Ashiana Housing Ltd — Jun 2024 Quarterly Analysis

1. VERDICT & BUSINESS QUALITY SNAPSHOT

The punchline. Read this first — it frames everything below.

Result: Beat One-line: Ashiana delivered its highest-ever sales value and operating cash flow, successfully
pivoting to a high-realization model (Gurugram/Premium) while laying the groundwork for a scalable Senior

Living moat.

Dimension

Beat/Miss vs Guidance /
Prior Quarter

Earnings Quality

Guidance Confidence

Management Credibility

Business Quality Signal

Key Q&A Exchange

The Street's Primary
Anxiety

Capital Cycle Stage

Margin / Return Ratio
Trajectory

Pricing Power

FCF Conversion &
Quality

Competitive Moat
Signals

Balance Sheet Strength
Working Capital
Efficiency

Mgmt Guidance Track
Record

Key Vulnerability / Red
Flag

Management Tone

This Quarter

Strong Beat

High (Core driven)

Strong

Strong

Improving

Q# 8 + Senior Living
strategy

Land Bank exhaustion &
Margin Volatility

Harvesting / Reinvestment

Improving

Expanding

Strong

Widening

Strong

Improving

Reliable

Regional Concentration

Confident & Disciplined

Signal | Evidence

FY24 Sales value of [1,798.22 Cr exceeded FY23 by
37%; Q4 realization hit [8,134/sq. ft.

Growth driven by 34% realization jump; Pre-tax OCF is
3.6x PAT.

[2,000 Cr FY25 target appears conservative given
Gurugram demand and new launches.

Transparent about cost overruns in specific projects and
term sheet failure rates.

Shift from "Volume/Affordable" to "Realization/Theme-
based" improving ROE profile.

Mgmt rejected "hybrid" models, insisting on full senior
living projects to preserve value.

Mgmt focus on "Economic ROE" over reported quarterly
margins; active pipeline in Bangalore/Mumbai.

Harvesting Gurugram cash; reinvesting in Senior Living
expansion (Bangalore/Pune).

FY24 ROE hit 10.94% (Reported); Mgmt confirms
Economic ROE is already >15%.

34% YoY increase in realizations; Gurugram phases
selling out on launch.

Pre-tax OCF of [B04.46 Cr (highest ever) driven by
heavy customer advances.

No. 1 Senior Living brand ranking (7th year); deep
execution expertise in niche segments.

Debt/Equity reduced to 0.17x; net cash flow remains
robust.

Significant increase in customer advances reducing the
need for external financing.

Historically conservative; delivered 1,798 Cr vs
"buoyant" expectations.

Gurugram (Amarah) is the primary driver of current sales
value; execution delays there would be material.

Focused on Capital Returns over growth-at-any-cost;
patient land acquisition stance.



Key Takeaways: * Positives: AHL has fundamentally shifted its earnings profile, with average realizations
jumping from 5,080 to [6,811/sq. ft. in one year. The "Economic ROE" is now exceeding the 15% hurdle rate,
even if accounting laggards (deliveries) delay the reported ROE reflection. Cash flow generation is at a historical
peak ([BO4 Cr pre-tax OCF), providing a massive war chest for land acquisition. * Negatives: Quarterly margins
remain lumpy and optics were weighed down this quarter by cost overruns in Jamshedpur (Aditya) and Jaipur
(Amantran). The business is currently heavily dependent on Gurugram (Amarabh) for its premium sales value. *
Street Concern: Analysts are focused on the "next big thing" after Amarah. Management's response highlights a
major pivot to Senior Living in Bangalore and Mumbai (Panvel), choosing a less competitive niche with higher
differentiation over the crowded premium residential space. * Forward Watchpoint: Monitor the conversion of
Bangalore term sheets into formal JV/JDA agreements; this is critical for diversifying the growth engine away
from the NCR region.

2. BUSINESS PERFORMANCE

2A. KEY METRICS

Current Qtr
Mgmt Commentary

(Q4FY24)

Realization Driven: Growth fueled by Amarah

Presales (OCr) 862.54 1 97.9% 1 396.0% ) ) )
Ph-3, One44 (Jaipur), and Vatsalya (Chennai).
Equivalent Area Seasonally strong quarter; FY24 construction up
6.97 1 37.2% 1 46.1% 1
Const. (L-sqft) 23.6% YoY.
Pre-tax Operating Highest Ever: Full year pre-tax OCF hit [B04.46
92.20 1 308.1% 1 71.3% 1 )
CF (OCr) Crvs [B4.85 Crin FY23.
L Mix Shift: Driven by Gurugram pricing and new
Realization/sqft (O 8,134 1 60.3% 1 56.8% 1 . ; .
premium launches in Jaipur.
Revenue Potential . ) Amount to be received in future from area
1,823.16 Firstentry  First entry -
Locked (OCr) booked so far.
Driven by higher deliveries (24.78 L-sqft in FY24)
Revenue (CCr) 296.96 1 153.9% 1 56.9% ) - .
and better pricing mix.
QoQ decline due to project mix; Jamshedpur/
PAT (OCr) 17.38 1 67.4% 1 37.5% ! ) L .
Jaipur deliveries had higher land costs/overruns.
Land Bank . . Total estimated saleable area of 52.30 Lakhs sq.
. 62.67 Acres First entry  First entry = . ) .
(Estimated Area) ft. across Jaipur, Gurugram, Bhiwadi.
) . De-leveraging continues; debt reduced from 0.22
Debt / Equity Ratio 0.17 122.7% 1 15.0% 1 .
in FY23.
ROCE (%) / ROE . Reported ROE lagging Economic ROE; mgmt
10.94% (ROE) 1 189.4% Firstentry 1t
(%) targets 15% threshold.

2B. SEGMENT BREAKDOWN



Segment

Sales Area (L-
sqft) FY24

Value (CJCr)

Avg Realization

vs Company

Key Development

Gurugram

Jaipur

Senior
Living

Others

7.99

5.42

3.54 (est)

9.45

FY24 (WEL ) Avg
821.57 10,282 +51.0%
344.43 6,354 -6.7%
~241.00 ~6,800 In-line
391.22 4,139 -39.2%

Amarah Phases 1-3 fully booked;
powerhouse of realizations.

New launches (Nitara, One44) shifting
segment to premium.

Pivot city: Chennai (Vatsalya) and
Pune (Amodh) launches.

Volume support from Jamshedpur,

Bhiwadi, Jodhpur.

3. MANAGEMENT OUTLOOK & EXECUTION TRACKER

Dimension

Category

Management
Target / Claim

Required Run-Rate /
Mathematical Feasibility

Historical Delivery

Risk Flag

Guidance

Guidance

Guidance

Strategy

Strategy

Macro

Balance

Revenue
(Presales)

Margins

Volume
(Const.)

Senior Living
Mix
Capital

Allocation

Industry
Headwinds

Debt /
Leverage
Target

[2,000 Cr for FY25

17%-18% PAT by
FY27

25-26 Lakhs sq. ft.
FY25

900-1,000 units/
year

Focus on ROE
(>15%)

NGT bans in NCR
(Q3)

Maintain low
leverage

Needs 500 Cr/qtr.
(Achieved [862 Cr in Q4).

Gradual expansion from
current 8.63% PAT.

Needs ~6.5 Lakhs sq. ft./
qtr.

Needs ~3x current volume
in 4-5 years.
Achieved 15% Economic

ROE in FY24.

Anticipated seasonal
slowdowns factored.

D/E at 0.17; high OCF
supports zero net debt.

Delivered FY24
target.

FY24 margin
improved from
6.56%.

Delivered 20.68 in
FY?24.

Consistently No. 1
SL brand.

First-ever buyback in

FY?24.
Managed Q3

slowdown.

Consistently low
debt.

Low (Amarah Ph
4/5 critical)

Moderate (Cost
inflation)

Low

Moderate
(Execution)

Low

Low

Low



4. ANALYST Q&A



Q#

la

Relevance
(1-5) Firm

Lavanya

3.5
Sharma

Lavanya
Sharma

4.0

Rohit,
4.5 iThought
PMS

Analyst /

Theme
Cluster

Dividends

vs Buyback

Quarterly
Margins

Margin
Trajectory

Category

Capex and
Allocation

Financials

Financials

Underlying
Concern

Why shift
from
buyback
(FY23) to
dividend
(FY24)?

Why did
quarterly
margins
decrease?

How will
margins
shape up
over the
next 3
years?

Management
Response &
Investment
Implication

Evaded /
\\[o] ¢
Addressed

Credibility
(1-5)

Verdict

Management
stated
buybacks
have high
fixed costs for
small amounts
and they want
to retain cash
for upcoming
acquisitions.
This confirms
AHL isin a
reinvestment
phase,
prioritizing
land
acquisition
over
aggressive
capital return
in the short
term.

Clear
strategy

None 4.5

Management
clarified that
margins are
project-
specific; Q4
was hit by
higher land
costs and
minor
overruns in JV
projects
(Aditya,
Amantran).
Investors
should ignore
quarterly
noise and
focus on the
FY27 target of
17-18% TCI
margins as
the project mix
improves.

Validated
volatility

None 4.0

Management
expects
steady
expansion as
legacy low-
margin
projects are

High
conviction

None 4.5



Management
Relevance Analyst/ Theme Underlying Response &

Evaded /

Credibility
i Category \[o) 4
(1-5) Firm Cluster Concern Investment (1-5)
L. Addressed
Implication

Q# Verdict

delivered and
indirect costs
as a % of
revenue
decline. This
suggests a re-
rating trigger
as reported
ROEs catch
up to the
current strong
operational
performance.

Management
will focus on
returns (ROE)
over pure
volume
growth,
specifically
targeting
Senior Living
) What is the where
Rohit, L Broad Returns
) Land Capex and broad target  competition is
2a 4.0 iThought L . . volume 85 over
Acquisition  Allocation for land lower. This
PMS L targets Growth
purchases? indicates a
disciplined
capital
allocation
strategy that
avoids
overpaying for
land in a
heated

market.

Management
noted
Economic
ROE already
crossed 15%
in FY24,
reported ROE
When will

Rohit, will hit the

ROE the 15% Specific
2b 45 iThought Financials ° target by None 5.0 >PeC
PMS Target ROE target FY26 due to timeline

lumpiness.
This bridges
the gap
between
strong cash
flows and



Theme
Cluster

Relevance Analyst/

Q# Category

(1-5) Firm

Rohit,
. FY25 Management
2c 4.0 iThought .
Guidance Outlook
PMS
3 35 Kunal, Gurugram Business
' Individual ~ Pipeline Overview
Rehan, IFC . .
4 3.0 ) ) Financials
Sicomoro  Partnership

Underlying
Concern

What are
the pre-
sales
expectations
for FY25?

Any plans
for new
Gurugram
projects
after
Amarah?

What is the
status of the
IFC platform
projects?

Management
Response &

Evaded /
\\[o] ¢

L. Addressed
Implication

lagged P&L
recognition.

The internal
target is
[2,000 Cr,
heavily reliant
on the launch
of Amarah
Phase 4 & 5in
Gurugram.
This sets a None 4.0
clear
benchmark for
the next 12
months, with
Gurugram
remaining the
critical alpha
driver.

Management
is preparing to
launch a new
project in
Sector 80,
Gurugram
(applied for
EC) by
Q4FY25 or
Q1FY26. This
provides
visibility on the
Gurugram
growth runway
beyond the
current
Amarah
project.

Platform 1 is
largely
deployed/
complete;
Platform 2 is
active but
hasn't
deployed None 4.0
capital yet.
AHL has a
strong
financial
backer for
scaling,

Credibility
Investment (1-5)

Verdict

Quantified

Specifics
given

Strategic
alignment



Q#

Relevance
(1-5)

3.5

4.0

4.5

Analyst /
Firm

Himanshu
Dugar

Ankit

Shah,
White
Equity

Anuj
Sharma,
M3

Theme

Categor
Cluster gory

Const. Business
Pace Overview
Bid . .
. Financials

Margins
Senior

. . Strategy
Living Pivot

Underlying
Concern

Canthe 7
Lakh sq. ft.
quarterly
construction
pace be
sustained?

What gross
margins are
you
factoring in
for new
land?

Where is the
"J-curve" for
Senior
Living?

Management
Response &
Investment
Implication

Evaded /
\\[o] ¢
Addressed

Credibility
(1-5)

Verdict

though the
exact payout
structure
remains
complex (30%
share in net
cash flows).

Management
expects 25-26
Lakhs sq. ft.
for FY25,
noting that
quarterly
fluctuations
are normal
due to NGT
bans and
labor
migration.
This manages
expectations
against a
"straight-line"
growth
assumption.

Realistic
tempering

None 4.5

AHL targets
27-30% Gross
Profit margins
for JvV
projects, with
higher
thresholds for
outright
purchases to
cover
financing. This
reinforces
management's
discipline in
not chasing
land at sub-
par returns.

None 5.0 Quantified

Management
admits the J-
curve is hard
to predict but
is allocating a
higher
proportion of
capital to the
segment

Precise
timing

Strategic
intent



Relevance Analyst/ Theme Underlying

Q# Category

(1-5) Firm Cluster Concern

Why not do
"hybrid"
Kunal, Hybrid SL projects (2

8 5.0 Strate
Individual  Projects oy towers of SL
in a normal

project)?

PATTERN FLAGS & SENTIMENT

Management
Evaded / S
Response & Not Credibility

Investment 1-5
L. Addressed (1-5)
Implication

Verdict

(targeting
1,000 units/
year). This is
a strategic bet
on a niche
where AHL
enjoys #1
brand recall
and higher
pricing power.

Management

explicitly

rejected

hybrid models,

stating they

don't create

the lifestyle

value SL

consumers

want. This is a Thesis-
. None 5.0 .

critical moat defining

insight—AHL

is committed

to full-

ecosystem

Senior Living,

which

competitors

often fail to

replicate.

Analysts exhibited a high level of interest in the Senior Living pivot and Gurugram concentration. There was
a palpable anxiety regarding whether AHL can sustain its high realizations once the current phases of Amarah
are sold out. Management countered this by detailing a strong pipeline in Bangalore (Senior Living) and Sector
80, Gurugram. The concern over quarterly margin volatility was a recurring theme, which management
successfully reframed as a timing/mix issue rather than a fundamental cost problem.

Analyst Sentiment Verdict: [JPositive. Analysts were generally impressed by the record pre-tax operating cash
flows and the jump in realizations. Friction was minimal, primarily centered on the "failure rate" of land term
sheets. Management’s credibility was bolstered by their focus on "Economic ROE" and their refusal to dilute the
Senior Living brand via hybrid models. The unresolved issue remains the geographic concentration in NCR,

which will stay a risk until Bangalore projects are formally launched.

GUIDANCE GAPS REVEALED IN Q&A



What Mgmt
Claimed (PPT/
Opening)

What Q&A
Revealed

Gap | Walk-back Risk to Thesis

Moderate; could slow

Land Active pipeline 50% term sheet Acknowledgement of difficulty in .
e . . . . growth if Bangalore/
Acquisition mentioned failure rate closing deals in a hot market. . .
Mumbai deals slip.
o . Cost overruns in Impacted Q4 margins; explains Low; appears project-

Cost Not highlighted in . .

Jamshedpur & discrepancy between revenue specific rather than
Overruns PPT . .

Jaipur growth and PAT. systemic.

5. WHAT CHANGED vs PRIOR QUARTER

First entry — no prior quarter to compare.

What Changed Prior Quarter This Quarter Direction

CFO-to-PAT Quality Check: FY24 Pre-tax OCF ([(B04.46 Cr) is 365% of PAT ([83.40 Cr). This divergence is
driven by high customer advances in Gurugram and new Jaipur launches. This is a sign of extreme capital
efficiency, as customers are effectively funding the construction.

Growth Attribution: 37% Revenue growth was primarily driven by a 34% increase in Realization (Price) rather
than Volume (Area Booked grew only 2%). This indicates high-quality, margin-accretive growth.
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