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A\ Our mission is to be the leading revenue maximization SaaS
platform for the hospitality & travel industry.

Our vision is to offer an integrated technology platform powered
by artificial intelligence enabling our customers to increase their

revenue through customer acquisition, retention and wallet
share expansion.



Safe Harbor

This presentation and the accompanying slides (the “Presentation”), which have been prepared by Rategain Travel Technologies
Limited (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.

Certain matters discussed in this Presentation may contain statements regarding the Company’'s market opportunity and business
prospects that are individually and collectively forward-looking statements. Such forward-looking statements are not guarantees of
future performance and are subject to known and unknown risks, uncertainties and assumptions that are difficult to predict. These
risks and uncertainties include, but are not limited to, the performance of the Indian economy and of the economies of various
international markets, the performance of the industry in India and world-wide, competition, the company’'s ability to successfully
implement its strategy, the Company's future levels of growth and expansion, technological implementation, changes and
advancements, changes in revenue, income or cash flows, the Company’'s market preferences and its exposure to market risks, as
well as other risks. The Company's actual results, levels of activity, performance or achievements could differ materially and
adversely from results expressed in or implied by this Presentation. The Company assumes no obligation to update any forward-
looking information contained in this Presentation. Any forward-looking statements and projections made by third parties
included in this Presentation are not adopted by the Company and the Company is not responsible for such third-party statements
and projections.




Management Commentary

Chairman and Managing Director

We continue to deliver on our promise of
responsible growth and with operating
leverage unfolding, we are delighted to report
our highest operating margin in the past 10
quarters. This has been achieved by expansion
of existing relationships while costs remained
flat

Our focus on solving critical industry challenges
continues with the launch of our new offering —
Engage Al, that will help hotels address staff
shortages while delivering guest delight.

Demand continues to remain strong across the
travel & hospitality space and we are seeing
healthy traction across all business segments

Chief Financial Officer

The company has posted another quarter of strong
performance with the expansion in Margins being
the standout. The improvement in margins y-o-y &
sequentially is a testament to our strong
fundamentals.

Our revenue growth continues at a healthy pace
with more broad-based growth across all three
segments. We witnessed another quarter of
healthy performance across key KPIs contributing
to all round growth and margins.

The growing pipeline and strong client addition
despite a volatile global environment, highlights
the strength of the travel industry and the
adoption of tech products to drive revenue




RateGain posts Healthy Growth with Robust Margin Expansion
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) Healthy Demand with Stable Revenue Streams Driving Growth and Margins

4 I 4 I 4 I
Operating Revenue Adj. EBIDTA (Margin) Adj. PAT (Margin)
Q2FY23 INR 1,246.1 MN Q2FY23 INR 189.5 MN (15.2%) Q2FY23 INR 195.7MN (15.7%)
47.0% growth y-o-y 169.6% growth y-o-y 430.4% growth y-o-y
H1IFY23 INR 2,439.1 MN H1FY23 INR 313.2 MN (12.8%) H1FY23 INR 344.3 MN (14.1%)
52.7% growth y-o-y 139.0% growth y-o-y 344.7% growth y-o-y
o % \ % \ %
4 I 4 I 4 I
Predictable Strong Balance Sheet* Sustainable
Revenue* Revenue*
o Net Cash & Equiv.:. INR 4,344.5 MN
Subscription Revenue 76.8% 6.0% growth over FY2022 Gross Revenue Retention 90.0%

Recurring Revenue 99.0% . Net Revenue Retention 105.0%
Cash from Operations: INR 242.2 MN

1.4x of Cash from Operations in FY2022

- & N\ & N\ /

Gain®
* Note: Updated as of Half year ending September 30, 2022. Numbers have been rounded to nearest one decimal place. GRR — Gross Revenue. Retention .1. GRR denotes percentage of renewed revenue as compared to previous Fiscal.
2. NRR - Net Revenue Retention — Denotes percentage of incremental revenue from same clients compared to previous fiscal # - As of September 30, 2022




)) Strong Growth Metrics Combined with Operational Efficiency

628

Employees
Flat Q-0-Q with Revenue
Increase of 4.4%

2,557

Customers
150 Net New Customer
Additions in Q2FY23

24.5%

Employee Attrition

Annual Recurring Revenue

12.2

LTV to CAC
For H1 FY23

212 Mn

New Contract Wins
12.5% growth y-o-y

7.77 Mn 3,140 Mn

Revenue Per Employee Total Pipeline

traction across segments

3 [RateGain®




)) Steady Revenue Streams Driven by Constant Product Innovation

Eu n L L L]
Flﬁﬂ' Martech % Distribution
* Integrated end-to-end Digital * 72% y-0-y increase in booking + Good growth momentum across
Marketing offering to drive higher volumes on the back of consistently OTAs, Airlines and Vacation Rentals
ROAS high travel demand * Strong traction in Rev Al as key Car
T * Increased demand for Metasearch * Increasing traction in GDS vertical Rental CRS Integrations completed
Key Highlights  \arketing to tackle higher costs « Industry’s first Al powered Airline
* Launch of new Guest engagement Travelers' Forecast launched to get
platform - Engage Al more accurate demand forecasts
lgment wise
owth (Y-0-Y) | 86.2% [ 387% [ 212%
(Q2FY23)
* Over 80+ New Hotel Properties Added + Good momentum on new pairings * Leading Airlines are choosing AirGain
with the world's fastest growing including Air India, Akasa Air, Jazeera
mobile travel app Airways amongst others

* |conic luxury hotel properties in the
Middle East added as customers
* Sonder selected RateGain to expand ¢ Large UK based Holiday Parks chain

Achievements Corporate Travel Access on GDS selected Rev Al

« Joint case study with Google launched
for increasing Rol on direct bookings
* Royal Orchid Hotels selected RateGain « 2 new Luxury Cruise liners on-boarded
for connectivity to Global OTAs

3 [RateGain®




)) Award Winning Team driving Performance

World’s ‘9
India’s Best
World's Best Car Rental Talent Management
Best Channel Manager Technology Provider

3 [RateGain®



New Product Launch - Engage Al for Improving Guest Interaction

- e e =

KPI Impacted
. for Hotels:
. Boosts

J(—@ Cinnamon Dhonveli Maldives ~

12 September 2022
Guest
° @ This business uses a secure service from Meta to
Experlence manage this chat. Tap to learn more.
‘\
N Dear Guest

We look forward to welcoming you to
Cinnamon Hotel.

Online
Check-in/Check-out

Guests deal with long queues at Front Desk during
check-in/check-out. With Engage-Al, hotels can provide
digital check-in & check-out to hotel guests and free
them from waiting game.

You can use our express check in service.
Just click on the check in button and
proceed ahead.

Shall you need any assistance please reply
to this message.

Check-in

34 80%m

Guest
Engagement

Guests want real-time enquiry resolution and stay
planning. Engage-Al lets guests interact with Hotels
in real time during their stay. Two-way translation
enables conversation in 118+ languages.

Upsell
Services

Hotel front desk gets too busy answering questions to
advise guests about regular things. With Engage-Al,
hotels can share services, communicate offers, and
nudge guests. Boost ancillary revenue.

Thank you. This really helps

Hello Sir, could you please share your
estimated time of arrival so we could make
arrangements for you to the smoothest check-
in experience.

Feel free to ask us any queries you might have
and share any special request.

We'd like to have breakfast
in the hotel itself.

© Message > O

d O

VIRTUAL CONCIERGE &

UPSELL TOOL

smartest way to engage

with Hotel Guests

-

q> Mid-Stay

d)Check—In

I
@Pre—ArrivaI
I

@Booking

~ o -

_________

Making every
conversation a

new
possibility
throughout the
Guest Journey




) 360 Approach to People : Learning, Growth, Wellness and Inclusion

Career Path Change Opportunities

>
>

>

>

21% of Workforce enrolled for career development programs

80% of 10 participants of “Product Oriented Learning Opportunity”
program already absorbed into Product Management teams
Recognized our efforts for Talent Management; Award for Talent
Management by Times Ascent (India)

3800+ hours of training completed

Digitization of Learning

>
>

Digital Learning platform & content library - more than 80,000 courses
Learning journeys being created for all roles & departments

Building Sales Foundation Strong

>
>

>

Enhancing skill of sales professionals

17 participants have undergone the program based on Conceptual
Selling & SPIN Selling

Phase - 2 for Global Sales Training being planned

Voice of People

4.1 %k Kk k-
glassdoor

>

Bringing Women Back to Corporate

» Working on building program to bring back women to corporate
(India)

» This will target women on career break

» Tailored learning programs, flexibility of work, mentorship & on-the-job
training

> To be launched in Q4

#RGForAll | Being Inclusive E—

YV VY

Culture Score
A+

4.7 HR AT AR

4, COMPARABLY

<0 FORALL

BEING INCLUSIVE IS THE ONLY WAY

Defining Global DE&I Pillars & Themes
WIN (Women in RG)

RG PRISM (People Respecting Individuality & Sexuality of All Members)
BE RG (Black Empowerment in RateGain)

Diversity %

32..68.

Increased from
29:71 in the end of Sep’21

Source: Voice of People - From Glassdoor RateGain Page | Culture Score - From Comparably RateGain Page

[RateGain®
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)) Strong Financials and Profitability Metrics

» Strong profitability metrics supported by positive cash generated from operating activities
» Ability to drive revenue through multiple products by cross-selling to existing marquee customers

Operating Revenue

Gross Margins

(INR mn) m DaaS = Distribution ® Martech
2987 Includes Recurring (%)
: revenues from 3,666 Revenues: 80.2% 79.5%
L d i 76.2% .09
/2] acquisitions i TN ° 76.0% i 75.0%
' | 98.3% | i
2,616 2508 fl202 i 2439 N i
356 | RN |
[ . °>° ' 99.2% | I
1218 141 o) !
I g . I
| i =5 |
294 1,254 o ~ 3 i
934 040 S ' 99.0% | :
: \\ // :
FY2019 FY2020 FY2021 FY2022 | HIFY2023 - EVY2019 FY2020 FY2021 FY2022 i H1FY2023
Adjusted EBITDA Margins'' Cash Generated from Operating activities
N _I:\dlusted E?I_‘I’PA (INR ml;l)_ . o (INR mn)
(3730, (3177 (2367 (3768 | 3132 . iy .
Se_-” ~o__-’ b h. h. Positive cash from operations
(%) despite slowdown
°. . ) . . 362.1
Higher profitability despite i
14.3% Impact of COVID-19 ! '
1
i 128% L2422
o 10.3% i 206.0 I
8.0% — I ik, 681 |
| |
1 1
1 1
1 1
1 1
1 1
1 1
| i
FY2019 FY2020 FY2021 FY2022 | HIFY2023 FY2019 FY2020 FY2021 FY2022 | HIFY2023
i
RateGain®

*Source: Company Information. Notes: 1. Adj. EBITDA is calculated as the sum of profit, tax expenses, depreciation and amortisation expense, finance costs, stock option expenses, impairment of

goodwill and foreign exchange fluctuations.



)) Diversified and Recurring Revenue Streams

+ Diversified revenues across offerings, geographies and customers
« High recurring revenues with subscription business forming a large part of customer engagement

Revenue by Engagement! Revenue by Travel Type! Revenue by Geography! Revenue by Customers!

Subscription Business Others
— 34.8% 59% Top 1-10
' N 35.6%
. Europe ~ North ©
Hybrid 20.5% . America
42 1% ) \ 56.2%
Others
Asia- 64.4%
Transaction S—— Leisure Pacific
4.1% 10.2%
23.2% 94.1% °
Gross Revenue Retention? Client Count & LTV to CAC
LTVto -~ o~ - o _° ATTTTS 7T
cac: (B8 (esl (129 (22
95.5% 89.2% 90.1% 90.0%
I I I I > .
FY2020 FY2021 FY2022 H1FY2023 FV2020 FV202] FY2022 H12023

No. of Customers

RateGain®

Note: Numbers have been rounded to nearest whole percentages or two decimal place.. 1. HIFY23 Revenue from contracts with customers. 2. GRR denotes percentage of renewed revenue as compared to previous Fiscal. 3.
Recurring revenues refer to revenues which are contractually recurring and not one-off. 4. LTV:CAC is computed by i) Multiplying Gross Margin from New Sales with expected life time of the contracts to arrive at LTV ii) CAC is
calculated by dividing sales and marketing costs by no of customers added.



)) Key Financial Highlights for Q2FY2023

« Healthy growth registered YoY in Operating Revenue
« Operating leverage contributing to strong Operating Margin growth

Operating Revenue Adjusted EBIDTA Adjusted PAT
(INR mn) (INR mn) (INR mn)
1193.0 12461 189.5
1486
8476 1237
70.3
. 36.9
Q2FY2022 QIFY2023 Q2FY2023 Q2FY2022 QIFY2023 Q2FY2023 Q2FY2022 QIFY2023
Adjusted EBIDTA Margin Adjusted PAT Margin
15.2%
15.7%
10.4% 12.5%
8.3%
4.4%
Q2FY2022 QIFY2023 Q2FY2023 Q2FY2022 QIFY2023 Q2FY2023

195.7

Q2FY2023

RateGain®



)) Key Financial Metrics for HIFY2023

« Strong growth registered YoY in Operating Revenue, Adjusted EBIDTA & PAT terms
« Margin expansion on the back of improving operational efficiency

Operating Revenue Adjusted EBIDTA Adjusted PAT
(INR mn) (INR mn) (INR mn)
313.2 5443
2,439.1
1,597.0
131.0
- 77.4
H1FY2022 H1FY2023 H1FY2022 H1FY2023 H1FY2022 H1FY2023
Adjusted EBIDTA Margin Adjusted PAT Margin
12.8% 14.1%

8.2%
4.8%

H1FY2022 H1FY2023 H1FY2022 H1FY2023

3 [RateGain®




Consolidated Profit and Loss

Revenue

Employee Expenses
Other Expenses

EBIDTA
EBIDTA %
Add:

ESOPs

FX expenses
Adj. EBIDTA
Adj. EBIDTA %

Depreciation

Amortization of Acquisition cost
Finance Costs

Exceptional expenses

Other Income

Profit/(Loss) Before Tax
Tax

Profit/(Loss) After Tax
PAT %

Add: Amortization of Acquisition cost

Adj. Profit/(Loss) After Tax
Adj. PAT %

1,246.1

579.7
490.6

175.8
14.1%

13.7

189.5
15.2%

17.6
66.1
3.8

68.3

156.6
27.0
129.6
10.4%
66.1
195.7
15.7%

847.6

460.2
3477.6

39.8
4.7%

30.5

70.3
8.3%

14.3
558
13.6

30.1

-13.8
52
-19.0
-2.2%
559
36.9
4.4%

47.0%

26.0%
41.1%

341.7%

-55.2%

169.6%

23.1%
18.4%
-72.0%

126.6%

422.9%

18.4%
430.4%

1,193.0

575.7
498.0

119.3
10.0%

YA

123.7
10.4%

17.7
64.4
4.3

77.5

110.4
26.2
84.2
7.1%
64.4

148.6

12.5%

4.4%

0.7%
-1.5%

47.5%

213.5%

53.3%

-0.4%

2.7%

-11.9%

-11.9%

41.9%

3.1%

53.9%

2.7%
31.8%

2,439.1

1,155.4
988.6

29511
12.1%

18.1

313.2
12.8%

35.3
130.5
8.1

145.8

267.0
53.2
213.8
8.8%
130.5
344.3
14.1%

1,597.0

929.1
608.7

592
3.7%

'71.8

131.0
8.2%

29.1
110.2
26.5

87.2

-19.4
13.4
-32.8
-2.1%
110.2
77.4
4.8%

52.7%

24.4%
62.4%

397.7%

-74.9%

139.0%

21.2%
18.4%
-69.5%

67.1%

295.5%

18.4%
344.7%

Note: 1. Adj. EBITDA is calculated as the sum of profit, tax expenses, depreciation and amortisation expense, finance costs, stock option expenses, impairment of goodwill and foreign exchange fluctuations.




Consolidated Balance Sheet

Non-Current Assets

Property, plant and equipment
Goodwill

Other intangible assets

Right to use assets

Financial Assets

I. Investments

ii. Other financial assets incl. Loans
Deferred tax assets (net)

Non Current Tax Assets

Other non-current assets

Current assets

Financial assets

I. Investments

ii. Trade receivables

ili. Cash and cash equivalents

Iv. Bank balances other than (iii) above
Other financial assets incl. Loans
Other current assets

Total assets

2,456.9
©65.6
677.4
1,220.0
180.8

230.9
18.1
45.8
53
13.0
5,496.3

1,323.8
873.7
409.4

2,380.5
2981
210.8

7,953.2

2,528.5
65.5
687.5
1,292.6
179.2

228.8
17.9
42.3

6.1
8.6
5,282.4

1,417.8
941.2
341.0

2,110.0
327.5
144.9

7,810.9

Equity and Liabilities
Equity share capital

Equity attributable to owners of the

Company
Non-current liabilities

Financial liabilities

I. Borrowings

Ii. Other Financial Liabilities
Lease Liabilities

Deferred tax liabilities (net)
Provisions

Other non-current liabilities
Current liabilities
Financial liabilities

I. Borrowings

Il. Trade payables

iii. Other financial liabilities
Lease liabilities

Current tax liabilities (net)
Provisions

Other current liabilities

Total equity and liabilities

6,525.8
108.2

6,417.6
323.1

0.0
47.1
150.3
87.0
38.6
0.1
1,104.3

0.0
439.7
139.9

36.6
103.6

3.0

381.5
7,953.2

6,191.5
107.3

6,084.2
323.5

0.0
519
147.2
86.6
376
0.2
1,295.9

0.0
418.1
255.8

33.1

66.2

2.5

520.2
7,810.9




) Consolidated Cash Flow Statement

Y ———————— sz | ez

Profit before tax 266.9 108.4
Adjustments 144.0 4352
Operating profit before working capital changes 410.9 543.6
Changes in working capital (158.9) (342.2)
Cash generated from operations 252.0 201.4
Direct taxes paid (net of refund) 9.8 33.4
Net Cash from Operating Activities 242.2 168.0
Net Cash from Investing Activities (164.5) (2,951.4)
Net Cash from Financing Activities (5.6) 2,399.1
Net Increase in cash and cash equivalents 72.1 (384.3)
Net foreign exchange difference (3.7) (1.1)
Cash and cash equivalents at the beginning of the year 3410 537.6
Cash and cash equivalents of acquired subsidiary 188.8
Cash and cash equivalents at the end of the year 409.4 341.0

3 [RateGain®




)) Use of Funds raised from IPO

1

Repayment of Debt availed by RateGain UK to Silicon
Valley Bank

Payment of Deferred Consideration — DHISCO

Strategic Investments, Acquisitions and Inorganic
Growth

Investment in Technological Innovation, Al and other
Organic growth initiatives

Purchase of certain Capital EQuipment for the Data
Center*

General Corporate Purposes

852.6

252.0

800.0

500.0

407.7

937.7

 SrNo. [Partiowlars | Amount(NRmn) | sttus

Repaid in 1t Week of Jan 22

Repaid in Q4

Not Yet Utilized

Utilized INR 147.1 Mn
towards in-house product
development

Not Yet Utilized

Not Yet Utilized

> #5*- The company via a Special Resolution is seeking variation in the use of INR 407.7 Mn of funds from the
abovementioned to “Migration & usage of our services from self-managed Data Center to Amazon Web
Services Cloud” — The same is communicated via Postal Ballot Notice and under e-voting to be approved

RateGain®




T d In the U.S., we no longer talk of recovery in leisure
renas travel. The demand for travel has been above 95% of
pre-pandemic levels since February 2022 — Skift 5y

[RateGain®

Source : Customer Testimonial received from DHISCO customer and included in RateGain Corporate Presentation



Strong Travel Demand In Key Markets

Global Travel Health Index Score

Weighted Average

2020 wmQOuu?2()2] w2022

2019
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Source: Skift Research from partner data. All data vs same month in 2019.

Source: Skift

Recovery of the Industry continues to stay strong inspite of
inflationary headwinds

RESEARCH

Revenue vs. Year

1000

Revenue

2018 2019 2020 2021 2022

Source: Skift

Hotel Revenue in US$ Billions is almost back to pre-pandemic
levels




11
RateGain's high-quality data and extraordinary team
support helped us resolve issues and added to the

best-in-class experience. L)

SINGAPORE
AIRLINES

[RateGain®

Source : Singapore Airlines Customer Success Story Published in October 2021 on www.rategain.com




)) RateGain is well positioned to Help the Industry Embrace this Change

India’s Largest SaaS company in the hospitality and travel industry helping the industry to
Improve Guest Acquisition with the Power of Al

Uniquely positioned Interoperable Strong Financial Leading platform to | Clearly demarcated
to capture a products to unlock metrics with a Mmaximize revenue Growth Levers for
Large TAM new revenue across the = proven acquisition for the hospitality future growth
travel value chain playbook (HTFY23) iIndustry
Dedicated Unit to
e LTV to CAC S O Global Work on New Al-led
=0 US$1.4tn |—E_IED'(]= Martech (500) Fortunes00 Cos products
T Global Travel BCV | MHS | Engage.Al Caka . . :
Bookings F 23 Of Top 30 Investing Acfuvely N
(CY24E) Yo Recurring Rev.? eme Hotel Chains Martech which offers
}‘ good growth potential
-# Distribution 25 Of Top
f& US$-|-|.5bﬂ . E‘ 20 OTAS Large Customer Base
7 1AM CY25E RezGain | DHISCO | - to drive cross-sell-Up-
( ) Content Al A NRR <ell
US$8.5bﬂ @ DaasS Q é” Lgadltnlg Dedicated Strategic
ﬁl@ SAM (CY25E) af mentats Investments Arm to
- Parity + | Optima Gross Marains _ Identify inorganic
CarGain | AirGain 9 ‘-_-. Large opportunities & Drive
Rev.Al | Demand.Al X~ Cruise Lines Synergies
RateGain®

)- Source: Company information, Phocuswright report.
Note: Updated as of half year ending September 30, 2022. Numbers have been rounded to nearest one decimal place. GRR — Gross Revenue. Retention .1. GRR denotes percentage of renewed revenue as compared to previous Fiscal. 2.

Recurring Revenue - DaaS (99%), Distribution (99%), Martech (99%). Recurring revenues refer revenues which are contractually recurring and not one-off.



)) Expanding our Offering to enable Global Clients to Unlock New Revenue

Business Units Aligned to our vision of acquiring guest, retaining them and wallet share expansion

Overview

Revenue Model

Revenue Mix

(H1 FY23)

Total SAM
(CY25E)

Acquisitions

New Al based
Products
developed at RG
Labs

LE?',:], DaaS

» Provide data and information to players
across the travel & hospitality industry

» Deliver insights including competitive and
rate parity intelligence

» Al led Products to gauge Demand and
optimise pricing

» Subscription model

» Hybrid model4

25.7%

USD 1.1Bn

Rev Al
Demand Al

e Distribution

» Seamless connectivity between Hotels and

@ Martech

their demand partners including OTAs, GDS  » End to End Digital Marketing Suite to

and others

» Communicate availability, rates, inventory
and content

> Al led product to standardise content
distribution

> RezGain - Subscription model?
» DHISCO - Transaction model?

35.0%

USD 1.9 Bn

DHISCO (2018)

Content Al

manage Brand presence for Hotels across
Social Media and Metasearch platforms

» To Optimize Direct Bookings
» Monitor Guest Engagement 24x7

» Subscription model

39.3%

USD 5.5 Bn

BCV Social (2019)
MyHotelShop (2021)

Engage Al

[RateGain®

*Source: Company information, Phocuswright report. Note: Numbers have been rounded to nearest one decimal place. 1. Others for Distribution includes GDS and Corporate travel agents, and DaaS includes vacation rentals, package providers, tour operators and cruise lines. 2. Subscription
model - where customers pay a subscription fee to access the product. 3. Transaction Model - company generates revenues from bookings. 4. Hybrid Model - charges a minimum subscription fee and a pay-per-use model for accessing additional data.
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) Key Shareholders

Promoters Shareholder Types (as of Sep 30, 2022)
» Bhanu Chopra & Family currently hold
()
2827 : Others, 11.12%
» They continue to hold same number of

. Corporate Bodies,
shares since PO 6.30%

Flls, 7.34%
Key Shareholders

Avataar Holdings 7.08%
. Mutual Fu
Wagner Limited 5.27% 2.07%
Plutus Wealth Management 4.39%
Nippon Life India Mutual Fund 3.71% Overseas I,
. . C Bodi ) romoters
Kuwait Investment Authority 2.66% orp(;r:_tss%? “ Promoter Group,
55.82%
Goldman Sachs Funds 2.48%
Aditya Birla Sun Life Mutual Fund 1.34%
Nomura Investment Fund 1.30%
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THANK YOU

CIN: U74140MH20T10PTC204285

CIN: L72900DL2012PLC244966

Mr. Divik Anand
Email; investor.relations@rategain.com

Mr. Rahul Agarwal / Mr. Karan Thakker
+91 98214 38864 / +91 81699 62562
rahul.agarwal@sgapl.net /
karan.thakker@sgapl.net

www.rategain.com

www.sgapl.net
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mailto:thomas.joshua@rategain.com
http://www.rategain.com/
mailto:jigar.kavaiya@sgapl.net
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