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Certain statements in this document may be forward-looking statements. Such
forward-looking statements are subject to certain risks and uncertainties like
regulatory changes, local political or economic developments, and many other
factors that could cause our actual results to differ materially from those

contemplated by the relevant forward-looking statements.

Vaibhav Global Limited will not be in any way responsible for any action taken
based on such statements and undertakes no obligation to publicly update
these forward-looking statements to reflect subsequent events or

clrcumstances. /
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. End-to-end B2C business model for fashion and lifestyle accessories

. Proprietary TV home-shopping and e-commerce platforms

. 107 million (FTE) households on TV shopping in the US and UK; expanding online presence
. Positive customer engagement metrics — customer base, retention rate, repeat purchases

. Sizeable B2C franchise in developed markets — unique achievement for an Indian Company

. Growing recognition of deep value fashion products enables scaling to adjacent categories

. Established and efficient manufacturing operations in Jaipur, India
. Outsourcing from China, Thailand, Indonesia and India; aggressive trend spotting initiatives

. Investments in customer interface, production, warehousing facilities, supply chain and CRM
. Scalable model with limited capex requirement

Professional, experienced management team having in-depth knowledge and industry experience
. Talent pool across marketing, merchandising, operations, technical and strategy functions




V

-1 The Jewellery Channel, UK
: .= TV channel retalil
Shop LC, USA  isHopPLC .= E-commerce website
= TV channel r ------------- i
retail |
= E-commerce
website

STS China, Hong Kong
= Sourcing Gemstones

STS

STS Thailand
STS USA » Sourcing Gemstones
= B2B
Wholesale STS
distribution

. : *= Sourcing Gemstones STS
VGL India '
=  Group HQ ;
= Gemstones & jewelry | .
manufacturing | gz

= Product Development VGL Group
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« 107 million households on full time equivalent (FTE) basis
e 82 million households in the US e 25 million households in the UK

« Home TV shopping volumes at 1.3 million units * Resumption of positive volume growth on both platforms
» Web shopping volumes at 0.6 million units « Deep customer engagement drives repeat purchases

« Total Revenue at Rs. 329.7 crore, up 5% YoY « Gross Margin stood at 64.1%
- EBITDA at Rs. 25 crore, up 27% YoY « PAT at Rs. 15 crore, up 38% YoY

Warehouse operations optimised through barcode processing at ShopLC
* Implementing Baldrige quality processes at ShopLC
» Offering select products on various online marketplaces (e-bay, Amazon etc.) through Channel Advisor
* Budget Pay launched on TjC UK Web and Mobile
* Mobile App for Shop LC and TjC with garnering good response from customers
« PayPal Credit offered on TjC UK Web and Mobile
» Customer Open Days for different Customer Groups to garner feedback from Customers
\* Improving overall performance of the Presentation team through constant review and feedback
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Chairman’s Message

Commenting on Q1 FY18 performance, Mr. Sunil Agrawal, Chairman and Managing Director, Vaibhav Global said:

“‘We continued to deliver healthy performance in the quarter under review
with strong retail volume growth of 10% YoY. Reported revenues grew 5%
YoY despite the adverse impact of currency translation. In constant
currency terms, our retail subsidiaries in the US and UK that account for
about 90% of revenues, delivered revenue growth of 10.2% and 14.3%
respectively — in line with management’s guidance. In addition, a largely
stable cost structure and organizational efficiencies aided EBIDTA and PAT
and growth of 27% YoY and 38% YoY respectively.

In the past year, we have undertaken multiple initiatives to strengthen our
business model. We have judiciously used internal cash accruals to ramp-
up our manufacturing facilities and e-commerce platforms. We have also
developed deeper relationships with customers — with extended household
coverage, launch of Budget Pay across all sales channels, mobile app for
Shop LC and TjC, improved programming content involving on-air guest
experts and a robust supply chain logistics. In addition, we recently
undertook quality and supply chain initiatives at Shop LC as we focus on
Improving overall consumer experience in our retail operations.

[ - ’ We are confident of maintaining the growth momentum during the rest of
the year. We expect our deep value proposition to deliver volume growth
across all mediums in both the markets. With the improving business
scenario, we are well-poised to enhance value for all our stakeholders.”

Y2 Investor Presentation September 2017 7 %



Revenue INR Crore

314 sz 330

Q1 FY17 Q1FY18

TV Sales Web Sales B2B Sales
-1.6%
225 — 9271
I I . E ZGW ‘73
Q1 FY17 Q1 FY18 Q1 FY17 Q1 FY18 Q1 FY17 Q1 FY18
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TJC GBP milion ShopLC usb miliion
2% 249
&% 7.4
1/

Q1 FY17 Q1 FY18 Q1 FY17 Q1 FY18
TJC cBP milion ShopLC usD miliion

14% % 9.9
03, gl 9 8
€D B

Q1 FY17 Q1 FY18 Q1 FY17 Q1 FY18
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Sales Volume ('000s) Average selling price US$

1%

o

Q1FY17  Q1FY18 QLFY17  Q1FY18
Sales Volume ('000s) Average selling price US$
s 626 .

ﬁg.l_ﬂ,/ I 175 — i
Q1FY17  Q1FY18 QLFY17  Q1FY18
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Rs. crore LdGross Margin ===Gross Margin%

250.00 - | - 70.0%
: « Q1 FY18 gross margin is stable based on
200.00 - : - 68.0% | deep value offering to customers backed
: by end to end supply chain in India and
LS 5 ! - 66.0% /" Southeast Asia
|
|
100.00 - - 64.0%
50.00 - - 62.0%
. . - 60.0%

Q1FY17 Q1FY18

Note: Direct costs for calculation of gross profit includes material cost, job work charges
and manufacturing cost

Rs. crore LdEBITDA e==EBITDA margin
30 - ! - 10%
- | - 9% « EBITDA increased aided by higher
] l - 8% topline and leveraging of high fixed costs
o . S | / P ging of hig
6.3% ' =
15 - ! - 5%
: - 4%
10 1 ! - 3%
= 20 I - 2%
: - 1%
] . - 0%
QLlFY17 Q1lFY1s

v .
Note: EBITDA includes exchange gain/(loss) L/) Investor Presentation September 2017




Rs. per share

2.7

Q1FY17

EPS

Q1FY18

e crore =dPAT * ==PAT margin

16
14
12
10

N B~ O 0

15 - 5.0%
- 4.5%
- 4.0%
- 3.5%
- 3.0%
- 2.5%
- 2.0%
- 1.5%
- 1.0%
- 0.5%

Q1 FY17 Q1 FY18

* Profit after tax including exchange gain(loss) fluctuation
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Revenues (Rs. crore)
12098 376 1,277 0

314 330

FY14 FY15 FY16 FY17 Q1 Q1

FY17 FY18
TV Sales rs.crore Web Sales rs. crore B2B Sales rs.crore
911 958 g3 1,000
225 221
‘n ﬂ”ﬂ”ﬂ”ﬂnﬂ
FY14 FY15 FY16 FY17 Q Fy14 FY15 FY16 FY17 Q1 Q1 FY14 FY15 FY16 FY17
PYly [P FY17 FY18
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Sales Volumes (‘000s) Average selling price US$
6,829
6,420
5,854 6,092 27.2 27.0
24.4 24.5
1,237 1,273 ﬂ ﬂ
FY14 FY15 FY16 FY17 Q1 Ql FY14 FY15 FY16 FY17 Q1 Q1
FY17 FY18 FY17 FY18
Sales Volumes (‘000s) Average selling price US$
2,960
17.4 175 18.1
2,264
<9% 2,145 15.0
13.0 14-0
1,700
491 ‘ﬁ
FY14 FY15 FY16 FY17 Q1 Ql FYl4 FY15 FY16 FY17 Q1 Q1
FY17 FY18 FY17 FY18
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Rs.crore  L.4Gross Profit =ss(Gross margin

_ — 0,

1000 54% 65%

900 - I

800 - 63%

700 - - 63%

600 - - 62%

500 1 B10 510

400 - - 61%

300 - - 60%

200 - = R

100 -

o 78 | 3 | 804 | 86 | 211 .

FY14 FY15 FY16 FYl1l7 Q1FY18

Note: Direct costs for calculation of gross profit includes material cost,
job work charges and manufacturing cost

Rs.crore  LUEBITDA ==wEBITDA margin

180 - - 14%
160 - L 129
140 - .
120 - [ 7
100 - - 8%
80 1 - 6%
60 - -
40 -
L 204
20 =
144 72 105 22
0 . . . l . 0%

FY14 FY15 FY16 FY17 Q1 FY18
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Rs. crore LdPAT «==PAT margin

180 ~ - 14%
160 -
140 -
120 -
100 -
80 A
60 -
40 -
20 - 15 [ 2
0 - T T T T i 0%

FY14 FY15 FY16 FY17 Q1 FY18

* Profit after tax including exchange gain(loss) fluctuation.

- 10%

- 8%

4.6% [ 6%
- 4%

Rs. per share EPS
47.6
32.0
17.8
12.3
. 5.0
FY14 FY15 FY16 FY17 Q1FY18
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Shareholders’ Equity Fixed assets including intangibles

129 2%
4% 452 126 =% . 123
378 w2
328 77
233 66
Fyld FY15 FY16 Fyl17 Q118 FY14 FY15 FY16 FY17 Q118
Net Debt Net Current Assets
52 330
304 315 5%
5 217 230
*83%
6 1
a2 £ -

FY14 F\FI FY16 FY17 Q1'18

FY14 FY15 FY16 FY17 Q1'18
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Operating Cash flow* Rs. crore Free Cash Flow * Rs. crore

169
152
129
106
58
¢ 59
-10 ] 4
T T T T

FY14 FY15 F_Y16 FY17 Q1 FY18 FY14 FY15 . FY17 Q1 FY18
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FASHION JEWELLERY

« Bracelets
« Bangles
« Earrings

« Studded jewelry, etc.

 Watches
 Handbags
e Scarves, etc.

LIFESTYLE PRODUCTS

« Home Deécor
 Bedlinens

* Pillow Covers

» Beauty products
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Global supply chain capability of 12 million pieces, continuously expanding

In-House designers & craftsmen e e i _

_ Noida, Jaipur, Nagaland,
No middlemen ‘ o Kashmir

Access to latest manufacturing S _

technology . Bali, Yogyakarta, Sumatra, Madura

- Surabaya
Scale Flexibility

i Thailand
Low Investment < W

Bangkok, Chang Mai, Mae Sai,

Rapid turnaround ; e 1 Kanchanaburi, Chanthburi
Mapping Latest Fashion '
Competitive Pricing ' Guangzhou, Haifeng, Hauadu Shenzhen,
Dongguan, Zhuji, Wenzhou, Wuzhou, Yiwu,
Hunan

* Sourcing from
appropriate micro-
markets in China/Asia

* Focus on best priceto
customer through
bottom price discovery

* Vendor evaluation
. process

* Assessing value
perception — design /
fashion trend / price in
target markets

N
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v Four ISO 9001:2008 facilities in Jaipur, with

capacity of producing 7 million annually

v' Commenced operations at new 100,000 sq. ft.,
fully-integrated, LEED certified ‘Gold Level’
building at SEZ, Jaipur

v" Diamond manufacturing and sourcing unit of the

company is also present in Mumbai

v" Over 3,000 people in India across corporate,
manufacturing, design, sales & marketing,

customer service, logistics etc.

v Low-Cost operations with one of the lowest

levels of wastages in the industry




TV Networks — US & Canada

(Consumption Markets)

/——\/ ’ i
V Ch aﬂnel #274 {‘ Santa Fe Style ]
’ . BRI Vicicvs Groen
Channel #399 R

Verizon FiOS channel #159 thgIEL:;AIARNER

E I Channel #75 & g Charter
226

DIRECTV. @omcast

*

Q.
7
-
H

Sterling Sliver
Bl Nickel Free TGW
12,50 Cts

Green Press |
Purple Press 2
S Buy AI($91.98) Press 8

(((

*

*

Shop LC, USA PN

82 million households shopping (FTE, out of 120 mn)

Based out of Austin, Texas

Over 500 people in sales & marketing, customer service, logistics, TV production, e-commerce and support functions
Successfully re-branded Liquidation Channel to Shop LC

‘Deep Discount’, Auction based retail model

Expert hosts attract and engage customers, driving repeat sales

Improved product presentation by investing in new Studio facility

RN

New warehouse facility operationalised V2 Investor Presentation September 2017




TV Networks — UK

(Consumption Markets)

“‘ 2291161

| Thai Sterling

: Silver Cross
Pendant, Silver

wt 9.00 Gms.
m Channel #49 P Channel #815
Y

freesat

Channel #650& ‘ Channel #757 Order via FREEPHONE
#652 . 0800 298 4444
media v wr——————————
The Jewellery Channel (TJC), United Kingdom PN

v' 25 million households shopping(FTE, out of 25 mn)

Based out of Hampton, Middlesex

Over 150 people in sales & marketing, customer service, logistics, TV production, e-commerce and support functions
State-of-the-art auction/scheduling system; Launching Budget Pay on TV soon

Targeted behavioural marketing through IBM Unica platform

TjC live stream available on multiple platforms like Youtube

AR

Long standing relations with TV distributors such as SKY, Virgin, FreeView etc. 2D

v
26



E-Commerce (Consumption Markets)

Order Tracking Login Welcome Guest Register \/ 0 Items, £0.00

= e E-commerce presence in our
aaaaaaaaaaaaaaaaaaaa s llls New Arrivals  Sale £|u:l|ons Live TV Ente r ltem # i % = \\\\ chosen retall marketS. .
Rising Auctions e ' - \
Start Bidding for only £1
SHOP LC

uuuuuuuuuuuuu

- v' Launched Mobile App for Shop LC

v' Launched Budget Pay on web

v'  Better website optimization on mobile devices

v" Migration of Web Hosting to Amazon Web Services
v' Enhanced customer engagement on all social

platforms; targeted marketing

P o ‘ W \ A e e |
/655,\\{. OCT. 13TH g cons VoW NN
e 12PM - 8PM CST = m

[_sHORNOW,

www. T|C.co.uk uk

BID NOW ON INCREDIBLE $1 RISING AUCTIONS!

AV 4 .
Clearance Outlet Investor Presentation September 2017 A

v' Launched Budget Pay for web and mobile
v' Launched Mobile App for TjC
v'  Latest DemandWare Platform
v'  Better Website optimization for all devices
v' Enhanced customer engagement
= LC US & Canada TJC UK v Europe delivery started through E-commerce platform
- v' Engaging customers through different sales channels
o Rising Auction Rising Auction like Facebook Shop, Ebay store etc.
LL Catalogue Price Live TV
7—6 Collections Web Exclusive
o LiveTV Sale
nd



http://www.liquidationchannel.com/
http://www.liquidationchannel.com/
http://www.tjc.co.uk/

EARLY ADOPTERS AND CORD CUTTERS

HIGH DEFINITION AND IP BROADCAST _ Ny 4
')‘1' “l"\* rfT' . w FORGOT PIN

- High Definition Broadcast St S ES52) o

. Charter Communication

. AT&T

. Adoption of new technology of Broadcasting

ALICIA DOUVALL ARGAN OIL 100ML WITH BUDGET PAY AT 1:15PM
Order via FREEPHONE 13

. Reducing dependency on Infrastructure
. Minimizing downtime as IP would broadcast it via internet

EXPANSION INTO OVER THE AIR PRESENCE (OTA)

. Cord Cutters don’t want to pay for any channel or satellite fees,
the can catch the feed directly via antenna

. We are already present part time in some Areas

SMART TV AND STREAMING DEVICES (IPTV) LG Smarl' @

. Planning to add Apple TV app
«  We already have presence on following Smart TV's: m \ /

. Samsung SMART TV
. LG Smart TV

*  Android TV an>301D TV
. We also have apps on streaming devices

. ROKU SamsUng S ART TV

. Google Chromecast
. Amazon Fire HD
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Management Team

Chairman and Managing Director

» Established Vaibhav in 1980 as a first generation

entrepreneur and has led the company’s transition
into a leading brand for fashion jewelry and lifestyle
accessories

Travels extensively across the world, overseeing
operations, sourcing raw material globally and
representing the company at major trade shows and
jewelry fairs in the US, Europe and Asia

President- Shop LC, USA

. " Over 20 years of strong expertise and a proven track

record in delivering Omni channel growth in retail and e-
commerce

Previously Senior Vice President of E-Commerce with
HH Gregg inc., a $2 bn, 227 store chain

= Also worked with leading retailers such as Sears and

Best Buy in areas like Operations, Merchandising, Loss
Prevention, Customer Driven Supply Chain, Customer
Centricity and Channel/New Business Innovation

Group CFO

» 25 years of rich experience in business modeling, financial
strategy & planning, business development, procurement,

supply chain & distribution, budgeting, taxation, cost
control, legal compliances and mergers & acquisitions

= Previously worked with Teva Pharmaceuticals India as
Director & Country CFO for 11 years. Has also worked
with Coca-Cola India and E&Y India

Chief Technology Officer

= Previously worked with Aritzia, a leader in women's fashion

in Canada, as Director of E-Commerce Technology.

= Prior to Artiza, worked at various roles with Abercrombie &

Fitch (A&F) for 8 years, his last role was Director
IT eCommerce

= Managed a portfolio with an annual budget of over $20

million to deliver new strategic capabilities and operational

enhancements to Aritzia and A&F.

29
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nt Team

Nitin Dugar

Group HR Shop LC, USA

= Over 30 years of work experience at major international
companies including IBM, Unilever and the Stonyfield
Farm unit of Groupe Danone

» Tremendous Organization development and senior level
HR experience having worked with brands like ACS,
Stonyfield and Good Humor — Breyers Ice Cream

= Over 12 years at VGL, rich experience in business
development, customer services and network affiliate
management.

» Part of core team that successfully implemented
organizational turnaround strategies

Pushpendra Si
oly Chain, VGL Group

= Mr. Raj Singh is a graduate in Chemistry and trained in

Mechanical Maintenance. He began his career with
Shrenuj & Company Ltd. In his career of 22 years, he
has gone strength to strength improving and innovating
businesses. His initiatives like Gems Studded Stainless
Steel Jewellery, lon Plating, etc., are ground-breaking in
the Jewellery industry. For an industry that is type cast as
labor intensive, Mr. Singh has led many automation
drives and is successful in grinding out cost efficiencies.

an Resources Asia

= Over 19 years of experience in HR with a range of
Indian companies such as NTPC, Jindal Steel and
Power, Kalpataru and Reliance Communications,
successfully implementing many talent acquisition,
management and retention initiatives

-
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For more information on Vaibhav Global Limited, please contact:

R

Shiv Muttoo / Karl Kolah
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