
 

1 | P a g e  
I n d i a  A v e n u e  I n v e s t m e n t  M a n a g e m e n t  P t y  L t d  

L e v e l  2 ,  3 3  Y o r k  S t r e e t ,  S y d n e y ,  N S W  2 0 0 0  
w w w . i n d i a a v e n u e . c o m . a u  I A @ I n d i a a v e n u e . c o m . a u  

Maruti Suzuki: Driving India’s Automotive Future 

Maruti Suzuki, India’s largest carmaker, has long been a symbol of personal mobility in the 
country. With over four decades of brand equity, unmatched distribution reach, and a deep 
understanding of Indian consumer behaviour, Maruti has cemented itself as a household brand 
amongst millions of Indians. The company is the market leader, with a share of the domestic 
passenger vehicle (PV) market, at 40% (April 2025), according to data released by the Federation 
of Automotive Dealers Associations (FADA). 
 
India is now the world's third-largest car market, behind China and the US, after recently 
surpassing Japan1. In FY24, India's passenger vehicle (PV) sales crossed 4.2m units, marking an 
8.7% year-on-year growth2. As India enters a phase of demographic and economic 
transformation, Maruti Suzuki stands poised to be a key beneficiary 
 
India’s Mobility Curve: Just Getting Started 
 
India has one of the lowest passenger vehicles (PV) penetrations among major economies, with 
around 33 cars per 1,000 people, compared to over 800 in the U.S. and 170 in China3. With rising 
urbanization, improving road infrastructure, and the formalisation of the economy, we believe 
India is at the cusp of a multi-decade mobility boom. 
 
Moreover, India’s median age is just 29, with nearly 65% of the population below 354. This young, 
aspirational demographic is entering the workforce, relocating to urban centres, and valuing 
convenience and comfort. As disposable incomes rise and financing becomes more 
accessible, first-time car ownership will remain a strong secular trend. 
 
A Financial Powerhouse with Room to Run 
 
Maruti Suzuki has maintained a dominant market share in the Indian PV segment despite 
intensifying competition from global and domestic players. As of FY24, Maruti commanded a 
market share of 41.6% in PVs. The company sold over 2 million vehicles in FY24 — its highest 
ever — with exports crossing 280,000 units, also a record. 
 
Financially, the company has staged a robust recovery post-COVID. In FY24, Maruti posted: 
 

• Net Sales: NZ$ 27.6 billion (up 19% YoY) 

• Profit After Tax: NZ$2.6bn (up 64% YoY) 

• EBITDA Margin: 10.5%, a meaningful improvement from pandemic lows 

• Return on Equity: 17% 

 
1 www.ibef.org 
2 SUVs propel India to 3rd largest car market in the world in FY24 - India Today 
3 PS Market Research 
4 www.worldometer.com 
 

http://www.indiaavenue.com.au/
https://www.indiatoday.in/auto/latest-auto-news/story/suvs-propel-india-to-3rd-largest-car-market-in-the-world-in-fy24-2522446-2024-04-02
http://www.worldometer.com/
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The company maintains a debt-free balance sheet, with a cash and equivalents position of over 
NZ$5 billion, providing flexibility for future investments, R&D, and shareholder returns. 

 
Note: In the above standalone results, Net sales is revenue from vehicles, spare parts, dies and moulds, components.               
(Source: Maruti Suzuki) 

 
Product Refresh, Hybrid Push, and SUV Resurgence 
 
One of the biggest criticisms of Maruti over the last few years was its weak presence in the fast-
growing SUV category. That has now changed. The launch of models like Grand Vitara, Fronx, 
Jimny, and Invicto have been met with healthy demand, helping Maruti regain lost ground in the 
SUV segment. SUVs now contribute to 39% of domestic volumes, up from just 13% in FY19. 
 
In parallel, Maruti is leaning into hybrid technology. With the backing of parent Suzuki and a 
strategic partnership with Toyota, the company is betting on hybrid vehicles as a bridge between 
internal combustion engines (ICE) and electric vehicles (EVs). The Grand Vitara Hybrid already 
contributes to nearly 25% of its total model sales, showcasing early success. 
 
Maruti also plans to launch its first-born EV by FY25, expected to be an SUV built on a dedicated 
EV platform. While the EV transition in India will be gradual due to charging infrastructure gaps 
and cost sensitivities, Maruti’s aims to be tech-agnostic and scale-centric. 
 
Rural Reach, Cost Leadership, and Competitive Moats 
 
Maruti’s true strength lies in its 26,000+ touchpoints across India, including rural areas — a feat 
unmatched by any competitor. With over 43% of sales now coming from rural India, it is well-
positioned to ride India’s bottom-up consumption story. 
 
Its manufacturing scale, localization efforts, and platform-sharing strategy have kept its cost 
structure relatively lean. It has also aggressively reworked its product portfolio, refreshing 17 
models over the last 3 years. 
 
Furthermore, its finance arm and partnerships with non-bank financing companies enable it to 
offer customized, affordable finance options even in low-credit geographies — a key 
differentiator in penetrating underserved markets. 
 
 
 

http://www.indiaavenue.com.au/
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A Steady Compounder in a Growing Market 
 
Looking ahead, Maruti’s management has outlined a clear ambition to double sales volumes to 
4 million by FY31, with EVs and hybrids expected to contribute 15-20% of the mix. Given India’s 
expected GDP growth of 6-7%, rising per capita income, and improving road connectivity, we 
see Maruti as a direct beneficiary of India’s next phase of consumer mobility. 
 
Maruti Suzuki is not just a car company — it’s a bellwether for India’s consumption story. Its 
ability to adapt to evolving customer needs, invest in future technologies, and maintain financial 
prudence makes it an attractive business to invest in at the right price. The stock has achieved a 
compounded return of close to 20% per annum over the last 20 years. The India Avenue Equity 
Fund took the opportunity of the recent pullback to re-introduce the position into the portfolio, 
after not holding it for the last five years. 
 
 
  

http://www.indiaavenue.com.au/
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Disclaimer 
• A copy of the PDS for the India Avenue Equity Fund (H Class) can be obtained by writing to India Avenue on 

IA@indianavenue.com.au or by visiting www.indiaavenue.com.au. 
• Equity Trustees Limited is the Responsible Entity (ABN 46 004 031 298, AFSL 240975) for the India Avenue 

Equity Fund (H Class).  
• This Note (‘Note’) has been produced by India Avenue Investment Management Limited (‘IAIM’) ABN 38 604 

095 954, AFSL 478233 and has been prepared for informational and discussion purposes only.  This does 
not constitute an offer to sell or a solicitation of an offer to purchase any security or financial product or 
service.  Any such offer or solicitation shall be made only pursuant to a Product Disclosure Statement, 
Information Memorandum, or other offer document (collectively ‘Offer Document’) relating to an IAIM 
financial product or service. 

• This Note does not constitute a part of any Offer Document issued by IAIM. The information contained in 
this Note may not be reproduced, used, or disclosed, in whole or in part, without prior written consent of 
IAIM.  

• Past performance is not necessarily indicative of future results and no person guarantees the performance 
of any IAIM financial product or service or the amount or timing of any return from it. There can be no 
assurance that an IAIM financial product or service will achieve any targeted returns, that asset allocations 
will be met or that an IAIM financial product or service will be able to implement its investment strategy and 
investment approach or achieve its investment objective.  

• Statements contained in this Note that are not historical facts are based on current expectations, 
estimates, projections, opinions and beliefs of IAIM. Such statements involve known and unknown risks, 
uncertainties and other factors, and undue reliance should not be placed thereon. Additionally, this Note 
may contain “forward-looking statements”. Actual events or results or the actual performance of an IAIM 
financial product or service may differ materially from those reflected or contemplated in such forward-
looking statements. Any trademarks, logos, and service marks contained herein may be the registered and 
unregistered trademarks of their respective owners. Nothing contained herein should be construed as 
granting by implication, or otherwise, any license or right to use any trademark displayed without the written 
permission of the owner.  

• Certain economic, market or company information contained herein has been obtained from published 
sources prepared by third parties. While such sources are believed to be reliable, neither IAIM nor any of its 
respective officers or employees assumes any responsibility for the accuracy or completeness of such 
information. None of IAIM or any of its respective officers or employees has made any representation or 
warranty, express or implied, with respect to the correctness, accuracy, reasonableness or completeness of 
any of the information contained in this and they expressly disclaim any responsibility or liability, therefore. 
No person, including IAIM has any responsibility to update any of the information provided in this Note.  

• Neither this Note nor the provision of any Offer Document issued by IAIM is, and must not be regarded as, 
advice or a recommendation or opinion in relation to an IAIM financial product or service, or that an 
investment in an IAIM financial product or service is suitable for you or any other person. Neither this Note 
nor any Offer Document issued by IAIM considers your investment objectives, financial situation, and 
particular needs. In addition to carefully reading the relevant Offer Document issued by IAIM you should, 
before deciding whether to invest in an IAIM financial product or service, consider the appropriateness of 
investing or continuing to invest, having regard to your own objectives, financial situation, or needs. IAIM 
strongly recommends that you obtain independent financial, legal and taxation advice before deciding 
whether to invest in an IAIM financial product or service. 

http://www.indiaavenue.com.au/
mailto:IA@indianavenue.com.au
http://www.indiaavenue.com.au/

