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01   BLUNT VERDICT FIRST

71 / 100 : Selective Positive
Wealth First is a 33-year-old, founder-led mutual-fund distribution house that turned a fixed-income brokerage

in Ahmedabad into a B2C wealth advisory with Rs 13,647 crore of assets under advice (June 2026), and it

did it without debt, without sub-brokers, and with 74% of the equity still in the founder's hands. The

economics are unusually clean for a financial distributor: roughly 97% of revenue is recurring trail

commission, operating margins run 65-80%, ROE has sat in the high 20s to 40s for five years, and the

dividend has been paid every year since 2017. The prop-trading book that once made earnings lurch (one

negative-revenue quarter in Q4 FY25, one ~90% PAT-collapse quarter in Q3 FY26) is being wound down to

zero.

The rating stops at Selective Positive for three honest reasons. First, the July 2026 WFAPL acquisition is a

related-party transaction: a Rs 102 crore valuation on an entity where the founder holds a beneficial interest,

bought partly with a share swap. Second, scale is modest: Rs 13,647 crore of AUA and 33rd in national MF

distribution, against peers like Anand Rathi Wealth running multiples of that. Third, the float is thin: 74%

promoter holding plus near-zero institutional ownership means the market barely prices the stock, and at Rs

837 it sits ~32% below the 52-week high. At ~26x trailing earnings against peers at 32-76x, the discount is

real and mostly earned. The selective part: this is a buy-the-dip-on-a-clean-business story only for investors

comfortable with a thin float and a founder-centric board.

Rs 837.00

Reference price
NSE close, Oct 8 2026

Rs 892 cr

Market cap

Rs 13,647
cr

AUA (Jun 2026)
(+8.6% YoY)

Rs 38.3 cr

FY26 PAT
ROE 28.9%

Rs 750

FY2029 bear

Rs 1,650

FY2029 base

Rs 2,600

FY2029 bull

~26x

TTM P/E
vs peers 32-76x

02   SNAPSHOT: WHAT WEALTH FIRST IS
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Item Detail

Founded Origins 1992 (Dalal & Shah Fiscal Services); incorporated Apr 16 2002

Listed NSE SME Emerge Mar 30 2016 (Rs 50 issue); main board Jan 20 2021

Business B2C mutual-fund distribution and wealth advisory; ~97% trail revenue

Scale AUA Rs 13,647 cr (Jun 2026); 21,986 clients / 6,967 families; ~81 employees

Economics Operating margins 65-80%; ROE 28.9%, ROCE 37.7% (FY26)

Balance sheet Zero debt; long-term investments Rs 120 cr; dividend every year since 2017

Ownership Promoters 74.04% (Jun 2026); zero pledging; near-zero institutional holding

New verticals
Lakshya AMC (SEBI approval 2026); Wealthshield Insurance (Jul 2025); WFAPL

deal (Jul 2026)

03   FOUNDING STORY: THE ENGINEER WHO CHOSE BONDS

Ashish Navnitlal Shah is not a finance insider. He is a mechanical engineer from L.D. College of Engineering,

Ahmedabad, who joined Hindustan Petroleum in the late 1980s, selected as one of roughly 40 engineers

from ~20,000 applicants, and spent about eight years across petrol pumps, airports, sales, marketing and

operations. After the 1991 liberalization he resigned in 1992 and founded Dalal & Shah Fiscal Services in

Ahmedabad from a 12x10 ft office with three team members, whom he says are still with the firm 30-plus

years later.

No sub-brokers, no franchises, just us. Empowering clients with simple, transparent financial solutions.

Wealth First, FY25 annual report

The contrarian niche was fixed income, not equities. Shah's logic: 85-90% of Indian household wealth sat in

safe instruments, yet almost no advisor specialized in them. Early clients were institutions: corporate

treasuries, cooperative banks, pension, gratuity and provident-fund trusts, family offices across Gujarat,

Rajasthan and Madhya Pradesh. The firm became one of the first in Gujarat to structure Rs 1-crore bond

deals, sell zero-coupon bonds, and act as market-maker for UTI's Unit 64.

The pivot came around 2002, when a treasury client's CFO asked why the firm did not manage his personal

money too. The center of gravity shifted from institutions to families (~80% individuals by FY25), and the firm

built a dedicated Relationship Manager model, unusual for the era: eight RMs in Ahmedabad when almost

nobody ran an RM practice. The differentiator persists: Wealth First almost never hires experienced RMs

from competitors; it recruits fresh graduates and trains them two to three years in operations, compliance and

culture before giving them client relationships. The 2016 SME IPO (Rs 8.4 cr at Rs 50) made it the first

independent financial advisor practice to list in India, per the company's claim.
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One caution: this is not a fee-only advisory. The economic reality is trail commissions, about 97% of revenue per the FY25

investor presentation. The RIA license exists through a separate legal entity as SEBI requires, but the money is made as a

distributor.

04   WHAT IT SELLS AND HOW THE MONEY IS MADE

The core is mutual-fund distribution sold directly to clients: no sub-brokers, no franchisees, a pure B2C

model. Around it sit direct bonds (taxable and tax-free), treasury bonds, direct equity, PMS including an

index-based PMS for US and Canada NRIs, pension products, fixed deposits, demat and depository services

as a CDSL DP, plus advisory services covering strategy, asset allocation, tax, retirement, treasury

management and inheritance planning.

The flywheel is trail commission. Trail base revenue grew from Rs 31.6 cr in FY24 to Rs 49.8 cr in FY26, and

Rs 12.3 cr in Q1 FY27 against Rs 14.3 cr of total revenue. As AUA compounds, trail revenue compounds with

it at near-zero marginal cost: the company adds families per RM, research and processes are centralized in

technology, and the cost-to-income ratio, elevated during the expansion phase, is targeted back under 30%.

The trading-book wrinkle, handled honestly

Aggregator sales figures for FY22-24 (Rs 1,479 cr, Rs 882 cr, Rs 1,974 cr on some screens) are gross

booking of the company's own bond and equity trading book, not operating revenue. That book is why FY24

other income spiked to Rs 12.6 cr (flattering PAT) and why Q4 FY25 was a negative-revenue quarter (Rs -3.3

cr consolidated) on MTM losses. Management wound the equity trading book down to zero in FY26

specifically to remove this volatility. Read FY24-25 headline earnings with that caveat.

New verticals extend the flywheel into manufacturing and cross-sell. Lakshya Asset Management, the

mutual-fund AMC (SEBI final approval in 2026, led by the founding trio of Benchmark AMC), converts the

distribution pipe into product manufacturing with three NFOs planned in twelve months. Wealthshield

Insurance Brokers, licensed as a direct broker by IRDAI on July 10, 2025, cross-sells life, health and motor

insurance to wealth clients. The WFAPL acquisition adds a Mumbai AUM base. None of the three has an

earned track record yet; that is the FY27-29 exam.

05   GROWTH TRAJECTORY: RS 1,000 CR TO RS 13,647 CR OF AUA

Milestone AUA / scale

2017 ~Rs 1,000 cr MF AUM

FY24 (Mar 2024) Rs 10,114.5 cr total AUA (+25%); MF+PMS book Rs 4,488.4 cr (+44%)

FY25 (Mar 2025) Rs 11,623 cr (+15%); trail-based AUM Rs 5,386 cr (+20%); net sales Rs 386 cr
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Milestone AUA / scale

Q3 FY26 (Dec 2025) Rs 12,858 cr (+8.1% YoY)

FY26 (Mar 2026) Rs 12,157 cr (+4.6%; market correction compressed growth)

Q1 FY27 (Jun 2026) Rs 13,647 cr (+8.6% YoY, +12.3% QoQ)

Client mix is now ~80% individuals and ~20% institutions, down from nearly all-institutional in the 1990s.

Clients grew to 21,986 (6,967 families) by June 2026, up ~5% YoY. The company ranks 33rd nationally in MF

distribution. The playbook: referrals are the single largest source of new clients; investment-awareness

programs and corporate seminars replace product-selling marketing; client education happens before the first

cheque is accepted (expectation alignment that kept net inflows positive even in difficult markets); and

technology centralizes research so each RM carries more families.

06   FINANCIALS: A LUMPY HEADLINE, A CLEAN CORE

Year Revenue (cr) Trail base (cr) PAT (cr) EPS (Rs)

FY22 31.2 ~30* 18.9 17.7

FY23 29.5 n.d. 13.8 13.0

FY24 67.0 31.6 42.7** 40.1

FY25 60.1 58.3 34.2*** 33.1

FY26 68.4 49.8 38.3 35.9

Q1 FY27 14.3 12.3 10.4 9.8

* Estimated. ** FY24 PAT flattered by a Rs 12.6 cr other-income spike (vs Rs 0.6 cr in FY23), a one-off gain. *** FY25 PAT
depressed by Q4 FY25 proprietary-trading MTM losses (negative-revenue quarter). Revenue = revenue from operations,

company-reported.

The clean read: strip the trading noise and the business is a steady compounder of trail revenue, with

FY22-26 revenue CAGR ~21.7% and PAT CAGR ~19.3%. Operating margins (screener): FY22 75%, FY23

65%, FY24 83%, FY25 78%, FY26 76%, TTM 68%. Q1 FY27 revenue of Rs 14.3 cr was down 42% YoY only

because the June 2025 quarter carried elevated trading income; PAT was Rs 10.4 cr (-35% YoY) while trail

base revenue held steady at Rs 12.3 cr. Q2 FY27 had not been declared at the time of writing.

07   UNIT ECONOMICS: THE COMPOUNDING ANNUITY
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This is a near-zero-COGS business: no inventory of products, no manufacturing, no credit book. Operating

margins of 65-80% are structural, not cyclical. The unit of economics is the family: 6,967 families generating

Rs 49.8 cr of trail revenue in FY26, roughly Rs 71,500 per family per year, with incremental families adding

revenue at a marginal cost limited to RM compensation.

28.9%

ROE, FY26
(3-yr avg ~33%)

37.7%

ROCE, FY26

65-80%

Operating margins
structural, not cyclical

~97%

Revenue from
recurring trail
commission

The risk in the model is the mirror: a prolonged bear market or a SEBI TER cut compresses trail yields, and

revenue falls without any cost lever except headcount. The 12-14% market correction in FY26 compressed

AUA growth to 4.6% for the year despite Rs 386 cr of FY25 net sales: a live demonstration of the beta.

08   BALANCE SHEET, CASH FLOW, CAPITAL ALLOCATION

Fortress balance sheet

Zero long-term debt in every year of the record. Equity Rs 150.5 cr against total liabilities of Rs 29.5 cr at

FY26 end; long-term investments Rs 120 cr. Free cash flow is genuinely positive: standalone FY26 CFO Rs

72 cr, FCF Rs 71 cr on the trading-book unwind. Dividends every year since 2017 (payouts 34-51% recently,

minimum-30%-of-PAT policy). No bonus, split or buyback in FY22-26; no public fundraising since the 2016

SME IPO.

The capital-allocation test ahead is the WFAPL acquisition (announced July 1, 2026): Rs 102.15 cr equity

valuation for a Mumbai wealth firm, 51% bought for Rs 52.1 cr (Rs 40 cr cash plus a Rs 12.1 cr share swap)

by December 2026, the remaining 49% in 2029 entirely via share swap at the 2029 valuation. WFAPL did Rs

17.91 cr turnover and Rs 6.04 cr PAT in FY26; combined AUM is ~Rs 9,000 cr with a stated five-year target

of Rs 20,000 cr.

The related-party wrinkle

Founder Ashish Shah holds a 10.62% beneficial interest in WFAPL, and the shared "Wealth First" brand plus

promoter-group shareholder entities (Oraculo, DSFS, Wealth First Commodities) mean the deal's

arm's-length character will be judged in the FY26 and FY27 filings even with the independent valuer cited. An

ESOP pool of 3.5 lakh shares (~3.3% of the 1.07 cr outstanding) was approved in August 2024 with NSE

in-principle approval in November 2024; no options have been granted yet, so the dilution is coming but not

here.
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09   COMPETITION: THE SMALLEST LISTED PLAYER IN A GIANT'S GAME

Company TTM P/E P/B Mkt cap (cr)

Wealth First ~26x ~5.9x ~892

Nuvama Wealth ~32x ~7.8x ~33,935

Prudent Corporate ~53x ~15.2x ~12,900

Anand Rathi Wealth ~76x ~30-35x ~35,276

Wealth First positions differently on every axis. It is B2C direct with no sub-brokers or franchisees, versus

Prudent's B2B2C partner network and NJ India's B2B platform. It is Gujarat-rooted with fixed-income

institutional DNA, versus Anand Rathi's equity and structured-product UHNI playbook. It sells education-first

relationships rather than products. The advantage: no channel conflict, high trust, referral economics, and a

culture moat (home-grown RMs) that is hard to replicate. The disadvantage: no scalable partner network,

hence a fraction of peers' AUM; thin public float; and zero institutional sponsorship versus peers' deep

ownership.

10   STRENGTHS

• 33-year founder-led record with 74.04% promoter holding, unchanged for eight-plus years, zero

pledging.

• ~97% recurring trail revenue: a compounding annuity with 65-80% operating margins and negligible

capex.

• Referral-driven acquisition and an internally trained RM corps: a culture moat competitors cannot

buy quickly.

• Rising, consistent dividends since 2017 with 34-51% payouts in recent years.

• Fixed-income institutional DNA: disciplined risk behavior; "100% client wealth protection" claimed

through 2008 and the NBFC crisis.

• Self-funded platform expansion (AMC, insurance, acquisition) with no public dilution so far, and the

prop-trading noise is being wound to zero.

11   WEAKNESSES AND RISKS

• Scale: Rs 13,647 cr of AUA is a fraction of the listed peers; 33rd in national MF distribution.
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• Float and liquidity: 74% promoter holding plus near-zero institutional ownership leaves a thin public float

(~25.85%).

• Key-man risk: the firm is Ashish Shah; family members hold executive roles.

• Related-party complexity: the WFAPL acquisition (founder beneficial interest, shared brand) and a

promoter-group shareholder ecosystem.

• Market dependence: trail revenue compresses in corrections and under SEBI TER-cut cycles; FY26

showed the mechanism.

• Execution bandwidth: an ~81-person team launching an AMC, scaling insurance broking, integrating a

Mumbai acquisition and targeting Rs 20,000 cr AUM in five years, all with no earned track record.

• Receivables spiked 87% in FY26 (debtor days 36 to 40): a watch item on a distribution business.

12   MANAGEMENT AND GOVERNANCE

Founder-MD Ashish Shah and Executive Director Hena Shah run the company, with independent directors

Harish Gandhi, Devanshu Mehta and Rajan Mehta. The positives are strong: no promoter selling in eight-plus

years, zero pledging per annual SAST declarations, zero debt, voluntary listing framed by the founder as "for

accountability," survival of 2008 and the NBFC crisis with client wealth intact per the company timeline, and

no known SEBI enforcement action against the company.

The flags are yellow, not red, and they cluster around proximity. The WFAPL acquisition is a related-party

transaction at Rs 102.15 cr valuation with the founder holding a 10.62% beneficial interest, disclosed as arm's

length with an independent valuer. Independent director Rajan Mehta is simultaneously a co-founder of

Lakshya AMC, which Wealth First sponsors. A young family member is Chief Compliance Officer. None of

these is a conviction on the public record; all of them are reasons to read the FY26 and FY27 related-party

disclosures carefully rather than assume.

13   VALUATION VS PEERS

At Rs 837.00 (October 8, 2026): TTM P/E ~26x (screener TTM EPS Rs 32.22), P/B ~5.9x, EV/EBITDA

~24-25x (debt-free, EV near the ~Rs 892 cr market cap).

Wealth First trades at a deep discount to every listed peer on both earnings (26x vs 32-76x) and book (5.9x

vs 7.8-35x). The discount is mostly earned: peers are an order of magnitude larger, institutionally owned, and

institutionally researched, while Wealth First has a thin float, a related-party acquisition in flight, and earnings

that only recently stopped being distorted by prop trading. The bull case for the discount narrowing: the

trading book is now zero, the AMC and insurance verticals add optionality without dilution, and Rs 13,647 cr

of AUA compounding at industry tailwinds converts into trail revenue at ~80% margins. The bear case: the

discount is the price of illiquidity and governance proximity, and it stays.
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14   FY2029 SCENARIOS (INR)

Built off FY26 PAT of Rs 38.3 cr; ~1.07 cr shares (1.10 cr assumed post WFAPL phase-1 swap dilution);

trail-driven economics; assumptions explicit.

Bear: Rs 750 Base: Rs 1,650 Bull: Rs 2,600

AUA CAGR FY26-29 ~7% ~16% ~27%

FY29 AUA Rs 16,700 cr Rs 21,300 cr Rs 28,000 cr

FY29 PAT Rs 42 cr Rs 67 cr Rs 88 cr

FY29 EPS Rs 38 Rs 61 Rs 79

Exit P/E 19x 27.5x 33x

Bear: SEBI TER cuts compress distributor yields; AUA CAGR ~7%; PAT CAGR ~3%; the WFAPL integration

drags and the AMC fails to launch on time. Base: AUA CAGR ~16% (WFAPL consolidated, market

appreciation, steady net inflows); PAT CAGR ~20% on trail operating leverage with cost-to-income back

under 30%; modest exit premium to today's 26x for a de-risked earnings base. Bull: AUA reaches ~Rs

28,000 cr as the AMC scales and the five-year Rs 20,000-cr combined target is met early; insurance

cross-sell contributes; the market re-rates a proven multi-vertical platform. Base-case Rs 1,650 is ~1.97x the

Rs 837 reference over three years, roughly a 25% IRR before dividends. The one-year -30% drawdown to

~32% below the 52-week high is what creates the entry.

15   WHY IT MATTERS

Wealth First is the purest listed play on India's retail financialization that nobody institutionally owns. The

industry tailwind is real: SIP flows, the shift from physical to financial assets, and a distributor economics

model where AUA compounds and the distributor clips a trail. The company's specific edge is cultural, not

technological: a home-grown RM corps, education-before-investment, and a founder who has not sold a

share in eight years. At 71/100 Selective Positive, the verdict is: the annuity is real, the price is reasonable,

the float is thin, and the governance proximity needs watching. Back the compounding, verify the

related-party deal, and size for illiquidity.
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