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Disclaimer

This presentation does not constitute an offer from Crompton Greaves Consumer Electricals Ltd. or any of its affiliates (“Crompton”) to any party
and the information contained herein will not form the basis of any contract. Neither Crompton nor any of their respective affiliates,
shareholders, directors, employees, agents or representatives makes any warranty or representation as to the accuracy or completeness of
the information contained herein (including statements of opinion and expectation, whether communicated in written, oral, visual or
electronic form) or as to the reasonableness of any assumptions contained herein. In particular, no representation or warranty is given as
to the achievement or reasonableness of, any information. Consequently, neither Crompton nor any of their respective affiliates, shareholders,
directors, employees, agents or advisors shall be liable for any loss or damage (direct or indirect) suffered as a result of reliance upon any
statements contained in, or any omission from this presentation and expressly disclaim any and all liability relating to or resulting from the use
of this presentation. This presentation should not be distributed or reproduced, without the express consent of Crompton. Nothing contained in
this presentation should be relied upon as a promise or representation as to the future. The information contained herein was prepared expressly
for use herein and is based on certain assumptions and management's analysis of information available at the time this presentation

was prepared. There is no representation, warranty or other assurance in this regard.



Crompton at a glance ...



Crompton: 90+ year legacy serving consumers' core electrical
needs

Established industrial and Q CGCEL spun-off to cement Diversification & investment
A1k 9 o a Q of o
leadership in consumer electricals ‘ into new growth opportunities

engineering house &y
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Launched
Setup built-in kitchen
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center
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We are an independent Board-led and professionally managed

company

° Board of Directors

Chairman & Independent Director

Independent Director

Ms. Smita Anand Mr. P. R. Ramesh

Ms. Hiroo Mirchandani

Independent Director Independent Director Independent Director Independent Director
' Audit Committee Nomination & Renumeration Committee . Stakeholders Relationship & Share Transfer Committee . CSR Committee . Risk Management Committee

. ESG Committee O Committee Chairman 4



... with business unit leaders having 125+ years of industry

experience ...

Business Unit Heads

Mr. Sachin Phartiyal

Home Electricals

Mr. Shaleen Nayak

Lighting

Mr. Anand Kumar N.

Sales & Service

Q_ Industry Experience | @ Year of Joining Crompton

Note: 1. Managing Director of Butterfly Gandhimathi Appliances Ltd.; to also have oversight of the Crompton Small Domestic Appliances business unit



... and functional leadership & expertise of 150+ years

Functional Heads

Mr. Sanjeev Agrawal Mr. Pravin Saraf Mr. Manoj Kumar

Innovation & ESG . . Manufacturing & Quality . Procurement

A
Ms. Pragya Bijalwan

Marketin

Mr. Kaleeswaran _

Finance & Transformation Human Resources

_O_ Industry Experience | ﬁ Year of Joining Crompton



We have a pan-India channel and manufacturing presence

Pan India sales footprint (incl. Butterfly): 5 manufacturing locations
4.5k+ distributors, 175k+ retailers g

® Vadodara (1) Baddi 2) o @

Ahmednagar (1)

== |
O ( )) . ﬂ—
% o . Mumbai
1 =
i' (3)

= Mfg. plants

- ® 25 Branches - = (No. of units)
. v ® 26 Warehouses @] Chennai' Innovation center
[

. J \ J/

7

1. Owned by Butterfly Gandhimathi Appliances Ltd.



We have reinforced market leadership in core categories,

and forayed into new growth categories

Home electricals

= Large domestic : : w e 1
® ppliances “ Residential & Non-residential

Market size (INR Cr)

#3-Geysers

[ R /1 R °
#3-Coolers e
Kitchen appliances } % Lighting }

~ Crompton Butterfly Crompton 4
il small domestic <G kitchen M. large kitchen z) B2B B2C
appliances appliances appliances

Market position

Market size (INR Cr)

Verne: - Industry Top 3 in New Bus
i . €W DUSINESS | | @ g vovvrrssss s
arket position \eading growth  g4th India ° *
in FY23
1. Market leader in residential pumps, limited presence in non-residential 8

Note: All numbers are as of FY23, market numbers are as per available industry data



Strong financial performance in FY23, with industry leading

EBITDA margins and strong cash generation

Consolidated financials

g@ @Nf@\J = I Q) g%

INR o INR 0
6.870 Cr 11.2% 476 Cr 15% 1.2X 7.7X

. 3 yr. revenue JCash conversion Interest

1. Revenue growth from FY20 to FY23, including Butterfly's financials 2. Cash Flow from Operations as a ratio of PAT 3. Profit Before Tax + Depreciation + Interest as a ratio of Finance Cost



Crompton: A leading consumer brand with multiple awards &
achievements

@% Fans leadership

WINNER

GOLD

‘ShentPro \

SILENCE BHI, 3
SAVINGS BHI E j
SILENC!

£ BHI SAVINGS BHI

ETBrandDisruption Gold
award for tech driven
campaign of SilentPro fans

\
-
-z
~y

red winner 2022
BLOSSOM SMART FAN

Awarded Red Dot for Product Desigr

Red Dot Winner for product design
for Blossom Smart fan

\

Innovation

iF Design Award

Creativity award in ECD for Ceiling
Lights - ‘Mood Jaisa, Lighting Waisa’

J/

y/\
A\

g?'} Brand recognition

ET Brand Equity DigiPlus award
To Crompton and our agency
partner Schbang

nnnnnnnn

“Dun & Bradstreet India’s Top 500
Companies 2022"

Corporate
governance

Best Managed Companies
award by Deloitte

Crompton

( NEXT LEADER )

Indian Corporate
Governance Scorecard

“Next Leaders” category by the
Institutional Investor Advisory
Services (liAS)

10




Poised for Crompton 2.0



Key wins & pillars of strength

Pole position Successful foray Innovation Extensive Cash flow
in the core into the kitchen  engine at scale pan-India leadership
(Fans & Pumps) segment distribution

12



Mega trends are creating tailwinds for consumer consumption

Macro-economic trends in India

-1

Increasing
urbanization

M i
' \7°
Increasing share of
women in workforce

Growing per
capita income

n
XA

Rising focus on
sustainability

Government of India initiatives

"
IT
Accelerated

electrification

O-:-O
I:la‘

Potable water
availability

Cooking gas:
Increase in coverage

e

Development of
affordable housing

13



...industry also evolving rapidly, we see multiple

opportunities for growth

o2 ® | Multi-category Klj ®  Move towards
: presence by OOEQ Besdpolke Sl :)\Q : omnichannel
: . companies ; MOAEs | & D2C sales

L L 4 L 4
s Sv?lqis:;tec:spay ~ . Shortened cycle : Continuous
C‘?'j/, premium for ﬁ : from consumer ﬁ% : disruptions
differentiated : insights to r—1 : and multiple
— : R : product launch — : new entrants?
i offerings’ H H

1. Differentiated offerings include offerings of enhanced features, convenience, sustainability 2. New entrants includes players outside of the consumer electricals industry 14



Crompton 2.0: Key tenets to drive future growth

Crompton 2.0

@ Enabled & empowered organization

Crompton 1.0

C&\ Pole position in core
-
(@\ foray into the kitchen

~
(; Innovation capability

N
pan-India distribution
N

Profitability led

)

P 8 Consumer need led innovation

Premiumization of the portfolio
Supply chain excellence (quality, cost)

@ GTM excellence (trade & alt. channel)

@ Digital enablement across the value chain

'» @ Profit led




Organization structure revamped to drive company

objectives

New organization structure

Managing Director & CEO

Business Units

Home Pumps: Kitchen ‘ New Lighting
electricals: | Residential appliances: business |
Fans & LDA & Agri SDA & initiatives

‘ Butterfly |
e Sales & service

Fmance&élnnovationg Mfg. & : Procure : Human | Digital &

Tra:irgg?}rmg & ESG i Quality i ment EMarketlng { Resources | Information

Note: Only major modifications in the org structure are highlighted;
LDA - Large Domestic Appliances; SDA - Small Domestic Appliances

Empowered
Organization

Key org. structure changes

| & | uij [ =

o=
o<~

o

&

1 BUs clustered basis common
segments

y) New BU created for strategic
initiatives

3 Sales & GTM excellence team
created under global sales head

4 Dedicated sales structure within
lighting BU

5 Centralization of manufacturing,
procurement, supply chain

6 Innovation head responsible for
leading ESG initiatives

16



Firmly embedding innovation at the center of growth agenda innovation

Innovations rolled out

Quiet Pro
Chimney

Silent Pro

l| lI Blossom Smart

Investment Innovation
(INR Cr) per annum team size

Consumer-centric

Partnerships

38

Partnering with
lITs, startups &
accelerators

17



GTM excellence

Diversification in GTM channels enabled by technology

Grow existing ®:©2© Reach @ ® Channel
channels & % expansion (Trade) @ ® engagement
Leverage new = | —. |nstitutional am Modern
channels SEDMIEES W channel e Retail

Build future ® O°o D2C & Export
ready channels @ ® Omnichannel build markets

18



Focus areas for supply chain excellence

Sustainability across
supply chain

Supply chain
excellence

Continual quality

Improvement

Operational
excellence

Manufacturing
excellence

Network strategy

19



Operational

Project Unnati to continue driving cost excellence excellence

«an Ongoing VAVE' &

48 Reinvest savings from
commercial initiatives %C)?

new areas into growth

-

p
Fans: o - .
@ Cost & j Drive I|3utterfly-Cr.<l)'mpt.on S);nergy.
@%® energy 'L w ncrease utilization o

effectiveness €9 | Butterfly manufacturing
L | assets & consolidate vendors
o Project Unnati | *
ppliances:
Pumps Enhanced Cost Excellence /
L & Lights: Wl features while Ensure consolidated spend
¥ Cost leadership sustaining 1 effectiveness across
margins trade & indirect costs

20
1. VAVE - Value Addition and Value Engineering



Digitization to improve experience and efficiency for all the

stakeholders of the organization

Digitization

Consumer Customer New Rroches Manufacturing Employees
Development

Improved digital
consumer
experience

Channel partner
connect and
engagement

Agility &
innovation in
new product
development

Agile
manufacturing
process

Enhanced
employee
engagement
with centralized
portals

Data Systems

Cloud integration

21




Fans | Consolidate leadership through portfolio Portfolio deep-dive
premiumization

FY23 Mkt. size (INR Cr) FY 18-23 Mkt. CAGR -
reater

. . Bolster GTM
‘ FY16:23 Mkt. CAGR ’ innovation & leadershi excellence

agility in new Lership :
position in for premium

i e '‘Bharat’ segment
» introductions g

Premium? Mid-Mass

1. More than INR 3k value per fan
Note: Market numbers are as per available industry data 22



Large domestic appliances | Reach, range expansion to drive Portfalio deep-dive
growth

Market statistics Continue to drive market leading growth

H-; A
4 |
FY23 Mkt. size (INR Cr) FY 18-23 Mkt. CAGR
Leverage
. Range .
. FY 18-23 Mkt. CAGR . synergy in . Further build
expansion
‘_ the home E-Commerce
~ ! : across
| electricals presence
L o 4 t segments
\« J il category
Water Heater Coolers

Note: Market numbers are as per available industry data 23



Pumps | Consolidate leadership in residential pumps, expand

agricultural pumps portfolio

FY23 Mkt. size (INR Cr)

Residential

FY 18-23 Mkt. CAGR

)
N

Agricultural

Note: Market numbers are as per available industry data

FY 18-23 Mkt. CAGR

Solar & Specialty

Residential:
Extend brand
architecture

across the
portfolio

b

W4
|

Agricultural:
GTM focus &
range
expansion

Portfolio deep-dive

Solar and
Specialty:
New product
launch

24



Post acquisition, Butterfly outperforming industry in growth

& profits with future focus on revenue synergies

Multiple initiatives taken in FY23..

Portfolio deep-dive

..to increase EBITDA by 2x in FY23

;:—_ Ownership transition completed

=8l De-risking channel mix

~% Initial cost synergies realized

2-year brand & product roadmap built

[

Plans in place to expand pan-India

1. Calculated as a weighted average for listed kitchen appliance companies

(industry flat)

Revenue growth
(FY22-23)

Industry Butterfly
performance! performance

EBITDA growth
(FY22-23)

Highest ever EBITDA
in last 5 years

25



Small domestic appliances | Focus on synergies between Portfalio deep-dive
Crompton and Butterfly

Market statistics Leverage mutual strengths to grow market position & reach

Lz ®

Enhance brand

FY23 Mkt. size (INR Cr) FY 18-23 Mkt. CAGR

. FY 18-23 Mkt. CAGR o Defin.e brand awareness & GTM Synergies
architecture . (Crompton +
kitch build-out Butterfly)
m * acrossi. itchen Kitchen y
appfiances appliances
Mixer Grinders Cooktops Pressure Cookers pOl'thllO

Note: Market numbers are as per available industry data 26



Large kitchen appliances | Foray led by differentiated product Portfolio deep-cive
offering - annual revenue run rate of INR ~60cr

Category landscape

Market statistics

= 1]
FY23 Mkt. size (INR Cr) FY 18-23 Mkt. CAGR
o FY 18-23 Mkt. CAGR = Next wave of EXpand reach
Scale up
product to next omnichannel
innovations 20 cities

A

Chimneys & Hobs Dishwasher

Note: Market numbers are as per available industry data 27



Lighting | Business transformation to drive growth

Market statistics

FY23 Mkt. size (INR Cr) FY 18-23 Mkt. CAGR

L 4

FY 18-23 Mkt. CAGR

B2C B2B

Note: Market numbers are as per available industry data

L 4

Growth led by product & execution excellence

Y
i A
Product Focused GTM
innovation & & sales
improved process
positioning enhancement

A

Range
expansion
across panels
& under
penetrated
categories

Portfolio deep-dive

28



Portfolio deep-dive

We will continue our journey of thoughtfully diversifying into

new categories

Non-exhaustive

Multiple potential plays; to be evaluated for whitespaces and synergies
-
4k Wires and Cables | 55k

Switches 8k Switch gear

L

D) L=

e I Adjacency
. 4k

Air purifier |0.8k| Water purifier | 6k | Vacuum cleaner

Core
Adjacency g o .l.i =
e Extend
Extend —
Personal grooming |2.5k AC/Washing machine | 70k 40k

29

FY22 Market (INR Cr)




ESG will continue to be a focus area for Crompton

Independent Board-led and
professionally managed company

Board-led ESG committee
Embedded sustainability
initiatives

Consistent dividend payout ratio:
40% for FY23

CSR - responsible growth

30



Priorities for next 2 quarters

Empower
and engage
people for

Crompton 2.0

Crompton &
Butterfly
synergies:

Brand
architecture

& GTM plan

ﬁ

1. Project Unnati 2. Legal merger process in progress

Roll-out
integrated
new product
introduction
process

Put Lighting
BU back on
growth path

Develop long-
term strategic
manufacturing
& supply chain
footprint

Expand cost
excellence
project’
beyond
direct costs

Legal? and

operational

integration
with Butterfly

31



Strategic tenets for a future-ready Crompton

Crompton 2.0:

Accelerated growth at healthy margins to deliver strong TSR

“=” Protect and grow .. . Transform Foray into new
h g Win in the Kitchen =S : IEE y
8 the core ) Lighting business segments
® Fans: Strengthen the core & » Small domestic appliances: P ' i E in 2-3 i
o roduct innovation & ntry in attractive
4 ®® increase share in premium W Leverage mutual strengths positioning G@ whitespaces, in line with
= . . to grow share & reach overall vision
Large domestic appliances: (& Focussed GTM & sales
=2 Market leading growth ___ Large kitchen appliances: ©©  process enhancement
Pumps: Redefine position & B Fxpand through continued 8 Range expansion across
T increase agri-footprint product differentiation panels & other segments
b Brand excellence O Operational excellence Klg GTM excellence
3 « Invest in consumer awareness, « Manufacturing, quality & cost Ooo « Continue expanding reach & diversify
E right brand positioning excellence to improve EBITDA and into channel whitespaces
» Brand architecture redefinition reinvest in growth  Follow the consumer: Omni channel
S | fered People & Organization ==| Digital and technology Consumer-centric innovation
S | T=%== . Autonomy & accountability with BU  sfsgs < Digitally powered sales function <9« Consumer needs driven Innovation
g » Improve speed to market for NPD « Improve channel and consumer « Collaborations with startups
Q « Improve employee engagement connect led by digital « Sustainability at center of NPD

32



Registered Office:

Crompton Greaves Consumer Electricals Limited,
Equinox Business Park, 1st Floor, Tower 3, LBS Marg,
Kurla (W), Mumbai - 400070, Maharashtra, India

+91 22 6167 8499

For any query, please write us at:
crompton.investorrelations@crompton.co.in

Connect with us on www.crompton.co.in

in, Q0 O

33
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Abbreviations

Abbreviation Full form Abbreviation Full form

B2B Business to Business ESG Environmental, Social, and Governance
B2C Business to Consumer ]
GSSH Group Sales and Services Head
B2G Business to Government
GM Gross Margin
BLDC Brushless Direct Current
BU Business Unit Sl Go To Market
CAGR Compound Annual Growth Rate LDA Large Domestic Appliances
Crompton Greaves Consumer Electricals MOR Modern Retail
CGCEL .
Limited
CSR Corporate Social Responsibility MTO Made To Order
D2C Direct to Consumer NPD New Product Development
Earnings Before Interest, Tax, NSM National Sales Manager
EBITDA . M
Depreciation and Amortization
) PAT Profit After Tax
ECD Electronic Consumer Durables
EHS Environment, Health and Safety SDA Small Domestic Appliances

EPS Earnings Per Share SKU Stock Keeping Unit 34
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