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Ladizs and gentlemen, pood day and weleome to the CCL Products India Limited 31 FY 18
RBesults Conference Call hosted by Mirmal Bang Equities Private Limit=d. As a rerminder, all
paticipant lines will bein the listen-only mode and thees will be an oppormnity for you o ask
questions after the presentation concludes. Should you need assistance during the conference
call, pi=ass signal an operator by pressing ™% then "07 on your toich one telephone. Please note

that this conference is being reconded.

I now hand the conference over to Mre. Abhishek Navalgind from MNirmal Bang Bquitizs. Thank

Vol and e e B VoL, Sir

Gond morning everyone. On behalfof Nirmal Bang Institutional Equities | weloone yvou all on
1] FY 18 earnings call of CCL Praduets India Limited. Se, from the managenent side we hawe
with us Mr. Srishant — the hanaging Director, the new CFO of the company — bMr. ¥, Lakshmi
Maravana, Ms. Sridevi — the Company Secretary and br. P 5. Rao — the Consultant Company
Secretary.

So wi thout wasting b we will stact with the opeong remacks from the management and then

we will open the flodr for (JEA, Ower i Yo, sir.

Thank vou, abhiskek. | wanted e Girst intreducs br. Lakshmi Naravana he is the CRD has just
taken charge. He has moree than 30 wears” eXpediencs in the finance ssotor and multiple
industries. He has worked in India and abroad as well. 50 we are welcoming him on board

Thank yon.

And coming to the performance of the company, the company has achizwad a menaswer of R
29477 cromes Tor the first quarker of 2013-19 as compared to Rs. 24931 cromes for the
corresponding quarter of the previons year. And the net profit s Rs 3346 crares as against Rs.

2703 crores.

The EBITD# is Rs. 63.48 crores and the peefit before tax is Rs. 534,19 crores. Ye can po in for

the question 5 now.
Thank you. e will now begin the question-and-answer se55ion.
The first question is from the line of lignesh Kamani from SMO. Please go ahead.

Sir, in the third quarter where Yietnam contimead to eeport wery strong margin, S, 151t purely
becanse of product mix or now with the agolomeration capaci v on board and the existing client

alsoramp up in the Yietnam, this Kind of margin is reasonable tr the ol vear?

M, se=itis bacanse particular orders that we had exacubed in this particilar quarter wers more

profitable Jignesh, as you alpeady know we work on a wearly basis and not quart=rely basis. Our
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custorner mik also, itdepends. Onee ina while they may place an order in Quarker 2 o {narter
I or Quarter 3 or Quarter d. 5o in this paticnlar case we had meme peofitable contracts being

execubed in QJuarker 1.
So for the fll year what Kind of margin ¥Vietnam cperations can give?

It is more or l2ss similar marging as what we ot last wear, It is only betree ubilization will be

there in this wear.
In Yistnam operations continue 1 think this is the fifth year we completed Yistnam?
ey, that is correct,

s per that we can say this teeaty | think after five year we oome inte the 50% tax bracket. So

anyclariby from when we will start paying Lax in the Vietnam?

Regarding the tax part thees are certain pedsn sions or certain inkerrptions Which hawe been done
b the podeern ment that may makee us 2ligi be for an exeEnsion in @x benefitas well, 5o weam
exploring thess options from with the tax departrreent and (T that is the caze, then this tax

exemphion Wil contine for a litthe longer.

In Viztnam we menticrad that we are trying b increase o0r capacity by 2,300 by line balancing.

By when ipwill et commissionsd?

In ¥istnam this will take place in next financial wear. We have not placed the order for the
equipnent or anything yet. Yoo are still in the initial stages. Seretine during next financial wear.

W have not fimed the date yet.

Thank wou. The next question is from the line of Karan Sharma trom Keadent Capital. Please go
ahezad.

As vou had mentionsd in the Last call that for the demestic business, the person Whe had taken
oiner they are rying to build the business again from scratch, o Yo ars putting upa new stratepy,
soany odlor on the demestic business like for the mext theee ears how much rewenues are you

targeting and what areas are ¥l lookKing at =xploring?

Yes, it is not as if the bailding =werything frem scratch. To an extent what they are doing is
making & lot of changes from the Way that we were operating, in the past. In fact last financial
year, ore of the first things that the =am had done is that revigse the margin strocmee. They hawe
increased the MEP of our products, they have al s intreduced rew offers in the market and

things hike that and with the additienal margins they are reinvesting in brand bailding.
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So ATL and BTL adwertising has start=d on a regional level. 5o their target for this wear also is
b increase the sales from RBs. 46 crores what we did last year o about Bs. 100 croees that is
prajectad in this wear. One of the ways that we are al sotarpeting o achiews this growth is by the
introduction of new products and new product cat=garies that we haine not done in the past. We
hawe just dene acouple of instimticnal trials and atter stabili zZing our prodocts and prodoct mis
we will ke intreducing some new products from next manth enwards. That includes Remizes, 3
in 1, Boast and Ground Coffess, Chicory Coffee Bends all thess things will ke done in next

mnth.

One mare thing, The product that we have is very good bub if | see that the chanrels that we
hawe for s2lling this, mostly are from the eoommeros channel, soare you =% ploring the tradi ticnal

mizdern stores o the normal Kirana shops alse for oure product

Yes, actmal ly we are present in almost all the steees in South India, Our carment focs is enly in
AP and Telanpana, Yewill b2 expanding to Karnataka and Tamil Nadu as well during this wear.
Cine fact is about 75% i 80 % of the coffee sake in Indiais taking place in these foar stabes. 5o
olr targetalse s o focns on these four states fiest and in ether regicns we will malke cue products
present bt our focns 15 net really to do a lot of promotions and activiti=s in other arsas right

Nov.

Thank sou. The next question is from the line of Nitin Gosar frem Invescs Mumal Fund . Please

o ahead.

Just wanted to understand the natuee of this profitable contract which yen mentioned. 1s it moee
to deo with the highere portion of freeze-dreied o is it moee toda with the natues of the contract in
terrs of the time dueaticn, if there are shoeter, short duration contracts you will end up doing

e profitor isitmees todewith the RMHS ? How should we w22 thi s more profitable contract ?

Mo, see this is sorrething which ©othink | have almady explained before. See the ranpe of
custorneres that we hawe we are nmally working with all long-term cnstomeres whe buy larger
volwres, O of these customers we hawe, some customers whe hate mayke 3 or & different
praducts in their product mix. They may buy 100 tons of highee margin prodocts, they may boy
300 tons of lower margin products from s, 5ot is depending on the specialty natuee of that

particular product that the customer needs, we supply b them,

YWhatewer production planning and scheduling that we do, we doit again on a vear-to-year basis
Al the Bepinning ofewery financial wear we do oure estimabe for that pacticular year based on the
repeeat orders that we haee. It is the quarted ¥ execution is something that we de not focus on at
all, which is alse one of the reasons why vou will e that there has been a lab of quarterly
fluctiaticns in the company but wearly targets we are still mesting. Last conference call al so
thers were o of surprise questions saving that we did not expect Quarter 4 b turn cut bo be the

way it did. But that is sorething that we had projected from day one.
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And sir, we need e hold ente to oue gnidance of 10% o 20% profit growth for By 197

Yei, as of now 10% 1o 20%. We might have a revised update afber the new plant is

commissicned

Okay sir, in termsof Indian operaticons the strong tep line grewth wetld alse mean it is part of

the gnidancs or is ita positive surpeise that we shanld be looking atit?

M, itis part of the gnidance bacanse we are right now still executing some contracts which were
entered inte mavke & or 7 months ape. 5o the r@w maberial s that we had procuesd alse was much
higher than what it is going to ke for the rest of vear, There will bea significant decrease in raw
material prices from met quater ortards. Bacanse of the falling areen coffee prices when wou
buy the coffies, by the tire it gets delivered it takes mayvbe ewen 2 1o 3 months. 52 you would
not s the impact immediately in the numbers. Last years higher numbers aee still gething

reflected inthis quarter as well.

Cine |ast question with regard to the order book. Where de we stand? | think arcund dth quareer
we menticned that we are at 80% 1o 85% on arder book for FY 197

Yoeu, 5o | think we are moee or less towards around 70% to 73% right notw.

I wanted tounderstand the global seenane in terms of demand supply mismatch, in teems of
spray-dried and freeze-dried? | think semewhers in past calls vou did rmrenticon that thers has
beeen exmeess supply and because of this marging hawe come under peessure in spray-dried. Has

thepe been any changs in that particul ar scen aric a5 of now?

dctally, as taras the global demand and supely i s conoernad the demand 15 growing atthe same
rabe of 2.3% 1o 3% plobally. #s far as the supply is concermed, to ke frank there is more than
50% ewomss production capacity that s available in the world  You hawve murerons
manufacturers with spray as well as now freeze-dried capabi lities, s> theee is no shortage of
potential supply. The reason that we have been able b graw inoa sstematic and cons stent
manner i s bacangs ore we hawe the right marketing coll aborators in diffierent geooraph ies, e
we have & wider range of product miw that no one 2lse in the world can offer, three we ar

keeping our BE&D o oursel s

S whateier 15 the Research and Deweloprment that we are doing we are keeping this as part of
ol in-house techno opy and we have now created more than 1,000 Blends in ar portfolic, 5o
all these factars comibined 15 enabling s to continie ke groW® eac-on-wear. This 1s the sare
question that we have been asked 3 vears age and it is the same question that we are petting
astoed now as welland it is fair enough bacanse people find itvery hard to belizve how comre we

are the only exoeption which is there in the market.
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That is becanse one, we have had first mover advantage also and o be frank this is somrething
that | hawe menticned before alse, We are notexpacting this Kind of a potential velure growth
Lo Ccon i ne in perpeini ty. Yo areexpecting that oier the next 4 w5 vears thee is going 1o be a
declire inour B2B business Which i3 alioone of the reasons why we are focusing on the branded

business more agpressinel v starting with domestic mardeet

Thank you. The next question is from the line of Gagan Thareja from Kotalk Investment ddvisor.

Please oo ahead.

Is it possible o understand the exped incentives figaee for the quater?
Itisabout Bs. 8 crores that was booked in this quarbee.

Okay, wersus 10) of |ast wear would have been how much?

Last wear we did not book any inosntive,

Okay, and the US Goernment seems to hawe drageed the Indian gowernment o WO e the
export incentives that are weed by the Indian Government and 1 do nat Know what is the stats
on that mattee bub what do yon foresee a5 a possible path for the expoet incentives that are

available & you right now?

Woell, as of now what the gowernment 15 saying is that at lzast the official response to the ¥WTO
has been that by 2020 they are going to remate the Sxport incentives bub considering that the
elactions are coming up and all this is happening, the poermment is alse focnsed on increasing
eEpirts incentivizing eXporters, so we do not see a change happening overnight. Mayhbe the
change might take place oeer a period of tire.

Cine fact that we hawe 1o keep in mind is today the =xpoet incentiwe is bailt inte the price of all
the prodncts that have been exporctad from India. So, any manufachirer whe is sippving from
India, they are factoring this in and then they are supplyving. Ithees is a remodal of incentive,

there 15 accordingly proportionate ¥ at (sast o an exbent the price is the sale price is alse likely

o gt impacbad.

But wonld that nat be determined by the fact that thees 15 an exesss sapplyin the olobal markests
and thepsfore Yo r abdli iy o price all the change i nex port inoentives might be determinad by the

competiters” scenand in the market?
Yoeu, but India has certain other advantages that other geopraphies do not hawe. Though thers s

excess pply, India’s nultiple advantage is for example we can import raw makedal inke the

countey without payrent of any additional duties. We can procsss and re-export. Brazil, which
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is the largest exporter of instant coffes in the world, they do not have the eption of importing

any raw material into the oocuntey. 5o we can actual Iy pive them a mn for thei e meney.

Brecanse as & cointry v can be nch moee competitive, Oure Per K production oost s are al so
|ower than what it is for them, 5o there are ol tiple sdvantagss that we hawe which will enakle

5 W remain competitive in the global scale

Okay, bat your marging might sort of be a function of the moeerent inexport inoentives o a

cartain degres?

Yes, on & standalone basis tor the India operations, ves toan extent, theee will be animpact. But
formnately for 1s by next wear we are also getting our SEZ anline, that will alseenable for the

psitive conbribution & the bottem-lire bocanse of the L% incenties

Okay, it | looks at the Yietnam or for that matker simply the conso idated minus the standal ons
performance of PE&L this year, there seems to be a sharp inerease in employes =% pendituee as

well as other expendituee for the subsidiary business. Any specific reasons for that?

For the subsidiary business maybe becanse of the increase in volwmes that could be one of the
reasons as well. The number of people for packaging and other areas we wonld hawe uhilized

e number of people thees,

Okay, soitis all in line with the sak=s prowth in your opinien?

b=

Okay, i5ital s possi ble to get the debt and the CAPEX figures tor the wear?

For this wear, the Bs. 300 crores inwestment that we were tal king about will ke completsd. dnd
thers is no ather farthee CAPEX that we are planning for this financial year. | think we hawve
almeady spent arcind Bs. 230 crores in the project till date. Sothe balancs Rs. 30 crores al soowill
b spen tduring this financial year.

Olkeay, and what 15 the debt position, gross debt on books as of now?

About Rs. 160 crores is the long bermdebt that we havee incurred for this propect. Apart fromithis
project the company is debt free. Yietnam is debt free and India cperations for eXisting Tacil ity
1458l 50 debt free,

And what conld be the cost of debt for this long-term debt that yon hawe ?

Cue cost of debitis it 15 arctind 5%.
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Olkeay, aleight and it yon conld maybe give some insights into the net working capital simation
for the company neW in terms of receivakles and payables? 15 the lenp-term credit eredited oris

there any change?
Iwill ask our CFO Lo just answer this.

Sathe receivables and the total current existing liabilities position it remains the sane what is
there on 315t March. March position conti nes =ven Tune alse bacanse the valwre of business

that wee are conducting is in the similare line of the (4 and Q1 of this year,

Thank vou. The next question is frem the line of Akhil Parskh from Elara Capital. Please go
ahezad.

My question 15 on the rew freeze-dried unit. any turther oolor on this, should weexpect a built

inany numbers, velune numbers for this BY 19 from the new unit?

dlkhil, we are not factoring anything in fght now because the plant as we had menticned =arlier
was sipposed toceme anline by September of this year, so the aquipment install ation i5on track.
W are planning and starting our frial prodoction in Quarter 3, and becanse this is a green field
praject ibwill take sore b for the production be pet stabili 2ad, and after that we hawe o oo in

for customer approvals.

S0 the approvals, when the approvals are poing B corre is sorrething that is right new wncl=ar
for us becanse it depend s onvariols other factors as well, which is the main reason why we have
not given any projections tor this ear assuming comnercial production. Definibely next year
we will ke incommercial production. YWhether we will start this vear this financial wear or mext

wear we will know alittle later down the line,

Gotit, 5o if for examiple ifwe dondt hawe any volumes in FY 19 and the raw mateeial pricss ane
going down s am Dinterpreting it oorraect that the top line for FY 19 can stay flat or =ven decline

ascomparad te FY 187

Mo itis nat likely b decline. Top line also we are w2eing maybe appromimately a 10% grewth

b bwveen ©% to 0% 15 what we are se2ing on the top line basis.
#nd that might be becanse of the product mis?

s, not onl ¥ product mis but becan se of the decline in prices as well. Like Quarter 1, we hane
seen & 20% i nersase compared te Quarkee 1 of last year but poing forward, the lower geeen coffes

prices everything is poing to get reflacted in the financials.
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But will notthe realizations drop iTthe raw material prices godown and the margins willi mproe

but?
es, it will. Bealizations will drop.

Okay. Second question i5 on the tan guidanos, ¥We had 24.4% as apainst 29% for same quarter
last wear. For tear wonld we be able to get some tax gnidance?

This will be noee o l2ss along the same lines as last pear. There might be a shight imprasement

becanse of this Yietnam Lax exempticn.

Okay and one |ast question with regards o the discounting rate. Sinoe few quarkers you hae
been menticning that we are trving to build aur product B2C product on par with Mescate and
Bru. But | still s=e some kind of discounting peing on in Amazen like for exampls 400 grams
packet is sold at Bs. 470 of CCL as again st Mestle which is sold at 1,000 prams at Bs. 1,800, 5o
ours 15 Ra 1,200 per kg and theirs is Ry, 1,800 per kg 5o the discounting is still these which we

hawe been menticning that we will be bringing it on pae last few quarbers. 5o any color on that?

Yes, one s the MEP has been made on par with the brand beaders. The reason apain for the
discainting 15 21rs 15 a new product. We have toincenbivize custormers b by e products ont

at l=ast onoe and this is the reason as an introductory offer we have provided thess diseoan ts.

Mot only here ven in super markets there are certain areas we are Qiving buy ene, oot one fres
but what | do undeestand in the next conple of menths itsIf that we are going o stat reducing
the offers from buy one get one they are piving a smaller pack frese and evenmally oier a period

of timre this will alse reduce.

Gotit and it 1 can just squesze in one moes question, last quarter ve had mentioned about one
of the US FMOG brand whe s2lls coffes in a big way and we might 22 some tiaction coming

from that particular company. any light on that?

Mot EWCG brand, okay sowhat has happensed in the US s one of the largest conglomeratad and
packing units in the US s shatting down this $ear. Sothees s a transibion that peoples are looking
at, looking at alternative suppl ers. Most of that bBisiness was earlier being done by Brazil, the
bage product was being manufacmeed in Brazil and now Brazilis again going to be able to supply
the fini shed product to moest of these people.

But a certain percentage of the business is petling transitionsd 1 a Yietnam facility as well. The
same company they have approached us, they wanted to have a te up with us as well so frem

Wietnarm we are poing to be supplying e them.

How much watld ke the quantum?
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This vear | think it is about 400 tens, SO0 tons will be the e,
Thank you. The rextquestion is from the line of Tignesh Kamani from GO, Please oo ahead.

Incrementally any color fram the US on you can say in berms of adulteration of coffes from
Brazil and Mexico. They already vl can say form the law, bat any implementation, are they

going strict?

Mo nething The lobby over there 15 wery strang, both the brandsd ssgnvent as well as the
unbrandsd seprent both are fighting against the implermentation. Official [y the @ s in fores,
but there is no laboratory in the US that has the capability of besting for purity <f the coffes
which i3 the bigoest problem.

S for next one o W year is there any chanos that it will get you can say imposed or it will

remain asitis?

S bo b frank it can hap pen cvernight al 5o becanse the government itwelfis such thatif they feel
that they want & implament serething theycan and bacanse the law has already been enactad,

they can =asily implenent i mmedia el y,
But on the pround we are not se=ing Yol can say any deweloprrent as of now?
Mo, nothing,

Thank wou. The next question is from the line of Sneha Talreja from Bdelweiss Financial . Pleass

o ahead.

The green coffee prices hawe fallen but we hase not seen any impactin the pevenues. 5o basically
the question was it WU are saving that the green coffee prices have fallen o they may further
fall s> what 15 the revenne expectation sie, wdeally they shonld fall o what is thei e expectation,

it sheuld remain betwesn 10% o 20%7

Mo, ol revenne oF pectation s between % o 10%. One of the masons why theee s a revenue
grenwth inthis parcticilar year s bacanse one, oir volumes havee gone up significantly more than
what we havee done in Cuarter 1 of last wear and two, becanse the green coffes pricss are on a
downward trend. Sorre of the moee expensiwe coffees or the contracts are being executsd in this
paticular quarter. That is the reasen and this particular quarber we hawe wen an abnormal

INCrEASE in mrndeer.
Sir, how much would be the fall in green coffes prices on a year-on-year basis?

Al mest about 15% te 20%.
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Oleay, can yan =ven give the wlure inceease in the caeeent quarter maybe for Indian®

Wolume increase is sornething that we are not given an exact number it is approXimately arcund

30% i 5 what we hawe increased
That iscombined of bath Yietnam and India operations?
Yes, both combined

Sir, just toadd one question frem my side, Rohan heee, Just one on a previols question taking it
forward, wou mentionsd that one of the US large st conglonmerated coffee plaver 15 exiting from
the business and as of now Brazil is the sobe supplier to therm. 5o how big an opportunity itcan
be and the custemers in the US which are right now procuring from Brazil, are we already

connected e therm and are we al ready suprlying to them, so we can leverage on this situation?

Yes, we are already connectsd o them, we have been supplying b them small selumes in the
past, now becanse of this transition they are talking b ws about buying some more volumes. Te
bee frank they want o continae with Brazil bacan g they have multiple advantagess, shoeter lead
times, and the lack of repulation s as well, s all these things ars working in their faver, IF thees

154 changs in law then antomatically we will bacome the preferred suppler liberal Iy oernight.
Bul that is subyect to changs in law?
Yozi, that is subpect o presentation of the law.

Sir, justone more last question frem my side, that ¥ou menticned that asin leng k2emlilbe abont
theoe to four years the volume growth of the company is likely o slow down on a consistent
basisorthe stuctueal growth which we haiee seenin last theee to four y=ars that may come down.
Sowhat number deyon g2 that what will be long term growth sustainable foe the company atber

thres to folr years?

S for the newt three, four wears betwesn 10% to 20% is the volume growth that we can sustain,
bt atber that itis likely tooslowly start coming deswn becanss it you are al ready at say 43,000
tons or 30 C00 ton 5 producticn capac Iy, very wear growing by 3,000 tons 1o 6,000 tons is going
b ke w2ry ki g challen gz

Becanse of that it has increased so much?

Exactly and becanse cur marging are also more or less on a fixed basis, we will hawe o oor
current medel is just to keep inceeasing volumes, Ye haee almeady pone theough the major
gzopraphies. Keaintries ke US and all actmal 1y pan out, then ye2s the velwmre gremth s goang

b ke sustainable for a little lenger. But bottom line geowth f vou want o see it s rmoee
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sustai nable way of doing thisis threngh the branded business, which is why for the next conples

of years we are planning on fecusing on the branded business.

Thank v, The next question is from the line of Kishan Gupta frem CO Equis=arch . Please po
ahead,

So basically how does the falling green coffes prices affect wour wholesale business, the volunes

ba si cal ly?

S the falling preen coffes pricoes first thing is raw material cost contribubes toal most 70% of
olr product cost. 5o any decling in raw material prices will automatically result in a decling in

reali zation forns IEwill not i mpact the wehires atall, bat it will impact the seali zation.

I want to understand about the industey in general, s how it affects the industry welunmes

bea si cal ly?

e as far as the industry 5 concerned, the demand for coffes is grewing at the rate of 2.5% o
3% per wear. The supply side, there are moee than enoigh manafactueers, thers is more than
encugh manufacturing capabil ity which is there in the market. The reason Why we have been

able to grow disproportionately s also becanse of the reasons | mentioned earliere,

W hawe in-house technology, we have the right collaborators, marketing collaborators in
variglus pecgraphies. Thers is a lot of RE&D that we have focused on. We hawe created a wider
range of product mik. All thess things are helping s grow at a disproportion ate rate o the

i ndustry grewth rate.
dAnd what is the offect on your retail prices in India for the effect of fall in green coffee prices?

Betail prices today i be frank market eaders, there are o plavers who are there, one who is
leading the pure coffes sepment and one whe is leading the chicory coffes sepment. These are
the bee plagrers that are determining the coffes pacoes, the branded products selling price in the
market. From onr side alse, we are not the macket leader vight new. We are the third ([ ayver whe
14 there in the market. So we cannet g beyond target prices that they haiee set. 5o we have st

ol prices al se based on what they aee w21ling.

They are al 5 manutacieers Within India, they alse have aooess to the sane raw materials that
we hawe s Whabever | mpact 15 there on them, will ke theee on us. The only difference is that we
hawe sconomies of scale. Yo hawee more than double the capacity capabili e of what they hae,
which will enable us to be moee economically efficient on a per kg basis, so thatis cur biggest

advantage. B¢ our sustainabil ity will be much lenger than themeven it theme s a price war

Okay, hawe they reducsd prices basically post this fall in green ooffes prioss?
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They hawe actuall y rewised, they hae given a lot of offers in the market as well, soin away they

are passing on the banefits (o consurers.

Okay, and wou talked about valus addition, you said, sobasically what sort of value addition you

dor product wise?

Product wise, okay. So we have multiple products from products with arema, with micee groand
coffens, functional coffees, faversd coffee. The number of products o the range of predocts
that we hawe is hues including cedified specialties. There are nmltiple permutations and
combinations that we cancreate as well, and we have the only plantin the woereld that can actal |y

produes all the various quali ties from one single [ocation.

Sowe hawe customers whe want the most preminm product s and we supply trom the sare plant.
W hawve custormners who are working with a certain price target and quality parameters. We

supply e theem as well from the same Tacil ities.
dAnd how much was the RE&D spent last wear FY 187

W are not allocating the RéD as a separate unituntil last year. From next year onwands we will
be but whatewer we have invested is closer to the hine of al mest 10 million in the form of
equipnent we ars the first ones o install certain squiprents on an =xperimrental basis. We hawe
gone b other countries and tied ugy with the manufacmeers b creats new equiprents. 3o thisis
an ongding process for 15 and once we get the =quipent we commeecialize b 5ot s nat

counted as & separabe RE&D expend mee for us.

But vou talked about doing it in the futuee so what 15 the target basically as & percentage of

turnmers?

It is not exactly on the basis of percantage of Menever, based on the need we thaught we will
allocate budgets from next year onwards, from nest financial year, Ye have not allocated any
budget right now becanse it is part of the development process.

And how mch s the ¥istnam capac B now?

Itis 10000 tans.

And how much isagolomerated and othergise?

Itis about 4,000 tons.

Applomerated?

Out of the 10,000 tons up o 4000 s can be further aogloreratsd
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S 8,000 tons Yo rean D say?

M, it is 10000 tons sprav-dreied line capaci ty, for agolomeration one has to convert the spray
dried powder inte granules. sgplomeration capaci iy is 4,000 tons. 5o for 4,000 tons of the spraw
dried products has been converted inte grambes. For cur overall capacity will remain 10,000

tons. IEwill nat be denble conntad.
S does it affect your realization or Your marging with apolomeration?

Yes, if we suppl v apelomerated products to the costorreres, we are likely to et littl= higher

marging.

Thank vou. The next question is from the line of Sapar Aryva from Yhite Oak Capital. Please go
ahead,

Tust a couple of questicns from my side. You have given & midanos of Bs. 1,000 crores for

domestic busin2ss cut of this how much is frem cur own B2C brand?
For 100 crores D think we are tarpeting around 73 crores from our own brand.
And how mch ame we planned to reinieest inte adwerti sing and promation this year?

100%. W= have actally taken our projections that for the next 4 to5 years this business is not

going booontribube positively to the batiom line of the company.
S0 at what scale dees it start contributing to the bottom line?

Lintil the pint that we make o onre grewth with the segrent we do not reed that additional
contribution frem the domestic team. 5o the mandaee given to them al so for the next conple of
WeEars e st focts on bop lime growth becan = they are poing to reinvest everything in building

the brand more aopressively.

Understeod and when you spoke aboul intreducing rmare product catepories and creating a mw
category in ityelf, are vou talking about, isthis for your own Continental brand or is this for other

private label s as well?

Mo, it is for @ Continental brand. We aleeady have these products for 8 B2B =ament as |
mentioned that we are doing 3,000 products i cnstaniers aceess the woeld, bat in India we hawe
only e products that we are selling and chicory coffes bend and ene puee coffes blend. I vou
want te intraduee the wider range of products but would be appeopeiate for the Indian marksat.

Soowe are alse poing theouph product patbern. Thees is national plasers they are no® in this
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segmEnts pre-mires, thees in ane, instimtional sabes all these arsas of the right preducts that can

b I 118 efrectivel y.
Sir, what sort of capaci ty utili zation in ¥ietnam carrentl y?

In Yistnam this year we are projecting 30% ubilization as epposed & 30% o 83% a5 opposed to
| ast wear about 70%.

When can we expect Brownfizld expansion in Yietnam becanse | remember 2ader you
rrentioreed that when we reach 75% atilization in Yietnam then we will gofor anctherexpansion

Lhere?

Yes, for et financial wear we are fanning and going in for additional expansion. Ye wanted
to do ancther 4000 tons expansion with a little bt of lire balancing and the exact dave of the
expansion has not been frozen yet onoe we order the squipment we will havee this thing, bt it

wonld be at next financial pear,

And the inwestment eaqilieed for this eXpansion beapproimately 58 millien. Sie, | understand
that thers is still eveer capacityin the industry cuerently, but baee wou seen at l=ast a comparatine
inkensity especially in spray dried reducing o the past 1 year. Sie st to repeat my queshion |
want=d o understand the comparative dynamics in spraydried spacifical [y carrently even i€ vou
can threw some light on how fresze-dried the industey is operating becanse | beliewe thers is
miore competiion freeze-deied rght now as compared to last year, 5o What ame the dmamics

there curentl y?

On spray-dried al s& the competition has eased out a litthe kit in this year compared to the previcns
wear again becanse a5 1 menticrnsd =arlier one of the major plans have pone oftline and they wees
in the spray and agolomerabed spaoe bocanss their plans shutting deven like this for easing our
capacity, but there will be mew plants that are getting build alse on a constant basis. 3o both
spray and fresze thers competition as such is definitely poing to be there now and in the fumee

aswell.
The next question 15 trom the line of Mitin Gosar from Invescs Mumal Fond. Pleass po ahead.

Tust wanted clarification you mentioned that in next 3 5 wears the growth rate can still be at

10% on capacity or on volunmes?
On wolures.

That would rean we will b= hitting cur namber like say 50,000 on in foure year or fie year

dewn the line?
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es, that is correct.
What doss iEmean in k2emis of market share tod ay and then?

harket share wige today we will b2 at arcund maybke 8% or 7% in the markeet that may faether

increase o mavbe arcund $% or 10% by that tire.
Keeping in mind that the new capacity do not oome upy at that pacs?
Exactly.

The next question i s trom the line of Gagan Tharsgja from Ketak Imeestirent Advisors. Please go
ahezad.

On the damestic branded prece initial 1y one wonld hase thonght that youl are going in only for
this valuable coffes, bul now you increass basket of offerings to three in once and roast and
gronnd, 15 it possible for you to give us some dea sament by segnwent of the mareket and the
significant players ineach of these sspments and what could be wour aspirations be in sach of
these catepories maybe sormething about you know the business dynamics and procurements as

well of the catzgories?

First thing first the instant oofbes space is approXimately arctind 1800 o 2000 crores and the
theee in one sepment the premis spment isin the range of appromimately 300 to 1000 crores
beecanse this s masty in the instimtional segmhent theee s not rch data avail able over here, At
the roast and ground sepment is alse expacked o be around ancther 300 o 1000 crores. This
roast and gronnd segment today s primarily smaller regional players in south India all of them
put b= theer will oo B this numiber, but what we are focusing on the existing products we ans
not restricting curselwes to the 1800 o 2000 crores markel ¥e ars focusing on the 3000 to 000
crore entire coffes markats Which is there in India, And in this sgnent, we will al o feel that
introduci ng new products like the theee in one which is al so seble coffes by the way will help

us reach our targets faster.

Mow what ame the numberes that we aee [kely e gt we will only be able o tell yon this exactly
b the end & this wear. This whols vearitis only abot products intreduction. One ground reality
which mast people could al ready be aware of is that new product launches maree than $0% sale
when they are introduosd in the market that i ene of the reasons why we did not want 1o de
things in wery agpressive manner. It has taken ws thres vears o sestematically grow the madost
and =stablish the qualite that gets accepbed in the market that was oue focus Gl now. When we
arzintroducing new products alse, we haee done the necsssary trial in the instimion al segrment

first and new we want (o introdnes the same products into B2 sament.
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In the reastand ground market you indicated thatitis more populated by smaller region al players
I prresurre the likes of Mescate and CCD put in there when coffes wending machi nes and supply
way the roast and ground coffes | mean this could be an inst mtienal madel. 1 de not Know how
this sort of beaals up in b an instimbional and then B2C, but wounld it be fair to premnye that the
brands in this segrentare not as entrenched as they ar in the instantooffies market and therstons

itwanld ke probably faster beeak for you in this market then in the ather madeet?

S the markets that you ame refeering to the instilitional segment where we are placing wending
machines and carlier that is a lucrative market, that is the market where we oo by volumes, bat
the margins are going bebe wery less, Weare notoounting this as a B2c segment at all. This will
be part of institutional segrrent grewth that we hawe projected. What we are saying is the sare
products that we are giving te this institution in the fermof 1 Kile packs. YWe want 1o make it
available in the form of single pack sachet so that people can actal ly have its conmirenienos of
getting a cafs experienos at home at a fraction of the cost. 3o that is the conoept which is going
b b e in our country. 5o you can get flavored coffes, you can get a wider range of products
available as a fraction of what we are paving in & coffee shop today. 30 that is the area that we

want o focus on and thees is no comparable data in the market today tor the sement.

For yvour puidance of 73 crores for the full wear from your own brands given how the first quater

at Tuly have pannad out, wou find wourselfwell on line to be able o ach e that?

Yoes, a8 of now we are on track. Boone pood thing abont having new team on board now i gisen
s & puee guidance for the whobe year for quarter one is 100% on track. For quarker two alse like
we have a revieW at the baginning and end of every quarker. 5o quarker Bve review also it has
given s its propections and it is quite confident that the new product intraduction e will be on

track.

The next question i s from the line of Mikhil Upadhyay from Securi tes Investrrent Management.

Please po ahead.

Miost of the questions have been answersd just one question on the new freeze-dried capaci iy
and considedng the pricing pressuee which we are s22ing in the market With new capacities
coming up, what kind of utili zaticns levwels we need o reach in order 1o be EBITDA breakeven

in the new capad Iy, 100U can just give seme sense on how it works out for us?

dArctind 30% capaci ty we can reach in EBITDA breaketen with cur plant and wee are expectingg

te reach that in the ©irst wear i self
And how wonld this scenaric hawe changsed sinos the tirre when we starbed the ideation of putting

the capaci ty as Lo now in the last e vears becanse | think the pricing itwelf has gone down, s

probably was it 33 when we started ideation and now itis 30 or how has that scenario changed?
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Initially when we started with the praject that tire the demand for freeze-dried alse was mch
higher, but we knew that there were new capacities coming online, 3o, we had al ready factorad
that in. 5o, our planning trom day 1 was 30% utilization in the first year second wear closer i

arcind T%-75% and then gradually increasing from then enwands

o largelywe had aleeady built in with this kind of a soenario before prtting the nwensy for the
Capaci 7

Yes, becanse we were already aware of who was building what capacity is in the world, Now

we have more cladty with respacttoesen 2020, the additicnal welunmes thatoorme enline in 2020,

S owe have a projection in place until then.

Lastly when we say for the 75 crores of branded demestic business and vou mentioned in the
call that we are already present in Andhea Pradesh and Telangana and new we are looking at
mzving to Tamil Maidu and Karnataka and this 3 = growth in the brandsd business a large part
wolld it ke driven by extension in new markets or how is the market panning out from cointers

thers we are already present ower the last one and half year?

S the areas that we are already present we are soeing lof of repeat sales and all and the demands
has gone up tosuch anextent that now it s easier for 08 1o o0 Lo mew supermarket. Last wear we
had a challznge if 80 want to oo [0 new stpermiarckst ¥ou have B pay a listing fees you hawe
b reepotiate with them, the repotiation process which takes oo, theee months and then final [y
we nsed b place our product. Teday becanse of the advedising and ather promations that we
aredoing and seeing the faster off takes that 15 theee in the market ¥e are able o now place our
products withant the listing fee in supeemarkets as well in larger chaing as well. 5o that i35 the
major advantage that we hawe now. By wirtue of becoming a little kit more recoonized than
befors, So by placing cirseles in neWw arsas al 5owe ame expecting our growth projpections o be

achiewed.

Last sir on Switzerland if 1 look at last wear based on ciur anmial report there Was pood
impredereEent in the sales which basically brought us to EBIT A& breakesen, how should we
understand the scenaric whers for this Bisiness aner the next theee to fiine vears do we belizve
that this kKind of i mprewement can sustain or what is the readmap e that facili r over thres o

five years?

s Tar as Switzerland is concermed last vear we had appointed a new Swiss director over theee,
Heis a local person who we have been assooiabed with for many years. 5o when he ook on his
ride a5 managing director in Swiss tacility. One of the mandabe given was first o breakbesen and
then te focus on growth year-on-tear. Beeaking =wen last wear was a very big challenge as wou
st hawe geen from oure past reords and bistory as well thees wers nmercs issues that we
were facing with the Swiss pevernment and getting onr product in place was becoming a

challenpe. ¥What he has done is he had started nepotiating with the 3wiss goseernment for coming
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up with the solution for our unit. He has come up with a solution bat in the meanti nwe he has also
focnsed on sales, he has added rew customers in Switzerland which is enabling ns to gt this
additicnal profitability through Switzedand. Ben for this year he has managed o gt sore mw

Custorters ooer there

Iri the futnee alssin fact be s alss peing to beintreducing some of ot brands within Switzerland.
This is serething that we wanbed tedoitin a wvery |oW-key manner. &5 we are not inkending e
adwerti g or promiobe o do anything =lse, but instimbional ssament Hobels and these arsas then
currently are restricked B buying all their coffes products from one sapplier in Switzerland. e
want b beoome the alberatiwe supplier for everyone which is why we have askad him o take this
forward and by having the local persen, the local place it becare that much easier for us o
introducs e products from last year. This wear once the new branded or the rew rebrandsd
products are intreduced for next menth. He s going te introdncs these new products in

Switzerland market as well.

YWhich means just one clarification the structureal issue which we had in Switzerland that is of
manufacturing and packaging has to be done in Switzerland and then only we can s2ll in that
anaa, are we able o ook at that struciral issue in order o scale up now or do we haiee a solution

te that structural issue with the goeernmen t?

The strucniral issuethe law still remaing the same. One of the solitions Was it given for otese]wes
how we hawe an export-oriented wnit in India. Base at our plant they are willing & give 1s as an
export bonded zone, but provided we doa cetain mini rmum yelure sethis has become a chicken
and 2p2 problem we are telling them anless o gitee 18 the prefeersd stalis we cannat achizwe
the required wolume. 5o that is the nepotiation that be is careently deing. Hopetully in the next

conple of manths he shauld finalize that and implement it as well.

Sothers is a significant progeess Which s done.

The next question is from the line of Akhil Parekh from Elara Capital. Plzase po abead.

¥ou mentioned that we are expectng 100 croees of sales in domestic business of which 75 would
be from the brandsd business? How much we have clocked appeori mately for this quater 41

1497

This quarter 'think cnt of 17 crores o sois what we have done in the domestic business ont of

which approximabely 13 croees will be the brandsd B2C business.
Last tirree when we had mest you had menticned that we might try and utili 22 YeuTube channel

for branding our continental coffes brands and you guys were working on some Kind of videos,

hawe ¥l made any progeess on it?
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W have made a couple of videos | think one video was launched about twowesks ago, bat we
are still in the process of making the video, We wanted 1o introduce the vides aleng with the
brand launch as such. 3¢ next month when we are planning introducing these products so the

videos and everything and all wonld hawe intraduced at the same b,

Soduring our premi® launch youl are sa¥ing wWe might see ol videos.

Mot enly remix including reast and ground coffes i0will B2 awider basket of prodocts.
And how much would be the geerape packaps size for this rew launch we are doing ?

The premizes will be about 18 grams in a sachet whees it wil | give you one o of coffee that is
the srmaller pack size and larger packs were roast and ground we haee even 200 1o 250 gram

packs which are available.
And the pricing you wenld be able i el it now how much ¥ are doing broadl y?
Mot right now et us make that part f the official launch.

Just ene last question with this agplomeration at Yietnam so we are expecting arcund 15% of
wvolunme grewth at Yietnam, 5o de we expact Tull utilization of agale unit at Yietnam like 4000
tens by FY 197

Full utilization of apple is nat possible soquickly that we may take a couple of wears o oome.
Applomeration is just another product that we are ancther product format that we are giving. It
i 5 the primary dermand is still thees in spray dried ooffes only. Apgloneration if may ke maybe
& or 3 years to reach full year utilization,

o mavbe |ike arcund 50% we can expect you are saying?

Mo, | am saying that oier the rext couple of wears like last vear al s> we have dene hard Iy about
maybe 15%, 20%. 5o that 15%, 20% may oo up to 30%, 35% this wear. Soabout 10%, 15%
incrernental prowth is likely to ke there at the wear and eventally we will reach that full

utili zation maybe about 4, 5y2ars down the line

The next question 15 from the line of Lakshminarayana Ganti from SBEICAP Szcnrities. Please

o ahead.

Mlcst of iy questions are answersd just wanbed to prick your brains on cne comment you made
earlier saying that the leng term grewth rabes could come doswn b single digit or semething,
what I'wanted to understand is you hawee a considerable amatint of bulk busin=ss going and oer

& pedod of time the mik changss as and wWhen the product are launched inte the markets and they
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find acoeptance that bacormes more like a skeady business for ou, moree in k2ems of annnity sales
and ketber margin product, sothat comment on the velume grew th wonld that necessadly imply
the sane thing for the bottom line or wonld wou be consi stently mi grating your customers up the

valnz chain and sooon ust wanted o hear your theughts on that?

One thing 15 as far a5 customers are conceemad that want what they want. It is not 1s whe can
acally convinos them to migrabe up or down the valoe chains. Each costorer of 05 has their
own branded steateoy. Lcan just givee you an exampbe thers is one particilar custorree in Afeica
that we hanee. Initial [y be care tous with proposition saying that he wanted 100% & rabica coffes
with plantation. Thieer the years every wears he has consistently reduced his quality. First on
Arabica be has cormerted o Arabica Robusta Bend from drabica to just 100% Robusta then
throngh Chicory coffes blend. dnd as far as the brand valumes are conce rmed these volwmes ars
stll growing srear-on-wear their volunes are grawing 5o they changs their strabegy based on
their market scenarios there will be numercus dynarmics that we do not oo inke. Yhat we dois
that we b2l | the custenyees this is the range of preducts that we can provide so you decide what

stratepy wotlld work for you and oo to that particul ar market that has been our strength till new.

Sopoing forward | arm assuming that yes e product mim will just keep increasing year-on-wear,
but atber we reach a 45,000 o 30,000 ton production capaci By growing at the rate of 000 ton
pernsar s oo ng to be a magor challenge for ns also. Today, ifyou look at Mestl= als we are nat
erorwing at the rabe of more than a single-digit rate when it cones o Coffes. 1T yvou am [ooking
at mumber bRo plaver in the warld itis the same story for them as well. Onos you reach a czrtain
volwre level you cannot sustain the Kind of growth on solumes berms year-on-year, b sines
W wWant b rhaintain die bottom-line growwth wear-on-year, we are focusing on the beandsad sale
now sl I we hawe a oertain volume base we will place within the next thees, four wears by
Chee tirre thers isa decline in wlume growth in the B2B segment, we are |ikel v Lo s a8 positie

contribution frem the B2C sgment in ot balancs sheet.

MY onl ¥ thing was vai alse has this bulk business which s low margin and asauming when you
scale o say 30,000 ton per annum, sorre of them would moee from the coskemer sourcing
through the bulk resellers to directly moving te you assuming the voline scale and then the
products alse wonld have clicked in the market or whateieer it is and then there is 8 leeway in
terms of pricing. 3, if there are limitations to the volume through expansion scaling steate gy,
wolld that be pardly offset by pricing o the mix changing is the question especial Iy given the

fact that you are launching freeze-dried which Lam teld is better margin.

Qne thing that to keepin mind is our product mix is moee o (255 geing Lo remain the same. 1T
vou look at di e capabil i also we hawe 14000 tons plus 10000 that is 24,000 tons of spraydried
capacity, but we havee only 6000 tons of freeze-dried in placs right now. 5o We are increasing
the 6000 1o 11,000 with this additional 5,000 tons, the feeee-dried capacity is increasing. Chr
product mis if you ook atit broadly remains the sare it has remained the sane in the past and

itis likely b remain the same in the fanre as well. fust oday we are groming the special iy
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business and the new product mizes, we will also grew the wolume business in the low margin
business as well o impreve on efficiency. We are not leoking at a significant changs in product

MiE anyhine in the near fimee.
The next question is trom the line of Dhroy Bhatia frem @ UM Fund Advisors. Please oo ahead.

Could you just talk about the EBIT D& per ton trend in the past as well as poing forsard, you
hawe talked about e the next foae to five wears you are looking at 10% CAGE wlume growth,
will you likely maintain the sare tvpe of EBIMT DA per ton because of the capacity that is ther
in the system that the pricing peessuees will lead o lower prefitabili e?

First thing first, EBITOA per ton basis wotlld b2 an incorrsct way of looking at air company
becanse of the product mix that we arecurently doing. Thersare several times castorers chanpe
the prodoct mix during the year as well. ¥We have s=en this happened in the past as well. What
we do 15 we plan cur volunes and =ach costomer wise we know what marging we have 5o it
becomes easier for us o predict at l=ast & year in advanes based on our basiness modsl. ¥hat
W are doind today s we are taking orders at least & y2arc in advance. W have only abaut mayhe
20% to 30% of the business that we end up taking during the wear. We do hae customers whe
come in with mayhe couple of months’ notice as well, but this s again on an ongoing basis
becanse we hawe the past record of With 18 so it beoomes easier for 1s & project and pradict the
grenwth in that particular financial y2ar. Yhat we cannat pradict, o propact is onaquarterely basis.
Sometimes custemers may ask for certain postponements of preminm products dispatehes t©oa
different quarker. In such cases, we will not be abbe o reflect the profitability in that particn lar
quarter. What we can be stire abonut s that in that pacticilare financial year that particular con tract

will get execu ted becanse just hew woe entersd | nbe contracts With our custormers.
The next question 15 trem the line of dnand Jain an Individual Investor, Please po ahead.

One question What has been our advedising and marketing badget foe this quarter and what was
it for the last quarter | nvzan 1 last year and how do we seea changing YOY basis becanse we

are looking for a larger retail fodtprint how do we e thaton a YO basis?

S0, on oA year-on-year basis this wear we are projecting al most about 30% pross margin that is
abont 30 crores plus 10 crores from the parentcompany. 5o, abant the 40 crores 15 the amount
that we haine allocated for this year in bailding the brand including t=am oost, offers and
ewerything el 2. Mext vear onwards alse the only difference betwesn this vear and next year is
going o ke this year we are oX pecting the cperations o become self-smstaining as in there would
niot ke any additional support that requi re from the parent compan ¥ 1ike we have gieen |ast year
and this y=ar. Next year onwards we will not have o provide any addi tienal support b the

dorrestic team.
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Second question that | have just 1 am soery the cost of repetitions in the last concall son had
menticred that becanse of exoess capaci iy on the freeze-dried we are looking at sore Kind of
margin compression in that sense, 5o bWo questions on this a) is that most of our feeee -dried
capacify is in terms of very, speciali 22d blends and we own the 1P for thase, Bo, theywaonld naot

be any margin compression thers would that be right?

e, for an existing products we wolld net have any margin and compeession, but for the new
products that we will be intreducing we will be competing aainst existing players that were

already thers in the market.

Soitis net for the current sales that has happened but only for the sales that we are ooing bo | ook

up fram herean?

But in feeeze-dried al s we have a ceetain portion of the business which will b olume business

whers w1 hawe |ower marging by defanl
S, on the freeze-dried we have 2 wlumre-based buasiness.

Of comrss, yes.
The next question is trom the line of Dhrov Bhatia frem @ UM Fond @dvisers. Please oo ahead.

Just continuing the earlier question, from a leng-term prospective how do you see this peried of
tirees dortrstic macket as you had said to be dependent on the other Pee competitors, bat an the
inbernational side dowe see any aocretion in value-addition or any other way where EBITOA
perton whersby ou inceease capacity, any other lever you should leok at maee preminm brands,

b ter g nality mix, maybe the product miw anything like that at all?

Actally, we are becanse we are increasing oir prodnct mis in-hotse we are offering new
products, we are teying to oot new custorers as well, Usnally, it is a bigger brands who want
e prerium products in their portfol ic and we offer these products g them, When we offier a
new product it wsoally starts with [ewer velumes especially i€ we are creating a new product
catepory and this wear we will actually be the first ones in the werld to create new product s
calepgories in instant coffes. 5o, these are things the brands they haee o do the marketing
depending on the off take that they gt the onder with us alse we will increase. So, we are
factoring inall these thing when we are giving our projections. The only area whers we can se
that there is a potential margin expansion for oir inkernational business is iF we introdoe: cur
brandsd products cutside the countey that is happening in a #ery organic manner right notw.
Thanks toour SWiss Dimectori s introduc ng eur products carrentlyvin Switzerland in UK as well
we will ke intreducing throngh our marketing ool laborator so thees are other geopgraphies that
we will ke intreducing & brandsd products without any significant spend. So, we are foclsing on

instimtions ggaments and all but a marging are likely o be higher bacanse it is aar own brand
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And erder backlog that yon showad in the pipeline dees that alse reflect a higher level of
EBITDA por ton basis wou havee been doing in the past, do won see a trend whether this is

incrEasing, o You think thisis more lik0ely & be in the next theee years

Itis mgere or l2ss oon stant our EBIT DA per ton basi s onan averape basis is more or [255 constant,
Our steat=gy for the last 20-0dd wears has besn constantly kbeep the macgins as it s, We do nat
renegotiabe marging with olr customers. Ye give that Kind of transparency o olr custorreres
when it comes to pricing and that also enables 15 to be wery competitive in the market. The
drawback of this model is that the only way that y¥ou can grew is through velume growth that is
why we have abways focused on volume growth in the company. The reasen why we are growing
inke the domestic brandsd busiress today is becanse we know that the B2B business is not
sustai nable bevond a certain point in tinee, There will be growth, but at the same pace that was

thers in the past itis not reasenable o expect the same.

We hawe no questions quens | new hand ower to Mro Abhishel Masalgund for closing

Comiments.

Thank v e all the participants and of course managerment o CCL products for answering all

thequestions patiently as always. 5o, DPaill hand ever the call o won sie for your ol esing remarks.

I'would like to thank all the pactici pants for taking part in this conference call. st are paint
that 1 was supposed B mention in the cpening remarks 1 thought =t me just mention in e
clesing remarks. Jur previons CF0 Mre. KW, L N Sarma has been appointed as the £O0 in
the company. 5o, from next Conference Call onwards be might be joiningus as well. Thank yvao.

Thank ¥ou. On behalf of Mirmal Bang Equities that conclude s this conference. Thank vou for

Joning 13 and you may now di sconnect yar lines,
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