
Anchor: Consumer Spending Recovery 

What beautiful is SABINA 

The overall investment has passed the most fluctuated period from the external factor and the 

fund flow out, whereas the strength of domestic economy has been recovered and the 

performance of listed companies makes SET be more attractive with the inexpensive valuation, 

accounted for PER 15x which is the significant fundamental support indicator. Also, it is time for 

high-reason spending which is the main factor supporting Domestic stocks leading the market.  

Strategy team chooses stocks by using the following criteria:  

1) the company gets the benefits from consumption that is gradually recovered. 

2) the products are based on 4 requisites and meets customers’ lifestyle that they are 

interested in appearance and beauty, 

3) the company has the high capability in the competition and good performance that 

has been growing and the stock is still under own.   

Key analysis in this anchor report includes 

• SABINA (TP19F 40): a lady-lingerie manufacturer and distributor that has everything 

such as product quality, brand awareness, distribution channels. The company has 51% 

of gross margin, 12% of net margin which is higher than the other competitors in the 

industry. The company still have potentials to grow from the benefits of product 

champions that is popular in the market and the increase in the distribution channels 

that have high margin resulting in stable growth during 2018-20F with the average 

CAGR of 19%. Also, the stock price is interesting after the liquidity issue has been 

solved and the stock is still under owned   

What beautiful is SABINA 

Actions:  Suggestion of “buy” with TP based DCF of THB 40   

We suggest to “buy” with TP based on DCF of THB 40 (WACC 9.3%, TV Growth 3%) due to   

1) the success in transforming a business from the manufacture to be the brand owner 

that is very popular 



2) being the products based on 4 requisites and having everything such as brand, 

marketing and strong distribution channels with the market size of THB 1.2 million 

3) the profit in 2018-20F is forecasted to have the stable growth with the average CAGR 

of 19% from the revenue generated from product champion 

4) the interesting stock price after increasing liquidity and still being under owned.  

Catalysts: still enjoy product champion + expected high profit in 4Q18 

SABINA has been lady-lingerie manufacturer and distributor for long times but still maintained 

the strength in business operation and transformed a business model from original equipment 

manufacturer (OEM) to the brand owner that is very popular (91% of revenue) through strong 

distribution channels, outstanding marketing strategies, virtual marketing creating trend and 

work-of-mouth (“Doomm Doomm”, “V shape like Choompoo”. Also, the company introduces 

new innovative products to the marketing. As of today, there are many product champions such 

as Doomm Doomm Series, Wireless bra which still consistently generates the profit. This reflects 

the company’s profitability that are 51% of gross margin, 12% of net margin, the increase in 

profit for over 8 years (2010 – 2017) with 25% of CAGR and also strong financial position with 

net cash and high FCF (low investment cost). 

Outlook: we forecast that the profit in 2019 – 20F will grow by the annual average CAGR of 18% 

through sales volume and profit margin. The sales volume is forecasted to be increased by 9% 

on average per year from the existing products contributing margin and new products through 

many distribution channels especially for NSR (TV Shopping + Online). The profit is expected to 

be increased by CAGR of 30% per year (vs that in past 2 years that grew 150%) and the 

revenue from this channel increased from 8% in this year to 13% during 3 years. The profit 

margin is expected to be higher though NSR that contributes high margin and the cost of 

operation that increases the proportion of outsourcing from 14% in this year to be 25%. The 

outsourcing has lower cost of production than OEM production. For our OEM production, the 

production capacity will not be increased but maintain utilization rate of 95% and mainly focuses 

on high-margin products and creating value to the brand.  

 

 



Valuation: still under owned and trading at the right point 

The stock price after no liquidity issue is very interesting and still under owned by trading at PER 

19F of 23.5x due to the tendency of higher profit, high cash flow and profitability and being 

beauty product based on 4 requisites that have high room for growth.    Compared with 

WACOAL that has PER of 17 – 21x, it is different because  

1) WACOAL is only the manufacturer, whereas distribution is handled by other 

companies. In contrast, SABINA is the manufacturer and distributor of the brand.  It should be 

“Buy” at higher valuation. 

2) WACOAL has the limitation in stock liquidity resulting to unable to know the truly 

fundamental price.   

Nomura vs Consensus: - 

 

 

 

 

 

 

 

 



 



• SABINA has been a lady-lingerie manufacturer for more than 30 years (It was formerly 

known as Jintana Lingerie). Currently, it has been operated by 2nd – 3rd generation of the 

owner. There are many groups of customers. Currently, the operating capacity in 5 

factors is 12 million units per year and has the utilization rate of 95%. For distribution 

channels, they are 1) 81 own stores and 2) 420 retail stores including modern trade and 

traditional trade 3) NSR (Non-Store Retailing) that can be divided into 3 TV shopping 

channels (O Shopping, true SELECT, HIGH Shopping), E-commerce and overseas 

markets in 7 countries that are CLMV, Philippines, Bangladesh, Pakistan with totaling of 

112 distribution channels.  

Figure 1: Product offerings 

 

Figure 2: Revenue contribution     Figure 3: Historical earnings 

   

Key facts for Investment  

• 1) the market share ranked as the 2nd high due to the approximated market size of THB 

1.2 billion: there is no precise amount of market size. It is from the company’s basic 

estimation forecasting the market size of lady-lingerie is around THB 1.2 billing 

(calculated from female population excluding girls of 28 million people * the average 



purchasing amount of THB 420 a person per year).  SABINA has the market share 

accounted by 20% which is lower than WACOAL whose market share is accounted by 

34%. We believe that SABINA has rooms increasing market share by 1) the size of 

market that tends to be grow from the increase in female production of 1% on average 

and inflation of 1 – 2%. 2) the importance of appearance and beauty, the new products 

continually introduced by the company resulting in the higher rate of repeated purchase. 

3) the high capability in competition and increase in distribution channels. 

Figure 4: Market share 

 

• 2) changing the business model from original equipment manufacturer (OEM) to brand 

owner: Over past 10 years, the company changed the business strategy from original 

equipment manufacturer (OEM) that cannot control to a brand owner that have value 

and more sustainability.  It has been successful. As of today, the revenue generated 

from own brand is accounted for more than 91% of total revenue compared with that in 

2006 accounted for 40%, and also the earnings from OEM is accounted for 9% of total 

profit. However, the company aims to maintain the revenue from OEM at the same level 

because OEM focuses on high-quality products for European brand resulting in having 

high margin of OEM which is close to the branded products and knowing trend that has 

been changed (e.g. design, texture, technology and etc.) 

 

 

 

 



Figure 5: OEM Customers     Figure 6: OEM revenue vs Brand revenue 

      

• 3) good product, reasonable price, outstanding marketing, many distribution channels: 

the profit has been increased for many years (2010 – 2017) with the annual average 

CAGR of 25%.  This is good reflection showing that the company have high capability in 

competition in many aspects.  

 

Figure 7: Historical earnings 

 

Product & Promotion: the company has experiences in manufacturing for many years and done 

R&D so that the company can introduce new products to the market including outstanding 

market strategies in many product groups “Fun, Playful, Attractive” and good viral marketing 

through presenters such as Celine Horwang, Choompoo Araya, Baifern and etc) resulting to 

have many product champions such as Doomm Doomm (2010), Modern V (2013), Perfect bra 

(2016) Wireless bra (2017 – 18) and have word of mouth for example, “ Doomm Doomm”, “V 



Shape like Choompoo”, “V Shape in 6 secs”, “Real Doom, Elegant Mound” leading the company 

have strong branded products and be the first choice.  

 

Figure 8: Strong marketing 

 

Price: the company has many varieties of products to severe many groups of customers. The 

price range is between THB 100 to THB 1,000. However,  the products under product 

champions (Doomm Doomm, Modern V and etc) has the medium price with the range of THB 

100 which is not expensive if compared with other products that are quite more expensive. The 

Sabina products are easily sold.  

Place: there are strong distribution channels covering in many areas that can serve all groups of 

customers such as 1) 81 own stores and 2) 420 retail stores including modern trade and 

traditional trade 3) NSR (Non-Store Retailing) divided into 2 TV shopping channels (O Shopping, 

true SELECT, HIGH Shopping) and E-commerce and overseas markets in 7 countries that are 

CLMV, Philippines, Bangladesh, Pakistan totaling in 112 places.  

 

 

 

 

 

 

 

 



Figure 9: Sale network channel 

 

 

• 4) the distribution channel of NSR as the key growth driver in the next future.  

Since 2017, the company has expanded the distribution channel of NSR (Non-Store 

Retailing) into 1) TV Shopping and 2) E-commerce which has generated significant 

earnings from NSR channel. Within 1 year, it could generate the earnings of more than 

THB 100 million and the revenue in 1H18 was higher than that in last year. The revenue 

in 1H18 was THB 122 million which is accounted of more than 8% of total earnings. 

From channel check, the information is in line. It shows that lingerie is top seller for TV 

shopping, while SABINA still does best in E-commerce compared with other brands by 

collecting information from Shoppe and Lazada.  The interesting information can be 

summarized as follow:  



1) The best seller of lingerie is non-branded product because it is very cheap. 

The price range is less than THB 100. It is normal since there are many 

shops and they compete each other by using pricing. 

2) For branded products, they are mostly sold by the owners of the brand. 

Based on information of top 5  best sellers for each brand in Figure 11-12, it 

shows that SABINA does well and is the leader either in term of sales volume 

or of the number of products. 

 

Figure 10: Feedback from E-commerce channel 

 

 

Figure 11: Comparing Top5 best seller in Shopee 

 

 



Figure 12: Comparing Top5 best seller in Lazada 

 

 

There are many positive factors on NSR channel as follow 

1) Since the company sells products on their own through online channels or E-

commerce, it helps the management system since it is easier than 

representative system (e.g. service, price cut issue and etc.) 

2) It improves the rate of inventory turnover to be better and does not hurt on the 

image of brand 

3) It has good EBIT margin, which is slightly higher than the normal channels. 

Although normally there is a special deal or hot promotion resulting in low gross 

margin, it compensates with SG&A that is saved (e.g. rental fee, administrative 

expense, partner assistance fee and etc.).  This overall is considered worth it. 

4) It increases the convenience to customers and no cannibalization because the 

most customers purchasing product from this channel are the existing 

customers that used to use or buy products before.  



 In summary, NSR channel becomes one of the important key drivers in other periods. The 

company aims to increase the profit from this channel to be 25% in 5 years.  

• 5) Margin is second to none, The tendency of increase in NSR and Outsource. For the 

question whether the cheap price has impact on margin, we find that the profitability is 

under top rank if compared with others in the same industry (Figure 13-14) from  

1) the business model that the owner is a manufacturer and distributors in some 

channels  

2) good management in operation including staff management which lead them 

to be multiple skills.  This reflects through maintaining the number of staffs hired by the 

company for over years (Figure 17), whereas the cost of raw materials has no big 

changes as well as the company has high negotiation power 

3) the operation is controlled to create Economy of Scale by maintaining the 

utilization rate at 90 – 95%.  

4) the increase in outsource/ NSR channel that has high margin.  

 

Figure 13: Comparing Gross margin     Figure 14: Comparing Net margin 

      

 

 

 

 

 



Figure 15: COGS Breakdown      Figure 16: SABINA Profitability 

       

 

Figure 17: Improving man power efficiency 

 

For the trend of profitability, we still forecast that it will be positive or increase due to lower cost 

of production and high gross profit margin. In term of cost of production, it is from the increase 

in outsource (China and Vietnam) which gives lower cost than OEM production due to the 

market that is labor intensive.  The overseas manufacturer (China, Vietnam) has the competitive 

advantage in the cost structure and there are more labors which leads that company to have 

negotiation power. However, the company focuses on OEM production for high quality products 

(high margin) and change the model to be asset light that does not require the investment in 

fixed asset but focuses on the increase in branch value. The company set the ratio of 

outsourcing production to be increased from 14% today to be 35% in 2022F which is still lower 

than the company’s target ratio of 50%. The outsourcing product has high gross margin which is 

6% on average.  

 

 

 



Figure 18: Product sourcing     Figure 19: Gross margin by production 

 

For revenue, the company focuses on high-margin channel that is NSR. Its EBIT margin is 

higher than the others by 3%. We estimate that the earnings from NSR will be increase in 5 

years (CAGR) by 30% per year and the revenue contribution by channel will be increased from 

8% in 1H18 to be 17% in 2022F which is nevertheless lower that the company’s goal is targeted 

at 25%. 

Figure 20: Revenue growth by channel   Figure 21: SABINA Profitability 

 

Figure 22: Revenue contribution by channel 

 

• 6)  High net cash and free cash flow. In term of financial position, the company has 

strong financial position because it has high net cash and cash flow.  The tendency of 

growth in the next period focuses on outsourcing production resulting in lower CAPEX 

and higher free cash flow (CFO – Capex) 2018-20F with the increase in CAGR of 23%. 



Compared with other companies, SABINA has high free cash flow through the 

comparison of capital (CFO/Capex).  

 

Figure 23: Less capital intensive 

 

 

• 7)  the company enjoy on product champions. The profit in 3 years forecasts to be 

stable growth with CAGR of 18%.  With the profit over 8 years (2010 – 2017), CAGR of 

25% is the good reflection of SABINA showing that the company has the benefit from 

product champions. Also, the company continues to lunch new productions to the 

market through good marketing strategies. There are rooms for future growth from 1) 

new products in l lingerie group and other new group such as swimming suit that has 

been already launched 2) the increase in distribution channels in both domestic and 

overseas especially for NSR that is considered to be the key driver in these 3 years and 

3) the expansion of target customers for adult person other than the current target 

customers that are teenagers and college students as well as the expansion of business 

in overseas market. At present, there are markets in 7 countries including foreign 

customers in Thailand. The company has selected the latest present, namely Miss 

Baifern who is very popular in china.  

 

 

 

 



The profit in 3Q18 is still new high which reaches THB 100 million for the first time  

Figure 24: Quarterly result 

 

The company reports that the profit in 3Q18 is new high and better than the projection. The 

profit was THB 110 million (+42% y-y, +14% q-q) which was better q-q although 2Q normally 

has the highest profit (School Break) from both the highest sales volume and margin.  

For sales volumes (+16% y-y, +8% q-q), it still be better for  both our own brand (90% of total 

profit) +9% y-y, +5% q-q which is from the launch of “Doomm Doomm” with the new presenter 

that has the good feedback  as well as from  the sales generated from NSR which was very well 

and for OEM product (10% of total profit) +74%y-y, +48% q-q that has many orders from 

overseas. 

Net margin of 13% is new high for 3 consecutive years from the good sales volume which create 

the better economy of scale  because the main expense is fixed cost which was apparently 

lower SG&A/Sales to be at 33.5% in both y-y, q-q, whereas the gross margin was at 49.3% 

which is lower in both y-y, q-q. For OEM products, they had lower gross margin than the 

average (but in term of EBIT margin, OEM product has high margin which is relatively close to 

the average) 

 

The forecasted profit in 4Q18 continues to be better and double increased in y-y  

For earning momentum, the profit tends to be better in 4Q18F and the growth will be 

significantly outstanding in y-y and relatively in q-q from the success in “Doomm Doomm” 

product. The sales volume is forecasted to be increased for both normal channels and NSR. 

The overall forecasted profit in 4Q18F is approximately THB 108 million +112% y-y. The one of 



main reason is due to the lower base in the previous year from high SG&R through higher 

payment for staff’s bonus.  

 

The estimated profit during 2018-20F will be increased by CAGR of 18% on average  

We forecast that the profit in 2018-20F is till stable growth with the average CAGR of 18% from 

better profit and margin. The revenue is forecasted to be increase 9% annually on average, 

which is mainly from NSR channel. The CAGR is estimated to increase by 30%  whereas the 

margin will be increased from NSR channel that has higher margin and from the lower cost of 

production from outsourcing (Margin is better than OEM by 6%) which the ratio tends to be 

increased from 14% today to be 35% in 2022F.  

 

Figure 25: Financial summary      Figure 26: Assumption 

 

The estimated TP for 2019F based on DFC is at THB 40. The suggestion is to “buy” 

We estimate TP in 2019F based on DCF (WACC 9.3%, TV Growth 3%) at THB 40 which is 

accounted for implied PER of 29.6x due to the increase in profit, higher cash flow and 

profitability as well as products based on 4 requisites that are under beauty product and has the 

high growth opportunity. 

Meanwhile, compared with the other company, namely WACOAL, which its stock has PER at 17 

-21x, it is not the clear comparison due to 1) the business under WACOAL is only manufacturing 

but the production distribution is handled by ICC which is a company under Sahapat Group, 

whereas SABINA is both a manufacturer and distributor. It should be traded at higher valuation 

2) WACOAL has the limitation of stock liquidity that cannot reflect the true stock value.  



 

 

 

Refer :  Nomura 


