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Executive Summary

The Lenskart Initial Public Offering (IPO) represents a seminal moment for India's startup
landscape, demonstrating sophisticated financial strategy and market positioning. The IPO,
which aimed to raise approximately 27,278 crore and valued the company at an ambitious
70,000 crore (roughly $8 billion) at the upper price band of €402 per share, immediately
became a key test case for investor appetite in the consumer-tech sector. The pricing
commanded an extremely rich valuation, with the post-issue Price-to-Earnings (P/E)
multiple pegged at approximately 235x to 285x times its FY25 earnings, leading to
widespread public debate on whether the stock was already “priced for perfection”This
report deconstructs the critical elements of this landmark event, analyzing the deliberate
pre-IPO valuation strategy that secured a 40% uplift, strategically anchored by marquee
investor Radhakishan Damani. Ahead of the public issue, Radhakishan Damani invested
approximately 290-2100 crore in the company, a move that provided significant market
validation and boosted investor sentiment. This anchoring supported the company's
decision to pursue a premium valuation, despite analysts calling the P/E and EV/Sales
multiples "stretched" compared to both domestic and global peersWe examine the
fundamental drivers justifying this premium valuation, focusing on Lenskart's uncontested
market leadership and the structurally advantageous economics of the eyewear industry.
Lenskart has established itself as India's largest organised optical retailer and the largest
seller of prescription eyeglasses by volume in FY25, operating a robust omnichannel
network of over 2,800 stores globally as of June 2025. The core justification lies in the large
and under-penetrated Indian eyewear market, which is valued at approximately
274,000-278,800 crore (US$9.2 billion) and is forecasted to more than double to 21.48 lakh
crore (US$17.2 billion) by FY30, growing at a 13% CAGR. The company's vertically integrated,
tech-enabled supply chain allows for superior quality control and high gross margins, which
analysts believe provides a long runway for sustainable growth and justifies the long-term
premium. The analysis further details the overwhelming market response, confirming robust
investor confidence in the company's growth narrative and future profitability. Despite the
high price tag, the Initial Public Offering was successfully subscribed over 28 times, with the
Qualified Institutional Buyers (QIB) portion being oversubscribed more than 40 times,
signaling strong institutional backing. This confidence is underpinned by the company’s
recent financial turnaround, reporting a consolidated revenue of approximately 27,009
crore in FY25 and a swing to a net profit of 2297 crore in the same year, compared to a loss
in the previous year.Finally, the report outlines the strategic imperatives and forthcoming
challenges as Lenskart transitions to life as a public company, providing a comprehensive
perspective on its future trajectory under market scrutiny. A major near-term challenge is
the quality of its profitability, as a significant portion of the reported FY25 net profit was
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attributed to one-time non-cash accounting gains related to the Owndays acquisition.
Excluding these adjustments, the normalized profit is significantly lower, leading to an even
steeper valuation multiple and raising concerns about execution risk. Furthermore, the
Company-Owned, Company-Operated (CoCo) retail model, while enabling brand control,
has resulted in high operating expenses, substantial lease liabilities of over 1,700 crore, and
rising finance costs, which will require disciplined cost management to sustain future
earnings growth. Lenskart must now prove its ability to convert its impressive scale and
brand strength into consistent, high-quality operating cash flows to meet the lofty
expectations priced into its 270,000 crore valuation.

Introduction - A Paradigm Shift in Indian Retail

Lenskart's evolution from a disruptive e-commerce player to a publicly-listed retail giant
signifies a paradigm shift in India's consumer market. Born out of a need to consolidate a
largely unorganized sector where approximately 77% of India's eyewear market remains
Lenskart pioneered a transformation by moving beyond a pure-play online model to a
globally scaled omnichannel powerhouse. By synergizing technology with a vertically
integrated supply chain, the company successfully consolidated a fragmented industry,
solving deep-seated pain points like high middleman markups, inconsistent quality, and
limited access to optometry services outside major urban centers. This hybrid model,
comprising its website, mobile application, and an expansive physical network of over 2,800
stores across 14 countries as of June 2025, has established it as the largest seller of
prescription eyeglasses in India by sales volume.

Its IPO, however, transcends a routine capital-raising exercise; it represents a strategic
blueprint for building unwavering market conviction. The 7,278 crore public issue, which
sought a colossal valuation of 270,000 crore (or approximately $8 billion), is less about
current earnings and more about a visionary bet on future market dominance and a
premium on perfection. This aggressive pricing which implied a Price-to-Earnings (P/E)
multiple in the range of 235x to 285x its FY25 earnings forces the market to acknowledge
the superior unit economics derived from its model. This model is built on an automated
manufacturing base, an Al-driven customer experience (including virtual try-ons), and a
fully controlled supply chain that delivers gross margins nearing 70% and a store payback
period of less than one year, far exceeding industry averages.

This report demonstrates how Lenskart meticulously orchestrated its public market entry
by aligning its proven private-market success with a compelling narrative of sustained,
scalable growth, thereby commanding a premium valuation. The strategy involved carefully



Treelife

demonstrating a turnaround to net profitability in FY25 and securing strategic backing from
marquee investors ahead of the listing, lending authoritative credibility to the ambitious
price band. The successful oversubscription of the issue, particularly the overwhelming 40x
demand from Qualified Institutional Buyers (QIBs), validates the market's belief in the
company’s potential to capitalize on India's accelerating consumer evolution. The
subsequent analysis will dissect this process from the mechanics of the financial
engineering that framed its profitability and the inherent competitive moats of its
integrated operations, to the market reception that saw it sail through with a high premium,
and the critical future outlook where it must deliver flawless execution to justify its current
price tag.

The Pre-IPO Valuation Strategy: A Calculated Ascent

The period preceding the Initial Public Offering (IPO) was marked by a deliberate and
strategic re-rating of the company's worth, a crucial phase that established the benchmark
and instilled market confidence for its ambitious public debut. Lenskart's management
executed a sophisticated, multi-stage valuation strategy designed to bridge the gap
between its private-market history and the premium valuation it sought from public
investors. This maneuver was especially critical given the recent post-listing volatility
witnessed in India's consumer-tech IPOs, which necessitated a strong, de-risked value
proposition.

The Ascent was structured in three phases:

e Internal Baseline (July 2025 — Establishing the Floor): This phase was marked by
an internal transaction that implicitly established a private-market floor for the
company’s valuation. Specifically, founder and CEO Peyush Bansal purchased 17
million Lenskart shares in July 2025 at an average price of 252 per share. While this
was a founder increasing his stake, the transaction price represented a deep
discount to the eventual IPO price, solidifying a conservative, tangible valuation for
insiders. This price served as a critical point of contrast, underscoring the massive
sequential uplift sought in the public market.

e Pre-IPO Anchor (The Strategic Catalyst): Immediately prior to the IPO filing,
veteran investor and DMart founder Radhakishan Damani made a crucial pre-IPO
investment, pouring approximately 290-2100 crore into Lenskart. This transaction
was a pivotal signal, providing independent, third-party validation at a valuation that
was substantially closer to the public offering's target. Damani's entry a respected,
value-focused market veteran functioned as a powerful valuation anchor, converting
the company’s internal conviction into verifiable external confidence. This de-risked
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the proposition, suggesting that a sophisticated, conservative investor had already
accepted the company’s forward-looking growth narrative.

e IPO Valuation Range (The Execution): The company subsequently filed its offer
documents with a price band set between 2382 and 2402 per share, translating to a
final target valuation of approximately 70,000 crore (or $\sim$ $8 billion) on the
upper band. This final public price stood at nearly 8 times the price paid by the
founder just months prior, clearly articulating the premium the company believed it
was due based on future, accelerated growth projections.

Analysis: This sequential valuation uplift was a sophisticated and highly calculated
maneuver. The founder's purchase established a low-risk baseline, while the Damani
investment strategically engineered a perceived sense of "inherent value" and de-risked the
public valuation process. By securing an external anchor at an elevated price, Lenskart
effectively mitigated potential criticism regarding its rich valuation before the public
subscription window opened, creating a perception of inevitability and a high probability of
a successful listing, as later confirmed by the overwhelming 28x oversubscription. The
strategy successfully converted the premium valuation from a perceived risk into a
validated market opportunity.

The Investment Thesis: Structural Advantages and
Defensible Moats

The premium valuation commanded by Lenskart pegged at an eye-watering P/E multiple of
up to 285x FY25 earnings is fundamentally underpinned by two powerful, structural
advantages that constitute its core investment thesis: an integrated operating model that
delivers superior margins and an incontestable lead in a high-growth, underserved market
segment. Investors are not valuing current profits, which are thin and partially
accounting-driven, but rather the highly defensible future earnings power derived from
these moats.

The eyewear industry is inherently high-margin globally; however, Lenskart's comprehensive
vertical integration controlling its own manufacturing, supply chain, and retail distribution
enables it to capture margin at every stage, dramatically outperforming traditional retail
models.
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e Disintermediation and Margin Capture: Unlike the fragmented, multi-layered
traditional supply chain (manufacturer $\rightarrow$ importer $\rightarrow$
distributor $\rightarrow$ retailer), Lenskart has successfully transitioned toward a
manufacturer-to-consumer (M2C) model. By operating centralized manufacturing
facilities in locations like Bhiwadi and Gurugram, the company controls the entire
process, from centralized procurement of frames and lenses to the precision cutting,
edging, and final assembly. This operational model not only eliminates multiple
middleman markups but also reduces lead times and errors, which directly
translates into high gross margins, reported to be near 70%.

e Cost and Quality Control: The reliance on in-house manufacturing for
approximately 70% of its prescription eyeglasses provides a significant and
sustainable cost advantage over disorganized competitors and traditional
franchisee-based or sourcing-heavy models. Furthermore, this control is critical for
maintaining consistent product quality across its vast network and supporting its
technology-first features like Al-powered virtual try-ons and the promise of
same-day deliveries, cementing customer trust in a product category where
precision is paramount.

e Operational Efficiency: This end-to-end control is the engine behind its rapid store
profitability. By optimizing inventory flow and utilizing technology for faster
turnaround times, Lenskart boasts an enviable store payback period of under one
year (10 months), significantly better than the industry average of 18-24 months.
This superior operational efficiency is the real fundamental factor justifying the
valuation, as it ensures that capital deployed for expansion (e.g., the planned addition
of over 620 new stores) generates quicker and higher returns.

Lenskart has secured a dominant, near-monopolistic share of the organized eyewear
market in India. The absence of any pan-India competitor with comparable scale, brand
equity, or operational integration positions it as the undisputed market leader with
immense pricing power and deep customer loyalty. This lack of credible competition is a
primary factor justifying the substantial valuation premium awarded by investors.

e Dominance in Organized Retail: The company commands an estimated 4-6%
overall market share in the highly fragmented Indian eyewear market. Crucially, its
dominance is near-absolute within the organized segment, which currently accounts
for only 18—20% of the total but is projected to grow to over 30% by FY30. Lenskart
is perfectly positioned to capture the lion's share of this structural shift as
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consumers move from local opticians to branded, standardized, and
technologically-enabled retail.

e Immense Pricing Power and Brand Equity: The absence of any pan-India
competitor with comparable scale, brand equity, or operational integration positions
Lenskart as the undisputed market leader. While competition exists from Titan's Eye+
and numerous regional players, none possess Lenskart's omni-channel scale,
technology stack, and manufacturing backbone. This lack of credible, scaled
competition grants the company immense pricing power and fosters deep customer
loyalty, particularly among the fashion-conscious millennial and Gen Z demographic.

e Global Scaling Potential: The thesis is further strengthened by its successful
international expansion, notably the acquisition of Japan's Owndays and its
presence across Southeast Asia and the Middle East, with 669 stores overseas as of
June 2025. This ability to replicate its integrated model internationally transforms
Lenskart from an Indian retail success story into a potentially global consumer
brand, a trajectory that warrants a significant premium over a purely domestic
retailer.

This combination of a proprietary, highly efficient operating model (Vertical Integration) and
a defensible, dominant position in a structurally-growing market (Market Leadership) is the
primary factor justifying the substantial valuation premium awarded by both anchor
investors and the broader public market.

Market Response: A Resounding Verdict

The ultimate test of any Initial Public Offering (IPO) strategy is the depth and breadth of
market demand. For Lenskart, the response to its 7,278 crore issue was resounding and
unequivocal, serving as a clear mandate from the investment community that the
company's ambitious valuation up to 270,000 crore was justified by its growth narrative.

The IPO, which was open for bidding for three days, received an overwhelming reception,
with the overall issue being oversubscribed over 28 times. This robust, broad-based
demand, which significantly exceeded the shares on offer, signals a powerful and
multi-faceted consensus on the company's long-term prospects across the entire
spectrum of investors.

e Institutional Investors (QIBs) The Pillar of Long-Term Conviction: The most
critical endorsement came from the Qualified Institutional Buyers (QIBs), which
includes mutual funds, foreign institutional investors (Flls), and insurance companies.
This segment was subscribed over 40 times the number of shares reserved for
them. This massive oversubscription from "smart money" demonstrates strong
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conviction in the scalable, defensible business model, Lenskart’s operational
superiority, and its long-term growth trajectory within the structurally
under-penetrated Indian market. It signals that institutions, despite acknowledging
the high P/E multiple, are willing to pay a significant premium for a market-leading
consumer technology company with a clear path to market share capture and
margin expansion.

e Non-Institutional Investors (Nlls) Attracted by Momentum and Validation: The
portion reserved for Non-Institutional Investors (Nlls), which typically includes
high-net-worth individuals (HNIs), also saw phenomenal demand, being
oversubscribed approximately 18 times. These investors were undoubtedly
attracted by the premium narrative, the swift profit turnaround in FY25, and the
powerful credibility imparted by anchor investors like Radhakishan Damani, whose
pre-IPO investment de-risked the valuation perception. The NIl category's strong
participation indicates robust confidence in near-term listing gains and the
momentum surrounding the issue.

e Retail Investors Faith in the Consumer Brand: Retail Investors, who typically hold a
long-term view based on brand familiarity and accessibility, also showcased their
faith, with their reserved portion being subscribed approximately 7.5 to 8 times.
This strong participation reinforces Lenskart's widespread consumer appeal and its
successful transition from an online entity to a trusted, accessible omnichannel
brand.

This overwhelming oversubscription confirmed that the market was decisively
investing in Lenskart's vision of perpetual dominance in the expansive Indian eyewear
market and its transformation into a global consumer technology giant. The market’s
verdict was clear: Lenskart is not just another retailer, but an essential long-term play on
India's rapidly formalizing consumer sector and its burgeoning middle class. Furthermore,
the strong demand, which led to a reported post-listing grey market premium (GMP)
signaling potential listing gains of 8-18% over the issue price, demonstrated that the
strategic valuation was not seen as a deterrent but as an acceptable price for a
high-quality, growth asset.

The Public Mandate: Strategic Imperatives Post-IPO

The overwhelming success of the IPO, evidenced by the over 28 times oversubscription
across all investor categories, has granted Lenskart a clear public mandate and provided
the necessary capital for its next phase of disciplined yet aggressive expansion. The 22,150
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crore raised through the fresh issue is specifically earmarked in the company's prospectus

for strategic growth initiatives, signaling that the post-IPO roadmap will be governed by

three critical pillars focused on market capture, geographic replication, and technological

differentiation.

Deepening Domestic Penetration: Unlocking Volumetric Growth in Tier-2/3/4
Markets: A substantial portion of the fresh capital (approximately 272 crore) is
allocated for aggressive expansion by establishing new company-owned stores
(CoCo model), with plans to add over 620 new outlets by FY29. The strategic
imperative here is the systematic capture of value in vast, under-penetrated
markets, specifically Tier 2, Tier 3, and smaller cities. India’s eyewear market remains
77% unorganized, presenting an enormous opportunity for a branded,
technology-enabled player to drive volumetric growth as a lack of quality access
remains the primary hurdle for vision correction in these regions. By increasing its
footprint from the current 2,137 stores in India, Lenskart aims to be the first national
brand to offer standardized eye-testing, quality products, and affordable pricing to a
rapidly growing, aspirational consumer base. The funds will also cover related lease
and rental payments (an additional €591 crore), demonstrating the commitment to
scaling the physical CoCo model aggressively.

Strategic Global Expansion: Validating the Replicability of the Model: Capital will
be strategically deployed to methodically scale operations in international markets
like Southeast Asia and the Middle East, where Lenskart already operates 669 stores.
This focus is crucial for two reasons: diversifying revenue away from the home
market and, more importantly, testing the replicability and adaptability of its
successful vertically integrated business model abroad. Global expansion, supported
by regional hubs in Singapore and the UAE, is central to transforming Lenskart into a
truly global consumer brand, justifying the high premium compared to a pure-play
domestic retailer. Success in international territories will validate the potential for
sustained, high-double-digit growth and solidify Lenskart’s position as a category
leader in Asia's organized eyewear sector.

Fortifying the Competitive Moat: Investing in Technology and Supply Chain
Resilience: A dedicated portion of the funds (2213 crore) is set aside for continuous
investment in technology and cloud infrastructure. This investment is crucial to
further widen the company's competitive advantage. This includes enhancing its
Artificial Intelligence (Al) capabilities for virtual try-ons and personalized
recommendations, improving its integrated supply chain technology, and ensuring
the resilience and efficiency of its manufacturing facilities. Furthermore, continuous
product innovation, particularly through the expansion of its private label portfolio
(like John Jacobs, Vincent Chase, and Owndays), is crucial for maintaining control
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over brand perception, pricing, and gross margins. This commitment ensures that
Lenskart maintains its lead through innovation, making it increasingly difficult for
smaller, less integrated competitors to challenge its dominance.

This overwhelming oversubscription confirmed that the market was investing in Lenskart's
vision of perpetual dominance in the expansive Indian eyewear market and beyond. The
public mandate is clear: the company must now execute flawlessly on its expansion plans
while demonstrating a path to sustained, organic profitability to defend the high valuation it
has achieved.

The Road Ahead: Navigating Public Market Scrutiny

The transition to a publicly listed entity marks a profound shift for Lenskart, moving
from the growth-first dynamics of private capital to the earnings-focused discipline of
the public markets. The enormous valuation, secured by a successful IPO that was
oversubscribed over 28 times, now introduces a new and unrelenting set of challenges
and responsibilities. Lenskart must successfully navigate this transition, where the focus
shifts from storytelling and potential to predictable execution and delivered profitability.

e The Quarterly Earnings Pressure: Balancing Growth with Delivered Profitability:
Public markets demand a transparent and consistent path to profitability, turning the
quarterly earnings report into the management team's primary public accountability
metric. Lenskart must now prove that its high gross margins can consistently flow
through to the bottom line without the reliance on one-time accounting gains. The
critical test is balancing aggressive, long-term growth investments (such as
technology, brand building, and new store Capex) with the imperative to deliver on
quarterly earnings promises. Investors will be highly sensitive to any margin
contraction or slowing revenue growth, especially given the stock is priced for
perfection at over 200x P/E. This necessitates disciplined cost management,
particularly concerning high lease liabilities and marketing spend, to ensure
operating leverage consistently improves quarter-on-quarter.

e Execution Risks in Scaling: Testing the Omnichannel Model's Limits: The
company's ambitious domestic and international expansion plans carry inherent
operational and execution risks. Domestically, scaling into Tier 2, 3, and 4 cities
requires a different retail strategy and supply chain logistics than metropolitan areas.
Internationally, the planned methodical deployment of capital in Southeast Asia and
the Middle East will test the replicability and adaptability of its successful business
model abroad. Any stumbles in scaling, supply chain management, inventory
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turnover, or cultural adaptation in these new, fragmented markets could
adversely affect investor sentiment. The market will closely track key performance
indicators (KPIs) like store payback periods and same-store sales growth (SSSG) to
ensure the integrated model remains highly capital-efficient, even as its complexity
increases.

e Sustaining Leadership and Defending Margins in a Competitive Landscape: As
the market leader, Lenskart must relentlessly innovate to defend its premium
positioning and deter new entrants attracted by the industry's lucrative margins.
While currently dominant, competition is set to intensify from rivals like Titan Eye+,
as well as a new wave of digitally native, specialized D2C startups. Maintaining
growth velocity while protecting profitability will be the key challenge. This
requires continuous investment in technology (such as its Al-enabled lens labs and
AR/VR customer experience) and its private label portfolio to further widen its
competitive moat. The company must avoid the pitfall of pursuing growth at any
cost a mistake that hurt earlier consumer tech listings and instead focus on
sustainable unit economics that validate its technology-driven margin structure. The
long-term success of the IPO rests on Lenskart's ability to maintain its visionary
edge while delivering pragmatic, predictable financial results under the unwavering
glare of the public market.

Conclusion - A New Benchmark for the Ecosystem

The Lenskart IPO is a defining event that underscores the maturation of the Indian startup
ecosystem. It conclusively proves that homegrown, consumer-tech companies can achieve
massive scale, establish unassailable market dominance, and expertly navigate the complex
transition to public markets.

The journey from a $5 billion private valuation to a ~$7 billion public offering was a
masterclass in strategic positioning. Built on the robust foundation of a high-margin,
defensible business model, it culminated in a resounding vote of confidence from the global
investment community. Lenskart has not merely listed; it has set a new benchmark, evolving
from a disruptor to a bellwether for the entire sector.
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The Treelife Advisory Perspective

At Treelife, we specialize in guiding companies and investors through complex financial
milestones and market transitions. Our expertise is particularly relevant in contexts like the
Lenskart IPO, where we provide:

e Pre-IPO Strategic Capital Raising: Advising on structuring financing rounds that
attract high-quality anchor investors to validate and strategically enhance valuation
ahead of a public listing.

e IPO Readiness & Equity Storytelling: Helping companies craft a compelling,
data-backed investment narrative that resonates deeply with institutional and retail

investors, ensuring a successful market debut.

e Institutional Investment Analysis: Assisting Asset Management Companies (AMCs)
and Alternative Investment Funds (AIFs) in critically evaluating such IPOs, focusing

on fundamental moats, governance, and long-term value creation potential.

Our nuanced approach ensures that both companies and investors are strategically
equipped to navigate and capitalize on these transformative market events.
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About Treelife & Disclaimer

About Treelife:

Treelife is a premier financial services and strategic consulting firm. We offer expert,
end-to-end guidance on Venture Capital & PE Funding, M&A, IPO Advisory, and Regulatory
Navigation. Through our sharp, insightful analysis and deep transactional expertise, we
empower startups, established corporations, and investment funds to achieve their most
ambitious strategic and financial objectives.

8 support@treelife.in Follow us on

in @ X

% +91 99301 56000 | +9122 6852 5768

@ www.treelife.in

Disclaimer: The above is for information purposes only and does not constitute advice or a legal opinion and are
personal views of the author. The possibility of other views on the subject matter cannot be ruled out. By the use of
the said information, you agree that the Author / Treelife is not responsible or liable in any manner for the authenticity,

accuracy, completeness, errors or any kind of omissions in this piece of information for any action taken thereof.
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