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INR (Cr)

MICRO-CAP 250 STEALS THE SHOW

INR 1 Cr. invested on 1st April, 2005, across indices, would have generated below
returns over a 19 year period.

Absolute returns (FY'06 to FY'24)
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Returns generated by Nifty Micro-cap 250 is superior to Nifty Small-cap 250 and BSE 500 which multiplied money
by ~14x and ~12x during this period implying a CAGR of ~15% and ~14% respectively.




HIGHER RETURN = HIGHER RISK

Beta of ‘Nifty Micro-cap 250" index V/s ‘Nifty 50 index reflects comparatively lower Beta and hence lesser volatility over longer periods of time.

Since April 2005, the Beta of ‘Nifty Micro-cap 250’ index stands at 0.78, as compared to ‘Nifty 50'.

Statistics of Nifty Micro- cap 250 Index (Index constituents: top 250 companies beyond the Nifty 500 index constituents)

Statistics ‘ 1 Year ‘ 5 Year ‘ Since Inception

Beta (Nifty 50) 1.02 0.85 0.78

On a 3 year period, Sharpe Ratio delivered by ‘Nifty Micro-cap 250’ is highest at 1.29 V/s Nifty Small-cap 250, BSE 500 and Nifty 50.

Statistic | Nifty Micro-cap 250| Nifty Small-cap 250 | BSE 500 | Nifty 50
0.89 0.65

Sharpe Ratio 1.29 1.08
Treynor Ratio 0.27 0.18 0.11 0.09

‘Quality’ micro- caps with lesser leverage essentially means higher free cash-flows, coupled with monopolistic businesses
create a case of lower risk while investing in micro- caps.




HIGHEST ALPHA GETS GENERATED IN NEXT 500 COMPANIES

4% of companies in micro-caps go on to become mid-caps and 30% of companies go on to become small -caps over a period of 10 years.
Companies which became small -caps gave a CAGR of 29% and companies which became mid-cap gave a CAGR of 47% over a 10 year period.

Stock selection however is very critical in this bucket given ~66% casualty rate; faulty selection can lead to only 6% CAGR over a 10 year period as
compared to 16% and 18% for small-caps and mid - caps respectively.

~34% of companies in micro-caps go on to become Micro-cap companies which become small/mid-cap
mid/small-cap companies over a period of 10 years companies gave CAGR of 29/47% on a 10 year basis

% Shiﬂ' from one %24 Avg Performance FY24
CAGR%

category to another | 1.100 | 101-250 | 251500 | 5011000

1-100 80% 17% 2% 1% 1-100 16% 7% 6% 25

101250  17% 54% 23% 6% 101250  29%  18% 5% 17%
FY14 FY14

251500 1% 23% 51% 24% 251500  46%  30% 16% 8%

5011000 4% 30% 66% 5011000 ‘47% 29%: 6%

Source - Ambit Asset Management Source - Ambit Asset Management

Low ROE, high leverage and mediocre corporate governance typically leads to a high casualty rate. ‘Quality’ investing
coupled with cherry picking by the Portfolio Manager is the key in identifying and delivering superior MCap growth.




ENOUGH OPPORTUNITIES IN MICRO-CAPS TO OVERPOWER LIQUIDITY HICCUPS

Increase in profit pool helps companies professionalize themselves - Companies are able to hire professionals across Finance & Accounts,
Compliance & Legal, Sales & Marketing, and various other business functions which was difficult to pursue while the profit pool was smaller.

No of companies of scale have increased massively - Higher promoter holding represents higher skin in the game which for minority shareholders

is very critical.

Strong FCF generation has led to significant balance sheet deleveraging for micro-cap companies - Deleveraged balance sheet should trigger

capex spree across small-caps companies.

Liquidity in micro-caps have improved - Investors can participate in more number of companies without taking higher liquidity risk compared

to the past.

Market cap of the 501 company in Dec’'04 was Rs.0.7bn and this has increased to Rs.83bn in Mar'24.

ADV Market Cap (INR Bn) ‘
(INR Cr) <20 |20-40|40-60| <60 | Tofal |
<5 501 21 3 5 530 55%
5-10 41 22 13 19 95 10%
10 - 20 16 30 13 26 85 9%
> 20 9 20 15 213 257 26%
Toftal 567 93 44 263 Q67

Source - Ambit Asset Management

Disclaimer: The ADTV data for 33 companies was unavailable; hence, this has been
excluded from the analysis.

Mcap of 501 company by
mcap (INR Cr)

0]

Source - Ambit Asset Management

MCap of 501+ company has been steadily increasing
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oo STOCK PRICE A SLAVE OF EARNINGS ACROSS MCAP BUCKETS

No. of companies with >25%

Options in micro - caps are plenty as compared to large - mid - and small-caps to identify and cherry pick businesses which
are compounding earnings at 25% or more.
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Source: Ambit Asset Management

Historically, an average 54% of companies that deliver >25% PAT CAGR end up >25% MCap CAGR over a 5 year period.




THE INDIAN ECOSYSTEM
@




PARTICIPATE IN REAL ‘BHARAT’

Micro - caps have lower exposure to exports - Share of exports as % of revenue is ~22% led by relatively lower weightage to export oriented
sectors like Pharma/IT.

Nifty 50 has higher exposure to exports - Share of exports as % of revenue is ~30% led by relatively higher weightage to export oriented
sectors like Pharma/IT.

Domestic Sales as % of Revenue has been consistently higher for Nifty Micro-cap 250 than for Nifty 50

82%
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Source - Ambit Asset Management

Lower risk, higher resilience, and greater domestic orientation.




IPOs BRINGING MORE OPPORTUNITY IN THE MICRO - CAP SPACE

Approximately, half the companies which did IPO in the last 5 years are in the Mcap bucket range of INR10bn to INR40bn — FY20-24 period
saw 209 companies going for IPO of which 99 companies were in the INR10bn to INR40bn Mcap range.

Mcap Buckets*

Below INR 1,000 Cr 2 3 6 7 13 31
UNR1,000Cr-INR4,000Cr 4 19 19 193899
INR 4,000 Cr - INR 10,000 Cr 5 6 13 9 19 45
More than INR 10,000 Cr 2 2 14 3 6 27
Grand Total 13 30 52 38 76 209

Source: Ambit Asset Management

"Mcap Buckets — represents price at which the offer is made for IPO to investors

New ideas will continue to emerge in micro - cap space thereby allowing us to keep expanding our
universe of investible companies.

11



In (Cr)

SMALL AND MID-CAP AUM HAS BEEN RISING CONSISTENTLY

Strong appetite despite valuation concerns: AUMs of small - cap mutual fund schemes increased from ~14% to ~23% and AUMs of large - cap
mutual funds decreased from ~44% to ~30% during the period FY20 to FY24.

Positive macro - economic sentiment, financialization of savings coupled with financial literacy and heightened retail participation are some
of the factors that have driven flows into small - caps over their large - cap peers.

AUM & Market share for pure Equity MF segment
12,00,000
10,00,000
8,00,000
6,00,000
4,00,000
2,00,000

Mar-20 Mar-21 Mar-22 Mar-23 Mar-24

Large Cap Fund « Large & Mid Cap Fund Mid Cap Fund  Small Cap Fund

Source: AMFI, Ambit Asset Management

The above AUM data excludes equity categories like Mutli - Cap Fund, Flexi Cap, Focused Fund, Sectorial/Thematic Fund & ELSS Fund.

Relentless inflows in small-caps mutual funds has led to ~50% jump in DIl ownership between FY19 and FY24 for 928
companies in '501¢ to 1500™ Mcap bucket.

12



ANTI-CONSENSUS VIEW
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SCALING UP WITH PROFITABILITY IS THE KEY

2500 VIP Industries == Safari Industries
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Source - Ambit Asset Management
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WHY OLIGOPOLISTIC COMPANIES
& HOW TO FIND THEM




oo SEVERAL COMPANIES IN THE MICRO-CAP SPACE ARE OLIGOPOLISTIC IN NATURE

:

Small addressable market - Many small sub-sectors like luggage, entertainment parks, opal-ware, technical textiles, niche specialty chemical
companies have addressable market of less than ~S3bn which dissuades Chinese or large companies from entering these markets.

Deep moats-cost and distribution - Companies operating in the above sub-sectors have done significant investments into manufacturing
(backward and forward integration) and distribution which have made them invincible.

Segment Top 3 player’s share of organised market Market Size
Luggage >70% $4bn
Glass line reactors >70% S1bn
Opalware >80% S0.2bn
Bearings >65% S1bn
Amines >80% $0.8bn
Rating agencies >70% $0.5bn

Source - Ambit Asset Management

Ambit Micro Marvels Porifolio’s endeavor is to primarily find investment opportunities in oligopolistic sub-sectors.

16



SCUTTLEBUTT APPROACH: A KEY DIFFERENTIATOR

Don’t just rely on just management commentary - Managements are
not incentivized to tell you the correct picture resultantly we prefer to
take the scuttlebutt approach towards building our conviction.

Build connect with employees - We speak with ex-employees through
social media platforms and through platforms like alumni networks.
The rationale to is to assess the culture of the organization which
includes level of empowerment, long term incentive structure and
team bonding between the senior and the middle management.

Build relationship with channel partners- Channel partners include
speaking  with  distributors/suppliers/  equipment  suppliers.
Often speaking to them reveals whether the company is likely to
meet its guidance or not. Also one can know how efficient is the
fulfillment and whether annual promised incentives are honored.

Build relationship with unlisted companies - Discussions with unlisted
peers helps you understand the opportunity in the sector alongside
the strengths and weakness of our investee companies.

Employee —l

[

Supplier J

Customer

r Competitor

17
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oo [|EVERAGE KILLS

T Significant deleveraging happened during the last 5 years - Net debt:equity for Nifty Micro - cap 250 has reduced from 0.45x in FY19 to
0.19x to FY23.

CAGR (FY14 - FY23) in ‘501 - 1500"" Mcap bucket

Net Debt/Equity has been steadily improving since FY13

18%
16% 16%
Net Debt (LHS) Net Debt/Equity (RHS) °
14%
10000 - - 0.9 12%
. 08 12%
- 0675
Z 6000 058 8%
2 4000 - - 043 6%
a - 030 49
5 2000 - - 027 °
- 0.1 2%
O 1 1 1 1 1 1 1 1 1 1 O
0%
o — N ™
E E E E E E E S AN Companies with Companies with
- B BB B BB BBl Debt/EBITDA>4 Debt/EBITDA<4

Source: Ambit Asset Management Source: Ambit Asset Management



INVESTMENT FRAMEWORK:
THE AMBIT WAY




INVESTMENT FRAMEWORK

Invest in firms which are:
(a) Good - On the basis of capital allocation track record and quality of improvement in financial metrics over the past six years, and

(b) Clean - Based on the quality of their accounts & corporate governance.

The focus on ‘good’ helps generate upside while not compromising on ‘clean’ reduces downside risk. Essentially, while the objective is to
generate returns, the even bigger goal is to better manage drawdowns because we believe doing the latter successfully is critically vital in
achieving the former.

The bigger idea is to identify micro- cap businesses, with strong leadership position in the niche market that they are operating in. It not only
gives them effective pricing power but help them gain in scale and become large companies of tomorrow.

These businesses have negligible leverage with ethical and prudent management. When investing in micro - cap business, we believe its of
paramount importance to look for companies with strong management pedigree, with established competence and unparalleled integrity.

Historically, ‘Quality’ micro - caps have been resilient during market corrections.

21



AMBIT MICRO MARVELS
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INVESTMENT METHODOLOGY & FILTERATION PROCESS

1000
Companies

100
Companies

25-30
Companies

Universe of 1000 companies: 501 Mcap company to 1500" Mcap company.

Focus: Market cap bucket of Rs 500 crs to Rs 3500 crs.

Qualitative filter: ‘Good’ and ‘Clean’ framework, Anti-consensus view, Oligopolistic
in nature.

Scuttlebutt Approach: A Key Differentiator

Quantative filter: Historical and Forward looking estimates such as Debt/Equity,
ROE, Earnings growth and PEG ratio.

Ambit Micro Marvels Porifolio

23



®e PORTFOLIO ATTRIBUTES

Portfolio Aftributes ‘ Ambit Micro Marvels Portfolio

RoE 21% (FY25E)

3 month ADTV INR ~8.5cr

EPS CAGR (FY24-26) 45%

24



FUND MANAGER’S CREDENTIALS
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¢ BHARGAYV BUDDHADEV

FUND MANAGER

Bhargav Buddhadev is the Co-Fund Manager of the Ambit Emerging Giants Small Cap Portfolio at Ambit
Asset Management. He has over 20 years of experience in investment and equity research. Prior to joining
Ambit, heworked with Kotak Mutual Fund where he was part of the investment decisionmaking process for
identifying mid - and small - cap funds. He also worked with Ambit Institutional Equities and was entrusted
with the responsibility of researching mid-cap stocks.

Bhargav was recognized in Asiamoney polls in 2017 and ranked as the 4% best analyst for Consumer
Discretionary and Small Caps, the 7t best analyst for Utilities and the 10th best analyst for Conglomerates.

One of his major contributions was the creation of a small - cap research product called the Beachcombing
Series at Ambit Institutional Equities that identified undiscovered names and helped his team rank in the top
three in Asia Money polls. The secret sauce to this success was the extensive channel checks which were
conducted by talking to competitors, suppliers and channel partners like distributors.

Bhargav is a qualified Chartered Accountant, holds an MBA in Finance and is currently pursuing the American
CFA level Il certification.

25



oo BEACHCOMBING SERIES: TRACK RECORD OF BHARGAYV BUDDHADEV

Company

Investment

Price on
Initiation

Price after
5 Years

5 Year Price
CAGR

5 Year PAT
CAGR

Garware-Wall Ropes

Safari Industries

GMM Pfaudler

Alkyl Amines

Mold-Tek Packaging
Gujarat Ambuja Exports
Tasty Bite

Orient Electric

Period

18-Apr-17
05-un-17
O1-Sep-17
08-Sep-17
26-Oct-17
11-Jan-18
12-Apr-18

134ul-18

755
154
217
195
324
69
8,043

122

3,205
454
1,663
2,970
219
121
8,682

258

5 Year Equal Weight XIRR: 38% | 5 Year Equal Weight MOIC: 4.7x

Source - Ambit Asset Management

*Equi-weighted portfolio

33%
24%
50%
72%
23%
12%
2%

16%

14%
18%
30%
35%
19%
25%
-14%

61%
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BEACHCOMBING SERIES: TRACK RECORD OF BHARGAY BUDDHADEYV

E AMBIT BEACHCOMBING

Garware-Wall Ropes

Netting the benefits of innovation

GWRL is a niche player in fechnical fexliles with a strong export
franchise (46% of revenue). Experfise in fibre fechnology and polymer
processing holds it in high repute among makers of high wear & fear
and high impact products. Di from a
(shipping) in FY94 fo netling (fishing, sports, agri), GWRL is evolving
info a leading player in geosynthelic (infro) and coated fabric
CMD Vayu is with focus on premiumisation,
export and professionalising the feam; hired Rehman as COO and host
of professionals. Valuation of 25.8x FY16 (20x TTM) is inexpensive for a
market leader given 18% RoE (FY16) and ~40% EPS CAGR over FY13-
16, low capital intensily and GWRL's balance sheet strength to invest
for 20%+ growlh. Rising exposure fo GOE and attrifion are key risks.

Compefitive position: STRONG Changes to fhis posifion: POSITIVE

“Peerless’ player in technical fextiles globally

GWRL is unique in fechnical texfiles with a product range unmotched glomny
is its of fibre

polymer processing, which enables it fo sell 3,000 products fo >80 counmes

GWRL is the domestic leader in fishing nets and a fop 5 player globally. It is

India’s largest exporter of sports nets (Wimbledon, English Premiere League).

High entry barrier; strong export franchise

GWRL's strength is product innovafion. It has cerfificaions from global
agencies like The Cordage Insfitute, USA, The Ol Companies Infernational
Marine Forum and Russian Maritime Registrar. If has a strong export franchise,
offering bespoke solufions over a strong distribution network. GWRL enjoys
robust pricing power; gross margin improved (58% in FY16 vs 54% in FY07)
with share of exports rising from 35% of revenue in FYO7 fo 46% in FY16.

Agri, geosynthefic and Defence key drivers given low penefration
Penetration of fechnical fexfiles is low in India vs Europe/US. But ifs
prominence is rising (a) in agriculture given falling acreage and need for better
yields; (b) in infrastructure (geosynthefic) given rising usage of environment
friendly products and (c) in Defence affier GWRL fied up with DRDO fo
infroduce specialised products like flexible helipads and aerostat balloons.
Valuations inexpensive for a market leader with sirong balance sheet
Valuation of 20x TTM appears inexpensive when seen in light of GWRL's low
capital infensity, robust balance sheet and strong FCF fo fund capex to double
its revenue. This is crifical given huge growth pofential led by: (a) new product
offerings in coated fabric, agriculture, geosynthetic, (b) new export markets; for
instance fishing market in Japan; and (c) new innovation given GWRL’s focus
on consistently launching valued-odded products.

Financial snapshot of GWRL

April 18, 2017
NOT RATED
Recommendation
Mcap (br): 16/US50.25
6M ADY (mn): T11.6/Us50.2
CmP: 730
TP (12 mths): NA
Downside (%): NA
Flags
Accounting: GREEN
Predictability: AMBER
Earnings Momentum: GREEN
Catalysts

*  Breakthrough in lopanese fishing
market

*  DRDO approval for new products

Performance (%)
210
160

i\

Source: Blocmbarg, Ambs Capital resaarch

Year 1o March { mn) 2 PN 4 s e
Operating income 3783 0994 6846 7.822 8248  Research Analysis

EBITDA 670 397 336 779 976 Bhargav Buddhadev

Net profit 240 247 267 43 619 +91 223043 3252

EPSR) 101 04 21 197 283  bhargav.buddhadev@ambit.co
Reported RoE (%) 99 °5 98 147 183 Karan Khanna, CFA

PE() 721 702 602 371 238 | 912250433251

/Y () 69 63 38 52 44 >

Soarce: Company, Ambe Capital research

anuj jain@ambit.co

—~~ AMBIT
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BEACHCOMBING

Mold-Tek Packaging
o cars T e soumy ] odsbre, o

Molded to perfection

MTP offers differentiated solutions In the crowded rigid plastics
packaglng space. I pioneered plastic palls In the early 1990s for
paints/lubricants players and is now a market leader. Business mix
improved significantly led by higher-margin IML packaging (in-mold
label; MTP has monopoly) and inacased presence in Food & FMCG (F&F)
as evident in 460bps/260bps expunsion in gross margin/ROIC over
FY13.17. Incrensing presence in IML, alded by integrated operations,
would sustain pricing power. Structural Impravement In business mix
justifies valuation of ~36x FY17 P/E (~46% premium 1o closest peer
Hitech Corporation). Whilst re-rating losks unlikely, stack returns wauld
or earnings growth led by capacily addition, infernational foray and
rising share of value-added products. A de-rating seems unlikely as
ROIC would improve due to softer capex intensily over FY18-19.

Comptitive posifion: POSITIVE Changes 1o this posifion: POSITIVE

Innovation has been a hallmark of the company since inception
TP has pmneered various advcn:cmcms in rigid pockaging and is credited with

i ies to plasfic p in the
early 1990s. Produds e o o players equipped with value-added
foatures like 'pull-up spout’, Recently, MTP launched higher-end LWL packaging
empowered by state-of-the-art (backward infegrated) operating copabilities, with
management camments indicating a fairly rabust pipeline of praduct launches.

Fi in IML; yet 1o kick in

Unlike developed markets, IML is still at an evolutionary stage in India with MTP
arguably being the only major supplier. Lack of reliable suppliers has weighed
on growth prospects; despite this, MTP managed fo register —49% IML sales
exposure in FY17 {vs il in FY10). Backed by in-house mold and robot designing
capabilities, MIP has o moterial headstart over peers and commands sirong
pricing power. This is evident from the uptrend in EBITDA/kg profile (~+34%
aver FY14.17] despite a foll in realization owing to deflation in input prices.

focused on the Impi business mix
The higher-margin F&F segment {5-7ppt over remainder of the portfolio}
representod ~6% sales in FY17 and is likely to exceed 20% by FY19, as per
management. As MTP's F&F presence is completsly in IML, overall margins could
improve as penetration deepens. Even in paints/lubricants, there is material
scope to pencirate highcr-margin offerings given superior functionality {with
regards to durability, tamper-proof containers) and potential to cut production-
relaied secondary costs.
Structural growth drivers justify premium valuations
Further penctration in F&F {largely ML), overscas foray through @ new UAE plant
(~10% of existing capocity), and domestic capacity odditions (20% of existing
lavels) ars likely 1o support growth over FY17-20. Latest media raports indicate
higher scrutiny with regards fo contamination cantrol in food products with FSSAI
likely to come up with a new set of stringent nomms related 1o packaging. We see
this as a growth trigger for higher-and packaging uptake, with MTF likely fo
benefit the most, which jusiifies ~46% premium to Hitech on FY17 B/E.

NOT RATED

Recommendation

Meap (bnl: 29/Us30.1
M ADV [mn]: 730.3/U5$0.5
WP 320
TP (12 mthy): NA
Dovmside |%}: NA

MTP's  ‘forensic’ and ‘greatness’
scores

Source: Ambit HAWK, Ambit Copatol ressurch

Catalysts

= Tighter packaging norms by FSSAI

= New IML order wins fespodally in
FSF)

Parformance (%)

180% -

155%

130%

105%

0%
R EEEEE
S TN 3R
5§ & % 35 %8
———MTEPIN ——Sensex

Saurea: Blecernarg, Amb¥ Copstol kaserch

Research Analysts

Nilchil Mathur

+91 22 3043 3220
nikhilmathur@ambit.co
Bhargav Buddhadev

+91 22 3043 3252
bhorgav.buddhadew@ambit.co
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BEACHCOMBING

Safari Industries

A Safari Ride with a specialist

Led by Jatia (ex CEO of VIP), Safari is Indid’s fastest growing luggage
brand with ~10% market share. It has a pan-India reach with products
available in >25 cifies. Margins/RoCE lag peers given high fixed cost
and investment in working capital. Safari’s reincamnation under Jatia
started only in FY12; unfil then it stagnated with flat revenue over
FY0B-12. Over FY17-20, we expect Safari fo ramp-up presence in
ise soft luggage (SKUs like Frome,
Primus, Xeno) and open stores in premium locations, implying ~270bps
improvement in EBITDA margin over FY17-20. Channel checks suggest
product scores over brand, hence high probability for Safari’s success in
premium products (Jatia achieved this in VIP). Valuation of 60x FY17
P/E is punchy but affractive in light of EPS quadrupling over FY17-20.

Competifive posifion: MODERATE Changes to this position: POSITIVE

Luggage - oligopolistic market with 60% share of unorganised
Organised luggage industry (230bn, FY16) has been growing at ~2x real GDP
over the last 5 years led by 10% domestic air passenger fraffic growth. Top 3
players hold 95% share given entry barriers — mulfiple bulky SKUs, mulfiple
sales channels and fast changing foshion frends. Unorganised share is ~60%
but should reduce as fravel becomes more demanding and stylish.

Sudhir Jatia - furnaround spedialist at work

Safari turned around since Jatia joined, with 69% EBITDA CAGR over FY12-16

vs -16% over FY08-12. He launched premium SKUs (Frame, Primus) and
product in and EBOs. Jatia is an

industry veferan with more than 20 years' experience. He founded Aristocrat

brand and furned around VIP; during his sfint VIP posted EBITDA CAGR of

~21% over FY03-10 and RoCE spike from 9.1% in FY03 fo 32.4% in FY10.

Premiumisation o help quadruple Safari’s EPS by FY20

EPS can quadruple by FY20 led by: (a) 26% revenue CAGR via premiumisation;
Safari hired markefing managers from reputed firms fo launch premium range
and stepped up focus on EBOs; (b) ~270bps margin expansion led by higher
gross margin in premium range (Sumsonite reporfed 17% EBITDA margin in
CY15 vs Safori’s 6.7 in FY16%); and (c) decline in inferest cost as cash
conversion cycle improves with scale.

Punchy valuations justified in light of EPS quadrupling over FY17-20

On FY17 P/E, Safari's valuation seems punchy at 60x vs VIP’s 32x. However,
Safari is in evolufion stage with 51% EPS CAGR over FY15-17 vs VIP's 34%.
Assuming Safari quadruples EPS over FY17-20, it frades at inexpensive 15.6x
FY20 P/E. A 30x frailing farget mulfiple in FY20 seems fair; regional peers with
high EPS growth and 20%+RoE frade ot >30x trailing P/E. Key risks: (o)
unfavourable GST rate; and (b) rising competition in value segment.

Key financials (standalone)

Year to March ® mn) M3 mMa M5 me M7
Operating income 919 1614 2107 2694 3437
EBDA 33 & 120 180 227
Net profit © 1 43 7 97
Adpusted EPS ) 42 13 189 234
Reported RoE (%) B0} 09 96 93 102
PER) 3371 10847 1087 733 609
PBY ) 349 346 74 63 59

Source: Gompany, Amb¥ Caopital ressarch

NOT RATED
Recommendation

Meap (bn): 6/US$0.1
6M ADV (mn): %0.9/Us30.01
cme: 1,426
TP (12 mihs): NA
Downside (%): NA

Safari's ‘forensic’ and ‘greainess’
scores

e B e

Sce: Amisie HANY, At Copital esearch

Catalysts
* Successin premium SKUs

* 100bps expansion in gross margin in
Frig

* 15 doys' improvement in cash
conversion cycle in FY18

Performance (%)
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- AMBIT BEACHCOMBING

Gujarat Ambuja Exports
[smavcears | camsoweaum | Januony 11,2018 |

In a ‘sweet’ spot

GAEL is a leading processor of maize and soybean with exposure fo
enimal feed and food/pharma. Skew towards maize processing (~£5%
of FY17 EBITDA) should expand after addition of ~365ktpa capacity (50%
of present capacity) in Mohoroshira. This will moke GAEL the largest
player with ~21% market share while increasing exposure 1o higher-
margin starch derivalives. Focus on process efficiencies is evident in
superior asset tums (1.5x-2.2x higher than peers) whilst existing sticky
relationships with Food and FMCG (F&F) players lend a key compeitive
edge. Current voluation of —11.9x TTM EV/EBITDA is otiractive given
share of margin and ROCE-accrefive (—9ppt and —8ppt higher than
overall in FY17) com business will increase. We estimate the new plant's
EBITDA contribution will be ~¥648mn in FY20 (~24% of FY17 reporied).

n: POSITIVE Changes fo this posifion: POSITIVE

Marked transition in capital allocation policy

GAEL's yam business is under struclural pressure whilst volafility in soybean
business is fairly prominent (cumulative —61% of FY17 sales). Hence, capitdl
base has shiffed 1o EBITDA margin/ROCE accrefive (by —?ppt/—~Bppt vs overall
in FY17) and under-penctrated corn derivatives market. GAEL incurred —%4.Tbn
{~69% of tofal) capex on maize processing over F13-17.

Competitive pos

Competitive threats not alarming; upiake in domestic corn consumption

Regianal campetition is less pronounced despite presence of 7 major players in
the overall market. Competitive pressures drop further at the product level os the
number of players offering derivatives is limited. This leads to 4-Sppt higher
margins in derivatives vs commoditized products like starch and fesd. Hence,
GAEL is focused on increasing the penetration of derivatives {~41% of FY17
maize sales| as evident from the setting up of a fructose facility af the new plant.

Ronks high on various strategic/operationcl parameters

On ur competitive framework, GAEL autscares peers (including non-maize agri-
processors) on parameters such as: (i} presence in major strafegic locations -
maize plant locations represent >25% of crop; (ii) high fixed-asset efficiency -
gross block furns are 1.5x-2.2x higher than peers; and {iii) diversified commodity
base vs peers like Ruchi Soya that lack exposure to less volatile maize crop.

Business mix upgrade yet fo fully reflect in valuations

We expect the stock 1o re-rate given com’s EBITDA (~65% of FY17) share wil
rise after the start of the Chalisgoon, Mahoreshtra plant {~50% of existing
copacity). We estimote NPV/IRR of —29bn/—14% for the new plant and through-
cycle FY20 EV/EBITDA of 12x-15.4x (GAEL's current mulliple is ~11.9) for the
maize assets. Further, any announcements relaled to divestment of colion ossels
{no indication yet| would support the share price.

NOT RATED

Recommendation

#cap (bn) T27,US80.4
M ADY {mn): €32/US$0.5
CP: 7237
TP (12 mthy NA
Downside (%): NA

GAEL's ‘“Gorensic’ and ‘greainess’
scores

Sourea: A HAJY, Art b Copital rmemarch

Catalysts

= Production ramp-up of starch ond
derivotiras of the mow ploni in
Mahoroshira

«  Pricing developments of corn and
saybean

Performance (%]
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Y
Year 1o Merch & mn) ma s s me N7 | Research Analysts
Qperating income 3015 30918 25313 27.365 Nikhil Mathur
EBMDA 1940 1947 1645 1852 +91 22 3043 3220
Net profit 1128 104 841 1004 sikbil.mathur@ambitco
Adiusied EPS 1) 82 81 81 73 s
Ragoried RoE (| 19 1% n n 1 Bhargav Buddhadev
PE 204 237 34 263 166 +912230433252
BV b 49 42 3.8 35 37 bhorgov.buddhodev@ambit co
Sawees, Crovnany, Amhe Cop el rsssarch
T . e
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BEACHCOMBING

GMM Pfaudler

Value-oriented B2B heavyweight

GMM has >50% domestic market share in the niche glass-lined (GL)
process equipment used in corrosive chemical reactions by pharma,
chemicals and similar indusiries. With over 50 years in the buslneii,
GMM has an edge over peers led by: a) technology from global pioneer

in recent years but we expect this fo ease as propensity for smaller
players fo absorb margin pressure is fast diminishing due fo depressed
margins. To address growth headwinds (GL market size is just ~¥4bn),
GMM is building its non-GL portfolio, which is already ~33% of revenue
vs ~25% historically. Valuation of 26x FY17 EPS appears inexpensive in
light of 15%+ growth potential over FY17-20, ~20% ROIC and sirong
cash generation. GMM trades at ~45% discount to capital goods peers
despite superior performance and better growih drivers.

Compefifive posifion: POSITIVE Changes to this posifion: POSITIVE

quality, by industry
Quolity is paramount for end-users given the indispensabilily of GL-based
equipment and from this perspective GMM outscores peers due fo superior
reliability on offer. With access fo technology from global leader Pfaudier (~35%
market share globally) and over 50 years of operating history, GMM has carved
a brand idenfity for ifself in the GL business akin fo a luxury B2C player.
High entry barriers; steep ramp-up for new enfrants largely elusive
Only a handful of players manufacture GL equipment, with the fop 3 holding
~90% share in the domesfic market. Most players rely on foreign collaborations,
with technical knowhow largely limited fo experls. Also, with market size
restricted to ~2.4bn and end-users largely relying on established players, ramp-
up potential for new players is very limited.
Non-GL segment o fuel the next wave of growth...
Non-GL market is much larger than GL and given high returns in Heavy
Engineering (+290bps FY17 RoCE vs ~19% in Gl), we see high value
generation potential. While non-GL foray is not recent, revenue share would rise
considerably vs the long-ferm average of ~25%. We believe GMM has the
firepower fo succeed in non-GL given: (o) manufacturing experfise; (b) sticky
customer relationships; and (c) bolance sheet strength to fund capex.
...while strategic changes at Pfaudler likely to unlock significant value
GMM could see a potential rerating due to operational restructuring at Pfaudler
by ifs current owner DBAG (German PE firm). Under DBAG, Pfaudler is likely fo
outsource more fo GMM, improving ifs margins and turning it profitable. Such
strategic actions have already begun with Plaudler awarding an export order fo
GMM in FY17 for the first time, followed by a repeat order in 1QFY18.

Key financials (consolidated)

NOT RATED

Recommendation

Mcap (bn): ¥9/Us$0.1
&M ADV (mn): ?4.3/Us$0.1
CMP: 2600
TP (12 mihs): NA
Downside (%): NA

GMM's ‘forensic’ and ‘greafness’
scores

Source: Ambit HAWK, Amisit el mssarch

Catalysts

*  Export orders from parent Ploudler,
ofher global customers

* Launch of new projects such as
pharma-city in Andhra Prodesh

Performance [%)
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Source: Bloombeng, Ambis Capitol Research

Year to March [T mn) 3 M4 M5 M6 M7 | pesearch Analysis
Operating income 2,129 2,788 3,076 2921 3330 Nikhil Mathur

EBITDA 139 332 359 330 477 +91 22 3043 3220

Net profit 97 " 189 201 333 =

Adjusted EFS [7) 66 130 129 138 22 Tkhilmathur@ombitco
Reported RoE (%) 5 13 12 n 13 Bhargav Buddhadev
P/E ) 90.3 460 463 436 264 +91 22 3043 3252
P/BY (x) 7.4 63 58 53 43 bha

Source: Company, Amb# Capital research

anuj jain@ambit.co
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BEACHCOM BINQ

Tasty Bite

Tasty things come at a price!

Tasty BHe is the #1 RTE Indian food brand and fastest growing Aslan
food brand in the US (23% revenve CAGR; FY13-17). Its sustainable
competitive advantages are product quality and innovation (>60 SKUs),

ion reach (>50% p i us
opsi, HUL) and marquee clients (Domi no's, KFC, HUL, oc).
Yeluation of ~76x T is ot a premium to peers given global parentage
{Mars) alongside superior earnings growth (65% EPS CAGR; FY12-17).
Sustenance of valvation looks unlikely unless Mars can help Tasty Bite
achieve success in other RTE markets like the UK, Evrope and Australia.
That said, Tasty Bite can quadruple revenue fo Rs10bn (25% CAGR) and
quintuple EPS (29% CAGR) by FY23 led by: (i} strong indusiry failwinds in
RTE in the US; and () 250bps EBITDA margin expanzion through

duction and

p

Compeiitive position: STRONG  Changes fo this position: POSITIVE

US food Industry three

{1} Rising illnesses driving over 14% p.o. growth (2013-18) in the USS43bn
organic food industry. (2) Increasing share of women in the labour force (now
47% (2015] vs 42% (1980)) driving over 10% p.a. growih [2013-18] in the
US$24bn convanience food industry. (3) Changing demagrophics (fareign-bom
formed ~13% of population (2014} vs 9.3% [1995)), resuliing in ~15% p.a.
growth (2013.18) in the US$11bn ethnic/specialty food industry.

R&D focus, reach and pedigree key

Product innovation [»60 SKUs across Indian/Asian cuisines), distribution reach
{50% penetrotion in supermarkets ocross the US), and management pedigree
{Ashok Yasudevan is ex-Pepsi, HUL with over 3 decades’ industry experience) are
the reasons why Tasty Bite received several awards for quality, exports and
innavation. Tasty Bite has olso been o prefarred ingredients supplier fo lcading
Indian QSRs/HORECAs (Domino’s, HUL, ctc) for over 15 ycars; quality
certifications like BRC, SQF efc. underscore reasons for business.

Strong RTE industry failwinds, rising QSRs penetration to fuel growih
Capifalizing on the shift in US RTE industry in favour of natural, convenient and
othnic foods and on rising penetration {<35% now) of QSR chains in India, Tasty
Bite has the potentiol fo become a Rs10bn franchise (2/3 RTE: 1/3" food
service] in 5 years (26% CAGR; FY17-23]. Moreaver, distribution synergies with
Mars is a call option; cazes in paint being Pedigree and Reyal Canin.

Valuatien at & premium to peers
Mars' distribution strength in Tasty Bite's large under-pencirated RTE markets like
the UK and Europe (combined industry size of $62bn) coupled with ifs frack
record of turning around acquired companies like Royal Canin and Pedigree has
re-rated Tasty Bite's valustion 1o ~7éx. Key cotalysts for sustenance of punchy
multiples are: (o) recruitment of senior markeling people ot PBI, (b] sign-up with
Tesco and Carrefour supermarkets, which have huge presence in the UK and
other European countrics, and (d introduction of recipes like ‘Malai kofta’ and
*Khao Pad” thet is finding success in European countries.

Key finendals L o — — .
Yeor to March (Rsmn) 3 mma 3T Y16 My
Operating incame: 1115 1,454 1,789 2,083 2,523
BIToA 141 124 248 43 423
Net profit 63 43 108 161 226
25 [Re) 247 145 a2 628 867
RoCE prer tax (%1 19% n% 2% 27% 7%
PUED) 2242 4740 1899 122.1 20.0
P/B 1) 67.2 594 458 337 237

Scoice Caar pony: wnid Copral isereh

NOT RATED

Recommendetian

Mcap (bn): €2/Us50.3
&M ADY (mn) 222/U5$0.3
e %7,983
P {12 mihs) NA
Downsida (%2 Na

Tasty Bite’s ‘forensic’ and ‘greatnass’
score

“ : ]
Sounce. Ambit HAWK. Amois Capital ressarch

Key cotalysis

*  Distribution synorgies with Mars in
tha UK, Eurape and Australio

= Hiring senior morkefing people af
Pal

*  Success in new ronge of producis
such as super foodgrains, super
illets and anciant millets
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Alkyl Amines

SMALL CAPS AACL IN EQUITY September 08, 2017

Poised for the value sfeeplechase

Alkyl is India's second-largest orgur-‘sed iphatic amines
manufacturer with ~40% market share. An expenen(ed promoter (CMD
Yogesh Kothari has over 4 decades’ experience) and diversified product
portfolio (over 100 SKUs) have provided Alkyl high repute among its
pharma/chemical dients. Apt capital allocation and foray into speudty
aided EBITDA
FY12-17. We expect strong earnings growth over FY17-19 led by near
doubling of capacity fo 105,000mipa and increase in share of value-
added producis (iripling acetonitrile capacity o 30K mipa). Valuation
(17.6x TTM) is in-line with chemical OEMs; while further P/E rerating
looks unlikely, expect stock return to mimic earnings growth led by
capacity expansion and rising share of value-added products.
Competifive position: STRONG Changes fo this position: STRONG
Aliphatic amines - a niche market and an oligopoly
Alkyl amines’ primary application is as a solvent in pharma and agrochemicals.
The market is oligopolistic given: (a) niche, small size of US$4.1bn (2014)
globally; (b) high fixed costs and capex intensily (asset turnover of ~1.5x); (c)
hazardous nature of the product which makes fransportation risky; and (d)
closely guarded fechnology. In India, Alkyl, Balaji and RCF are the
organised players; globally, each country (ex China) has only 2-3 key players.

Strong R&D team and pedigree key

A strong R&D team, apt capital allocation and fechnocrat promoter provided
Alkyl a diversified portfolio of >100 SKUs vs Balaiji's ~25. Alkyl is a preferred
supplier fo marquee clients like Dr. Reddy’s, Biocon and Aurobindo Pharma,
with ties of >30 years. Alkyl enjoys strong pricing power foo, with gross margin
ranging at 39-45% over FY0B-17 despite volatile raw material prices.

Capadity expansion, rising share of value-added fo fuel growth

Alkyi’s tepid revenve growth over FY14-17 was parlly due fo capacity
consiraints. Now, capacity should nearly double fo >105,000mipa with ihe
Dahej expansion. Importantly, Alkyl will nearly friple copacity of value-added
products like acetonifrile from ~10,000mfpa fo ~30,000mipa. This should
boost EBITDA margin. The 533bps margin expansion over FY11-17 was led by
rising revenue share of specialty chemicals to ~16% in FY17 vs ~3% in FY11.

Valuations in-line with peers; stock returns to mirror eamings growth
Valuations (17.6x TTM) have sharply re-rated given ~437bps RolC expansion
over FY12-17 and re-rafing of domestic chemical companies. Valuations are
in-line with B2B chemical OEMs with similar fundamentals; hence, a re-rating
for Alkyl looks unlikely. But given our expectation of strong earnings growth
over FY17-19, Alkyl's stock price refurn hereon should mimic eamings growth.
Key financials (consolidated]

Year to March [ mn) ma ma ms me mz7
Operating ncame 3639 4461 4764 4836 5006
EBITDA 554 833 88 902 904
Net profit 24 433 436 300 497
s ns 212 23 245 243
Reported RoE (%) 25 23 273 254 214
PE( 380 212 201 183 184
P/BY i) 79 61 30 44 36

Source: Compary, Amb# Copial research

NOT RATED

Recommendation

Meap (bn): 9/Us$0.1
&M ADV (mn): 12/Us$0.2
CMP: 449

Alii’s  ‘forensic’ and ‘greainess’
scores

Cotalysts
* Success in new value-added products
* Possing of the Nafional Chemical

Policy

Performance (%)
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Orient Electric

s cars v s |y 12201

Switch to ‘Orient’!

An established player in fans (#2 in India, 20% share), Orient is now

making inroads in lighting (#2 player in LED bulbs) and air coolers
where it has 5-6% share, Success in new launches (Acro series in fans,
LED battans) given superior product and management change led by
Rakesh (ex-Hitachi) joining as CEO in Dec-13 are key reasons far
10%/41% revenus/EBIT CAGR over FY15-18. Premiumisation in fans
(10% share in FY20}, new premium LED launches in lighting, strategic
tie-ups In alr coolers, and market share galns in South (>30% of fans
markef) by adding distribulors should help Orient oulpase indusiry
growth over FY18-20. Valuation of 41x TTM Is at 23% discount 1o peers;
discount should narrow led by superior revenue growth and debt
deleveragling by FY20E glven strang FCF generation.

A renowned brond in fans that lacked aggression...

Orient, o renowned player in fans (—20% share], locked aggression; ad spends.
were 3.4% of electrical revenues in FY12. Barring PSPO fans [FY94), there were
no notoble innovations in fans. In other businessat, lighting tured proftable
only recenily while the appliances segment is yet to break even; the past losses
were due to commoditized portfolio [lighting) and poor quality (oppliances).
...has now changed with a new management in place

Rokesh Khanna (ex-Jumbo Electronics, Hitachi) was appointed CEQ in Dec’14.
Key inifigtives under Rakesh: hired senior team that drove successful launches
{Aero, LED battens) with unlque dmmaensuu [l\ouelesi high air delwery in
fons, law voltage LED| and on revamp

distribufors|. Orient also tumed mere oggressive in adverising (4 4% ALP
spends in FY18]. EBITDA margin improved from 5.6% in FY15 1o B.4% in FY18.

Distribution romp-up; new launches o drive growth
Success of recent premium launches by Orient [Acro series) and peers (Urbane
by Havells; Imagina by V-Guard) indicafe aspirational oppefite in fans.
Exponsion of distribution reach (new distributors, launching ‘Orient Connect’ fo
improve connect at refailer level) and new produdt launches in fans (premium
SKUs), lighting (LED battens, downlights) and appliances (sspecially air coolers)
should aid 15% revenue CAGR over FY18-20 versus 10% over FY15-18.

Orlent - A re-rating story akin to V-Guard
Premiumising fans portfolio (4% of market in FY18 vs 10% in FY20) and
lighting (premium LEDs| along with operating leverage {employee costs) could
drive ~46% EPS CAGR over FY18-20. Valuation discount should narrow led by
success i lighti lars and debt del given sirong FCF
generation. V-Guard underweni a similar re-rafing over FY15-17 led by
deleveraging and success in new producs. Risks: Management altrition and
foilure in new geographies or new products.

Key financlals

NOT RATED

Recommendation

Meap (bn): 27/USS0.4
604 ADV |mn): NAMNA
CMP: 25
P 12 mehs): N
Downside [%): NA
Key catalysts

= Market share gains in South in FY19E
thraugh new praduct launches such
as 5-blade portable fans

*  Success in new lounches like
Ascocool fans, Ullimo Desert oir
caolers and moonlight LED batten in

FYI9E
= Broakeven of appliances and
switchgear businesses by FY20€

= -24 doys improvement in cosh
canversion cycle by FY20E

Performance [%)
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Research Analysts
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Year to March Mz ms
Net Revenues @ mn) 15760 15993
EBITDA (€ mnl 1273 1351
Net Profits @ mn) DNA 440
Diluted EPS €] DNA 30
Pro-sax RoCE (%] 26% 27%
PEM i 4.4
PiB i NiA 101

Sowem Company, Améiiz Copital research
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oo AMBIT ASSET MANAGEMENT TEAM

SUSHANT BHANSALI
CEO

Sushant has over 23 years of experience. Before Asset
Management, he led Ambit’s Principal Investment
business, where he cut his teeth investing in listed
equities from Ambit's Balance Sheet. Sushant is a
Chartered Accountant and also holds a Post-Graduate
Diploma in Business Management from Indian School
of Business (ISB).

SIDDHARTHA RASTOGI
COO & HEAD OF SALES

Siddhartha has over 22 years of experience in
financial markets. He co-founded IIFL Wealth and
also worked with Citibank & UTI bank in Wealth

Management & merchant banking roles. He is a post

graduate in Management, Finance & Strategy from
NMIMS, Mumbai.

MALAY SHAH
FUND MANAGER - FIXED INCOME

Malay has over 22 years of experience in Indian
fixed income markets, across the spectrum of fixed
income asset class. Prior to joining Ambit, he was
the Head of Fixed Income at Indiabulls Mutual Fund,
managing over INR 14000Crs during his tenure. He
has also worked with Peerless Mutual Fund, Derivium
Capital and Parag Parikh Capital. Malay holds a
Master’s in Management Studies in Finance from
NMIMS.

SIDDARTHA BOTHRA
FUND MANAGER - EQUITY

Siddharth has over 25 years of experience in equities and
asset management. He managed their Focused Large Cap 25
Fund and Aggressive Hybrid Fund and was overseeing
around ~INR150bn across four funds at its peak. His
expertise spans large, mid, flexi, hybrid funds and
consistently positioned Focused 25 in the top 10 in its
category in nine out of eleven years, on longterm rankings.
Siddharth is an alumnus of the ISB, Hyderabad, which
included an International MBA Exchange semester with NYU
Stern School of Business, New York.

TRILOK AGRAWAL
FUND MANAGER - EQUITY

Trilok has over 17 years of experience in equities and asset
management. Prior to Ambit, he worked with Dymon Asia
Capital and Aditya Birla Sun Life Limited, where he was
managing funds over INR 4000Crs. Due to his superlative
performance, he won several accolades and nominated as a
Young Leader. Trilok has completed his post graduation in
Finance from MET and BMS — Dual specialization from
University of Mumbai.

BHARGAYV BUDDHADEV
FUND MANAGER - EQUITY

Bhargav has over 20 years of experience in equities and asset
management. Prior to joining Ambit, he worked with Kotak
Mutual Fund and Ambit Institutional Equities. One of his
major contributions was the creation of a small-cap product
called the Beachcombing Series at Ambit Institutional Equities
that identified undiscovered names and helped his team rank in
the top three in Asia Money polls. Bhargav is a qualified
Chartered Accountant and holds an MBA in Finance.

¢

o

o

FUND MANAGEMENT

TOTAL TEAM MEMBERS 11
CUMULATIVE EXPERIENCE 83 YEARS

SALES

TOTAL TEAM MEMBERS 14
CUMULATIVE EXPERIENCE 129 YEARS

SERVICE & OPERATIONS

TOTAL TEAM MEMBERS 20
CUMULATIVE EXPERIENCE 202 YEARS
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RISK DISCLOSURE AND DISCLAIMER

Ambit Investment Advisors Private Limited (“Ambit”), is a registered Portfolio Manager with Securities and Exchange Board of India vide registration number INPOOO005059.

The performance of the Portfolio Manager has not been approved or recommended by SEBI nor SEBI certifies the accuracy or adequacy of the performance related information contained therein. Returns are calculated using TWRR method as
prescribed under revised SEBI (Portfolio Managers) Regulations, 2020. Performance is net of all fees and expenses. Past performance is not a reliable indicator of future results. Please note that performance of your portfolio may vary from that of
other investors and that generated by the Investment Approach across all investors because of 1) the timing of inflows and outflows of funds; and 2) differences in the portfolio composition because of restrictions and other constraints. For comparative
Performance relative to other Portfolio Managers within the selected Strategy, please visit: bit.ly/APMI_PMS

This presentation / newsletter / report is strictly for information and illustrative purposes only and should not be considered to be an offer, or solicitation of an offer, to buy or sell any securities or to enter into any Portfolio Management agreements.
This presentation / newsletter / report is prepared by Ambit strictly for the specified audience and is not intended for distribution to public and is not to be disseminated or circulated to any other party outside of the intended purpose. This
presentation / newsletter / report may contain confidential or proprietary information and no part of this presentation / newsletter / report may be reproduced in any form without its prior written consent to Ambit.

All opinions, figures, charts/ graphs, estimates and data included in this presentation / newsletter / report is subject to change without notice. This document is not for public distribution and if you receive a copy of this presentation

/ newsletter / report and you are not the intended recipient, you should destroy this immediately. Any dissemination, copying or circulation of this communication in any form is strictly prohibited. This material should not be circulated in countries
where restrictions exist on soliciting business from potential clients residing in such countries. Recipients of this material should inform themselves about and observe any such restrictions. Recipients shall be solely liable for any liability incurred by
them in this regard and will indemnify Ambit for any liability it may incur in this respect.

Neither Ambit nor any of their respective affiliates or representatives make any express or implied representation or warranty as to the adequacy or accuracy of the statistical data or factual statement concerning India or its economy or make any
representation as to the accuracy, completeness, reasonableness or sufficiency of any of the information contained in the presentation / newsletter / report herein, or in the case of projections, as to their attainability or the accuracy

or completeness of the assumptions from which they are derived, and it is expected each prospective investor will pursue its own independent due diligence. In preparing this presentation / newsletter / report, Ambit has relied upon and assumed,
without independent verification, the accuracy and completeness of information available from public sources. Accordingly, neither Ambit nor any of its affiliates, shareholders, directors, employees, agents or advisors shall be liable for any loss or
damage (direct or indirect) suffered as a result of reliance upon any statements contained in, or any omission from this presentation / newsletter / report and any such liability is expressly disclaimed.

Further, the information contained in this presentation / newsletter / report has not been verified by SEBI.

You are expected to take into consideration all the risk factors including financial conditions, risk-return profile, tax consequences, etc. You understand that the past performance or name of the portfolio or any similar product do not in any manner indicate
surety of performance of such product or portfolio in future. You further understand that all such products are subject to various market risks, settlement risks, economical risks, political risks, business risks, and financial risks etc. and there is no assurance
or guarantee that the objectives of any of the strategies of such product or portfolio will be achieved. You are expected to thoroughly go through the terms of the arrangements / agreements and understand in detail the risk-return profile of any security or
product of Ambit or any other service provider before making any investment. You should also take professional / legal /tax advice before making any decision of investing or disinvesting. The investment relating to any products of Ambit may not be
suited to all categories of investors. Ambit or Ambit associates may have financial or other business interests that may adversely affect the objectivity of the views contained in this presentation/ newsletter / report.

Ambit does not guarantee the future performance or any level of performance relating to any products of Ambit or any other third party service provider. Investment in any product including mutual fund or in the product of third party service
provider does not provide any assurance or guarantee that the objectives of the product are specifically achieved. Ambit shall not be liable for any losses that you may suffer on account of any investment or disinvestment decision based on the
communication or information or recommendation received from Ambit on any product. Further Ambit shall not be liable for any loss which may have arisen by wrong or misleading instructions given by you whether orally or in writing. The name of
the product does not in any manner indicate their prospects or return.

The product ‘Ambit Coffee Can Portfolio’ has been migrated from Ambit Capital Private Limited to Ambit Investments Advisors Private Limited. Hence some of the information in this presentation may belong to the period when this product was
managed by Ambit Capital Private Limited.

The performance data for coffee can product between 6th march 2017 - 19th June 2017 represents model portfolio returns. First client was onboarded on 20th June 2017. The performance data for G&C product between Tst June 2016 to Tst April
2018 also includes returns for funds managed for an advisory offshore client. Returns are calculated using TWRR method as prescribed under revised SEBI (Portfolio Managers) Regulations, 2020

You may contact your Relationship Manager for any queries.
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Email: amsales@ambit.co

Website: hitps://www.ambit.co/asset-management

THANK YOU
@

< AMBIT
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