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Strong revenue growth

Amounts in INR mn

4,542 55% CAGR

Fast growing

FY21 FY23

and profitable

business Healthy profitability

(EBITDA)

Amounts in INR mn

447 57% CAGR

FY21 FY23

Note: The numbers of revenue and EBITDA produced across the presentation for our subsidiaries or business segments are derived from consolidated financial
statements of Nazara Technologies Limited.



Evolution into one of the largest sports and gaming players from THNazara'

IndiLa
LAY BLL®.Y
O Initial Public Offer in March 2021
O Adapted & pivoted to ‘Friends of Nazara’ O Investment by GIC Singapore & other
concept from Telco dominated model marquee investors
O Expanded into Freemium gaming O 1stever televised BGMI tournament co-
O Founded by Mr. Vikash Mittersain & o E”tefe.d . SETPOlS AT NEe created with Star Sports*
Mr. Nitish Mittersain acquisition O Adtech expansion by acquiring Datawrkz
1999 2015-18 2021 & beyond
() -
= .
2000-15 2019-2020
O Ushered content-led micro transaction O Expanded into RMG segment with
model on telcos Halaplay acquisition; cautious approach

pending regulatory & tax clarity

O Strategic decision to be mobile-first O Boosted content offering through

Sportskeed
Investment by Westbridge Capital plotleeEe:

O Forayed into gamified early learning

1. Source: Industry report in gaming & programmatic advertising by Redseer; BGMI — Battlegrounds Mobile India ; RMG - Real Money Gaming; Telcos — Telecom Operators 4



Core tenets on which Nazara ecosystem is built

Nazara'

Core DNA

Focused IP driven play

Profitable growth in a
capital efficient manner

Reinvestments stemming
from healthy internal
cashflows

Intrinsic defensibility
against macro shocks

CAMING

£
o
w
I
L

PMC R

Our ecosystem

— TR ST

v NODWIN sportskeeda

WINGS

KiDDOPiA

OB LD ,';. >
CHPOISHESD

Platform Level

" datawrkz




Unique ability to identify new trends successfully ahead of time

Nazara'

Opportunities/

2000-2015

Evolution of value-added
telco services

Focus on interactive

2015-2018

Reduced usage of telco
distribution for games

Rise of gaming

2019-2020

Increasing scope of

entertainment-based learning

Rise of digital medium for

2021 & Beyond

Healthy public markets

Strengthening interactive

Threats : - : environment & ecosystem
entertainment experiences Potential from value chain news consumption approach
Rise of mobile gaming integration in gaming » Emergence of Real Money
Gaming
. + Ushered content-led Conceptualized Friends + Investments in Tapped into public markets
What did micro transactions model of Nazara Kiddopia, Sportskeeda - Replicating M&A playbook in
Nazara do on telco distribution - Identified opportunities in and Halaplay subsidiaries to deliver a

Publishing and eSports comprehensive offering

* Acquired Nodwin early-on * Scaled Kiddopia to be

* Built distribution pipes * IPO listing and

Achievement

Note: 1. As of 30t Sept 2017;

across 61 countries!?

* Relationships with 113
operators?

& scaled to #1 eSports
company in South Asia by
revenue as of FY222

Investment in NextWave

2. Source: Industry report in gaming & programmatic advertising by Redseer

one of the top grossing

apps?

Scaled Sportskeedato a
multi-sports destination

preferential allotment

INR 2,320mn funding
round by Nodwin



Demonstrated ability to acquire and scale assets dNazara

B il

Stage 1: (0-1) Stage 2: (1 - 10) Stage 3: (10 - 100)

JLvaAic vV

ldentify and Institutionalize :
: o leadership
acquire and optimize .
position
« Companies with a strong product market  Value addition by leveraging Nazara * Back acquired assets with right capital for
fit and ability to tap into a large profit pool network and synergies growth via organic and inorganic route
- Companies with local moats in markets - Support companies to acquire right talent ~ ° Focus on developing leadership positions in
that offer large TAM and improve unit economics the sub segments

- )

Redeploy cash generated to further identify and scale assets

Note: TAM — Total Addressable Market



Taking promising assets to leadership positions

~. NODWIN
(w GAMING

Acquired in
Jan-2018

sportskeeda

Acquired in
Sep-2019

KiDDOPiA

Acquired in
Jan-2020

Expansion strategies deployed

IP development Acquisitions
2
IPs in 2018 IPs currently # of acqwsmons
Asia and Africa
Mediarights revenues Expansion

B O =

Pakistan Bangladesh Africa

0 — INR816 mn
FY18 Fy23

Launched eSports Launched NBA

and MMA and NFL
o PFN Acquisition
Scaled wrestling in
viewership q-PR0

Data driven UA
spends

Content updates

Business model Consolidating position
optimization as #2 grossing app?

Note: UA - User acquisition ; 1. Source: Industry report in gaming & programmatic advertising by Redseer

Amounts in INR mn

23x growth in scale

FY2018 » FY2023

(Year of acquisition)

170 | 16 l [3,887] [ 70 ]
Revenues EBITDA Revenues EBITDA

(69% FY21 — FY23 Revenue CAGR)

9x growth in scale
FY2020 > FY2023

(Year of acquisition)

142 ] [ 13 |

[1,224] [ 388 ]

Revenues EBITDA Revenues EBITDA
(89% FY21 — FY23 Revenue CAGR)

4 hi |
EY2020 x growth in scale > FY2023

(Year of acquisition)

| 582 | [ -40 |

[2,206] [ 357 ]

Revenues EBITDA Revenues EBITDA

(12% FY21 — FY23 Revenue CAGR)

©Nazara
Scale up post Nazara acquisition



Leveraging platform synergies across the board

Nazara'

Infusing core DNA

» Growth with profitability
and cash flows

* Focus on tangible

metrics to guide strategy

l

Business optimization

Ecosystem
relationships

Developing relevant
monetization models

* Access to larger
ecosystem players

o=

. @ ’ » Guidance on replicating
M&A playbook

l l

Insights on scalability via
business analytics

N
@)
AT 4

Institutionalization

* Building the right team —

2nd layer of management

« Streamlining processes

’ ‘ User acquisition ’p‘
i iz}

(=
" 4

* Centralizing user
acquisition team

* Replicating successful
marketing strategies
across assets

|

Tech & overheads
optimization

» Support by central tech
team

* Optimizing spends
across finance, legal,
admin, HR



Cross platform collaboration to fuel growth

Nazara'

Nazara ecosystem supporting Nodwin Gaming growth

Datawrkz supporting operational improvements at Animal Jam

Led diversification of business model to tap into
media rights and licensing as a revenue source

Media rights FY18 FY23
revenues 0 INR 816 mn
(21% of revenue)

-~®~  Replicating Nazara’s acquire & scale playbook to
-Qf;& build a comprehensive offering
ome Y Qi v.9

Expansion to newer geographies in South Asian and
African markets with innovative IPs

(@ | =

Pakistan Bangladesh Africa

Higher acquisition
efficiency seen in
increased MO RoAS?

Improved quality of
users showing higher
conversion to paid
users

Note: MO ROAS is the Return on Advertising Spend achieved within the first 30 days after a new user installed the app; Source: Company Data

Month 0 RoAS

Nov'22 Dec'22 Jan'23 Feb'23 Mar'23 Apr23 May'23 Jun'23

Paid user conversion in month 0

1.6% 1.6% 159 1.5% 1

Nov'22 Dec'22 Jan'23 Feb'23 Mar'23 Apr'23 May'23 Jun'23

10



Resulting in a diversified play across three pillars ONazara

Target segment

Geography?
@@f} Caters to users across all ages
O O Y 41% 40% 19%
<10yrs 10-18yrs 18yrs+ North India RoW
e . America
came Early Freemium & eSDOFtS & (% Revenue Contribution of overall business)
Learning eSports RMG

Business Model!
Caters to all types of gamers

© ® S
: 299% 28% 3%
Casual Mid-core Hard-core . -
Freemium RMG eSports ( % Revenue Contribution of overall business)

Sponsorship, Media Rights and Retail
Advertising
Subscription

Platform Fees

Note: 1. Revenue contribution across businesses for FY23; RoW — Rest of the World; RMG — Real Money Gaming In-app Purchases

11



Delivered consistent growth & profitability over the years dNazara

' Revenue ' EBITDA
Amounts in INR mn Amounts in INR mn
5504 R 57% >
> 10,910 1,097

946

6,217

4,542 447

Fy2l FY22 FY23 FY21 FY22 FY23

12



Massive headroom to grow

Nazara'

$3.5bn 500mn

$465mn

2 /Omn

Gaming market # digital gamers eSports Number of addressable
TAM eSports viewers
United States India Global
$Obn $2000bn
Gamified Early Digital gaming
Learning TAM o market

33mn

Number of
addressable kids

All figures are as of FY23; Source: Industry report in gaming & programmatic advertising by Redseer

Q

Q ~$600bn

Adtech
TAM

13



Seasoned team with deep experience in sports, gaming & media

Nazara'

Vikash Mittersain
Chairman & Managing Director

Nitish Mittersain
Joint Managing Director & CEO

Sudhir Kamath
Chief Operating Officer

Previous Work ex.-
9Stacks; McKinsey & Co.

Akshat Rathee
Co-founder & MD,
Nodwin Gaming

Previous Work ex.-
Ernst & Young

Ajay Pratap Singh
Chief Executive Officer,
Sportskeeda

Previous Work ex.-
Dainik Bhaskar, SuperProfs,
Tally Solutions

Anupam Dhanuka
Co-founder & Chief
Executive Officer,

Kiddopia
Previous Work ex.-

Walnut Labs, Morgan Stanley,
Dolby laboratories

G%@ Highly experienced

2

?@?\ Complimentary skillset

Rakesh Shah
Chief Financing Officer

Previous Work ex.-
Yahoo! India Pvt. Ltd.

Gautam Virk
Co-founder & COO,
Nodwin Gaming

Previous Work ex.-
Undaz, Scarborough City
Cab

Anirudh Kumar
Chief Strategy Officer,
Sportskeeda

Previous Work ex.-
McKinsey & Co., Snapdeal

Christopher Franklin
Chief Executive Officer,
WCC

Previous Work ex.-
EA, Glu mobile, Ludia, GSN
(TV & Games)

A4

Management team

Anupriya Sinha Das
Head of Corp.

Development
Previous Work ex.-

General Atlantic, Everstone
Capital, Goldman Sachs

Sidharth Kedia
Chief Executive officer,
Nodwin Gaming

Previous Work ex.-
Viacom 18, Reliance
Industries, Ambit Pragma
Ventures

Anshu Dhanuka
Co-founder & Chief
Product Officer, Kiddopia

Previous Work ex.-
Walnut Labs

Senthil Govindan
Founder and CEO,
Datawrkz

Previous Work ex.-
IImagine India, Ozone Media,
IBM

':g"):' Entrepreneurial spirit

14



Sports

Revenues: INR 5,315

mn

EtBFI\TBAd:EBITBA%Or FY23



Expanding in the sports segment through multiple assets ONazara

Sub- Monetization Market FY23 Revenue FY23 EBITDA

Acquisitions Geographies

segment Model Specialization (FY23 vs FY22 Growth %) (FY23 Margin %)

WINGS

«Nv . Media rights, brand #1 eSports
NOI;WIN M . eSports India, South Asia, sponsorships, white companypin India INR 3,887 mn INR 70 mn
GAMING Africa labelling, D2C and South Asia? (84%) (2%)
revenues
oM
s . North America, . Multi-sports INR 1,224 mn INR 388 mn
sportskeeda g PRO Sports media s Advertisement ol (55%) (30%)

Note: 1. Industry report in gaming & programmatic advertising by Redseer



Nodwin Gaming: Category creator in India’s eSports ecosystem

Sports - Nodwin Gaming AdTech
dNazara

# 1 Category creation play in South Asian
eSports with core focus on building IPs

10 Global footprint with events across
countries
80%+ 1bn+ Imn+
Market share Gamers reached .
) : Tickets sold
in Indiat globally

Publishers as

investors/board members So ny Krafton ESL
in Nodwin

1. Source: Industry report in gaming & programmatic advertising by Redseer

Revenue

Amounts in INR mn

o G D

69%
CAG .
. > 3,887

2,108

1,357

Fy21 FY22 FY23

Reinvesting for IP development and brand
&) building while maintaining base
profitability

('éj Raised INR 2,320mn in May’23 to step up
0=~ growth trajectory

17



360 degree offering with a gamer first approach

Sports - Nodwin Gaming AdTech
dNazara

At Dre
MHack

Live Experiences

Scripted
Content

Diverse set of offerings
across multiple
segments at Nodwin

18



Sports - Nodwin Gaming AdTech

Strong IP portfolio & ecosystem relationships leading to faster ONazara

calino
Carg

Multiple revenue streams Large portfolio of owned/co-owned IPs Growth Levers

0p)

EB 50+ IPs executed?

Organic growth in own IPs and deep relationships
Media rights/

Licensing ,@ %; @
® Owned Co-produced White label

x‘%§> IPs IPs IPs |

with publishers enabling innovative IP expansion

Sponsorships Increased monetization across all IPs by expanding

# 1 First televised BGMI tournament distribution network by brand partners

co-created with Star Sports?

!

= J
White Label
Services St ¢ lati hi
rong ecosystem refationsnips Entering and scaling up all offerings in newer
jﬁ@ geographies in South-East Asia, Middle East and
'D2C 100+ Partners? North Africa
Revenues
Ej(j_ﬁ B
N Py e w7
Replicating the inorganic playbook and
@ Game Media Brands/ P g g piay
Consulting Publishers houses Sponsors demonstrating successful integration of assets

Note: 1. As of June’23; 2. Industry report in gaming & programmatic advertising by Redseer

19



Sportskeeda: Engaging sports

media play

Sports - Sportskeeda Gaming AdTech
dNazara’

' Sports coverage across content formats

Key sports covered

Cricket WWE Healthand Fitness Fantasy Cricket  Fo

ue 25/0 (4.4 ov) - ND

NWW 8w
WW e t WI won by B wicke
/eon FAN

Latest News Most Popular

1 Flashback video: "Baap baap hota hai, beta beta
hota hai'- Virender Sehwag recalls hilarious sledge
to Shoaib Akhtar

9 "Hardik without Nehra is like Prabhas without
Rajamouli” - Top 10 funny Hardik Pandya and Rahul
Dravid memes after India’s series loss vs West...

3 Not Virat Kohli or Rohit Sharma, Smriti Irani picks MS
Dhoni as her favorite cricketer

4 “He will definitely get an opportunity again because
he is Sanju Samson” - Abhishek Nayar on whether
keeper-batter lost a chance in IND-WI 720! series

5 “This can't be the template” - Wasim Jaffer feels
India cannot go into 2024 T20 World Cup with
seven-batter theory

Note: 1. Engagement metrics are for Q1FY24

%

Wrestling

U

Cricket

; MAUs — Monthly Active Users

B Revenues

m EBITDA

344

167

FY21

82mn

MAUs

Key financials

Amounts in INR mn

1,224

89%
792 FY21to FY23
Revenue CAGR
388
274
L seon
FY23 EBITDA

FY22 FY23

Highly engaged user base!

4:38 wins 100%

Avg. time spent per Organic Traffic
session
Writers Monthly articles

20



Sports - Sportskeeda

Gaming AdTech

Sportskeeda: Diversified revenue base with concrete growth levers  ©Nazara

Diversified revenue basel?

Geography split

|
|

RoWwW

65%

25%

10%

Sector wise split

Combat
Sports

Cricket
eSports

Others

T—“‘g
L =
Deepening content
offerings in existing

sports & partnering with
o EXpeErtS

@
Newer content formats
such as videos to drive
higher engagement

()

Note: 1 Revenue splits are for FY23; RoW — Rest of the World; PFN — Pro Football Network

Growth strategies

2

Yooy er

Scaling direct sales
across US and India to
drive CPM improvement

Synergies from PFN
acquisition to drive
accelerated revenue growth
with boost in engagement

21



Gaming

Revenues: INR 4,063

mn

Notey Revenue and EBITDASor FY23 EBITDA . 1 8 %



Depth of offerings in the gaming ecosystem

Sports

AdTech

Nazara'

Sub-segment

Geographies

@ Gamified Early US (80%+)

Learning

Freemium South Asia (96%)

Skill based Real
CLASSIC Money Gaming

India (100%)

Telco Distribution Middle East, Africa

Nazara’

Note: % in geographies indicate revenue contribution of those geographies

Monetization Model

In-App Purchases (IAP),
Subscriptions

In-App Purchases,

Advertising

Platform fees

Subscription

FY23 Revenue
(FY23 vs FY22 Growth %)

INR 2,728 mn

(33%)

INR 237 mn
(26%)

INR 530 mn
(33%)

INR 514 mn
(-18%)

INR 402 mn
(15%)

INR 62 mn
(26%)

INR 113 mn
(21%)

INR 139 mn
(27%)

FY23 EBITDA
(FY23 Margin %)

23



Category leading assets in gamified early learning

Nazara'

Kiddopia
Entertainment led learning app for
preschoolers

#2 Grossing app for kids
under 5in the US?

Core gaming IP ownership
enabling Nazara to unlock the
next phase of growth

Source: Industry report in gaming & programmatic advertising by Redseer; 1. On the Apple app store for May’23 to July’23

Animal Jam

Collaborative game play focused on
interactive learning

#1 Grossing app in 9-11
age group in the US?

24



Sports Gaming - Kiddopia AdTech

Kiddopia: Demonstrating profitable growth dNazara

Revenue Growth levers

Amounts in INR mn

©

Underpenetrated target Strong IPs creating
2206 market with massive adjacent monetization
2,044 headroom to grow opportunities such as

merchandising

1,759

KiDDOPiA

ARPU

FY21 FY22 FY23
Increased focus on

Subscribers _
o Expansion to other
geographies in developed marketing to boost

300k+ $6 V4 and emerging markets subscribers with right
' channel selection

Consistent subscribers Average
each quarter?! ARPU!

Note: 1. Quarterly numbers for FY23 for IOS; 2. Monthly average for FY23; ARPU — Average Revenue per User



Kiddopia: Focus on fundamental margin drivers

Sports Gaming - Kiddopia AdTech
dNazara’

Subscriber retention

\/ Increasing share of subscribers of
annual package

\/ Increased tools & features in the
game

\/ Constant updation of content to keep
it relevant and drive traffic

~6%

Average monthly
churn?

Note: 1. Monthly average for FY23

&

\ kipDOPIA VA D

Price Increase

Low-priced subscription plans provide scope
for increasing the price of plans

Customer Acquisition

Experimentation across channels leading to
optimization of CAC — key cost driver

$56.1 $57.8

$54.1

Temporary increase due
to technical issue with
attribution partner

QIFY23 Q2FY23 Q3FY23 Q4FY23 QIFY24

=0O=CAC

26



Sports Gaming — Animal Jam AdTech

Animal Jam — Highly engaging gameplay with strong monetization dNazara

@

Expanding target
segment for

Social element
to the

Nazara

8-12

Broadening the
target age group

80%

Share of girls in
subscriber basel

offering

~48 mins

Avg time spent per
user per day?

~85%

Share of organic
installst

Note: 1. Metrics are for Q1FY24; 2. For Jun’23; IAP — In App Purchases

Q\é%)

Monetizing a
large user base

560k +

MAUSs?

40%

Share of IAP
in revenuel

Continued focus
on margins

22.5%

Improving EBITDA margins
with back-end optimizations?

7%

User acquisition spends
rationalized with central
team (as a % of revenue)



Adtech

Revenues: INR 1,532

mn

NoteyRevenue and EBITDASor FY23 EBITDA: 9 %



Sports Gaming AdTech

Datawrkz — Comprehensive AdTech offering dNazara

Integrated solutions to clients & synergies
for Nazara ecosystem

Strong revenue INR 1,532 mn 53%

growth
Revenue Revenue Growth

Solutions provided by Datawkrz

» Services for advertising agencies and brands around digital
media planning & buying

» Services for publishers to improve their monetization with

bidding tools and managing traffic
9 I , Healthy margin INR 135 mn 9%
* Proprietary self serve or managed demand side platform for profile
EBITDA EBITDA Margin

improved transparency and better return

Strategic fit to Nazara
High retention 66% 42

with healthy no. .
of new clients Revenue from New clients

retained customers? onboarded?

Optimizing user acquisition spends and improving CPM yields in
advertising led ecosystem players such as Animal Jam, WCC
while adding a diversified profit center in the ecosystem

Note: Financials/ Metrics for FY23; 1. Source: Company Data 29



Sports Gaming AdTech

Datawrkz — Improving growth and margins dNazara

' Increasing contribution of higher margin '

. Near term growth & margin levers
business

Revenue Contribution?

Service led businesses to drive revenue
growth with additional contribution from
recently launched product business
lines

5%
Q1FY23 Q2FY23 Q3FY23 Q4FY23 Q1FY24

Gross Margin Contribution? ) ) ]
Expansion of supply side business to

higher CPM geographies of US and
7204 24% 68% Europe to contribute to revenue growth
28% 26% 32% 42%

15%
Q1FY23 Q2FY23 Q3FY23 Q4FY23 Q1FY24

m Other business lines  ®Demand side services

Margin expansion to be led by growing
contribution of product led businesses

Gross 18% 23%

Margin Q1FY23 Q1FY24

A 4

1. Source: Company Data

30
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Strong growth in scale with healthy profitability

Nazara'

(Amounts in INR mn)

Revenue

EBITDA

l FY22 vs FY23
10,91
INR 4.693 mn 1 0
(Growth: 75%) 6,217 .
| |
1,097

INR 151 mn 946
(Growth: 16%) -

614
INR 107 mn 507 .
(Growth: 21%) -

B 2 Bl

INR 313 mn
(Growth: 14%) 2,231
I
INR 31 mn‘ 300
(Growth: 10%) .

INR 50 mn ‘ 159

(Growth: 31%) .

B wrves I

Q1FY23 vs Q1FY24

2,544

331

209

Q1FY24

32



Segment Financials: Sports dNazara

(Amounts in INR mn) ' FY22 vs FY23 ' Q1FY23 vs Q1lFY24
15
. 70 8 -48
(& 3,887 644 686
NoBuN s | m |
2,108
10
274 388 1 157
458
sportskeeda L2
55% ‘ 792 I 53% ‘ 300
] .
-17 -41 0 -6
204 79

Others 139 N
47% . -57% .

FY22 FY23 FY22 FY23 Q1FY23 Q1FY24 Q1FY23 Q1FY24
- revenue - EBITDA EBITDA - revenue - EBITDA EBITDA 33

revenue revenue




Segment Financials: Gaming and AdTech

Nazara'

(Amounts in INR mn) ' FY22 vs FY23

510 357

KiDDOPiA 8%‘

Acquired in FY23 Revenue: INR 522 mn
Aug-2022 FY23 EBITDA: INR 45 mn
181 311
1,335
Others 0
19% 1,134
107 135
1,532
AdTech
Acquired in Apr-2022 53% 1,003
Note: FY22 AdTech revenue was not consolidated - re'?/\éﬁﬁe - ref/\éﬁie EET‘I?SA EET‘I’ZSA

i Q1FY23 vs Q1FY24
16
97 1
576

525
10%{ l

Q1FY24 Revenue: INR 220 mn
Q1FY24 EBITDA: INR 50 mn

94 58
362 299
34 13
321 271

w BB

Q1FY23 Q1FY24 Q1FY23 Q1FY24
- - EBITDA EBITDA 34

revenue revenue







Nazara’s right to win in the sports and gaming ecosystem

Nazara'

Core IP focus

Sustainable
playbook

Diversified play

Ability to adapt

Platform
synergies

Focus across segments on developing IPs and creating multiple
monetization models around them

Growth combined with profitability and healthy internal cashflows
creating a sustainable business model

Business diversified across business models, geographies and
target segments, building defensibility against macro shocks

Ability to identify macro trends early-on and adapt business models
to navigate through dynamic markets

Tangible value addition by Nazara platform to scale the acquired
assets and make them self-sustaining

36



Safe Harbour

SNazara'

This presentation and the accompanying slides (the “Presentation”), which have been prepared by Nazara Technologies Ltd. (the “Company”), have been prepared solely for
information purposes and do not constitute any offer, recommendation or invitation to purchase or subscribe for any securities, and shall not form the basis or be relied on in connection
with any contract or binding commitment whatsoever. No offering of securities of the Company will be made except by means of a statutory offering document containing detailed
information about the Company.

This Presentation has been prepared by the Company based on information and data which the Company considers reliable, but the Company makes no representation or warranty,
express or implied, whatsoever, and no reliance shall be placed on, the truth, accuracy, completeness, fairness and reasonableness of the contents of this Presentation. This
Presentation may not be all inclusive and may not contain all of the information that you may consider material. Any liability in respect of the contents of, or any omission from, this
Presentation is expressly excluded.

This presentation contains certain forward-looking statements concerning the Company’s future business prospects and business profitability, which are subject to a number of risks and
uncertainties and the actual results could materially differ from those in such forward looking statements. The risks and uncertainties relating to these statements include, but are not
limited to, risks and uncertainties regarding fluctuations in earnings, our ability to manage growth, competition (both domestic and international), economic growth in India and abroad,
ability to attract and retain highly skilled professionals, time and cost over runs on contracts, our ability to manage our international operations, government policies and actions
regulations, interest and other fiscal costs generally prevailing in the economy. The Company does not undertake to make any announcement in case any of these forward-looking
statements become materially incorrect in future or update any forward-looking statements made from time to time by or on behalf of the Company.

The Presentation has been prepared by the Company, and no other party accepts any responsibility whatsoever, or makes any representation or warranty, express or implied, for the
contents of the Presentation, including its accuracy, completeness or verification or for any other statement made or purported to be made in connection with the Company and nothing in
the Presentation shall be relied upon as a promise or representation in this respect, whether as to the past or the future. Furthermore, no person is authorized to give any information or
make any representation which is not contained in, or is inconsistent with, this presentation. Any such extraneous or inconsistent information or representation, if given or made, should
not be relied upon as having been authorized by or on behalf of the Company.

This Presentation is not intended for potential investors and does not constitute or form part of, and should not be construed as an offer or the solicitation of an offer to subscribe for or
purchase securities of the Company, and nothing contained therein shall form the basis of or be relied on in connection with any contract or commitment whatsoever. The Presentation
does not constitute a prospectus, a statement in lieu of a prospectus, an offering memorandum or an offer, an advertisement or a solicitation of any offer to purchase or sell any securities
of the Company under the Companies Act, 2013, as amended, the Securities and Exchange Board of India (Issue of Capital and Disclosure Requirements) Regulations, 2018, as
amended, or any other applicable law in India. This Presentation has not been approved and will not or may not be reviewed or approved by any statutory or regulatory authority in India
or by any stock exchange in India
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