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Adding smiles o life

The World’s leading brands of
Medical Science and Medical
Devices customized for
clients
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Safe Harbor

This presentation and the accompanying slides have been prepared by QMS Medical Allied Services Limited (the “Company”), have been
prepared solely for information purposes and do not constitute any offer, recommendation or invitation to purchase or subscribe for any
securities, and shall not form the basis or be relied on in connection with any contract or binding commitment whatsoever. No offering of

securities of the Company will be made except by means of a statutory offering document containing detailed information aboutthe Company.

This Presentation has been prepared by the Company based on information and data that the Company considers reliable, but the Company
makes no representation or warranty, express or implied, whatsoever, and no reliance shall be placed on, the truth, accuracy, completeness,
fairness and reasonableness of the contents of this Presentation. This Presentation may not be all-inclusive and may not contain all of the
information that you may consider material. Any liability in respect of the contents of, or any omission from, this Presentation is expressly

excluded.

Certain matters discussed in this Presentation may contain statements regarding the Company’s market opportunity and business prospects
that are individually and collectively forward-looking statements. Such forward-looking statements are not guarantees of future performance
and are subject to known and unknown risks, uncertainties and assumptions that are difficult to predict. These risks and uncertainties include,
but are not limited to, the performance of the Indian economy and of the economies of various international markets, the performance of the
industry in India and worldwide, competition, the company’s ability to successfully implement its strategy, the Company’s future levels of growth
and expansion, technological implementation, changes and advancements, changes in revenue, income or cash flows, the Company’s market
preferences and its exposure to market risks, as well as other risks. The Company’s actual results, levels of activity, performance or
achievements could differ materially and adversely from results expressed in or implied by this Presentation. The Company assumes no
obligation to update any forward-looking information contained in this Presentation. Any forward-looking statements and projections made by
third parties included in this Presentation are not adopted by the Company and the Company is notresponsible for such third-party statements and

projections.






B(CAL ALLIED SERVICES

| &
. " | . >
- - , -}
———

Serve




we add|smiles to life:-




About The Company

QMS Medical Allied Services Limited (QMS, The

Al
ﬁﬁﬁ Company) is engaged in the marketing and

A
distribution of a wide range of medical and

5 130 + healthcar e services devices and accessories.
Business Verticals Customers The Company market and distribute these

products to various end users such as clinics,

pharma and medical companies, and individual

ﬁ ﬂ ; users.
ﬁ These devices are sold directly in the

{(}}@ manufacturer’s brand and under the own brand

. FY22 | of QMS.
150 + Revenue: 148 Cr Asset Light The Company market and sell its products
Employees EBITDA: 18 Cr Business Model through online and offline channels. The
: PAT: 11 Cr Company has its own online portals

www.gmsmas.com & www.gmsmeds.com



http://www.qmsmas.com/
http://www.qmsmeds.com/

2021-2022

2020-2021

2018-2019

2017-2018

&

\& 147 crore
122 crore

U 73 crore
52 crore

Journey So Far
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Patient Service Program

« Problem: The healthcare industry in India is overburdened and expensive

« Challenges:

— Low awareness about these screenings and the effects of NCDs
— Accessibility and affordability of such services is an issue
— No instant results

« SOLUTION: Diagnostic and preventive point-of-care camps at the Doctors clinic

 What makes us Different from others?

1.
2.
3.
4.

WORLD CLASS DEVICES WITH USFDA Approvals
Trained & Skilled Qualified DMLTSs
PAN INDIA Presence as in-house QMS employees

Smart Infrastructure to allow quick and easy appointments via web-portal




Health ps a Service (HaaS)
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O Cost Effective

@ Personalizing Care

@ Convenience

Our core diagnostic offerings Cost reduction in long term by
enables physicians to take data Our services can be availed by avoiding complications and
driven decisions on therapy the patients at their doorstep expenses related to it

thereby personalizing care.



*,100 Locations

ﬁmo Field Officers

& 300+ Dietitians




Promotional Market: Scientific Devices and

Consumables

« We distribute products of premium companies as well as our own brand Q-Devices

« Legacy of more than 28 years in the Industry where in we are channel partners
with premium companies like 3M, BPL,HIENE, SCHUKLE, TYNOR, TANITA,
CHOICEMED, and many more.

* Products Like BP monitors, stethoscopes, Surgical sterilization kits, BMI scales,
orthotics for doctors in clinic essentials, and much more.

« Continuous and sustainable business with Top 10 Pharma companies.

« Business relations with over 50 plus pharma companies across, Mumbai,
Ahmedabad, Delhi, Hyderabad & Bangalore.

 Delivered promotional material to 1 million plus Doctors.

—



Medical Devices And Equipment

Medical Devices

Glucose Monitoring Kit and
Glucose Monitoring Strips

Test Kits Thermometer Opthalmoscope

‘! COVIDIEN  Appose ULC W

Oxygen Concentrator Pulse Oximeter Skin Stapler Stethoscope




Medical Devices And Equipment

Medical Consumables
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MicroParticles

Infection prevention tools

Filters
Disinfection

Miscellaneous products

Dental products

Compression bandages Wound management dressing kits

Personal protection like PPE kits




Educamedics: Scientific Education Division

CHALLENGE: According to Sirius Decisions, 51% of physicians are already aware of the
information sellers are offering, giving HCPs no incentive to engage in deeper conversations and

making it more difficult for sellers to progress sales.

QMS MAS is associated with Universities/ Associations under EACME like the University of
Birmingham, the royal college of Physicians, EASD, the European Society of Cardiology, 3M
Healthcare Academy, United College of London, CEDAM, and many more.

Both Online and Offline courses are available
Online Portal already has more than 25k Doctor Certified to date.
Strategic partnership focusing on tier 2 categories of HCPs with roll-out CME plans

Few structures like the International Speaker Program; Webinars; Mentor mentee Scholarships;
SAP programs; TTT and many more.




Upskilling of HCPs

International '
Speaker Program Post

|
Webinars |
‘ Graduate | L

Certificate/
SAP
Courses | '\jentor Mentee

Accredited scientific content

Bespoke scientific content
Customized engagement (Qtr./HY/FY) with Multiple touchpoints
Online & Offline content for convenience

Connect with Content to HCPs for better patient outcome. ..

Diploma | Program
Best of Global program Masterclass r
conferences “ courses Trainer |

Customized solutions for higher impact




Courses conduced so far

Past Gra « Diploma

Post Graduate diploma in Diabetes e
Post Graduate diploma in Cardiology
Post Graduate diploma in Nephrology

Post Graduate diploma in Respiratory

Certificate courses in Diabetes and hypertension

Mater class courses in Diabetes and hypertension

Post & Diploma
Certificate courses in ECG Ropaiconese 3
ysickans

Masterclass in Heart Failure
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Examples of possible patient services along the patient journey

Patient support programs lllustrative
"""""" (disease/treatment
information/advice)

DlagnOSIS Special access
Diagnostics not part of all \\ programs
check-ups or not reimbursed ‘ for

uninsured
/' patients’

Participation '
to awareness ﬁ
campaigns
\ Initiation / support of
‘ \ screening initiatives at
physicians and/or relail

Sponsoring of
CME programs
for physicians

Early symptoms, ‘ pharmacists levels ‘ oo
, e
' Poor physician-patient
Awareness I communication non-intentional
M Treatment initiation/renewal non-adherence
___________ Digital device to monitor
adherence, medical
outcomes and well-being

In red: Key steps durng the patient joumey, In blue: Opportunities of improvemerts, » preen: Exampies of possble paert 54
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Sugar Plan

‘t‘ Salt Plan

Health & Well Being Program

e Adding Smiles To Life e

Plans for the consumers



Q-Devices

« This is newest vertical of QMS.
« The business idea came with MAKE IN INDIA initiative of our honorable prime minister.

« We did backward integration of the products which we use to import from foreign countries (un-
branded)

« Range of products — BP Machine, Pulse Oximeter, IR Thermometer, Neublizer, Personal Massager
and Air mattress to mention a few more.

« The range of product will be available on both online and office mode.
« Online - Amazon, Flipkart, JioMart, 1mg, NetMeds, Pharmeasy, Medikabazaar.

« Offline — Noble Pharmacy, Apollo Pharmacy, MedPlus, Pharmeasy, Wellness Forever,

e e



Pulse Oximeter Thermometer Blood Pressure Nebulizer

Monitor

Q-Devices




EMERGING COMPANY OF THE YEAR
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Queens Marketing Services

®2

Emerging Company of Extraordinary Sales Most Innovative Dealer Most Innovative Edtech

the year Performance Company

Awards & Acknowledgement

We truly believe that Customer delight and satisfaction are the true awards we vouch for and our efforts
to meet the customers’ expectations have brought many accolades to us



MAHESH MAKHIJA DR. GUDDI MAKHIJA DR. DITI MAKHIJA

Chairperson and MD Whole time Director Non-Executive Director

Experienced Board of Directors




Indian Medical Device
INDIAN MEDICAL DEVICES MARKET Market

Currently valued at THE PROBLEM- There is a huge gap in the current
$5.2 billion
demand and supply of medical devices in India, providing

a significant opportunity for manufacturing devices in
Expected to reach India. Pharma company needs a one-stop solution for the

$50 billion by 2025 : :
promotion of their products.

Growing at the rate THE SOLUTION- We aim to become the “first choice

of 15.8% CAGR : :
vendor” for all large and small pharmaceutical and medical

companies which intend to procure products and services

4th largest medical ] ] ) . .
device ﬁa.-ket.-n,qsia we offer for distribution as part of the branding, marketing

after Japan, China,
South Korea

and medical awareness initiatives.

Source - httpsi/fwww.investindla.gov.in/sector/medical-d
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DATA ACTIVATION

Data revecls truths ond oppectumities,
A rodust doto strotegy fundamentoily siifis how ¢ compony
manoges they Cusingss.

The pacsent npenrncc will be af the center of 0 seombessiy
J ¢ with Integroted electronic health Consumers want their healthcare
records EHRJ thar documen' move than Just visks to the doctor, -'m and inzights defivered In o
The proliferation of EMR opens new opportunities to service per smanuq, engoging, occessidle,
heakthcare professionals and patients. and dynamic formaot,

WORKFLOW ENABLEMENT Co A CONTENT STRATEGY

THE SIX FORCES

transfor

INTELLIGENT
SERVICES

Consumers want the No«rmc
industry to

them, using post ochowo. 3 ond
Al to onticipote thel current ond
future needs.

SALES MODEL
TRANSFORMATION

As Al takes hold ond directs more automaled
Rx decisions, new refationships witl be Mned with

pharma, and the
wi¥ unto&d

CLINICAL TRIAL RECRUITMENT

& Finding the right patients remains @ major challenge for phorma
@ VISUAL New frtrnolog-bs cr.dpot»em engogemcnl strotegies are greaty

CAPITALIST reducing the time and foe [icienc ies of chmical trial recruXment




PART O

NAVIGATING

Transformative
Forces

EALTHCARE P SR

The healthcare Industry
is at a tipping point.
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LEVERAGING SMART TECHNOLOGY AND CONNECTED DATA
redefines a new value exchange in healthcare — understanding
customers’ behaviors, along with their minds and hearts.

s

..to

ey SERVICE BASED,
Companies must shift from being - adding services customers
PRODUCT BASED... s expect that seamlessly

Integrated into their lives and
personal healthcare needs.

Source : https://www.visualcapitalist.com/6-forces-transforming-future-healthcare/




“Bad health Is a 24/7 experience, It's time for personalized care,
based an real patient experience data that enhances treatment
decisions and customizes care pathways.”

- Hugo Manassei
Al Head of Service Osggrn, Puos Hesr
The supportive care platform drives business value
y by aligning collective commitments of key players in
the healthcare Industry.,

IT MATTERS

-capitalist.com)‘G—Feree&h%

Source : https:




Audience Insights Results-Driven
Industry Experience Scalable
Methods & Metrics Transparent

74“.
RG,
6‘774/6

First-Party Data
Opted-In Audience Social Listen & Connect
In-Market Intel Content Development
Al & Tech Thought Leaders

Personalization
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What Patients Want in a Doctor

Consumers ranked these qualities as very or
somewhat important:

Source: Everyday Health-Castle Connolly Physician-Consumer Parallel Pandemic POV Survey, Nov.-Dec. 2021



Why is this important?

User-generated content represents
the trust between people and their
social community, which cannot

be bought by any company.

L/ "
Inspire

Good content excites people to take actions
to better manage thelr heaithy lifestyles.

Wnen consumers understand and actively
manage their healthcare, they further

egge  EMpath

50% of consumer respondents are
comfortable with services becoming
increasingly personalized using large
amounts of their personalized data.

Creative and personalizaed content deepens
\ the connection and extends reach.



Financial Highlights

Revenues from Operation EBIDTA PAT

Rs. 146.32 Crores Rs. 17.74 Crores Rs. 10.69 Crores

19.90% 4.67% -2.33%
YoY YoY YoY




STATEMENT
OF PROFIT &

LOSS

Particulars (Rs. Crs.)

FY 21-22

FY 20-21

Net Revenue from Operations 146.32 122.03 19.90
Cost of Material Consumed - = -
Purchase of Stock-in-Trade 114.38 95.02 20.38
Change in Inventories (3.95) (4.61) (14.46)
Total Raw Material 110.44 90.40 22.16
Employee Expenses 4.67 2.38 95.98
Other Expenses 14.90 12.35 20.65
Other Income (1.42) (0.06) 2,428.93
Depreciation 1.16 0.73 58.18
EBIT 16.58 16.22 2.24
Finance Cost 2.12 1.31 62.05
Exceptional Items ; )

Profit Before Tax 14.46 14.91 (3.01)
Tax 3.77 3.96 (4.89)
Profit After Tax 10.69 10.94 (2.33)
EPS 28.40 29.08 (2.33)




Balance Sheet

Particulars (Rs. Crs.)

Mar-22

Mar-21

Particulars (Rs. Crs.)
Non Current assets

Mar-22

Mar-21

Equity Share Capital 3.76 3.76 o v Plant and Equ . - o5 10.02
. roperty, Plant and Equipment's . .

QUICIEHSILY il 16,58 Intangible Assets 0.02 0.15
Total Equity 31.03 20.35 Right of Use Assets _ _
Financial Liabilities Goodwill on Consolidation - -
Borrowings 1.97 1.05 Financial Assets = =
Lease Liabilities _ _ Investment in Subsidiary - -
Other Liabilities . - nvestments

— Loans -
Provisions . . Other Financial Assets =
Deferred Tax Liabilities (Net) 0.26 0.05 Other Non-Current Assets 0.43 0.41
Total Non Current Liabilities 2.23 1.10 Total Non Current Assets 8.40 10.58
Financial Liabilities Current Assets
Borrowings 30.00 18.55 In,ventorles 24.25 20.31

o Financial Assets
Lease Liabilities - - Investment _
Trade Payables 16.91 18.19 Trade Receivables 42.04 22.98
Other Financial Liabilities - - Cash and Cash Equivalents 2.16 1.38
Other Current Liabilities 1.88 0.95 Bank Balances - -
Provisions 0.61 1.23 SRS 1.13 0.14
e Other Financial Assets - -

Current Tax Liabilities (Net) _ ~ Other Current Assets 4.67 4.98
Total Current Liabilities 49.40 38.92 Total Current Assets 74.26 49 79
Total Equity and Liabilities 82.67 60.37 Total Assets 82.67 60.37




Particulars (Rs. Crs.) Mar-22  Mar-21

Net Profit Before Tax 14.52 1491
Adjustments for: Non Cash / Other Items -0.05 0.78
Operating profit before working capital changes 14.47 15.69
C A S H F L O W Changes in working capital -24.66 -11.11
Cash generated from operations -10.19 4.57
Direct taxes paid (net of refund) -3.63 -3.91
STAT E M E N T Net Cash from Operating Activities (A) -13.82 0.67
Net Cash from Investing Activities (B) 2.37 -7.89
Net Cash from Financing Activities (C) 12.24 7.95
Net Decrease in cash and cash equivalents (A+B+C) 0.78 0.73
Add: Cash & Cash equivalents at the beginning of the period 1.38 0.66
Cash & Cash equivalents at the end of the period 2.16 1.38




Particulars (Rs. Crs) FY 21- 22 FY 20-21 FY 19- 20 FY 18- 19 FY 17- 18

Revenue 146.32 122.03 72.74 51.89 0.08
Total Raw Material Cost 110.44 90.41 53.03 42.85 0.07
P RO F I T & Employee Expenses 4.67 2.38 1.61 0.85 0.00
Other Expenses 14.90 12.35 8.53 3.59 0.00
Other Income 1.42 0.06 0.04 0.01 0.00
LO S S T R E N D Depreciation 1.16 0.74 0.36 0.03 0.00
EBIT 16.58 16.22 9.25 4.59 0.01
Finance costs 2.12 1.31 0.53 0.21 0.00
PBT 14.46 14.91 8.72 4.37 0.01
Tax 3.75 3.99 2.37 1.31 0.00
PAT 10.71 10.92 6.35 3.07 0.01




Projection

Revenue (Rs cr) EBITDA Margin* (%)

FY 21-22 FY 22-23E FY 23-24E FY 24-25E Fy 21-22 FY 22-23E FY 23-24 E FY 24-25E
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