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Disclaimer .

The information contained in this presentation is provided by InterGlobe Aviation Limited (the “"Company”) to you solely for your reference. This document is being given solely for your
information and for your use and may not be retained by you and neither this presentation nor any part thereof may be (i) used or relied upon by any other party or for any other purpose; (ii)
copied, photocopied, duplicated or otherwise reproduced in any form or by any means; or (iii) redistributed, passed on or otherwise disseminated, to any other person without the prior written
consent of the Company. Although care has been taken to ensure that the information in this presentation is accurate, and that the opinions expressed are fair and reasonable, the information is
subject to change without notice, its accuracy is not guaranteed and has not been independently verified. No representation, warranty, guarantee or undertaking (express or implied) is made as
to, and no reliance should be placed on, the accuracy, completeness or correctness of any information, including any projections, estimates, targets and opinions, contained herein, and
accordingly, none of the Company, its advisors, representatives or any of its directors assumes any responsibility or liability for, the accuracy or completeness of, or any errors or omissions in,
any information or opinions contained herein. None of the Company, its advisors, representatives and its directors, officers, employees or affiliates nor any other person accepts any liability (in
negligence, or otherwise) whatsoever for any loss howsoever arising from any use of this presentation or its contents or otherwise arising in connection therewith.

The statements contained in this document speak only as at the date as of which they are made, and the Company expressly disclaims any obligation or undertaking to supplement, amend or
disseminate any updates or revisions to any statements contained herein to reflect any change in events, conditions or circumstances on which any such statements are based. By preparing this
presentation, none of the Company, its management, and their respective advisers undertakes any obligation to provide the recipient with access to any additional information or to update this
presentation or any additional information or to correct any inaccuracies in any such information which may become apparent. This document does not constitute or form part of and should not
be construed as an offer to sell or issue or the solicitation of an offer to buy or acquire securities of the Company or its subsidiary or affiliates in any jurisdiction or as an inducement to enter into
investment activity. No part of this document, nor the fact of its distribution, should form the basis of, or be relied on in connection with, any contract or commitment or investment decision
whatsoever. You acknowledge that you will be solely responsible for your own assessment of the market and the market position of the Company and that you will conduct your own analysis
and be solely responsible for forming your own view of the potential future performance of the business of the Company. This document is not financial, legal, tax or other product advice.

This presentation contains statements that constitute forward-looking statements which involve risks and uncertainties. These statements include descriptions regarding the intent, belief or
current expectations of the Company or its officers and information currently available with them including with respect to the consolidated results of operations and financial condition, and
future events and plans of the Company. These statements can be recognised by the use of words such as “expects”, "plans”, "will”, “"estimates”, “intends” or words of similar meaning. Such
forward-looking statements are not guarantees of future performance and involve risks and uncertainties, and actual results may differ from those in the forward-looking statements as a result of
various factors and assumptions. You are cautioned not to place undue reliance on these forward looking statements, which are based on the current view of the management of the Company on
future events. No assurance can be given that future events will occur, or that assumptions are correct. Neither the Company nor its advisors or representatives assume any responsibility to

amend, modify or revise any forward-looking statements, on the basis of any subsequent developments, information or events, or otherwise.

This presentation includes certain industry data and projections that have been obtained from industry publications and surveys. Industry publications and surveys and forecasts generally state
that the information contained therein has been obtained from sources believed to be reliable, but there is no assurance that the information is accurate or complete. Neither the Company nor
any of its advisors or representatives have independently verified any of the data from third-party sources or ascertained the underlying economic assumptions relied upon therein. All industry
data and projections contained in this presentation are based on data obtained from the sources cited and involve significant elements of subjective judgment and analysis, which may or may
not be correct. For the reasons mentioned above, you should not rely in any way on any of the projections contained in this presentation for any purpose.

The distribution of these materials in certain jurisdictions may be restricted by law and persons into whose possession these materials comes should inform themselves about and observe any
such restrictions.

This presentation and the information contained herein does not constitute or form part of any offer for sale or subscription of or solicitation or invitation of any offer to buy or subscribe for any
securities of the Company, nor should it or any part of it form the basis of, or be relied on in connection with, any contract or commitment whatsoever. This presentation is not an offer of
securities for sale in the United States. Securities may not be offered or sold in the United States absent registration or an exemption from registration.

By accessing this presentation, you accept that this disclaimer and any claims arising out of the use of the information from this presentation shall be governed by the laws of India and only the
courts in New Delhi, India, and no other courts, shall have jurisdiction over the some.



Key Strengths

Opportunities Ahead







IndiGo is built on four strong fundamentals for success

* Visionary Founders
* Strong executive team
* €ngaged, motivated front-line

staff
Network
Strength
« 52 domestic destinations, 15 Q Simple

international destinations*
* Simple, unbundled product

Product

* As of 11t February 2019
Source:
(1) Study done by SAP in 2017

High growth Indian market

One of the Llowest CASK
across industry(!



Visionary promoters, experienced management and motivated employees behind
IndiGo's success

LE X

Visionary Founders

Rahul Bhatia Rakesh Ganguwal
Promoter and Director Promoter and Director

e Skilled entrepreneur, who first spotted the opportunity ¢ Clear vision of a successful business model

e Influential in putting together a winning team * Recognized key leverage was in fleet

World Class €xecutive Team

Leadership skills:
e Complimentary skill sets
e Transformational leaders and change agents

e Combined experience over many of the large
global based carriers

e Deep expertise of Indian aviation market

= Young, energetic & dedicated staff

= Hoppy to be a part of a winning team

= Collaborative team work to handle daily operations



Indian market is underpenetrated with huge potential of growth

LE X

Low air travel penetration

Domestic Seats per Capita(!)
3.00

#3 largest aviation market(!2) in

the world

2.76
o ® & One of the Fastest growing
900 aviation markets globally
e Strong GDP CAGR® of 7.1%
1.04
1.00
e (2012-17)
0.50 049 0.41 0.39
0.10
-
USA  Malaysia Thailand Indonesia  China  Vietnam  India
=
Source:

(1) CAPA India Research (study done in 2017)

(2) RAs of 2016 in terms of domestic passenger traffic of respective countries
(3) World Bank



In this market, IndiGo stands out

IndiGo's Business Model is a Clear Winner

Market Share Based on Number of Domestic Passengers

IndiGo

49.9%
28.2%
28.1% -

15.0% Jet

15.1% 2 Rirways®
19504 / 12.9% Spicelet
10.4% 11.1% Air India®
2.8% 8.9% Gofir

4/%-7%’ Others<4>
2.9% -—\ / 3.8% Vistara
0.0%

- 0.0% Hingfisher(™
FY2009 FY2010 Y2011 Y2012 Fy2013 Y2014 FY2015 FY2016 FY2017 FY2018 YD Q3FY19
emmw|ndiGo == HKingfisher GoRir Jet Airways ARir India Ltd. Spicelet Vistara === QOthers

Source: CAPA (study done in 2017) and DGCA

(1) Kingfisher's FY09 numbers include Air Deccan. Kingfisher ceased operations in @3 FY2013
(2) Jet Airways’ numbers include Jetlite

(3) Air India’s numbers include Air India €xpress and Indian Airlines
(4) Others include Trujet, Air Pegasus, Air Costa, AirAsia India, Air Carnival, Deccan Air, Air Odisha, Alliance Air, MDLR, Paramount and Zoom Air 7



...and has developed a strong presence in top metros and non metro markets

LE X

Top .6.Metro 6€ Daily Departure Position

Cities share*

DeL 31% 1

BOM 929% 2

BLR 46% 1

HYD 51% 1 ® e

JAl
MAA 48% 1 ChL
cau 50% 1
AMD
«w @
Vor St GEDADURAI  pogiion
BOM@® PNO
HYD

AMD 39% 1 [

GOl 38% 1 GOl

PN® 38% 1 BLR °

MAA

GAU 43% ] ®

COHK 56% 1

COK
JAl 49% 1

* Based on daily departures data for Jan 2019.
Source: Internal study based on data from IATA - SRS Analyzer



We provide an unbundled, simple and well executed product

Unbundled product allows customers
to pay for their preferences @ onTime

®
Low Fares ‘ ‘ . ' '
o0
Simple and easy to understand ! e
®
O ®
XX ®
Well executed through operational O Courteous,
excellence Hassle-free
. Service



(X LN N J
LN
. L]
And are one of the Lowest Cost Carriers Globally et .
.
CASK ex Fuel123) ys¢/ask)
6.71
Asia 5.98 EMER Americas
5.49
4.95
4.63
. 3.64
2.83
2.39
B (S ) )
.g E .E .E .E
= i (o] (o) (o)
O Y Y Y
VE c c c
S B S S S
c B = = =
(Mrlilrcrwqj;?o) Inleo“ Pf;:?jﬁuc Sjaeitce ﬁirlJ:c:ys Air India(®) Ryanair Lg:rzz Pegasus Norwegian  €asylet Volaris Hls;ﬁ::s Westlet  JetBlue Southwest Azul
Source: SAP (study done in 2017)
(1) 15 largest global LCCs by ASKs and Indian carriers (AirAsia India and GoAir audited financials unavailable)
(2) Global LCCs data based on the most recent annual audited financials of respective airlines available as of Aug 2017
(3) Indian carriers data based on FY17 financials except for Air India (based on FY15)
10

(4) Rir India data represents mainline operations



IndiGo has achieved several milestones as it scaled up .

200+ Aircraft operated

Information as of 11t February 2019

# Metro airports include Delhi, Mumbai, Chennai, Kolkata, Bangalore and Hyderabad
11



Looking back...IndiGo has seen phenomenal success

Strong vision &
leadership

Cost leadership
in Industry"

€xecuted through a powerful fleet
plan

€mployee engagement has been
key

\

- —— '

Source:
(1) Study done by SAP in 2017

12






Opportunities Ahead

Improve Revenue Performance

\

1

| ]
: Communicate our Brand and Improve Processes ]
|

- I
e ,,'
_____________________________________________________________________ -

1

| ]
i Maintain and Strengthen Cost Position |
| |
e ,,'
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Revenue focus is critical as we scale up

Improve Revenue Performance

l. International

; II. Domestic Network
€xpansion

lll. Cargo and Ancillary
Grouwth

15



|. Leveraging "4 corners” strateqy to derive international performance improvement

LE X

Point to Point strategy
* Duplicates operating cost
* Relies on single city presence

"4 Corners" strateqy

* lower operating cost

* Higher revenue performance

*  Opportunity to increase frequency

SIN

lllustrative €xample

som @

SIN

16



l. International point-of-sales (POS) performance o

4 N

Build a robust sales and distribution network for the

international market

International sales

Continue to engage with existing and new

strateqy for

international OTAs

revenue growth

Create a strong SM€/Corporate product

\_ /

17



ll. We have built a strong domestic foundation... .

LE X

Metro routes Tier Il and Tier lll cities

Q0 Connected metro airports in the O Connected metro airports with Tier

first phase of growth Il and Tier lll cities in the second

hase of growth
O Built a high frequency aviation P 2

network O Strong demand for air travel in non

metro markets

Today, we have over 100 daily departures from each of the metro airports

18



. ...And now looking to capitalize on this foundation to grow further

We will be connecting Tier 2 and Tier

3 cities in the next phase of growth
|

O Supplement the existing domestic network
with more connectivity between Tier 2 and

Tier 3 cities

d Design Tier 2 and Tier 3 domestic network

based on "natural” affinities between cities

lllustrative Example

Southern India

PNG®

/VTZ

/N

_—— Xz

N

Central India

—

AMD — NAG

N
PNQ®

19



lll. Cargo and ancillary business offers upside opportunity

Ancillary Revenue*

400 9.0%
350 8.5%
/\/_u/ 8.0%
300 7.5%
250 7.0%
200 6.5%
6.0%
150 5.5%
100 5.0%
QIFY18 Q2FY18 Q3FY18 Q4FY18 Q1FY19 Q2FY19 Q3 FY19
L—=1% of Operating Revenue === ncillary Revenue* per pax (INR)
Market Share - 2018
45.0%
40.0% ’,J-_-_—
35.0%
30.0%
25.0% e — =S =
20.0% - B
15.0%
10.0%
Jan Feb Mar RApr May Jun  Jul Aug Sep Oct Nov Dec
=== Passenger Market Share Cargo Market Share

Source: Company Data, DGCA
* Ancillary revenue excluding cargo revenue

O Ancillary revenue below global

levels

O Continue unbundling products and

provide more value-added services

U Cargo market share significantly

lower than passenger market share

U Opportunity to upscale the cargo

business

20



Opportunities Ahead

oh T -

Communicate our Brand and Improve Processes

oh T -

21



Communicate what we stand for ...we do not believe in cross-subsidizing customer

groups

LE X

Group A:
Low fares, no frills

Don't want meals

Don't care where
they sit

Don’t want flexibility
to change flights

Group B:
Higher fares, want frills

Want meals

Want the first aisle
seat

Want flexibility to
change flights

IndiGo philosophy and
IndiGo promise

Group A customers
should not be cross
subsidizing group B

customers

o

Unbundled Product

22



But there are basic promises we make and keep for all customers

12
On-time performance

G

€fficient processes

LI-T-1
2=

Clean, comfortable environment

i s

Courtesy

23



And look at ways to continuously improve our standard processes for better customer °*
experience

> How do we schedule?

> How do we do crew pairings?

> How do we check-in customers?

> How do we manage unaccompanied minors?

> How do we deal with lost baggage?

24



Opportunities Ahead
_____________________________________________________________________ .
o i
| |
| Improve Revenue Performance :
- I
b )
_____________________________________________________________________ N
. |
: Communicate our Brand and Improve Processes ]
|
| |
b )

Maintain and Strengthen Cost Position
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Fleet mix and operational efficiency to further improve our cost structure

1 Additional fuel efficiency through A320neos

U A321neos will have additional seats compared to A320s

Operational €fficiency

0 Ongoing initiatives will enhance operational efficiencies

26



Focused on building a large and profitable air transportation network R

» =" Uniquely positioned in one of the fastest growing aviation markets

Visionary promoters, experienced management and motivated

B_=="" employees

. ~__ Opportunity for further revenue upside by optimizing international and
B—==""" Jomestic operations

. . One of the lowest cost carriers!!) globally; Fleet mix to further enhance
®B—==""" structural cost advantages

Source:
(1) Study done by SAP in 2017 27






