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This presentation has been prepared by Arihant Superstructures Limited (the Company) for general information purposes only, without regard to any
specific objectives, suitability, financial situations and needs of any particular person. This presentation does not solicit any action based on the material
contained herein. Nothing in this presentation is intended by the Company to be construed as legal, accounting or tax advice. This presentation has not
been approved and will not or may not be reviewed or approved by any statutory or regulatory authority in India or by any stock exchange in India.
This presentation does not purport to be a complete description of the markets conditions or developments referred to in the material.

This presentation contains 'forward-looking statements' — that is, statements related to future, not past, events. In this context, forward-looking
statements relating to our expected future business and financial performance and strategies, and often contain words such as 'expects,’ 'anticipates,’
'intends,' 'plans,’ 'believes,' 'seeks,' or ‘will'. Forward—looking statements by their nature address matters that are, to different degrees, uncertain and are
dependent on numerous factors including but not limited to macroeconomic conditions, local business environment, government policies etc. These
uncertainties may cause our actual future results to be materially different that those expressed in our forward-looking statements. VWWe do not
undertake to update our forward-looking statements. VWe caution you that reliance on any forward-looking statement involves risk and uncertainties,
and that, although we believe that the assumption on which our forward-looking statements are based are reasonable, any of those assumptions could
prove to be inaccurate and, as a result, the forward-looking statement based on those assumptions could be materially incorrect. The viewers of this
presentation are cautioned not to place undue reliance on these forward-looking statements and management estimates.

The views expressed here may contain information derived from publicly available sources that have not been independently verified. No
representation or warranty is made as to the accuracy, completeness, reasonableness or reliability of this information. None of the directors,
promoters or employees of the Company or its affiliates accepts any responsibility or liability regarding the accuracy or validity of the information
provided herein or any loss or damage suffered by anyone due to perusal of this document. Nothing in the presentation shall be relied expressly as a
promise or representation of past or future. The Company does not undertake to update or revise the information provided herein upon happening
of any future event or otherwise. It is recommended that the Investors make their own independent due diligence and appraisal of the risks, benefits
and suitability of this presentation.

This presentation is not intended, and does not, constitute or form part of any offer, invitation or the solicitation of an offer to purchase, otherwise
acquire, subscribe for, sell or otherwise dispose of, any securities in Arihant Superstructures Limited or any other invitation or inducement to engage in
investment activities, nor shall this presentation (or any part of it) nor the fact of its distribution form the basis of, or be relied on in connection with,
any contract or investment decision. This presentation is not a prospectus, a statement in lieu of a prospectus, an offering circular, an advertisement or
an offer document under the Companies Act, 2013, as amended, or the rules made thereunder, the Securities and Exchange Board of India (Issue of
Capital and Disclosure Requirements) Regulations, 2018, as amended, or any other applicable laws in India.



“First wave of COVID has taught us important lessons which has helped us navigate the second wave of
COVID unscathed. As a result, we have achieved one of the best Q1 performance in our history in terms of

Sales & Profitability. Our new launches have also helped us in achieving better overall performance ”
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Successful digital launches of two projects - Arihant Advika at Vashi, Navi Mumbai targeted at
High Income Group and Arihant 5Anaika at Taloja, Navi Mumbai in the affordable category

Sales bookings of 368 units aggregating 3.07 lac sft in Q1 FY22 owing to successful digital
launches

Collections sequentially stood at INR 93.89 Cr in the current quarter despite covid restrictions

Delivered 280 units in QTFY?22 totaling to 2.03 Lac sft

No significant change in debt position

Particulars Q1 FY22 Q4 FY21 % change
Units Sold (No.) 368 373 -1.3%
Value of Sales (INRCr) (TS BT 181.2 -1.4%
Total Collections (INRCr) 93.9 112:6 -16.5%
Total Debt (INRCr) 28 29555 0.8%

Note: Prior period figures are not comparable as the same may be restated due to cancellations and/or reclassification.



QUARTERLY SALES TREND

No. of Units Sold Area Sold (Lakh Sft)
3.6 3.6

2.62

403 373 36 8
283
0.35
38
Q1-Fy21 Q2-Fy21 Q3-FY21 Q4-Fy21 Q1-FY22

Q1-Fy21 Q2-FY21 Q3-FY21 Q4-FY21 Q1-Fy22

Units Sold (No.) 368 373 38 149
Area Sold (Lakh Sft) 3:07 3.60 0.35 1.45
Value of Sales (INRCr) 178.7 181.2 12.9 64.1

Note: Prior period figures are not comparable as the same may be restated due to cancellations and/or reclassification.




QUARTERLY R

SUL TS =T Fr 2/

Total Revenue 84.66 10.15 733.84% 124.26 31.86%
Total Operating Expenses 69.28 8.81 103.42
EBITDA 15.38 1.34 1043.88% f 20.84 26.15%
Interest 9,90 90 6.49
Depreciation 0.47 .52 0.48
PBT 9.57 (7.08) 13.87 31.00%
Tax 1.28 0.04 0.40
PAT 8.28 (7.04) 13.47 38.46%
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OPERA TIONAL HIGHLIGH TS

Sales

Sales bookings crossed 1,097 units for the full year FY21 for the first time in Company’'s history
showcasing strength of Brand Arihant

In area terms, sales bookings crossed 1 million Sft, a growth of ~59% over FY20 with an aggregate value
of bookings rising to INR 463 Cr

Collections

Collections rose strongly by 24% to ~INR 293 Cr in FY21 despite the pandemic impact

No. of Units Sold [ 1 0g7 Area Sold (Lakh Sft) Avg Sale Rate (INRISt) -
10.16 ’
%12 6.45 4,252
I . I
4,061
FY20 FY21 FY19 FY20 FY21 FY19 FY20 FY21




Strong all-round performance demonstrated by Arihant Superstructures Limited (ASL) in FY21

With record sales & collections, ASL was able to reduce its debt by INR 91 Cr on a Y-o-Y basis which

will enable us to reduce finance costs substantially

The weighted average cost of capital reduced from 14.42% in FY19 to 11.56% in FY21

Combined, this should result in stronger balance sheet and improved margins

Consolidated Debt Levels

378

FY19

(INRC)

387

296

Weighted Average Cost of Capital (%)

14.42

FY19

11.70

11.56
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REAIDINESS FOR PRIE UPCYCLE

Creating ready

possession inventory

Srong construction

momentum

Real Estate is characterized with 5-year cycles. With over 2 decades of experience, ASL's
strategy incorporates such cyclicality

The slowdown experienced in the property markets provided an opportunity to consolidate

ASL could envision the need for ready / near ready that would follow the RERA & NBFC
crisis

Even during toughest time, though our debt levels rose, we kept consistency of construction
& completing projects in time

This strategy led to creating a stock of ready possession inventory enabling us to capitalize on
the opportunity we strongly believed the market would offer

Strong collections have enabled us to significantly increase our engineering spends and expedite
the construction activity on all its sites

We believe that this will result in creating inventory in all categories (new launch to ready
possession) and enter a virtuous cycle

Hugely impact customer confidence in product and enhance the brand equity of the Company

11



READINEN FOR THE UPE TCLE

Healthy & expanding
project pipeline

Two new projects were added in FY21 — one in affordable housing admeasuring ~24,130 sgm
and one redevelopment project in upper mid income/luxury segment on a land area
admeasuring 14,996 sqm

These projects will add more than 1.1 mn sft to the overall portfolio

The business development team is engaging with landowners for either a buyout or a majority
in JV/|D structure as well as for development management opportunities

Backed by strong financial position, the company is embarking on scaling up acquisitions
significantly over next 6-8 quarters

In the toughest lockdown months when the industry was laying off, ASL not only retained
employee strength but also assured salaries winning the trust of the employees

In the months to follow, sensing the opportunity to come, the company aggressively recruited
and increased its team strength by more than 75 people including 50 in sales

The strategy bore results as the company logged in good sales figures

12



COMPANY OVERVIEVY



Arihant Superstructures Limited (ASL) is one of the largest real estate player in affordable and

mid-income housing consisting of 96% of its portfolio in affordable and mid-income
housing

Geographically well diversified portfolio across Navi Mumbai, MMR and Jodhpur regions

Ongoing & upcoming projects comprise of ~12,000+ homes admeasuring ~14Mn Sq.
ft across 17+ projects over next / years

Well poised to embark on the next phase of growth with over 2 decades of operations across
multiple real estate cycles

Delivered admeasuring

acCross over past

by the Group

14



GEOGRAPHICAL SPREAD - MMR

13 Lifestyle Defining
Projects

Vashi
Taloja
Kharghar
Panvel
Kalyan
Badlapur
Karjat
Khopoli

I RS A S, S e L (TG T T p e
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PR PEOILICD PIDA

Category-wise portfolio mix

High Income Group (>

INR 8£?0/sft) Diversified portfolio mix across geographies

with focus on affordable and mid income
housing

Affordable (INR 3,000-
5,000/sft)
57%

Mid Income Group (IN
5,000-8,000/sft)
39%

Area-wise Portfolio Mix

Kharghar / Taloja
31%

Jodhpur
22%

Established leadership position in the

geographies and market segments by

building capabilities and competitive
advantage

Vashi
4%

Panvel
30%

13%

17



S TRENGTHS & BUSINESS MO

Product Strategy
To have products across various stages of
construction to serve varied customer needs

®@ O
5 @

Effective governance led b
rofessional

Sales and Marketing

Strong marketing base with sales
through direct and multiple channel
partners; normally15%-20% sales
achieved in launch

leaders

Execution

Expert execution professionals, team of experienced
contractors and direct purchase of key raw materials
to achieve quality and economies of scale key to
competitive advantage in affordable housing

|ndependent
oard oomprlsed of indust

Bl

Land Acquisition

Fully paid-up land bank for projects to be
executed in the seven years; Direct purchase
from individual landowners to keep costs in
check

Development Management Model

Adopted DM model to de-risk the
business

Design and Architecture

In-house design, engineering & project
implementation optimizes quality and
timeline; significant cost savings

18



VALUE CREATION JOURNEY

{994 2000

Launch Achieved a Successfully
of Real significant Completes and
Estate milestone of delivers 25
Division completing 10 projects

projects

1999
Strategically
identified Navi
Mumbai as the next
area of Growth; 30
Projects planned
over 15 years

2004
Completes
construction and
delivery of 1 Mn
square feet of
residential projects

Successfully
completes and
delivers 4 Mn

square feet;
Crossed Rs. 1 bn

Revenue

2011
Launched its
Landmark Project

in Jodhpur under
RRPSSCRCHis

2016
Won coveted
economic times
award for best
corporate brands

Successfully
launched flagship
project “Arihant

2021
Record sales of

1,097 units

sold crossing 1

Vin S saleable

darea

2019
Smaller Projects
& Quicker
Churn

19
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Ashok Chhajer,

Promoter, CMD

e Over 4 decades experience including 2 decades in the real
estate business

e Prior experience ranging from textile, oil refinery to real
estate financing

e At Arihant, he oversees corporate strategy, project design
and land acquisition functions

e Works relentlessly  towards,
governance and stakeholder management

transparency, —corporate

Nimish Shah,
Whole-Time Director

o A civil 17 years

construction

engineer with over experience in

e Actively involved in all the nuances of engineering including
Planning and Execution, project estimation, contracts and site
organization of projects

e FEarlier associated with Hiranandani group and Soham Group,
Thane

Virendra Mittal,
Independent Director

e |IT Alumnus and a fellow chartered engineer

e Vast experience in construction, real estate, power plants,
mining and highway projects

e Has been part of leadership team in ITC Ltd, The Leela
Ventures, Ansal Properties, Mukand Ltd etc.

e Has also held position with the Government of Rajasthan

Chandra lyengar

Independent Director

e 1973 batch IAS Officer

e Led several departments in GOM and GO, such as VWWomen
& Child Development, Higher Technical Education, Rural
Development and Health.

e Was Additional Chief Secretary-Home dept. for GOM.
Served as Chairperson for the Maharashtra Energy
Regulatory Commission.

Raj Narain Bharadwaj,
Independent Director

o Over 38 years of experience in economics, banking, finance
and portfolio management

e Former Chairman and Managing Director of Life Insurance
Corporation of India

o Also a former Member of the Securities Appellate Tribunal

Divya Momaya,
Women independent Director

e Over 16 years of experience and has been into whole time
Company Secretarial Practice for more than 12 years.

e She was IPO team member of Bombay Stock Exchange.

20




MANAGEMENT TEAM

Akshay Agarwal, Abhishek Shukla, Deepak Lohia,
Director - Procurement Chief Strategy Officer Chief Financial Officer

o CA having 23 years of experience in the areas of Taxation,

e Seasoned business and finance professional with over 15 Accounts & Finance.
e Young and dynamic leader, he oversees operations, post sales ears experience in P&L Management, Corporate Finance,
& / , P P 7 . P £ o P e Responsible for Corporate Finance, Internal Controls,
and procurement functions Business Development and Investment Banking. . .
Budgeting & Forecasting
e Dual specialization in Marketing and Logistics from Ohio e Leads the strategy function - Investor Relations, Strategic
p. , & & . gf . ’ g e Has earlier worked with ABG Shipyard and Runwal Group
State University, Columbus USA Finance ,new acquisitions etc.

to name a few
o He is a CFA charter holder (CFA Institute, USA), MBA

(Finance) and a Bachelor of Engineering

e e
VP Sales Head — Accounts Company Secreta

e 17 Years of experience in sales across industries such as Real
Estate, Finance & Insurance

o Prior to joining ASL, Kapil has worked with reputed brands ° EA, having F.11 years experience in areas of Taxation, e A Company Secretary with experience in corporate affairs
like Reliance, Kotak Mahindra, HSBC and Adhijraj ccounts & Finance. and legal framework

Constructions, e Responsible for Accounts and taxation — both direct and e Specialization in corporate law, corporate governance and
indirect of the group SEBI related matters .

e Kapil has an MBA from DAVYV, Indore

21



Over 25 Awards & Recognitions over the last decade

201 | 2018
® 019 = gt =
Zee Business Award — Developer of lconic Award by Radio 0 , . :
the Year ( Affordable Housing) G eoE Ao IGEG e achtified Blatinunag B WOIabieymolsg Lvie gL of
: Rating for Aspire project the Year for Arihant Arshiya
Aspire, Panvel

SR 2017
® ® ® ®
Arihant Adita — Dainik Bhaskar (94.3 Award for Quality Arihant Adita Mumbai Hot 50 Corporate Best Business
Jodhpur's no1 Housing MYFM) — Award for construction in ‘India’s Top 100 Brands by HT Excellence  Practices award in
Society Award, Red  Excellence in Quality affordable housing by projects’ by award Real Estate
FM Construction The Economic Times, CRISIL

ET Realty award
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Aihant Advika, Vashi Arihant Aspire, Fanvel
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Arihant Aoki; Karat

- +ACTUAL PHOTOGRAPH
T i

* Images are Artist’s impressions and for representational purposes only 24



Social development by
supporting rural
infrastructure, school etc.

Water preservation by rain
water harvesting & STPand
energy conservation
measures

Solar water heating system,
energy efficient lighting and
use of low VOC paints &
adhesives

Economic development by
working with SME vendors
& employing local people

Participation in Government
policy formulation for
sustainable urban
development

Eco-friendly construction
practices, waste segregation
& composite wood

25



Providing Ration to all laborers & their families staying at the sites during the Lockdown
Grant to Shri Maruti Mandir Trust (Palaspe) for education & livelihood enhancement projects
Construction of Road at Ekatpada village

Construction of Road at Koynaville village

26
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ROBUS T FOUNDAT IOIN

Financial Stability

» Strong sales collections in FY21 —~24%
growth over FY20 despite pandemic
impact

Thorough cost control — a competitive
advantage in affordable and mid-income
segment

Strategic Project Acquisitions

* Low cost land acquisition at less than Rs
500/5ft for affordable housing has been
the biggest strength of the company

s s Preferencedor BN Model e quijclk
turnaround projects

Dynamic Sales Infrastructure

* Sustainable sales growth momentum

* Expanded sales team to 100+ to
capitalize on market opportunity

 Sales bookings increased to INR 463
Cr

-

N

Robust Foundation —
Accelerating Ahead

~\

) Strong Execution Momentum

* One of the fastest in the Navi
Mumbai market to resume
construction activity to more than

100% of pre-covid levels

Distinguished track record in timely
delivery of projects; Over 3.5 Mn Sft
completed in last 5 years




VWe move forward with a strong belief that timely delivery with superior quality will be the key differentiator in the

future

ASL has consistently delivered 700-900 units year on year since past many years and is working towards improving

the pace

While construction activity in 2020-21 was affected significantly due to Covid-19 pandemic, ASL continued its focus

on construction and delivery

1200
1000
800
600
400

200

863

FY18

Project Delivery (No. of Units)

723

B9

918

T

Y21

280

QY22
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ACQUISITIONS IN LAST 5 YEARS

Type of

Acquisition

Saleable Area

Potential

Est. Revenue

Potential

2016-17

2017-18

2018-19

2019-20

2020-21

Total

Rohinjan,
Kharghar, Navi
Mumbai

Taloja
Panvel
Taloja

Taloja

Taloja
Taloja

Taloja
Taloja

Kalyan
Taloja

Vashi

Aalishan

Amber

Future Project
Amber
Amisha - Phase I

Future Project
Anaika — Phase IV

Anaika —Phase VV
Akarshan

Aarohi
Akarshan

Advika

Land purchase

Land purchase

Land purchase
Land purchase
Land purchase

Land purchase
Land purchase

Land purchase
Land purchase

Land purchase
Land purchase

Redevelopment

20,470

1,560

21,800
1,050
18920

1,830
9,740

8,160
9,400

3,690
24,130

14,996

1,30,746

(Sft)

10,01,432

32,547

3,92,400
Z1E925
4,17,600

54,900
2,04,140

2,80,000
3,85,617

72,378
9,89,888

4,21,260

42,74,087

(INRCr)
820

15

274
10
188

s
96

126
154

40
325

632
2,776
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ONGOING PROJECTS

Est. Sale Potential

(INRCr)
2Anaika Taloja 279 2,03,384 92 Affordable
4Anaika Taloja 396 2,69,694 121 Affordable
Aarohi Kalyan 37 72,381 38 Affordable
Aloki Ph 2 Karjat 297 1,96,003 68 Affordable
Aalishan Ph 1 Kharghar 542 6,32,047 506 Mid-Income
Aspire Ph 1 Panvel 658 7,41,368 482 Mid-Income
Anmol Ph 3 Badlapur 119 84,938 30 Affordable
Amber Taloja 82 54,491 22 Affordable
Adita* Jodhpur 81 1,44,975 43 Affordable
Anchal Jodhpur 532 4,78,800 134 Affordable
Ayati* Jodhpur 10 20,000 10 Mid-Income
Total 3,033 28,98,081 1,545

* Represents current inventory in hand

31



NEW LAUNCHE

Location Timeline No._ of o Est. Sale Potential
(INRCr)
5Anaika Taloja Q1 FY22 433 3,62,272 167 Affordable
Advika Vashi Q1 FY22 327 4,21,260 632 Upper Mid-Income
Anmol Ph 4 Badlapur Q2 FY22 31 22,412 8 Affordable
Aalishan Ph 2 Kharghar Q2 FY22 271 3,69,385 299 Affordable
Amisha Ph 2 Taloja Q2 FY22 452 2,95,578 112 Affordable
Aloki Karjat Q3 FY22 345 2,06,380 72 Affordable
Aspire Ph 2 Panvel Q3 FY22 494 4,31,376 280 Mid-Income
Arshiya Khopoli Q3 FY22 150 1,19,842 40 Affordable
Akarshan Taloja Q4 FY22 390 2,50,000 100 Affordable
Adita Jodhpur Q2 FY22 84 1,51,200 45 Affordable
Total 2,977 26,29,705 1,756

32



PROIECTS

FUTUR

Est. Sale Potential

Project Location

(INRCr)

Aloki Karjat 265 1,72,769 60 Affordable
Arshiya Khopoli 985 7,88,500 260 Affordable
Aspire Panvel 1,648 19,53,599 1,368 Mid-Income
Akarshan Taloja 1,756 11,25,505 450 Affordable
Anchal Jodhpur 1848 16,63,200 466 Affordable
Ashray Jodhpur 200 1,00,000 30 Affordable

Total 6,702 58,03,573 2,633

Grand Total (Ongoing + New Launches +
Future Projects)

12,712 1,13,31,359 5,934



INERASTRUC FUREDEVEL OPPMENT

@vi Mumbai International Airport \

* The 16,000-crore Navi Mumbai airport is touted to be one of
the world's largest Greenfield airports with a capacity to handle
20 Mn passengers per annum in the first phase and 90 Mn final
capacity

* Takeover by Adani Group recently is expected to expedite the
delivery of the project

* CIDCO recently kicked off Aerocity project spread across 300

K hectares /

mumbai Trans Harbor Link (MTHL) \
S F /{ MUMBAI « Longest sea bridge measuring 21.8 km connecting Sewri in
Ceptral Sawﬁ ‘\\; P Mumbai Mumbai to Nhava Sheva in Navi Mumbai at a project cost of Rs
' N Trans Harbour § 3.000:.Cp
churchodie C;Sf" , * Financed by Japan International Cooperation Agency and
g ' executed by L&T, IHI Corporation (Japan), Daewoo and Tata
Projects

* As per reports 35% of the works have been completed and is

\ scheduled to be completed in 2023 /

34
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/Multi Modal Corridor

Mumbai-Pune Expressway, NH-17/, etc.

K Bhiwandi, Kalyan, Dombivali, Panvel, Taloja and Uran.

* Virar-Alibaug Multi Modal Corridor is a 126 kms road network
connecting NH-8, Bhiwandi bypass, NH-3, NH-4 and NH-4B,

* Designed to promote /7 growth centers in MMR such as Virar,

-

-

@vi Mumbai Metro

106.4 kms

Belapur, Kharghar, Taloja,

Airport

* Services between Kharghar to Taloja

\ likely to be started by Dec-22

e The Navi Mumbai Metro, implemented by CIDCO spans across

* The 23 kms phase | will consist of 20 stations and link CBD
Taloja MIDC, Kalamboli

the Khandeshwar and eventually terminate at Navi Mumbai

[SERplanncdsm ot ne
operational by Dec-21 with the remaining sections at the route

s

and

>
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MARKET ATTRACTIVENESS

Ranking among 111 cities — Ministry of Housing and
Urban Affairs (2020) N

consistently ranked in

top 10 out of a total
of 111 cities ranked
through the Ease of
Living Index
It is also ranked in top
15 for all the key
;DGI’ ameters
Navi Mumbai Greater Mumbai Thane Kalyan Dombivali
Ease of Living (overall) = Quality of Life ® Muncipal Performance
= Muncipal Finances m Qustainability ®m Economic Ability

36



COINS FRUCTICIN PROICGIRESS



Kaveh _ Baraz-|

Terrace slab compléte_q -7 49t floor completed in Baraz §
Finishing work in pl"bgf:ess~~ < Blockwork completed till 40t floor®
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Hortensia

lliana
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227 floor copleted in Hortensia

22" floor completed in IIiana
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f

External painting and finishing in prres

Internal finishin in progress
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10, 8, 7 and 9 floors completed in N, O, P & Q Wings respectively; Internal works in progress
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Amber, Taloja Aloki, Karjat
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Painting, flooring, firefighting works in progress | Intemal f|n|sh|ng work in progress in Wing-B2
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Arohi, Kalyan Anmol, Badlapur

14t floor completed
43



)

| A Lt
o
V.m’ .k a“é

[Py~

LA

Woloinin
L

‘“. =
1,\,.“. - B

Ry 117111 B8

,M I
SNNAN

A

-
T
a
2
i
<
i
W,
b
<

FCESTATUS —

O

A1 to A4, B1 to B7, C1 to C3, D1 to D5 under construction
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PROJECT STATUS — ADITA (oprpury

RCC nearing completion & Internal finishing works in progress
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CAPITAL MARKET

DA LA

FPis/Banks/Fis
0.35%

Mutual Fund

1.38%

BSE Scrip Code 506194
NSE Trading Symbol ARIHANTSUP
Bloomberg Code ARSU:IN
GICSSector Real Estate
Market Cap ason
18t June 2021 S
52 Week High INR 102.4
52 Week Low INR 18.5

Shareholding Pattern
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CONSOLIDATED INCOME STATEMENT

Particulars (INR Cr) FY18 FY19 FY20 FY21
Total Revenue 189.3 242.2 237.6 272.3
Cost of Construction, Land & Development 128.5 195.5 119.2 149.2
Changes in Inventories -16.1 -51.1 33.6 33.4
Employee Benefits Expense 127 138 12.1 1129
Other Expenses 25.6 24 2652 27.6
Total Expenses 150.7 185.3 190.1 2221
EBITDA 38.6 56.9 47.5 50.2
Depreciation 123 =S 2.0 2.0
Interest & Finance Charges 9.0 32.4 30.0 28.1
EBT 22:3 22.6 1%5 2041
Total Taxes .5 4.4 4.5 4.3
PAT 14.8 18.2 11.0 15.8
Less: Non-controlling Interest 24 4.6 5.4 4.6
Net Profit (after Non-controlling Interest) 12.7 13.6 5.6 11.2
EPS (Basic) (Rs) 305 3:52 1237 2.1
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CONSOL

JALE

D BALANCE SHEE T

Equity and Liabilities (INR Cr) FY18 FY19 FY20 FY21
Share Capital 41.2 41.2 41.2 41.2
Reserves and Surplus 76.4 80.7 85.6 945
Net worth 117.6 29 126.8 1387
Non-Controlling Interest 9.8 13.9 20.0 24.6
Long Term Borrowings (A 23t 31658 249.9
Short Term Borrowings 104.8 140.1 69.8 45.6
Advance from Customers 200.3 143.8 144 .5 170.0
Other Liabilities 34.1 35 9.0 2
Trade Payables 37.6 40.4 63.0 52.8
Total Liabilities 676.1 729.2 749.9 688.8
Assets FY18 FY19 FY20 FY21
Fixed Assets 9.8 10.6 9.5 9.0
Investment in Property 0.0 0.0 9.8 11.4
Non - Current Investment 17.6 1.5 0.0 0.0
Long Term Loans & Advances 34.0 40.2 47.3 5K
Current Investment 0.2 0.2 0.2 0.0
Inventories 361.3 421.7 3817 350.4
Trade Receivables 50.8 28.3 35.1 26.0
Cash and Cash Equivalents 12.3 14.9 1.5 12.0
Short Term Loans & Advances 10.9 28.9 23.2 4.9
Land 1581 155; 1 189.8 199.8
Other Assets 21 248 41.8 43.5
Total Assets 676.1 729.2 749.9 688.8
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CEINSE)

JALE

DEBT - 30™ JUNE 2021

ASL 14.70 100% 14.70
Arihant Vatika 25 60% 75
Arihant Aashiyana 3918 60% 23:51
Arihant Abode 243.90 60% 146.34
Al 15.00 60% 9.00
Gruhnirman
Less: Intercompany
S En T X ol
Eliminations
297.85 178.12

Effective debt of ASL is worked out based on
ASL'’s shareholding in subsidiaries

Any liability of the holding company is
attributable at 100% and that of the
subsidiaries is attributable at its shareholding
ie. 60% to the Holdco
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FINANCIAL PERFORMANCE

Income Statement (INRCr) Return Ratios
Revenues = EBITDA m PAT N e NOCE
272 16.0% 15.0%

242 238 14.0% 0
4 o e 10.1% 11.0%
10.0% 10.9%
' el {16 e
8.0%
84.7 6.0% 4.5% 8.4%
56.9

385 in7.5 b0.2 4.0%

14.7 18.3 11 [15.7 154 g 3 2.0%
I || T I — 0.0%
FY18 FY19 FY20 Fy21 Q1FY22 FY18 FY19 FY20 Fy21
Debt to Equity
—Debt to Equity —Attributable Debt to Equity
4.00
G oL W
o0 305
3.00
2.00 2.05
BT R T
1.00 153 1123
0.50
FY18 FY19 FY20 Fy21 Q1FY22
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Negative real rates pushing preference towards physical assets - India is witnessing negative real rates
after many years which boosts the attractiveness of owning physical assets over the financial assets. As
per an analysis by Jefferies, 1 year G-Sec yields less CPl is pegged at negative 3-4% for the first time in 6
years.

Uptick in real estate credit - No. of loans sanctioned to real estate developers grew 81% y-o-y and the
sanctioned loan amount grew at 180% y-o-y to ~INR 38,000 Cr during the December quarter of 2020
as per Propstack indicating uptick in demand, customer confidence and developer outlook.

Favourable yield gap - With reduction in interest rates the gap between the rental yield and deposit rates
have narrowed resulting in improved investor appetite for real estate resulting in investors coming back
to the market since demonetization.

All time high property registrations - Registration of residential sales in Mumbai rose 192% from a year
ago in December 2020 to touch an all time high of over 18,500 transactions. In Sep 20-Feb-21 period,
Mumbai recorded registration of over 61,000 units.
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KET REFORPIS & INT ERVEINHCOHNS

2017

2019 2021

RERA & GST GST Reduction Structural Upcycle
RERA & GST are arguably the GST reduction to 5% for The last 5 years have laid the
most important landmark under-construction housing foundation for a structural
structural reforms post the and 1% for affordable housing upcycle contributed by the
opening of economy in 1991. provided a big relief to demand pickup, industry
RERA has hugely pushed the homebuyers especially in the consolidation, improved
hitherto unorganized sector affordable housing category. affordability, government
towards transparency increasing Low transaction costs have support and lower interest
consumer confidence. added to the affordability. rate regime.

. ————— e

2016

Demonetization

Resulted in a fundamental shift in
focus of real estate towards the
end-user as investors dried out in
the market. The product, delivery
and financial stability of the
developers came to the fore
starting the phase of
consolidation.

2018 2020

NBFC Crisis Covid-19
NBFCs' developer loan book While the pandemic resulted in
grew ~/x between 2009-2018 contraction of the economy and
and contributing over 60% of uncertainty about the future, the
the new sanctions. With the frontline real estate developers
door closing, most developers responded to the challenge and
found it difficult to complete capitalized on the renewed
projects and only financially buyer vigor in property
sound companies survived purchases



RESIDENTIAL MARKET

Early signs of recovery Gaining Momentum

GDP showed higher than expected
recovery; Housing sales grew 34%
on sequential basis — significant
indicator considering job and
income insecurities

Opening up of the economy
coupled up with pent up
% » demand resulted into new
launches and sales registering
impressive jump

Covid-19 Impact

Pandemic dealt a blow to
the real estate market in the
15t quarter. Construction
sites were halted and sales
plummeted

Sustained customer sentiment

The last quarter of the financial year is
witnessing sustained sentiment in the

homebuyers
®

2020-21
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Unsold Inventory (units in lakhs)

TEASH

7.26

B Peripheral central
suburbs

O Mumbai central suburbs

@ Peripheral western
suburbs

Inner circle 2019 B South central Mumbai

Quter circle 2020

O Mumbai western
suburbs

O Thane

@ Navi Mumbai

Source: Anarock Research Inner circle: Supply, Outer circle: Absorption

DECUINING INVEN] ORT LEVELS

Limited launches in last two years and sales pickup
has resulted in unsold inventory declining ~20%
since 2016 at 6.38 lakh units in top 7/ cities.

Unsold inventory in MMR at 2 lakh units is down
6% in 2019 alone,

As per Anarock, ~53% of the transactions were
under INR 80 lakhs ticket-size and~7/6%
transactions were under INR 1.5 Cr showing clear
preference for affordable and mid-income housing
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Ownership vs Rent

Lockdown
reinforced the need
of owning the house

Work from home

pushed the idea of

increased size of the
apartments

Preference for large
complexes with
healthy living
amenities & open
spaces

Historically low
interest rates

Central bank
continues to hold
the low interest rate
regime

Mortgage rates at all
time low of 6.65-
6.7%

With prices being
stagnant over last
few years, the
affordability index
has jumped

Government
Initiatives

Stamp duty
reduction of 2-3% in
states like
Maharashtra,
Rajasthan and others

Extension of
additional interest
deduction for
affordable housing

Interest rate subsidy
under CLSS widened
to include middle-
income groups

Accelerating
Consolidation

The crisis
precipitated by the
pandemic has
resulted in a clear
preference of buyers
towards branded
and reputed
developers

The financial stability

of the developers is

a key parameter of
the buyer today
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KET PRENLS

Peripheral markets

As many companies
embrace remote
working model, the
peripheral markets
and satellite towns
will gain ground due
to its ability to offer
better product at
affordable rates

Affordable Housing

80% of the new
launches were in the
sub INR 10 Mn
category*

Government has

also extended tax
holiday on profits
from affordable

housing projects till
Mar122

Infrastructure status
accorded to
affordable housing

*Source: Jones Lang Lasalle

Technology
Adoption

The success of digital
adoption among the
market leaders as
reflected in the sales
has shown the way
for the future

The share of
traditional channels
of marketing and
selling is expected to
reduce
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Best affordability in 25 years
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Affordability = Property prices /Annual Income
Source: HDFC Limited

Home Purchase Affordability Index (HPAI) -

o Mumbai 95
90 84
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2015 2010257 2R3 #2004 = 20 100 %8 2086 A0S 200 892 2019: . 2020(E)
HPAI (%) = Avg household income / Income required to

avail home loan for 1000 sft unit
Source: Jones Lang LaSalle

Stable Property prices and all-time low mortgage rates
have resulted in the best affordability in past two and a half
decades.

It is expected to be even more favourable in satellite cities
established peripheral micro markets

The affordability in Mumbai has doubled as compared to a
decade ago period.

Navi Mumbai HPAI is expected to be closer to Pune and
Bangalore (in the range of 150-200) meaning an average
home buyer has more than sufficient income to buy a
1,000 Sft apartment.

The interest subsidy under Credit Linked Subsidy Scheme
(CLSS), paid upfront, further benefits affordable housing
projects.
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[ hank you!

For further Information please contact:

Abhishek Shukla

(hief Strategy Officer

Tel: +91 22 6249 3333

Cell: +91 9619195775

Email: abhishek.shukla@asl.net.in

Copoate Office: Arihant Aura, Floor No. 25, B wing, Plot no 13/1, TTC Industrial Area, Thane Belapur Road, Turbhe, Navi Mumbai — 400705, Maharashtra
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