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Stronger Brands. Healthier Tomorrows.
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Disclaimer

This presentation and the accompanying slides (the “Presentation”), which have been prepared by Sat Kartar Life 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 about the Company.

This Presentation has been prepared by the Company based on information and data which 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 world-wide, 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 not responsible for such third-party statements and projections. All Maps used in the presentation are not to
scale. All datq, information, and maps are provided "as is” without warranty or any representation of accuracy, timeliness or
completeness.
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An Integrated Ayurveda & Wellness Platform $

KEY METRICS

&

D
</

™
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5 Lacs+

Customers Served

9"' Million

Annual Customer Inquiries

160+ ...

30 - Bed Ayurveda
Hospital operational

24%

Repeat Customers

SAT KARTAR

KEY HIGHLIGHTS

1)

%

In-house & Contract manufacturing

Ayurvedic Solutions Across - Chronic Care, Pain
Management, Digestive, Respiratory & Wellness

Licensed Formulations Developed

Signed LOIs for inaugurating hospitals in
Dehradun and Gurugram.

Direct-to-Consumer (D2C) Business Model

% g I @

4

Pan-India Distribution Network

$0)
KO%e
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= Our Business at Glance

Building an Integrated Ayurveda Healthcare

KFounded in 2012, Sat Kartar began its journey with a focus Q

Ayurvedic healthcare and wellness products.

« Over the years, the Company scaled to 160+ SKUs, building a
pan-india D2C presence.

 In FY26, Sat Kartar expanded its portfolio through the
acquisition of Ajooni Life Sciences and Plantomed

Nutraceuticals.

« In 2026, Sat Kartar expanded beyond products into healthcare
delivery with its first 30-bed Ayurveda hospital in Delhi, which

has achieved operational breakeven.

- Sat Kartar aims to expand its integrated Ayurveda healthcare
ecosystem, with hospital expansion plans in Gurugram and

Dehradun, strengthening its presence across Ayurvedic

\products and treatment services. /

Platform

| 0000 [\

3x100ml
JoWTPANCR

SAT KARTAR




% Key Milestones 4

SAT KARTAR

A journey that keeps growing

2025

2018 Raised £33.8 Crores and
2012 Entered digital marketing listed on NSE Emerge on

Incorporated & launched 17 January 2025
first product

2026

Entered healthcare services
: Surpassed 250 Crores with the launch of its first 30 - /=
commenced online Inrevenue bed facility which achieved |
silling) @ [proe et break-even on September, |
2026
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~ Business Model: Integrated Ayurvedic Wellness

SAT KARTAR
REVENUE STREAMS
N . I

Product Sales Services

Ayurvedic & Wellness Products Hospital & Treatment Services

.IGO'I' 30 Beds ”300 Beds

SKUs Already operational ~ Targeted by end of FY27

= —2—=) ()——0)——=)
Retail Online Distribution Consultations Therapies Hospitalisation
J J
PRODUCT TO PATIENT PROCESS

N
L . o e Sales & Customer Manufacturing & SR .
T Product Portfolio Customer Acquisition Engagement supply Chain Distribution & Reach Healthcare Services ')
g Ayurvedic wellness products Digital morke'tlng ond'o'nillne Sgles and support teams In-house gnd contract Ponflndlo reqch through Owngd Ayurvedic hospltcls
S platforms drive acquisition drive conversion and repeat ~ manufacturing with quality online and direct sales offering consultations and=
‘2 purchases control channels treatments :
- 160+ SKUs Website - Digital - Sales Team - Call Centres - In-house + Contract - D2C - Retail - Pan-India Hospitals - Consultations - =
o E-commerce Support Quality Focus 8 Therapies 7/
a
o)
17
o
>
£




~ From Formulation to Patient Care 4

SAT KARTAR

03
02 —

01 -— AYUSH Ministry
_ Internal Approval

Formulation Licensed Formulations

Formulation reviewed developed
Ayurvedic formulation and approved by
developed by our team senior management

of experts

I After production, a strong sales team converts demand into revenue

9 Mn+ 1600+ 30 Beds

-
Customer support team | Product Sales iIE
Team to convert the leads

- Leads Generated throughout the year Operational Ayurveda Hospital in Delhi
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~~ Treatment Areas Across Our Brands

AVERAGE SELLING PRICE RANGE

Vedabay Plantomed Sat Kartar Life
X800 -%1,000 1,200 -X1,500 3,200 -X3,300
e

3,000

SAT KARTAR

VEDABAY PLANTOMED SAT KARTARLIFE

Wellness & nutritional support Condition-focused Ayurvedic care Broad-based Ayurvedic healthcare

N~

N

>

- () General wellness O Diabetes management 2% Addiction management support
T

IS & Stress management <% skin health & disorders () Diabetes management
g ﬁ'a Joint & bone health @ Kidney & urinary health W\Q Joint & bone health

)

3 & Nutrition & supplementation @ Digestive health g\ Lliver & lung health

o

S $ Energy & vitality ®” Liver health p Digestive & urinary health
o

>

£
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~“ Product Portfolio

Sat Kartar ——-

Condition-specific ‘.....:....

Ayurvedic therapeutics E
Liver Care Addiction Killer

Fatty Liver Addiction

Vedabay

Wellness, nutrition and
lifestyle support

Liver Detox
Liver Health

Lungs Detox
Respiratory Health

PlantoMed

Plantomed
Specialised health
solutions
Kidney Palasha Diabashree+
Kidney Health Diabetes

¥br. Piles Free

Ortho Veda Oil Dr. Piles Free
Joint & Bone Piles

-
vedaboy
ORTHOHEAL
Bt —(L=2

g\&
0
i J—

Orthoheal
Joint & Muscle

Psory-Sys Heal
Psoriasis

Pl

L3

PlantoMed

LECURE

Madhubooti
Diabetes Piles

Pilecure

»

Saumya Plus
Vitiligo

Stop Piles
Piles

Pachanshree
Digestion

£ ’é
P "Nasha Free

Nasha Free
De-addiction

Aadved Ayush 82
Diabetes

HEALTHY HEART
=aammmen

o
0 ©
g-n

Zero Stress
Stress & Anxiety

Healthy Heart
Cardiac Health

b - X

PiantomMec

A Liver Detox
Capsule ¥

Liver Detox
Fatty Liver

Migra Care
Migraine

®

SAT KARTAR

Kaama Gold
Men's Vitality

-
vedabay

Glutathione Plus
Skin Care

Psory-S-Heal
Psoriasis
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— Bifurcation Between Treatment Areas

4
SWARNA |
MAHARASA
108

08

Daag se Nahi,
Apne Aap Se Jeet!

S v

“AYURVEDS PROGUCT

Broad Coverage Across

Ayurvedic Treatment Areas

- 20%

PCOS

PCOD Support

-

Revenue contribution

Other 9 treatment areas

Liver
Care

Hair
Care

Infertility
Support

D& ® @ © @ © 0@

Respiratory

Mind
Care

Immune
Support

SAT KARTAR
é ~N
8 O 0/ Revenue contribution
(o) Top 5 treatment areas
1R =
.5 lvl‘)r. Piles Free 'uh.‘"
R } Addiction Killer
N Avurvedic Proprietary Medicine
A 44 o3
e ]
Sexual Wellness Diabetes Piles Care De-Addictions Bone & Joints
AN Y,
N

Personal
Care K

Lungs
Care

REVENUE MIX

Top 5 areas - 80%

Other9-20% B



~ Scaling Ayurvedic Healthcare Infrastructure 4

SAT KARTAR

¢ Key Highlights
~ 4k-10k sq ft

Area per hospital

\

¢b-6 lacs More
Cost per bed Hospitals.
Greater
~10-30 beds Impact.
’- Per hospital
Healing

Through
Nature

~ 300 Beds

Targeted by the end of FY27

A

Data-Led Site Selection Property Identification Landlord Negotiation Rent Finalization

Identify promising Shortlist suitable hospital Negotiate rental terms Select the most
\ geography using data properties with multiple landlords favourable rental offer/

Investor Presentation - H1 FY27




®

Debt-Free, Cash-Fast Business Model

SAT KARTAR
Growth funded by operations, not by lenders
HOW CASH IS REALISED
BALANCE SHEET - SEP-26
4 )

NET

Product Sales @ Prepaid orders Encashed at checkout

D2C-led - 160+ SKUs

DEBT-FREE SO0 GEEERS

E.I 8.7 Crs

Net cash surplus

©C © ©6—0

Order Shipped via Delivered - cash Credited to
placed courier collected Sat Kartar

N /
4 )

Healthcare Services @ Self-pay patients m
Collected at admission & discharge — no credit

Cash & bank 220.8 Cr

Total borrowings 22.1Cr

NET CASH TREND (2 Cr)

Sanjeevan Ayurveda hospitals
Insured Patients

Bill settled by patient at discharge

24.8 19.5 18.7

A NOE

Mar-24 Mar-25 Mar-26 Sep-26

0.02x

0.20% 54X
Finance cost to sales Interest coverage

€47.22 Cr
Fresh equity raised

Debt / equity
H1FY27

H1FY27 H1FY27
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~ The Power of an Asset-Light Healthcare Model

Lean Infrastructure

» Setup cost of 25-6 lakh
per bed (typical 10-30 bed
facility)

* Facilities established
through customised
leased premises

* Focused investment in
essential infrastructure

CAPEX EFFICIENCY

Scale Through
Opening Hospitals

Company-led investment
in hospital infrastructure
and operations

Centralised Ayurveda
expertise and
standardised treatment
protocols

ASSET MIX

iRE

A Connected Care
Network

~9 million annual inquiries,
driven by a strong digital-
led customer acquisition
engine

Broad customer reach
across ages 18-70,
extending beyond the
originally targeted 40+
demographic

Digital-first engagement
model, connecting
consumer awareness,
inquiries and Ayurvedic
product sales

NETWORK EFFECT

All This Will Resultin

@ Ssuperior ROCE in future

@ Expansion possible
without proportional
capital deployment

@® Debt-free balance sheet
provides financial
flexibility

THE OUTCOME

X

SAT KARTAR




" Healthtech-Led Engagement at Scale

SAT KARTAR

2922222000008
1600+ 0000090220222

Strong workforce Each figure represents 100 team members

7 LANGUAGES

@ 30+ Mp |t ) (wemnase ) (Cremi ] (Crougu )

(sengat | (" engten | [ Malayaiam |

' ] |

A team that speaks wellnessin

every vernacular language. Consueﬂl’:r ;gtdebc'se
wW \Y/
9 PAN-India ~ End-to-end Q] Local cultural
coverage ~~ support fluency

a7 Kaxrax

veR A ~ E [ = ol 29
: - Consumer-Centric Multi-Channel Sales Multilingual Support
Execution Model Teams

Streamlined delivery and D2C-led sales across our We connect with people in

feedback loops ensure high website, e-commerce their vernacular languages
Our focus on Ayurveda ensures we stay rooted in natural and satisfaction and retention. platforms, TV, Google & Meta building trust, comfort, and
holistic wellness. By combining traditional knowledge with apps. clarity.

modern practices, we deliver authentic and effective

solutions, building strong trust in the natural wellness space. @ @ @
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®

~“ Pan-India Footprint, Targeted Growth

SAT KARTAR

Y Northindia: 42.4%

’ South India: 57.6%

@% We ensure availability of our

products all over India

South India is a key growth market, led
by Tamil Nadu’s contribution

We serve to more than 12,000+
Pincodes across India

Top Revenue
Contributing States:

Tamil Nadu 22%

Our marketing channels spread

across Google, Meta and Television

Uttar Pradesh 21%

We communicate and serve in more

Karnataka 9
than 7+ Languages in India 12%

Rajasthan 8%

Andhra Pradesh 8%

Investor Presentation - H1 FY27




= Product Quality & Certifications

SAT KARTAR
CERTIFICATIONS
SINCE L2\ oge All products manufactured in GMP-certified
&, G©GMP Certified tqcilitios
2 O l 2 ISO Certified High standard & international quality assurance
of ISO
Made in India Products with Indian roots, manufactured in India
Sat Kartar Life Limited is a
trusted leader in the Ayurvedic
. . REGISTRATIONS & GLOBAL REACH
healthcare industry. Since
2012, we have been delivering AYUSH Quality Mark Heal in India
.' . . Registered under the AYUSH Quality Mark Registered on the Heal in India platform,
certified Ayu rvedic products to initiative with the AYUSH Export Promotion enhancing reach to international patients
Council (AYUSHEXCIL) seeking authentic AYUSH healthcare

address lifestyle-related
diseases such as diabetes,
piles, damaged liver and
lungs, joint pain, and more.

QUALITY FRAMEWORK

Formulated by doctors Contract manufacturing
Expert driven Quality, Compliance & Scale
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~ Leadership Profile

~ Three decades of finance and operating leadership

2012 30+ CA B.Com

Founded Sat Kartar Years of experience Qualified, ICAI (Hons), University of
Life (1994) Delhi (1990)

PROFESSIONAL JOURNEY

O O O O O

Financial Business Support Chief Financial Chief Financial Founder
Controller Head Officer Officer
Daksh e-Services Watson Towers Bharti Telecom Pan India Motors Sat Kartar Life
(BPO) (Airtel), Seychelles Private Limited Limited

SECTOR EXPERIENCE AT SAT KARTAR LIFE

\’ Shaped the vision and scaled operations in

Z Biotechnology “[" Telecom wellness and Ayurveda

Mr. Manprit Singh Chadha

ﬂ Automobile Q SUSETCr " . .
Founder & COO %  service Ops Leading expansion into integrated care
through Ayurveda hospitals

] Steers adigital-first model with a multilingual

customer engagement platform
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Leadership Team

-

Decades of leadership

experience

01

02

03

04

CORE COMPETENCIES

Financial Control

Ayurvedic Formulation
Marketing

Multi-channel D2C
Growth

Agile Supply Chain

J

Ved Prakash

Managing Director

&

S 16+ Yrs

He holds a Bachelor's degree in Commerce from the
University of Delhi and brings over 16 years of expertise
in  Ayurveda marketing, branding, and digital
commerce. He has been instrumental in strengthening
its brand presence and driving digital growth.

Simrati Kaur
Executive Director

8+ Yrs

She is an engineering graduate from
Indira Gandhi Institute of Technology,

with eight years of experience in over two
digital marketing and Al-driven experience
development, contributing to the ' procurement,
Company’s digital transformation,

brand growth and technology-led
initiatives.

He holds a Bachelor's degree in Arts
from the University of Delhi, he brings

management and vendor relations.

SAT KARTAR

Pranav Singh Chadha
Executive Director

8+ Yrs

He holds a degree in Commerce from Sri Guru Gobind
Singh College of Commerce, University of Delhi with
eight years of experience, he contributes to business
operations, process optimisation, digital strategy and
customer engagement.

Richa Takkar

Non-Executive Director

Sanjay Kumar
Executive Director

20+ Yrs 12+ Yrs

She holds a Bachelor's degree in Arts
from the University of Delhi and brings

decades of diverse over a decade of experience in
in administration, customer service leadership, with "
logistics, supply chain | expertise in enhancing customer /7

experience and operational efficiency.
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~~ Clinical Expertise Rooted in Ayurveda

Decades of combined
clinical experience

9 MEDICAL CONSULTANTS

Dr. Ravinder
Kaur

23 + yrs exp.

SPECIALISATION

Kidney Disease, Liver Disorder, Joints Pain,
Muscular Dystrophy, Infertility (Male &
Female), Diabetes (T1, T2)

Dr. Pooja
Be] Verma

* '. 5"' yrs exp.

SPECIALISATION
Diabetes Management, Joints & Arthritis,
Piles Care and Aging & Mobility

Dr. Pankaij

3. 5"' yrs exp.

SPECIALISATION
Infertility, Inpatient care and Men's
Wellness

Rings show years of experience on a 25-year scale.

Dr. Hindika
Bhagat

8 + yrs exp.

SPECIALISATION
Infertility Counselor, Sexual Health, Men's
Health, Women's Health

Dr. Meghna
Attray

5"' yrs exp.

SPECIALISATION

Infertility Counselor, Sexual Health, Men's
Health, Women'’s Health

Dr. Sunny

1+ yrs exp.

SPECIALISATION
Joints & Arthritis, Piles Care and Aging &
Mobility

Dr. Mansi

6"' yrs exp.

SPECIALISATION

Joint disorder, female wellness, infertility,
lifestyle disorder, liver disorder, kidney
disorder.

\ Dr. Abhinesh

Tiwari
\ 5 + yrs exp.

SPECIALISATION
Vrikka Vikara (Kidney Disorder) & Yakrit
Vikara (Liver Disorders)

Dr. Chanchal

6 * months exp.

SPECIALISATION
Panchakarma, Kayachikitsa, Shalya,
Prasuti & Stri Roga, and Kaumarabhritya

SAT KARTAR
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~ Healthcare Backdrop

SAT KARTAR

Global Backdrop India Healthcare US$ 202 B s

US$ Bn

US$ 12 5 n India hospital market by 2030E
[

610

global healthcare market, 2026E

US$ 8 .

global wellness economy by 2027

10.6% CAGR

The shift

Consumers increasingly favour preventive
and personalised care: nutrition, natural
supplements, wellness and traditional
systems of medicine.

2026E 2030E

Structural drivers of India’s healthcare demand
Demographics Lifestyle Urbanisation
Large, ageing Diabetes, CVD, & Higher awareness
population hypertension and spend

Source: Global Wellness Institute; IBEF (Healthcare & AYUSH, 2026).

Insurance

Wider access to
organised care

Govt. Push Digital Health

Ayushman Bharat, Telemedicine, Al
digital mission diagnostics
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~“ Ayurveda Market Outlook

SAT KARTAR

Global Ayurveda Market (US$ Bn) 7 8 6%

2025 20.4 Asia Pacific share of global

Ayurveda market, 2025
4.2x

scale-up by 2033E

£ What's driving demand

Preventive health & lifestyle-disorder
awareness

Preference for natural, chemical-free
products

India Ayurvedic Products (2 Lakh Cr)

Growing scientific validation of herbal

2025 1.02 medicine

3.7X

scale-up by 2034E
2034E 3.73

Source: Grand View Research (Ayurveda Market Report, 2026); IMARC Group (India Ayurvedic Products Market, 2026)

E-commerce and D2C widening reach

Rising botanical demand in North America &
Europe

00000



~ India’s Ayush Opportunity

SAT KARTAR

Ayush Services Economy Growth Runway to 2047

India - FY2024-25 - RIS—Ministry of Ayush study

US$ 36.9 Bn (Vecoccmmmce e = == Sl Uss$ 216-318 Bn
FY25

Backed by Ministry of Ayush support for research, quality
standardisation and global awareness

Ayurveda leads ish
=48% of sector revenue, =
or US$ 17.7 Bn

1.76 Mn 7.5 Lakh+ US$ 688.9 Mn

livelihoods supported by registered Ayush Ayush & herbal exports,
the Ayush sector practitioners in India, 2025 FY25 (+6.1% YoY)

Potential size by 2047

Source: RIS—Ministry of Ayush study (Oct 2026); Ministry of Commerce (Ayush exports, FY25); IBEF (Healthcare & AYUSH, 2026)
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®

~ Industry Overview

SAT KARTAR

Medical Value Travel (MVT) How these tailwinds translate for Sat Kartar

e s

2025 8.7
R -2
Global (US$ Bn)

2022 115.6

Institutional Ayurveda
2030E 286.1 ' - . o :
Sat Kartar Sanjeevan Hospital: consultations, therapies, inpatient

care, product cross-sell

5.07 Lakh US$1.77Bn Global acceptance

foreign medical arrivals in India,  Ayush MVT revenue, FY25 Export opportunities widen the long-term addressable market
2025

Preventive healthcare shift
Long-term Ayurvedic management of chronic lifestyle conditions

2030E

Digital adoption

Al-enabled engagement, multilingual support, data-driven patient
care

Source: Govt. of India / Ministry of Tourism (May 2026); RIS—Ministry of Ayush study (Oct 2026); IBEF (Healthcare & AYUSH, 2026)
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SAT KARTAR

Strategic
Overview




~ Capital Raise & Ecosystem Synergy 4

SAT KARTAR

Equity shares &

Hospital Expansion
warrants

LOls

Broaden our range of
healthcare offerings.

Issued at 2172 per share
to fuel growth & integration.

FUELING EXPANSION

] AND LONG-TERM o .
€47.22Cr VALUE CREATION A stronger financial
total capital foundation
Raised across 14 investors,

led by Lighthouse Canton.

Empowering our vision
for a healthier tomorrow.

Capital Infusion Hospital Expansion Expansion & Scale Long-Term Value Creation
Equity shares and warrants Expanding our footprint by Scaling products and Building a resilient,
fund growth. signing more LOls. healthcare delivery. sustainable platform.
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~ Aligning Core Strengths with Industry Tailwinds

Trusted Formulations

Doctor-formulated
AYUSH, GMP &ISO compliant
Chronic & lifestyle range

E 3 SAT KARTAR

Consumer Connect

Integrated Care

Own Ayurveda hospital
Consultations,& therapies

Own customer database Product cross-sell

Multilingual tele-consults
Al-led engagement

Industry tailwind How Sat Kartar is placed
01 . . Long-term Ayurvedic
Shift to preventive management of lifestyle
& chronic care conditions

O% . . Tele-consultation, call
Digital-first centres and Al-led patient
healthcare engagement
consumers

O:.’. L. own hospital adds
Rise of institutional consultations,  therapies
Ayurveda and in-patient care

04 Subsidiary positioned to
Global acceptance take nutraceuticals
of Ayurveda oversedas

SAT KARTAR




Strengthen, Scale, and Expand

SAT KARTAR

OUR DESTINATION

|:] An Integrated Ayurveda Healthcare Ecosystem

¥

VedaBay
TARTHATRA

US range

Widen the map

Hyper-personalised wellness New everyday categories

=4

000

Al matches advice and products to Scale the hospitql network VedaBay nutraceuticals for daily use
ailment, age, region and behaviour and repeat buying

More beds and new locations for
. Sanjeevan Ayurveda hospitals . .
4 Cost-Efficient Model Go international
Balance in-house production and Enter the US with various products
contract manufacturing to optimise

costs and maintain flexibility. e Broaden care services

. US product
Deeper regional reach

Add yoga therapy and integrated range

. - wellness clinics
New regional call centres serving

customers in their own language
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% H1 FY27 - Snhapshot 4

SAT KARTAR

Revenue EBITDA PAT :
EBITDA Margin
o
-"3.9 9.2 12.7 /O
14.5
+180 bps
90.1 7.3
9.8 PAT Margin
~ o
3 8.1%
T
c
k<)
S
C
[0}
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‘% H1 FY26 H1 FY27 H1 FY26 H1 FY27 H1FY26 H1 FY27
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All Figures in INR Crs.
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= Income Statement

— SAT KARTAR
Particulars H1FY27 H1FY26 Y-o-Y H2FY26 H-o-H
Revenue from Operations 13.9 90.1 26.4% 110.6 2.9%
Purchase of Stock-In-Trade 913 7.2 12.9
Changes in Inventories of Stock-In-Trade -0.6 -1.8 -3.8
Gross Profit 105.1 84.7 24.2% 101.6 3.5%
Gross Profit Margin (%) 92.3% 94.0% -170 bps 91.8% 50 bps
Employee Benefit Expense 1.2 1.5 1.5
Other Expense 79.4 63.4 75.2
EBITDA 14.5 9.8 47.7% 14.9 -2.4%
EBITDA Margin (%) 12.7% 10.9% 180 bps 13.4% -70 bps
Other Income 0.4 1.9 0.6
Depreciation and Amortization 24 1.3 21
EBIT 12.6 10.4 21.0% 13.4 -5.9%
EBIT Margin (%) 1.0% N.5% -50 bps 12.1% ~-110 bps
- Finance Cost 0.2 0.3 0.2
g Profit before Tax and exceptional Items 12.3 10.1 13.1
% Exceptional Items - - - e
_é Profit before Tax 12.3 10.1 22.0% 13.1 -5.9%
42 Tax 31 2.8 3.3
% Profit after Tax 9.2 7.3 26.7% 9.8 -5.6%
% PAT Margin (%) 8.1% 8.1% - 8.9% -80 bps
§ EPS 5.88 4.64 6.22
[

All Figures in INR Crs.




Balance Sheet

SAT KARTAR
Particulars Sep-26 Mar-26 Particulars Sep-26 Mar-26
Assets Equity and liabilities
Non-current assets Share capital 15.7 15.7
59.7 51.9

Property, Plant and Equipment 13.9 12.0 Szseriize e aupiue

Money received against share warrants 1.6 -
Non-current investments 0.5 0.5 Y 9

Total equity 87.0 67.6
Deferred tax assets (net) 1.0 0.7

Minority interest - -

Long-term loans and advances 2.2 2.2 . .
9 Non-current liabilities = =

Other non-current assets - - Long-term borrowings 1.3 1.6

Total non-current assets 17.6 15.4 Deferred tax liabilities (net) = -
Current assets Other long-term liabilities - -
Inventories 1.1 10.5 Long-term provisions - -
Trade receivables 18.3 145 Total non-current liabilities 1.3 1.6
N . Current liabilities
g Cash and cash equivalents 0.4 0.4
T Short-term borrowings 0.8 0.8
:,E Bank balance 20.4 215 9 %
c Total Trade payable S5 1.8
2 Short-term loans and advances 8.4 6.1 ——
3 Other current liabilities 2.6 22
C
27.1 16.5
2 Other current assets Short-term provisions 2.0 0.9
‘g Total current assets 85.6 69.5 Total current liabilities 14.9 15.7
g Total assets 103.2 84.9 Total equity and liabilities 103.2 84.9
£

All Figures in INR Crs.



~ Cash Flow Statement X

SAT KARTAR

Particulars Sep-26 Mar-26
Cash Flow from Operating Activities
Profit before Tax 12.3 23.2
Adjustment for Non-Operating Items 2.2 1.7
Operating Profit before Working Capital Changes 14.6 24.9
Changes in Working Capital -19.0 -18.2
Cash Generated/Used from Operations -4.4 6.7
Less: Direct Taxes paid -24 -6.3
Net Cash from Operating Activities -6.9 0.5

& Cash Flow from Investing Activities -4.3 -8.6

] Cash Flow from Financing Activities 10.1 -0.8

[

9

S

o

§ Net Increase/(Decrease) in Cash and Cash equivalents -1.1 -8.8

S

0

g

All Figures in INR Crs.
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~ Key Financial Metrics

SAT KARTAR

Revenue EBITDA PAT
200.7 24.7 17.1
162.9
127.9 113.9 14.2 14.5 9.8 9.2
AR T B
FY 24 FY 25 FY26  HIFY27 FY 24 FY 25 FY26  HIFY27 FY 24 FY 25 FY26  HIFY27

All Figures in INR Crs.

ROE ROCE Working Capital Days
N ° n3
> 66.8% 929 98
T "
: % 0 34.3% o
_S 19.1% 25.3% 21% 28.1%
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Historical Income Statement

Particulars FY24 FY25 FY26 H1FY27
Revenue from Operations 127.9 162.9 200.7 113.9
Purchase of Stock-In-Trade 9.3 13.0 20.1 9.3
Changes in Inventories of Stock-In-Trade -0.3 -4.0 -5.6 -0.6
Gross Profit 118.9 153.9 186.2 105.1
Gross Profit Margin (%) 93% 94.5% 92.8% 92.3%
Employee Benefit Expense 29.6 27.6 23.0 1.2
Other Expense 79.1 1121 138.6 79.4
EBITDA 10.2 14.2 24.7 14.5
EBITDA Margin (%) 8.0% 8.7% 12.3% 12.7%
Other Income 0.2 0.8 24 0.4
Depreciation and Amortization 1.3 1.3 34 24
EBIT 9.1 13.7 23.7 12.6
EBIT Margin (%) 7.1% 8.4% 11.8% 11.0%
Finance Cost 0.5 0.5 0.5 0.2
Profit before Tax and exceptional Items 8.6 13.2 23.2 12.3
Exceptional ltems - - - 0
Profit before Tax 8.6 13.2 23.2 12.3
Tax 2.3 33 6.1 31
Profit after Tax 6.3 9.8 17.1 9.2
PAT Margin (%) 4.9% 6.0% 8.5% 8.1%
EPS 2252 7.37 10.86 5.88

All Figures in INR Crs.

SAT KARTAR
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Historical Balance Sheet

Particulars

Assets

Mar24 Mar25 Mar26 Sep26

Non-current assets

Equity and liabilities

SAT KARTAR

Share capital 2.8 15.7 15.7 15.7
Property, Plant and Equipment 2.7 6.2 12.0 13.9
6.6 35.8 51.9 59.7
Non-current investments 1.0 0.8 0.5 0.5 Reserves and surplus
Money received against share _ _ _
Deferred tax assets (net) 0.5 0.7 0.7 1.0 warrants 1.6
Long-term loans and advances 5.5 14 22 22 Total equity 9.4 51.5 67.6 87.0
- = = 0.0 0.0
Other non-current assets Long-term borrowings 0.5 2.0 1.6 1.3
Total non-current assets 9.8 9.1 15.4 17.6
Total non-current liabilities 0.5 2.0 1.6 1.3
Current assets
Current liabilities
Inventories 0.6 4.6 10.5 1.1
Trade receivables 2.3 6.0 14.5 18.3 Short-term borrowings 1.3 3.9 0.8 0.8
Cash and cash equivalents 0.1 0.1 0.4 0.4 Trade Payables 5.9 4.2 1.8 9.5
2.4 30.6 215 20.4
Bank balance Other current liabilities 4.7 2.2 2.2 2.6
Short-term loans and advances 3.8 6.5 6.1 8.4
Short-term provisions 0.0 1.0 0.9 2.0
Other current assets 2.8 8.0 16.5 271
jabiliti 1.8 1.3 15.7 14.9
Tl T G e 12.0 55.7 69.5 85.6 Total current liabilities
Total assets 21.8 64.8 84.9 103.2 Total equity and liabilities 21.8 64.8 84.9 103.2

All Figures in INR Crs.




Historical Cash Flow Statement X

SAT KARTAR

Particulars Mar24 Mar25 Mar26  Sep 26
Cash Flow from Operating Activities
Profit before Tax 8.6 13.2 23.2 12.3
Adjustment for Non-Operating Items 2.0 2.2 1.7 2.2
Operating Profit before Working Capital Changes 10.6 15.3 24.9 14.6
Changes in Working Capital -0.6 -17.1 -18.2 -19.0
Cash Generated/Used from Operations 10.0 -1.8 6.7 -4.4
Less: Direct Taxes paid 3.0 3.3 -6.3 -2.4
Net Cash from Operating Activities 7.0 -5.1 0.5 -6.9

8 Cash Flow from Investing Activities -2.6 -0.3 -8.6 -4.3

= Cash Flow from Financing Activities -2.6 33.6 -0.8 10.1

[

k<)

S

o

§ Net Increase/(Decrease) in Cash and Cash equivalents 1.9 28.2 -8.8 -1.1

S

4

g

All Figures in INR Crs.



~ Growth Outlook X

SAT KARTAR

- ~3-5 Hospitals / month Hh
AVERAGE ROLLOUT PACE ‘ ﬂ ‘
3 o om ~10-30 beds / hospital 3 0 0

Operational Beds TARGET FACILITY SIZE Targeted Beds By FY27
Today

_ High ~
25-6 lakh g9 1000 beds

ope . [ ]
Average Cost Per Bed Targeted Utilisation e Targeted Beds By FY28
Of Operational Beds

UNIT ECONOMICS

(N

BUSINESS TRANSFORMATION

Higher-margin mix
From Products
to Products + Services Diversified offerings

Services complement the existing

roduct portfolio while creating a :
Eigher-rf\argin and more divegrsified Existing revenue New growth engine potential

revenue mix. foundation

PRODUCTS SERVICES Greater revenue
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Thank You

Ry X-B4

SAT KARTAR

Sat Kartar Life Ltd X-B4 Advisory LLP
Gautam Kothari [ Gautam Sipani
CIN: L52590DL2012PLC238241 Tel: +91 79776 16640 [ +91 90821 98752
Email ID: info@satkartar.in Email ID: gautam@x-b4.com /
Tel: +011-40550741 gautamsipani@x-b4.com

Website: www.satkartar.in Website: www.x-b4.com
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