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Moderator:

Nihal Jham:

Ankit Gupta:

Diollar Mdustries Limited
February 13, 2Ci 9

Ladies and gentlemen good day and welcome to the Drollar Industries 33 and nme morths
FY20192 Earnmngs Conference Call hosted by Edelweiss Securities Luntted. As a remunder,
all participant lmes will be m the hsten-only mode and there will be an opportundy for you
to ask questions after the presentation conclides. Bhould you need assistance durmg the
conference call, please signal an operator by pressmg “** then “ " on your touchtne
phone 1 now hand the conference over to Mr Mihal JTham from Edelwess Securdies

Limitted. Thank you and overtoyou Sl

Thank you Mma. Cn behalf of Edelweiss T would like to welcome you all to the 33 mnd
nine months FY2019 conference call of Dollar Industries. From the management, we have
s Bhashy Agarwal, Senior Vice President, Corporate Stratepy & Investor Felations and
Mr ankd Gupta, Vice President (Marketmg) T would now liceto hand over the call to My
Anlett Gupta for his openmg remarks. Cwver to you S

Thank you Mthal Good mormimg and a warm welcome to everyone on the earmings call of

Drollar Industries Lurated for Q2 2018-20192,

T would mitially want to start with the recent uterum budget 201 %, which was anncuiaced a
few days back on February 1, 2019, As we all can see the presented budget was the mch
promusilg budget for the corwmon man bving i mereased disposable mcome. The
govemment also proposed meamres to help boost the MEME sector as well This would m
turn help our consumers move up the ladder to the aspirational brand m the respeclive

sector. Crverallthis should help the hosiery mdustey to grow as well

The company 15 glad to share that this time winter was strong and az a remlt sale of
thermals was better than the lest year Increase mn demand for the trendy products with
qua lity materials has provided a1 opportunity tothe company to fulfill customers demand at
reasonable price. The compatty 1as remaied focus on improving the quality of product and

supplyme more fashionable product at an affordable price.

I am also happy to share with you that the company has been awarded best clothmg m men
hosiery by Tunes Busmess and the best clothmg m men hosiery segment. Cur newly
launched products by the jowt venture companies Pepe Jeans Inner Fashions Priate
Laruted has recewed good market response m Houthern India m cittes ldee Chennas,
Bengaloru, Hyderabad m trade channel as well as Pepe Stores. The company 15 workmg
hard to make its product available m northern and westem zone soon. There are more than
35 styles covermg men’'s innerwear and athleisure This 15 all from my side and Tnow hand

ower to Ms Shashi totalk to you about the financial performance of the Comp any.
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Shashi Agarwal:

Moderator:

Himanshu Nayyar:

Shashi Agarwal:

Diollar Mdustries Limited
February 13, 2Ci 9

Thank you Ankip The Company's total revenue for the quarter ended 2018 stood at 245
Crores as compared to 2228 Crores last year The nme months total reverue stood at

732 46 Crores as compared to 634 57 Crores last year.

ERITD:A of the commpany for quarter ended 2018 was 37.90, which 15 15.43% as comp ared
to 36 91 that 18 16 57% whereas the nine months ended result was 10276 Crores coming up

to 14.03% as compared to last yaar 9287, which was 14.1 94

The PAT of the company for quarter was 1935 Crores that 15 7884 compared to last year
17.96 Crores that 15 & 08% whereas the nine months ended result was 53,16 Crores commng
up to7.26% as compared to last year o was 45.34 Crores, which was £.93%.

Mow moving onto the revenue breakup. Bighoss stood at 4204, Champion at 0.50%, Force
G0 Wear at 4.5%, Force NET 2.5%, Missy 84, Thermal 94, economy range of products
stood at 33 5%

This 15 overall a short synopsis of the performance of the Company. T will now open the
forum for QA

Thank you very much. We wll now begin the question and answer session The first

question 15 from the line of Humanshu Nayyar from Systematiz. Please go ahead.

To start with just to understand this quatter a bit better If you can just give us some more
colour on the demand condidions and what sort of volutne growth we have been able to get
this quarter and secondly on the margm side other expenses have moved up wvery
significantly, which has unpacted our EEITDA mmargin, so just wanted to understand the

leey heads where we have seen a increase i cost there.

T wrill answer your first question m terms of what has been the demand. This was a good
winter, I would say that whatever we produce m thermals we have post that and 1f Thave to
look at the murbers 1n terms of how 1t stood be at nine months ended probably 1 would say
myy overall volume growth had been 6.5%, value growth bemng at 11.5%%, bul bemg very
specific to thermal because this particular quarter talls only sells thermals m this quarter
majorly the major billing come: only from thermals, so mcrease has been 23% whereas the
pieces the volume merease was 6 5% agam there. The next question m terms of the morease
m the cther expenses, so yes there has been an moerease m other expenses and there were
two particular promunent categories, which has actually taleen up that extra space there, me
betng the advertisement expenses and the other bemg my sales meentive, 1F T really look at
the comparison n terms of last year what we were domg for the particular quarter of T have
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February 13, 2Ci 9

totalk about I have overall spended 13 Crores more m a quarterly basis, 9 commg fomthe
adv ertisernent, € was gomg mto the sales and meentiwe bracket. The reason for the sales
meentive going up 15 becavse we had come out with the promotions v ey, very specific to
again for the consumer end and we had some specific promoetions for the retatlers and the
distributors this season. "We also wanted to enhance the sales of my other categories of
product that the Brief and Vest generally which is very, very low this particular quarter so
that 15 the reason we were runtuing a lot of schetnes and agam meentives to the distbutor,
retailers and the consumers. #c probably that s one of the ressons for the number to be
high. Advertisement now we have actually spended something very soon yvou will be seemg
one patticular launch of TVC Akshay Kumar where he 15 tallkmg about Bighoss Brief Till
now Akshay was only promotmg the Bighoss Vest, you he did net talk about brief, but we
just made that commercial and very soon we will be launchmg i thas particular quarter. 8o
those are the expenses, which have been meourred here, that 15 probably the reason there has

been a little shooting up m terms of the advertisement cost.

Iadam st a followup on these two powmts. We had T thnk budgeted that we have a fied
amount of budget for ad spend, 30 1think we will be ov ershooting that budget this year row
with thiz spend and secondly wanted to just crosscheck these meentiwe 1 think have nefted

off from sales right or there 15 still some chunk comimg n other exp enses?

Tes these mcentives as you rightly said that as per Ind-A8 115 now everythmg needsto go,
needs to get netted off from the topline and that 15 precisely the reason there has been a
revision m to the fnancial year numbers as well for the last year 1f you lock at, but there are
certan expenses like that would not go, so the retai] schemes would not go to the netting
off The consumer schemes will not go up to the netting off. Cnly distrbutor schemes,
discounts, cash discounts, trade discounts, any ldcewise, which we pass t on tll the

distrnibutor level will be netted off, but not the retail and the consumer ones.

And on the ad spend budget for-he year?

Fes ad spend of the budget of the advertisement yes slightly that we have crossed, but yes
(4 we will be keepmg at a little low, but then agam you have IFL and the World Cup
coming m the thard quarter, which generally happens m April you will see them happemng
m Warch, soa lttle kind of m the plannmg I would say that which would have been
mit1ally scheduled us later to be spend m the first m April and day would now actoally gets
spilled ower in March also. Bo there 15 some kind of an overshootmg of the budget 1 do
agree to that, but s1ll we are trymg to work oot and marketing team to keep 1 at the

it p ossib le.
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Himanshu Nayyar:

Shashi Agarwal:

Muoderator:

Diollar Mdustries Limited
February 13, 2Ci 9

And my second and final question would be of you can share some update on our project
with Vector Consultmg and m light of the progress there what sort of guidance we can share
on grovth and margins for nest year?

T will restram from sharme any kind of guidance m the light of Wector because the pilot,
which we have started we started 1 Decemnber two menths, we took across the Decerrber
Januvary we had a lot of nebwork to do wih the team so the traming of the candidate, the
entire architecture on this tearmworls, they actually wnplement the entire project of this 1ad
to be prepared, so ¢ 15 all the prep work was going on for the last two months In February
ttzelf we have hd the market, so0 let me first update you onte the ares m whach we are
running the pidot. #o we are ramang the pilot m Bengaluru a very specific area Smth
Eengalirn we have picked up one of the distributors there and this particular distributor was
serving around ahout 300 to 400 retatlers and I would see on a yearly basis that number was
a little more, but yes when I have to say that it has to be actwe distributor wherein these
distributors retatlers were bemg served on a monthly basis the mumber would be mich
lowwrer 5o round about 200, 250 13 retailers that the distributor was serving, So these puyshas
gote ahead and mapped each and every mdwidual shop m that patticular area i locality
they probably can place m as well, which we nev er thought about as well 8o for the wormen
segment, for the men segment, for the knds and the number was quite amazimg and really we
were amazed to see that kind of a number. B0 once we have the mapping done, et the team
out there, they are gomg to each particular retatler they are taking askmg them to enroll with
us and then to the telecallers we are takmg the call orders from them. 3o this looks though
just maybe 12 days mto 4, looks very, very promusig to us, very, very happy to see tha, of
this really works out should pet completely revamp of our exstmg systems. So currently
what we do, we sell 1t to the distributor, we help them to reach the retailer, but nonetheless
we do not have any control over how the distributor work, but if we umplement the system,
this would be complete overhavl of the system i terns of we would be connected to the
retatler, we know what distributor 18 selling, what kind of stock 18 he cartying, what kind of
a dispatches and the services he 15 prving to the retatler a completely revamp of my existing
system. Bo looks very, very promusing as of now, till the time | do not actually close my
pilot T will reach each one of them, see that they are gvmng me the orders on the contmuous
and a repeat basis consistently I would say o would be too early to comment, but as of tow

with 12 days my team miy boys ntothe mark et looks very promizing,

The next question 15 from the ine of Pratun Eoy from #tewart & Mackertich. Please go
head.
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My frst question 15 that whal 15 the segmental revenue contrbution that you have
mentioned the number that was nme months ended right, so I want the quarterly number if

you can provide that?
Borry Pratun you warnt the quanttative mumbers?

Cuarterly contributions, only 3 contribution here you provided nine months right?

Faght. 80 3 would be 37% of my Bigboss, Champion would be around about 0.50% thare,
Force Go Wear 2%, Force NXT 2%, Missy &%, our regulars around about 27%, and 23%4

firotm Thermals.
Chay becavuse 1t 15 a wimnter season right?

Absolutely so winters we have a big sales, so 1f Treally haveto tall about miy number thet 1=
totally 23%4 has been an overal growth for the nme months ended m thermal and 40% m

terms of my quarterly number.

And my =enond miestion 1s that what 1= the wnlime grmwth for the hrand W=sy and the

Force NET, year-on-year?

Bee volume growth for Missy has been 1994 and overall value bas been 32% growth on rine

mionths ended mumbers.
Aand for WET?

Post which we did talk about ¢ last time as well that there will be some mternal revamp mn
terms of go to market strategy for Force WXT =0 there has been a declme of around about

2004 m terms of my value and &4 mterms of my volume.

How rmruch decline v ohune?

Volume has been sorry 1 just fub the number wrong, 1f Foree which 15 around about 804

decline mn value and %44 i volume.

And what 15 the strategy that you have just mentioned that you are changmg your stratagy
for this brand what 15 the strategy you have taken right now means what 15 the change?

Initially when we were talking about that Foree T 15 4 brand where we will not attach

Trollar and it would have to stand on ds own, we tried working on to that, but when you are
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Fratim Roy:

Shashi Agarwal:

Pratim Roy:

Shashi Agarwal:

Diollar Mdustries Limited
February 13, 2Ci 9

gomg to the market and you are not gving any kind of an support, whach 15 why would a
retailer and distributor work onlo this brand until how will you convince the consumer, so
these things we did not understend that these challenges would come B0 now when we are
workmg we are trympg to say that 15 fime ot 18 comung from the house of Tollar, but 15 a
superior brand, 4 15 m a better brand and for that we are trympg to reach especially we want
totarget the southern market now mitially. Ho those are sustamed kind of a strategy we are
workig with the team and we are hopeful that we would need some at least three to four
quarters to work around and make a turnaround m this particular brand. 8o purposefully we
have come down a bit, we have just introduced athleisure mto Force MT so you will see
the product m the market by end of this quarter We have started takmg orders from the
distributors and then again we are trying Lo place the Force MET mio the large format stores
as well. Po there are certam many parameters on this, so we want to create a consumer
comect of the brand with the consumer to make them aware, so there are lot many other
things, which we are workmp mternally. A complete brand architecture 15 bemng worked
upon with my team, so where we are saying that we have so many different kind of plan. so

all thiz put together this would help us align our strategy for Force NXT.

Yes, that means that you are wiroducmg Force MHT also under the Drollar connect touch
potnt right 5o that the Trollar brand can provide some traction on the Force NET brand?

Hot really, T would say that see even today when you buy a Force N¥T you will see that
manufactured by Tollar Industy Lanited. so it 15 always there, but we were absolulely
luriatmg stself has been not even tallmg about of to the distrbuter that 15 commng from house
of Dollar or the retailer how they should be lookmg at o, but now we were just trymg to
educate them o 15 not that it 15 standing by its own, the whole company was workmg with
this brand. 1t 15 just that mitially we did not, when we went to retailer we did not talle ahout
Dollar Industry, tut now we we tellmg them that i 15 Dollar Industries 15 there, the
company would built the Boss 5 also buldmg Force MET m that way helps to understand
the brand, we are not saymyg that 4 15 the brand logo would be launched this Force KT
would Ue launchied mlo e brand logo of Troller, We are nol demg any such Bong T jusl

about educating them.

And one last question 15 that what 15 the revemie contribution that we are getting from the
Pepe Jeans IV tmeans right now absolute mumber what 15 the contribution eartung from that

particular thng, 1f you can mention that number?

Tt 15 just a mere 97 lakhs of billng, which has happened with Pepe the product lannched m
Cctober agamst 1 lakh pieces, which we have stored to them round about the ASP for us

comes around a ll Es 80,
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This 97 lakhs revenues means total revenue right?

Total revernue from Pepe, are you tallkmg about remanufacturing m Trollar or you are talkng

about the revenue of the Pepe jomt venture?
Pepe joumnt venture.

Pepe jomnt venture T will not be able to get the numbers right now m the call because agam
we need to have some certam formalities with the jomt venture company because thys s
something I cannet pub licly talk about 1t because it 15 a private thing and we have whenever
we take any kind of an announcements we have to have approvals with them, T will nol be

dble to put those numbers right nowr.

Thank you. The next question = from the line of fhiva Kumar from Ufi Capital Private
Lumitted. Flease go ahead.

Bhashi when you said that merementally the other opex was higher by 13 Crores dus
quatter, 5o % Crores of the mecremental 13 Crores was from ad expenses right and the reg m

the former sales mcentrves?
ies that 13 correct.

And should we ezpect these sales mcentwes to contime further or 15t a onetime

phenomenon?

I thunk this should be just for this quarter I do not think so that should really reflect m miy
(4 because currently we are nol mcreasmg any schemes this particnlar quarter we havenot
come across with any schemes or no schemes i this quarter We did a lot of launchmg m
the last patticular quarter dself. I do not see that to be on nise mweh, but added something 1
am lttle worried about, 1 would be very honest here becavuse 1 see that adverbisement
expense from April gething preponed too much, so there 15 some kind of worry that how do
we mitigate that. That 15 something discussion 15 all within the company that what do we do
because as 115 we have also did our budget and we see those preponement of advertisement

expense from April to March sowe are trymg to matigate that
And are you seemg good traction m Missy especially after you onboarded a new brind

ambassador for the product and you spend some ad expense for Missy particularly. So bow

has been the market response forthat, do you see any traction there?

Page & 0of 21



Shashi Agarwal:

Shra Kumar:

Shashi Agarwal:

Shra Eumar:

Shashi Agarwal:

Shra Kumar:

Shashi Agarwal:

Shra Kumar:

Shashi Agarwal:

Shrva Kumar:

Shashi Agarwal:

Diollar Mdustries Limited
February 13, 2Ci 9

Cn a quarterly basis of 1 look at my Massy numbers 1 have a growth of 41%, 199 m
volumes over nine months ended 32.5% m terms of value and 19% m terns of volume. 1
would say 1t 15 good to respond, which T am recerwving despte the factor 15 g4l do not have
that kind of mcome the producl range when 1 talk about the loungewear missmg from my
product portfolio. People are aceepting 1t and when we have gone to the market specifically
with respectiwe team we are seemg all this commg m for bissy legemgs a lot. #o I wold

say that it 15 encouraging and we are hopeful with this brand.

And Fhashi how has been the working capitalthis quarter?

This 15 surilar to last quarter so 1 have not made any progress m terms of decreasmg my
debtor days, but mventory 15 slightly higher by five days that 15 one of the reasons becanse
this athletsure has been launched Athlessure we have started billing from February mid and
we have started billmg to the distnbutor and before we start billing to the distributor we
need to have ample stock. #o that 15 a lot of stock pileup for my athleisure brand. #o one of
the reasons m this particular quarter 1 have a little stock pileup. Ho just to giwe you
understandimg penerally the splt of raw materal to the FG remams at 55 to 45 1 33, but
this tume it 15 reversed, so 15 53 and 42, 50 58 remams my FOG and 42 15 with raw material.

Boathlersure 18 gremg my stock inventory levels.

foathletsure also willbe sold to the same channels right?

Tes absolutely.

And n terms of debtor days arethey stillat 100 days, which you had reported m Q22

T es they are still at 100 days.

And do you see some easmyg of pressure m the distributor channel wheretn distributors are
falling m lne m terms of domyg the busmess more with proper bills and all at the last male
basically?

Yes Bhiva, I am net sure which := what we did discuss.

Yes basically I was askmg whether post the GHET there were some hiccups m the last male
whether retailers have had to register for G8T get everything i place before they can agam

putting new orders o that has been 1ironed out just wanted some update on that?

Twas stll contmumg not something which we, Twould say it 15 like completely high woned

out. The process 15 i progress; we are trymg to work around o, but nothing very
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encouraging right now, so we are shill onto 4, still educatmg them and trymg to work

hand i hand with them sothat we will see better results,

And Shashi how has been the progress m the modern trade channel hav e you onboarded my
new partners in that particular channel?

Bowe judt signed the apreement with India Farmaly Mart and the Catylight last trme. We will
start business with them soon. We have also depatched to Amazon 173 the first lot of Foree
HHT sales, the athletsure and the mnerwear. S0 there have been some 1 would say nothing

new, but whatever we were talleng about those are getting actioned upon.

And how mch 15 the rev enue contribution from a modem trade currently?
Approxunately 304 all put together. 304 15 modern retail and e-commerce both.
Both put together great. Twill yonthe quene. Thank you.

Thank you very much. The next question 15 from the lime of Shashank Falan from Eockstud
Mantal Pleaze gn ahead

Madam I needed some clartty on the online busmess, so the thing 15 we have now we see
Pepe 15 also onlme and even selling Dollar underwear, mnersear. Just wanted to know what

15 the margm profile if you go online compared to what we do through distributors?

Ho here T would see the margms there would be two part of f, when we have m terms of the
pricmyg and the other would be m termns of the inventory carrying m the debtor days. 8o for
onlinethe debtors Iwould say 1= realizable easily becausewithm 32, 45 days you realize the
debtors, but however you defintely carry the mventory for a much longer period becanse
here once you dispatch m the distribution chamnnel once you dispatch the inwentory you
build and the mventory passes on from your books to thewr books; however, on the oniine
we do not have an outright sale so they hold the mventory for Trollar Industries and oce
they are billimg tothe customer consumer that 15 when it 15 a sale recorded so definitely for
us the mwentory carrymg will become a little longer. So that 15 basically compensated to
what we have and that 1z basically we have a longer nventory days, longer debtor days for
the distribution channels and as far as the pricmgs are concemed there 15 not much of a
difference as of now because we are shll trying to garner a lot of sales m terms of particular
segment 18 concemed Then vou have exira expenszes i terms of dispatches thal 1=
mdw 1dual packing has to be disatched to the courter, ete., s0 1 would say it 15 more or less

surilar there 1 not much of a diference.
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But gomg forward we could se that o would be better for us 1f e-commerce starts o

merease m our portfolio?

Yes it would, but it 15 stall a lonz way to work because I need at least some good amount m
terris of try volumes are concemed. As of now I would not have that capacity to merease i
margims. 1 would not be abhle lo do that right now. 1 need at least 10% of my reveme
coming from onlme and the modern retail then T can demand a better margm . 8tall for me 1

need to establish o as the better Srand.

And just my second queshion would be mostly on the macro level 3o 1 wanted to
understand like, sothe thing 15 on quarterly basis we have done near about 10%4 and on nmne
month base on the topline basis we have done near about 1204, but what we had gnided 15
that we are about 15%% 18 very mmuch comfortable Ho doubt even mdustry has been slow for
these nine months, but then how do you see gomg forward, what could be the 1ssue and bow

can we resolve this or what 15 the outlook gomg dhead on the topline basis per se?

Toplinesee 1% to 1200 defindely be what we have achieved for mine months T am sure that
year ended we would be 12% 15 the munmum, but yes that we would defindtely work
towands 15%0 and for the mdustry as a whele O4 15 always the highest selling order for all
the companies and we are workmyg towards this so that we are somewhere around 1 would

say 13% to 14% approzunately hat 15 what we are working of,

If you do not mund can I squeeze a last question. Regardmyg the ad spend, how do we see
that controlling because see for us the ad spend 15 dwectly relating to our part, that 15 the
only major expense that we do per se, but if the volumes do not kick m how does it
matertalizeto us, so m that contaxt should we control more ad expense becanse the volumes
are not commung and we are still gomg at the mdustry rate domg an additional ad spend how

would it help us?

I completely understand and that 1= cne of the reasens we had talked abeout contrellmg our
ad spend, but as 1 told you this was a patticular reason m terms of Akshay talling about the
brief of Trollar as well, which t:1l now he was just talking about the vest of Tollar. 8o this
TV has mereased that particular ad spends here m the segment, but gomg ahead as we
talled about we would want to mamtam that levels, which we are tallung about and as fa- as
the cotw ersion 15 concerned, yes conversion does happet, it 15 not that the conversion does
not happen, but ves the level it which tt happens we need to understand the cogruzan: of
that and keepmg that m mmd we will get up, but yes gomg ahead we have to be vigtant

gbout the adv ertisement expendture.
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Clay madam. 1 will get back mthe queue for additional questions. Thank you.

Thank you. The next question 5 from the line of Prakash Fapadia from anwed Portfolio
Management. Please go ahead.

Bir two questions. Employes expenses are up 22%, 23% m nime months, 50 could you give
us some sense n terms of mumber of employees where are we scaling versus last year and

how should we look at the addition gomg forward?

If we look mto year to date basis expenses had been more or less static, as a percentage to
sales they have been more or Jess stapggermg around 3% to 3.5% that 15 what 15 hare
Yearly numbers has been 2.82% for nme months ended 2017 and nme months ended 2018
1t 15 3.34%7, so the merease hasbeen because number one, we had our new CFC jommg m
then we are also professionalizmg cur sales teamn where we are having the E8M jomed m
for the patticular vertical gettng tmore and more professional people on ward now nd
spectally at a semior level So fhus has actually mereased the cost a Little apart, from that
defitely at the jumor level and as far as the people on the shop floor concerned they are

more ot less maintamed. There has not been much of an merease,

Mamly at the mud level because of which we have taken,

1d and the senior levels there has been an merease.

1 am saymg last few quarters post listing we hav e seen volatile revenue growth one quater
of high growth, then one quarter of low growth averagmg to around 13%, so what arewe
domg to grow consistently on a year-on-year basis because as a consumer company we
should behaving at slightly better and consistent sales growth right?

First of allthis particular mdustry ttself 15 very seasonal such

T amtalking of year-on-year growth; T am not lookmg at G-on-03 growth?

Fear-on-year growth agam even the post listing there has not been much of a deviatior zo
2017 we got listed, so now just one results have been for 2018 and seemg 1340 growth and
before that i was around about 1% to 1204 growth there and before that the growths were
lend of a little statie Twould say that.

Hoby September quarter we grew 25007

Are you tallmg about year-on-year?
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Yes I am talkmg about vear-on-vear.
Tammnet getting your questicn.

Cutrent quarter our revenues ae up % on a year-on-year basis, m Peptember revemues
were up 24%, m June reveties were up 3 6%, m darch rev enues were up 4%, i Trecerher

revenues were up 4004,

These are very, very quarter specific now you have to start lockmg at these, so 1 would go
mto November 2016 there was 1 demonetisation, then commg on we have a onset of G3T,
the entire economy 15 having s own dynamics for the last two years where you are getting
urpacted all the mdustries are getting wnpacted for that, so defmdely there would be some
changes n terms of the quarterly growth are concerned and more so ever my mdustry 15
again very, very cyclic m nature. For example December quarter 15 completely depencent
on climatic conditions, you have a colder winter you find thermal gomg well, the wimers
are muld you askmg 15 drop, and as ¢ 15 we do not have your sales for mnerwear and then

generally the distributors do not take vp stock fall.
“We had a good wutter right, woter this tinwe was fauly pood?

That 15 the reason we are having a better results, my numhbers have been better m terms of

iy thermal growth are concerned 1t 15 around about 23%4 for mine months ended.

And based on the pilot by when do you thik over the next quatter or so we will have more
clarty to take that to other regions gomg forward and what 15 the roadmap 15 it one year,
two year or currently we have just signed for the pilot and onee the pilot 1s accepted then we

sign a formal contract with the conmltants how does it worlk?

Yes, so that 15 how 15 work wih the consultants 15 that we expect the pilot to be over n
another one-and-a-half to two months, so by March end or April mad Twidlbe m a condition
to know that how the pilot has faced out, what 15 the cutcome, how 15 i going to benefit the
company so once we have established that this 15 the way to go forward, 15 then when we
sign the cancel and final agreement with them, so we plan to scale i up pan Indie to

understanding the entire pros and cons and then taking o up from there.

Thank you. The next question 15 from the lme of Nrav Saval from JM Fiancial. Flease go
ghead.

If we exclude this thenmnal growth then what 15 the growth 1f you can have a like-to-dke

comparison excludmg thermal for this quarter?
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That 15 the number, which 1 have to work on MNeerav, but then agam as I told you s

particular quarter 15 a season where you do not sell anythmg other than thermal.

Yes, this was an exceptional quarter when winter was very good so if we can just know that

apart from thenmals how 15 therzst of that?

That 15 the murber I have to work out agam and because iy total caloulabion meludes

thertnal thmg to it so that T haveto exclide and then work 1t out.

And another question 15 about this margin umprovement where do we see this margms gomg
on 11, 1 the next one or two years because if you have seen for the first nine months 1t 15
roughly about 13 8% do you see this mmproving next year and what 15 the puidance 1f you
can just help us oot of that?

This year definitely T have been talking about 13 5% to 14% margins.

Boyou see about last year twas roughly about 12,624 and you say about 14%4 for this year?
HAnaz Ttnld yon the numhers have heen revized here heranze of that Tnd-A 8 analy=is

Tes right.

B0 12 %% now becomes 13.5% epproxumately, so 14%, 14 5% 15 what we are tallking about,
50t075 bps I am workmg on that.

do roughly about 50 to 75 bass powmts for FY2020 and you see thiz contmumg poing

forerard or you feelthat this 157

That 15 FY201% and gomg ahead agam I would see another 75 bps gomg up.

5 bps tor the next year you are saymng and what was the key growth driver torthat do you
thmnk that price rises 15 something where you will target?

There has been merease m terns of the price mix, there has been merease m the prices, md
g0 all these are the elements, which gowmp to help me that 15 the key driver that 15 what we

are focusing on right now.

fo that 15 where you see the margm wnprovement would be comung from and do you
contmue with the puudance about 15%4 kind of growth every year or you feel that, that might
vary dependmg on?
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Bupposedly T end up with 13%4 or 13.5% growth this year or 1200 growth this year T am re
that this is the way we have been workimg with or we are explormg the pilot T am sure that
the mumbers would merease m the coming year. So 1 would continue with the next five
years 45 we have been speakmp about that five years band m terms of the overall and 15%

capdal prowth.
Clay madarm that 15 4 from my 31de. Thank you

Thank you. The next question 15 from the hine of Jagvir Fauzdar Smgh from CEAT darket
Capttal Please po ahead.

Yes Lux has came out with the aumbers yesterday, so raw matertal cost 15 down m the caze

of Lux and it 15 up m the case of dollar so why so much difference m the raw material cost?

This 15 simple, ITwould be able lo answer the question for my company 1 would not be hle
to answer on behalf of Lux Industries Laruted and for myself 1of Thave to tall about miy raw
matertal cost T would see a consistency m terms of my raw material cost 15 concerned for
over the quarters around about 4% as such for miyself, but I willnot be able to take 4 for

the cther companes Hu
Ceay, thanks madam.

Thank you. Thenext question 15 from the 1me of Himanshu Nayyar from Systetratiz Group.
Please go ahead.

Madam would yoube ableto sharethe free cash flow numb er for the nine months?

This time 1 had some cash flow coming m from my operating activities around about 31
Crores whereas I had mvested around about 9 Crores m terms of capital asset buildmg, so 1
would not say the capdal asset kind of replacement of my certamn existing machineries or
addition of certam assessmpg plant required certam new machmeries to be replaced there
mbmitting machies taken up, sothese kind of stuffs required around about 9 Crores thers,
4 Crores was mwested m terms of the Pepe we have been talking about the mvestmen: of
Pepe, t1ll now for this particular year we have mvested another 4 Crores and then agam kmd
of this my long-term borrowings 1 had brought 4 down by another 40 Crores, which was
repad and the short-term borrowmgs have mcreased around 60 Crores. 8o overall T wenld

say operating cash has been 31 Crores.

And fnally on our morgame plents what 15 the status have been able to, have we have been

able to shortlist any potential acquasition candidates or that 15 still wodk n progress?
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We will work around that Huranshu last quarter very, very aggresswely, but after cerlam
findings we decided not to go with that company so the hands 15 still on working for the
right comp amy with the right valbation to the company and to the v estors.

3ot it madam. Thanks and allthe hest.

Thank you The next question 15 from the lme of Prerna Jhumhunwala from BEE
Becurities. Please go ahead.

I would like to understand the smmpact of declme m cotton prices on our munbers. Cotton
prices have corrected m the lasl one, one-and-a-half months, so what 15 the smpact of 4

this quarter and gomg forsard?

Prerna as of now, as you righty said that the prices stabilized about or sarted declimg
around about January, so right now we are just keepmp the prices as 15 not passmg # on
across, but still we contmue declinmg and this 15 4 weaker inpact then we might have to
pass tt on to the distributor m the channel, but just one, one-and-a-half months 1 do net see
much of the tnpact so yes I would see a litle growth m my margmns, that 4 15 kind of a
very, very likely to give concrele answer as of now becavnse it will completely depend Low

they clearly tends up on.

But what kind of wwentory that we had at the end of 3¢ and how are we bulding dup mn

current quarter®

Ho, so we did not pileup tmuch of cotton this time, so generally what we do 1z by the
December end we buy a Lot of cotton and the yam because agam it 15 a cotton season and do
the spinnimg actiwities as well so we have not done that, but yes right now we are trying to

buld up a little of mventory, sothat we can get the benefit.

Madam second question what will be the total volume growth and the price growth for the
quarter m totaldy and what kind of price hike 1f at all or price cuts we have taken 1n Jus
quart er?

Mot much, so my quarterly prowth has been in value 15 85, which 15 supported by 3% 15
volutne, the rest came m from poice and this would be because of the reasons 1 sold more of

wolume of my thermal so this 1 basieally a price morease i terms of the product mix.

Clay product mux change.
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Cnly 3% gets contributed by thermal for this quarter and for this reason I am talkmg on
quarterly basis.

Faght rmadam ] understand that end volume growth of 3% 15 also drwven by thenmals onhy?

Hot really so T have a volume srowth m Wissy, T have withm Bighoss, Thave within ny
regulars, and 1 have within Thermal, which has been negatwve to extent by Force MXT mnd
Champiot.

Iadam what would be the v olume growth m Bighoss and Fegular?
Baghoss growth volume 15 84 and regular has been 494,

And madam outlook as you shased bt that for this year it would be around 14% growth for

this year correct, 1f 1 heard 1t correctly?
s, 1204 to 14% 15 what we are looking at.
And on a long-term basis?

This 1% CAGE. fiwe years so meludmg this yvear for the next four vears I would say agam
the CAGE would stand around @504,

And any pudance on margm unprovement and where 4 w1l come Fom over the next ive

years where we are lockimng at?

Targm improvement defmitely midially would be a product mix change, which we can see
tthappenmg Missy 15 mereasmy, next we need some tune, but agam Foree MXT would Lelp
us unprov e the margmn there nunber one, so that 15 our prune thing and apart from that 4ll
rationalization of certam expenszes, which we have been talking about for the next 1 am
tallkeimg about the next five years horizon definttely advertisement expenses would be one of
themn. Incentiwes 15 something again we need to kmd of look around that how we zan
rationalize that agam. Mot ummediately agam 1n the next two, three years horizon 15 what we
would have to work that out the budget around it agam. Right now it 15 currently linked as a
percentage of sales that needs tc go away. These are the twobasic parameters 1if we are look
mto miy balance sheet there the J1gger mumhers commg, my expenditures goes there, rest of
them are kind of rationalized. IfT am able to take care of these two I thik so Iwould hase a

better balance sheet m terms of the margins.
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The nezt question 15 from the line of #hwa Kumar from it Capdal Private Lunded.
Please go ahead.

Just wanted to clanfy on the gross margm aspect so the mncrease that we see year-on-year 15

1t entirely driven by sales mux change or anythmg else?
This patticular quarter Bhiwa ot 13 more of the sales mux.

And gwen that there has been an extended wmnter, which panned out over Q4 should we
expect the gross marging to kmd of sustain i G4 also?

Mo #hwa here the tragedy out hare 15 that we go with a fized kind of a production. The kind
of the volume you are gomg to produce the thermals 15 pre dectded end of June and the
entire three month cycle by Hertember end you are ready with the stock. Eecause it really
talees it, it 15 a long processes, 1t takes around about two months to produce the thermal
product. 8o hence whatever 15 produced 15 produced and we sell o off. Post that we donot
produce and we do not dispatch, for us the last billmg of thenmal happens around about
Janvary 15, 2019, we do not bl beyond that, %o with any few bills trust me the distribulors
net gong to pay for that e wll keep t oo held and stuff lice that “What about extended
winter 15 there o mught benefit the distmbutor to pass i onto the retailer, but not to the
Company. There 15 a kind of fxed billmg cycle for us, fimed production cycle, which we
follow the adddional or extended wmters do not do a smgle pomt rather o hamper us

because my sales for mmerwear Joes not come m, so not good for me.

And Bhashi can you give us some sense as to how the penetration in terms of number of

retail touch pomts you have been able to access has mereased over the last nine months?

Fetail touch pomts as of now we were talking about somewhere around about 95000 outlets
so once we started tallmg with these consultants we were workmg around i, s0 T would say
there has been mcrease, but not very substantial merease that the number has gone beyond
multiple pomts becanse what T have understood that we started talkmg to these consultents
it 15 not about that okay that particular retasler was with you m the billmg system, but how
consistently was he billing with you is tmore snportant. o I would right now hold onte
those mumbers rather than just give your numher and say that okay these are the ponts,
which we have touched right now iy target 15 to make sure that whatever retailer Thave m

vy ambit I need tobuild them regularly consistently on a monthly bass.

Got it Thanlk you.
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Thank you. The next question 5 from the lne of $hashank Palan from Rockstud Capral
Please go ahead.

I wanted to ask this as you mentioned you cannct give any coatimg muimbers for Pepe I just
wanted to understand briefly w subjective tertns how 15 1t gome for us after we have mfnged
money and what 15 the outlook subjectw e as compared to as we have placed at above Pepe

Industries and thewr products so 10w dowe see it panning gowng ahead.

Currently Bhashank what we have done 15 we launched the product of Pepe m southem
region that was the major cities that was Bengaluru, Chenmat, Hyderabad, and this particular
quatter we were workimg m terms of takmg it deeper to penetrating the southern marke. as
we have already started worlrig with the team to take the launch i northern and the
western zone S0 west and north 15 the second priority for us probab by we should be able to
launch the product there by the end of the ¥arch or early as April that 15 our target right
now. Acceptability people lke the product 1t 15 around about the same as you nghtly sad 4
15 little above Jockey and notch ahead of Jockey. Smce the fashion trend 15 m ldtle playful
little fashionable we expect a good response people, positive feedback have been recewed
fromthe retatlers and the consumers as well to whom which we have been able to touch his
and small muvey was ruled cul So we are very, very hopetul m terms ot launchmg this
product, but that the number speak onee we are aboul to close the year we will have the

numb ers and then we can talls mtermns of value, the mumbers are concerned.

Defiutely we will hav e betber margns 1n Pepe compared to what any of the dollar products
would make right 15 that understanding?

Defimutely because here the multiples are higher than what the demand outflow m Dcllar
mdustry, but just to let you know that this would be coming as an kind of an comprehensive
meome it would be not be a pat of, so whatever the proft could be 50% of t would be
getting added tothe dollar mndustry balance sheet as a comprehenswe tem.

Fes, but 5004 was slow i part becanse you have consolidated right?

es absolutely but I will be toohopeful if we are lookmg for a postive this year Shashanlk
because six months we had there without any sales we made the sales have only started post
Cctober. o 1 would not be wery hopeful m terms of posthive mumber 15 flowmg m from

Pepe this particular year.

Cleay madam and the other thing that you had mentioned that for kickmg m and getting that

product mix actually worked for us and ezpanding our margms we were targeling vanous
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WMBCs and direct stores through which whom we can supply and distributor would not be a
part, how has that turned out aad what do you see gomg ahead because I thilk you gave
names to Amazon U8 and two more names, but m terms how 15 4 going with bigger ones

that you aretelling?

#o we have supplied thiz Dirart, we supply to Brand Factory, Relance Trend, More,
Unlimted, we have added Inda Famuly Mart, so these are i terms of the large fnance
stores are concerned. As far 15 the onlime platforms are concerned we have lterally
everyone m India, 778 Amazon was the latest ad where basically Trollar product would be
showcased when of 1t 15 there onthe 778 side you will see TS Amazon would have post rext
for us, so this 15 kind of a split, but of you are trying to ask me spld m terms of the volune
1 each patticular platform or each patticular large format 1 do not have that data readily

were available we can get connected to me offline and then we need to talk about o

Yes, thank you for that, but I would lke to ask you that overall vou said 1t 15 3% but thus 304
you see it gomyg ahead you said nodern trade 15 3% night that meludes MBOs?

Borry I did not get your questior. Shashank.

Yoo said 3% 15 modern trade, which meludes e-comrmerce and modern trade 15 3%4 so that

mehides MEOs also?

MBCs does not come mto these modem retails, so when you see large format stores these
stores, which we are talling about 3%4 meludes large format store and e-comimerce and 1 am

not including any of the WMBGs here m this particular bracket.

#o1 was trying to get whether MBS have percentage of revenue has that mereased or do

we see f gomg forward gomge tc merease?

MBC 15 930, 700 of my busmess mn that way 1 am gettmg my busmness merement from 304

15 very smaller number to impad my total revenue growth,
Chkeay madam. That 15 from my sde Thank you.

Thank you very much. As there are no further questions I now hand the conference over to

s Shashi Agarwal for closmg comenents.

I thank everyone for takmg teme out and jommg m understand the results of Dollar

Industries Lurited. Thank you all for the participation and have a good day ahead.
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Muoderator: Thank you. Cn behalf of Edelweiss Securtties Luruted that concludes this conference.

Thank you for joming us. You may now disconnect your lmes,
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