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Moderator:

Mukesh Dhruve:

Pramod Khera:

Repro India Limited
October 31, 2018

l.adies and gentlemen. good day and welecome 1o the Repro fndia linuted Q2 and H]
Eaming Conterence Call. As a reminder all panicipant lines will be in the Jisten-only mode.
and there will be an opportunity for you 1o ask questions alter the preseniation concludes
Should you nced assistance during this conference. please signal an operator by pressing
“*¥* then “0” on your touchione tefephone. Please note that this conlerence 1s bemg
recorded. 1 now hand the conference over 1o Mr. Mukesh Dhruve. 1 hank sou and over 1o

you Sir!

Good cvening cverybody. | welcome you back to this Repra Concall. | will hand over to
Mr. I’ramod 10 take you through the presentation and then wall look forward to answering

your questions. | now hand over 10 Mr. Prammod,

Thanks Mukesh. Good evening everybody. This is Pramod Khera here. This time as we had
mentioned in the previous call. we have uploaded the preseniation on our webstie: | hope
vou had a chance 1o look at it. [ will just run through the presentation once and then we can

have question and answers.

As vou are awarc, this is the Q2 for this linancial year for Repro. which 1s also end of the
first half so we are doing Q2 as well as HI review. this ne. We have shilted our now
lacility in Bhiwandi and it is fully opcrational now and in the presemtation in the second

slide gives a snapshot of what facility would look afier 1t is fully completed and branded.

Going 10 the next slide. this 1alks about the key strategies that we had 1alked about at the
beginning of the year. so at the beginning of the year we had said that during the year we
will be focusing 10 grow c-retail business. which has moved from a Q4 concept and wanied
10 create a platform for exponennial growth. The focus would be on content acquisition and
aggregation and intervening the reach ta various channcls. As far as the publishing service
is concerned the print business focus would be again continuing the working with the right

customers and maimly MNCs. domestic and global.

The financial consolidation and reduction of expenses that locus again continues throughout

he year so with these objectives and re-strategics where are we i the end ol first half ol
linancial year. The next side we taiks about ceretarl, Some ot few are regular on this
conference call would recollect that during the year 2015-2016, we actually lad the
foundation for the business and April 2017 ai the end o year 2017 we swere at i run nste of
Rs.1.S Crores per month then end of 2017-2018. which 1s April 2048, se ¢loched Rs. 72
Crores per month and the end of first half’ of the custent year that is October sincy today
October 31, 2018 our estimated run rate is around Rs 12 Crores per imonth so like we have

heen saying we have not been growing. swe have been growing month-on-month and now
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the platform has been created and we should see good growth coming 1n the coming quarter

also. So this as far as Repro 13ooks On Demand is concerned.,

)l you look at the financial performance 1 think the key hightieht s that debt has reduced
and has come down 10 1wo digits from a peak of Rs.236 Crores which was March 2017, it s
down (0 Rs.98.24 Crores that is 8% reduction in fact over the last year that means if you
look at Q2 of last ycar 2017, it is down from Rs.158 to Rs 298.24 Crores s thut brings our
total debt equity ratio down to 0.43 and if we just look at long-term debt equey ratio that is
at 0.19 so this is linancially quite a healthy position for us 1o be in and this aflows us to
open up investments in people. tecbnology and also in expanding the Repre books 1n
demand business by investing in the two upcoming demand facilities that we hasve been

talking about on¢ in Dclhi and one is Bengaluru,

Moving onto the next slide again. October month on average we sold around 12000 books
per day that is run ratc. which has given us around Rs.12 Crore¢s worth ol revenucs for the
full month. Bhiwandi facility fully opcrational now and we have started working on D¢lhi
tacility. We arc in the process of finalizing the premises and machines have been ordered
Soby end of this financial ycar Dethi should be operational and immediatels afler that next

quarter Bengaluru also should be up and running.

Al current level of Rs.12 Crores per month, we are able 10 meet all our operaimg expenses
so that is again something positive thotgh our focus remains more on topline ar this stage to
gain as much of market share as we can without really focusing too much on the toltomline
we want 1o grow the business in the next 6. 12. 18 nonths and capture a large market share
of the online books retail business currently. Thosc are channel that we are working with
and you arc aware that market itself is growing quite well. The books market is growing
and online books market is also growing much faster than thiat and we want 10 have a

sizcable market share in that space so that is our focus in the coming months

We have a very strong relationship with Amnazon cumently we arc puttiag a similur son of’
relationship in place for Flipkart and Paytm is very cheap 1o work with us so these are three
channels though we are sclling on seven chansiels. three channel that we are locusing on
currently. As far as print business is cancerned. which is publishing seevices we are offermg
them value added services right from prim 10 pnnt en dimand content and fulfiliment. This
is leading to better predictability of the business, better realization as swe can have seen the
results, our EBITDA margin from this business are healthy und geevrating good positive
cash flow for the company. Rapples continues in those 13 odd school that running in whech
is students were quite satisfied and teachers aiso and a1 then operating tevel we are breaking

even there (00 month-on-niontis.
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Next two or three slides 1alk about the concepr of end ol $3o0ks On Demand business
Those of you who are regular participants in this conferenee calt would be aware of this and
just like 10 hightight here 1wo to three things. one as next slidle savs. we are creating
disruption in the age old books industry and the puhlishers are hking it because now
producing book afler selling the book and which [eads 0 @ mode! where there s not much
working capital which is gettmg blocked m inventorics and stocks ete.. so this is also
through the technology platform. the publishers are abie 10 reach leaders globally. one of
course they are seiling in India. but also with the platforin that global connect platfosm that
Ingram has created they are able to requested books into difterent markets globally too so
reaching the right books to reader whether they want. whenever they want that so
positioning thal we have and that is what we are really talking to all our publishers and

adding more and more publisher in the plattorm,

‘The next slide 1alks about the benetits 1o the publishers whether 1t is tarecastimg and
whether it is investments. these are all nullified. There are ng inventory. zero mventon.
zero fixed cosl. zero warchousing cost, zero returns ot stocks ftom the markel. zero loss in

sales and zero obsolesce and so it is quite an attractive proposition for the publishers

Initially once we start working with tor the two tiles, they have realized henelit they are
genting and then they keep adding more and more titles come [fom the catalogue. So that is
the way we have been grewing in the domnestic markel. So while India’s book markel
currently is growing around 19% 10 20% and over a peried of 1wo 10 five years expected (o

touch around $i2 billion.

Online books markct is also growmg. current market is v alueat anywhere bejween Rs. 1200
1o Rs.1500 Crores and our estimate that it should 1ouch Rx 8000 Crores on book market
which is $12 billion. which is around 10% so 10% of the books we are seemg will get sold
online where it you laok at US more than 30% books have been sold onbine so that is o very
conservative estimate and | am quite confident that the Indian hooks market would reach
that level and swe have tied-ups with Ingram. with Amazon. ) lipkart. Payvim which | talkel
about and also we have most of the large publishers on the board like muluinationals ol
Pengum, Oxtord, Harper. tlacheite. and Camhridge plus also signiticamts Indian ones like
Rupa publications, Disha and Arihant. and everyday on daily basss we adding more
publishers on board so this is the proposition that we are going 1nto domestic puhlishers
with and 1 is creating some sort of a disruption tn the exiting way of their working and 1t is

a positive disruption that they' are liking.

Coming 10 the financial highlights quarter-onquarter il you see compared 10 the same

<uarter of previous vear, there is a good growth of 42% so we have clocked the revenue of
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Ashwin H:
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almost a 100 Crores. Rs.99.25 Croses to be exact, P is Rs.d4 34 Crores. PAT 1s Rs 538
Crores and these figun: were 2.33 Crores and 2.54 Crores respectively i the same quarter
of previous year. The deblors have come down 10 Rs.76.68 Crores. which 1s a signilicant
achicvement and which is less than 90 davs ol business because our debtors have come
down to healthy collection and debt also has produced to less than Rs.100 Crores. Naturalty
financial cost also hus come down to Rs.2,18 Crores which vsed 1o be Rsd4.25 Crones

doubled that same quaner of previous year.

Looking forward for Q3 we have a healthy opening order book ol Rs 73 Crores and the nest
quarter looks to be on a good track. If you compare this halt with the previous halt’ Rs. 140
Crores gomg up to Rs.196 Crores topline. PBT growing from Rs.4.55 Crores 1o Rx.8 34
Crores and PAT doubling from Rs.5 Crores to Rs.10.71 Crores und obviously the interest

cost of down from Rs.8 Crores 1o Rs.5.15 Crores

‘These arc the highlights for the performance in the first half campared the same period in

the previous year.

The last slide in the presentation gives consolidaied results for Repra India Limited and
highlights 1 have already’ discussed and | am sure you have gone through this results and 1f
you have any questions, please put them up right now and will be pleascd o answer those

Thank you very much,

Thank vou Sir. Ladies and gentlemen we will now begm the question and answer session

The first question is from the line of Ashwin H tfrom A & S Inwestments, Please go ahead.

Thanks for the opportunity and congrats on a good quarter | NIy [first question was very
simply actually if you can talk a hitle bit about your cusrent capacity and utilization and

what that would be by end of the yuas by way of new capacity addition®!

As | have been 1alking in the past in the forum with expansion in capacity that we are doing
at Bhiwandi in Mumbai and two plants that are going to come up m Delhi and m Bengaluru,
we should have capacity 10 do 40000 books per day on a nne hook model Now we are also
doing onc book and we are also printing some hooks in advance imd Keeping them in stock
where we are seeing good visibility an the sense so lar that different cupacity has been used
from the digital printing machines and that capactty s currently asound 20000 books per

day in Mumbai and we will adding ssmalar capacity i Delhi also so that is where we are

Currently you have 20080 books per day not on ¢ne book per duay mode! but on vther mode!

do { understand you right?
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Repro India Limited
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That is on the preprint modet yes.

Preprint model you currently have 20000 books per day. but you do not hiwe any capavity

on one book mode! is that right?
On one book mode] we have the Mumbai plant. which is up and amnimng
With a Capacity of?

Currently the capacity there is around 6000 booxs per day. which has heen enhanced 10
12000 books per day

Got it and that will go to 40000 books per day once you have the Bengaluru and other new

facility is that right?
Onc book will g0 10 20000 books per day and preprint will go 10000 hooks pre day

Preprint will go to 40000 book per day okay and currentls what capacity utilization arc vou

running at roughly on a monthly basis let say October?
Utilization is around 60%.

60% okay and the next question is 1 um attending this concall afier almost a year it has been
really long since | wn attending the fast one. last weck we talked t do not think there was
much competition. i{ave you scen any increase competition with the people tning to copy

or model in the recent past or what is the competitive scenario looking like now”

There arc lots of sellers for sending anline and cusrent people wha are selling online. they
are picking up books from the market and they wre selling it from the publishers directly so
they have inventory. They keep inventory with them and they sell. but there is nobody whe

has model of print on demand.

Of print on demand and do you sce anyone trying 1o conte up and copy your madel on thys

aspect?
I am surc there would be somebody coming in, but currently we do not see anyhody

Final question | think the debt reduction has been great and wendertul right | mean how do

you see that involving over the next year and year-gnd-s-half”
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The thing is that we are investing in our new facilitics and as | huve been saying in the past
for this investment we need around Rs.2$ Crotes 10 Rs.30 Crores. which we are also
expecting inlusion of funds Irom warrants that we issued fast year of cquivaient amount so
that will not be required and working capital also same for the nuw business is nugatn ¢
working capital and we arc not really growing the old business, the print business we will
not require much limits on the working capital also. Now beyond this i sou want ta go and
expand then there would be requirement for funds and that time we will see whether we

want 10 raise more debt or not

Okay at this point you are saying the debt level will sort he maintained if' | understand sou

right? Or is therc a chance of it going down?
Yes.

Maintained and when you say warrant converted | mean are you witking about the
preferential shares, which are alloited to Kedia Investments and Malabar investments or is

there somcthing else?

fhat is what I am 1aking about.

Okay and those will be converted is that right?

1 mean as lor the tenins, it will be converted afier 12 months ar biefore 18 months
Okay so you will be using funds from that source 1o fund you arc expansion?
Correct.

Thank you so much Sir. Very helpiul ail the best for the nexi tew quarter, Thank you.

‘Thank you. The next question is Irom the line of Ankit Gupta from Bamboo Capital. Pleasc

go ahcad.

Good evening Sir. My question was more rebiuted tram the cost perspective this guarters
number versus last quarter. is not that gross margins have expanded by almost 600 basis
points while because of increase in other cxpenses. there has not been any signsficant
improvement in EBITDDA margins on Q-0-Q if we fook at the [Books on 1)emand has seen

preity descent growth even on Q-0-Q so just wanted to undersiand the cost staucture?
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Repro India Limited
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Like | mentioned over Books On Demand business. we are morg or {ess breaking you at an
operating level whereas the publisher services business is giving us EBYTDA margins now
that is remaining steady. That is not prowing. We are not growing thit  business
significantly. The business which is growing i1s Books on [Dxmand business so as the topline
and the resulls we arc published up consolidated for both the businesses together: Girowth in
toplinc is having more trom Repro Books on DDemand and 5o il you take the contribution as

a percentage front topline obviously will be shrinkage?

Yes there is shrinkage. Sir but [ am comparing on Q-0-Q busis, Q-0-Q other expenses has
shot up from Rs.22.57 Crorcs to Rs.28.57 Crores shile our Books On Demand conirnibution

has incrcased it we look at the monthiy run rate that we have?

No revenues have increased. Expenses vou are atking about other expenses those also

come in fromthe Books on Demand business.

Sir similar question on that line so going ahcad with contribution of Books on Demand
increasing in our overall revenues how do you see the margins panming oul over the next
ew years. It us say 1 am not even talking about the next two quarters and | am talking
about let us say in Y2020 and 2021 so how do you sce margus pannimg out tn the overall

company?

Like ! mentioned in my presemation carlier. our focus for the next 12 1o 18 months 18 to
grow the business and 10 capture large market share and our focus i1s noi gomg 1o be on the
bottomline more on the topline so that we have significant market share before compenition
comes in, Once we achieve the scale and we have signilicamt scale then we naturally caster
to get better healthy bottomline so the publishing serviees business wilt continue giving us
the margins that w.¢are seeing and may be could be some improverent over there. hut the
lopline growth that we have scen from Books On Demand will net eeally add much te the

bottomline of the company tor the next few quarers.

Okay and let us say over the Jonger tern do we expect margin of Repro Books ¢)n Demand
and ] am not 1alking about let us say 12 10 18 months fet us say even in 1F'Y2021-2022 do
you think the margins of 13ooks on Demand segment can be nline with we are seeing for

publishing business?
Definitely ves.

Okay if we can be wmore than that or it will he around 10%. 2% kind of levels tha
EBITDA?
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These arc carly days, but definitely they would be quite healthy
Thank you Sir

Thank you. The next question is from the line ol Kumar Saurabh. an Investor Please go
ahcad.

Congratulations on a good sct of numbers Sir. 1 have few questions one question this
subsidiary Repro innovative Digiprint what 1s thc business manages and there was
approximalely Rs.5 Crores of investment and not much revenues coming out o it. can you

throw some light on tha?

Repro Digiprint was our 100% subsidiary in Chennai from where we are doing niaximum
business is coming because of the subsidiary, but the operatmg cfficivncies were not
making sensc to continue with that subsidiary manuiiaciuring in Chennar so we have
stopped those operations because the ¢apavity is very limited and alt the prist capaciy has
been shified to into Surat now. So that subsidiary which used 10 be just give vutsourcing
unit has been completely stopped and if you notice in the lust linanciul year we have also
scitled with everybody. all the workers which were there. which in terms of numhers about
89 so they have also been paid oft last tinancial year and that unit has been closed down so
there are no opcrations happening in Repro Digi subsidiary: however. second subsidiary
which is what Pramod is taking ahout Repro KnowledgeCast. which rovenue 100%

subsidiary Repro Indis Limited.

The other question if | understand Q2 1FY2018 in books online vwwe met Rs 7 Crores of last
PBT level, which has come down 10 Rs.1 Crores like we are almost break ¢ven and 1n nest
two (o three quarters you will be going with Dethi and the Bengaluru facilities so do you
sce any spike in agam losses getting wersen from here or like we will he more lihe on the

same break cven level considesing what you commenied on the [ecus on the tophine?

Offsciting level definitely we shoutd be able 10 keep break even, Jtis also a question ol how
fast you want to grow and while the invesiments m the iwe tacilisies are nature of the capes
if we want to have a larger market share would grow much. much faster. We may choose 1o
invest in marketing. in people cte.. if that happens obviously the operating imargmms contd
come under strain. but currently the way we are progressing | think 1t operating we should

be ablc 1o maintain breakeven level.
Sir one cxtending guestion let us say we gain market share, but ket us suv one vear down ihe

linc for a customer who is ordering book. docs it matter tromn whom he is ordering so how

that retention of the market share will happen [ inean just want to understand?
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[t is morc of retention of the publishers and thcir content with us. Sce we are created content
depository and we are olfcring a whole range of services 1o the publishers wherein we are
trying up them for a lang-term so that is where that would give some edge over anybody
coming 1n the future it will be very diflicult for them ta shill from us 10 somebody clse with
all the content that is lying with us and value added service that we are oftering m additon

10 selling the books,

Sir onc last question are you sec lot of spike in the paper prives and that also gets refiected
1o some extent und cost of material sold so what s your vicw on that paper prices and o

you see some Kind of impact happening on future quarier resultsy

Paper prices you are right have gone up and | mean swe do not take a view on paper prices
because for us is a partial cost, publishers are aware of 11, publishers also know that the
prices have gone up and they are willing 10 give the additional cost to us when the prices

increase

With a lag you will be able 10 pass 1 to the consumer and that shoutd not impact much?
Lag in maximum a quarter

Thank vou Sir. For the remaining question | will come back in the duvue. I'hank you

Thank you. The next qucstion is lrom the line of Dhwaml Desar from lurtal: Capital

Please go ahcad.

Good afternoon P'ramod. | have 1wo questions so first is on the pubbishing busmess [ think
we have again scale back our margins to around 15.5%. 16% leiel. which we used 10 enjos
it was before 2015-2016, s0 how sustamable ure these margins going torsard and it tlerms
of trajectory at this Rs.240 Crores to Rs.250 Crores hind of searly run rate is what we

should have in mind in tor pudblishing business?

Margins are sustainable because currently sow we have o fixed capacity and we have now
cntered into good lung-lerm contracts with Jarge multinationals and last publishers so we
should be able to maintain those several margins in the publishing services business. As tar
as growing business is concerned. no we are not going any ¢apacity, but there could be
some growth coming in when we pick up orders and value added services to the publishers
refated to the contem and fultillment and print on demand. That 18 where the growth could

come .,
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Okay and my sccond guestion is more on with respect to that c-retail pant Bouks On
Demand. 1 wanted to understand the unit economies as to let us say if average selling price
aur book is Rs.300-odd and then what is the kind of contribution murgin that comes o us
and then what kind of cost that seis below the gross margin levels. it you can elaborate thiat

andthat would be very helpfut?

As far as margins are concerned it varies with the type of the book that we produce and the
scgment hook belongs to like academic, or trade or test so the wontribution varies {from as
fow as 2% as to as high as 30% for the international books also s0 a1t is huge vartstion and so
we have our fixed overhieads. which we try to cover up and hike | said thit we able to cover
up during this quaricr and going forward. which scale our overhead able 10 grow i the sume
pace at which topline is going and thai should add to the bottomline after whatever

investments are required for growth
Sir when you say overheads it is only the overheuads, which you swill see befow the gross
margin levels all the cost related to the shipping and logisiics and printing und everything s

factored in the contribution level margins?

Yes cost of goads.

Thanks. That was very helpfil.

Thank you. 'The next question is Iron the line of Shreya Shah from Maitree Financial.

Please go ahead.

Sir my query was regarding there is Repro POD business do publishers have their contemt

only with Repra or with themselves or some other printes 10607

In lact Indian publishers many of them do not have digital content so they require a lot ol
help and support o convert their content of digital content, which we provide them and il
we do that then obviously the content resides with us and nobody else. hut 1t i not
exclusively arrangemem unless swe are paying for the content conversions sa they are free 10
give to everybody but that what § said was we are oftering a full range ot services nght
from ofisct printing te Print on Pemand to fulfttlment 10 e-books 10 disirtbution cte.. and
there are no other player right now in the country who can ofter that so there is a huge ¢
disincentives for them to shilt away tromn us however. they can obviously give theis content

to somebody else also.
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Sir 1 would like to know what is the cost difference may be an percentage terms between
printmg say about 300 page multicolour book on demand or may be 100 numbers or 10000

number?

It is difficult to answer your question offered like this, hecause there are lot of variables
involved in terms of tvpe ol paper and binding and w hether 1t is four colout. twa colour or
single colour but as a thumb rule you can say that digital printing is more expensive than

offset printing but for after printing vou need to print at Jeast (000 10 1500 copics

Correct so but can vou give me if it was like-to-like one book and may be 1000 baoks so

what would be per book cost differentiation?

Again like | said at this stage without the specs [ am not able to give you but it could bhe

may be half the cost, It could be in that range.
‘Thank you Sir.

I'hank you. The next question is trom the line af Amit lain an Individual [nvestor Please go

ahead.

My question s regarding our K-12 vertical. so just wanted to understand any target may

have set for this yeas?
K12 means...
School book business.

Right now we arc rctailing those hooks and we ire selting those books on Amazon. I°hpkan
ctc. but in a small wuy because that market is more texibooks oriented where once a sear
the stuttents buy based on the books. which are preseribed by the school. Now tha
academic season start normally by February. March, o currently apant lrom the retal
selling of books from K-12. the low sale which is huppening ‘online for K-12 hooks. But
going lorwar ler the next academic year, we would be looking at ticing up the schuals and

offering the kits for books supply.

If 1 remember it right on the last call you mentioned that sou are already ticing up wath
schools. so just wanted to have a sense on that number. any progress on that lrant, so |
understand that we are cusrently not selling any bundles right now. but 1t you can share any

numbers with the number of things that you have tied up already?
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We have sales 1cam on the ground which 1s approaching schools and talking to them. but
like | said since the actua} implementation will happen in February, March, the school tic-

ups will happen only December onwards.

Okay. got it. Sir my second question would be regarding invesiment in Delhi and Bengaluru
ptam so | belicve you mentioned 1hat 1otal investinent required for both the plants 1s Rs 23

Crores is that right?
Yes, Rs.25 Crores 10 Rs.30 Crores.

Rs.25 Crores to Rs.30 Crores okay got it and Sir my last questlon would be regarding any
major risks that you foresee in the near future may be one or two year time honzon, any risk

that you sce that might derail. the growith that we are secing?

I'here are always risks te any business und the biggest is ol course government pohcies. I
the government policy changed ol of a sudden and where the publishers are forced to
rework on the content or publishers conient is not accepted by the schools. colleges and in
demand for privaie publishers goes down, so thase are tvpe of risk which atways exists. but
currently at this level on the academic side. it is a stable busmess and as far as trade books
arc concerned which is a fiction and reference books that is growing and more and more all
the sales are shifting onlinc. so there is the only' risk could be 1he books going digital and <-
books. so there also we have a plaiform and we are working with Amazon on suppling them
c-books, so wc arc covered from that risk also and we are talking mio Flipkan also. because
they also want to get into e-books. so these are some other things which tome to nund

immediately,
That is it tromn my side. Thanks for the answver

Thank you. The next question is trom the line o’ Kushal Runghani from HDFC Seeurnities.

Pleasc go ahcad.

Good actions have been taken 1o reduce the recevables and inventory nianagement and also
congratulations on that front Sir. My gucstion was with respect 10 sequential comparison
When we sec other expenses Q1 10 Q2. it is shot up around Rs.é Crorcs absolute 1erm. so 1s

there any adjustment as such or it is normal?

If you take immediatcly Q! to Q2 basically vou scc export busincss has grown trom 15% 10
35% w the traditional way. So when there is growth hasically there has been freight and
forwarding charges. freight and forwarding is diagonally proportional 10 the ¢xports thi

you do. So since the export is grown s0 that has gone up and the export onders which we do
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out, we had to do some outsourcing also. 5o we had to make s¢me outsourcing cost henee
proportionally, there is a commission, shich is pavable on the expon sales. So these are the
three major rcasans for which it has gone up and if’ you 1ake the digital business. the
publisher compensation has gone up slightly as well as e-ratait chargus. As the umover
grows up. it is proportionate to the turnover. If you notice the tumover has gone up trom
Rs.27 Crores 10 Rs.33 Crorces, so actually both c-1ail channel charges as well as publishers

compensation have gonc up. so this is directly in proportion to the growth of'the business
Okay. so it is a combination of hoth rcasons we can say
That is correct.

Okay and on the digital. e-retatl when we say Rs 12 Crores per month. we have reached
revenue wise, so what is your view on that front | mean over: the next three to four, five

quarters down the line what you envisage. what kind of numbcr it may reach to?

We do not give vou a future guidance: however. from the past trend you can see the growth
that we have been showing in this business and we are guite Contident that this should be

ablc 10 show good growth in the coming quarters also and the trend shoutd continue.
Thank vou very much.

Thank you. The next question s from the line of Kumar Saurabh an Individu! Invesior

Please go ahcad.

Sir, I have one question. Recemly we are seeing the e-commeree sates 1t s piehing up a ot
even in Tier 2 and Tier 3 citics. so in terms of books and can you shed sotny light un how
has been the experience in terms of share of revenue from lier | cities vemsos rest of The

Indiaand how do you sce the demand situation there”

If you look at the books market. the hooks market per se 13 gnng around 19%a to 20% xo
that is one and sccondly more and more book buying online is happening both from Lier ).
Tier 2 and Ticr 3 cities also. So some ot the channels like Ambzon are qune strong in Tier
1, Flipkant is strong tn Ticr 2 and the channel like Paytm and ShopClues which are doing
quite well in smaller places. So the growth that we are secing on c-comunerce is much.
much higher than the growth in the books industry. so some cstimates say that could be
grewng a1 50% 10 100% online books market. Currently the online books market 15 hardly
4% of overall hooks market and in the US it is 50% so that is the scope which is there. We
expect 1t to reach at least 10% over the next 1wo to five years, these are all estimates from

various sources that we looked up the data and that 1s how we are fooking at the market
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Two more questions. One, do vou see any kind of margin préssure coming from the c-
commerce players like Amazon and Flipkan that is one and sceond a2t industry fevel s
anyvthing being done to handle piracy or are there any lcarning from desclop naton 1o

handle book piracy?

On the first question, yes obviously that is where we need scaleg [ we have scale and 1f s
are large then we can withhold any' pressure commg from channels tor inereasing thew lees
becausc they need us. It is a question of how soon we can attam the scale and become large
cnough where nobody can ignore us, otherwise it 1s always, 1n any business 11 is a game of
negotiating and how you can negotiate and who s sironger and who can negotiate better. So
to be in a beiter negotiating power, we should have one publisher behind us so that their
supporters and we have all the publishers and all the books wiath us and we have the seale
Sccond question as far as piracy 15 concerned. ycs that is a big problem in [ndia; however. it
has always been a problem in india with online channels like Amazon. Flipkan coming i,
this is coming out in the sense that it 1s coming apparem how ifeep the prablem could be.
but the good part is that visiblc to the publishers. It 15 visible 10 Amazon. Fipkast and
whenever they sce any such activity happening on the channcls. they can take acuon and
they are taking action. so hopclully going forward this will bring 1n more transparencey and
morc controls so that piracy is curbed in the countsy. Sorry just 10 udd. the models that we
have where we collect the files from the publishers and we prit on demand Now ths s
something which the consumer can be always sure thal they can get awthentie copy from us
and it is a very, very transparent sysiem that we have. Publishers also can sce how many
times they access the content. how many copies we have printed and that gives us the
comlort that yes. their books are safe and that is onc meore reason thai they want to work

with us.
‘Thank you Sir

Thank you. The next question is from the line of Vikrant Kashyap from Kedia Sccurines

Private Limited. Please go ahead.

Sir good eveming and congrals on a good sct of number My question pestains 1o exports
market. Sir can you please throw some light how exports are doing. how much revenue we

did in last quarter and what ts vou view going {orward?

Like Mukesh was mentioned in last quarter. we did total exports of Rs.35 Crores and for the
half-year, the exports have been around Rs.48 Crores, so i1 1s picking up. il is growing, Naw
the good news of course is that we are also broad-basing our expost market, we are not
focused on one country only and we arc geting business from difterent countries from

Africa. West Altica, East Africa. South Africa. so we are not putting ali out EXIM one
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basket plus, we are being very, very censenvattve in aceepting the business only where the
busincss is secured, we are taking that tvpe of business. but it is doing well now. it 1
grosing.

You scem that it is picking up in coming quirters?

The trend looks positive. so we should see some growth

We have order book of Rs.73 Crores. docs it includes expornts order or domestie?

It includcs both export and domestic

How nuich would it be, can you give a split?

I will fust give you the number.

My last question is regarding of opcrating cash flow. what is the number for this quarter and
H1?

IF you look al the EBITDA, for the current quarter 1 is Rs.21 Crores as a profit PRDIT and
intcrest of Rs.5 Crores. around Rs 6 Crores that will be the operating cash tow . And ax far
as opening order is concerned, Rs.61 Crores is from domestic and Rs 13 Crares s [tom

CNpOrts.

Okay Sir. 1 request if you can incorporate the breakup and vperating cash fows numbers in

the presentation that would be helpful for us?
Sure, we will do that.

Thank you very much and wish you best of luck.

Thank you. We have a followup question from the line of Ashwin #H trom A&N

Invesiments. Please go ahead.

Thanks again for the oppostunity. Of your Rs.12 Crores monthiy run rate. what percentage

would [ngram titles contribute?

Ingrain would be around 10% 10 13%
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Okay and is there any reason why the contribution seemi to be so low and given the amount
10 access to title visit that mtemational titles are not that popular in India or what s the
reason?

Our acquisition of title from domestic market is doing very well. We are getting right titles
and a lot of publishers coming on board. so that is growing much. much faster and
intcrmational books while we arc listing them. we have to actually generate awarencss of the
books because books were never available 1n the country. so thi is the process that we are

going through and gradually the sales keep on increasing

Okay. got it and one¢ small question. vou think your order hook s exceuted is i the Bext

quarter is that right?

Not the wholc of it, but majority of it would be executable in the nest quauter and on your
previous question on Ingram, so the international books are also expensive. So the price
varics from Rs. 1080 and going up to cven Ry.25000 whereas the Indian market 1s very, very
price sensitive. so the domestic books, the average selling price is around Rs 250

When we say 18%. 15% that is a value coniribution and not @ volume contribution

That is the value contribution. ycs.

‘That is it from my side. Thanks again for the opportunity and all the best Sir.

Thank you, The next question is from the line of Kuna! Parikh an Individual Invesior

Plcase go ahcad,
My question is how many Ingram titles have we uploaded til) npw

In the month of October we did a myjor thing. so by ¢nd of this month now we have wround

close to 3 nullion titles.
Okay, sothcre is more 8 million o grow it' | am not wrong”
Yes that is right. it could be more.

Okay. would it be fair to say that the next challenge would not be demand but acquiring

content from publishers when we increase capacity?

Page 17 of 18




;:CEPRd

Pramod Khera:

Kunal Parikh:

Pramod Khera:

Kunal Parikh:

Pramod Khera:

Kunal Parikh:

Moderutor;

Pramod Khera:

Medecrator:

Repro ndia Limited
October 31. 2018

Yes. it is a combination of one. acquiring more relevant content and secondiy slso being
present in more location. so be prevent in Delhi and Bengaluru, should ulso help grow our

sales.

Right. earlicr in concall which you give how much books have we added 10 the Books On
Demand projeet. but we have stopped givmg that. It waould help in the future because that

would give us an idea of the capacity of company 1o gel m content that way”

We can show that but like | said the number from [ngram ty pretty high and the tocus more
is right now to get the relevani content fromn the domestic publishers to grow that husiness

ageressively.

(Okay and our current focus is on market share and less on margins. but would the business
then have pricing power and compctition comes in because this is digital content which can

g0 to competitors in form of files very quickly?

1 tried 10 explain this in once of the previous questions: The sshole idea is that 1 vou hase
scale and you are able to negotiate by the terms of a publisher. to be abie to negotinte with
the channels and you can also then explore more and more channels (or pushing the sifes
apart from onlinc channels and since we are offering @ wide range of services to the
publisher and also helping them to convert their content into digital :nd plus givig them s
platform globally for selling their books through Ingram. so this pives a huge advantage

over any competitors that would come .
[ will get in the queue,

Thank you. As there are no further questions | would now like 1o hand the conference over

to the management.

Thank vou cveryhody' for participating and making the whole presentation interactive Hopy

to see you again in the next quarter. ‘Thank you

Thank you. On behalf of Repro India I.imited that concludes this conference. Thank you tar

joining us and You mity now disconnect your lines. Thank you
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