Ashiana Housing Ltd — Aug 2023 Quarterly Analysis

1. VERDICT & BUSINESS QUALITY SNAPSHOT

Result: Strong Beat One-line: A structural inflection point where record-high realizations ([6,684/sqft) and a
sold-out Gurgaon launch have transformed the cash-flow profile, validating the shift toward premium niche
leadership.

Dimension This Quarter Signal | Evidence Sentiment
Beat/Miss vs Guidance / Presales value [436.2 Cr (Flat QoQ but up 187% YoY);
_ Strong Beat o u
Prior Quarter Realizations up 31% QoQ.
. . High (Core CFO-to-PAT ratio of 7.6x; [83.15 Cr OCF driven by strong
Earnings Quality ) ) O
driven) customer collections.

. ) Maintained [1,500 Cr FY24 presales guidance; Q1 already
Guidance Confidence Strong . O
achieved 29% of target.

. Amarah Phase 2 sold out instantly; clear focus on ROE over
Management Credibility Strong B — O

Transitioning from low-margin legacy projects to high-

Business Quality Signal Improvin ad
Quality Sig P g realization Gurgaon/Senior Living projects.

Q17 — ROE vs Mgmt admitted past mistake of chasing top-line; now focusing

Key Q&A Exchange i O
Volume strictly on 15% ROE.

The Street's Primary Land Price Fear that land costs are rising faster than apartment prices, 0

Anxiety Inflation squeezing future margins.

. Growth / Launching high-margin Gurgaon phases while collecting

Capital Cycle Stage . O
Harvesting advances to fund land replacement.

Margin / Return Ratio Imorovin Targetting high-teens Economic ROE and mid-teens reported 0

Trajectory P g ROE for FY24.

. . Gurgaon Phase 2 realized [7,700/sqft; historical company
Pricing Power Expanding O
average was <[5,000/sqft.

. . Pre-tax OCF ([B3.15 Cr) far exceeds PAT, providing liquidity
FCF Conversion & Quality Strong for the HSIIDC land payment O

» . . Success in Pune Senior Living (Amodh) proves brand
Competitive Moat Signals Widening . . O
portability beyond North India.

Balance Sheet Strength Adequate D/E at 0.22; sitting on cash to deploy in JV/JDA deals. O

. . - . High collection velocity in new launches reducing reliance on
Working Capital Efficiency Improving O
external debt.

Mgmt Guidance Track Reliable Consistent delivery on execution; construction pace remains 0
i
Record steady (4.35L sqft EAC).
Key Vulnerability / Red Buyback [BO1 buyback price (60% premium to CMP) is unusual; mgmt 0
Flag Premium claims it's for tax-efficient distribution.
Confident & Posture suggests they are comfortable skipping "bad" deals
Management Tone o . - u
Disciplined even if it slows land acquisition.

Key Takeaways (Positives & Negatives):



Positives: * Realization Inflection: Average realization surged to [6,684/sqft (up 31% QoQ), primarily driven by
the Gurgaon Amarah Phase 2 launch at [7,700/sqft, structurally lifting the margin floor. * Cash Flow
Dominance: Pre-tax Operating Cash Flow of [83.15 Cr is 7.6x reported PAT, a massive divergence indicating
that the "Project Completion” accounting method is lagging the actual cash-generative strength of the business.
* Strategic Pivot to ROE: Management explicitly pivoted away from volume-chasing, targeting a 15% ROE
threshold. Economic ROE is already trending toward the high teens. * Gurgaon Momentum: Gurgaon now
contributes ~67% of area booked this quarter, transforming from a peripheral market to the company's primary
profit engine.

Negatives: * Margin Compression in New Markets: Management admitted dissatisfaction with margins in
Pune (Malhar), noting that brand establishment in new geographies initially requires pricing concessions. *
Stuck Assets: Long-standing issues in Kolkata and Milakpur (Bhiwadi) land parcels remain unresolved with "no
light of day" in sight, tying up management bandwidth. * Buyback Optics: The decision to conduct a buyback at
[BO1 (when the market price was ~[190) is an unconventional use of capital that prioritizes exiting/participating
shareholders over those looking for aggressive market-price accretion.

2. BUSINESS PERFORMANCE

2A. KEY METRICS

DATA SOURCE: PPT figures used as primary source. Concall used for Mgmt Commentary.

Current
Qtr

Trend Mgmt Commentary

Driven by Gurgaon launch; maintained FY24

Presales (OCr) 436.20 1 186.7% - 0.1% 1 )

guidance of [1,500 Cr.
Equivalent Area Steady pace; lower QoQ due to high base in

. 4.35 113.0% | 14.4% . ol QoQ S
Constructed (Lakh sqft) Q4.
Pre-tax Operating Cash Record collections; aided by Gurgaon
83.15 1 200.0% 1 268.1% 1
Flow (CJCr) launch advances.
L Primary thesis driver; Gurgaon realized

Realization/sgft (O 6,684 1 46.7% 1 31.7% 1

[7,700/sqft.

Recognition based on handovers (3.32 Lakh
Revenue (Cr) 129.29 1 59.2% 1 10.6% 1

sqft).

Accounting profit lags OCF due to completion
PAT (OCr) 10.87 1 5.9% 1 4.7% -

method.

Future projects (90.52) + Land bank (56.18)
Land Bank (Lakh sgft) 156.70 1 96% 1 6% i

+ HSIIDC (10).

. Stable; only 25% of HSIIDC land price paid

D/E Ratio 0.22 1 4.8% - 0% o

so far.

2B. SEGMENT BREAKDOWN



Segment Area Booked Realization vs Company
Key Development

(Geography) (Lakh sqft) (implied) Avg

Amarah Phase 2 sold out

Gurgaon 4.38 67% ¥,700 1 Above .
completely (224 units).
. Steady demand in Umang
Jaipur 0.78 12% ~[4,400 = Below
and Amantran.
) ) Slowing; focus shifting to
Bhiwadi 0.46 7% ~[38,500 ! Below
Gurgaon/Pune.
. Senior living focus (Shubham
Chennai 0.65 10% ~[5,200 1 Average
Phase 4).
Malhar chugging; Amodh
Pune 0.20 3% (5,500 - Average

(Senior) launched July.

3. MANAGEMENT OUTLOOK & EXECUTION TRACKER

) ) Management Target / Required Run-Rate / . . .
Dimension Category i ) . Historical Delivery
Claim Mathematical Feasibility
Needs [B54.6 Cr/qtr for .
) Presales . ) Achieved [1,313 Cr
Guidance 1,500 Cr for FY24. remaining 3 quarters. High . Low
(Value) . in FY23.
feasibility.
. [250-300 Cr Pre-tax OCF Needs [55.6-72.3 Cr/qgtr. Q1
Guidance Cash Flow ) Strong Q1 beat. Low
for FY24. achieved [83 Cr. On track.
Handed over 3.32 Lakh sqft in Historically Q4
Guidance Handovers ~26 Lakh sqgftin FY24. . yeQ Moderate
Q1. Needs heavy Q3/Q4. heavy.
15% Reported ROE; High Requires significant PAT jump Improving from
Strategy ROE Target . . . Moderate
teens Economic ROE. in H2 (handovers). 3.78% in FY23.
1/3 of sales/profits from Currently Gurgaon is >60% of L
Strategy Geography ] Over-delivering. Low
Gurgaon. bookings.
Debt/ Remaining 75% HSIIDC Will use internal accruals and Historically
Balance Low

Payment payment due in FY25. OCF. conservative.



4. ANALYST Q&A



Q# Relevance

1 4.5
2 4.0
3 3.5
4 35

Theme
Firm Cluster

Analyst /

Category

Rohit, Mamt

ithought Guidance 9
Outlook

PMS

Rohit,

ithought Margins Financials

PMS

Rohit, .

. L Business

ithought Pipeline .
Overview

PMS

Rohit, .

ithought Geograph Business

i

g grapny Overview

PMS

Underlying
Concern

Can the
(1,500 Cr
guidance be
met given the
Q1

concentration?

will
realizations of
[B,700/sqft on
current
handovers
allow for 15%
ROE?

How is the
company
planning for
"replacement"
stock next
year?

What is the
strategy for

Management
Response &
Investment
Implication

Mgmt
maintained
guidance,
noting Q1 was
heavy due to
Gurgaon but
July was also
strong across
running
projects.
Validates
demand
sustainability
beyond
Gurgaon
launches.

Mgmt clarified
that while
current
handover
realizations
are lower,
fixed costs are
capped,
providing
significant
operating
leverage.
Suggests a
"hockey-stick"
PAT recovery
as handovers
peak.

Mgmt has a 1
Cr sgft
pipeline and is
in active
discussions
for two new
land
transactions to
prevent a
growth
vacuum.
Reduces
"single-project
dependency"
risk.

Mgmt aims to
ramp these to
20% of sales

Evaded /

Not Credibility Verdict

Addressed

None 5.0
Exact
realization

4.0
of
handovers.
None 4.5
None 4.0

Specific &
Confident

Directional
evidence

Specific
inventory
data

Strategic
clarity



Q# Relevance

5 5.0
6 3.0
7 4.0

Analyst /
Firm

Himanshu,
O3 Capital

Himanshu,
O3 Capital

Praveen,
Individual

Theme
Cluster

Governance

IFC

Pricing

Underlying

Category Concern

Pune and
Chennai?

Why buy back
shares at [B01
(60%
premium)
instead of

Governance

market
purchase?

Any change in
IFC deal
terms?

Capex/
Allocation

Are land
prices growing
faster than
apartment
prices?

Mgmt
Outlook

Management
Response &
Investment
Implication

Evaded /
\\[o] ¢
Addressed

Credibility

through
Senior Living
(Amodh in
Pune,
Vatsalya in
Chennai).
Confirms
Senior Living
as the primary
growth vehicle
for new cities.

Mgmt viewed
it as a one-
time, tax-
efficient cash
distribution
alternative to
dividends
Why not
rather than an
o market
opportunistic 3.0
. buyback
capital )
. logic?
allocation
play. Signals
that the
promoter sees
[BO1 as a fair
value
benchmark.

Terms remain
the same; IFC
to partner on
fresh projects
including
HSIIDC.
Provides
equity cushion
for large-scale
developments.

None 5.0

Mgmt noted
land grew
faster over the
last 18 months
but is now
plateauing
while
apartments
continue to
appreciate.
Crucial for
margin
stability in

None 4.0

Verdict

Evasive on
efficiency

Specific
confirmatio

Honest
assessmen



Q# Relevance

12

13

14

17

Analyst /

irm

Rohit,
3.5 ithought
PMS

Rohit,
4.0 ithought
PMS

Deepak,
Svan Inv

4.5

Manan,

5.0 .
Airawath

Theme
Cluster

New
Markets

Pune
Performance

Cash Flow

Growth
Strategy

Category

Business
Overview

Business
Overview

Financials

Management
Outlook

Underlying
Concern

Any progress
on Mumbai/
Bangalore
entry?

Are you
satisfied with
the Malhar
(Pune)
margins?

Is the (B3 Cr
OCF run-rate
sustainable?

What are the
square-foot
growth targets
for the next 4
years?

Management
Response &
Investment
Implication

upcoming
acquisitions.

Mgmt is in
advanced
negotiations
for a parcel
near Panvel
(Mumbai
outskirts) for
senior living.
Mumbai entry
is the next

major re-rating

catalyst.

Mgmt is
satisfied with
volumes but
unhappy with
margins as
they have to
establish
brand
presence
through
competitive
pricing.
Indicates a
2-3 year
gestation
before Pune
hits Gurgaon-
level
profitability.

Mgmt expects
[250-300 Cr
for the full
year; Q1 was
an aberration
due to catch-
up collections

from Gurgaon.

Provides
realistic FCF
expectations
for land-
buying.

Mgmt
admitted they
"made a
mistake"
chasing top-

Evaded /
\\[o] ¢
Addressed

None

None

Specific
construction
outflow.

None

Credibility

4.0

4.5

4.0

5.0

Verdict

Advance
deal stage

Candid on
weakness

Quantified
guidance

High
credibility
pivot



Management

. Evaded /
Analyst / Theme Underlying Response &

Q# Relevance Fi Category Not Credibility Verdict

irm Cluster Concern Investment
Implication

Addressed

line volume in
the last cycle
and are now
strictly ROE-
focused.
Signals a
more
disciplined,
lower-risk
growth
trajectory.

Mgmt is
blocking
"flippers" by
requiring sale
deed
registration
. before
Is investor
VP ) ) transfers,
. Customer Business speculation )
19 40 Rajesh, . ] . favoring "buy- None 4.0
Mix Overview hurting the

Banyan to-let"
brand?

Operationa
rigor

investors

(~50%).

Protects price

stability and

long-term

project

maintenance.

PATTERN FLAGS & SENTIMENT

Analysts focused heavily on the Realization-Margin-ROE triad. There is a palpable skepticism about whether
the 15% ROE is achievable with "older" project handovers, but management countered with the operating
leverage argument. Another recurring theme was Geographic Risk Mitigation—analysts are looking for
Ashiana to prove it isn't just a "Gurgaon/Jaipur play" by asking for specifics on Pune and Chennai.

Analyst Sentiment Verdict: Generally bullish but cautiously monitoring capital allocation. Analysts were
impressed by the Gurgaon sell-out and the massive realization jump but were puzzled by the [BO1 buyback
price, which created minor friction regarding "efficient use of cash.”" Management's credibility improved by
admitting past mistakes (volume-chasing) and providing very specific data on project-level realizations.

GUIDANCE GAPS REVEALED IN Q&A | Topic | What Mgmt Claimed (Opening) | What Q&A Revealed | Gap /
Walk-back | Risk to Thesis | | :--- | :--- | :--- | :--- | :--- | | Pune Margins | Positive outlook on Pune market. | "Not
satisfied at all" with Malhar margins. | Brand-building is costing margin in the short term. | Low (Normal for new
entry) | | Buyback | Distribution of cash. | Pricing was not based on valuation but a "premium" to ensure
participation. | Not a signal of undervalued stock, but a "reward" mechanism. | Neutral |



5. WHAT CHANGED vs PRIOR QUARTER

What Changed Prior Quarter (Q1 FY23) This Quarter (Q1 FY24) Direction

Average Realization [4,557/sqft [6,684/sqft 1 46.7%

Presales Value 152.1 Cr [436.2 Cr 1 186.7%

Operating Cash Flow [B8.03 Cr [83.15Cr 1 118.6%

Gurgaon Contribution 31% of Area 67% of Area 1 Significant Concentration
Strategic Focus Volume/Growth 15% ROE / Profitability 1 Higher Discipline

New Market Status Pune speculative Pune Amodh (Senior) Validated 1 De-risking Geography
Management Tone Cautiously Optimistic ROE-Disciplined 1 Maturation of Thesis

Investor Note: Q1 FY24 is a "Proof of Concept" quarter for Ashiana's high-realization strategy. The massive
divergence between OCF ([B3 Cr) and PAT (11 Cr) suggests the balance sheet is strengthening much faster
than the P&L reflects. The thesis remains intact and is accelerating: AHL is successfully migrating from a Tier-2
developer to a premium niche leader with genuine pricing power in Gurgaon. The "teens" ROE target for FY24 is
the key metric to watch.

STOP HERE.
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