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Foreword by
Chairman
Dear Shareholders,
On behalf of State Trading Corporation of Bhutan Ltd., I am truly pleased to
present the 2016 Annual Performance Report. 2016 was a prolific year for
STCBL. I am pleased to report that we saw many notable successes in the
year.
On the financial front, your company achieved the highest revenue record
in its history of Nu 2.61 billion, 14% higher than the previous year, and net
profit of Nu 81.70 million, a 15% increase on 2015. What shone through is
the steadfast commitment and hard work of the Management and Staff.
Substantial steps were also taken to position your company for long-term
performance in the area of strengthening internal processes, building
external relationships with valued clients and stakeholders and promoting
goodwill through CSR activities.
STCBL has a strong foundation of integrity, loyalty and ethical behaviour
as stated in its core values and mission. I firmly believe that your company
has adopted the best corporate governance practices and with its focused
strategy will create long-term value for shareholders.
As we move forward in 2017, we are committed to continued organic,
strategic and internal growth in all our business areas. Although the company
is facing increased competition by way of new entrants in the market, we
continue to be well positioned and make essential investments in manpower,
training, processes, infrastructure and technology to deliver the best of
services for our esteemed customers.
In conclusion, I would like to thank our patrons for your continued support
and your confidence in us as we move towards yet another exciting and
bright future of STCBL.
Tashi Delek!

(Dr. Ugen Dophu)
CHAIRMAN
1
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Message from the
Managing Director
All throughout 2016, STCBL made significant strides in all
endeavours that were undertaken by the various sections of the
company. A number of initiatives were put into place to position
the company in the top bracket. And these were done so while
adhering to the highest standards of business ethics and corporate governance. The result has been that STCBL set new revenue
records at all levels including at the divisions and units.
These initiatives also helped us introduce new processes that
challenge us competitively and equip us better to respond efficiently to the needs of our customers while making us more
committed to shoulder activities that promote corporate social
responsibility.
Undoubtedly the sale of vehicles is STCBL’s main source of revenue but unlike in the past, with careful planning and achievable
initiatives, non-vehicle products too registered a growth of 40%
in 2016. As a result of the staff and management’s efforts, STCBL
was able to earn record revenue of Nu 2.61 billion and declare a
dividend of 18% in 2016.
With that, on behalf of the staff and management of STCBL, I
would like to express my gratitude to all the shareholders and
the Board for the confidence shown in us and for the continued
support.
Tashi Delek!
Yeshey Selden
MANAGING DIRECTOR
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Company Profile
STCBL was established in 1968 under the purview of the Royal Government of Bhutan and the administrative
control of the Ministry of Economic Affairs, with the primary mandate to assist the Royal Government of
Bhutan to procure essential commodities (steel, cement, medicines and explosives amongst others) from
India required for development projects.
In 1984, the company was declared autonomous and budgetary support by GRoB was withdrawn. In 1996,
STCBL was registered as limited company under the Companies Act of Kingdom of Bhutan.

Mission

Vision

Providing Quality
Products and
Services through
Efficient and Ethical
Business Practices

The Paragon of
Trading House in
the Region

3
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Core Values
Productivity:

The ability to maximize the effective usage of time and effort to achieve
ideal results in any endeavour.

Integrity:

Being honest and having strong moral principles; moral uprightness, not
compromising the right choice for the easy choice.

Loyalty:

A strong feeling of support and allegiance to STCBL and what it stands
for.

Accountability:

Means a deep comprehension and appreciation for one’s personal duties
and responsibilities, taking recognition of one’s role regardless of positive
or negative outcomes.

Respect:

A feeling of appreciation and understanding for co-worker’s ability, qualities, or achievements resulting in an atmosphere where the freedoms of
being honest, candid and content are present throughout the workplace.

Capital Structure of the Company
Authorized Capital

Remarks

50,000,000.00 Equity shares of Nu. 10 each

Nu.500 million.

Issued & Paid up Capital
18,000,160.00 Equity shares of Nu. 10 each

Nu.180.00 million.

Share Holding patterns
RGoB (DHI)

51%

Public Shares

49%

% of shares of the individuals/Public shares
Bank of Bhutan

7.06

Royal Insurance Corporation of Bhutan

4.90

National Pension Board

2.45

Bhutan Trust Fund

5.00

Others

29.59

Total

49.00
4

Board of Directors
Dasho (Dr.) Ugen Dophu
Chairman

Dasho (Dr.) Ugen Dophu is the Chairman of STCBL Board. He began his career
in the year 1988. He has Masters degree in Public Health from Chulalongkorn
University, Bangkok, Diploma STD/AIDS from Songkhla University, Hyatai, Bangkok,
Diploma Tropical Diseases from Karolingskha Institute Stockholm, Sweden and MBBS
from Sir Solimullah Medical Collage, Dhaka. He worked in various capacities such
as GDMO, District Medical Officer, Hospital Superintendent, Dy. Superintendent,
Medical Director, Director, Director General and currently he is the Secretary of
Ministry of Health.

Dasho Rinchen Dorji

Managing Director, RSA Pvt. Ltd.
Dasho Rinchen Dorji is Managing Director of RSA Pvt. Ltd. since 1994 till date. He
served as Director, Dept. of Industries in 1973 ~ 1977, Managing Director, Penden
Cement Authority from 1987 ~ 1985, Managing Director, Dungsum Cement
Project from 1986 ~ 1988, Director General in Ministry of Health 1989 ~ 1990,
Managing Director, Gedu Wood Mfg. Corporation from 1992 ~ 1993. Today he
is an industrialist with his own company by the name of RSA Poly Products Pvt. Ltd.
established in 2002.

Ms. Tashi Pem
Director, RCSC

Ms. Tashi Pem has done Masters of Science in Economics (2003 ~ 2005) and
Graduate school in Economics from Kagawa National University, Japan. She is also
the certificate holder in Administrative Management Program from Royal Institute
of Management, Thimphu (March ~ June 1996). She received her Bachelors in
Commerce (Honors) from Sherubtse College, University of Delhi. She served as
Assist. Planning Officer in 26/2/1996, Sr. Tax Officer in 30/11/1998, Assist. Director
in 1/1/2001, Dy. Commissioner in 1/1/2006, Jt. Collector in 1/1/2010, and Offtg.
Collector (JC) in 1/5/2010 and Collector in Sales Tax Division, DRC, Thimphu.
Currently she is the Director of RCSC.

5
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Mr. Sonam Dorji

Executive Director, Royal Insurance Corporation of Bhutan Ltd.
Mr. Sonam Dorji is the Executive Director of Royal Insurance Corporation of Bhutan
Limited. Prior to his present post, he served as the General Manager for Finance
and Accounts Department (2008-2012) in the same organization. He joined RICB in
1997 after graduating from Sherubtse College with degree in B.Com (Hons.). Later
he also completed his degree in CPA (Certified Practicing Accountant) from CPA
Australia in 2001 and Bachelor of Business (Major in Accounts) from University of South
Australia in 2002. He is the member of Golden Key International Honour Society,
University of South Australia (in recognition of outstanding Scholastic Achievement
and Excellence in 2001). He was nominated as the Board Director in April 2015 in
place of outgoing Board Director Dasho Namgyel Lhendup.

Ms. Karma Choden

Company Secretary, Druk Holding and Investments Ltd.
Ms. Karma Choden is the Company Secretary of Druk Holding and Investments
Limited. Prior to DHI she served as Sr. Legislative Officer in National Assembly Secretariat from July 2006 to October 2014. She earned her LL.M from Queensland
University of Technology from Brisbane, Australia in July 2010 and Post Graduate
Diploma in National Laws from Royal Institute of Management, Semtokha in June
2006. She completed her B.A, LL.B (Honors), from Govt. Law College, Mumbai in
December, 2004.

Ms. Yeshey Selden
Managing Director

Ms. Yeshey Selden is currently the eleventh Managing Director at the State Trading
Corporation of Bhutan Limited. She began her career at the Ministry of Economic
Affairs (MoEA), after successfully passing the civil service selection examination in
1995. She left the ministry, after serving for 16 years, as the Policy and Planning
Division Head and joined the Druk Holding and Investments Ltd., (DHI) where she
served for over two years. Since 2008, she has served as a director on various
boards namely Bhutan Development Bank Ltd., Druk Air Corporation, Bhutan Trust
Fund and Bhutan Ferro Alloys Ltd.
She is a recipient of the prestigious Joint Japan World Bank scholarship. She received
her Master of Public Administration (MPA) in Economic Policy from Columbia University, New York in 2003. She earned her Bachelor in Commerce degree (with honors)
from Lady Shri Ram’s College for Women, Delhi University, in 1994.
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STCBL Management

Ms. Yeshey Selden
Managing Director

Mr. Dorji Penjor

Mr. Chador Wangdi

Mr. Ugyen Chada

Ms. Ugyen Choden

Mr. Lobzang Tenzin

Ms. Amrita Rai

CFO

DGM, Eicher Division

GM, Toyota Division

DGM, HRAS
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GM, TATA, Division

Offtg. Head,
Explosives Unit

Directors’ Report
D

ear Shareholders,

On behalf of the Board of Directors of State Trading Corporation of Bhutan Limited, I am
pleased to report on the company’s performance for the year ended 31st December 2016 in
this 20th Annual General Meeting.

Background
2016 was a phenomenal year for STCBL as it yielded the highest revenue for the company
in its four-decade long history. It is with pride I inform this gathering that the company
earned revenue of Nu 2.61 billion, breaking the earlier record of Nu 2.34 billion set in 2011.
While 2016 saw new records at division and unit levels being accomplished, the year
also saw the strengthening of internal processes and enhancement of good corporate
governance.
Despite the everyday challenges that a government entity encounters in a highly competitive
market, STCBL exceeded its targets in all spheres. This achievement would not have been
possible had it not been for the commitment of the management and staff.

Financial Achievements
As mentioned above, STCBL registered a growth of 14% over income of the preceding year.
Similarly, the expense for the year also went up by 14%, or Nu 300.16 million as compared
to 2015. This is because of the increased business activities and the cost of goods, which
amounted to Nu 2,307.37 million followed by other direct expenses of Nu 17.64 million
and finance cost of Nu. 16.98 million.
The Net Profit After Tax of Nu 81.70 million has significantly increased by 15% over 2015.
The following table highlights the key financial facts and figures of the company for 2016.

9
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Particulars

Y2016

Y2015

Revenue (in million Nu)

2,613.52

2,298.04

Expenses (in million Nu)

2,495.53

2,195.37

81.70

71.25

408.88

354.17

66.17

25.37

Net Worth (in million Nu)

408.88

354.17

Earnings Per Share
Return on Capital Employed
Current Ratio
Trade Receivable Turnover Ratio

4.54
19.98%
1.44
15.48

3.96
20.12%
1.76
14.03

5.43

6.12

3.13%

3.27%

Profit After Tax (in million Nu)
Share Capital & Reserves (in million Nu)
Long Term Liabilities (in million Nu)

Inventory Turnover Ratio
Net Profit Ratio

STCBL consists of seven product portfolios. The overall contribution to revenue from the
vehicle divisions stands at 84.85% and Toyota still retains its position as the highest contributor.
This does not, however, imply that income generated by non-vehicle products have declined.
On the contrary, the sales from non-vehicle products are at an increasing trend registering a
growth of 40% over 2015.
The export of stones and boulder to Bangladesh initiated in 2015 has increased by 215% in
2016. The service centers were strengthened by providing relevant training to mechanics,
technicians and service engineer of Toyota and Tata service centers. The service center was
further strengthened through introduction of multi brand body and paint service.
The capital work in progress has increased to Nu 148.95 million in 2016 from Nu 52.25
million in 2015, a growth of 185% or Nu 96.7 million contributing towards increase in size of
balance sheet and the asset of the company through the construction of Toyota 3S facility cum
Corporate Office.
The revenue from spare parts has also increased by 52.51% over 2015. There is also improvement
in lead-time of spare parts from earlier 120 days to 45 days and reduction of stock month from
20 months to 10 months.
The company scored Customer Satisfaction Index of 7.61 on a scale of 1-10 in 2016 an increase
of 0.13 over 2015. The Employee Engagement Index was carried out for the first time in 2016
on which the company scored 8.19 on a scale of 1-10, where 1 is highly disengaged and 10 is
highly engaged.
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The table below depicts the company’s portfolio with its revenue share:
Portfolio/Division

Revenue share (%)

Toyota
TATA

44.87%
31.24%

Eicher

15.09%

CASH

3.31%

Explosive

3.08%

IT
Export

1.36%
1.05%

I am also pleased to inform that 73% (or Nu. 64.31 million) of the total trade receivables
were recovered from an opening balance of Nu 88.26 million pertaining to FY 2007 to 2015.
Furthermore, 96.24% (or Nu 2,484.08 million) out of 2016 sales amount of Nu 2,581.05
million has been collected during the year.

New Records of Highest Revenue Generation in 2016
Listed below are the business units of STCBL that have achieved a new revenue record:
Business Units
TATA Spare Parts
TATA Service
Toyota Spare parts
Apollo Tires
IT
Export Unit
Eicher Spare Parts

Highest Revenue
(In Millions)
17.58
5.86
51.97
12.67
28.12
8.56
17.88

Year
2015
2015
2015
2015
2015
2015
2011

New Record in 2016
(In Millions)
35.23
9.43
80.99
14.16
35.18
26.99
21.10

Key Non-Financial Achievements
The Management also put in concerted efforts to achieve critical non-financial activities.
Following are some of the key initiatives taken by the Management in 2016:
•

Reduced Inventory Discrepancies – The Management initiated monthly physical verification
for Toyota, Tata and Eicher spare parts with the objective to reduce shortages of inventory,
which in earlier years would be in the tune of Nu 595,437.36. As of December 2016 the
shortage discrepancy has reduced by 91.97%(Nu 47,787.44) from 2015. The initiative was
a success and improved inventory management.

11
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•

Developed the first Procurement Manual for the company to provide guidance and detailed
processes of goods and services through open, competitive and transparent procedures.

•

First ever STCBL Trade Fair was conducted in Clock Tower, Thimphu. This trade fair
showcased all products the company deals in. The event was a success and shall be continued
hereafter.

•

The construction of Toyota 3S Facilities cum Corporate Office commenced from April 2015.
As of today the physical infrastructure is complete, HVAC and electrical works are under
progress, painting of exterior has commenced. The construction will likely be complete by
the end of May 2017.

•

Successfully Launched TATA PRIMA tippers and trucks on April 9th 2016 in Thimphu.
The event was a success and the first batch of Prima customers was acknowledged with
mementos. As of date 68 units of Prima trucks have been sold.

•

The Top 3 loyal customers of Tata Vehicles were sponsored by STCBL to attend the T1
Truck racing event in Delhi from March 19th – 22nd 2016 as part of customer retention and
loyalty program.

•

STCBL’s Service Advisor of Tata Service Unit topped the Global Skill Fest Service Advisor
Championship at the Country level and was ranked third at the Regional level. The Global
Skill Fest is a unique international competition organized by Castrol India Ltd. and Tata
Motors Ltd. for evaluating the technical knowledge, soft skills, systems and service process
knowledge as a Tata Motors Commercial Vehicle Service Advisor. The International event
was held in Malaysia from 14th to 16th December 2016.

•

After the successful product demo and sales of agricultural machineries in 2015, the CASH
division conducted the first ever free service campaign for farmers based in 4 southern
dzongkhags and promoted the products in eastern dzongkhags as well. This resulted in a
Nu 2 million revenue generation from the event alone.

•

Launched 4th Generation Toyota Hybrid Prius on 16th November 2016 at Le Meridian,
Thimphu.

•

Introduced new products in CASH division like Monno Ceramics & Fine Bone China
crockery and Walton refrigerators & freezers from Bangladesh. Franke & Faber kitchenware
from India. The objective of introducing such products was to offer genuine, branded, value
for money products to our valued customers.

The company achieved a score of 98% in the Annual Company Compact
evaluation.

12

Corporate Governance
& Management System

S

review performance, provide strategic guidance and
to discuss other important issues. The Board Level
Audit Committee (BLAC) is formed to study and
resolve audit issues of the company. Board Level
Committees are also formed for particular works
such as Tender Award, Recruitment above grade 4
(executive category) etc.

TCBL has adopted and implemented the
best corporate governance and management
practices with DHI and Registrar of Companies,
MoEA, support. The Company continues to be guided
by its Mission, Vision and core values and pledge to
maximize shareholders’ s value.
The STCBL Board constitutes of seven Board
Directors including the Managing Director. The
Board provides strategic guidance and monitors the
performance of the company on a quarterly basis.
Meetings are scheduled depending upon the urgency
of the matter. The Board met seven times in 2016 to

Amidst growing competition, STCBL provides
quality goods and services through efficient and
ethical business practices thus the commitment and
dedication of the Board, Management and Staff to
strive for the better is once again reassured today to
the shareholders.

13

2016 | ANNUAL REPORT

PROSPECTS 2017
a) Financial Outlook
While the company expects the economic environment to remain favorable in 2017, the
sales is forecasted to be lower than that of 2016 because the sale of Tata and Eicher vehicle
to construction and transport firms were maximum in 2016 which is not anticipated in
2017. The demand surge created was still an offshoot of the removal of vehicle ban and
loan restrictions in mid 2014. Despite the fact that sales of commercial vehicles will reduce,
the company however has projected optimistic revenue of Nu 2,567.73 million, which is
decline of 0.52% as compared to 2016. 68% of the revenue is projected from vehicle sales,
the remaining 32% is expected to be generated from Explosives, IT, CASH and Exports. The
net profit is projected at Nu 59.62 million, a decrease of 27% in comparison to the previous
year.

b) Business Growth – Organic, Strategic & Internal
STCBL is exposed to the unpredictable and highly competitive market despite the market
size. Therefore, as always, there is a constant need to diversify into non-vehicle products. In
2017 the company plans to:
1) Focus on introducing new products, services and space for business success.
Expand household products profile by the additions of genuine construction materials like
sanitary pipes, electrical fittings and many more. Explore coal import as a part of business
diversification strategy.
Improve and increase office space by setting up world-class showroom for Toyota 3S and
one-stop showroom for CASH, IT and Eicher in Thimphu for the convenience of our valued
customers.
2) Tap new market for existing products.
Introduce new product line from existing products and increase market share of business
divisions/units from current.

14

3) Maximize resource and improve and enhance current internal processes.
Strengthen internal processes by revising service rules and regulations, manuals and polices.
Conduct relevant trainings to improve skills and knowledge of employees. Certify technicians
by undergoing training for Toyota 3S. Improve working environment by proposing day care
center for working mothers of STCBL.

Acknowledgement
I, on behalf of the Board of Directors and the Management of STCBL, would like to express
our deepest gratitude to the Royal Government of Bhutan, Druk Holding and Investments,
Ministry of Economic Affairs, Ministry of Finance, Road Safety and Transport Authority,
Financial Institutions and Shareholders and above all, our valued customers for providing us
their continued patronage and encouragement.

Conclusion
Finally, I would like to state that the Board of Directors and the Management of the State
Trading Corporation of Bhutan Limited once again pledge to ensure that your company is
governed and managed in the most professional and ethical manner in accordance with the
trust and faith the shareholders have placed on us.

Tashi Delek!
For and on behalf of the Board

(Dasho Dr. Ugen Dophu)
Chairman, STCBL

15
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Corporate Social
Responsibility – Element of
Good Corporate Governance

C

orporate Social Responsibility means giving back to society therefore STCBL in 2016 participated in
activities to support good causes some of which are outlined below:

1.

Contributed Nu 400,000 as donation for Non Communicable Diseases Prevention & Control Program by
DHI Subsidiary Companies in support of a proposal from Department of Public Health seeking fund for
implementation of various NCD prevention activities under National Multisectoral Action Plan for prevention and control of NCDs.

2.

Donated an E-bike to Jigten Wangchuk Tshogpa for the purpose of carrying out events and daily works of
Tshogpa’s Office.

3.

Employees of STCBL donated Nu 300,000 for planting of 1000 saplings as part of Tendrel Initiatives and
Nu 10,000 as funding support for Tendrel album.

4.

Donated 5 numbers of Walton televisions to Jigme Dorji Wangchuck National Referral Hospital for general
wards and general service points.

5.

Donated Nu 35,000 to Phuentsholing City FC, a football club formed by football enthusiasts to be officially
registered with Bhutan Football Federation.

6.

Staffs of STCBL volunteered for mitigation works along Dotikhola and Toorsa River from 25th-28th July
2016 during the southern floods.

7.

STCBL participated in the first ever cross-country cleaning campaign on 9th December 2016.

8.

The Management initiated the Art of Living and Yoga Programs for employees in 3 batches in Phuentsholing. The objective of such a program was to reduce workplace stress, improve health and wellness, relief
from depression and improve self-esteem.

9.

The Management sponsored supply of school uniform, school shoes and bags as financial aid for STCBL
staff of grade 15 and below. The program benefitted 37 staffs and 57 school going children.

10. The Management also initiated complimentary lunch for mechanics, drivers, security guards, cleaners, messenger and service boys. Currently 35 staffs are benefitted from this initiative. The program began mid of
2015 and is continued till date.
16

Divisional Performance
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TOYOTA DIVISION
B

y contributing Nu. 1, 158.26 million or 44.87%
of the company’s total revenue in 2016, Toyota
has surpassed other business portfolios of STCBL to
retain its position as the highest revenue earner for the
company. Being the exclusive distributor of Toyota
products and services in Bhutan, STCBL’s Toyota
business comprises of sales, services and spare parts.
While the Toyota division has the highest pool of
human resources to meet the ever-increasing demand
for quality and efficiency, Kaizen activities too are
executed on a regular basis to enhance the sales of
spare parts. In 2016, the spare parts unit of Toyota
achieved a new revenue record of Nu. 80.99 million.
To excel further in our service delivery towards our
customers, the Toyota 3S facility, currently under
construction, will be operational by the second quarter
of 2017.

Accolades
STCBL was awarded the Silver Medal for the “2016 Annual Activity” and the “Best Presenter Award 2016” during
the Kaizen Marathon Conference held in Nagoya, Japan by Toyota Tsusho Corporation, Japan on March 23-24,
2017.

Standing row, second from right : Mr. Chador Wangdi, General Manager, Toyota Division
18

The graph below depicts the revenue contributed by the different units under Toyota for the
past three years:

Launched Fourth Generation
Toyota Hybrid Prius
STCBL launched the fourth generation Toyota Prius Hybrid in Bhutan on 16th November, 2016 at the LeMeridian in Thimphu. The fourth generation Prius gasoline-electric hybrid is an engineering marvel on Toyota’s
New Global Architecture and boasts of greater fuel efficiency while offering excellent performances and ecofriendliness. The Hon’ble Minister of Finance and delegates from Toyota graced the occasion.

19
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TATA DIVISION
T

he TATA division of STCBL is the second highest
revenue contributor at Nu. 806.39 million or
31.24%. STCBL has been associated with TATA since
the 1990’s and is one among other TATA distributors
in Bhutan, appointed by TATA Motors Limited, India.
The TATA division comprises of sales, services and
spare parts. In 2016, TATA spare parts and the TATA
service center showed remarkable growth and achieved
a new revenue record of Nu. 35.21 million and Nu.9.44
million respectively.
The division also improved its sales by 110% or Nu.
806.39 million as compared to its 2015 sales of Nu.
360.65 million. The high demand of commercial
vehicles such as TATA Prima trucks and Tippers
contributed to the favorable sales of TATA vehicles.
Similarly, continuous improvement of inventory
management and mechanization of its service center
has equally boosted the sales of the spare parts and
services unit.
During the TATA Motors One World CVIB
Distributors Meet 2017 in Goa, India, STCBL was
awarded the Highest Country Market Share 2016

– Category B followed by the Highest Retail in the
M&HCV Segment – Category B.
The service advisor of the TATA Service Unit also topped
the Global Skill Fest Service Advisor Championship at
the Country level and was ranked third at the Regional
level. The Global Skill Fest is a unique international
competition organized by Castrol India Ltd. and TATA
Motors Ltd. for evaluating technical knowledge, soft
skills, systems and service process knowledge for TATA
Motors Commercial Vehicle Service Advisors. The
International event was held in Malaysia from 14th to
16th December, 2016.

Managing Director with TATA Team during TATA Motors One World Distributor Meet in Goa
20

The revenue contributed for three years by the different units under TATA Division is depicted in the graph below:

Launch of TATA Prima
TATA Prima tippers and trucks were successfully launched on 9th April, 2016 in Thimphu. The first batch
of Prima customers was acknowledged with mementos. As of now, 68 units of Prima trucks have been sold.
Engineered for performance, driver comfort and safety, TATA Motors Prima heavy trucks are without a
doubt the best price solution for cargo transportation. Manufactured with global auto technologies, the
Prima range of heavy-duty trucks has been designed to deliver optimal performance.

21
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EICHER DIVISION

D

espite stiff competition in the market, Eicher
is the third highest revenue generator for
STCBL. The division contributed Nu. 389.42
million in 2016 – an increase of 109% as compared
to Nu. 186 million in 2015.
The Eicher Division constitutes of sales, spare
parts and Apollo Tyres. In 2016, Eicher spare parts
and Apollo Tyres also achieved a new revenue
record of Nu. 21.10 million and Nu.14.16 million
respectively.
The appointment of various retailers and sales
agents of spare parts throughout the country
promoted the increase in sales. The launch of
Eicher PRO series in the LMD segment in 2015
not only offered customers a good range of vehicles
to choose from but also improved sales in 2016.

22

The revenue contributed for three years by units under Eicher Division is depicted in the graph below:

23
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CASH DIVISION

24

C

ASH is an abbreviation for Construction
material, Agricultural machinery, SML
commercial vehicles and Household items. This
business division was earlier set up in 2011, then
called ETC (Electrical, Telecommunications
and Construction), however, in 2014, it was
re-structured and called CASH. The unit was
created to diversify from the company’s core
business of vehicle import. Today, the division
stands as the fourth highest revenue contributor
for STCBL at Nu. 85.42 million. The increase
can be attributed to the sales of Bitumen
(Nu. 79.39 million) followed by the sales of
agricultural machineries (Nu. 10. 24 million).

The following products fall under the CASH Division:
Construction Materials
TATA galvanized and color coated sheet, Asian Paints and
HPCL Bitumen.
Agricultural Machineries
Shrachi power tiller, micro tiller, power weeder, tero reaper
and paddy thrasher.
SML & Hero Bikes
SML trucks, buses, pick ups and Hero bikes.
Household Items
Kent water filter, Walton refrigerator & freezer, Monno
Ceramic and fine bone china tableware, Franke and Faber
kitchen tops, American Touristor luggage bags.

The revenue contributed by the CASH Division for three years is shown in the graph below:

25
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EXPLOSIVES UNIT

26

S

distributor. Given the challenges of a sensitive and
precarious market, the division contributed Nu.
79.39 million, a decrease of 15.20% in 2016. The
hydropower pojects are the major consumer of
explosives followed by general customers. In recent
times, the explosives market has seen a declining
trend due to competition and with major projects
coming to an end.

TCBL is an authorized distributor of Explosives product
in Bhutan since the 1960s. The division gives paramount
priority to ensure that appropriate safety and security
features are in place.
While the Explosives business contributed majorly to the
company’s revenue since its initiation, the revenue declined
for the past few years with the introduction of a second

The revenue contributed for two years by the Explosives unit is depicted in the graph below:

27

2016 | ANNUAL REPORT

IT UNIT

28

T

he IT Business was established as an independent business
unit in 2011, keeping in line with the diversification plan of
the company. The unit caters to sales and services of IT products
and additionally provides IT trainings.
A variety of IT hardware and software such as Apple, Lenevo,
Fortinet UTM, Zoho Email Suite, HP, CISCO, Walton, Microsoft,
Panasonic, Trend Micro Anti Virus, EMC Storage, N-Computing,
Trimble Solution, Dell, Konica Minolta, Brother, Samsung, HBL
and E-Procurement System are dealt by the IT Unit.
In 2016 the unit achieved new revenue record of Nu. 35.18 million
or 25.10% surpassing the earlier set record of Nu 28.12 million.
The unit aspires to grow through strategic marketing, providing
efficient after sale service and IT trainings.

The revenue contributed for three years by the IT unit is depicted in the graph below:
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EXPORT UNIT
A

s part of the company’s diversification plan and to cushion the effect of adverse government policies
like in the past, the Export Unit was created to strengthen and support export businesss in April
2015. Stone is the major product exported by STCBL to Bangladesh.
In 2016, the Export Unit achieved a revenue record of Nu. 26.99 million over 2015 which was Nu. 8.5
million. The revenue improvement of 217.52% was mainly driven by factors such as increased number
of importers, mining sources and reliable transporters in the current year. The STCBL Liaison Office in
Dhaka, Bangladesh, provides support and collaborates with the Export Unit for ease of business.

The revenue contributed for two years by the export unit is depicted in the graph below:
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Auditors Report
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Head Office

Phuentsholing, Bhutan
Toll Free # 194
EPBAX: +975-252514/252880/251028/252332
FAX: +975-05-252619,
Email: info@stcb.bt, URL: http: //www.stcb.bt
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