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Dear Sir/Madam,

Sub: Presentation to Investor/Analyst Meet

This is further to our letter dated 20 June 2019 on the Investor/Analyst meet
scheduled on 27* June 2019 at Mumbai.

Pursuant to Regulation 30(2) and 46(2)(o) of SEBI (Listing Obligations and Disclosure
Requirements) Regulations, 2015, we enclose herewith a copy of presentation made
at the aforesaid meet.

The same shall be uploaded on our website www.redingtongroup.com

We request you to kindly take the above information on record.
Thanking you,
Very Truly Yours,

For Redington (India) Limited
-
M. Muthukumarasamy
Company Secretary
CC: The Bombay Stock Exchange Ltd.,

Floor 25, P.J Towers, Dalal Street,
Mumbai-400 001.
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India Distribution Presentation



TECHNOLOGY DISTRIBUTION — KEY TO INDUSTRY GROWTH

)
0 A). _— — Aided the explosive growth of IT products eI services in India

Contribution of Distribution
to IT Industry biz*

UNIQUE STRENGTHS

[ VENDORS \‘ T S ‘[ CHANNEL PARTNERS\

Efficiency

* Order planning & Stocking Product Bouquet

Early investments in * Finance solutions
Emerging Tech practices

* Channel & Geo expansion

*+ Partner Training & * Cross-sell & Up-sell

Enablement Support

* Pre-Sales * Logistics

* Technical Support

o /

*  Proof of Concept

o J

*Excludes ITeS

Highly Efficient Sales

!‘ engine

v




CHANGING DISTRIBUTION LANDSCAPE

IT VENDOR —P

Consumer

Business

Mobility VENDOR ~ —

business

IT
Enterprise
Business

VENDOR >

REDINGTON | Build
STRATEGY Scale

RESELLER
RETAILER CUSTOMER

DISTRIBUTOR
ECOMMERCE PLAYER
3.5% - 5% A 5.0%-6.0% D
RESELLER
DISTRIBUTOR 4 RETAILER CUSTOMER
ECOMMERCE PLAYER
2.0%-2.5% ) | 4.0%-5.0% D
DISTRIBUTOR SYSTEM INTEGRATOR
> VALUE ADDED RESELLER CUSTOMER
4.5% - 6% ), | 8%-12% )
Solutions .. .
Reduce Platform 2 :Mztzgates Margm
Opex based . .
P Services Frosion

—




CHANGING GTM LANDSCAPE

IT Consumer & Mobility IT Enterprise

] 3

2007 2015....

Organized Organized Infrastructure
Retail Retail Integrators
E-Commerce Cloud Partners




SWOT ANALYSIS

» Completeness of

product bouquet

Highly efficient

Consumer Sales

(%]
I
[
O
2
"8}
o
-
(%]

Engine

> Technically Certified
Enterprise Sales

Resources

> Rigid process
adherence

reduces agility

Limited
Mobility

Portfolio

WEAKNESSES

OPPORTUNITIES

» Large Govt.

projects

» Cloud & other

new tech areas

> Solutions &

Services

Earning depletion

in traditional biz

THREATS

Over-distribution :
Increasing

Competition




IT DISTRIBUTION PERFORMANCE !‘Redington
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‘ wNPsdy
\4& o
€ e e e e © ©
n n NN n n n
PCs Printers 6rvers & Storay \ Networking j K Software / K Security j
IT Consumer — 48%
< 10 yr Revenue CAGR of 11% >




GROWTH OUTLOOK

MOBILITY
Fia
Outlook,
¢ Strong growth in existing
portfolio
Rgtﬁ'ngton ¢ Incremental growth through
Growth portfolio additions
Drivers
« Digital Platform : Opex
reduction through increased
efficiencies
Margin expansion b .
Targeted & Z‘ypsty y Improve ROCE by 3-5% Opex Reduction by 20bps
Outcome ) by"2'022° ) -by 2022 - - by 2022 -




!j Redington

SEAMLESS PARTNERSHIPS

KEY INITIATIVES

* Transactions on an Integrated Digital Platform
* Transition to a Solution Oriented Distributor
* Cost efficiency through Centre of Excellence



INTEGRATED DIGITAL PLATFORM : “LOW TOUCH” BIZ

\

A

Solutions Capabilities

Services Uberzation ‘[ Enabling Digital Transformation ]E\ Contractual
Customer 3 Payment Solutions & non-
Focused White through ] B il ~ Options Suite Contractual
Labelling | Collaboration . o freri
Social Mobile Analytics  RIL Website/ gTienngs
g
ﬂ Enterprise & Cloud ‘ { SME/SOHO Customers Consumers r
Personalized Pages / One stop shop / Seamless Experience

Integrated Digital Business Platform

Partner Ecosystem

o

RIL Sales Force L

Execution, Transaction Management, Technology Capabilities, Industry Focus

‘ FOS, Pre-Sales, Subject ‘

N Matter Experts, COE__J

Business to Business Portals

)

\__Redington Market Place

Bt

Redington Cloud

o Y30/
3D J

Business Specific Platforms }\

el mr B @

CMSs DMS HP Shopping Whatsapp CRM

¢ GolLive : 1%t January 2020

Build Scale

. Investment: ~ Rs 10 Cr

¢ Revenue Connect: ~ 20% in 24 months post live



TRANSITION TO A SOLUTION ORIENTED DISTRIBUTOR

: o Investment: ~ Rs 15 Cr
Expand Ma rgins ¢ Margin Increase : by 2-3% for Overall Enterprise Biz by 2022
*  Targeted Service Attach : ~ 20% by 2022

dt Large FquiIImenI
(0‘“ @ "o . SME & Mid
Q (o4 Market I
\ I — Competency & .
. Solution
Redington * Cybersecurity I
Aut * Hal I
B2B . l;ezfﬂzfnus / * SDInfra SMB - Platform & Portfolio "
. .« Pre-sales « Datacenter Solutions L J
Fulfillment . * Device aaS

L POC
* Consolidation

* Logistics
e Credit

* Current VAD Services

Building
Capabilities

Infrastructure
* Hybrid Cloud 3 Cloud

MOQ Solutions ; Cyber Security
Stock-&-Sell ¢ Security MSSP > loT / Analytics
o [herimn + Cloud MSP 3

* loT Solutions

* Analytics Solutions
* Analytics aaS

Digital Platform
* Price

- Availability Through partners




INVEST IN A CENTRE OF EXCELLENCE
=== Zal Fae -y Y

Agility Revenue Collaboration Customer Satisfaction Compliance

Process Organization through Centre of Excellence

perSer S P — R Drly @y

Straight Through . N -
Process Heads Down Production Collaborative Human Adaptive Case Management Structured
L Process Process Processes /)
I Enabling Digital Transformation J—\
s B willl el O
Social Mobile Analytics CEP Cloud J

]

Empowering Knowledge r

Personalization Case Management i i
[ Driving Continuous Process Improvement

. Investments : ~ Rs 30 Cr

| Increase Automation / Reduce Opex *  Expected Go-Live : October 2020
¢ Targeted Opex Reduction : by 20 bps by 2022




OUR OBIJECTIVES

Drive Capital Efficiency

Drive Growth

) Working capital Management

Transform to a Solutions & Services focused
organization

3338383

Deliver Free Cash Flow

7~

Double digit Revenue & Earnings growth

Reduce Opex by 20 bps

Increase ROCE to 20% by 2022

Margin Expansion by 2-3%




Investor & Analyst Meet 2019

ProConnect presentation




‘¢ ProConnect
Who are we? Int'egrated Logistics

a Redington company

____________________________________________

Parentage Experience

Established in 2012 as wholly Integrated Logistics player with
owned subsidiary of Redington 20+  vyears of  Logistics
experience

CERTIFICATE

Management system as per
Presence 1SO 9001 : 2015

I scsordarcs W TUV NOAD CERT aroootens. 1 s Moty owrifed hat
Pan India Prt'es'en'ce, directly & PROCONNECT SUPPLY CHAIN SOLUTIONSLTD. g5 o
through subsidiaries Mount Road, Chennai - 600032 Y o Tered ogics

CORPORATE OFFICE : Plot No.33A, Second Floor,
Thiru — Vi - Ka industrial Estate, Guindy, Chennai - 00 032,

With B & Wareh, os per A

WA & ragird ke i e v the aboes startacd fr e blowing sope

tho;l:?on?::t" Log S e VAt s B e
mwn::&m- Wl el 38 1002
&En:ltx_

Governance s Lo

Ty W Fu TUV NCAD CEST iy ool sirWoobr) (rocotron
lu-wm-mumlu

AV NORD CRAT Gt Lergenarthammme 20 45141 Laamn Wt L (Nt vl Gy

T e v Lot M0 Qaten Mace - 1 LEG Mg Uneiuge (W0 Mo - 008 OB, ele RS OROLLAONE




P
roConnect
Our Growth StOI"Y Integrated Logistics

a Redington company

-

coonas 3
WAREHOUSES >> 74 >> 74 >> 80 >> 150 >> 173 >> 181 >

WAREHOUSING
SPACE (in sq. ft.) > 0.9 mn >> 1.2 mn >> 2.5mn >> 4.8 mn >> 6.3 mn > 6.8 mn




Our Operations

s ProConnect

Integrated Logistics

a Redington company

VERTICALS MIX
m T

= Consumer Durables
E-Com

Telcom & Infra

8%
Food Products

11% 17%

m Others

SERVICE OFFERINGS MIX

17% .
® Warehousing

® Transportation

Others

|
@~
('S

Transactions

Employees

*Onroll only

Pin codes

19800+

No. of Invoices

Industries




Philosophy of ProConnect

s ProConnect

Integrated Logistics

a Redington company

Leadership Passion
High level
Empowerment throughout the

as Intrapreneurs organisation

Commitment

to Customer Agility
“Speed Boat”
Initiative to
meet Customer
expectations

Customer Satisfaction
through Operational
excellence

Quality

Best in class
service levels

Capability

Tech enabled solutions
simplifying complex
problems



Board led since incorporation

s ProConnect

Integrated Logistics

a Redington company

Prof. J. Ramachandran
Chairman

L L L

A Chartered & Cost Accountant

Professor & Head of Strategy in IIM Bangalore
Chairman in Redington Board

His research in Strategic & Organization
challenges published in Harvard Business Review

_—

-d ”

Mr. Rajesh Neelakanta
Independent Director

-t

At

A Logistics Management Professional with 26 yrs
of Experience in various Logistics domain

An Industry veteran in Transportation

ED & CEO of BVC Logistics Pvt Ltd

——

Mr. E.H Kasturi Rangan
Managing Director

-

-

-

-

Chartered Accountant and associated with
Redington from 1999

Started career as credit consultant & took
Operations & SCM in 2004

Instrumental in developing of Non IT Vertical in
Redington

Prior to ProConnect, Whole time director in

Redinﬁton Board —

Dr. N. Chandrasekaran
Independent Director

L

-

Doctorate in Economics-Financial Management
Certified Supply Chain Management
Professional

A Management consultant in the area of
Strategy & Supply Chain

——

-t

o

Mr. S.V Krishnan
Director

A Triplet, over 23 years of experience and
associated with Redington from 1998

CFO & Whole time Director of Redington

Prior to Redington, associated with Ashok Leyland

_—

A

Mr. P. S Neogi
Director

Rich Experience of 30+ years

Joined Redington India during 2000

He is currently Chief Development & Strategy
officer in Redington




Strategy so far & Learnings

!j ProConnect

Integrated Logistics

a Redington company

e 2007 ~ 2012

¢ In house Anchor Customer

Redington + Few 3PL Clients
e 2012 ~ till date
e Spun as an Independent Asset
light Company
e Foray into Multiple Verticals

e Focus on Transportation apart

from Warehousing

- m Learnlngs

e Redington Captive business gave a e Narrow down to few verticals to

platform become a niche player

Gained IT Hardware & Telecom e Continue to focus on high margin

experience businesses

Grew profitably e Technology is a serious

Entry into E-Com paid off well differentiator

Focus on Mission Critical gave the * M&A to complement and accelerate

impetus and Synergy our Organic Growth



Our Performance

s ProConnect

Integrated Logistics

REVENUE

450
400
350
300
250
200
150
100

50

CAGR 44%
———

403
321
184
112
- ' l

2013-  2014-  2015- 2016-  2017-  2018-
14 15 16 17 18 19

65

B REVENUE 65 77 112 184 321 403

Net Worth
Rs.122 Crs

EBITDA

60
50
40
30
20
10

0

58
50

2013-14 2014-15 2015-16 2016-17 2017-18 2018-19

M EBITDA

7

10

17

35

50

58

RS |n CI‘S a Redington company
PAT After MI
30
20
15 10
10 6
4
= N
2013- 2014- 2015- 2016- 2017- 2018-
14 15 16 17 18 19
W PAT after Ml 4 6 10 20 26 30

CAPTIVE VS THIRD PARTY CLIENTELE

100%

80%

60%

40%

20%

0%
M External %
W Captive %

71%
>1% 35%
’ 21% 16%

2014 -15
29%
71%

49%
51%

2015-16 2016 -17

65%
35%

M External %

2017-18
79%
21%

2018-19
84%
16%

Captive % I




High Adversity Quotient

s ProConnect

Integrated Logistics

a Redington company

Chennai ‘Vardah’ challenge

e Dec12t,2016 -
Vardah Cyclone hit
Chennai

* Warehouse collapsed

* Recovered Rs. 400 Cr
of inventory

* Business Continuity
established in 10 days

e \Warehouse
hypothecated to a
bank by Landlord

e Due to non-
payment banker
sealed the
warehouse

e Material shifted to
new warehouse in
72 hours after
taking bank
approval

e Court locked the

e Unreasonable premises as the
demand — Workers stocks were
went on a strike handled by an

* Manage to resume
work within half a

day

agency who had
defaulted the
payment

e Approached
Mumbai HC
through attorneys

* Materials were
released within 72
hours



¢ ProConnect
Our Competitive Advantage Integrated Logistics

a Redington company

Expertise Niche verticals

Ability to leverage 20+ years of Expertise in Mission Critical service
Logistics experience deliveries

Tech Enabled Adherence to SLAs
Tec.h ena!oled se.rV|ce offerings as a Strong SLA commitments
serious differentiator
PAN India presence People
PAN Ind!a pre§ence Ieac-:h_ng to Experienced and domain experts
faster delivery with cost efficiency




s ProConnect
Way Forward Integrated Logistics

a Redington company

Achieve Customer SLA of 98% * Focused M&A strategy — Tech based, Specific * A preferred specialized logistics service

i (] .ps . . .

«  Customer Satisfaction & Retention @100% capab|llty, Niche vertlca.l provider

. “Powering the customer” through E2E *  Operate in focused verticals *  Great place to work amongst top 10
Software implementation * |IT & Telecom, Electrical & Electronics, MCS Logistics service providers in India

& High value, Pharma & FMCG * Unlocking value for share holders




s ProConnect
Our commitment Integrated Logistics

ANALYST MEET 2017 COMMITMENT ANALYST MEET 2019 COMMITMENT
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Middle East & Africa (MEA) presentation



Middle East & Africa
Journey so far...



OUR PRESENCE

27+ countries addressed
19+ years regional presence

ALGERIA  BOTSWANA ETHIOPIA KENYA LIBYA NAMIBIA QATAR SENEGAL TUNISIA
ZAMBIA COTED’IVORE GHANA KUWAIT MOROCCO NIGERIA RWANDA SOUTH AFRICA UAE
BAHRAIN EGYPT JORDAN LEBANON MOZAMBIQUE OMAN SAUDI ARABIA TANZANIA UGANDA




MIDDLE EAST AND AFRICA - IN ADVERSITY

arab spring multiple currencies credit risk

economic slowdown income disparity geo-political risk

nationalization religious sensitivity war




MIDDLE EAST & AFRICA - IN ADVERSITY

Technology opportunity

AAT)ISUQS Sno1Sra1 uonezifeuoneu  ysu [eonijod-oe3 Suuds qere

currency fluctuation credit risk economic slowdown income disparity war

Source: IDC Middle East and Africa IT Spending, Devices and Software 2018



MIDDLE EAST & AFRICA — REDINGTON GROWTH

No. 1 Technology Distributor for 14 consecutive years*
13% CAGR | | |
S IRV IR N

RABRSERVIRNER o

ORI - EA
<<‘<<<<<<<<<‘<‘<<<<<<<<<‘<

. .
USD inmn Industry Redington

® Middle East M Africa * 4 year CAGR

Zs

currency fluctuation credit risk economic slowdown income disparity war
AJAINISUSS snoiSijad uollezijeuolieu su |eanyjod-o0a8 Suluds qese

*1DC Middle East and Africa IT Spending, Devices and Software 2018
* Distributor Power List by Channel Middle East

w
ey



MIDDLE EAST & AFRICA - CORE FACTORS FOR GROWTH

—» Adjacent business addition

Market share increase

Market expansion

Brand acquisition




MIDDLE EAST & AFRICA - PRESENCE FY’07 VS FY’19

16 132 10 27 10 45 7 30
Brands Markets Entities Warehouses
S X B ©
® = Y ‘;/
osa /797 16 41 210 1696 Center of
Partners SerV|ce Centers Employees Excellence

i ; i i ; i Authorzed
Service Center




MIDDLE EAST & AFRICA - PEOPLE

Stable Leadership

LER 1,696

Employees

Avg years
of
experience

Multi-cultural Team

36

Nationalities

in UAE for CY 2016, 2017




MIDDLE EAST & AFRICA - REDINGTON DIFFERENTIATORS

Value Creation Model
COE, IT Systems ( SAP, etc)

Adversity Management

¢

In-country presence

Brands and businesses

People




MIDDLE EAST & AFRICA — REGIONAL GROWTH

9 Markets 18 Markets

FY '15 FY '16 FY '17 FY '18 FY '19 FY'15 FY'16 FY '17 FY '18 FY '19




MARKET SHARE

’
. @ D<A LTechnologies SAMSUNG
A

R

Y l};\ __________ @ __________ 1}‘\

R S S S SR O
Nigeria 1}5\ @ I.J'i\ 1}5\ 1}5\
R S S -
Qatar I.J'V\ @ l}'G\

Senegal




MIDDLE EAST & AFRICA — CAPITAL & RISK MANAGEMENT

Geo-political risk
Economic risk

Capital deployment Industry risk Decision to deploy

Requirement FOFEXrisk capital
Inventory risk

Collection risk

Capital Deployment is a function of risk adjusted reward

4 N N )

WORKING CAPITAL DAYS PROVISIONS : DOUBTFUL DEBTS PROVISION : AGEING INVENTORY
0.05%
30
oo 00 l.1 M
I

FY'16 - FY'18

FY'15 FY'19

QY'lS FY'16 FY'17 FY'18 FY'19) \FY'lS FY'16  FY'17 FY'18 FY'19)




MIDDLE EAST & AFRICA — REDINGTON GROWTH

2007 2019

Revenue

$ a Debt : Equity 0.26 ( March 19)




Way Forward



MIDDLE EAST AND AFRICA — VALUE CREATION MODEL

Vendors

Partners

Vendors

Aggregate
solutions

Service

Partners Product

Partners Product

Vendors

Service




MIDDLE EAST & AFRICA - INITIATIVES

5) reo vautT [l 8 cloudauarks ISR

a Redington company

Automation

i
I‘\

Citrus oW

from Strategy to Execution

Van Sales




MIDDLE EAST & AFRICA - OPPORTUNITY

4 N

Technology opportunity by 2022

VISIONA 1G] ™y, REDINGTON PLANS
2" 5:"‘3 O -
Sl I (o] T Double
Artificial Earnings*
in 5 years

_ 5G /

\ *Focus on Services
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Arena (Turkey) Presentation



TURKEY - OPPORTUNITIES & RISKS !‘Redington
darena

_ Ukraine
. Moldaya B

‘. Romania /

Black Sea

Population: 80 Mn
GDP: 800 Bn

K o
Georgia - _Caspian Sea”
S

L ‘;-~.;‘ze|-'baljan R R
% - Customs Union with EU
" Democratic System
Iraq § i
"\ ran - .
;k * Political Risks
/3 * Fragile Economy
Egypt
Persian Gulf
% gt 10
Saudi Arabia /



KEY MILESTONES

Establishment of
Arena by 4 promoter
shareholders

B® Microsoft

1991 1992 1995-96 1997 2000 2001 2004 2005

—— pen®ere

First B2B websites in
Turkish IT Market
pencere.com and
tencere.com

49,40%

2007 2010
=« paynet —
First Credit ML
Card
Collection
| acer
) EMC
BORSA

ISTANBUL

!j Redington

!jRedington

darend
»xpaynet o
Q)
HUA\:\‘I'EI yukko™/

2013 2014 2015 2016 2017 2018

éharkuon

fAPOO

Tenda




LINES OF BUSINESS

!‘Redington

Technology Distributor

Main Company for IT
Hardware/Software Distribution

° darena
0.0
[ 2l D
2017 ¢
yukko™/
2004 B2C E-Com website
2016 ‘ Online retail web site
L]
1991 =it paynet
Payment Facilitation
First B2B payment solution
‘ ‘ ‘ provider licensed by BDDK




ARENA AT A GLANCE % Redington

- drena

35+ Wik ByoK sqm

4

Brands Warehouses
2 § 22,200+ SZOO mio
Channel Partners Bank Line

-«
j"ii" 3 450K

Sales Offices [ Transactions

O g &




A HISTORY OF CRISIS MANAGEMENT !‘Redln ton

arena
Economic Turkey Currency
crisis Coup & Debt
crisis
Collection
Banking &
Political
crisis Capita|
| (I | COStS
S VO N> S P S O S O O 0N
\ \0 sQ \Q \Q \0 \Q sQ \Q \0 \N s \N \N \N s» \N \
c\c\éc\c C c\éc\dc\ddc\o ol e c\

USD in mn



OUR ASSOCIATIOS % Redington

darend
aCer  Vaoaa ASUS .~ brother
Canon comobo @cwverech  DEALEMC  GIGABYTE'
A Lenovo. Lexmark DN
@ 2 [EER o LITE@
B® Microsoft Opl_qmg PHILIPS pilantronics PROMISE

w Samndisk @ Seagate@ solarwinds 7

SAFPPHIRE

soncwall  SONY  Synology TJericda TOSHIBA

Depik BT M XPg ZAXE

ABATA PLA ’ ABS




OUR VALUE PROPOSITION !‘Redington
darena

Unique secure payment
system to enable the
vendor and distributor to
reach to end users directly

=« paynet

Offline : Focus
partner programs
Online: B2B portal

pen(ere

Financial

Solutions

Channel development Market Logistics 24 hours delivery

activities & Technical & 48 hours for upcountry
locations

Development

pre sales support




OUR ACHIEVEMENTS !‘Redington
- L kam oo oooomooomm o arena

DEALEMC

DISTRIBUTOR OF THE YEAR

7

THE MOST | CHANNEL NETWORK
HUAWEI

THE BEST SALES PERFORMING
DISTRIBUTOR

™ Microsoft

DISTRIBUTOR OF THE YEAR

1 ]
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
1 ‘ !
| & 'A COMMON | DISTRIBUTION NETWORK 1
1 - - 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
\ 1
1




!jRedington

INDUSTRY VS ARENA
(USD in Mn)
M Industry [0 Arena
2,466
9%
500 457 v
2017 2018

darena

Arena de-grew much less than Industry

Note: Industry - PC’s, Print, Server & Storage




REVENUE: ARENA VS COMPETITON !‘Redington
darena

\
/

~— ° —e o — —3 No.2
Pa— — g o g — Distributor
Cy 13 Cy 14 CY 15 CY 16 Cy 17 Cy 18

—o—|ndex =—@—Arena =—e—Armada




TURKEY: IT MARKET PROJECTIONS !jRedington

darena
USD in mn
9,187 9,160
o 11% o 14%
74% 69%
15% 17%
2018 2022

1 Services Devices/Hardware m Software

) Opportunity to grow market share & focus on services
*All HW Categories Inc.

*source: 10C A —
>



WAY FORWARD B Redington

12 COREBUSINESs SETEE mm

darena

%;, FUTURE STRATEGIES

* Box moving to
content centric

= * Build services

platform & solution

Improve efficiency by

* Speed of execution

* Cost optimization alliances
fi OPPORTUNITIES
--
* Expand Paynet :
s * A platform to

e Grow enterprise products,
Cloud distributions services

provide end to end
solutions & services

* Smart Systems (Conv.
Telco & IT)

- Gamin » 6
e
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Investor & Analyst Meet 2019

Singapore & South Asia (SSA) Presentation



OVERVIEW OF SSA OPERATIONS

RDPL - 100% subsidiary of

Redington India Ltd Operations since 2005

Catering to India customers
availing import duty benefit

42+

Brands et

LS

r}a{t

N
L

690+

Channel Partners

6

Sales Offices

1N

6

Markets

Warehouses

780+

Customers

Service Centers

Employees

PAT*

\28\/

%\

EBID'_I'Q* v

Revenue* \ 25

4

1

Strong double digit CAGR
growth of Revenue, EBIDTA and
PAT

92




SSA BUSINESS MODEL
I

- I 120k

INDIA BANGALADESH & NEPAL SRILANKA & MALDIVES

Local Billing to

Partners
* Bill to Partners

Bill to Partners from

Singapore




PERFORMANCE BY MARKET SHARE

R

Others
8%

I
I
I
I
I
I
I
I
' 88
Comp 2 I 76 81
9% ' 63 64
RDPL : 52 48 93
53% a1
I
Comp 1 1 o o
19% I s x
S o 2 £ =
| ) S 2 « ¢
1 s 9 E : w g < o B
I o v = [} Q. 7] (] © >
| < O o & 2 a 2
. _4rT




DISRUPTIONS EXPERIENCED

Interest rate
difference
between USD

Post GST, tax
arbitrage
advantage

reduced &.INR

narrowed

Competition
intensity
increased

Vendors prefer
in-country billing
model



FINANCIAL PERFORMANCE

REVENUE EBITDA PAT
CAGR CAGR CAGR
12% 18% 17%

FY14 FY15 FY16 FY17 FY18 FY19 | FY14 FY15 FY16 FY17 FY18 FY19
Rs in crs I Rs in crs

FY14 FY15 FY16 FY17 FY18 FY19
Rs in crs




WAY FORWARD

Implement Partner enablement and Training for VAD

e Partner enablement/ training program
e Develop partner eco system and partner collaboration

Expand presence in tier ll cities in India

¢ Ahmedabad
e Surat

e Cochin

e Trivandrum

Expand in-country business in Sri Lanka
¢ Increase SOW in current brands

¢ New brands signup
e Focus on mid market

e Focus on Govt. & BFSI projects
¢ New brands signup
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Investor & Analyst Meet 2019

MD presentation



ANALYST MEET 2017 TAKEAWAYS !jRedington

eServices business to contribute to 20% of PAT by - . . 200 a0
5020 (T india services : FY18 -20%, FY19 - 28%

ePositive free cash flow generation

*Foray into new Emerging businesses — to drive
profitable growth

*Monetization of assets to deliver “higher”
shareholders’ value

*To be a digitalized company in the next 3 years [:) SAP in India
Digital Platform by FY20




25 YEARS OF REDINGTON !jRedington

Listing of ADCin
Expansion into Redington Chennai &

in India Jebel Ali Inorganic entry
= into Turkey

Non-IT &
Consumer

Durables
Value Added Hived off
Distribution in Logistics
division

India
ProConnect
‘ Integrated Logistics Hived off
Entry into Support
MEA Services

. .
¢ epsure division

kA
Brands ADAPTABILITY COLLABORATION KNOW-HOW Y i 't.N:W
iad- - " initiatives —
acquired; Solar, HME
Products ’ 4
S 3D and Cloud

Established in
India
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25 YEARS OF CREATING VALUE !jRedlngton
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25 YEARS OF DELIVERING VALUE !‘Redington

Crossed
Rs.40;000 crs
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COMPLEX BUSINESS SIMPLIFIED !‘Redington

15%* No.1 No.2 Redington growth

Revenue .
In MEA In India > Industry growth

Competition pressure
Change in business models

CAGR

39,800+
Partners

Technological disruptions

Geo-political tensions; Industry wide issues

Inventory risk; Receivables risk; Currency risk

Order planning & procurement

*Since listin _ T
e




FY19 PERFORMANCE B Redington

9, we das

12% YoY 37 days or 9.9 turns
@ Provisions @
| 12% YoY ] Bad debts: 0.14%; Inventory:0.12%
@ ROCE/ROE @
[ 5% YoY (Ex-Impairment 15% YoY) ] ROCE: 16.5%; ROE: 13.7%

Freecashfiow (L)) Netoebtofquity

Rs.732 crs ( 0.1 ]




PROFESSIONALLY MANAGED... !‘Redington

Raj Shankar
Managing Director

A ARLUE

P S Neogi SV Krishnan Ramesh Natarajan J K Senapati, E H Kasturi Dr. R. Arunachalam SV Rao
Chief CFO & Whole Joint COO & Chief  joint COO, India Rangan CEO, ProConnect CEO, Ensure
Development & Time Director Sales Officer, India MD, ProConnect Logistics, India Services, India
Strategy Officer Logistics, India
@ 3 m & &
Aloysius Jeetendra Rawad Ayash, B Ramkumar Jim Mathew S Chidambaram Sriram S Sethuraman Serkan Celik,
Fernandes Berry, Sr Vice €00, Gulf Sr. Vice Sr. Vice Ganeshan Sr. Vice President, ~ CEO, Arena,
President, Sr Vice President, President, President, Director & Chief  Ensure Services, MEA Turkey
IT Volume, President, Mobility, Mobility, Supply Chain Financial Officer,
Africa IT Volume, Middle East Africa Management, MEA

Middle East MEA




..BOARD LED COMPANY B Redington

Independent Directors

CHAIRMAN

::2:‘65;':“;::";;2 V. S Harihgran Keith WF Bradley B Ramaratnam Anita P Belani
Polic 8£StraFt)e Ex. Vice President, Ex.President, Professional Sr Business & Human Capital
IIMyB | 8Y Hewl'ett—Packard, Ingram Micro, Director Leader, Operating Partner
» Bengaluru Singapore North America (Gaja Capital)
Executive Directors Non-Executive Directors
i\
LR )
Raj Shankar S V Krishnan Tu, Shu-Chyuan Chen, Yi-Ju Udai Dhawan
Managing Whole time General Manager Senior Manager — Managing Director,
Director Director Business Finance Planning & Standard Chartered
Development Management Private Equity, India
Synnex Tech, Taiwan Synnex Tech, Taiwan

73




MARQUEE INVESTOR BASE

Synnex Fidelity
Mauritius e
Lid, 24.2%
herct PDavTALT
LI
Standard )
Chartered K Ficelity
Foreign Private
Institutional Equity, 15.8% ’\ Dimension
Investors & L) xts.unmg!

FPIs, 33.7%
l\ NORGES BANK

BLACKROCK

ijedington

HDFC Mutual Fund

Fidelity Management & Research
(FMR)

Franklin Templeton Investments
ICICIPru Life Insurance

Fidelity International
Dimensional Fund Advisors
Norges Bank

BlackRock Inc



RETURNS TO SHAREHOLDERS

BOOK VALUE/SHARE
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Note: Special dividend declared in FY17, to commemorate 10 years of listin

!jRedington
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RETURNS TO SHAREHOLDERS !jRedington

5 year Since listing
Shareholders 10 year Shareholders Buyback to the
’ returns Shareholders ’ returns tune of
56% returns 202% Rs.139 crs

134%




ADVANTAGEAREDINGTON !jRedington

Net Debt to Equity

5 yr Avg ROE

5 yr Avg WC days e a 9 G

1 4 3 2

>
Global Comp 2 Global Comp 3 77

5 yr Rev CAGR

Redington Global Comp 1




TRENDS IN DISTRIBUTION LANDSCAPE !‘Redington

ol I =
“Products” to Ability to From “Supply From “Own” to From “Traditional  From ")Non:lking Capital
“Products + interpret & Chain” to “Supply “Collaborative” biz biz” to “Digital driven .to Int(.ellectual
s:c;v:;ss utilize “Data” Network” Platform biz” Capital” driven

—ﬁmﬁ i,

oduct

S1ISe’
¥

I . Cash
Debtors @ Creditors

Inventory

Enhanced

ROCE Expansion Relevance

Expansion



KEY BUSINESS

IT Enterprise Logistics

GROWTH DRIVERS GROWTH DRIVERS

¢ Govt spends

¢ Corporate Capex

* Value for ‘Solutioning’
¢ Cyber Security
INITIATIVES

¢ Inherent Industry
demand for 3PL

INITIATIVES
* Project based approach * M&A for scaling
* Building Solutions quickly

Capabilities
* Investment into people
TARGETED OUTCOME

* Investments into
people & tech
TARGETED OUTCOME

Revenue &
Earnings growth

Margin
expansion

> ¥ @

¢ Post GST streamlining

SEGMENTS DRIVING GROWTH

Cloud Servicgs

GROWTH DRIVERS

* Cloud adoption
picking up
* Leverage distribution
relationships
INITIATIVES
* M&A for scaling
quickly
* Investments into
people & tech
TARGETED OUTCOME

Margin & ROCE
expansion

!j Redington

Mobility

» @

GROWTH DRIVERS

* Smartphone
penetration levels
* Addition of brands

INITIATIVES

¢ Building Digital
Platform for driving
cost efficiencies

TARGETED OUTCOME

Margin & ROCE
expansion




ANALYST MEET 2019 TAKEAWAYS

!jRedington

eContinue to grow faster than the industry

eQuality of Earnings to improve — Earnings growth faster than Revenue growth

eServices to contribute ~20% of PAT by 2022

eStrategic acquisitions to propel growth

*ROCE to improve by ~3% by 2022

*To become fully digitalized company by 2022
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