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Mukesh Dhruve:

PPramod Khera:

Repro India Limited
February 11, 2019

l.adies and gentfemen., Good day and weleome 1o the Repro Indin Limitedd Q3 Y 19 Eamimgs
Conference Call. | now hand the conference over ta Mr. Mukesh Dhave trom Repro India

lL.imited. ‘Thank you and over w you. sir

Good evening everybody and welcome 1o this can-call. the first con-call of 2019, Wishing all
of you a happy nevw seur and it has been @ gaeat sear Jor all of us, | hand over 1o my Lalleapue

Dr. Prsmod Khera. He will take you through the prescmation and the linanciuls

Thank you Mukesh. Good cvening to all of you. We had a board mecting today and we
announced our Quartes-3 results which we have uploaded on the stock exchanges as well as
our website plus we also have put up u presentation which hopefully yau would have had a
chance to Took at. So. 1 will run through the prescntation and like always explain 10 you the
progress on the busmess of our company and the finaneials of' the quarter after which we can

take questions from any of you il you have some.

As the presemation says the Quarter-3 and the Y months' review. we have heen moving
forward from the consolidinion phitse ta investinent vshich would lead for gquantum growth
fhat's the way we have been progressing. The Books-on-1emand wiich 1s vur mam growth
driver taday is being driven through the wholly owned subsidiary which carlier was called
Repru Knowhedge cast Limited which has heen rechristened as Repro Books [Laminted . So
Repro Books Limited is the same subsidiary Repro Knowledge cast. 100% owned subsidiinn
of Repro India limited in which we do the new business of book disinibutton and One-Book

model.

Slide number 3. the first slide with data on it. talks about the overall strategy that we detined
for the company at the beginning of the vear. At the beginning of the year. we had said that as
far as our c-retail business is concerned. we want W take it from prood of” concept to proot of
dedivery 1o creating a plattorm lor exponential growth. And how will thar hiippen” Obyiousiy,
by’ focusing on contcnt acquisition and sggregation and aiso mereasimg the reach 10 1echnelogy
platforins and various chamets. That s the track on which we have been moving and on the
publishing services tront which 15 our print business, the straegy wits to focos on the right
customers and to target MNCs, both domestic and global businesses At the sume tme. the
thrusi on reduction of expenses through [tnanceitl ¢onsolidation continued  because that as
something that should become 3 way of life in any organization whether we are makig prafits
or we are nol making profits but that is something which is very. very tmportant and which s

somcthing that we are doing on a regular basis.

With this, let us move on 1o the next slide which gives the key financial highlights for the 9-
month period from April 10 December 2018 and here we have tried w compare the
performance with the same period (April to December) in the vear 2017, There has been a

growih in all the parameters. Revenues have grawn by 38% from 212 crores to 293 crores The
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EBITDA marg:n. if you exclude the other income. has grown over 4.5 times. 11 in t2ct is close
10 4.8 times [rom 3.42 crores to 31.46 crores, PAT has almost doubled 1rom 8.42 10 16,76 In
fact, in the 9 months, we have crossed the annual tigure of 2017-18. So, this gives us an
opportumty to nv est for the future; that we have been investing in people. in technology. and
the 2 POB tacilities that we have been atking of i the lust few quarters. That mvesiment s

£aing on as per track

I'he next shide compares Quarter-3 of 2018-19 with the same guarter in the presvious sein
which s Quarter-3 of 2017-18. Again. we sce a 34% growsh in the revenues trom 72 crores
297 ¢rores. EBITDA. without the other income again. has grown 41% trom 7 81 crores to
10.58 crores. [here is @ 73%0 growth i profit after tax frum 346 10 605 As a result ol the
financial consolidation and the overall debt levels of the company coming down. the interest
costs have reduced from 2.735 crores 10 2.19 crores, These are the key financial highlights for

the last quarter and for the last 9 months for the financial year.

The next slide gives the progress that we have made on the Repro Books business which is an
c-retail business I you recall, we started in 2016-17. In fact, we staned building the business
in 2015-16 but 2016-1 7 was when we really started getting decent revenues and in fact April
2017 we clocked a run rate of 1.5 croses per month, This went up to 7.2 ¢rores per month in a
year with Apri} 2018. that was the run rate that we touched. 7.2 crarcs. Fnd ot 6 months shen
we announced the results tn October. we sard that we have daneover L crores per month
fact and now in January 2039 alter 3 fnore manths. we ore twuchmg almast 13 crores per

month. That's the run rate that we have achiesed in this business of Repro Books

‘The next slide gives you some of the Key highlights of this business. We are reaching |:4.000
books per day sales anct the facility in Bhiswandt is fully operational a1 the new locatian and the
work on the other 2 faciliies in Delhi and Bengaluru, they are as per rack Delhi should ger
operational hy end of this quarter and in the beginning of next financial year. we will stan
work on Bengaluru and hopefully by the middle of the financial ycar. we should have that alse
up and running. We are sclling on mosi ol the c-commerce channels, specifically Amazon,
Flipkart, and Pavtm. We also have taken a dig step in the distribution of K-12 books ~ hooks 10
schools — where we reach the books directly (o swudents and along with Amuzan, we are
creating specific dedicated pages on Anazon for students to log on to and order books in kits
for therr standards which reach their homes direetly. We are working with most o the large
publishers in the countrs. The representative fist of pubhshers is given in this slide, and as you

can see, that includes all multinationals as well as some of'1he large domestic publishers.

It you look at the existing publishing services business. the tocus on vulue udded serviees
continues which has a fed 10 g betier predictahility of husiness and bener realization. Alse aur
thrust on c¢xports and our strategy 10 de-rift ourselves from being too dependent on 1 or 2
regions in the continent. we have opened up new markets in East Africa in the {rancophone

countries. We are getting steady orders from the new territaries. Rapples Solution is ronning in
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the existing schoots. and s aperations are breaking ¢ven manth on month. wu are nat groswing,

we arc not adding any new schools in this business.

A little bit of more detail on the Repro books business follows in the subsequent slides
Basically what we are talking about is that the Indian baok market is growing As per AC
Niclsen's study in 2016, it has been growing at over 19 % per annum and changmg
consumption habits where more and more people are coming onto the wternet. they are huying
products online. This is causing a disruption in the whole supply chain which we are
leveraging upon and this is the disruption which has happened globally and has reached the
Indian shores also. So. publishers lead now to put thewr books vn ¢-stores in India and outside
India and we are helping them 10 do that. as we are helping them o put the entee catalogues o
thal even books which are not really 1 prent or in stock. they can be sold by us ad we print as

and when we get the orders in our (One-13ook facility. That's the book markcet m India,

The nest slide tatks ahout why publishers ure finding our model qutte uttractive, because a lo
of the pain areas which a publisher laces in his working are getung addressed through this
modcl. Publishers have taced very high cost. wastages. obsoleseence. hupe inventarivs, limeed
rcach, retums, and probiems of connccttons. Fhe model that we have adopied. mosi of these
pain arcas are being addressed by us. So. Repro’s tech plaiforn is disrupting the publishing
process and reaching more and morce readers on demand and be able to reach directly to
students and the book stores. and we are gencerating online demand for publishers, So. Repro s

driving change by innovating with new-age solutions,

T'he next slide talks about the benctits that a publisher sees once they start working with us
Ihey don't have any upfiont ¢ost. they don't have to maintain inventorics. there 18 oo retums
that they get. there is no obsalescence, there arc no warchousing casis, there are ne treights,
and zero lass in sales The idea s to have the mtrastracture i place i optimum priemng and
the ability to really reach a boak o any reader in the country an the fastest posssble tiine. For
that. we nced to have print-on-demand lacilities distribuied across the country I that
dircction. we are now opening up facilities in Delhi and Bengaluru We alva have other
services which are publishing scrvices businesses otfering 1o the publishers so that the

publisher gets a comprehensive solution from Repro.

We have invested in relationships with publishers, with onlinc channcls, and with Ingrin
which is driving the growth for our busingss. Our business in the 9 months of the curmren
financial year has grown almost 3 times compared 10 the same period (9 months Iast year), We
also have now staricd aggregating 1nles fiom publishers and giving them o Ingram for glabal
distribution. The model that we had envisaged 3 years back when we staned on this busmess is
now tirmly in place. and going forward. we see the growth raie that we have heen shawing,

similar sart af growth rates we exprect 10 achieve
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The next slide talks about the school markel. 1 mentioned about this. We aggregate the books
trom publishers, the recommended sclected books are listed on Amazon school specitic pages.
order is placed by a student, and student receives the kit at home, which brings in a lot off
convenience 10 the parents and to the students and no hasies ot logistics and infrastructure for

the schools. This is bringing 4 la1 o1 convenicnce ta the students and to the pasents

That compleies my presentition on the business frant. One mare shide T have on some of the
linancial highlights. We closed the guarter with a very healthy arder book tor the coming
month which is around 83 crores which will get exceuted in the next 3 to 6 months. Our deb to
cquity ratio is very healthy. it s just 0.42. In fact. the long-term debe to equuy ratio 15 onls
0.17. Debrors are under control. The debtor days is 92 and which is well within the indusiry
standards, We had 1vpically 90 to 120 days of credit is given to the publishers by any printer
The small char at the bottom of the slide shows how our business is moving. If you compare
the 9 months of 1his tinancial year with 9 months of the last financial ycar. you can see the
composition of the business is changing, The Repro Books which was 20% last vear had
become 34%, i.c.. one-third of the business of our company now comes trom Repro Books and

thisis going to increase as we ga along as vur Repra Books business grows

That brings me to the last shde which s the one page result which s have pubtished where
tor the quarner, we are talking about a total income of 96 89 vrores and EBITDA of 10.78
crorcs. PBT of 4.93. and PAT of 605 This is the performance that we hive posted. and that
brings mc 1o the end of tlhie presentation, and now 1 will handover tor all of you ta came up

with any questions 31 you liave on the results that we have mnnouneed  Thank you so much

We will now begin the guestion and answer session. We have the tirst question from the line off

Ankit Gupta from Bamboo Capital. {lcase go ahead.

l just wanted 10 check on the Books<on-1>emand side. 1 you sce the trajeciory of grovsth un a
QoQ basis. | think the growth has declined a bit. In this quarter. ! think we have <lone close 10
36.65 crores of business in the Books-on-Demand side and last quarter it was 34, 9) crores,
Compared to the carlier guaster. the growth on & QoQ busis scems 10 have dectined o bit. If you

can walk us through what werg the reasons for thas?

If you sce the way the whole e-commerce husiness 15 moving in Indsa. vur growth s conung
purely entirely [rom the online and list quarter there was some shift i the maodel that Amazon
has adopted and because of which the growth has been there and we although the issues are
now getting addressed with the new policy documents also which have been neleased on e-
commerce, and with our new plams coming up in Delhi and Bengaluru, we should see i nnich,

much higher growth going forward,

Was this primarily rclated to the policy issues which were tar the online channels? Any other

rcasoning is there for this slow growih in this quarter?
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Repro india Limited
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Like 1 said, these arc more external related based upen some of the decisions 1iken by Flipkurt

and Amazon in finc-tuning their models and which have now stabilized
Ok, so do we expuct the grawth that we are seeing in carlier guarters will come back?
Yes. we are very. very confident of'that,

Sceendly, on the margins tront. I think we hase broken esen it the EBITDA level on Books-
on-Duinand side. 117 we vonsider tinance and depreciation. we are stll makimg a snwt! loss m

that, When do we expect that we will break even on PATT trant?

Right now, our focus is on growing the husiness and not so much on the botom hae. in fac.
we are investing for growth and when we are investing o the tacitity m Delhi and Bengaluru.
obviously our cxpenses are going 1o increasc and so we are notl expecting o much of »
growth, As far as the profitability is concerned. our tfocus is 10 grow the busincss and with

these 2 new facilities, we will see a quantum jump in our business

What will be the capacity uttlization of our existing plants in @3. Were they also tacing somne

capacily constraints?

We arc not facing capacity consieaints in Mumbni. We hav ¢ enhimeed the capacity becaose off
which we are cumently operating at zround 40% to 43%% o the capacny utihization. We can
casily o up 10 60% becanse the remiuniug we hive o keep for sudden spikes. eie. By 1than

time. our Delhi facility will conie up which will add 10 the capacity

The next question is from the lme of Ram Prakash Srinivasan, individual mvestor: Please go

ahcad.

Congratulations on a good sct of results, What | would fike to knosw is that what is the Kind of
competition you arc facing. On the Books-on-Demand. anything from India which you

anticipate and anything abroad which you think is ol something that 1s to be 1ackled in that?

Competition today is from sclters who are sclling the books and they acquire printed stock
from the publishers. They are competing with us. These is nobody who is doing the one book
printing the way we are doing it. That is the differentiator ay far as we are concerned vis-a-vis
the other players in the market. Because of our One-Book madel. we are able to sell a large
number of" titles which othenvise are oul of print and other sellers cannot sell bevaune they
don’t have the siocks. and whatever hooks e are selling they are always 1 stock because we
never go out of stock whereas the other competitors tice a ot of slock mn sstuations with tne
loose sales. Thar is the traditional madel which everybody s adopting and there 18 nobody wha

has come up withihe type o macel that we have implenienied

The casc for Books-on-Demand even nutside ol India glohally ar s only the case i India?
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Outside also if you sec. this is the sinne madel which has been wdopted by Ingrain and by
Amazon where the titles which are listed and heing sald, When the orders come. they are
printed and they will supply 10 the customer within 24 hones. The same model 15 being

implemented by us in India also

In that way. is that Ingram and Amazon also a kind of campetitors as such because they huve

their own publishing BOD departments? Am | understanding it correetly?

IFor Engram. we are working with them. We are their global connect partners. For India. we are
theirpantness. [n fact it is not a competition at all. We are working together and we are geiling
international titles from them 1o sell in India and we dre giving them Indian titles 1o sell outsile
India. As far as Amazon is concerned. it ts a marketplace model in Indi. We are using the

platform ot Amazon again to sell in the country

There is a government directive which prohibits online marketpluces to setl afilime products
This is the kind of information | am getting on news. What s i1? I 1 gomg 10 atleet our

partnership with Amazon m any way?

No. it does not. because we are an independeat seller. We don't have sny relauonship with

Amazen, so weare free 10 sell on any’ platform,

So. right now. 1 am assuming that only | BOD center and two are: being developed.
That's right. Correct.

The next question is from the hine of Auil Mishra, individual investor. Please go ahead

Congratulattons lor good sci of numhees Repro s nat paying dividends 1or the last fow yeurs
Should we expect that 1n near tuture Repro will start paving dividends hecause resuils are

unproving?

The dividend degision 18 ohviously Giken by the board iand so [ wn not somehedy who can
comment on that. and looking 21 the requirements of the company i terms of invesinient that
nceds 10 be made for growth for the business and the free cash avaitablc. the board will dearde

at the end of the year whether to give a dividend or not.
The next guestion is from the line of Ashwin H (foim A&S Invesimenis. Please ga whead
q ¥
Congrats once again Mr. Khera. [ had a few questions. Let me stant with your revennes. 5
just break up the revenues based on the percentages that you have given. the expons plus

domestic which [ guess is your non Bovks-on-Dennnd revenoe. That has only misginally

increased tn the last 9 months over the previous 9 maonths, Can vou talk a little bar abour the
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scenario here nnd how you think thal non Books-on-Demand business will pan out over the

next year and how, if any. you are shifting your focus?

Our stated strategy is that in our existing business. we are nar going to invest and swe are ot
eoing to grow that, There whatever capacities that we have., we are using those and our
strategy there is to work more and more with strategic publishers. more of MNCs and glolwl
publishers so that we get steady monies collection and a better reabizanon. 1hi ts the strategs
as far as the cxisting business is concerned, So, thil i not going to grow 1 the coning yeirs

‘The thrust is ongoing the Books-an-Demand business.

The reason | was asking this is it' 1 look at vour closing order book, yuarter on guarter it has
been only improving. ! think it was 47 at end of June and then a1 end of last guarier it was a 73
and now 11 is 83, And against those order books. if 1 look @ the revenues which you have
booked possibly for this quarter. it was it the 60-65 crore mark.

1) Is the order book only m terms of the traditional busincss?

2) If ves, what is the 1ypical duranon of cxecution ol this order book?

3) Linked 10 the same in the context ol increasing order book size. why s it not inatenalizing

In a proportionate nerease in sales?

Like | said. our strategy has been 16 work more and more with a limited number of customwers
and to partner them at a strategic Jevel Fadier wlile we osed to get once-o} orders trom
publishers and we used to print for hundreds o publishers, now we have reduced the number
of publishers that we work with and we cntered into long-term comricts with them shere youo
gel a better visibility' ot the business that we can gel over a period of a veur. So. 83 crores al
opening order book when vou say. that will not be exccute edn the next 3 months, That will
continue in the next quarter or the part of it will get executed 1n the next quarer also becsuse
the whole idea here is like | said better visibility and benter realization. That is what vur tocus
is and which we are achieving. As you can see in the results. we are showing a better EBITDA

and our revenues are up and sicady quarter on quartcr.

So. essentially you are substtuning volatile revenues with more stvady and predictable

revenues?
{ixactly.

On the Books-on-Demand business. | guess the cureent run sate s 14000 What 15 the
maximum run rale possible on a per day basis” Ina way. | am guessmg il s sonie prosy for
capacity utilization that 1 am lookmg at and the related guestion s onee all sour capacny
addition is in place including what will happen 1n the middle of next year. whal would that

maximum possible run rate be?
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| would likc 10 answer this question in a diflerent manner, Currently, almost 1.25 lakh books
are being sold per day online. And we are selling around §3.000-14.000 which is around more

than 10% of share we have.

When you say 1.25. is it anly Amazon or any onlinc avenues?

All onlinc channcls put together. And vear on year, it is growing hecsuse with more and more
Inteenet users coming on board and more people huving onlme that is growving, As tar as we
are concerned. today when we are just selhing oaline. we are not wnlizing any oltline channals
for distribution. that iy 1he market we are trying to adiress. As we go along, abuiousty we will
open up many more channels for disinhution which could include ofiline chanpels also. bu
currently this is whal we are doing and looking at the capacines that we have mta place. wo

should be able 10 really grow and caplure o very large share of the online sales marka

| was looking more ftom a production perspective. You are selling 14,000, Whan s the hmin o

production 1oday and what will i1 be once all your capacity' is in place?

The entire 14,000 is not being printed on One Book because based on the visibnlity of sales and
with the help of Amazon and Flipkart, we get demand cstimates for the next | week. next |8
davs, next 1 month, We are able 10 predict the sales, so we ate able 1o printan advance cither in
ollset or in digital and keep the hooks with us so that our capacitics tor One 1Baok dont get

cxhausted,

So. basically vou are building a shortsierm inventory m some cases and somg of thesn you ace
kind of domg it on a One Beok hasis Now in lerms of One Book, what 15 the current cupacety
and what would it be somewhere down the line?

Right now, in Bhiwandi, we have capacity of doing 12.000 books per day on One Baok

And afier complete expansion?

With Delhi and Bengalure, it will go up to 20.000.

The next question is from the line of Dhwanil Desar from Tuntke Capital. Please go ahead

1 have u question regarding the amp up of our title listed from Ingriam it vou can gne that
numbcer and also in our averall Books-an-Demand business. what contrthutton 15 coming from

Ingram titles if you can talk about it
Ingram we are getiing titles from them and cursently we hsve listed maore tban § unthon ntkes

frtom Ingram- Many of thexe unles are noi yet known i the Indian aurket. So, ae hine 1o do

svme promotions te icrease the visibility' and making people aware that thuse boaks are o
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available in India Curremtly, in terms of vatue, we are daing around 15% 10 20% ol sates from

the Ingram books

The 28% of overall number vis-a-vis 3 million titles. the rato s quie skewed. What s it b
can be done 1o leverage this more to increase that percentage or the rate of prowth in overall

revenue terms?

Like | said. onc is 10 improve the discoverabitity of the titles that we have and that cun happen
through promotions and marketing efYosts and also gerung more relevant titles tram Ingram

which are more relevant for the Indian market. and we are working on that

Secand question is on the recent changes in the norms for the vnline markerplace. Has it in any
way impacted us i terms ol our Bustness model per se? B thmk von sad a0 som commentan
that maybe there was a shght slowdown because of the change in business model. dut il 11 ss
like any structural change m the way we used to do business with these onhine marketplaces
which have changed and which may have a permancti impact on our cconpmics gomg

forward? Anythmg related 10 that?

Like 1 said. as far as we are concerned and our operations are concerned. we are net impucted
because we don't have any relaionship with any of these Amaron or Fhipkan channcls
However, in terms of’ competition. some ot the competitars who had investment from Amazon
and Flipkan. they will not be able 10 compete with us because they will not be able to scell

which should be in the long run a positive for us.

Lastly, | think you mentioned in the initial remarks that this quarter staned kimd of giving titles
from Indian authors o the Ingram to selt in the outside market which was again vne of the
objeciives was having a 2-way rclauonshtp wath Ingrant. How Targe this can be? Can this he
cguivalent 10 maybe 25% 10 30% of what they are by selling lugram ttle< in Indsa” Any idea

about the scale of that opponunity !

Actually, 10 be honest. we don't know, e have just started and the large Indian dtaspora
which is there wn the United States, in Europe. and i Australia: soith our linde expeniment
whatever we have done, we have found thar they are buying baoks from Indian authors and
Indian publishers. Currently they' are not available in thase markets. So. it s very' difticult 10
rcally peg what could be the demand. but we are very. very hopelul that ihis would become

pretty substamial in the coming months

But in this model 100, the printing part is taken care of by vourself or it’s like agam One Book

on the Ingram side is taking care of the printing pan?

Correcl. the Tatter one. that means wa give the files and the Bigram’s Qny Book ficthties, thes

print as and when they get the orders,
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Thisis exactly the reverse of what we are doing in India?
Right.
[he next question is tram the line of Abhas Gupta, indiv idual investor. Please go alicad

My question s actually related 0 an carlice comment you made. agan. on the stowdown
revenue in the December quarter because of the poliey nnpact. It | remember comrectly, 1he
policy announcement actually came m the last week of December., right? So just wanted 10 get

morc clarity on what exactly you meant?

[ did not sav that the unpact was ol the policy. The policy in fict came in Jamuary, not m the
last quarter. but there were certain structural changes which Amazon was implementing in
their operations, like for example their own fulfillment centers, they were moving towards
tultillment centers which are operated by third-party logistics panners. and they' had <ome
initial teething problems in sireamhning the operattons which resultvd in a stowdown m sales
for most of the sellers on Antszan. [1 was somcething which was a ceall ol sume of 1he changes

which Amazon was implementing in their process

In essenee, is # Far to assame that the March guarter will have an impact because of the

January numbers?

I'his quarter obviously we are s¢emg a much better quarter than the previous quarer. Once of
course Delhi becomes operational which should Lappen by end of this guarter in the month ot

April, we should see a good jump in the revenues.

On a similar note, there are no issues with respective fslfiliment. right? Because as part of the
policy. I think that there is some restriction an (ullilhnent dore by markeplaces. and |
understand that most of your fullillment happens through Amazon or Flipkan. 1t 1x more ol &
qucstion?

What you have read is interms of the reaching ol products 10 customers 18 taking more Ume
but that is Jor the products which were being sold by the entities i which Amazon had a stake
because those entitics went oft the site and so the other sellens had 1o sell and then Amazon had
10 again gear up to pick up the stucks and 1o sell it That's why it s taking mote tne. That as

just, § think, 2 passing phenomenon. Amazon and Flipkart wall be able to address that svry

soon.

So. no tssucs from a fullillment pomt?
Ycah.

The next question is from the line of Jaineel fhaveri from INS Holdings. Please go alicad
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I just wanted to know that as a company. we are not paying and 1ax right now and when wili

we start paying tax?

Currently, as puer the Income-tax Act, we have depreciation in the past nei credits available to

us. but we will start paving taxes from 2020.
So. next vear also vou won't be paving taxes?
Yes,

Is there some kind of granulurity in terms of demind as 10 what locations. . you said 1,23 1akh
books are sold cvery day. Do we have any Kind ot breakup as to how much 1s it i the Norih
like Dethi region: how much is in the West, Mumbai region; and South. Bengalura, That Kind

of a breakup do we have approximaiely also?

Yeah. we have that, and we get the figures from Amazon and Flipkar. These 3 markets wihich
is the North, South, and Wesl, they constitute muore than 80% of the market i the country and
the balance around 13%10 20% is from the East, and out of these 3 regions atso. 1 1hink North

and South are more or less equal followed by the West
So. North would be approximately how much” Are they all 20-20° cach or. .7

No. North and South would be ¢lose w0 30, slightly less than 30 So. boh put wgeihes would
be 53, Mumbai would be around 25. and 20 would be Kolkata. Lust. Bur agun. ihe figures

vary for Flipkan and tor Amazon. Flipkart is stronger m the Last,
So. that's why you are anticipating higher growth ence we hive g center i the Nonh?
Correcet, the North is a big market.

North and South, that means tor Bengaluru and for Delhi, we are targeting 55% ol the market

now?

And West we are already there. S0, we would cover 73% 10 80% ol the market once we hawe

all the three operational

And there also, you would have the sanie kind of law-hanging truit 1hit you hive beeit scemg
in Mumbai and stufl, you would start getting those also which we e snssmg up until this

point of time?
Ihat is right because today when | am selling o book from Mumba and somebady s selling

the baok trom Delhi and the price ts same and all other parameters are same. the person sho 13

selling from Dclhi for a customer in Delhi. he gets the erder. not we
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I'he next question is from the hne of Ram Prokash Srinsvasan. individual wvestor Please go
ahcad

Regarding the demand, we have around 22 ofticial Indian languages 1S thin for Gappmg even

those languages like Your Hindi. Marathi, Telugu. Tamil, and so on”?

Yeah. In fact, we are selling a lot of books w hich are Marathi books. we arc selling Miatlasalam
books. Telugu books, and Bengali books also. As far as our One-Book facility is concerned,
machince is agnostic on the language because we just take a copy and print it. Se. we can print

any language book
The next question is from the line of Amirubh Sheny trom Solidarity. Please po ahead

My question is regarding the expansion that you are plannmy to do. Whit would be the 1otal
Capex amount that we have put in or now puttmg in and what 15 the peak approsimite wvene

potential i rupees crores erms?

In tcrms of Capex. it is around 25 10 30 crores. Revenue 1§ difticult to say nght now becatse
is a nux of a lot of things. not just the capacity thal we are putting mia place becaase we sue
also doing a lot of pre-printing and stocking of books. So. it all depends. Whiie our capacity
would go up {or prinung Onc Book. i's a question of how we are able to address the demand
for the books. how we are able 10 predict and maybe print in advance and capture i lagper

market share. So it is a combination ol a lot of other vasiables.

Okay. But just say if someone had to work on i fiest principal hasis with the nverage price per
book and multiply that by 20.000. based on your histonical expenence. what has been the

average realization per hook?

What | amn sayimg is when our capucity goes up o 20,000 hookse hke Tor exismple tadas [a
doing around 3500 1o 3000 books on One 1Book whercas 1 am selling 14.000 books. So. when
my capacity goes up to 20.000. [ will be selling much mare hooks than 20,000 { won't be
selting just 20.000 books. So. that's why | am saying it i¢ difficult 10 predict reven ues There
will be a tot ot other tactors like how we are able to address the overall demand i he market
and how we are able 1o replicate ino difterent locations: So. there are a lot ot factors invobved

in that,
And just 10 get a sense of what the unit cconomtics of the business are in the Books-an-Demand
space? Vis-a-vis traditional. haw would sou say the margins and the working captal days are?

Are they less intensive and higher margins?

As far as warking capital is concerned. when we setl online. we get pad by the chianneds

within a day or wetlun 3 days depending on which channel s, and then we have 1o puy the
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publishers which we consolidate the monthly sales and pay at the cnd of the month. S

working capital is oniy the paper that we buy. that's all, for printing.

Anirubh Shety: Negauye working capital?

Prainod Khera: Ycah

Anirubh Shetty: And on the margin side?

Pramod Khera: Margins, again, 1 would no1 like to really get into specitics over here hecause the whoile

business currently. like [ said. we are in a stage where we are growing the business. And fin
growing the business, 10 capture larger market share. we have 10 compete with the existing
plavers, we have to match prices, we have 10 give discounts 10 customers, to readers. 1o the
people who are buying the books. And so. again. there arc a lot of lactors which deterinine the
margins. It is not just the printing, It is the entire distrthution game, So. once the husiness
stabitizes. | think 12 or 18 moanths down the line. then we will be able 1o et a betger 1ix on and

we will be able to put an Excel-based model around it. loday 1115 a bus ditticuly

Moderator; The next question is from the line of Gulshan Patm, individual investor, Please go ahead
Gulshuan Patni: What is your consolilated debt right now?

Pramod Khera: fotal debt 15 [26-127

Gulshan Patai: Has there been an increase in that or has there been a reduction compared 10 the previous

quarter, Quarter.2?

Pramod Khera: ‘T'here has been an incecase in shor-1¢rm debt because of the business that we have exevated,
Gulshan Paitni: And in Quarter-3 of previous year, what was the debl level?
Mukesh Dhruve: It was atmost sunitar [ don' have the exact numbers, It was maeh higher. [ will just try to give

sou tha, But the long-team from almost 43 crores has coe Juwn 1o 40 crotes, and the

woirking capital has gone up from 34 ¢rores 1o about 87 crores for the currenl quarter

Gulshan Palni: Compared 10 Quarter-37?
Mukesh Dhruve: [ will just get those numbers: [ don't have it of! the cutt with me
Gulshan Patni: You have said that vou will be protitable in the next 12 to 18 months vr you will guide the

profitable growth 1n the next year or so. So. what kind of margins vou can clock?
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Like | said, at this stage. | would not like te venture into that guestion because in the text 12 to
& months. my focus is 10 grow the business and once we reach a particular scale where we are
able 1o really capture a large market share, that's the time when we will be able to really come
up with some sort of a guidance on the margins.

What kind of markat shase you are targating?

Again. like [ sard, on the online space. we are currenily arcund 10% of the market share. We
want 1o be the largest anline selter and we hlso wani to stan selling 0 the offline spaee Weare
yuite ambitious but let us sce

Gioing forward. will there be a reduction m that?

As of now. ses, | mean. depending upon the positive cash loss that we hive. buar i also
depends on how soon we go tn for more expansion. In the current year. | dont see too much of
expansion with n.

It will be at the same levets?

Similar levels or even lower.

And the previous year's debt numbers'!

I thmk ot was around 140 crores

Ihere has been a 10% reducuion m debt 1evels compared o previous year?

Yes, that's correct

And interest cost has gone down 20%?

Interest cost has gone down by 20%. that's correct

The next-question is from the line of Ashwin H from A&S Investments. Please go ahead.

You hud. in your opening remarks, if | heard vou right. tilked stbuut some new business of
supplymg school textbooks: Is this something over and above the Books-on-Demand business”?

Can you talk a bit about this? What (s the modet here”

This is part of the books husiness only, the Repro Books-on-Demand. The only thing 1s here
we are specifically targeting the school childeen. We approach schoals and swe get from the
schools what are the books that they have linabized for their students tor cach siandard and

then we procure those baoks trom puhlishers or we get them printed or whiatever and we
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prepare kits tor the students so that the students are able o just go onlme. go 1o then standind,
which school standard and order the full kit for | lump sum 2mount and the kn gets delivered
to the home. It is the same online sclling business but tailored to the requirements of school
students,

You expect 10 faunch it in the next 3 months because | think 3 or ¥ months is when sehool

bolidays star, cte., right? So. when do you expect to faunch this?

We had dabbled in it in the last financial year also but 1n a smal! way 1o understand the markel
and so this academic year, the sales should start by ¢nd of this quarter and will ga an till June-

July.

This is morc oul of curiosity; vou were talking 10 another participant and alsa me about how
QOne Book printing caparity is diffurent from your total abihity to supply buoks, I yau were 1o
assume 100% predictability, then let us say yaur One Book capacity s 20.000). then swhat 1 the
theorctical masimum number of books that vou can print :sstnmg you can keep on piling

invenlories®?

We have much more capacity on the oflset side and digisal printing side wiich we ased (or

doing pre-printing. So. we can print up to a million books per duy. there 1s no limit.

Okay. it's at another facifity aliogether, it's not the sime facility where you build up the

inventeries?
Right.

As there are no questions, | now hand the conference over 10 Alr. Muliesh Dheseve for closing

camments.

Thanks all of you for participating and making this ¢xchange so nteresting and | hope to see

vou all 1n the next yuarter again

On bcehalf of Repro India Limited. we conclude this conterence. Thank sou 1or joining us and

you miay now disconnect your lines.
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