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Training module covered business fundamentals and financial modeling and research 
workflows via valuation strategies 
 
Investment Analysis Foundations 

●​ Vatsal defined the primary objective as understanding business models and economics 
before initiating valuation or DCF modeling. 

●​ Vatsal emphasized that margin percentages are context-dependent and cannot be 
assessed without understanding the specific business and scale. 

 
Valuation Concepts and Market Perception 

●​ P/E multiples reflect market perception, illustrated by Costco's 58.7x versus Adobe's 
20.3x multiple. 

●​ High renewal rates and predictable cash flows positively influence market sentiment 
and valuation multiples. 

●​ Conglomerate discounting applies when investors place a valuation discount on 
companies operating multiple, distinct business verticals. 

●​ The "Dinner Table Alpha" research indicates potential for abnormal returns for 
managers with specific social or household industry linkages. 

 
Investment Thesis Construction 

●​ Muneer noted that valuation models require physical sanity checks to ensure they 
reflect economic realities rather than just arithmetic accuracy. 

●​ Analysts should identify 3-7 key business variables that explain the majority of a 
company's economics. 

●​ Scenario modeling for bull, base, and bear cases requires assuming distinct market 
conditions rather than simple arithmetic adjustments. 

●​ Investment reports must clearly delineate between objective facts, analyst 
interpretations, and research hypotheses. 

 
Research Methodology and Resources 

●​ Vatsal outlined a 10-step analytical framework involving business understanding, 
historical analysis, and rigorous management transcript review. 

https://google.qualtrics.com/jfe/form/SV_5bXzKQfylMIhSXc?confid=l4xs8k-y9YlYHmIbvlq3DxIXOBEBMgUIigIgABgDCA&entryPoint=footerQuickNotes&isGoogler=False


●​ The SEC Edgar portal is the recommended tool for US equity research, enabling 
phrase-based searches of filings such as 10-K, 10-Q, and 8-K. 

 
Research Methodology and Financial Frameworks 

●​ Muneer Ahmed Choudhary and Vatsal Jain recommended using triangulation across 
multiple document sources to identify discrepancies in company narratives. 

●​ Vatsal Jain introduced the Business Model Canvas approach for investor analysis, 
emphasizing the linkage between revenue streams and cost structures. 

●​ Vatsal Jain emphasized analyzing unit economics to assess business sustainability, 
defining it as the profitability per single unit of operation. 

●​ Vatsal Jain identified industry structure and value chain analysis as critical frameworks 
for determining a company's competitive value retention. 

●​ Vatsal Jain highlighted key competitive moats, including network effects, switching 
costs, intangible assets, and efficient scale. 

 
Case Study Analysis: Zomato, Blinkit, and Ferrari 

●​ Muneer Ahmed Choudhary noted that Zomato and Blinkit require distinct unit 
economic analyses, with Zomato focusing on order volume and Blinkit prioritizing 
per-store performance. 

●​ Muneer Ahmed Choudhary flagged that Blinkit's expansion to 3,000 stores by March 27 
may lead to a temporary decrease in average sales per store. 

●​ Vatsal Jain analyzed Ferrari's strategy of focusing on a limited customer cohort to 
maintain higher value service offerings and a richer mix. 

 
AI Integration in Financial Research 

●​ Vatsal Jain noted that AI models can be utilized to read management commentary and 
detect window dressing or strategic narrative biases. 

●​ Muneer Ahmed Choudhary and Vatsal Jain discussed using Sum of the Parts (SOTP) 
valuation models for diversified businesses. 

●​ Ridhesh Sharma proposed creating custom GPTs or AI agents to standardize research 
workflows, which the group plans to explore after finishing current modules. 

 
Team Operations and Administration 

●​ Vatsal Jain emphasized the fund's goal of simulating professional investment research 
workflows for student analysts. 

●​ Muneer Ahmed Choudhary introduced new junior team members, including Keshav 
and Mayank. 

 



Next steps 
​ [The group] Explore Conglomerate Discounting: Search for the concept of 
conglomerate discounting using Google to understand why investors apply a discount 
to complex companies. 

​ [The group] Review Research Paper: Read the Dinner Table Alpha research paper via 
Google Scholar to analyze the relationship between household linkages and manager 
investment performance. 

​ [Muneer Ahmed Choudhary] Share Equity Report: Distribute the CFA Institute equity 
research report to all attendees for further study. 

​ [The group] Explore Edgar Portal: Navigate the Securities and Exchange Commission 
Edgar portal to practice searching for company filings and financial phrases. 

​ [Vatsal Jain] Share Document: Share the research presentation document with the 
team. 

​ [The group] Fill Information Sheet: Complete the research information sheet provided 
for future fund work. 

​ [The group] Develop Research Agent: Explore creating a custom Generative Pre-trained 
Transformer to assist with research after the current modules are finished. 

 
 
​
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Summary 

Training module covered business fundamentals and financial modeling and research 
workflows via valuation strategies​
​
Business Fundamentals and Valuations​
Analysis of Costco and Adobe revenue models highlighted market perception and 
multiples. Conglomerate discounting concepts explained valuation complexities.​
​
Financial Models and Reports​
DCF models required physical sanity checks. Equity research reports incorporated 
structural frameworks and SEC filing analysis.​
​
Unit Economics and Workflows​
Quick commerce unit economics varied across subsidiaries. Research workflows 
integrated artificial intelligence tools and standardized working sheets. 

 

 

Next steps 

​ [The group] Explore Conglomerate Discounting: Search for the concept of 
conglomerate discounting using Google to understand why investors apply a 
discount to complex companies. 

https://docs.google.com/document/d/1ujAVR_zJM8xEWDeaKZv-gIhb0aTjwYAokpnfxueG2Z8/edit?usp=drive_web&tab=t.rhu4c6yruthe


​ [The group] Review Research Paper: Read the Dinner Table Alpha research 
paper via Google Scholar to analyze the relationship between household 
linkages and manager investment performance. 

​ [Muneer Ahmed Choudhary] Share Equity Report: Distribute the CFA Institute 
equity research report to all attendees for further study. 

​ [The group] Explore Edgar Portal: Navigate the Securities and Exchange 
Commission Edgar portal to practice searching for company filings and financial 
phrases. 

​ [Vatsal Jain] Share Document: Share the research presentation document with 
the team. 

​ [The group] Fill Information Sheet: Complete the research information sheet 
provided for future fund work. 

​ [The group] Develop Research Agent: Explore creating a custom Generative 
Pre-trained Transformer to assist with research after the current modules are 
finished. 

 

 

Details 

●​ Introduction to Training Module and Business Understanding: Vatsal Jain 
introduced a new training module for Envia designed to give analysts 
foundational skills before building investment theses or financial models. Vatsal 
Jain emphasized that analysts should understand how a company makes money 
and sustains its revenue before examining spreadsheets or share prices 
(00:00:00). Vatsal Jain noted that the session's scope focuses exclusively on 
understanding business fundamentals rather than valuation, forecasting, or ratio 
analysis (00:01:40). 



 

●​ Concept of Multiples and Market Perception: Vatsal Jain introduced the 
concept of multiples using a comparison between Costco and Adobe based on 
US annual reports (Form 10-K) (00:03:31). Vatsal Jain pointed out that Costco's 
P/E ratio was approximately 58.7 times while Adobe's was 20.3 times, despite 
Adobe having higher earnings of 4.9 compared to Costco's 1.7. Radhav Kabra 
argued that expected growth rates drive these differences, which Vatsal Jain 
summarized as market perception (00:04:59). 

 



●​ Costco and Adobe Revenue Models: Vatsal Jain analyzed Costco's business 
model, noting that membership fees account for about half of their operating 
profit and that 92% of members in the US and Canada renew annually, providing 
predictable cash flow. Udit Yadav suggested that negative news or falling 
renewal rates and sales growth below expectations would negatively impact the 
high multiple (00:08:28). Vatsal Jain also highlighted Adobe's model, noting 96% 
contractual revenue and a 22.52 billion contract value, while discussing 
competitive pressures from artificial intelligence and selective data disclosures 
(00:10:29). 

 

●​ Conglomerate Discount and Zomato Eternal Example: Vatsal Jain explained 
the concept of conglomerate discounting using Zomato's parent company, 
Eternal, which houses multiple verticals like capital-heavy retail Blinket under a 
single share price. Udit Yadav inquired about take rates and delivery verticals, 
which Radhav Kabra identified as actual delivery (00:13:44). Vatsal Jain 
explained that when a business combines multiple distinct segments, investors 
may apply a discount to its valuation due to the complexity of the whole entity 
(00:16:54). 



 

●​ Dinner Table Alpha and Observational Investing: Vatsal Jain introduced the 
"dinner table alpha" research paper, which explores how household linkages give 
fund managers an informational edge and abnormal returns by understanding 
industry structures through spouses or personal interactions. Vatsal Jain shared 
Peter Lynch's example of a consultant client noticing a drop in housing 
components, which served as an indicator for the housing market (00:19:47). 
Vatsal Jain stressed that casual observations must be followed by structured, 
methodical research rather than ending as isolated questions (00:23:13). 



 

●​ Avoiding Corporate Jargon and Transition to Financial Models: Vatsal Jain 
advised analysts to avoid hiding behind complex consulting jargon and to 
explain business models in plain, layman language. Vatsal Jain summarized three 
core ideas: multiples as compressed forecasts, the information/insider gap in 
complex businesses, and the importance of structured observation (00:25:09). 
Muneer Ahmed Choudhary then took over to discuss DCF models and unit 
economics (00:27:13). 

 



●​ DCF Model Sanity Checks and Unit Economics: Muneer Ahmed Choudhary 
cautioned that arithmetic accuracy in Discounted Cash Flow models does not 
guarantee truth, citing an example where a 20% growth assumption for five 
years requires physical sanity checks (00:27:13). Muneer Ahmed Choudhary 
emphasized that understanding business economics and unit economics is 
critical to capturing how key factors impact a business (00:28:34). 

●​ Investment Thesis Structure and Scenario Building: Muneer Ahmed 
Choudhary outlined investment thesis components, noting that most 
businesses can be explained by three to seven key variables, which justifies the 
use of ratio analysis (00:28:34). Muneer Ahmed Choudhary stressed the 
importance of backing a thesis with data and providing conditions and 
assumptions under which the thesis can be defended (00:29:56). Muneer 
Ahmed Choudhary addressed scenario building for base, bull, and bear cases, 
advising against simply tweaking numbers by arbitrary percentages, and 
instead recommending that analysts envision "different worlds" and scenarios 
where a company outperforms competitors or enters new industries (00:32:51). 

 

●​ Adjusting for Business Model Shifts: Muneer Ahmed Choudhary and Vatsal 
Jain discussed how changes in business models, such as Blinket shifting to 
owning inventory rather than just taking orders, dramatically altered revenue 
figures (e.g., growing by around 140%), requiring analysts to adjust their 
financial interpretations accordingly (00:34:26). Muneer Ahmed Choudhary 



reiterated that step one of evaluating a company is understanding its business 
model, noting that analyst intuition often flags complicated or weird company 
practices (00:37:39). 

 

●​ Equity Research Report Structure and Core Theses: Muneer Ahmed 
Choudhary presented a CFA Institute equity research report structure, 
explaining that an executive summary includes target prices, buy or hold 
recommendations, and a concise thesis covering industry overview, business 
overview, and investment summary. Muneer Ahmed Choudhary explained that a 
proper report boils down to three main reasons or core theses, such as 
insurmountable moats (like CargoJet's 90% air cargo contracts) or exploding 
incremental sales margins (00:38:43). Muneer Ahmed Choudhary mapped out a 
complete report framework comprising historical performance, key drivers, 
forecasts, valuations, risks, and scenario cases (00:40:32). 



 

●​ Sentence Classification in Reports and 10-Step Analysis Guide: Muneer 
Ahmed Choudhary explained that every statement in a research report falls into 
one of five categories: facts, interpretations, hypotheses, evidence, or 
questions (00:40:32). Vatsal Jain then presented a 10-step guide for analyzing a 
company, where the first two steps identify what is sold and where it is 
disclosed, steps three through six cover revenue formulas and unit economics, 
and steps nine and ten connect drivers to numbers and test management 
stories (00:43:33). 



 

●​ Translating Corporate Language and Information Sources: Vatsal Jain 
advised analysts to translate ambitious corporate language into monetary 
terms to understand who pays for what, cautioning against over-reliance on 
artificial intelligence. Vatsal Jain outlined essential information sources, 
including quarterly results, investor relations pages, management discussion 
and analysis sections, shareholding patterns, and earnings call transcripts 
available within five working days (00:46:08). Udit Yadav asked for clarification 
on earnings call transcripts, which Vatsal Jain described as transcribed 
meetings where executives discuss business performance and provide 
guidance (00:49:03). 



 

●​ SEC Edgar Portal and Filing Types: Vatsal Jain detailed the US Securities and 
Exchange Commission Edgar portal as a superior federal regulator research 
platform introduced in 1993, allowing phrase-based searches across filings. 
Vatsal Jain and Siddhant Rathore discussed various US filing types, including 
Form 10-K for annual reports, 10-Q for quarterly reports, 8-K for major events, 
Form 20-F for foreign company annual reports, and proxy statements for 
mergers and acquisitions (00:52:24). Ridhesh Sharma expressed appreciation 
for the SEC portal, which Vatsal Jain noted is particularly useful for specialized 
research in fields like aerospace and defense (00:54:37). 



 

●​ Financial Document Analysis and Triangulation: Muneer Ahmed Choudhary 
addressed the importance of reviewing 10-K forms, proxy statements, and Item 
1 documents, using Costco's wholesale membership business model as a 
primary case study. Muneer Ahmed Choudhary noted that while Edgar provides 
strong transparency, analysts should consult foreign exchange documents 
when management hides figures or provides conflicting statements under 
different regulatory frameworks (00:58:53). Additionally, Muneer Ahmed 
Choudhary emphasized the triangulation concept, advising participants to 
cross-reference multiple documents rather than relying solely on annual reports, 
because discrepancies often highlight hidden issues or key questions (01:01:06). 



 

●​ Business Model Canvas and Revenue Stream Drivers: Vatsal Jain introduced 
the Business Model Canvas approach, focusing on revenue streams and cost 
structures as primary income drivers. Vatsal Jain explained that revenue can be 
calculated by multiplying specific metrics, such as order value times take rate, 
and posed this equation as a question to the group. Udit Yadav, Ridhesh Sharma, 
and Siddhant Rathore correctly identified Zomato as the business matching this 
metric model. Vatsal Jain also touched on subscription businesses and bank 
loan margins (01:02:44). 



 

●​ Unit Economics in Startups: Vatsal Jain explained unit economics, noting that 
businesses can lose money as they grow if each individual transaction operates 
at a loss. Vatsal Jain emphasized that understanding a business in terms of a 
single unit, such as an order value for Zomato, is critical because scaling a 
loss-making unit only magnifies total losses. Siddhant Rathore and Ridhesh 
Sharma participated briefly while Vatsal Jain reinforced the importance of 
remaining active during discussions (01:05:24). 

 



●​ Value Chain and Industry Structure Analysis: Vatsal Jain covered the value 
chain, explaining the relationships between different stages of production, 
assembly, distribution, and value capture. Vatsal Jain highlighted that industry 
structure determines how much value each company retains, prompting 
participants to analyze industry structures. Siddhant Rathore responded by 
identifying the threat of competitors and substitutes as part of the five forces 
affecting industry value (01:08:26). 

 

●​ Unique Selling Propositions and Business Traps: Vatsal Jain explained 
Unique Selling Propositions (USPs) and moats, citing network effects, switching 
costs, intangible assets, and efficient scale as key competitive advantages. 
Vatsal Jain used payment solutions and social media platforms like Facebook 
and Instagram to illustrate network effects where both merchants and 
customers drive platform value. Furthermore, Vatsal Jain warned participants 
about common traps, such as misinterpreting retention and purchase 
frequency metrics in software-as-a-service businesses and bank lenders 
(01:11:00). 



 

●​ Management Commentary Analysis and Sum-of-the-Parts Valuation: 
Vatsal Jain discussed analyzing management stories, noting that management 
often window-dresses information, which can be evaluated using artificial 
intelligence models. Muneer Ahmed Choudhary then introduced the 
Sum-of-the-Parts (SOTP) valuation method for diversified businesses, explaining 
that subsidiaries like Zomato, Blinkit, and District operate under different 
segments and must be valued individually rather than through a consolidated 
figure. Muneer Ahmed Choudhary and Vatsal Jain noted that Zomato relies on a 
technology-based app, whereas Blinkit operates through warehouses and retail 
(01:13:55). 



 

●​ Divergent Unit Economics in Quick Commerce: Muneer Ahmed Choudhary 
explained that unit economics differ significantly between Zomato and Blinkit. 
Muneer Ahmed Choudhary pointed out that while Zomato maximizes revenue 
by increasing order volume, Blinkit focuses on the store itself as the primary 
unit. Muneer Ahmed Choudhary noted that Blinkit plans to open approximately 
3,000 stores by March 2027, which will cause average sales per store to fall. 
However, Muneer Ahmed Choudhary emphasized that this reduction should not 
automatically be viewed negatively, as quick commerce profitability relies on 
rent dynamics and maximizing goods sold per store (01:17:37). 



 

●​ Ferrari Case Study and Research Workflows: Vatsal Jain presented the 
Ferrari case study to illustrate unconventional business strategies, noting that 
Ferrari achieves a richer mix and supports auxiliary services by intentionally 
selling fewer automobile units to a targeted cohort (01:19:11). Vatsal Jain 
transitioned into research workflows, sharing specific prompts for analyzing 
annual reports and 10-K statements using large language models. Vatsal Jain 
cautioned that data analyzed through large language models should not be 
trusted blindly and requested that participants fill out a standardized working 
sheet for the investment fund (01:21:39). 



 

●​ Student-Run Investment Fund Structure and Custom Artificial 
Intelligence Tools: Vatsal Jain outlined the structure of the student-run 
investment fund, explaining that the current mock format simulates real-world 
analyst environments for future application. Ridhesh Sharma asked if the group 
could develop a custom GPT or specialized agent to assist with analysis 
(01:24:07). Vatsal Jain responded that while a custom tool could be explored as a 
group project, their immediate focus was completing the modules and 
onboarding executive committee members and general partners before 
experimenting with custom research tools and mock funds (01:25:32). 
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Vatsal Jain: Uh we can just have people uh joining in 

Muneer Ahmed Choudhary: Okay, 

Vatsal Jain: joining. 

Muneer Ahmed Choudhary: now let's start. 

Vatsal Jain: All right. So okay, welcome everyone. Uh like this is the first session uh 
basically we'll be conducting in a training module that we've envisioned and planned uh 
for Envia. The reason why we are having this session is key uh you know uh the analysts 
that we have from the other colleges they also had this uh sort of ambiguity you know 
we just just jumping into an investment thesis like that is like an insight we also feel is 
right investment thesis and you know exec committee give us a and you know you start 
pitching companies and giving us trade ideas even if like you you do not have the 
prerequisite knowledge that is kind of unfair. So we really want to you know impart 
certain skills as part of ania to you guys going forward fund actually run and you know 
whatever investment thesis we build models you know you at least have that 
background so for today's session we just have a simple idea key like before you open 
excel Okay, you look at a share price, you should be able to say company, how does it 
make money? 

 

 

00:01:40 

 



Vatsal Jain: And you know why does that money keep coming in to that business? And 
answer through the company's own documents. Okay. So today our goal is to 
understand a business before jumping into the numbers. You know if you create a DCF 
model is only as good as the assumptions. So it forecasted then you know jumping into 
numbers is pointless. So like before we continue uh I would just say uh activity 
company you have to think of that company in your mind just you feel you understand 
that company really well and we'll come back to it at the end I hope that is clear I can't 
see the screens I'll know let me 

Muneer Ahmed Choudhary: Yeah. Yeah. 

Vatsal Jain: So for today's session we have to understand the scope. Uh so today we 
are basically covering key what a business is. We're not doing valuation forecasting 
ratio analysis understand the business but we are assuming and that is the entire you 
know goal of this session what a business does I just have a question to you guys is the 
10% margin good just uh open your mic and answer yeah you can raise your hand to 
answer 

 

 

00:03:31 

 

Muneer Ahmed Choudhary: Yeah. 

Vatsal Jain: Yes. 

Muneer Ahmed Choudhary: On the 

Vatsal Jain: So the net 

Udit Yadav: Is it gross margin or net margin? 

Vatsal Jain: margin rightly 

Udit Yadav: Uh it depends on the company and the scale I guess. 

Vatsal Jain: so directly without understanding the company the business model 
particular percentage figure margin is it good or like is it bad I hope uh clear so margin 
because you usually have higher net margins in such a business. So basically you 
cannot you know judge the number until you know the business. So now that takes us 
to our first idea that is the concept of multiple. Now the senior analyst Ram because 
I've already conducted a session on comparable companies in the past comp analysis. 



So you are well versed with the concept of a multiple but still I'll just you know repeat it 
uh so we have an example just we have cost wholesale and Adobe and uh you know 
these numbers are sourced from the US annual report. When I say annual report, this is 
the statement 10k which is equivalent to an annual report in India. 

 

 

00:04:59 

 

Vatsal Jain: cover page. You know they disclose the market value of shares that is held 
by outsiders roughly equal to the market capsiders held by insiders. 

Udit Yadav: I am not sure about it but maybe Bod's 

Vatsal Jain: Yeah. Come again. 

Udit Yadav: board of directors and 

Vatsal Jain: board of directors management is an example. 

Udit Yadav: yeah we in. 

Vatsal Jain: So I hope you understand those people and the reasons there is always a 
scope Market price intrinsic. build ais invest in that company and realize gains. So that 
is what we chasing ultimate goals I hope market income divide we'll get a rough 
approximation of P you can see Costco P is roughly about 58.7 times and Adobe is 20.3 
profitable American businesses but if you look at the earnings 1.7 similar for Adobe 4.9. 
So even though Adobe is earning more earnings still.3 almost just raise your hands. is 
not just 

Muneer Ahmed Choudhary: Oh yeah, you can see 

Radhav Kabra: I guess expected growth rates market per 

Vatsal Jain: one word to you know keep a focus on is market perception very rightly 
said market and when I say that the reason is P is a figure mean over time you'll notice 
it reverts means concept This is not the goal of the session. 

 

 



00:08:28 

 

Vatsal Jain: Just wanted to mention he's right in mentioning market perception like 
continuing our discussion. We have to understand about the future. You can see as 
mentioned in the slide membership fees about% but almost half of their operating 
profit is coming from this membership fees and you can also see 92% members US and 
Canada they renew each other each year so renewal rate so business if we see in 
actuality renewing feels like something you should obviously do. You know whenever a 
company has a predictable uh cash flow that is seen as something positive by the 
market. If I ask another question 58 times multiple Can someone answer? Basically, 

Udit Yadav: Any negative news about the company? 

Vatsal Jain: I'm looking for a metric. Come again. 

Udit Yadav: Any negative news about the company or its future? 

Vatsal Jain: Try to focus on left side renewal rate and sales growth words. options. 
This is renewal rate. 

Udit Yadav: If the renewal like if the renewal rate in the sales falls or like are below 
what they the people are expecting. 

 

 

00:10:29 

 

Vatsal Jain: Yeah, the crux of the point I'm trying to make is sales on the renewal 
ratestating. I hope the point is clear. 

Rishabh Sethi: But a drastic impact 

Vatsal Jain: Come 

Rishabh Sethi: membership 

Vatsal Jain: renewal rate. 

Rishabh Sethi: as compared to your 

Muneer Ahmed Choudhary: You'll actually kind of answer Key side. 



Vatsal Jain: We'll share but renewal rate is not they'll not be able to access that store. 
That is not what we are discussing here. I hope he 

Muneer Ahmed Choudhary: Yep. But say you couldn't go 

Vatsal Jain: Yeah. So, uh we'll also discuss the case of Adobe. You can see 96% of their 
revenue and contractual 25 22.52 billion contract and they have something. So even if it 
looks great, right? markets. So this could be due to an unanswered question or uh 
question at this point of time. It is something that you guys use daily. Reports canva it is 
a competitor but AI is the right answer. If you know anyone can design something by 
typing a promptaker or you know we can take the example of recently you know in this 
example they're not disclosing this number customers existing customers Just saying 
that also sends out a signal in the market. 

 

 

00:13:44 

 

Vatsal Jain: I hope you're understanding. This is also sending a signal. Try to find it. 

Muneer Ahmed Choudhary: Yep. 

Vatsal Jain: So it knows but they'll not disclose that particular information for further 
research. Now the next idea is conglomerate discount discount you know when we 
have a business multiple vertical in itself example we are taking zomato listed from 
peace eternal. And they have four businesses in actuality. simple assumption like the 
people from BCOM revenue. You should think of the answer. 

Udit Yadav: May I have a doubt? What is take rate which is similar to PU stout also 

Vatsal Jain: Uh take basically simple language 

Udit Yadav: from a particular vertical. 

Vatsal Jain: like 

Udit Yadav: Okay. 

Vatsal Jain: numbers. 

Udit Yadav: Okay. 

Vatsal Jain: blend, but we're talking about the individual businesses and order like just 
try to keep this 

Udit Yadav: Yeah. 



Muneer Ahmed Choudhary: But uh Radhav has answered chat mak. 

Vatsal Jain: conversational. I can't really see the chat. 

Radhav Kabra: Actual delivery. 

Vatsal Jain: Exactly. This is the right answer. Okay. 

 

 

00:16:54 

 

Vatsal Jain: So, It is really great. You know, you're trying to think of the reasons please 
explore because that is the entire purpose of this session. blanket. It is a capital heavy 
retailer and that is how they're able to run their business and hyperl. So you see that all 
of these four verticals are sitting under one share price that eternal holds. blend. when 
you're buying the shares of eternal management it is something which will grow they'll 
put the cash in hyperpure but uh what if the market disagrees what if the market feels 
something it is just an example actual reasoning. This this is just to explain the concept 
in discount when you know you evaluate a business as a whole and single play 
company. So uh this is an activity after the session ends please do this Google because 
of the concept of conglomerate discounting I hope complex investor will place a 
discount on its valuation. Is it clear the concept of conglomerate discounting? Can I 
proceed? Am I audible? 

 

 

00:19:47 

 

Siddhant Rathore: Yeah, you can proceed. 

Muneer Ahmed Choudhary: Yes. Yes. But you're audible. 

Vatsal Jain: So no worries. Next thing is dinner table alpha. Uh interesting research 
paper that I want you guys to have a look at after the session ends. Uh dinner table 
alpha Google Scholar browser I guess. I'm not sure exactly tells you is key they've 
explored a relationship uh based on household linkages manag set of trades and 
compare with other managers. They realize they are earning more than the normal 



return. They're earning abnormal So we are not saying that falls into the category of 
insider trading information. We're not discussing that but rather we discussing their 
earning a return that is outperforming other managers and again starting business 
understanding linkage they can understand the industry structure the competitors 
they'll have an edge table when they're interacting with their spouse you know like 
directly or indirectly they are going to learn certain things information over other 
mutual fund managers fund managers I hope dinner table alpha research paper and 
conclusion I'll just try to expedite Peter Lynch is another person like he's given an 
argumentary market they'll realize I'll give you an example basically there was this 
consultant client was a very large housing they realized components. 
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Vatsal Jain: What does that have to you know basically what does that imply on the 
housing market? Can anyone answer? Is there anyone answer? 

Muneer Ahmed Choudhary: Not really 

Vatsal Jain: So I'll just give the answer. It is an indicator housing market because you 
know so maybe they've stopped planning new projects it is just an example you know 
observation can lead to a question and then that question can be followed by 
methodical research and that research can basically provide you an edge in the 
market. I hope Things do not work like that. You have to be structured. You have to be 
critical. You have to understand a particular question. See the question up you know it 
it cannot be your end point. I hope you find a question and then you know uh follow 
that with research. uh just say you can explain that question in more depth and be 
underlying phenomenon. This is what we expecting from you going forward. Another 
important thing is they're not in the financial industry. 
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Vatsal Jain: Try to explain and fail right in explaining the model in terms of layman 
language. So you know you have to work on your skills. You have not understood the 
business model. That is the best to know they hide behind consulting indry. They'll use 
complex terms because this is a sad reality. Even in finance they hide behind going 
forward. You have to be you know just stop using jargon plain language. Okay. So now 
again basically business and then actually Costco you can see they sell you a card for 
$65 a year then they sell you the goods at almost no profit so that renewing the card 
feels obvious. So simple lines will also explain more cases we'll explore business models 
to I hope you'll perform this activity. Uh now I would just like to conclude three ideas. 
First was multiple it is a compressed forecast. Second. is because it does not have the 
same amount of information insider and even when you know the business is complex. 

 

 

00:27:13 

 

Vatsal Jain: And the last one is that your observation is very important and 
observation just try to have a follow up on that research and story you'll find a lot of 
interesting things. So, over to you. 

Muneer Ahmed Choudhary: Um hello am I audible? Uh Vatsal uh could you keep 
sharing it? 

Piyush Nayak: Yes. 

Vatsal Jain: Yeah, I'll keeping I'll just I'm just turning off 

Muneer Ahmed Choudhary: Okay. So hm so again uh numbers key okay I'm pretty 
sure everyone here Keshav has kind of come across DCF uh we get through a value we 
we know how we get to a value it's a very uh distinct pro process but it's very important 
to understand key sometimes numbers are just they may be arithmetically right and 
accurate but they might not reflect what's actually true. U this simple example a lot of 
times a lot of people when they do valuation and they get a specific value people don't 
ask this question to themselves but they should ask valuation for example my valuation 
is claiming company will grow for grow at the rate of 20% for the next 5 years. 
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Muneer Ahmed Choudhary: So you should think physically for the next 5 years sanity 
checks are very important and to think is way you must understand the business if you 
don't understand the business and specifically economics this is why economics 
important factor discussed without understanding unit economics you might fail to 
understand key factors business impact. So yeah, what's the next slide? Uh okay. So uh 
the next slide talks about key investment thesis actually. So obviously things uh 
everyone has seen an investment thesis. What does the business do? How it makes 
money and captures a value of it. uh but important thing uh if you look at the fifth point 
it talks about what drives the economics valuation or investment thesis so you'll 
understand most of the businesses have three to seven variables important most of 
the business affect and most of the business could actually be explained by those 
variables and this is the reason why ratio analysis be popular because it's basically a 
relationship that can tell you a lot about business. 
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Muneer Ahmed Choudhary: Similarly, you can sort out three to seven variables 
business important and uh these variables are a very important key to understanding a 
business. Uh also important thing people do not do in the thesis initially is that uh if you 
look at the last question uh obviously yes uh we talk about catalyst uh in the sixth 
seventh and eighth thing price already reflect we talk about uh how much times the 
how much times of the earnings is the price but uh the ninth uh pointer which is written 
over here uh it is a very important factor You must always include under which 
conditions assumptions. If you don't provide for such uh circumstances then you could 
be challenged. You have to be able to defend your thesis u with uh that's the point of 
the thesis. Uh that's the point of the valuation and the entire model that you're doing is 
you're backing your thesis with data. So it's very important key you also look uh look at 
your model under different conditions. 

 



 

00:31:11 

 

Muneer Ahmed Choudhary: Uh next slide. Okay. So the next slide uh talks about 
again the five steps uh in building an investment thesis. So first is obviously 
understanding the business. Financial analysis is the that part. Finances sort we export 
historical data. we format it and then forecasting I'm pretty sure you guys must know 
key we go through uh if it depends on which method of analysis you're following but 
simply fundamentally business so you might go and read earning uh calls and uh 
management transcripts to understand what does the management say about the 
business and then you build a valuation and then a thesis which also tells key you 
should act or you should not act on your uh reasoning. So uh that's the next slide. Okay. 
So here uh if you see again we have discussed this uh 10step uh format. A very 
important thing uh lot of people get wrong is uh the ninth part uh if how do you 
actually get a a base case a bull case and a bad case like when you're forecasting you 
you usually take three cases you're taking a base case you'll take a case everything is a 
bit positive and a bit negative so does anyone want to answer 
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Siddhant Rathore: Like we can get the base case from know industry averages. Yeah. 
reports highly, you know, competitive industry. Report We can also use that number as 
our base that we use that we can use as base. 

Muneer Ahmed Choudhary: Okay. Okay. Fine. So this is the problem to uh even until 
uh this is something which is very interesting actually which I think you all know is 
management case a lot of people consider that as the base case but management my 
company will grow at the rate of 10% for the next 3 years when you're preparing bull 
and the bear case you shouldn't like give a bad number directly or a good number 
directly. What's the actual right method of doing is doing this is when you're 
understanding scenarios you'll come across a lot of opportunities or threats related I'm 
saying so in the bull case instead of just doing plus 3 + 4 uh in your base case you 



actually assume key we did much better than the compet comptor and we went into 
some new industry as well. 
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Muneer Ahmed Choudhary: So you look at scenarios and cases and assume better 
worlds. You don't assume uh a different multiple, you assume a different world. I hope 
I'm able to explain this. Do you guys understand what uh I said? So that's why cases 
building is important. You should know bearish case in a bearish case you could get 
market. So that could be a bearish case. So instead of doing aus 3us you could actually 
see or how much so you can calculate such things. So this is how developing cases is 
not just arithmetic. It's actually very logical. Okay. What's the next step? Next slide. Uh 
yeah. So the steps are ordered. Uh again uh right now Vatsal discussed key blinket key 
example blinket went to owning the inventory uh take orders uh takeaway rates were 
way different than uh others. Also when we'll study the case later we'll see blanket 
revenue was uh uh sec next year the revenue grew to around 140%. 

 

 

00:35:53 

 

Muneer Ahmed Choudhary: Eternal the holding company. But when we looked so 
you'll understand for example if you order a pen from blanket of 100 blanket 20 but 
now what blanket is doing is it's owning the inventory so that's why revenue grew 
substantially to any person revenue he will have to adjust for that and that is why 
always we have to understand the business model we can never go directly to the 
numbers uh also if you see uh again I talked about uh physically justifying uh in the third 
point you see where your base case is assuming 20% growth rate for 8 years so you 
ask yourself what will have to be true. So you ask yourself and if it feels too much then 
obviously this it's a wrong assumption. So again that that's the point of this question. So 
that's the point. Next uh slide. Uh okay. And again what's next slide. Hello. Am I audible? 

Vatsal Jain: Yes. 
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Muneer Ahmed Choudhary: Uh I think Wait, 

Vatsal Jain: Uh is this line regarding uh 

Muneer Ahmed Choudhary: you skipped a slide. I think what's a slide number 15? 

Vatsal Jain: right? Sorry. 

Muneer Ahmed Choudhary: I say it's okay. It's just a transition slide. Uh okay. 

Vatsal Jain: All 

Muneer Ahmed Choudhary: So 15th slide step one. Okay. Again session point is not 
key you have to value recommend or forecast anything. You have to understand a 
company uh draw its business model and know key variables. And whatever you don't 
understand you should always note down that as well. Usually it's it's your instinct. If if 
you find something a bit weird, it means that the company might be doing something 
to make it complicated. So a lot of times your intuition is right. So yeah, we should uh 
today our goal is just to understand the company. But next slide. Uh this is a CFA 
institute equity research report. 
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Muneer Ahmed Choudhary: uh thesis uh I'll talk thesis how do you uh write a thesis 
properly uh I'll share this report as well so you can see you know but I think you should 
go through it go to the next slide Okay. So, uh everyone knows the executive summary. 
Everyone must have seen key uh target buy hold recommendation or target price uh 
thesis three sentences. It's a thesis starts with industry overview, business overview uh 
and investment uh summary. Also, it ends with valuation, financial analysis, ESG 
analysis, appendicis. The major crux is the thesis part. Thsis 1 2 and three. If you open 
the thesis basically thesis these are the three main reasons of water. Basically first 
thesis was key competitors cannot touch this company which was cargo jet because 



they had 90% of airgo orders or long-term contracts in that means they it's not easy 
for someone to enter their market and it was outlining the mode is basically company 
makes what is so different about the that is uh what advantage also say thesis one 
talked about key uh incremental sales margins explode. 
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Muneer Ahmed Choudhary: So that's the point. Uh whenever you prepare an entire 
investment thesis, you'll come down to three main reasons. Uh key investments 
because one of the would be your main so and one thesis could be opportunity look 
forward. So this is how you're supposed to prepare a proper report. Next slide. Again a 
report could be mapped down to this framework. Discuss key. We have to understand 
the company industry or historical performances key drivers important forecast 
valuation all the risk and the bullbear base cases. The risks or opportunities that are 
very important for the bull bear base cases scenarios assume. Okay. Next slide. Okay. 
And now another problem that people have is research report. So every statement that 
is written in a report could be one of these five things. It could be a fact. We'll see later 
Costco form 10 reports basically annual report membership fee rate. So this is a fact. 
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Muneer Ahmed Choudhary: So by giving any uh you uh to my report may a lot of 
portion of the report would be facts interpretation is basically what what you have uh 
inferred from your facts. So basically specific case $5 billion membership fee or $10 
billion total revenue. So basically membership fee is half of operating income. So 
basically you could say that merchandise business break even or fee is the profit 
engine. So basically the thing with Costco was Costco is basically a retail store to enter 
the store you need subscription whats was talking about and uh that is the 
membership fees and you can buy anything you want at a much cheaper price than a 
normal store. So that's the reason why people take this membership fees understand 



at the ends. So if you look at it from that perspective, it's more of a membership based 
model than actually a retail type of business. So interpretation is important. Then uh in 
reports whenever you're making any cases you are setting a hypothesis key next%. 
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Muneer Ahmed Choudhary: So you set a hypothesis and then you obviously will 
always attach an evidence. you went and you saw and lastly you still ask questions uh 
also in your thesis. So uh every sentence in a way is in form of such a thing. So yeah 
that's the thing. Next slide also. 

Vatsal Jain: Just give me a minute to set up the screen. Yeah. Okay. So, I hope uh you 
understand what a thesis is. Uh now that has you know explained all the parts in detail. 
And then we've also attached a demo. The next thing is this is a basic question that we 
get every day. Right? So you can see we've listed 10 steps, 10 moves, right? Up again. If 
you look at the first two like you know what the company sells and you know where is 
that written down 3 to six it is like how is it making money business model revenue 
formula unit economics value chain etc etc to basically So 9 to 10 connect to the 
numbers drivers and you just check the management story how true is that story right 
10 steps is something that you should uh have in your mind and you should know 10 
steps per whenever I've been given a company I hope so we'll be discussing some of 
these steps in uh detail you 
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Vatsal Jain: know uh the first question that we should ask is you know pay so usually 
parents But as children, not saying that adults, but typically toys, right? So when you're 
putting up such questions, you can understand structure that I mentioned you should 
apply these questions to that company and think that will help you further 
understanding of that business. So another important skill that you should have is that 
whenever you're reading reports try to translate uh corporate language because 



companies you know always describe themselves in a language of ambition translate 
that into monetary terms who pays for what simple language take the example eternal 
consumer but in reality to make money. I hope you understand the point. It is not 
relevant. I always suggest instead relying on AI. Try to read the stuff yourself, right? It 
will take that technology enabled consumer platform, you know, they operate a 
membership warehouse and then the point I hope you understand terms like platform 
ecosystem transforming you should ask next uh so like US statements I told you right 
sec statements security and exchange commission uh we're based out of India going 
forward it will operate in Indian equities. 
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Vatsal Jain: So it is important reports report. And if you have to read like what has 
changed so you should read the management discussion and analysis portion ratio 
mentioned like 25% not these are the rules you can look out for that explanation and 
consid numbers I hope report can proceed or also information we can't read 
everything document we share uh yeah So you know you have to read the quarterly 
results in presentations. You'll never find them anywhere else. earnings call transcripts 
like five working days earnings calls Q And then opening Q&A is at the end. Opening 
speech again. So you should look at the Q&A materolding pattern also you know on 
these websites. So shareholding. So you should look out for such things. I hope you 
understood source again investor relations page best source 

Muneer Ahmed Choudhary: Yes. So that you can speak. 

Udit Yadav: Uh we are it is a silly doubt I guess but what's earning called transcript? 

Vatsal Jain: basically earning calls meeting Google meet just a reference that I'm 
giving you basically they talk about the business the meeting that we are having we 
transcribing it rightfen I 
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Udit Yadav: Yeah. Okay. 

Vatsal Jain: earnings guidance provide. Okay. Uh so the next thing is SEC Securities 
Exchange Commission basically uh it is a federal regulator of American securities 
markets. So they've built this portal that is known as Edgar portal to research 1993 they 
had introduced this or it is you know way better than what we have in India but Edgar 
full search will also tell you about that. So if you search a phrase net retention figure if I 
go to Edgar portal and net retention I hope you're following the example. So US 10k it is 
equivalent to the Indian annual report. 10 quarterly report equivalent 8K is for big 
events. 20F is for foreign companies annual report form and proxy statements. If you 
are searching something related to M&A to proxy statements. Uh again form 10 I've 
covered report you can just go through all of this information just 

Siddhant Rathore: I was just asking what is the Indian equivalent of you know proxy 
statement management discussion. 

Vatsal Jain: but usually There are disclosures. 
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Vatsal Jain: You can pull out that information. 

Siddhant Rathore: Okay. 

Muneer Ahmed Choudhary: Haha. 

Ridhesh Sharma: like SEC. 

Vatsal Jain: question. 

Ridhesh Sharma: Huh? I love SEC. 

Vatsal Jain: So the reason specifically in the field of aerospace, defense project that is 
why we mentioning this I hope clear 

Ridhesh Sharma: Yeah. Got it. Got it. God. 

Vatsal Jain: to excuse me. 

Muneer Ahmed Choudhary: Uh I'm audible now. 

Vatsal Jain: Right. 



Muneer Ahmed Choudhary: Uh okay h I'll start it. Uh okay what's talked about Edar 
portal uh benefits and yes it is way better than India exist I agree and the reason is you 
can search for phrases so for example could you repeat what was the phrase oh you're 
muted a uh regard starting the 

Vatsal Jain: Okay. 

Muneer Ahmed Choudhary: uh business so you'll know that they haven't mentioned 
this. 

Vatsal Jain: Like example. 

Muneer Ahmed Choudhary: It's okay. H Adobe, right? 

Vatsal Jain: So like basically I told you. 

Muneer Ahmed Choudhary: So 

Vatsal Jain: So if you just simply search net dollar retention I hope. 
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Vatsal Jain: yet. 

Muneer Ahmed Choudhary: similarly if you want to see so that was the point that I 
was giving. So two ways that you can use this. Uh so uh apart from this for example if 
You want to understand which companies like what specific business model for 
phrases related to that business model for comparable. So that is the reason that is 
also a way and Edgar thing is also all the filings. Uh so I would uh urge all of you explore 
uh also we'll talk about one case later slides. Huh? Next slide. Okay. Uh wait what cell? 
Exciting. You're on page number. Uh Vatsal you went to ahead? Oh, go back. Go back. 
Yeah, I was talking about uh HDFC thingy. Uh no uh but still go to slide 29, right? Also 
interesting classific further narrow down. So it's a good site to see uh a lot of things. 
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Muneer Ahmed Choudhary: Next slide. Uh again while multiple documents talked 
about 10k is the most important. uh what's proxy statements and stuff. So huh next 
slide again you'll see here examples may uh uh next slide item one yeah uh you'll see I'm 
study case of Costco's business model uh uh wholesale Costco membership uh so 
you'll find the entire model on item one is document so you don't have to outsource 
And it's the best language. If you see here, you see they operate membership 
warehouses and e-commerce sites based on offering low prices, low prices or 
membership. So you can find a lot of things on item one itself. So that is a must. Next 
slide itself. Uh again this is a equivalent comparison what was talking about. Next slide. 
again. Uh okay, this is an interesting use HDFC different ways disclosures as said Edgar 
is more transparent in a way or regulations. So whenever you see animal reports and 
the management is hiding a specific number but if you find not just Edgar but country 
listed you should always go there and see exchangements do they give contradicting 
statements somewhere maybe some strict regulations they have to they can't explain 
things in their own narrative they have to boil down to the actual narrative. 
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Muneer Ahmed Choudhary: So sometimes it's good that places so you can go 
through them. CFA level they will know American depository shares and all. Uh so yeah 
uh and even quicker CF level one yeah level two. 

Siddhant Rathore: Yeah, I'm just in the initial phases of points. 

Muneer Ahmed Choudhary: Yep. What? You're saying something? 

Vatsal Jain: Make a clock. We're just 

Muneer Ahmed Choudhary: All the rest screen share. Okay. Uh, slide number 34. Uh, 
yeah. Again, this is the thing triangulation concept. go through different documents 
and whenever you find any two things organization differently state so you'll find a 
question most of the time specific reason they are trying to hide something or they are 
specifically narrating something in a specific way so that is where you can find 
questions usually so always refer to multiple documents don't rely on specific just 
manage uh annual reports. Uh okay. So for the next slide, Vatsal will take you through 
business model canvasic approach of analyzing a business 
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Vatsal Jain: Sorry, let me just set it up. So business model canvas I guess basically the 
two boxes as investors That is the revenue streams, income statement drive and the 
cost structure basically margins. I can comment on the revenue stream and the 
income position. I hope tool again is a mechanism practical slide. You know every uh 
revenue number is a few things that has been multiplied together. Marketplace it would 
be order value times the take rate. I hope I just want to check anyone answer 

Siddhant Rathore: Can you repeat the questioning 

Vatsal Jain: right basically vertical eternal vertical revenue line can be expressed as 
order value time take 

Siddhant Rathore: Uh this can be just the quick commas vertical. 

Vatsal Jain: Order value times take rate. Order value. 

Udit Yadav: Zumato. 

Vatsal Jain: Zumat. 

Siddhant Rathore: Yeah, 

Vatsal Jain: Yeah, 

Ridhesh Sharma: No matter. 

Vatsal Jain: Zumat. 

Siddhant Rathore: matter. 

Ridhesh Sharma: No matter. 

Vatsal Jain: Zumat is the right answer. Subscription business customers what each 
customer is paying. bank of loans margin. I hope you have to understand value that I 
can use to drive the revenue. 
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Vatsal Jain: So I'll build a model gross order value predict and then I'll multiply it by the 
take rate and then get revenue clear to our revenue. I had also built a model national 
grid PLC. So equation build and then there is a numbered like legally and I got my 
revenue. I hope 

Muneer Ahmed Choudhary: Yes, with semi. 

Vatsal Jain: Now the next thing is unit economics to a business can also lose more 
money as it grows as we've seen with a lot of startups each order you know like each it 
will lose money, right? So, is you know it is very important you understand unit 
economics. Unit economics is basically understanding the business in terms of a single 
unit. So, Zumato and business I can boil down to the order value. I hope this point is 
clear. 

Ridhesh Sharma: on. 

Vatsal Jain: Hello. Multiply those numbers. Anyways, 

Siddhant Rathore: I'm dead. 

Vatsal Jain: 100 just try to be active. No one will judge you. So on each order I'm 
basically you know losing money and if I increase the number of orders I'm just making 
that loss bigger. 
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Vatsal Jain: economics. Okay, hope this is clear. Um, next is the value chain. Pretty 
basic thing. Different stages and different value. Years. distributor capture. This is a 
relationship that you have to understand when you are evaluating a company 
production or assembly business. But still it is important. I hope this is also clear. I'm 
just rushing. You can read. We'll share the document. The industry structure is very 
important. uh it decides how much of the value each company in the value chain gets 
to keep. So industry structure is very important. You can quickly analyze the industry 
quickly guys. You're studying for this year. So try to be interactive. We'll wrap this ji 



Siddhant Rathore: I can tell it but like it is the threat of our competitors then for 
substitutes the combination of five things that you know affect our 

Vatsal Jain: information. Basically, it is very important. business you'll understand 
easily. 
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Vatsal Jain: So please use this framework more try to use this interviews maybe you 
can use this framework to analyze an industry quickly. Okay. So USB is the selling 
proposition I hope so examples mentioned here network effect switching cost 
advantage intangible assets efficient scale I'll explain network effect So number of 
merchants accept card payment. Okay. And basically you know both the sides the 
customers also need the payment solution and even the merchant needs it earn a lot 
of money. Another example Instagram or social media is a great example. If you have a 
lot of people on your platform, Facebook, I hope the rest of the modes you can just 
quickly read. We'll just uh talk about you know something and this is a trap we usually 
fall into retention purchase frequency important right whenever you're analyzing a 
business I hope again reiterating the same example you can look out for such signals 
and we've told you and then maybe you can arrive at a question that you can explore. 
Okay. So, uh these are like software as a service uh and bank lender. 
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Vatsal Jain: You can see these are just you will find your own set of variables explain. 
So you should look at these drivers. Uh the next is management story. So management 
obviously there is truth to it but they'll also try to window test it. So you should uh 
basically understand AI models AI models have been successfully you know 
implemented in reading management commentary. So market market in the rear. 
market. So these are questions that you should follow through with whenever you're 
looking at the management discussion portion. Uh you can take this one 



Muneer Ahmed Choudhary: Um yeah so okay so AI me and Vel were discussing 
about uh evaluation method SOTP some of the parts when there is a business 
diversified segments so some of the parts and eternal some in a in a way could fit is 
valuation model. If you look at their four subsidiaries, Zomato, Zomato is basically a 
technology based app which is a very big mode. Blinket on the other hand is 
completely different warehouses. 
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Muneer Ahmed Choudhary: Uh they own they are in a way a retailer. District is also 
very different. uh and is someone who is catering to uh the restaurants itself or in kind 
of uh suppliers interconnected which is a good mode but that's the thing when you're 
valuing uh as a business you have to value different segments under different 
conditions to know maybe if this is the value you might not know if you just take the 
consolidated thing. But if you uh go and analyze every single segment, the picture 
would be much better. What's the next line? Uh okay. Uh right. 

Vatsal Jain: uh like we've discussed we can skip this business model 

Muneer Ahmed Choudhary: Okay. Uh yeah. 

Vatsal Jain: I think uh you've explained explain this 

Muneer Ahmed Choudhary: Huh? Uh basically unit economics matter we discussed a 
lot to for example unit economics could be way different in uh Zomato and in blink uh 
blink blink you can say economics economics basically increase in a way. 
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Muneer Ahmed Choudhary: So um in Zomato you can say order and maximizing the 
number of orders they can maximize their revenue profits but it's a very different game 
for blinket blinket it's not goods uh blinket what matters is to per store so the store 
itself becomes the unit here to First, store that determines blink. So if you see blink, 



you'll notice average orderes. But you'll if you don't read it properly, you won't know. 
Key blanket is opening uh around 3 3,000 stores add 3,000 stores by March 27, which 
means obviously average the sales average sales per store will obviously fall because 
so despite that you need to know all these things. uh just don't look at a number and uh 
see key this uh is a bad thing. It might be a very good thing. So uh the reason why uh 
quick commerce may because rent and all the way they are earning money is 
maximizing the number of goods that they are selling. So that's the next slide. 

 

 

01:19:11 

 

Vatsal Jain: I think I would like to discuss Ferrari case. We can skip the rest of them. 

Muneer Ahmed Choudhary: and two up. 

Vatsal Jain: You can just go through the document. So Ferrari case is particularly 
interesting. You know what they did usually automobile one of the tractors and if you 
look at their modeit By following the reason we get a richer mix by focusing on less 
number of people they cannot af support the other services Ferrari offer alongside the 
car. So you know just focusing on selling less and focusing on the cohort that is buying 
these cars. It is a brilliant strategy for Ferrari. So again is not always true. It is something 
that is not typical and we'll observe certain things and models but when you dive 
deeper into the numbers you'll eventually understand. So I hope that is fine. You can 
read these numbers and all we are just giving you a workflow basically you can use AI. 
So you know AI can accelerate and you can read stuff but they're selling less a car 
company is selling lesser number of units. 
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Vatsal Jain: So just give me a strategy that they should follow. salesatures again 
context it is not right in this context I hope you understand can be useful as well as 
something that is harmful right so basically a slide 



Muneer Ahmed Choudhary: Yes. 

Vatsal Jain: uh workflow. Please go through this workflow that you can use for 
research. Uh this is the prompt that you can actually copy and use. Annual report 10 
statement upload. Try using this prompt. You'll get better result. Again, this is the 
second prompt. And it is very important information invent now whenever you're 
analyzing data with LLM. So again form do not trust it at all. I hope that is fine again to 
understand the company quickly and this is the sheet I request in further working in 
the fund. You should fill this information practical understanding going forward I hope 
through this session in the other modules we'll cover the next set of steps just 
evaluation But I hope source often I've seen people they come up with numbers and 
then when we tell them It is very important for someone who's reading the report, 
right? 
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Vatsal Jain: If you're working as a team of analysts and you're recommending it to a 
panel of investors. So I hope you'll follow this structure. See, we are a student run 
investment fund. The reason why we want to inculcate this environment is that mock 
you replicate the same thing. Okay. So it is important simulating something that you 
can replicate in your life later. I hope everything is clear thesis. So if you have any 
questions so you can let us know. The session has basically ended. These are the 
primary sources that we use for this presentation. Uh bulh. 

Ridhesh Sharma: I had a question like the use of AI. 

Vatsal Jain: Yeah. 

Ridhesh Sharma: So I was wondering like could we make something like a custom 
GPD or something especially for Unvixia or something like that or custom GPD or 
something like an agent which could really help us like if we if we like uh yeah if we 
going to use AI then we should maybe like customize it completely maybe something 
like that. 
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Vatsal Jain: Custom. So, 

Ridhesh Sharma: Yeah like we can make custom GPT like on open. 

Vatsal Jain: right. 

Ridhesh Sharma: Yeah. 

Vatsal Jain: See this is something that we can work on as a group like instead of me 
making it and then giving it to you as a CE pointer also it is something that you can 
mention elsewhere okay so we can definitely explore that but right now our focus is 

Ridhesh Sharma: Yeah. Works. 

Vatsal Jain: on finishing the modules and then you know basically we'll use open UI 
terminal this we'll start with the mock fund and as we onboard more executive 
committee members and general partners. 

Ridhesh Sharma: Okay. 

Vatsal Jain: So we can explore research from there try to experiment with that we are 
building that I am working with but we'll do it eventually guys if you have any questions 
you can ask also I think this is the first meeting broader team is present with you guys 
uh soar I'll just tell Keshav Mayank Kab but uh they're not from our college they'll also 
be part of the junior team so we will interact with these guys or questions You can stop 
the transcript and you can leave the meeting particular 

 

 

Transcription ended after 01:27:24 

 

This editable transcript was computer generated and might contain errors. People can 
also change the text after it was created. 
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