Ashiana Housing Ltd — FY 2023 Annual Report Analysis

Annual Report Analysis (Consolidated)

Investor Snapshot

# Analytical point Sentiment

Ashiana Housing maintains a dominant niche moat as India’s top-ranked senior living developer for
1 six consecutive years, leveraging high brand equity to drive 29% of bookings through low-cost —
customer referrals.

Revenue surged 84.76% YoY to (410 Cr, marking a decisive return to profitability ((28 Cr PAT) driven
by a high volume of project handovers.

Pricing power is evident as average realizations jumped 31% to (5,080 per sq. ft., reflecting the
3 company's ability to command a premium in the Senior Living and Kid-Centric Homes (KCH) —
segments.

Operating margins are likely overstated due to aggressive accounting, specifically an 83% surge in
unaccrued selling expenses ( 79.52 Cr) that defers costs to future periods.

Earnings quality is poor with a CFO/PAT ratio of 0.43, as cash flow from operations ( 12 Cr)
significantly lags accounting profit due to massive inventory build-up.

The balance sheet remains resilient with a low Debt/Equity ratio of 0.24x, though there is an
increasing reliance on project-linked unsecured debentures totaling (125 Cr.

Revenue visibility is exceptionally high with customer advances of (1,077 Cr, providing a 2.7x cover
over current annual revenue.

Capex and inventory reinvestment of 282 Cr are currently consuming nearly all operational cash,
highlighting the capital-intensive nature of the current execution phase.

Governance is a mixed bag; while the board is 62.5% independent, KMP compensation surged 50%
YoY to 7.48 Cr, consuming a disproportionate 27% of PAT.

Execution risk is elevated as the area booked (25.86 Lsft) is 1.5x the area constructed (16.73 Lsft),
creating a potential "delivery cliff" and risk of RERA penalties.

11 Asset quality is hampered by 22.88 Cr stuck in the stalled Marine Plaza project due to government
enquiry, representing a non-productive drag on the balance sheet.

Investment View: Watch — Stance is neutral pending improved cash conversion and construction
scaling; monitor for CFO/PAT > 0.80x and construction exceeding 20 Lsft.

1. Business overview (In Bullet Points)

« Strategic Pivot: FY23 marked a deliberate shift from aggressive sales velocity to "Push the Limits" execution
capability to bridge the gap between a surging order book and construction delivery.

* Revenue Drivers: Primary growth is driven by the Real Estate (Completed Units) segment, which surged
119% YoY to [B30.87 Cr, now constituting 82.80% of total contract revenue.

* Niche Dominance: AHL maintains a leadership position in the "Senior Living" segment (ranked No. 1 for 6
consecutive years) and "Kid-Centric Homes" (KCH), allowing for a "CCRC" model with recurring service-
based touchpoints.



* Pricing Power: Average realization increased 31% YoY to [5,080 per sq. ft., reflecting a structural shift
toward higher-value markets like Gurugram and Pune.

« Cost Drivers: Major costs include Direct Construction Cost ([(B49.37 Cr) and Employee Benefit Expenses
(0b1.75 Cr). Finance costs are largely capitalized into inventory rather than expensed.

» Execution Liability: Area bookings surged 75% YoY (25.86 Lsft), but Equivalent Area Constructed (EAC)
remained nearly flat at 16.73 Lsft, creating a massive delivery obligation.

» Expansion & Capacity: Management is targeting a "launch-heavy" pipeline for FY24, specifically focusing
on Senior Living in Chennai and Pune.

» Asset-Light Model: Continued evolution via Joint Development Agreements (JDAs) and partnerships with
the IFC (utilizing [125.83 Cr) to reduce upfront land costs.

» Referral Moat: Achieved 753 referral bookings (~29% of total sales), significantly reducing Customer
Acquisition Costs (CAC) and indicating strong brand health.

2. Management commentary & outlook

* Management anticipates a "multi-year bull run" in the real estate sector and has set an ambitious annual
sales value target of (1,500 - (2,000 Cr.

« The strategy has shifted from "cautious expansion” to "aggressive execution" to address the 2-3 year lag
between sales and construction.

» The "Amarah" (Gurugram) project Phase 1 sold out on Day 1 ([242 Cr value), emboldening a pivot toward
higher-ticket Kid-Centric Homes.

« Professionalization of the board is a key focus, evidenced by the appointment of Suraj Krishna Moraje (ex-
Quess Corp CEO) to scale large-scale operations.

» Management candidly identifies manpower shortages and labor market mismatches as primary threats to
their execution speed.

* Internal controls are being professionalized through the fast-tracked implementation of Farvision ERP and
EDR security following a prior-year embezzlement incident.

e The company is doubling down on high-margin niches (Senior Living/KCH) rather than chasing volume in
affordable housing.

* Reliance on IFC funding (8% base + upside) serves as a "governance seal" but requires sharing project-level
alpha with the lender.

» Management Tone: The narrative is one of "brutal honesty" regarding execution bottlenecks and a palpable
sense of urgency. While confident in the demand environment, management is transparent about the
"delivery cliff" they face. The tone is professional, focused on strategic consistency in niche markets, and
acknowledges the need to move beyond a "family-run" perception to a professionalized scale (Verdict:
Confident but Operationally Strained).



3. Financial analysis

3.1 Financial statements

P&L statement ((JCr)

Line item Mar 2023 Mar 2022
Sales 410 222
Sales Growth % 84.76 -8.36
Expenses 379 231
Material Cost % -35 -70
Raw material cost 136 336
Change in inventory -279 -492
Manufacturing Cost % 104 138
Employee Cost % 13 19
Other Cost % 11 18
Operating Profit 30 -9
OPM % 7 -4
Other Income 16 8
Exceptional items 1.01 -3.90
Other income normal 14.49 11.49
Interest 3 5
Depreciation 8 8
Profit before tax 34 -15
Tax % 19 -52
Net Profit 28 -7
Minority share 0 0
Exceptional items AT 1 -4
Profit excl Excep 27 -3
Profit for PE 27 -3
Profit for EPS 28 -7
Profit Growth % 962 48
EPS (O 2.72 -0.69

Dividend Payout % 18 -131



Balance sheet ([ICr)



Line item

Equity Capital
Reserves

Borrowings

Long term Borrowings
Short term Borrowings
Lease Liabilities
Other Borrowings
Other Liabilities

Non controlling int

Trade Payables

Advance from Customers

Other liability items
Total Liabilities
Fixed Assets
Land

Building

Plant Machinery
Equipments
Computers
Furniture n fittings
Vehicles
Intangible Assets
Other fixed assets

Gross Block

Accumulated Depreciation

CWIP

Investments

Other Assets
Inventories

Trade receivables
Receivables over 6m
Receivables under 6m
Prov for Doubtful
Cash Equivalents
Loans n Advances

Other asset items

Mar 2023

20
739
184
165

17

1,256

37
1,077
142
2,200
74
1.02
24.98

42.04

5.79
5.33
5.45
0.87
31
116.48

42.55

101
2,022
1,529

33
15.82
21.02

-3.81

156

302

Mar 2022

20
716
174

156

12

954

27
820
106

1,864
93
1.02
36.20

36.54

4.22
6.98
4.86
0.87
46.29
136.98

44.14

138
1,633
1,247

25
17.53
10.51

-3.22

127

237



Line item

Total Assets

Cash flow statement (CICr)

Line item

Cash from Operating Activity

Profit from operations
Receivables

Inventory

Payables

Other WC items

Working capital changes
Direct taxes

Other operating items
Exceptional CF items
Cash from Investing Activity
Fixed assets purchased
Fixed assets sold
Investments purchased
Investments sold
Investment income
Interest received

Other investing items
Cash from Financing Activity
Proceeds from shares
Proceeds from borrowings
Repayment of borrowings
Interest paid fin

Dividends paid

Financial liabilities

Other financing items

Net Cash Flow

Mar 2023

2,200

Mar 2023

Mar 2022

1,864

Mar 2022

-506



Key ratios

Line item Mar 2023 Mar 2022
Debtor Days 29 41
Inventory Days 0 0
Days Payable 0 0
Cash Conversion Cycle 29 41
Working Capital Days 517 902
ROCE % 4 -1

3.2 Financial analysis summary

* Revenue grew by 84.76% YoY to [410.00 Cr, primarily driven by an 119% surge in Real Estate (Completed
Units) to [B30.87 Cr, which now constitutes 82.80% of total contract revenue; this growth is linked to a "Point
in Time" recognition policy where control transfers upon possession.

» Operating Profit turned positive at [B0.00 Cr (7.32% OPM) from a loss of [8.00 Cr, yet quality is impacted by
the deferral of [79.52 Cr in Unaccrued Selling Expenses, an 83% YoY increase that effectively inflates current
margins by carrying forward marketing costs until future revenue recognition.

* Net Profit of [28.00 Cr was supported by Other Income of [16.00 Cr, which includes [6.00 Cr from
investment income and [5.00 Cr interest received, while the effective tax rate remained low at 19% due to the
utilization of [13.72 Cr in Deferred Tax assets from unabsorbed fiscal losses.

* Finance Cost charged to the P&L was only [B.00 Cr, but this masks the true debt burden as the company
capitalized [(24.57 Cr of interest into Inventory and CWIP, while the Cash Flow Statement shows actual
Interest paid fin of [28.00 Cr, a 64.7% increase YoY.

* Inventory expanded to [1,529.00 Cr, consuming [282.00 Cr in CFO, with a heavy concentration in WIP:
Project Development ((663.24 Cr) and WIP: Land Rights ([B69.95 Cr), signaling significant capital lock-up in
ongoing construction cycles.

» Advance from Customers reached a massive [1,077.00 Cr, representing 2.7x current Revenue and
providing high future visibility, while also acting as a primary funding source that keeps Debt / Equity stable at
0.24x despite rising construction activity.

« Total Debt of [184.00 Cr is increasingly reliant on Unsecured Debentures ((1125.83 Cr) carrying an 8%
coupon, which are uniquely structured to be redeemable from the distributable surplus of specific projects,
directly linking solvency to project-level execution.

» Cash from Operating Activity ([12.00 Cr) significantly lags Net Profit ((28.00 Cr) with a CFO / PAT ratio of
0.43, primarily due to the [282.00 Cr Inventory outflow and the aggressive deferral of selling expenses,
indicating that accounting profits are not yet fully translating into liquid cash.

» Working Capital Days improved from 902 to 517 days as Revenue growth outpaced Inventory accumulation,
while Trade Receivables remained lean at [B3.00 Cr, though [6.05 Cr of these are aged over 3 years,
necessitating a [8.81 Cr Prov for Doubtful debts.

* Fixed Assets (Gross Block) decreased to [116.48 Cr from [136.98 Cr following the reclassification of [23.17
Cr in educational property to Non-Current Assets Held for Sale, signaling a strategic exit from non-core
assets to streamline the Balance Sheet.

* ROCE and ROE turned positive at 4.00% and 3.69% respectively, reflecting the turnaround in PAT, but
remain suppressed by the massive asset base of [2,200.00 Cr, suggesting the company is in a high-
investment, long-gestation phase.



» Other Assets are heavily impacted by Unaccrued Selling Expenses ([79.52 Cr) and Advance against Land/
Rights ([73.18 Cr); the deferral of selling costs (83% increase) suggests that while revenue is recognized,
marketing costs are carried forward, potentially smoothing the margin profile.

* Other Liabilities include a significant spike in Interest Accrued but Not Due to [27.07 Cr (from [6.86 Cr),
driven by the structure of unsecured debentures where interest accumulates until project surpluses are
available.

» The dominant financial theme of the year is a strong operational turnaround in Revenue and Net Profit fueled
by massive Advance from Customers, but characterized by a "delivery cliff* where Inventory and WIP
accumulation severely constrain CFO conversion.

3.3 Contingent liabilities & commitments

* GST & Service Tax Disputes: [9.52 Cr (nearly doubled from [#.95 Cr in FY22), indicating increased
regulatory scrutiny.

« Litigation Risk: [22.88 Cr capitalized cost is stuck in the "Marine Plaza" (Jamshedpur) project, which is
stalled due to a government enquiry.

 Land Acquisition Risk: 15.02 hectares in Bhiwadi are under government acquisition; currently stayed by the
High Court but remains a long-term pipeline risk.

» Other Demands: Income Tax demands of [1.53 Cr, Provident Fund claims of [2.35 Cr, and Stamp Duty
cases of [2.13 Cr.

* Guarantees & Commitments: Bank Guarantees of [B.52 Cr and Capital Commitments of [2.79 Cr.



3.9 Earnings quality & forensic checks

# Check

10

11

12

13

14

15

16

17

18

PAT vs CFO trend

Receivables &
channel-stuffing signal

Revenue timing

Revenue from related
parties %

Inventory vs revenue
growth

Inventory valuation
method change

Exceptional items in

operating profit

Depreciation rate vs
useful life policy

Provision reversals
boosting PAT

Tax rate consistency
CWIP age and stalling

projects

Deferred tax asset
recognition adequacy

RPT quantum and
trend

Dividend paid vs FCF
adequacy

Expense Deferral
(Selling Costs)

Interest Capitalization

Internal Control History

Title Deed
Discrepancy

Impact

Profit | — earnings overstate cash; (282 Cr
inventory build absorbs CFO conversion

despite PAT growth.

Revenue 1! — inventory growth of 22.6% vs
sales growth of 84.7% suggests healthy

absorption.

Revenue 1t — high visibility; customer

advances of [1,088 Cr provide 2.7x current

revenue cover.

Neutral — diversified retail base; no single
customer exceeds 10% of total revenue.

Profit 1 — inventory build-up in WIP masks

costs; [1,033 Cr in WIP construction.

Neutral — consistent policy; valued at lower of
cost and NRV including EWS/LIG costs.

Profit 1 — non-recurring gain; [1.01 Cr

exceptional item boosts PBT by 3%.

Profit 1 — aggressive estimates; useful lives
differ from Schedule Il based on technical

evaluation.

Profit 1 — lower credit costs; provision for

doubtful debts fell to [D.64 Cr.

Profit | — cash tax exceeds P&L tax; [¥ Cr

paid vs [6.46 Cr expense.

Neutral — low CWIP; however, [22.88 Cr

stuck in stalled Jamshedpur project.

Profit 1 — aggressive recognition; [13.72 Cr
DTA assumes future profits will absorb losses.

Profit | — value leakage; KMP remuneration

increased 50% YoY to [7.48 Cr.

Neutral — dividend funded by cash; [5 Cr paid

despite negative free cash flow.

Profit 1 — aggressive deferral; unaccrued
selling expenses surged 83% to [(79.52 Cr.

Profit 1 — masks true cost of debt; [24.57 Cr
of finance costs capitalized into inventory.

Neutral — historical lapse; prior year provision
of [4.25 Cr for employee embezzlement.

Neutral — legal encumbrance; Saket office

title deed not in company name.

Status

Notes detail

Inventory WIP build-up limits cash
conversion.

Inventory growth driven by WIP:
Project Development.

Revenue recognized at "Point in
Time" upon deemed possession.

Retail customer base limits related
party revenue dependency.

WIP: Project Development increased
to [663.24 Cr.

Pro-rata unrealized costs from EWS/
LIG units included in cost.

Includes gain on modification/
termination of lease assets.

Useful lives for certain assets
deviate from Companies Act.

Total provision for impairment stands
at[B.81Cr.

Deferred tax asset of [13.72 Cr
recognized on unabsorbed losses.

Marine Plaza construction stopped
due to government enquiry.

Management expects sufficient
future taxable income for utilization.

Remuneration growth outpaces
employee cost growth of 25%.

Dividend payout 18% of PAT;
supported by [156 Cr cash balance.

Marketing/brokerage costs deferred
to future periods, inflating current
margins.

Only 11% of total interest paid hit the
P&L,; the rest is buried in WIP.

Signals historical weakness in
decentralized branch-level oversight.

Developer's dues to DDA prevent
title transfer to AHL.



4. Management & governance

A. Auditor report & key audit matters

 Audit Opinion: Unqualified.

*« KAM 1: Revenue Recognition: Auditor focused on the "Point in Time" method under Ind AS 115. The trigger
is the earlier of actual possession or the "deemed date of possession” (issuance of offer letter). This allows
for revenue booking without physical handover, potentially front-loading profits if projects are disputed.

* KAM 2: Inventory Valuation: Auditor reviewed the Net Realizable Value (NRV) of [11,528.92 Cr in inventory.
Management uses estimates for future selling prices and "standard costs" for completion. Overestimation of
NRV or underestimation of remaining costs would defer necessary impairments.

* Auditor Change: M/s. B. Chhawchharia & Co. was appointed for a 5-year term starting September 2022,
replacing M/s. VMSS & Associates.

« Internal Controls: No reportable material weaknesses noted for FY23, though historical lapses ([#.25 Cr
embezzlement) were referenced.

B. Related party transactions

. . Amount (O
Party Relationship  Nature cn Concern
Kairav Developers . Investment in Capital injection into JV; potential off-balance
Joint Venture 11.70 Cr . .
Ltd Debentures sheet project risk.
. ) 50.20% YoY increase despite modest

KMP Remuneration  Management Compensation 7.48 Cr . .

Operating Profit.
. . . Neutral; significant reduction from 2.25 Cr in

Related Parties Associates Rent Paid 0.97 Cr

FY22.
) Establishment
Joint Ventures JVs 1.22 Cr Recovery of costs from JVs.

Charges

* RPT Risk: RPT as % of Revenue is 5.21% (Acceptable). However, RPT as % of CFO is 178.08% (High).

» Loans/Guarantees: No direct loans to promoters; [11.70 Cr invested in JV debentures; Bank Guarantees of
[B.52 Cr outstanding.

C. Shareholding

* Promoter: 61.22%

* Fll: 4.54%

* DlI: 14.86%

* Public: 19.38%

* Pledged Shares: 0.00%

D. Board composition + KMP compensation

« Independent Directors: 62.50% (5 out of 8).
* Women Directors: 2.
« KMP Compensation: Total KMP pay ([7.48 Cr) grew 50.20% YOoY.

* Family Correlation: Vishal, Ankur, and Varun Gupta are brothers. Their combined compensation consumes
nearly 25% of Operating Profit, which is high for the sector.



F. Capital allocation & capex

Action FY current (CICr) FY prior (CJCr) % of CFO

Dividends 5.00 Cr 8.00 Cr 41.67% —
Capex (Fixed Assets) 16.00 Cr 5.00 Cr 133.33% —
Net Debt Change 10.00 Cr 106.00 Cr 83.33% —
Working Capital Investment 35.00 Cr 71.00 Cr 291.67% —
Interest Payments 28.00 Cr 17.00 Cr 233.33% —
Investments (JV Debentures) 11.70 Cr 10.80 Cr 97.50% —

* CAPEX Analytical Notes:
- CFO Coverage of Capex: Ratio is 0.75x. CFO ([12.00 Cr) does not cover Capex ([16.00 Cr); gap
bridged by investment sales.

> Nature of Capex: Growth-oriented. WIP in Project Development surged to [(663.24 Cr, signaling a
massive scale-up.

- Deployment Efficiency: Revenue grew 84.76% while Fixed Asset Capex tripled.

- Key Takeaway: Efficient conversion of land bank into active development as "Future Projects" land
decreased to [274.26 Cr.

H. Risks

- Stalled Project (High): Marine Plaza (Jamshedpur) stalled due to govt enquiry. [22.88 Cr capitalized
cost at risk of total impairment (~3% of Net Worth).

* Land Acquisition (Medium): 15.02 hectares in Bhiwadi under govt acquisition; potential loss of future
development pipeline.

» Unsecured Debt (High): (125.83 Cr in Unsecured Debentures with 8% coupon. Repayment linked to
"distributable surplus” of specific projects.

* Expense Deferral (High): Unaccrued Selling Expenses surged 83% to [79.52 Cr. Inflates current margins
by deferring marketing costs.

* Interest Capitalization (Medium): [24.11 Cr of finance costs capitalized into inventory, masking the true cost
of debt.

* Internal Control (Medium): Historical employee embezzlement of [4.25 Cr signals potential for localized
fraud.



5. Scorecard & verdict

Part a: scorecard

Dimension Key evidence One-line rationale

. . 29% Referral sales; 5,080/  Strong niche moat in Senior Living with high
Business quality 4 -

sqft realization pricing power and brand loyalty.
. . D/E 0.24x; Advances [1,077 Low leverage and high customer advances, but

Financial health 3 1 L

Cr CFO significantly lags PAT.

. . CFO/PAT 0.43; [79.52 Cr Aggressive selling cost deferral and interest

Earnings quality 2 1 T . )

expense deferral capitalization inflate accounting profits.
Management & 3 50% KMP pay hike; 0% Professionalizing board but high family
governance - Pledge compensation and historical fraud flags.
Capital allocation & 4 . 2.7x Revenue cover in High visibility from advances, though capex is
earnings visibility advances; WIP [1,033 Cr currently consuming all cash flow.

Business positives (for this company this year) * Strong Revenue Growth: Revenue surged 84.76% YoY to
[410.00 Cr, driven by handovers. * Pricing Power: Average realization increased 31% to [5,080 per sq. ft.,
reflecting brand strength. * High Sales Visibility: Customer advances of (1,077 Cr provide 2.7x coverage of
current annual revenue. * Referral Moat: 29% of bookings (753 units) came from referrals, indicating high
customer satisfaction. * Strategic De-risking: Reclassified [23.17 Cr of non-core educational assets for sale to
focus on core realty.

Business negatives | concerns (for this company this year) * Poor Cash Conversion: CFO ([12 Cr) is less
than half of PAT ([28 Cr) due to heavy inventory build-up. * Aggressive Expense Deferral: Unaccrued selling
expenses surged 83% to [79.52 Cr, inflating current margins. * Execution Gap: Area booked (25.86 Lsft) is 1.5x
area constructed (16.73 Lsft), creating a delivery risk. * High KMP Compensation: Aggregate KMP pay grew
50% YoY to [7.48 Cr, consuming 25% of Operating Profit. * Stalled Assets: [22.88 Cr stuck in the stalled
Marine Plaza project due to government enquiry.

Overall scorecard summary Ashiana Housing is demonstrating a robust operational turnaround with significant
revenue growth and a return to profitability, underpinned by a strong niche brand in Senior Living. While the
balance sheet appears healthy with low debt (D/E 0.24x) and massive customer advances, the quality of
earnings is weakened by aggressive accounting deferrals and poor cash flow conversion. Governance is stable
but marked by high family-centric compensation and historical internal control lapses. The business is on a
stable to improving trajectory operationally, but investors must monitor the "delivery cliff* and the conversion of
accounting profits into actual cash.



Part b: governance check matrix

# Check Status
1 Audit opinion clean? —
2 Promoter pledge = 0? —
3 KMP pay < 5% of PAT? —
4 RPT quantum < 5% of revenue? —
5 Board > 50% independent? —
6 At least 1 woman director? —
7 No statutory dues outstanding? —
8 No fraud reported? —
9 Audit trail enabled? —
10 Frequent Auditor change =

Total: 7/10 — Governance Rating: 3
Part c: investor verdict

Thesis: A high-moat niche developer with strong pricing power and massive sales visibility, currently navigating
a high-intensity execution phase that is temporarily straining cash flows and earnings quality. Overall stance:
Watch Rationale: While sales and realizations are excellent, the widening gap between sales and construction
(execution risk) and aggressive expense deferrals require a "wait and see" approach for cash flow normalization.
Re-evaluate when: CFO / PAT ratio exceeds 0.80x for two consecutive quarters. BULL CASE: Successful
delivery of Gurugram (Amarah) and Pune projects leads to a surge in CFO and realization of deferred margins.
BEAR CASE: Labor shortages or regulatory delays lead to RERA penalties on the delivery obligation, causing
brand erosion and liquidity stress. Key monitorable: Equivalent Area Constructed (EAC): 16.73 Lsft — Watch
for 20+ Lsft.



7. Year-over-year analysis

7.1 Changes
Metric / theme Summary a status Summary b status Forensic takeaway
Aggressive land banking Shift to execution and Management has pivoted from land
Capital with a 394% surge in land/ construction delivery with acquisition to intensive construction to
Allocation Focus  development right WIP Project Development bridge the widening gap between sales and
purchases. rising to [663 Cr. delivery.
. . Positive OPM (7%) and Net While margins turned positive, the quality is
Margin Negative OPM (-4%) and . . . L .
. . Profit ((28 Cr), but aided by compromised by a significant surge in
Trajectory & Net Loss (-[7 Cr) during an . ) .
. . an 83% surge in deferred deferred selling expenses and capitalized
Quality expansionary phase. .
expenses. interest.
CFO/PAT of 12.14; cash CFO/PAT of 0.43; cash flow The working capital cycle is increasingly
Working Capital flow heavily supported by a significantly lags profit due to strained by inventory WIP build-up, causing
Anomalies 106% surge in customer massive inventory cash flow from operations to lag
advances. reinvestment. significantly behind accounting profits.
Management Expansionary and "Brutally honest" regarding The narrative has shifted from expansionary
Tone g aggressive; 100% KMP pay  execution bottlenecks; 50% optimism to a transparent acknowledgment
hike despite reporting a net KMP pay hike on modest of execution bottlenecks and labor
Governance . )
loss. operating profit. shortages.

7.2 Persistent patterns

* Negative working capital model where massive customer advances ([820 Cr to [1,077 Cr) serve as the
primary interest-free funding source for operations.

* Aggressive KMP compensation structures where promoter pay increases sharply (100% in FY22, 50% in
FY23) outstripping broader employee cost trends.

» Systemic interest capitalization where the majority of finance costs ((24.57 Cr in FY23) are buried in
inventory rather than expensed, masking the true cost of debt.

» The stalled Marine Plaza project ([22.88 Cr) remains a recurring impairment risk on the balance sheet with
no resolution across consecutive periods.

« Strong brand equity in niche segments evidenced by consistently high referral-led bookings (~29%) and
the ability to maintain pricing power.

» Conservative balance sheet leverage maintained through a stable Debt/Equity ratio of 0.24x and the use of
project-specific unsecured debentures.
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