvement, we see a 
credible re-rating path to our S$3.60 target price, based on 23.83x FY2026 forward 
PE applied to FY2027CL adjusted net profit of US$82.0m. This is Growth At 
Reasonable Yield: growth, yield and re-rating.

Catalysts
Key catalysts are continued growth in Russia and Central Asia, successful scaling of 
MacCoffee Gold, commissioning and ramp-up of the US$80m Vietnam freeze-dried 
plant from 2028, India soluble-coffee capacity expansion, and sustained cash 
returns through ordinary dividends, special dividends or buybacks. Reduced 
concern over REN dilution could also support re-rating if Ikhlas remains paid to wait 
rather than exchanging immediately. Evidence that premium black soluble is lifting 
mix, margins and earnings quality would be the clearest trigger for the market to 
reassess Food Empire as a broader soluble-coffee platform instead of a mature 3-
in-1 sachet business.

Valuation details
We value Food Empire at S$3.60/share, using a 23.8x 26CL forward PE multiple 
applied to FY27CL adjusted net profit of US$82.0m, accreted to 30 June 2027 at a 
cost of equity of 13.5%. The multiple is the ex-India peer group third quartile and 
sits below the India-included full-set upper quartile of c.33.0x. On FY26CL peer 
metrics, Food Empire trades at only 17.2x PE despite 12.5% revenue growth, 16.8% 
net-profit growth, 19.0% ROIC and 5.1% dividend yield. We, therefore, frame the 
valuation as a closing of a measurable mispricing rather than an aggressive 
premium: a re-rating toward 23.8x would value Food Empire closer to comparable 
branded coffee and beverage peers with similar or weaker growth, returns and 
balance-sheet quality.

Investment risks
Key risks are FX/geopolitical exposure, commodity inflation, execution risk on 
premium-soluble expansion, REN dilution, and working-capital drag. Food Empire 
still has meaningful exposure to Russia, Ukraine, Central Asia, Vietnam and India, 
so currency moves, regulation, sanctions/logistics disruption or political shocks 
could affect revenue translation, supply routes and investor perception; local 
manufacturing, pricing flexibility, geographic diversification and net cash help 
mitigate this but do not remove the risk.  

Commodity and cost inflation are another key risk, particularly green coffee, sugar, 
creamer, packaging and logistics, which could pressure gross margins if pricing and 
pack-size adjustments lag.  

Execution risk is also important: the thesis depends partly on defending Vietnam 
share, scaling MacCoffee Gold, and commissioning/ramping the Vietnam freeze-
dried plant; delays, heavier-than-expected A&P, or weak traction in premium black 
soluble would weaken the mix-up and re-rating case.  
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The REN remains a technical overhang because conversion could create roughly 
48.1m new shares, although we argue immediate exchange is not obvious and net 
cash/buyback capacity provide mitigation.  

Finally, working capital is being managed for reliability rather than optimisation: 
elevated inventories reflect supply-chain buffers and Russia logistics risk, so cash 
conversion could be temporarily held back if inventory normalisation takes longer 
than expected.

Figure 15

Peer/customer matrix
Ticker Result (FY0) Country Mkt cap 

(US$bn)
3M ADT 

(US$m)
PE (x) PB (x) Div yld 

(%)
ROE (%) Net 

debt/ 
equity 

(%)

EPS 
growth 
(% YoY)

FY1 FY1 FY1 FY1 FY1 FY1
Peers
Ajinomoto 2802 JP Mar-26 Japan 37.4 162.1 39.4 6.7 0.8 18.2 25.3 (14.5)
Carabao CBG TB Dec-25 Thailand 1.5 6.7 19.0 3.1 2.6 17.3 (2.3) 10.5
DXN DXN MK Feb-26 Malaysia 0.6 0.2 6.8 1.4 6.6 24.4 - 21.8
Fraser FNH MK Sep-25 Malaysia 2.6 0.8 23.0 2.6 2.2 11.9 (8.6) (9.0)
Mayora Indah MYOR IJ Dec-25 Indonesia 2.2 1.1 11.3 1.9 2.9 17.9 (4.3) 22.9
Nestle India NEST IB Mar-26 India 29.5 1.5 65.9 48.0 1.8 76.4 (24.7) 20.4
Nestle Malaysia NESZ MK Dec-25 Malaysia 5.3 8.2 33.9 36.7 2.9 108.8 143.2 16.4
Nestle NESN VX Dec-25 Switzerland 323.3 615.9 16.2 5.3 4.4 33.0 143.1 0.0
Osotspa OSP TB Dec-25 Thailand 1.6 5.3 13.6 2.9 4.8 22.0 (18.2) 5.8
Tata Consumer TATACONS IN Mar-26 India 11.6 27.9 52.5 4.5 1.2 8.8 (10.2) 36.5
Yeo Hiap Seng YHS SP - Singapore 0.3 0.0 48.3 - 3.4 - - -
Average 30.0 11.3 3.1 33.9 27.0 11.1
Median 23.0 3.8 2.9 20.1 (4.3) 13.4
Based on latest reported numbers from IBES for non-covered stocks and from CLSA analyst models for covered stocks. Source: CLSA, IBES
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Figure 16

Earnings and balance-sheet risk scores (lower the better)
Score Comments

Earnings-quality flags
Capex indiscipline 1 Capex rises to fund Vietnam FDF and 

India spray-dried plants; fully self-
funded, capex/sales stable at 4.2–4.4%.

Cash burn 0
Rising non-core or intangibles 0
Rising working capital 1 Elevated DIO (120.6 days FY25) is a 

deliberate Russia logistics buffer; 
normalises to 90 days by FY28CL —
WC tailwind ahead.

Poor cash conversion 1 Op CF/Ebitda softest in FY27CL 
(62.7%) on Vietnam pre-commissioning 
inventory build; recovers to c.66% by 
FY30CL.

Earnings-quality risk score (EQRS) 3/5
Balance-sheet-quality flags
Cash burn 0
Excessive leverage 0
Frequent fundraising 0
Liquidity concerns 0
Operational stress 1 Reflects Russia/Ukraine/Central Asia

exposure; mitigated by local 
manufacturing, natural FX hedge and 
rising net cash to US$109m FY30CL. 

Balance-sheet-quality risk score (BQRS) 1/5
Source: CLSA

FY26CL is the recovery
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Detailed financials
Profit & Loss (US$m)
Year to 31 December 2022A 2023A 2024A 2025A 2026CL 2027CL 2028CL
Revenue 398 426 476 577 655 737 854
Cogs (ex-D&A) (269) (273) (320) (371) (419) (468) (548)
Gross Profit (ex-D&A) 129 152 156 206 236 269 306
Research & development costs - - - - - - -
Selling & marketing expenses (29) (32) (36) (49) (54) (61) (71)
Other SG&A (37) (39) (45) (51) (62) (70) (81)
Other Op Expenses ex-D&A - - 0 - - 0 -
Op Ebitda 63 82 75 106 120 138 154
Depreciation/amortisation (11) (11) (12) (12) (19) (21) (24)
Op Ebit 53 71 63 93 101 117 131
Interest income 1 4 4 4 4 4 3
Interest expense (2) (4) (4) (9) (7) (6) (6)
Net interest inc/(exp) (1) 1 0 (5) (2) (2) (2)
Associates/investments 19 2 6 5 2 2 3
Forex/other income 3 (2) (4) (1) (1) (1) (2)
Asset sales/other cash items - - - - - - -
Provisions/other non-cash items - - - - - - -
Asset revaluation/Exceptional items (3) 0 - (33) 0 0 (1)
Profit before tax 71 72 65 60 99 115 129
Taxation (11) (16) (12) (24) (30) (35) (39)
Profit after tax 60 56 53 36 69 81 90
Preference dividends - - - - - - -
Profit for period 60 56 53 36 69 81 90
Minority interest 0 0 0 0 0 0 0
Net profit 60 57 53 36 69 81 90
Extraordinaries/others 0 0 0 0 0 0 0
Profit avail to ordinary shares 60 57 53 36 69 81 90
Dividends (9) (17) (39) (45) (60) (62) (60)
Retained profit 51 39 13 (9) 9 19 30
Adjusted profit 63 57 53 56 69 81 90
EPS  (US$) 0.1 0.1 0.1 0.1 0.1 0.1 0.1
Adj EPS [pre excep]  (US$) 0.1 0.1 0.1 0.1 0.1 0.1 0.1
Core EPS  (US$) 0.1 0.1 0.1 0.1 0.1 0.1 0.1
DPS (US$) 0.0 0.1 0.1 0.1 0.1 0.1 0.1

Profit & loss ratios
Year to 31 December 2022A 2023A 2024A 2025A 2026CL 2027CL 2028CL
Growth (%)
Revenue growth (% YoY) 24.5 6.9 11.9 21.1 13.5 12.5 15.9
Ebitda growth (% YoY) 75.7 29.3 (8.3) 41.0 13.3 15.2 12.0
Ebit growth (% YoY) 107.4 34.6 (10.8) 47.5 7.9 16.5 11.2
Net profit growth (%) 208.2 (6.0) (7.0) (31.5) 91.9 16.9 11.5
EPS growth (% YoY) 226.1 (9.8) (6.3) (3.6) 9.7 16.9 11.6
Adj EPS growth (% YoY) 226.1 (9.8) (6.3) (3.6) 9.7 16.9 11.6
DPS growth (% YoY) 102.9 126.5 (15.6) 41.2 3.4 3.0 (1.8)
Core EPS growth (% YoY) 212.6 (5.9) (6.3) (37.9) 69.7 16.9 11.5
Margins (%)
Gross margin (%) 32.5 35.8 32.8 35.7 36.1 36.5 35.9
Ebitda margin (%) 15.9 19.2 15.7 18.3 18.3 18.7 18.1
Ebit margin (%) 13.2 16.7 13.3 16.2 15.4 15.9 15.3
Net profit margin (%) 15.1 13.3 11.0 6.2 10.5 11.0 10.5
Core profit margin 15.1 13.3 11.0 6.2 10.5 11.0 10.5
Op cashflow margin 18.3 11.9 5.4 15.1 13.3 11.7 14.0
Returns (%)
ROE (%) 23.8 19.7 17.8 10.9 18.6 20.9 21.9
ROA (%) 12.4 14.1 11.9 11.0 12.5 14.3 15.2
ROIC (%) 22.4 28.6 22.8 21.1 24.4 26.5 27.7
ROCE (%) 25.5 35.6 28.0 35.2 34.8 37.9 39.5
Other key ratios (%)
Effective tax rate (%) 15.0 22.1 18.9 39.7 30.0 30.0 30.0
Ebitda/net int exp (x) 51.6 - 283.9 22.8 50.6 57.2 64.3
Exceptional or extraord. inc/PBT (%) - - - - - - -
Dividend payout (%) 27.6 69.3 62.4 91.3 86.1 75.9 66.8
Source: www.clsa.com
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Balance sheet (US$m)
Year to 31 December 2022A 2023A 2024A 2025A 2026CL 2027CL 2028CL
Cash & equivalents 126 131 131 182 162 142 151
Accounts receivable 31 38 50 56 63 71 70
Inventories 74 77 111 127 120 134 141
Other current assets 11 12 15 23 26 29 34
Current assets 242 258 306 387 371 376 396
Fixed assets 114 115 131 152 166 180 199
Investments 13 13 9 11 11 11 11
Goodwill 7 7 5 6 6 6 6
Other intangible assets 2 2 5 5 5 5 5
Other non-current assets 4 8 4 5 5 5 5
Total assets 381 403 460 566 564 583 622
Short term loans/OD 15 17 30 27 20 15 11
Accounts payable 48 50 56 71 72 80 94
Accrued expenses - - - - - - -
Taxes payable 2 5 6 6 8 9 10
Other current liabs 5 5 8 13 15 17 19
Current liabilities 71 77 99 118 115 121 135
Long-term debt/leases/other 29 24 53 67 59 54 49
Convertible bonds - - - - - - -
Provisions/other LT liabs 5 8 12 11 11 11 11
Total liabilities 106 108 164 196 185 185 195
Share capital 40 34 32 43 43 43 43
Retained earnings 246 285 298 289 298 317 347
Reserves/others (9) (23) (36) 36 36 36 36
Shareholder funds 277 296 294 368 377 396 425
Minorities/other equity (1) (1) 2 2 2 2 2
Total equity 276 294 296 370 379 398 428
Total liabs & equity 381 403 460 566 564 583 622
Total debt 45 41 83 94 79 68 61
Net debt (81) (90) (48) (87) (83) (74) (91)
Adjusted EV 885 896 937 998 1,146 1,155 1,138
BVPS  (US$) 0.5 0.6 0.6 0.6 0.6 0.6 0.6

Balance sheet ratios
Year to 31 December 2022A 2023A 2024A 2025A 2026CL 2027CL 2028CL
Key ratios
Current ratio (x) 3.4 3.4 3.1 3.3 3.2 3.1 2.9
Growth in total assets (% YoY) 12.2 5.6 14.2 23.1 (0.5) 3.5 6.7
Growth in capital employed (% YoY) (11.3) 5.0 21.4 14.0 4.6 9.6 4.0
Net debt to operating cashflow (x) - - - - - - -
Gross debt to operating cashflow (x) 0.6 0.8 3.2 1.1 0.9 0.8 0.5
Gross debt to Ebitda (x) 0.7 0.5 1.1 0.9 0.7 0.5 0.4
Net debt/Ebitda (x) - - - - - - -
Gearing
Net debt/equity (%) (29.4) (30.6) (16.2) (23.6) (21.9) (18.5) (21.2)
Gross debt/equity (%) 16.2 14.0 28.0 25.5 20.9 17.2 14.1
Interest cover (x) 24.8 21.3 15.9 11.0 15.9 19.6 23.4
Debt cover (x) 1.6 1.2 0.3 0.9 1.1 1.3 2.0
Net cash per share  (US$) 0.2 0.2 0.1 0.1 0.1 0.1 0.1
Working capital analysis
Inventory days 100.1 100.6 106.9 116.8 107.5 99.0 91.6
Debtor days 32.7 29.9 33.6 33.2 33.0 33.1 30.1
Creditor days 65.4 65.5 60.1 62.6 62.5 59.4 58.1
Working capital/Sales (%) 15.2 15.8 22.2 19.8 17.4 17.3 14.2
Capital employed analysis
Sales/Capital employed (%) 204.7 208.4 192.0 203.9 221.4 227.3 253.3
EV/Capital employed (%) 454.5 438.5 377.8 352.8 387.3 356.2 337.6
Working capital/Capital employed (%) 31.2 33.0 42.6 40.4 38.5 39.4 36.0
Fixed capital/Capital employed (%) 58.8 56.3 52.9 53.8 56.0 55.6 59.1
Other ratios (%)
PB (x) 3.5 3.4 3.4 3.0 3.3 3.1 2.9
EV/Ebitda (x) 14.0 11.0 12.5 9.4 9.6 8.4 7.4
EV/OCF (x) 12.1 17.7 36.7 11.5 13.1 13.4 9.6
EV/FCF (x) 15.1 23.9 856.8 16.3 19.3 20.7 13.9
EV/Sales (x) 2.2 2.1 2.0 1.7 1.7 1.6 1.3
Capex/depreciation (%) 135.0 121.7 209.2 210.5 146.4 148.7 157.0
Source: www.clsa.com
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Cashflow  (US$m)
Year to 31 December 2022A 2023A 2024A 2025A 2026CL 2027CL 2028CL
Operating profit 53 71 63 93 101 117 131
Operating adjustments 8 (2) 1 6 (3) (3) (3)
Depreciation/amortisation 11 11 12 12 19 21 24
Working capital changes 11 (16) (38) (1) (1) (15) 5
Interest paid / other financial expenses - - - - - - -
Tax paid (9) (13) (12) (24) (28) (33) (38)
Other non-cash operating items - - - - - - -
Net operating cashflow 73 51 26 87 87 86 119
Capital expenditure (14) (13) (24) (26) (28) (31) (38)
Free cashflow 59 37 1 61 59 56 82
Acq/inv/disposals 20 0 2 0 - - -
Int, invt & associate div 13 1 4 4 4 4 3
Net investing cashflow 19 (12) (18) (22) (24) (27) (34)
Increase in loans (14) (4) 41 3 (20) (16) (14)
Dividends (9) (17) (39) (45) (60) (62) (60)
Net equity raised/others (4) (10) (8) 24 (2) (2) (2)
Net financing cashflow (26) (32) (6) (17) (82) (80) (76)
Incr/(decr) in net cash 66 7 1 48 (19) (20) 9
Exch rate movements (1) (1) (2) 2 0 0 0
Opening cash 61 126 131 131 181 162 142
Closing cash 126 131 131 181 162 142 151
OCF PS  (US$) 0.1 0.1 0.0 0.1 0.1 0.1 0.2
FCF PS  (US$) 0.1 0.1 0.0 0.1 0.1 0.1 0.1

Cashflow ratio analysis
Year to 31 December 2022A 2023A 2024A 2025A 2026CL 2027CL 2028CL
Growth (%)
Op cashflow growth (% YoY) 396.4 (30.5) (49.5) 241.1 0.3 (1.0) 37.8
FCF growth (% YoY) 630.8 (36.2) (97.1) 5,483.1 (2.7) (6.0) 46.0
Capex growth (%) 113.3 (7.2) 85.6 6.4 7.2 9.7 22.8
Other key ratios (%)
Capex/sales (%) 3.6 3.1 5.1 4.5 4.3 4.1 4.4
Capex/op cashflow (%) 19.5 26.0 95.7 29.8 31.9 35.3 31.5
Operating cashflow payout ratio (%) 23.7 77.4 128.4 58.6 68.4 71.2 50.7
Cashflow payout ratio (%) 11.9 34.2 153.4 51.8 68.4 71.2 50.7
Free cashflow payout ratio (%) 14.7 46.2 3,579.3 73.8 100.5 110.1 74.0

DuPont analysis
Year to 31 December 2022A 2023A 2024A 2025A 2026CL 2027CL 2028CL
Ebit margin (%) 13.2 16.7 13.3 16.2 15.4 15.9 15.3
Asset turnover (x) 1.1 1.1 1.1 1.1 1.2 1.3 1.4
Interest burden (x) 1.3 1.0 1.0 0.6 1.0 1.0 1.0
Tax burden (x) 0.8 0.8 0.8 0.6 0.7 0.7 0.7
Return on assets (%) 12.4 14.1 11.9 11.0 12.5 14.3 15.2
Leverage (x) 1.4 1.4 1.5 1.5 1.5 1.5 1.5
ROE (%) 23.8 19.7 17.8 10.9 18.6 20.9 21.9

EVA® analysis
Year to 31 December 2022A 2023A 2024A 2025A 2026CL 2027CL 2028CL
Ebit adj for tax 45 55 51 56 71 82 91
Average invested capital 200 193 226 267 289 310 330
ROIC (%) 22.4 28.6 22.8 21.1 24.4 26.5 27.7
Cost of equity (%) 9.5 9.5 9.5 9.5 9.5 9.5 9.5
Cost of debt (adj for tax) 4.6 4.2 4.4 3.3 3.8 3.8 3.8
Weighted average cost of capital (%) 8.6 8.5 8.6 8.4 8.5 8.5 8.5
EVA/IC (%) 13.8 20.1 14.2 12.7 15.9 18.1 19.2
EVA  (US$m) 28 39 32 34 46 56 63
Source: www.clsa.com
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To change your report distribution requirements, please contact your CLSA sales representative or email us at cib@clsa.com.
You can also fine-tune your Research Alert email preferences at https://www.clsa.com/member/tools/email_alert/.

Companies mentioned
Food Empire (FEH SP - S$2.53 - OUTPERFORM)
Ajinomoto (2802 JP - ¥6,167 - O-PF)
Asahi Group (2502 JP - ¥1,553 - O-PF)
Carabao (CBG TB - BT48.8 - U-PF)
CCL Products India (N-R)
Coca-Cola (N-R)
Delfi Limited (N-R)
DXN (N-R)
EisnerAmper Singapore (N-R)
Fraser (N-R)
Hiap Seng Industries (N-R)
Ikhlas Capital (N-R)
Indus Coffee (N-R)
IPC Corporation (N-R)
JM Smucker (N-R)
Keurig (N-R)
Keurig Dr Pepper (N-R)
Kingsmen Creatives (N-R)
Lee & Lee (N-R)
Luckin Coffee (LKNCY US - US$31.21 - O-PF)
Masan (N-R)
Masan Consumer Corp (N-R)
Mayora Indah (MYOR IJ - RP1,785 - O-PF)
Nestle (N-R)
Nestle India (NEST IB - RS1,455.0 - O-PF)
Nestle Malaysia (NESZ MK - RM91.20 - O-PF)
Oriental Kopi (N-R)
Osotspa (OSP TB - BT17.5 - O-PF)
Power Root Bhd (N-R)
Salim Group (N-R)
Sappe (N-R)
Starbucks (N-R)
Suntory B&F (2587 JP - ¥4,586 - HLD)
Tata Consumer (TATACONS IN - RS1,114.5 - O-PF)
United Detergent Industries Sdn Bhd (N-R)
Universal Integrated Corporation Consumer Products Pte Ltd (N-R)
Universal Robina (URC PM - P63.50 - O-PF)
Vibrant (N-R)
Vinacafe (N-R)
Visible Alpha (N-R)
Yeo Hiap Seng (N-R)
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The policies of CLSA are to only publish research that is impartial, 
independent, clear, fair, and not misleading. Regulations or market 
practice of some jurisdictions/markets prescribe certain disclosures 
to be made for certain actual, potential or perceived conflicts of 
interests relating to a research report as below. This research 
disclosure should be read in conjunction with the research disclaimer 
as set out hereof and at www.clsa.com/disclaimer.html, the Terms and 
Conditions of Use as set out at  https://www.clsa.com/terms-and-
conditions-of-use/  and the applicable regulation of the concerned 
market where the analyst is stationed and hence subject to. Investors 
are strongly encouraged to review this disclaimer before investing.

Neither analysts nor their household members or associates may 
have a financial interest in, or be an officer, director or advisory board 
member of companies covered by the analyst unless disclosed herein. 
In circumstances where an analyst has a pre-existing holding in any 
securities under coverage, those holdings are grandfathered and the 
analyst is prohibited from trading such securities.
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been placed under any undue influence, intervention or pressure by 
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analysts attest that they were not in possession of any material, non-
public information regarding the subject company that has securities 
listed in the relevant jurisdiction(s) at the time of publication of this 
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personal views about the securities and/or the issuers and that no 
part of my/our compensation was, is, or will be directly or indirectly 
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has/have not been placed under any undue influence, intervention or 
pressure by any person/s in compiling this research report. In 
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possession of any material, non-public information regarding the 
subject company that has securities listed in the relevant 
jurisdiction(s) at the time of publication of this report. The analysts 
further confirm that none of the information used in this report was 
received from CLSA's Corporate Finance department, Sales and 
Trading or asset management business. Save from the disclosure 
below (if any), the analyst(s) is/are not aware of any material conflict 
of interest.
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High-Conviction Outperform (HC O-PF): Strong conviction that a top-
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outperform and total stock return (TSR) expected to exceed or be 
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to be below negative 10%. Up to 6pm (HK time) on 28 June 2024:
BUY: Total stock return (including dividends) expected to exceed 
20%; O-PF (aka ACCUMULATE): Total expected return below 20% 
but exceeding market return; U-PF (aka REDUCE): Total expected 
return positive but below market return; SELL: Total return expected 
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which the stock trades.

According to the key to CLSA investment rankings effective from 
16 December 2024: Overall rating distribution for CLSA only 
Universe: High-Conviction Outperform - CLSA: 6.09%, Outperform -
CLSA: 67.61%, Hold - CLSA: 21.59%, Underperform - CLSA: 4.42%, 
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0.87%; Data as of 1 Jul 2026. Investment banking clients as a % of 
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For a history of the recommendation, price targets and disclosure 
information for companies mentioned in this report please write to: 
CLSA Group Compliance, 18/F, One Pacific Place, 88 Queensway, 
Hong Kong.  You may also find history of the recommendation and 
price target for companies mentioned in this report from the company 
page on clsa.com/member. EVA® is a registered trademark of Stern, 
Stewart & Co. "CL" in charts and tables stands for CLSA estimates and 
“CS” for CITIC Securities estimates, unless otherwise noted in the 
source.

Charts and tables sourced to CLSA in this report may include data 
extracted from CLSA’s automated databases, which derive their 
original data from a range of sources. These can include: companies; 
analyst estimates/calculations; local exchanges and/or third-party 
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This report is subject to and incorporates the terms and conditions 
of use set out on the www.clsa.com website 
(https://www.clsa.com/disclaimer.html and 
https://www.clsa.com/terms -and-conditions-of use/) and the 
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shall include this report. Neither this report nor any portion hereof 
may be reprinted, sold, resold, copied, reproduced, distributed, 
redistributed, published, republished, displayed, posted or 
transmitted in any form or media or by any means without the written 
consent of CLSA. CLSA has/have produced this report for private 
circulation to professional, institutional and/or wholesale clients only, 
and may not be distributed to retail investors. The information, 
opinions and estimates herein are not directed at, or intended for 
distribution to or use by, any person or entity in any jurisdiction where 
doing so would be contrary to law or regulation or which would 
subject CLSA to any additional registration or licensing requirement 
within such jurisdiction. The information and statistical data (for 
private or public companies) herein have been obtained from sources 
we believe to be reliable. Such information has not been 
independently verified and CLSA makes no representation or 
warranty as to its fairness, adequacy, accuracy, completeness or 
correctness. The replication of any third party views in this report 
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with or concurs with such views. None of CLSA, its affiliates and their 
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implied, as to and no reliance should be placed on, the fairness, 
accuracy, completeness or correctness of such data or information 
contained herein or any statement made in this report. Any opinions 
or estimates herein reflect the judgment of the analyst(s) at the date 
of this report and are subject to change at any time without notice. 
Where any part of the information, opinions or estimates contained 
herein reflects the views and opinions of a salesperson or a non-
analyst, such views and opinions may not correspond to the published 
view of CLSA. Any price target given in the report may be projected 
from one or more valuation models and hence any price target may 
be subject to the inherent risk of the selected model as well as other 
external risk factors. Where the publication does not contain ratings, 
the material should not be construed as research but is offered as 
factual commentary. It is not intended to, nor should it be used to 
form an investment opinion about the non-rated companies.  

This report is for information purposes only and it does not 
constitute or contain, and should not be considered as an offer or 
invitation to sell, or any solicitation or invitation of any offer to 
subscribe for or purchase any securities in any jurisdiction and 
recipient of this report must make its own independent decisions 
regarding any securities or financial instruments mentioned herein. 
This is not intended to provide professional, investment or any other 
type of advice or recommendation and does not take into account the 
particular investment objectives, financial situation or needs of 
individual recipients. Before acting on any information in this report, 
you should consider whether it is suitable for your particular 
circumstances and, if appropriate, seek professional advice, including 
legal or tax advice. Investments involve risks, and investors should 
exercise prudence and their own judgment in making their investment 
decisions. The value of any investment or income may go down as 
well as up, and investors may not get back the full (or any) amount
invested. Investments that are denominated in foreign currencies may 
fluctuate in value as a result of exposure to movements of exchange 
rate. Past performance is not necessarily a guide to future 
performance or liquidity. CLSA does not accept any responsibility and 
cannot be held liable for any person’s use of or reliance on the 
information and opinions contained herein. To the extent permitted 
by applicable securities laws and regulations, CLSA accepts no liability 
whatsoever for any direct or consequential loss arising from the use 
of this report or its contents. 

To maintain the independence and integrity of our research, our 
Corporate Finance, Sales Trading, Asset Management and Research 
business lines are distinct from one another. This means that CLSA’s 
Research department is not part of and does not report to CLSA's 
Corporate Finance department, CLSA’s Sales and Trading business or 
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Finance department, the Sales and Trading department nor the Asset 
Management department supervises or controls the activities of 
CLSA’s research analysts. CLSA’s research analysts report to the 
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shared on a “need to know” basis and in compliance with CLSA’s 
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research. 

Subject to any applicable laws and regulations at any given time, 
CLSA, its affiliates, officers, directors or employees may have used the 
information contained herein before or after publication and may 
have positions in, or may from time to time purchase or sell or have 
an interest or a material interest in any of the securities mentioned or 
related securities, or may currently or in future have or have had a 
business or financial relationship with, or may provide or have 
provided corporate finance/capital markets and/or other services to, 
the entities referred to herein, their advisors and/or any other 
connected parties. As a result, you should be aware that CLSA and/or 
its affiliates, officers, directors or employees may have one or more 

conflicts of interest. Regulations or market practice of some 
jurisdictions/markets prescribe certain disclosures to be made for 
certain actual, potential or perceived conflicts of interests relating to 
research reports. Details of the disclosable interest can be found in 
certain reports as required by the relevant rules and regulation and 
the full details of conflicts of interest with companies under coverage 
are available at http://www.clsa.com/member/research_disclosures/. 
Disclosures therein include the position of CLSA only. Unless 
specified otherwise, CLSA did not receive any compensation or other 
benefits from the subject company, covered in this report, or from any 
third party. For CITICS disclosure about specific companies 
mentioned herein, please access: 
https://www.clsa.com/member/research_disclosures_citics/. If 
investors have any difficulty accessing this website, please contact 
webadmin@clsa.com/login.enquiry@clsa.com. If you require 
disclosure information on previous dates, please contact 
compliance_hk@clsa.com. 

You should make your own independent evaluation of the 
relevance, adequacy, and correctness of information contained in this 
report and conduct such investigations as you deem necessary, 
including making inquiries with the company and obtaining 
independent financial or investment advice before making critical 
decisions. You shall not use or rely on the contents of the information 
herein for any purpose. You shall apply caution when using this report 
at your own risk. You shall assume full responsibility for any 
interpretations, decisions, or actions taken based on the information 
provided and assume all risks associated with the use of this report, 
and releases CLSA, its affiliates and representatives from any liability 
arising from such use. You shall be solely responsible for any losses 
incurred.

Please be aware that artificial intelligence (AI) may be utilized in 
connection with research, analysis and reporting activities and such 
use may range from superficial (e.g., auxiliary data processing) to 
material (e.g., primary analysis or inclusion of AI-generated content 
contained herein). This report contained herein may contain AI 
generated content and may contain inaccuracies, omissions, 
misstatement, or misinterpretations due to AI’s inherent limitations. 
CLSA together with its representatives may or may not have 
reviewed, edited, or approved such research report contained herein. 

The report contained herein is strictly prohibited from being used, 
in whole or in part, for the purpose of training AI system, including 
but not limited to machine learning models or any other AI related 
development, whether for commercial, public or broad use or 
distribution purposes, unless with the prior written consent of CLSA. 
The report provided herein is intended solely for informational 
purposes and is not designed or authorized for integration with or use 
within any AI tools or systems by the report user. The report user shall 
not, under any circumstances, incorporate, feed, or utilize the content 
of the report directly or indirectly into any AI applications, models or 
algorithms. By accessing information herein, you agree to abide by 
these restrictions and CLSA reserves the right to enforce these terms 
and pursue remedies for unauthorized use.

Any disputes related to this report shall be governed by the laws 
of Hong Kong and to the non-exclusive jurisdiction of the courts of 
Hong Kong in connection with any suite, action or proceeding arising 
out of or in connection with this material. In the event any of the 
provisions in these disclaimers shall be held to be unenforceable, that 
provision shall be enforced to the maximum extent permissible to 
reflect the intention underlying the unenforceable term, and the 
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China Hong Kong: This research report is distributed by CLSA 
Limited. This research report is distributed in Hong Kong only to 
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