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LIC: Staggering
under dominance

The IPO-bound state-owned insurer appears to be ill-equipped
to handle the new dynamics of the insurance market
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SUBHOMOY BHATTACHARIEE
New Delhi, 15 February

he risks emerging for
T LIC, from which the

government plans to
sell 5 per cent of its stake, are
that its strengths do not
address the expanding
opportunities in the Indian
insurance sector. The brand
LIC may have been recog-
nised as the third strongest
and the 10th most valuable
global insurance brand in
2021 by Brand Finance but
millennials, the biggest buy-
ers of insurance, are looking
elsewhere. A reading of the
draft red herring prospectus
(DRHP) of India’s largest life
insurance company with a
market share of 64.1 per cent
gross written premium
(GWP) is, therefore, some-
what worrying.

LIC is a vast employer of
agents — 1.34 million — and
is the largest asset manager
in India with36.8 trillion as
of March 31, 2021. The man-
agement bandwidth needed
to administer this vast net-
work is impinging on LIC’s
core business of selling life
insurance cover profitably.
Of every individual life cover
sold in India in the past five
years, LIC accounted for
only 50 per cent from 56 per
cent in 2016. Even among
the products sold, it is the
single-premium policies
where LIC is the boss. In oth-
er words, those who pay pre-
miums annually prefer the
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BUSINESS OF LIFE INSURERS

(Allfiguresin %)

Company  New business | Individual Product|Channel mix
premium | customer mix| —individual
(FYn-Fy21) (businessin |(participating*) agents

NBP (FY22)

LIC 7.8 25.7 60.9 93.8

SBI Life 10.5 62.9 34.9 27.7

HDFC Life 17.4 48.4 28 12.3

ICICI Prudential 5.2 61.2 35.2 4.7

Max Life 12.7 88.9 59.8 26.2

Bajaj Allianz 6.2 40.2 36.6 41.6

*means policy holders get variable bonus Source: LICDRHP

ASSETS OF LIFE INSURERS HYF22

Company Assetsunder | Netprofit | Networth | Solvency
management | (% billion) | (% billion) ratio

(% billion)

LIC 39.5 14.3 78.2 1.83

SBI Life 2.4 | 4.7 | 109.1] 2.12

HDFCLIfe 1.9 5.8 89.2 1.9

ICICI Prudential 1.8 | 2.6 |  87.6] 2

Max Life 1 1.4 29.7  2.11

Bajaj Allianz 0.74 | 1.9 [ 110.7] 6.26

Source: LICDRHP

which offer easy to use digi-
tal channels.

Given the hugely asym-
metric shape of the Indian
life insurance business, LIC
needs to grow fast to offer
more insurance cover to the
expanding Indian middle
class. But it is the companies
next in line that are reading
the growth story better, as
the DRHP itself points out.
This will not help, however,
since the LIC straddles the
Indian market as a giant.
Nowhere in the top seven
markets globally is the dif-
ference in market share
between the largest and the
second largest life insurer as

a GWP of 8 per cent, Bajaj
Allianz and HDFC Life come
even lower (see table 1).

LIC identifies the prob-
lems well in its DRHP but
what the markets will watch
is how nimble it is with the
solutions. As of now the indi-
cations are not encouraging.
For instance, since the com-
pany was busy restructuring
itself for the IPO, it was
unable to respond to a
mandatory order from the
insurance regulator during
the Covid crisis to furnish a
business continuity plan to
manage processes, transac-
tions, reporting and cus-
tomer services. LIC was the
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respond. The lesson is clear.
The company has problems
pivoting rapidly to respond
to crises or opportunities.

Of LIC’s huge agency
population, bigger than the
combined agency force of all
other life insurers, only two-
thirds had sold even one pol-
icy in FY21. Of course, it was
a Covid-wrecked year, but
the problems are not short
term. A Crisil research report
commissioned for the DRHP
notes, LIC’s average ticket
size for new business poli-
cieswas326,892in FY21. The
median number for its top
five competitors was more
than three times larger at
%96,619. LIC depends on its
agents to sell 94 per cent of
its policies, and to keep them
interested it can only touch
the digital opportunities
sparingly. Despite the army
of agents, LIC’s share of new
business premium from
individuals has slipped
below 50 per cent in FY21
and for the half year of FY22
it is just 44 per cent. And
those customers are not
sticking long term with it.
The persistency ratio, a
measure of how long indi-
viduals hold on to an insur-
ance policy, shows SBI Life
as the industry leader, fol-
lowed by ICICI Prudential.
LIC is in third position.

Yet the company contin-
ues to keep faith with its
agent channel for securing
business. In the DRHP it
argues that only individual

sonal connection with the
customers. “They can pro-
vide hand holding to these
customers, make them
understand the various
advantages of the policies
and differences amongst
various products...it
becomes important for
insurers to have trained indi-
vidual agents to assist cus-
tomers while selecting any
policy.” It makes most mon-
ey from the group premium
business where it accounts
for 81 per cent of the market
and agents hardly count.
The result is between FY16
and FY21while private insur-
ers’ business grew at an
18 per cent CAGR, LIC grew
at halfthe rate, at 9 per cent.

Post-listing, LIC will also
have to turn attention to
milking its assets well. For
comparison, LIC’s total
assets (debt plus equity) as
of September 30, 2021, is
more than 3.3 times higher
than the total of all private
life insurers in India. The
next largest company, SBI
Life, has assets under man-
agement of 2.4 trillion. LIC’s
total investments in listed
equity had a market value of
approximately I8 trillion,
which represented around
4 per cent of the total market
capitalisation of the National
Stock Exchange as on March
31, 2021. But these share-
holdings are the result of the
government’s penchant for
treating LIC as a prop for
falling markets, a practice
that will need to be pared
down once the state insurer
is listed.

But despite those mam-
moth sizes, LIC’s net worth
for the half year ended
September 2022 at ¥78.2 bil-
lion ranks it only fifth in the
league of insurers (see table
2). The relative differences
will make the company less
attractive to investors. Irdai
rules also say of the surplus
generated by an insurer it
has to allocate approximate-
ly 10 per cent to sharehold-
ers’ account. The other five
in the list did so, but LIC has
transferred only 5 per cent
to the shareholders’ account
in FY21. If it had done more,
the net worth would have
eroded further. There are
some other key ratios like
value of new business mar-
gin that analysts use to
understand the industry,
which cannot be calculated
for LIC because it has just
been reorganised. Those
available, like solvency ratio,
puts LIC in the back bench
among the top six.

Despite those caveats, it
would be too much to say
that LIC is in trouble. There
is no doubt, however, the
IPO has come at just the
right time for it to take some
very hard decisions on its
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“‘Wewanttodouble

India’s contribution
toSAPby 2025’

German software giant SAP has set an ambitious target to make its cloud business a €22 billion revenue unit and take
global revenues to €36 billion by 2025. The company has also said that for 2022, its cloud business will grow by 23-26 per
cent. KULMEET BAWA, president and managing director for SAP Indian Subcontinent, wants to double India's contribution
to the 2025 target that the company has laid out. In an interview with Shivani Shinde, he talks about how the India unit

has performed, and its contribution to both top line and innovation. Edited excerpts:

In2020, the company
decidedto pivotand
embrace the cloud
structure in totality. What
hasthat meant for India?

I think it was October 2020
when we actually made that
shift and we holistically piv-
oted to cloud. The impact
can be seen in our perform-
ance. We recently announced our quarter numbers
and it has been about consistent outperformance.
We overperformed on almost every single metric
across the globe. We've accelerated our cloud growth
in 2021 massively with a call out for 2022 saying that
we would grow by 23 to 26 per cent. We launched
Rise with SAP in January 2021. We saw a phenomenal

KULMEET BAWA

President and MD
for SAP Indian
Subcontinent

1,200-1,300 companies moving on to our ERP cloud.

I think the strategy we put into place is resonating
very well with our customers.

Indialed from the front in this entire transition
to cloud. Clearly, the most stellar performance in
our history was the year 2021. We were one of the
largest contributors to the number of customers
that adopted Rise with SAP and moved to cloud.
Some of the largest enterprises like Mahindra, HCL
and Bajaj Electricals, and internet companies like
Ola Electric chose us for their digitalisation road
map. From an India perspective, three of the four
quarters we grew at triple digits, which is massive.

...howbigis the India business now?

We are definitely closer to the 13,000 customer mark
today. Almost 80 per cent of our business is the mid-
market and the rest would be enterprises. More imp-
ortantly, we completed 25 years in India and have
grown to 14,000 people here, between SAP labs and
our delivery centres. We have got a massive footprint,
the second largest for SAP outside of Germany.

SAP has said that 2022 will be a growth year. How is
Indiaplaced in this and what is the contribution
expected out of the country?
One, we will continue to build India as one of the
fastest growing strategic markets, in addition to fur-
ther diving deep into our investments in India, such
as leveraging the innovation hub. Globally, SAP has
said that by 2025 we expect our cloud revenue to be
more than €22 billion, and our total revenues would
be around €36 billion. Simply put, India needs to
continue to be a significant contributor to this goal
and we want to double our contribution by 2025.
Two, our nation-building initiatives also need to
double down in India. SAP has been here for 25 years
now. Our customers in India contribute to more than
60 per cent of its GDP. Almost 10,000 small and
medium enterprises, 50 million consumers of gas
and electricity today are supported through our solu-
tions. Eight out of the 10 cars that you see on the
road are manufactured by companies that are run-
ning SAP. We want to further this by working closely
with the start-up ecosystem. We also want to create
an early talent bedrock for SAP globally.

How crucialis the start-up opportunity in India?

It’s a market that we have not focused on enough so
far, but we have doubled down as part of our strategy
to focus on internet companies, unicorns and digital
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up a business unit to look into this. We are seeing
some good early wins. A few months back we laun-
ched a project called “Nakshatra”, which was espe-
cially for the digital natives to help them scale faster.
But we also want to co-innovate with the start-ups.

The pandemichasimpacted two segments of every
business severely, the HR and the sales team, both
people-oriented. How did the SAP sales team pivot
toacompletely cloud selling environment?

I think it was largely a cultural and a mindset shift
rather than a tech shift. In the on-premises world,
we could go and sell a few million-euro implemen-
tation deal to a customer, and it would own the
licences. And then there are services that customers
go ahead and implement, which would take six
months or one year. In the cloud world, it is all about
subscription, annualised recurring revenue and
renewals. The reason why I call this a cultural shift
is because now the teams needed to be clear about
focusing on the customer. It is no more just about
selling stuff. It’s about us selling right. When did the
customers go live? Once they’ve gone live then starts
the whole adoption and consumption layer. Are cus-
tomers choosing what we’ve sold? Are they even
consuming it to the best, and are the best practices
being deployed? Have we got the right partner in
the right services? I use this terminology from my
past (ex-army officer) that it’s no longer about “fire
and forget”. Second was a renewed focus on renewals.
This was another shift we brought into the way we
were approaching business. It is no more about just
selling. How much are we renewing, what’s my leaky
bucket? Do I have a leaky bucket?

Focus on renewals is important as it gives us an
opportunity to upsell and cross-sell because in the
cloud world, it’s not about what you sold. It’s about
canIgetarebound tomorrow. We are doubling down
on this. We've announced Cloud Success Services
Organisation that focuses on customer lifetime value.
Itis a game changer. What we have done is combine
our entire services organisation with our customer
success organisation (post-sales). This has been a

private sector companies, starkasinIndia.SBILifehas only large life insurer notto agents can establish a per- business plans. natives separately. Eight to 10 months back, we set  massive consolidation setup, and it’s still early days.
Best View Infracon Limited
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EXTRACT OF UN-AUDITED FINANCIAL RESULTS FOR THE QUARTER ENDED 31 DECEMBER,(::Z]: — Regd Ofﬁce No 44, KHB Industnal Area, Yelahanka NeW TOWI’], Bengaluru - 560 106
Quarter | yorr oo Phone: +91-80-41436000 Fax: +91-80-41436005 Email: investors@centumelectronics.com
sr. particulars ended Website : www.centumelectronics.com
No. 31.12.2021 | 31.03.2021
Unaudited | Audited Extract of the Unaudited Consolidated Financial Results for the Third Quarter and Nine months ended 31% December, 2021
1 | Total Income from Operations 252.89 1,217.20 . s
2 Net Profit/(Loss) for the period (before Tax,Exceptional and/or Extraordinary (728.36) (1,606.65) (RS in MI"IOHS)
items) _ : : : Sl Particular Quarter ended | Nine Months Ended|  Quarter ended Year ended
3 il;l:r;Fs’)roflt/(loss) for the period before Tax(after Exceptional and/or Extraordinary (728.36) (1,606.65) No. articulars 31_12_2.021 31_12_2.021 311 2_2020 31_03_2021
4 | Net Profit/(Loss) for the period after Tax (after Exceptional and/or Extraordinary | (72836) | (1,737.91) (Unaudited) (Unaudited) (Unaudited) (Audited)
items) 1 | Total Income from Operations 2,026.07 5,523.48 2,178.07 8,232.21
5 | Total Comprehensive Income for the period [Comprising Profit /(Loss) for the (728.36) (1,737.91) 3 . :
Period (after Tax) and Other Comprehensive Income (after Tax)] 2 Ne(tj/Proélt/ (Lo§§) for.the period (before Tax, Exceptional 41.49 (52.49) 98.88 194.29
6 | Paid- up Equity Share Capital (Face value of ¥ 10 per Equity Share) 500.10 500.10 anaror .xtraor inary ltems) . .
7 | Reserves (excluding Revaluation Reserve ) (713861) | (5838.35) 3 | Net Profit / (Loss) for the period before tax (after Exceptional 41.49 (499.00) 98.88 194.29
8 | Securities Premium Account - - and/or Extraordlnary |tems)
9 | Net Worth (6,63851) (5,338.25) 4 | Net Profit / (Loss) for the period after tax (after Exceptional
10 | Paid up Debt Capital /Outstanding Debt N/A N/A and/or Extraordma'ry items) . 35.16 (470.96) 78.52 120.39
11 | Outstanding Redeemable Preference Shares N/A N/A 5 [Tgtal CqmpreF@erfl?l/V(eLlncgrPe 'icr)]r the peJI?dﬁ tax) and
12 | Debt Equity Rati 24770 25028 omprising Profit / (Loss) for the period (after tax) an
e v — —_ : @4770) | @5228) Other Comprehensive Income (after tax)] 4181 (454.33) 77.35 13.77
arnings/(Loss) per Equity Share (for Continuing and Discontinued Operations) ; )
(not annualised except for year end) 6 | Equity Share Capital (Face value of Rs. 10 per share) 128.85
1. Basic ) (14.56) 34.75) 7 | Reserves (excluding Revaluation Reserve) as shown in
2. Diluted ]) (14.56) (34.75) the Audited Balance Sheet of the previous year 2,101.99
14 | Capital Redemption Reserve N/A N/A 8 | Earnings Per Share (of Rs.10/- each)
15 | Debenture Redemption Reserve NIL NIL (for continuing and discontinuing operations)
16 | Debt Service Coverage Ratio - - (a) Bgasic . 2.72 (24.40) 5.94 13.31
17 | Interest Service Coverage Ratio - - (b) Diluted : 2.72 (24.40) 5.93 13.30
18 | Current Ratio 0.40 0.20
19 | Long Term Debt to Working Capital (6.31) (4.21) Notes: . . ) . ) u .
20 | Bad Debts to Account Receivable Ratio N/A N/A 1. Brief of unaudited Standalone Financial Results for the third quarter and nine months ended 31” December, 2021 is as foIIc.)ws.:.
21 | Current Liability Ratio 0.16 0.18 (Rs in Millions)
22 | Total Debts to Total Assets 074 074 Particul Quarter ended | Nine Months Ended Quarter ended Year ended
23 | Debtors Tumover N/A N/A articuiars 31-12-2021 31-12-2021 31122020 31-03-2021
;‘5‘ g‘ve“‘s“y T:ArmYe(r/) E;i E;i (Unaudited) (Unaudited) (Unaudited) (Audited)
perating Margin(%,
26 | Net Profit Margin(%) (2.88) (143) Net Sales/ Income from Operations 860.81 2,311.79 1,060.37 4,283.87
Notes: Profit Before Tax 4515 (35.61) 99.03 331.25
1 The above un-audited financial results for the quarter ended 31st December, 2021 have been reviewed by the Audit Profit After Tax 32.04 (2629) 73.26 239.79
Committee aqd have been approved by thelBoard of Qirectors'at their meeting held on 14th February, 2022. The
_ : T ) . € unaudite andalone and Consolidated financial results have been reviewed by the Audit Commitee in their Meeting held on
2 Thesbove oo et of e et Tt of n-avied il et ot qurer enced 315t December 2. The unaudited Standalone and Consolidated financial results have been reviewed by the Audit Commitee in their Meeting held
2021 filed with Bombay Stock Exchange Limited (BSE) pursuant to Regulation 52 of SEBI (Listing Obligations and 13 February, 2022and approved by the Board of Directors of the Company attheir Meetlng heldon 14 February, 2022.
Disclosure Requirements) Regulations, 2015. The full format of the same is available on the website of Stock Exchange 3. Th b fthe d led f ¢ ded dited S dal qc lid dE IR its filed hth
(www.bseindia.com) and on the Company's website (www.eldecogroup.com). . e above is an extract of the detailed format of quarter ended unaudited Standalone and Consolidated Financial Results filed with the
3 The disclosures pertinent to other line items referred under Regulation 52(4) of SEBI(Listing Obligations and Stock Exchanges under Regulation 33 of the SEBI (Listing Obligations and Disclosure Requirements) Regulations, 2015. The full
Disclosurs Requirements) Regulations, 2015, have been made to the respective Stock Exchange and can be accessed format of the quarter ended Standalone and Consolidated financial results are available on the websites of the stock exchanges
4 The Company has availed relaxation provided by SEBI vide its Circular No. SEBI/HO/DDHS/CIR/2021/0000000637 www.nseindia.com, www.bseindia.com and on the Company's website www.centumelectronics.com.
dated 5th October, 2021 and not shown the column for the corresponding quarter ended 31st December, 2020 in
the financial results. For CENTUM ELECTRONICS LIMITED
For Best View Infracon Limited Sa/-
Anil Kumar Dhasn‘:,/; Place : Bengaluru Apparao V Mallavarapu
Date: 14.02.2022 Director Date : February 14, 2022 Chairman & Managing Director
Place: New Delhi DIN: 03060128
o® 00 oo o090 o® 00 oo oo



WG © S0 16, 2022

30303 95D WOLV— FBTIT WS e, AReSOBeDTE

TOTY ToPRe0T, WeF: T1,792 BRck BT’

2)905° 9IEIZ 3. UIcDTR 0T

25053083 :303E

dorigRd: NgteIn [gle3)
ToFrase0n, IHTD 0TI
% 1,792 dpes [R3T B
SRETHTT) SN 3ABND
TJoIRNTE Q0T IRTT
WS Q. AeeRiBeno
T

DGR BoTEIO
FONYRT  TORIS 0302,
Sozeder  IJR 080T
OB|®D,  THT  TeFEe0s
IXTT WROFS ITZT 3
930 BemeIIT  ZedTWOI3
41,778 0081 =0BI03RNT.
QTP BOZH MAVE SEETT
3 709.99 Zpess QNG
TRTBSNT” HOTT.

09,0350003> &80T reoks:

WO BOTPEE LVRYF-
DONTY, JBeesFs AWeFIIT

ORWT 080D  OIFE
2R0T° Seerded),33.
RDOBSe BBYTIHT0-
Ry ReE  [REN.
05N 26 QTier33T
BATYRY, 200  ATWer3To00N
s iee) T8ER0BTI.

BT ARBROTOR FHZT
B0 FFS 640 ROHS
QETH  IEILAMETW DO
QTOATIT.

B8 Q0T WTYLST 0B
3%, I Zowom Je 15
osndiemd, RZRT <23
SEICMEW.  2014-15003
2018-198 ©9=3000=3R O
g5 T03eers  IBIDN.

28oneeDd: X 1,554 Boess BT,
T00HATOS IBF) TEI SMOFEITH WTRLTTE
SNTH 8¢ MOTL TogE8e0T, LR,0F° 9T
.005308 7 9530, 20HISNG), 0need
INT S0 BHS IR, T9,00705¢3T Beees’s
00T OMYeTT TRTTEILON0.

72 IRET B.0008F WO,
30ex)e0FHe B0 6.508, ISNCT.
WORAT 2300 ATEEBTo0NT (A.8)
OPTOND, FONYTIT BHeS F0IRHES
9Q° 2. 383 0930 BREEFET HORTOTBATT.
,0I05e3T0 &TRLL0N), BTde 18T=T1 4.8

0 WTHAH WL I,
T3PS ST, Fen:O

e33RCH

‘ZPOETS 230, BATIOE DHZ03

23053083 :303¢

Bdonde :
‘283 A°
D), R © o
I eIk R o)
IBLS neeed
&0B  ZpDeF
Q3RD  Tene
Fpder BNRIT® DTOTAT’
ROT 230NLRTV TSEOT FOFT
T3 G FTR ST T8O .2
TONG" e3T8ee2ATT.

310 T  1130%
SBONS FaR 01 EMTT
233 FIRBTRT T, ‘Tivees
B INHS HPDeION Tone
T80T T3, ZewSe 182,
OTRTITR  [IozRNT I
RO ABATT 20HTHT.

‘[dew  wwes .o
TR, [V Tone
8, 1 Be3moh BISTOBY-
TR, TR BNR)RY. &3 ded
TRBIRBOZ B 208703

donoon®

250600 €9Z3E D2V 183

ES 018 BFTLTE W0HBTNTE [deL BNEES® E.OF'.
FTTER’ IO 2508060 Beed IMTT 9,000000303, €238
FOZTRNE. BNERED® TT BEEOT 23 IOV, WTT 25T
SBATHET T,0300D, 9T eFen IOTD ZpDeTOT
BoLRRTZ ALRT. BNOLT Z5ITBONY, F.183, SN0TRBT.

eDT3eR. w3028, WOWOTTe308
T8O BNQET BT .TNTTE
9,037000508, o
nensd IBOT. ©TT B3R
SeettieI. evddend, 2.gmen
RHQES BRMGBTRTIR. B8T3,
Ep% a3, o NT? 8% 21 &N
BERETT Q0Te 89278,

‘%o 23w303 (02 506)
SBRETTBR &N TG,
TWRTH)  WBDEROD [T
T0TT TERHZONY, BRI
00 Jpehith. B oy
(2023 307) &sBREITR BRI
Reen3, HON IR
BWHITT T I
83,

‘woe” QG BRONE
B3R FRegoens ZpdeIm,
TjEOT  Jwewd TR, FOI
FHWETT. IR0N  *FNL
TBEOTRY,  WWTD DT,
FseoTHE O BDHORIFT
IOFT  ABEBTORONTY
VBEFN OBPF SPRERY LI’
Q0TR TONTE BeLTT.

‘neosd S[ed 40 Tanwd
00QTIBOTH FedezH
BeH3TT. =30
03RTY?  WHOREE  00HRY?
XRETMATT), 38080
WDIPAMEE  Fony Tk
BB, BRPOEIT ST
D2des)” 0Te 8920,

DIV DD IADN 23901

BonErt): BTITTY SeiBes®

T0T  TWmOD =KD
ReIAIALTA OTFTSTEEY

BT Noe (50) WA
01 ORTRT BFTNR), ARF,
383 SBHF03 WA T
383 eon wNeon, wIoH

DD FIOTRNT.
TFSE0T %38,
Bee3onE, B1BT  BBees

30008 [RF,  [INTE
TR T, FESW TOFA

25053088 T3OBE

R0830IN NB TWROK I
&8, 3YATT.

‘TRORDT  NOET®  WHL
‘2023ReTON’ 830N BT IB-
DET[H. F. 700 WTRF,
8UE TBIFO  BRTLWIN,
QedT 39080° B3, TRBL3),
QWOOT  NOeF  Bemen
MRONRROBTT.  ITFH
T03C F©, WRT 309 &39030°
0T, w0B, Fum IYE
SEDER0R 20T A0

8.030°.3)0: CosIRMRBERNT T e
TSV MRT  S0RHeY  Tesok
WEITE,
DTITBON AN
BB O zm:sﬁ WRBOTT03
TEed =Teom, Reed WP I0IT
B.Q.ITRIOT TP 90N A3e®

WRIRE,
23 TN,

0TS

(PN BRTITRENT’
Q0T DRD BITS $YZTNT.
‘2.2.83.0 TR0 BFNYRY
NEATT, TD 088 BTTIE-
BT IRVF[RT T, NOe”
OITH INTH GBI WA,
ODBLOPNTL. TOF) VT,
0N TBIHFIPNTITH. T
00T, TFTLRT), DO 0TIV
Ny 288 IBILD F00GTe,
3p9eT0n ABerTS dersedesy’
Q0T BITE &MGITNT.

SBDT.

W03TY TWERS® AFRTY
THETNTTH 08, TRBETTT

T, 2R STWeBATITH.

‘s8I 239,08° T3 F0NTT
F0TY 2,876 TONYR), ALBRTT. T8 WV
$08 31,544.43 Eoees. BT X 892.85
Bees Ldeen® eSndr T AeEUNG’
0T BT QT WABITHE TBDY BRTO
TBTED TDLRNI), T BIDS03 0% 3B

% 892 210888 0T030, O 27§, e3ATET
BT 0.8 WEHZONL) ToBT WSO,
WORATIT. 0.8 TT DR TRRBR,E° &.T3-
RBITRO® THTINTT.

Ny IBr, IBT KBNS BOB
BRHE TOWBEHWOZ &ES-

S0pT0ONR
QOTT.

DORE, onT: WIR),
QVOLRMBEI), LI THT)
TogE8e0T, ITTO 2,08 Y
98T IXTT 231,08° %31} Ve

TRWITNT

INB3eD 0T H0TedeD
M BHATI.

‘QROD o*o;éraews
D),  WOND  WIEFOND

THEOOT T, FFFT
oIRWe  AeFT  Friegen
TWFAY Q0T AT
3923300

Ty e Pxewr
IXTO00Y X 295 Boess BT
TZOIRNE. TO [ Jnd
Be3edmoson e HITED
3R RRYLRNG’ Q0TT.

) - R, ' Y

Sonepd sns [ ]

U7 L5398 Bore BF)NYD) B ST WoBr AewTIH

BUEREFNIR), BRESE SROBBRB0Z e37dd TS 53 TSHPeLTE
BRRCA0DCRT® NRH* FBRTO 79,08 TFALYTON BdN B33
8003000 VAT ST FOONFHT &3eW BERTR

—B2e3 W

0°8 9% 33 0T

BoNRTy:  WTTGE  BFNEY
Fe DTWe TN0IRN IER-
30, BEONIT AR T8
8z00er OIRE BY, dTTTY,
R0z Z0HONE 2093 Z5O-
Me3 NS,

3053 SemT WORE: 104 8.2 F70TT B8 B
LTRSS WCONTY MO TN
= % 2.57 6/0083 IPOT BN° &)

230nRTY: [ITB I, ToTIES BN ST DT,
BIOIDELITE SSNOTIROATI RREIOBR)T T LRI,
T3 BFTEANYD R 2.57 B0088 SFPOT BT, &y SPHTIT.
2323PR0T BY, 802 BRHET TRETTH ,28e00170T
YT BLNYR), WOLTLINT. 9TO0T R 1.36 Eoees PR
BB 23 BRBLINT’ 0T 2RDEIT) BedITH.
¥ 1.21 3pe83 SPOT (P Boric® &y : 9RR000 BFTLHEO
1.21 3888 SFPOR (FF° BNT° &3 SPESNT. ‘TFTED

3053088 :303E

bATolg = 1clo VHINE 1 ok AT A
Seed® 23eongd Mooz 202883),
TNTS 2V, FOTONINT
FPIEITL 3BT, 104 .23
900 TR0 M0 &) BIRTT.

‘IMTS, Moz FNTET
0B HREBT SURTTR), WOHI
Grlitng ROT PRI
e

‘BOTONINTT LVTIRF/R0-
WOD Mooz w87 [g0de-
NR™, [T, TAD 5T
SBITNB), @3 ML
INHT IENY w1 SN0
BJZ08 3 WNOTHTOIURN-
3 Q0TR $9RTIT.
20D BWed W@ Be®:

0023: A2
AL AT ATA)

B0nERT): Tow) VTS IB
o0 F0HR), B0e053Ed FRELD
%40 TOT ©023E, Seed Q)
B30 B08x I5 WAT =B
0I3T FHEBTT ITST 0
NY 3T00T QW0FBT 328eDOD
QTR RIS P50 ANT
TYE(23D) 20T DYTT.
BonERT) eVST SIVRSR
DPDRTYTY  ICHWL
T QUBTVET  FOFWIY
Reeonstd IntdemEo WA
©0BE, Beld QT ©0-

TRoeTN g IBR
WORITINT 0T D
QTONY 89T,

WaBReEs® weord® Bodg
Mo0%5

‘IBeeNY SOFROT INTE,
BeATY  Meoze 08T, W,
BIEE ©23750N3), 0D TN
A0 B28eD [T 03T 28e)
STORB TBAM, eITReAND
2ABTT’ Q0T BeJTT.
‘25oBedees® T3 TNZT
23e0ndgd Mooz 00PN,
AT e ‘W00, 2300
F0Z odl 020N SDNTE
2B0HLRN), A0TR 3QATIT.

|z =2

FPOTTY 2ABNHT BTe,

BIERBTIN B, 2500

201 B&8 Aed T, Horee 2onEedn BP 8083 SRTVET
Torte 3923, TWTF 0D ROF TSI STRLANYR), 2009
INTS, BESTLNT” Q0T FROETTH SQATITH.

‘TBFCT BIND  ITeS
3SRTABL0RIR.” DOT.
WR[RT: ‘N0 JNB BT
T2 2303 T FpDeRT 0TE, 50

R TRYF 0T I X 60
AT DTIIPT  FHRLAITT
Q0T GUIT  NWAT B
QN0T Toesew) 8QITT.

FpAeas Boees BT T3 sTRCHINY BeYT
002500 TU°D 239230 3G BOD3

oneRd: INTE Z023eT ATi-
oMY YRRDET R0
YY) [RRWET  LWTReRTR
TOBIODIY 93.0e3:M0
FRDeITH 205TT.

‘2ABOTIT® B T, T2, 209
3. =O0R X 20 ©F IFPOT
230 R0 B [RENS’
AOT) FPOEF RN Bed:.

WD WON® WwNIPORT
TOB8, ERLAT 0T FII) ST
FTBoDD ore [ETHT F[00-
HTORFL.  oNd BV,
FROeTT), WONEONS[INYY
BRTTH HER) BTRITTH.

32};0° BRBRTE Fea3d &
230MLRT): ERecaRBIOLS TN 39,8008 T0XRITG
(36) 2020TZT), 8RS JPBRNG), B5 F0LOT Fe%3
3TFHRIT® (27) Q020BIRY, FROLIT) WOPHATT.

‘BB ROTITT’, Z0RITD HF e, BRI
EREOVH0L FTEE, FTFHIRTT® 33, FFNTIZ)TD
3RBOVOT RRTUNT Q0T 23pOeTTI BeLTTN.

‘BPDeIT Hoeed Fer 8ed
YLD, ANUTY RE30NYY,
BOOINGTIT. &9 230,830MYTY X 1
TOTE, 2D T30,7500NEN =T
3TITY’ DOTR ROMY 892

‘BREEINT ToB  [YQ0H

AMOTY 29830 BYZT 21§
TRT) TRDLRND), 2B T
00 TOEELON STWR, eIBReANY),
200HTRNE. RN Zordaes,
T3 LE30MYR), &) BRTSNE.
Q0TI SRONY) DTV,

‘Worngpdy I/MNT  Tone
CORNT BIH  BOSA
Y, 8T UTWG 3T, TN,
IRBORY, DB PeTEI0D-
© 3R TBIDB) Q0T RAD
ZpOexTH BeQwTn.

DM DIY):
3900 e33%3,

230TILRTH: ‘T T30 F0200E T
g1t 3N 6 orty = 8ed-
ER0BTO0T IR0DTTY  OF
T TOD QORI BB TY,
[INBBEORT), BTMOLiTY,
TRONE) FFTE TDUNT.
‘DR S, 0D BIV03R0TTY
T8 F03eeT 28038 TV [
AT, I  Jegw  Ted
307 VoMY  83mIn
30EmNTRT.” Q0T BeTTL.
‘TOBET TOBREH, U280
®OY B03xTeN BOI [PWY
090, TOD WRTRY, 3 IRETY
0T SOT[IPNTITH.  STH
30NY SOTHLE TV 9e301 ord
JeNB),. BT3B, =M FFH 0
2005 B00SAOTS ¥,
‘TTORTY, TOR) BTT 09
3003WTIR  BTTNTIR.
RN Al Eapieplevi it alewr)
03T, MY, TeDOIRN),
9333, 288318 3 063 4R0ET
D08, I WITHI), OTOOT
TV RROTEROBTTY’ L0TR
392300
T T, TY: ‘T8 F0ZReT
o7 QWY Aeesdwes
B8 Beond  EeencTD.
AW IOWIE B[O BWIFT,
IREA0RT),  BRBRONY
T [y,  AETW Q0T
ZpOeITH BeQwTn.
= 8€03,08T300%
B3, WHITL JIXN
¥mew. [VoLS  wIZD
Y,  Dmmed eI’
QOTRN T8 BITL TAIRA
T, OTOHUNT. WY,
TOeORMeN BN Todee-
MooHE, 3WHITNT’ Q0TR
32T,

Boe3sds caejfg‘\’)gs e9QEIBS

(CIN): L85110KA1993PLC013869 Seeomoon3 Beded: S0.44 B.e38.29. &mo0s0 BKed,
obemos ngsjaae, eJordned - 560 106.

Bredeeed: +91-80-41436000 sagse: +91-80-41436005

3-abeess: investors@centumelectronics.com - sex*;ea®: www.centumelectronics.com

313e BB0200°% 20218 Bedye géaba&a D) 2020 dorY IR BeIrieond wTd3edS

& CENTUM

a;agri:a@&cs BEOTOAN PeISOTNIY wogg o ¥rT04]

(ds. Soeodrerive)

FR0E TR FOA. DD R, SEOORITIT WESHNY FHYAT 206 BT FFBFHTD 27m05¢ Sndieod | wowd) Sorie wIor | 3;anted dedreod | Ddcd Sedrinod
B WETBNYY 608, 2, B0 = : Sosriood =0 :
207 STETINTY, BROH 03), D ‘QeT) FTWTX) PRV 20 FRGFNE IWZIRNE. @ EpYss 3 | a=dne v S———— v S————— P ————— prrprE————
0YE QedMoN HTTRIGTIT. T8 wQTONYW Tone eTHoss 2 BZeTILN ITF, . F0TON, 2w o. (05080e83) (050B0e83) (wx0B0e83) (£080e03)
‘WEDBTFTODRPER0F IR ATIT, TODTW) 2300 TR epWUR  S[HAVOT NeT)  ATTD  BRBLD
20N RETH FRGIURIHIF. DD FOLOEKITNG.  ToMN, IR ZTIT SYSH 50m0MmD SH 1. | dskc@monon wow sy @dand 2,026.07 5,523.48 2,178.07 8,232.21
TC0TOZ RWEDT  QEHN0E B B0eD TN TOITW IO FBE 37, T, RN SREFT) B0 2 2@"’ Ugﬂfdg‘ﬁd));mﬁc;é@g?fgiim 4149 (52.49) 98.88 194.29
Ee3 0N Qe TOR, TNIT WRN  STON VRS ToMR 630 FROE O BRTBHENHOOT SO moans ® B/ oFm0 Do D)
L 5 ZPOeEs 3. | a9 oo / (I7) @B Soriad @woes, 4149 (499.00) 98.88 194.29
o , 8733, HETRY, TEd 9 IPBIRORTEES S0t Fde oBFs,  03B. z;:wi G e (s DG Thsl | wgms osex D)
d08), OLORIT), ER050°FROTE,  AT0X FOTODETYN TeIT. FTFPIA, DOT FIE T FRM- 4. | age oo / (3%) w0 Soriad, (TS 35.16 (470.96) 78.52 120.39
3600001 So833eToNd’ 0T ‘TRTIY TN, WENB Tone T Q0 DDR0S BRTRNT) HBA TRR DR / wPTe HBew BE B0I3)
FQe0d AET0R SN0, BRDTTL. DZFNTON TRe3 2TTHRAM), e WOTJeNT® BeLT. 5. | Fompwe Y ©BGOH emead 41.81 (454.33) 77.35 113.77
) [:8r}R0BDE ©egl / (3F) (3oriad JoI3)
‘DDA’ B0 2300CTIND: OB Dorke FIT by wweod
4 . (S6riodh Bos3)]
359 SCDTIS 5_35 6. | Seges stec> ooy 128.85
(B 233 de.10 TS Redrd)
BoNERT: ‘VNN0 Tene ToN0er F0TINE 7. | averton (@Rcbzess vegen FpdBzaL) 2,101.99
303 099 VW DONTN TRNBT TRTFTNTD 0O JReW TOREeDT WSy eIy
J - 238€00%) Qedd W3 HENE0TS Ted THT TOBRIET, fﬁei&d’mé .
; ) A s [ FOQTRY, Ao, Tor pHeTT 20HATRT. & ?ﬂéasae?:drz;:ig éaxilz'cfasgibmmﬁ
: S E b 2R T agmzz“ 0o (38), mmmmﬁcﬁ Horie 553(‘&@9&'&?@5&5 °
: ) 3 2
. “ S ODRT T’ Fe3d (34), WDHeF® T3 (21) ®) BeRs: 2.72 (24.40) 5.94 13.31
L. L T R oot TOme MOMITISF TRSRE  WORIT. ) dyngias: 2.72 (24.40) 593 13.30
F0RE AWITOT MPE ST 80T 1500d BB HodF Sroed OFeedn £3FOReT TR VST TIOIY IFO -
TR, 3.2.300QC0TBRIT; FoFT 9030l 9PTD FwBr0w;  JOTANYRY, IAABR0T) BRI &3 DI - :
S 2 ) ) Q) ed 3 -y 3 9,
AatotsBen,m BeRalad w0l Aerds 2.5, Cesiootst wpRas 37" 20T RO ZeQTT. 1. z}f; BBoao® 20213 Bredse 3@ D) w023 $orY WBRM Bedrieod Fdesmor WB0RLeHI BT aiese-o::rhj j;ji
330 FIoT ATersT @.L0BT® RS BT JOFE D, woRtegong Ao IIHCEE0RT (0h. Seoberres)
D23 @%ﬁ %.QF\S‘.MSF, %Yo Jewor @q&i 93(‘033, 3&)3}@ 3BReNY DI 5%:}3@ 5‘)5 TonRe 2133356?;6562 Fn e o)) gdm&ﬁé Besirieod &0833_2 3oy oxk §ém&vﬁ§ Bedriecd aiaiﬁj Belrieod
30 - ® WORTELRNT’ Q0T TPDETT) BeLTTH. Bedrieod
CHRTRIO AZT.
e ‘TRNBT SREFNYE esBeeaned Iz edn 31 @Joayo® 2021 31 @Joao® 2021 31 BFoTE 2020 31 @oeesse 2021
5230 BOEFON IDTE0 DY v 0050, swaver oo, 3n03we, (eiou0en3) (e0u0e33) (esdned (oo
e - o y YessE ma;m%w@eog Derics w0t _g):%) ABERBOR0E wor AgY aues / HIERS 860.81 2,311.79 1,060.37 4,283.87
& & 3 ’ > ) 30r30d o33 32.04 26.29 73.26 239.79
&), FaRosceT aREEe  edeen SmRm 3008 wos | QM NOSE 4 % ° (26.29)
Do, 9T T3eBTW BWHEE TNE  Jedd SPSTRTR. 2. Be Bews ©BOBReHI FIeBoR DY) WENTPRIR BEoTodT BevBo0BriER, FOBIOH SBBOBRREFET FW 8ok 133e PFay®d, 2022
; : =2 =2 R 2 P 2 Hep=0.
hBLOD  WMER. B ROIRREATE EA.F00 030%5.23000G0° VIY Sorb Bs Sedobey BOBeesdry Borle ATer B Somyain 14 FaE6, 2022 Borb FEE Balobe wTELBIT.
BFDY  IoUP0F IPBWIIT  FPIRC' [RIWR, WIRW  BIWINE: G T,HFOBI0D AT FOHTBEE 3. e e 3;a03E Ao ©BORHS Fdesmon DI wyBLE BT BrFss FeT0dr Fo8F dRBTND, 20150 Fes
©TRENT 331 NS TOIess  TT'E Q0P 1,800 H00H T3, WORIOTO" S0IE (86) (Beg Boedh BPBBI R BHToRRYDHNT wrigHth) dabaR@enY dobaesy 33 Sod TgEe wsteeEt iy @R BPBIBNG.
T VITOY, QO FOITW  SeT” FTFE BRORTT BT W[ FONYETT AGFT0ITT. B 0088 Bonrieord Fesmnd R stedss Sy Brzess Buweosrith TgEe oFteeon’s BovTody Www.nseindia.com,
&.2.3TR0T 16 BedrTh. BINEFTOT), QOO VTN Y=o T3, @, Torie VYT www.bseindia.com a3 S, om0k eree zeratigy WwW.centumelectronics.com e>a3sda.

Doz, BOZEDD BT FINE
30 Iom@ ongedd evss
TeIT ToMR RIS ITZ0H
TBO3ReNTS SonEetd 28D
R0e0T320008 58378 ZEBOMON
PNORT  BODTIN  BE-

3,33,8¢0% TOeg SBIMTT.
Fo000e VTIR)TO BFTed), 8388
NI ATHON eor IBET I5
OF Tone Do, IBFC 32 OF
%edmO8 2.8, X7 OF WRTH
28839, 323, L3OIDF HOTT.

BOT. BT W03,FAHAN),

SINTT =08 0TS JTReDITNTI
Q0T BHOWT FWOTIY) B
Qet3i. 19720€) T9,03Ee300N 30303 B

g :Bonded

3
L30T, OB, TOTR, FOTLRDH e HH) Be08: Beyd 14, 2022

AR, T9,00006¢300N B0NEFITEOATRT.

Boe3xds ad%&)a: EIBS B30

WTRTR® D TYBTT
oREd DY) ATEBT Acec BT

D& /-




	1
	BS 16.02.2022
	PV 16.02.2022

		2022-02-16T10:40:52+0530
	NAGARAJ K.V.




