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Questions and Answers

Moderator: Ladies and gentlemen, good day and welcome to the VIP Industries
Q1 FY2018 Earnings Conference Call, hosted by Edelweiss Securities Limited. As
a reminder, all participant lines will be in the listen-only mode and there will be
an opportunity for you to ask questions after the presentation concludes. Should
you need assistance during the conference call, please signal an operator by
pressing “*” then “0” on your touchtone phone. I now hand the conference over
to Ms. Shradha Sheth from Edelweiss Securities. Thank you and over to you
Madam!

Shradha Sheth: Thank you Lizann. On behalf of Edelweiss, let me welcome you
all to the Q1 FY2018 Earnings call of VIP Industries. From the management
today we have Mr. Dilip Piramal, the CMD, Ms. Radhika Piramal, the Vice
Chairman and Executive Director and Mr. Jogendra Sethi, CFO of VIP. So,
without any further ado | will hand over the call to Mr. Dilip Piramal for his initial
comments post which we will open the floor for Q&A. Thank you and over to you
Sir!

Dilip Piramal: Good afternoon everyone and welcome to our conference call
after the results of the Q1. During this quarter the company achieved income
from operations of Rs.409 Crores against Rs.375 Crores in the corresponding
quarter of the previous year registering a growth of 9%. For the Q1, the sales
growth was achieved from domestic business entirely as the international
business was flat and the entire domestic business growth is volume growth.
Most of our trade partners were not clear about the implications of GST like
transition provisions, which affected sales during the month of June 2017
especially in traditional channels like general trade. Hence, sales growth at 9%
in Q1 is quite satisfactory. GST is expected to benefit the organized sector in the
long run even though we have been put under the 28% GST tax rate, which is
quite high because earlier our effective tax rate was around 18%, in fact it is
quite a setback to us, but it will take time to neutralize things. We have taken a
small price increase at the moment and we are quite hopeful that we should be
able to recover the whole thing at least after a year.

The markets are quite good, market demand has been good, but of course
things are a bit uncertain because GST which has had a strong impact on us. |
would like to talk about our brands. Skybags brand is doing extremely well and
it is also the leading brand for backpack. Our Aristocrat brand also is doing very
well, its latest collection has been well received and sales growth of this brand is
doing quite well. VIP is a bit tepid, but we are making efforts to reinvent the
brand. Caprese our ladies handbag brand is also doing quite well and has grown
well during the quarter and margins are very good. During the last quarter
modern trade channel has grown well in spite of high base, which it had. E-
commerce channel also has picked up pace of course it is very small percentage
of our overall sales.
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Our EBITDA was at Rs.64 Crores up from Rs.51 Crores that is the growth of
about 25% and let me tell you in the last quarter the first two months were
extremely good, but June was affected because of the GST impact. Overall
EBITDA is 15.6% in Q1 as compared to 13.6% of the same quarter last year,
which is quite a good improvement. EBITDA has improved due to higher growth
contribution and controlled overheads. Growth contribution has improved due to
product mix and strengthening of the Rupee against the US Dollar, which is a
very positive thing for us, in fact this morning after a long time the Rupee is
under Rs.64, | think it was Rs.63.7 per USD.

Advertisement and marketing expenses were in the range of 6% to 7%, which
is normal. Our profit before tax for the Q1 was Rs.60.5 Crores up from 47.1
Crores last year, which is a growth of 28%. Fixed overheads are well under
control.

Our subsidiary in Bangladesh had a good Q1 performance and Bangladesh is
becoming a very good alternative as a source of supply against China and we
are planning to increase our operations there and the board has approved an
investment of about Rs. 25 Crores for enhancing our manufacturing capacity in
Bangladesh.

All in all 1 would say that the market was very good and things were going very
well, but this 28% GST rate has put a spoke in our wheel, but because of the
strong market conditions and the strong Indian currency, we are hopeful that
we will retrieve our positions it will take some time. We will take questions.

Moderator: Thank you. Ladies and gentlemen we will now begin the question
and answer session. We will take the first question from the line of Nitin Gosar
from Invesco Mutual Fund. Please go ahead.

Nitin Gosar: Sir when did we take the price hike?

Radhika Piramal: Around June 15, 2017.

Nitin Gosar: And this was more to absorb the GST increase or.....
Radhika Piramal: Yes.

Nitin Gosar: Second question is pertaining to Bangladesh with the investment
of 25 Crores what is the change in the capacity addition?

Radhika Piramal: It will about double the capacity. For first plant also, we
have spent Rs. 20-25 Crores so this will double the capacity.

Nitin Gosar: What is the outlook for VIP for a couple of quarters now may be
more than 10 quarters we have been continuously hearing that the performance
has been tepid, but the efforts are still on, so internally there should be some
benchmark that beyond this you do not want to reinvest or beyond this you do
not want to revisit your strategy or you want to change it, how do you see VIP
internally?

Dilip Piramal: The question is not very clear what exactly can you just repeat
the question?

Nitin Gosar: The challenge is VIP has been continuously on investment mode
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or there have been efforts continuously going behind VIP to revive?
Dilip Piramal: No, what you mean investment mode?

Nitin Gosar: It is more on the time investment or the resource investment that
the management is supposed to do to revive the growth revenue of VIP?

Radhika Piramal: Do you mean the brand of the company?
Dilip Piramal: What is time investment?

Nitin Gosar: The question is more related to the relative growth rate that we
are seeing in the VIP core brand, which has been tepid you know for the last
couple of quarters your management commentary has been that the efforts are
still on to revive it. Why do you see the revival actually to happen or do you see
the efforts will continue to go on for couple of more quarters before which you
can actually start seeing the revival to happen?

Dilip Piramal: You are talking of the VIP brand?
Nitin Gosar: Yes VIP brand.

Dilip Piramal: Not the company. only the VIP brand?
Nitin Gosar: No, company numbers are clearly.....

Radhika Piramal: The efforts will never stop obviously the management would
prefer to see a revival sooner rather than later, but you know it is a biggest
luggage brand in India, so the efforts will never stop and | cannot put a timeline
as to when it will change because that depends basically on consumer
acceptance of new products, etc., in the market, so last year we did Hrithik
Roshan campaign, we got very good feedback from all our research, the sales
numbers though did not support to that degree, we will have to be working on
it, it is like sort of changing any flagship heritage brand. Let us focus on the
company performance, which is pretty good and we have a good brand strategy
Aristocrat, Skybags, Carlton, etc., so it means we continue to increase our
market share in the organized luggage segment and obviously any renewed
growth of VIP can only help that.

Nitin Gosar: Sure Madam! Thank you.

Moderator: Thank you. The next question is from the line of Amit Mantri from
2Point2 Capital Advisors. Please go ahead.

Amit Mantri: Yes, my question is we have been hearing about some challenges
in the CSD channel with the restrictions on the turnover as well as de-stocking
related to GST, so just wanted your thoughts on GST is likely to progress going
forward?

Radhika Piramal: It has been a very challenging June and July in the CSD
channel in fact when Chairman said that 9% growth is good considering
everything it is in particular given that in June | think we hardly had any CSD
sales and July continuously difficult and the most recent commentary from the
CSD management is that they expect August too also be slow they have taken
some policy decisions at their end that they would really like to de-stock all the
pre-GST stock completely before buying new, that is a strong decision and most
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company supplying to CSD are facing the same headwinds there. We look
forward to the management resume placing orders as soon as possible.

Amit Mantri: Also there been some circular in July by the Ministry of Defence
where they are actually restricting the amount of any CSD channel because they
are seeing lot of buying from outside the CSD personnel, outside the defence
personnel, so is this some thing to worry about?

Radhika Piramal: It is too early for us to comment and these are their
decisions right, so we supply them and obviously we go by the policy, so | think
as and when they share more information with us we obviously hope it will not
remain at these kind of levels for the rest of the year, if it does certainly it will
be a drag on our sales growth.

Amit Mantri: On the GST related price increase that we have taken so this
does put us in a disadvantage, but have you all seen the unorganized sector
being forced to take price increases because of higher compliance or is it too
early?

Radhika Piramal: It is just too early. | think that once we have the current
quarter’s results we can have a much more meaningful conversation about GST
impact on the margins, on the sale growth, volume and the pricing. It is just too
early to say now.

Amit Mantri: Thank you and good luck.

Moderator: Thank you. Next question is from the line of Tejas Shah from Spark
Capital. Please go ahead.

Tejas Shah: Thanks for the opportunity and congratulations on very good set
of numbers in challenging times. Just wanted to know | am just extending the
previous question | understand that it is slightly early to comment on GST
impact, but the way we understand GST would have impacted on three counts
versus your pricing your margins basically growth margins and the competitive
landscape so | think the margins part you would have taken care by the 6%,
7% price hike is that correct understanding?

Radhika Piramal: 6% price rise will not be sufficient to maintain the margins
as a percentage level as effective tax rate has gone from 18% to 28%. Having
said that we made a decision that 6% was the price increase we were
comfortable with in order to also ensure a volume growth continues, so we will
assess our margins for the current quarter and then take a call whether we
need to take an additional price increase later on in the year or not.

Tejas Shah: Sure, second on growth | understand that CSD is under pressure
because of their own reasons, but how are the other channels behaving
wholesale and modern trade.

Radhika Piramal: Growth continues. We have been able to grow at 9% despite
significant decline in CSD and the other channels not been doing well, so other
channels are growing. Even general trade, | mean there are some dissonance in
June-July, but underlying growth in April-May was very good, modern trade
continues to be good, we were able to resume billing extremely faster in
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modern trade, you know with our good market share and our collaborative trade
relationships with all the chains. We resume billing in July so the underlying
consumer sentiment is good.

Tejas Shah: As we are noticing in many other categories where there is a
tussle going on between the modern trade channel partners and the brands on
unsold inventory at the end of June where they are asking for to compensate for
the unsold inventory loss transition so are we going for any such negotiations
with modern trade partners?

Radhika Piramal: Discussions are ongoing, but | do not think there is anything
material for me to comment at this time, we are not expecting sales returns.

Tejas Shah: Sure and are you planning to compensate for the losses?
Radhika Piramal: No, discussions are still on.

Tejas Shah: Lastly just for understanding purpose this Bangladesh is largely
soft luggage capacity right?

Radhika Piramal: Yes.

Tejas Shah: And does it cater to all the brands or any specific brands of us?
Radhika Piramal: It has variety. it is not limited to only one brand.

Tejas Shah: This expansion timeline will be by what period we have..

Radhika Piramal: It will take 12 months. So from now to let us say next July
to fully double. We double the capacity from starting 12 months from now.

Tejas Shah: So if | recollect correctly it was 80,000 per month kind of run rate
capacity?

Radhika Piramal: It will be less than that 70,000.

Tejas Shah: In you press release you have also mentioned that this capex will
also be for marketing purpose so are we expanding our base in Bangladesh also
in distribution?

Radhika Piramal: No, it is primarily manufacturing unit for sales to VIP India. |
am sorry | do not know what the specific marketing comment is on the press
release.

Jogendra Sethi: Can you please repeat the question?

Tejas Shah: Sir in your press release this 25 Crore capacity expansion is the
word has been used marketing as well so | was just wondering...

Jogendra Sethi: The Company has to sell and for that marketing is also
required but primarily it is manufacturing.

Dilip Piramal: It is more comprehensive, but basically it is manufacturing only,
but you know when we make a general resolution we have to include marketing
because we have to sell the product so that is more of a technical.

Tejas Shah: As most of the managements were coming out of the results they
are saying that July incrementally day by day it is improving, so just wanted to
know you mentioned about CSD, but our things improving in other channels for
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you?

Radhika Piramal: There is one difference between us and FMCG. FMCG sell to
distributors and distributors sell to stockiest, retailers, etc., so FMCG would have
had a fairly challenging June because many distributors would not want up stock
before they know new pricing, new margins, new rates, etc. In our case, we
took our price increase on June 15, 2017, so when it comes to the general trade
we did not have a bad June. In July, people were waiting and watching to see
what is going to happen with the price increase, the volume and the consumer
demand. So | would really like to say April and May had demonstrated one set
of trends in terms of growth and margins and June and July represent another
and it is too early to comment now where the rest of the year will go.

Tejas Shah: That is it from my side.

Moderator: Thank you. The next question is from the line of Nikit Shah from
Motilal Oswal Securities. Please go ahead.

Nikit Shah: Yes, thanks for the opportunity and congratulations on good set of
numbers. | had a few questions, first on the GST rate while our rates is 28% is
the GST rate structure for us inverted in nature where raw material is cheaper
in terms of rates and the output rate is much higher?

Dilip Piramal: The rate is not inverted. The rate is higher.

Nikit Shah: No what | am trying to understand Sir is that are we going to get
refund for selling prices at 28% and for raw material let us say 12% or 18% you
will have multiple raw material and multiple GST rates so ideally would you be
in a state where you actually apply for refund?

Dilip Piramal: No, not at all. There is not going to be any refund.

Nikit Shah: Because there is a lot of input credit that you can actually avail
going forward so......

Dilip Piramal: No, I think that you have not understood the GST concept. We
are paying 28% at a higher price and input is at a lower rate and lower price so
where is the question of refund?

Nikit Shah: I will take that question separately.

Dilip Piramal: If we are paying Rs.28 at the final stage, our input credit will not
be more than Rs.7-Rs.8.

Nikit Shah: Got it. The second question was on the sourcing part of it with
Bangladesh kind of ramping up in the next 12 months how much would China
assuming Bangladesh ramps up with full utilization how much could China be
then as a percentage of total sourcing?

Radhika Piramal: It may come down by about 5% or 10%. China is a single
largest source and the company is growing. By adding the Bangladesh capacity,
China will remain the same so China stops growing and the growth comes from
Bangladesh. | do not see a reduction in absolute terms in Chinese buying.

Nikit Shah: So it would still be around 60%-70% roughly as a percentage of
total production or total sourcing that you do?
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Dilip Piramal: No, we have a lot of manufacturing in India also .....
Radhika Piramal: It is a little less than that.

Nikit Shah: Got it. The other question was even the sales that you have lost in
the month of June and typically Q1 is one of a best quarter is it loss sales or do
you think you can cover up in July?

Radhika Piramal: I mean that it is too early to comment on that.

Nikit Shah: And your outlook on wedding season how is that looking up
because that is one of our major drivers for our business so any broad....

Radhika Piramal: Q1 was good and it is really too early to comment for Q3.

Nikit Shah: And final question on Caprese, can you just give a sense on how
big is a brand now broadly what sense of margins are we making because |
think the other competitor is a loss making, which is Lavie, but you guys are
more profitable any sense that you can share?

Radhika Piramal: Can you share more details of this loss making Lavie? | am
not familiar with this as Lavie is not part of listed entity.

Nikit Shah: No, I am saying that there are lot of media articles that suggest
that Lavie is loss making, so just going by the media articles it is unlisted
company.

Radhika Piramal: Caprese continues to grow well. When we launched ladies
handbags, we thought that this had the potential to be a Rs. 500 Crore brand
pretty quickly. We are creating a new market and we have to create the
demand for organized handbags. Ladies are used to spend Rs.800, Rs.1000,
Rs.1200 and Rs.1500 for unbranded and then they literally had to pay double
that or triple that for a branded bag. It is taking time to create the market. It
continues to grow well to achieve its target. Its profitability and its GM are
better than luggage, but it is going to take more time than we expected to
become let us say 20%, 30% or 40% of company revenues.

Nikit Shah: Got the point. Thank you so much and best of luck.

Moderator: Thank you. The next question is from the line of Rakesh
Jhunjhunwala from Rare Enterprises. Please go ahead.

R Jhunjhunwala: Congrats on good performance. Sir what was the average
excise and the average sales tax prior to GST?

Radhika Piramal: 14 plus 5, 19.

Jogendra Sethi: VAT is 14%. The difference is because of excise duty which is
12.5% of production cost which works out to around 5%.

R Jhunjhunwala: But all your dealers will also get earlier dealers do not get
input credit, now they will get input credit?

Dilip Piramal: Yes, they will get input credit.

R Jhunjhunwala: Earlier when they paid sales tax they did not get input credit
for this 5.5?
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Jogendra Sethi: Dealers were getting input credit of VAT and dealers will be
getting input credit of GST also.

R Jhunjhunwala: You could not adjust the excise duty with VAT?

Jogendra Sethi: Excise duty was a liability at around 5%. We are discussing
how much was the total actual effective tax rate under VAT regime and also
under new GST regime and second part is whether | was getting input credit or
not. So first part, my effective tax rate was around 19% which will be now 28%.
VIP customers were not getting input credit for excise duty of 5%, which they
will get under GST regime. Dealers were paying 14% VAT on his margin while
now dealers will be paying 28% on their margin.

R Jhunjhunwala: Right, so actually your effective rate for him is 28-5.5?

R Jhunjhunwala: | think there is some confusion here, we have entered a
shop, employees, labour, expensive advertising, all these would have set of
now, which earlier in VAT there was no set off?

Jogendra Sethi: Additional set off is around 0.6 to 0.7% only of MRP.
R Jhunjhunwala: Rate of tax has gone up by about 7%, 7.5%7?

R Jhunjhunwala: So that means although the rate has gone up we will take it
offline actually the rate does not go up from 19.5 up from 28 it will go up from
19.5 to 26, 26.5%7?

Radhika Piramal: Because of the greater input taxes we can avail.

R Jhunjhunwala: In fact earlier the sales tax is levied under price inclusive of
excise duty, here it is levied only on the basic price.

Dilip Piramal: Yes that is right.

R Jhunjhunwala: There also you see money because when he does not pay,
the billing he was paying earlier the 5.5% excise, the deduction pay 14%. Now
because of GST tax GST is implemented. So today if your bill him at 100 plus 28
your bill is 128, he will say 28 now only 100 on his selling on the value added?
So the answer that you gave, he will get the credit, isn’'t it?

Jogendra Sethi: You are rightly saying that earlier there was cascading effect
of VAT on the excise duty, but still GST rate is still substantially high.

Radhika Piramal: Look the goal is for us to maintain or get back to our
margins right. I am saying 6% of price increase is not enough for that, let us
just see how our margins play out in Q2 then we will see how to move ahead,
but obviously the goal of the management is to maintain our margins.

R Jhunjhunwala: When we meet and | will explain to you by way of an
example why the loss is not 19, it is also 28, if it is not exceed 26, 26.5.

Dilip Piramal: We will figure that out after the second quarter.

Moderator: Thank you. The next question is from the line of Chirag Lodiya
from ValueQuest Investment Advisiors. Please go ahead.

Chirag Lodiya: Congratulations on very good set of numbers. | have two
questions. My first question is on seasonality in CSD. You can explain as you
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have seasonality in your business there is seasonality in CSD as well?

Radhika Piramal: Yes. Q2 is the leanest quarter for all luggage companies
because people are not travelling in the monsoon, so yes there is a seasonality.

Chirag Lodiya: So, Q1 what is happening currently nothing to do with
seasonality, there is a quite breakdown in the CSD?

Radhika Piramal: They have not really placed orders in June and July. Once
they got the GST notice in June, they did not place orders because they wanted
to know whether they were going to be exempt from GST or not, then towards
the end of the month they found out that they will get a 50% refund on all the
GST payments, so with that they resume orders, but they have resumed orders
very slowly because they are saying that they also wanted to reduce their stock
holding before really resuming new purchases of new items with the new GST
pricing.

Chirag Lodiya: Just to understand better. Is it fair to assume CSD as a channel
in Q1 would be 30%-35% of overall CSD set? Suppose in 12 months you sell
100 Crores worth of goods in CSD, so Q1 would be like 30-35% of that?

Dilip Piramal: Q1 is very large maybe 30%.

Chirag Lodiya: And just lastly on if you can just give what is modern trade as a
percentage of sales for the company roughly?

Radhika Piramal: We do not give specifics.
Chirag Lodiya: Thanks a lot.

Moderator: Thank you. We will take the next question from the line of Tejas
Shah from Spark Capital. Please go ahead.

Tejas Shah: Just one followup on Bangladesh. If you can help us understand
apart from better control over quality in terms of sourcing what sourcing
advantage in terms of pricing Bangladesh offers to us, so how much is it
cheaper to source from Bangladesh versus China?

Radhika Piramal: So we buy at the same prices, VIP India will buy at the same
prices from Bangladesh as we buy from China. That is a benchmark price. The
advantage is that the subsidiary, VIP Bangladesh, also makes the manufacturing
profit and so that is adding to the consolidated results of the company.

Tejas Shah: Does it over a period of time insulate us from volatility in Rupee,
Dollar fluctuations is that correct?

Radhika Piramal: To some degree, but not entirely because we continue to
purchase raw materials in dollars. Having said that a big part of manufacturing
is obviously the labour cost. The labour cost is denominator in Bangladeshi
Taka, the Taka is linked to US Dollar not to the Indian Rupee. So it does not
protect us from the volatility; however, the manufacturing profit in Bangladesh
is decent because the wage cost in Bangladesh are much lower than China. So |
think the best side, it is strategic alternative to China, it is more on our own
control because we manage the raw material to supply chain, etc., etc. The
labour cost is lower and so the fact we get the manufacturing profit and not only
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distribution selling profit.
Tejas Shah: What is the labour count in Bangladesh as on today?
Radhika Piramal: | think that we have 450 workers.

Tejas Shah: It is labour in terms in the sense when you double your capacity
the count also.

Radhika Piramal: Yes.

Moderator: Thank you. The next question is from the line of Sayam Jain from
Edelweiss. Please go ahead.

Manoj: Congratulations on good set of humbers. | have couple of questions.
First one is | think we have spoken a lot on GST, so my first question is again
on GST. Only just wanted to understand that if we are going to save significant
money on account of some of the input taxes, which we were paying earlier like
we were having good amount of contract manpower also on which we were
paying service tax, advertisement on the rental and all, earlier we could set of
again excise, but | think there was some of the companies are facing issues in
terms of getting the full set of, so will there be a good amount of saving on
account of that input tax credit in the earlier vis-a-vis GST regime?

Radhika Piramal: Yes, but it is a more than offset by the increase in sales tax
that we have to pay. Let me be unequivocal here, it is too early to give
specifics, but GST is a new tax at 28% and negative for our margins, not
positive. With this 6% price increase and the 28% slab, it is negative for our
margins. Let us cover this topic in more detail after a quarter.

Manoj: Secondly if you can talk a bit on the competitive intensity how has been
the market share whether after this kind of performance in a challenging
quarter whether VIP has gained market share?

Radhika Piramal: Yes. | believe that we have done well across the channels.
In CSD, all companies and all industries have faced a decline, our market shares
stayed about the same, so Safari has not announced the results yet neither do
we have any results from American Tourister, Samsonite, but | feel that we
have slightly gained market share in Q1.

Manoj: Lastly like since we are importing a big portion of our luggage from
China and in few of the other sectors we have seen that the antidumping duty
on like few of the items have gone up significantly, in fact in luggage definitely
we do not have like huge amount of domestic manufacturing, but is there any
antidumping duty right now or is there a chance that there also that
antidumping duty if it is there it is likely to go up.

Dilip Piramal: No. There is no antidumping duty. There is no dumping.

Manoj: So there is no additional duty other than normal customs and CVD
right. Thanks for taking my question and wish you all the best.

Moderator: Thank you. The next question is from the line of Shradha Sheth
from Edelweiss Securities. Please go ahead.

Shradha Sheth: Just one question from my end. Just wanted to understand in
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terms of our sales mix historically while VIP was the larger part of the pie both
in terms of sales and profitability and as we were aspiring to increase the other
parts of the mix like Carlton and Caprese, which are higher gross margin
contributor, so are we seeing some improvements in terms of mix in terms of
profitability also?

Radhika Piramal: Carlton and Caprese, as you rightly said, on higher margins
than the other brands and they both continue to grow well, but they are just
under the scale of VIP and Skybags, which are two largest brands and at the
same time Aristocrat is also seeing a good growth and Aristocrat is at lower
margin than VIP, Skybags and Carlton. Carlton and Caprese are little better
margin than VIP and Skybags. Aristocrat is growing and defining our market
share, the value end of the segment where we all know we are facing stiff
competitions. Even though, Caprese and Carlton are growing well, we are not
seeing a product mix or a portfolio change that can lead to gross margin
expansion at this stage.

Shradha Sheth: Fair enough and just lastly as sir said initially that our latest
offerings have received well if you want to share some part of the strategy
where we are concentrating in terms of the mix or in terms of new product
offering?

Radhika Piramal: We continue to regularly launch new products and the
designs which are well received. One of the reasons, Skybags has done so well
is because the designs are really well appreciated in the modern trade channels
as well as the general trade and e-com. We have changed brand logo of
Aristocrat and got celebrity endorsements about six months back, all of that did
well through Q1. In modern trade, we maintained or slightly increased our
market share and in CSD again we maintained within the fact that it declined,
but we kept the market share, so Aristocrat has done well for these reasons,
new logos, new product designs.

Shradha Sheth: Sure. | think this was the last question Lizaan?
Moderator: Yes Shradha that was the last question.

Shradha Sheth: So, we would like to thank the management of VIP for taking
time and explaining in detail the results. We would like to thank all the
participants for being on the call. Mr. Piramal and Miss. Radhika any closing
comments from your end.

Dilip Piramal: Nothing from my side. Radhika you want to say anything?

Radhika Piramal: No, thank you for dialing in. I am very pleased with Q1
results and our goal is to continue with our sales growth and our market share
growth and we will manage the margins to bring them back eventually, but we
do not want to lose on the sale side and we will take our price increases keeping
that in mind. That is it and please do join for the next quarter conference call.
We will be able to comment on margins and GST implications much better at
that time as compared to we can right now.

Moderator: Thank you. Ladies and gentlemen on behalf of Edelweiss Securities
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that concludes today’s conference. Thank you for joining us. You may now
disconnect your lines.
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Aditya Narain, Head of Research, aditya.narain@edelweissfin.com

DISCLAIMER

Edelweiss Securities Limited (“ESL” or “Research Entity”) is regulated by the Securities and Exchange Board of India (“SEBI”) and is
licensed to carry on the business of broking, depository services and related activities. The business of ESL and its Associates (list
available on www.edelweissfin.com) are organized around five broad business groups — Credit including Housing and SME Finance,
Commodities, Financial Markets, Asset Management and Life Insurance.

This Report has been prepared by Edelweiss Securities Limited in the capacity of a Research Analyst having SEBI Registration
No.INH200000121 and distributed as per SEBI (Research Analysts) Regulations 2014. This report does not constitute an offer or solicitation
for the purchase or sale of any financial instrument or as an official confirmation of any transaction. Securities as defined in clause (h) of
section 2 of the Securities Contracts (Regulation) Act, 1956 includes Financial Instruments and Currency Derivatives. The information
contained herein is from publicly available data or other sources believed to be reliable. This report is provided for assistance only and is not
intended to be and must not alone be taken as the basis for an investment decision. The user assumes the entire risk of any use made of this
information. Each recipient of this report should make such investigation as it deems necessary to arrive at an independent evaluation of an
investment in Securities referred to in this document (including the merits and risks involved), and should consult his own advisors to
determine the merits and risks of such investment. The investment discussed or views expressed may not be suitable for all investors.

This information is strictly confidential and is being furnished to you solely for your information. This information should not be reproduced
or redistributed or passed on directly or indirectly in any form to any other person or published, copied, in whole or in part, for any purpose.
This report is not directed or intended for distribution to, or use by, any person or entity who is a citizen or resident of or located in any
locality, state, country or other jurisdiction, where such distribution, publication, availability or use would be contrary to law, regulation or
which would subject ESL and associates / group companies to any registration or licensing requirements within such jurisdiction. The
distribution of this report in certain jurisdictions may be restricted by law, and persons in whose possession this report comes, should
observe, any such restrictions. The information given in this report is as of the date of this report and there can be no assurance that future
results or events will be consistent with this information. This information is subject to change without any prior notice. ESL reserves the
right to make modifications and alterations to this statement as may be required from time to time. ESL or any of its associates / group
companies shall not be in any way responsible for any loss or damage that may arise to any person from any inadvertent error in the
information contained in this report. ESL is committed to providing independent and transparent recommendation to its clients. Neither ESL
nor any of its associates, group companies, directors, employees, agents or representatives shall be liable for any damages whether direct,
indirect, special or consequential including loss of revenue or lost profits that may arise from or in connection with the use of the
information. Our proprietary trading and investment businesses may make investment decisions that are inconsistent with the
recommendations expressed herein. Past performance is not necessarily a guide to future performance .The disclosures of interest
statements incorporated in this report are provided solely to enhance the transparency and should not be treated as endorsement of the
views expressed in the report. The information provided in these reports remains, unless otherwise stated, the copyright of ESL. All layout,
design, original artwork, concepts and other Intellectual Properties, remains the property and copyright of ESL and may not be used in any
form or for any purpose whatsoever by any party without the express written permission of the copyright holders.

ESL shall not be liable for any delay or any other interruption which may occur in presenting the data due to any reason including
network (Internet) reasons or snags in the system, break down of the system or any other equipment, server breakdown, maintenance
shutdown, breakdown of communication services or inability of the ESL to present the data. In no event shall ESL be liable for any
damages, including without limitation direct or indirect, special, incidental, or consequential damages, losses or expenses arising in
connection with the data presented by the ESL through this report.

We offer our research services to clients as well as our prospects. Though this report is disseminated to all the customers simultaneously, not
all customers may receive this report at the same time. We will not treat recipients as customers by virtue of their receiving this report.

ESL and its associates, officer, directors, and employees, research analyst (including relatives) worldwide may: (a) from time to time, have
long or short positions in, and buy or sell the Securities, mentioned herein or (b) be engaged in any other transaction involving such
Securities and earn brokerage or other compensation or act as a market maker in the financial instruments of the subject
company/company(ies) discussed herein or act as advisor or lender/borrower to such company(ies) or have other potential/material
conflict of interest with respect to any recommendation and related information and opinions at the time of publication of research
report or at the time of public appearance. ESL may have proprietary long/short position in the above mentioned scrip(s) and therefore
should be considered as interested. The views provided herein are general in nature and do not consider risk appetite or investment
objective of any particular investor; readers are requested to take independent professional advice before investing. This should not be
construed as invitation or solicitation to do business with ESL.
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ESL or its associates may have received compensation from the subject company in the past 12 months. ESL or its associates may have
managed or co-managed public offering of securities for the subject company in the past 12 months. ESL or its associates may have
received compensation for investment banking or merchant banking or brokerage services from the subject company in the past 12
months. ESL or its associates may have received any compensation for products or services other than investment banking or merchant
banking or brokerage services from the subject company in the past 12 months. ESL or its associates have not received any compensation
or other benefits from the Subject Company or third party in connection with the research report. Research analyst or his/her relative or
ESL’s associates may have financial interest in the subject company. ESL and/or its Group Companies, their Directors, affiliates and/or
employees may have interests/ positions, financial or otherwise in the Securities/Currencies and other investment products mentioned in
this report. ESL, its associates, research analyst and his/her relative may have other potential/material conflict of interest with respect to
any recommendation and related information and opinions at the time of publication of research report or at the time of public
appearance.

Participants in foreign exchange transactions may incur risks arising from several factors, including the following: ( i) exchange rates can
be volatile and are subject to large fluctuations; ( ii) the value of currencies may be affected by numerous market factors, including world
and national economic, political and regulatory events, events in equity and debt markets and changes in interest rates; and (iii)
currencies may be subject to devaluation or government imposed exchange controls which could affect the value of the currency.
Investors in securities such as ADRs and Currency Derivatives, whose values are affected by the currency of an underlying security,
effectively assume currency risk.

Research analyst has served as an officer, director or employee of subject Company: No
ESL has financial interest in the subject companies: No

ESL’s Associates may have actual / beneficial ownership of 1% or more securities of the subject company at the end of the month
immediately preceding the date of publication of research report.

Research analyst or his/her relative has actual/beneficial ownership of 1% or more securities of the subject company at the end of the
month immediately preceding the date of publication of research report: No

ESL has actual/beneficial ownership of 1% or more securities of the subject company at the end of the month immediately preceding the
date of publication of research report: No

Subject company may have been client during twelve months preceding the date of distribution of the research report.

There were no instances of non-compliance by ESL on any matter related to the capital markets, resulting in significant and material
disciplinary action during the last three years except that ESL had submitted an offer of settlement with Securities and Exchange
commission, USA (SEC) and the same has been accepted by SEC without admitting or denying the findings in relation to their charges of
non registration as a broker dealer.

A graph of daily closing prices of the securities is also available at www.nseindia.com

Analyst Certification:

The analyst for this report certifies that all of the views expressed in this report accurately reflect his or her personal views about the
subject company or companies and its or their securities, and no part of his or her compensation was, is or will be, directly or indirectly
related to specific recommendations or views expressed in this report.

Additional Disclaimers

Disclaimer for U.S. Persons

This research report is a product of Edelweiss Securities Limited, which is the employer of the research analyst(s) who has prepared the
research report. The research analyst(s) preparing the research report is/are resident outside the United States (U.S.) and are not
associated persons of any U.S. regulated broker-dealer and therefore the analyst(s) is/are not subject to supervision by a U.S. broker-
dealer, and is/are not required to satisfy the regulatory licensing requirements of FINRA or required to otherwise comply with U.S. rules
or regulations regarding, among other things, communications with a subject company, public appearances and trading securities held by
a research analyst account.

This report is intended for distribution by Edelweiss Securities Limited only to "Major Institutional Investors" as defined by Rule 15a-
6(b)(4) of the U.S. Securities and Exchange Act, 1934 (the Exchange Act) and interpretations thereof by U.S. Securities and Exchange
Commission (SEC) in reliance on Rule 15a 6(a)(2). If the recipient of this report is not a Major Institutional Investor as specified above,
then it should not act upon this report and return the same to the sender. Further, this report may not be copied, duplicated and/or
transmitted onward to any U.S. person, which is not the Major Institutional Investor.
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In reliance on the exemption from registration provided by Rule 15a-6 of the Exchange Act and interpretations thereof by the SEC in
order to conduct certain business with Major Institutional Investors, Edelweiss Securities Limited has entered into an agreement with a
U.S. registered broker-dealer, Edelweiss Financial Services Inc. ("EFSI"). Transactions in securities discussed in this research report should
be effected through Edelweiss Financial Services Inc.

Disclaimer for U.K. Persons

The contents of this research report have not been approved by an authorised person within the meaning of the Financial Services and
Markets Act 2000 ("FSMA").

In the United Kingdom, this research report is being distributed only to and is directed only at (a) persons who have professional
experience in matters relating to investments falling within Article 19(5) of the FSMA (Financial Promotion) Order 2005 (the “Order”); (b)
persons falling within Article 49(2)(a) to (d) of the Order (including high net worth companies and unincorporated associations); and (c)
any other persons to whom it may otherwise lawfully be communicated (all such persons together being referred to as “relevant
persons”).

This research report must not be acted on or relied on by persons who are not relevant persons. Any investment or investment activity to
which this research report relates is available only to relevant persons and will be engaged in only with relevant persons. Any person who
is not a relevant person should not act or rely on this research report or any of its contents. This research report must not be distributed,
published, reproduced or disclosed (in whole or in part) by recipients to any other person.

Disclaimer for Canadian Persons

This research report is a product of Edelweiss Securities Limited ("ESL"), which is the employer of the research analysts who have
prepared the research report. The research analysts preparing the research report are resident outside the Canada and are not
associated persons of any Canadian registered adviser and/or dealer and, therefore, the analysts are not subject to supervision by a
Canadian registered adviser and/or dealer, and are not required to satisfy the regulatory licensing requirements of the Ontario Securities
Commission, other Canadian provincial securities regulators, the Investment Industry Regulatory Organization of Canada and are not
required to otherwise comply with Canadian rules or regulations regarding, among other things, the research analysts' business or
relationship with a subject company or trading of securities by a research analyst.

This report is intended for distribution by ESL only to "Permitted Clients" (as defined in National Instrument 31-103 ("NI 31-103")) who
are resident in the Province of Ontario, Canada (an "Ontario Permitted Client"). If the recipient of this report is not an Ontario Permitted
Client, as specified above, then the recipient should not act upon this report and should return the report to the sender. Further, this
report may not be copied, duplicated and/or transmitted onward to any Canadian person.

ESL is relying on an exemption from the adviser and/or dealer registration requirements under NI 31-103 available to certain
international advisers and/or dealers. Please be advised that (i) ESL is not registered in the Province of Ontario to trade in securities nor
is it registered in the Province of Ontario to provide advice with respect to securities; (ii) ESL's head office or principal place of business is
located in India; (iii) all or substantially all of ESL's assets may be situated outside of Canada; (iv) there may be difficulty enforcing legal
rights against ESL because of the above; and (v) the name and address of the ESL's agent for service of process in the Province of Ontario
is: Bamac Services Inc., 181 Bay Street, Suite 2100, Toronto, Ontario M5J 2T3 Canada.

Disclaimer for Singapore Persons

In Singapore, this report is being distributed by Edelweiss Investment Advisors Private Limited ("EIAPL") (Co. Reg. No. 201016306H) which
is a holder of a capital markets services license and an exempt financial adviser in Singapore and (ii) solely to persons who qualify as
"institutional investors" or "accredited investors" as defined in section 4A(1) of the Securities and Futures Act, Chapter 289 of Singapore
("the SFA"). Pursuant to regulations 33, 34, 35 and 36 of the Financial Advisers Regulations ("FAR"), sections 25, 27 and 36 of the
Financial Advisers Act, Chapter 110 of Singapore shall not apply to EIAPL when providing any financial advisory services to an accredited
investor (as defined in regulation 36 of the FAR. Persons in Singapore should contact EIAPL in respect of any matter arising from, or in
connection with this publication/communication. This report is not suitable for private investors.
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