Quick Heal Technologies Ltd — Aug 2025 Quarterly Analysis

1. VERDICT & BUSINESS QUALITY SNAPSHOT

Result: Weak Miss One-line: The transition thesis is under severe duress as the "Enterprise Pivot" faces a
leadership vacuum (CEO exit) and the legacy Consumer business is being intentionally throttled to fix a broken
channel, leading to deepening operating losses.
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Earnings Quality

Guidance Confidence
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Key Q&A Exchange
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Record
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Sentiment: [INegative

This Quarter

Weak Miss
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Deteriorating

Deteriorating

Q2 + Promoters

Execution Gap

Investment

Deteriorating

Stable
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Stable

Strong

Deteriorating

Unreliable

Leadership
Vacuum

Defensive

Signal | Evidence

Revenue ([57.2 Cr) missed even the weak Q4 performance
([85.1 Cr); EBITDA loss widened to [9.7 Cr.

Net loss of [5.5 Cr; operations are cash-consumptive while
waiting for deal closures.

Management cited "deal deferrals" for the flattish Enterprise
performance despite an expanded product stack.

CEO Vishal Salvi (hired to lead the Enterprise pivot) is exiting
after only ~1 year; Promoters back in interim control.

Core Consumer AV is structurally declining; Enterprise growth is
not yet offsetting the "valuation valley."

Promoter family confirmed they will not return as CEO but are
searching for another professional.

Why Enterprise growth is only "single digits" despite massive
R&D and TAM expansion.

High R&D burn ([B1.3 Cr) continues without corresponding
revenue scale.

EBITDA margin collapsed to -17.0% from +3.7% YoY.

Gross Margin remains elite at 98.5%, indicating the product has
value, but the business lacks volume.

Negative EBITDA and invoicing curtailment suggest poor
operating cash generation.

Maintaining 30% market share in Consumer; won a Tier-1 BFSI
deal in DPDP.

Zero debt; cash/liquid reserves (while slightly depleting) remain a
significant buffer.

Proactive curtailment of invoicing due to "overdue receivables"”
indicates deep channel stress.

Failed to deliver Enterprise growth acceleration; high-profile CEO
exit is a major setback.

The exit of an Enterprise-focused CEO leaves the strategy
execution in doubt.

Posture focused on "foundational steps" and "channel health" to
explain a very weak top-line.



Key Takeaways (Positives & Negatives): * Positives: The company won a "large Tier-1 BFSI deal"
(Insurance) for its Data Privacy (DPDP) stack, proving product-market fit against global competitors. Gross
margins improved to 98.5% as delivery costs remain negligible. Management's decision to stop invoicing high-
risk partners to clean up the channel (DSO improvement in July) is a painful but necessary long-term hygiene
move. * Negatives: CEO Vishal Salvi's exit is a thesis-breaker for those betting on an institutionalized Enterprise
pivot; his departure creates a strategic void. Financial performance is abysmal—Consumer revenue fell 27.8%
YoY, and Enterprise revenue is effectively stagnant (-2.3% YoY). The company is trapped in a negative operating
leverage cycle where fixed R&D and S&M costs ([52.4 Cr) are nearly 92% of net revenue. * The Street’s
Concern: Analysts are frustrated that after 18 months of "full stack” readiness, Enterprise growth remains
negligible. Management's response: "Cybersecurity has a gestation period," and "guidelines for DPDP are still
awaited from the government." * Forward-looking Watchpoint: Success of the CEO search and the timeline for
government DPDP guidelines. If a new CEO is not found within 2 quarters, the pivot may lose momentum
entirely.

2. BUSINESS PERFORMANCE
2A. KEY METRICS
DATA SOURCE: PPT figures primary. Concall used for commentary and order book.

Current Qtr
(Q1FY26)

Trend Mgmt Commentary

Driven by softer consumer market and curtailed

Revenue (Cr) 57.2 1 18.6% 112.1% ! . .
invoicing for collection health.

Revenue Growth

Not in Doc N/A N/A = Primarily INR-based business.
CC (%)
. 12190 Negative operating leverage as revenue base
EBIT Margin (%) -22.2% 1 360 bps ! .
bps shrank while costs stayed flat.
Includes [5.8 Cr Other Income; operating loss is
PAT (OCr) (5.5) | 237.5% 1 66.7% ! i
much wider.
Deal Wins / Order . . Includes a Tier-1 BFSI deal in DPDP segment;
24.0 First Entry  First Entry -
Book deferred revenue of (16 Cr.
Headcount Not in Doc N/A N/A = Sales org described as "fairly young."
Attrition (%) Not in Doc N/A N/A - Not discussed.
. Higher mix of high-margin software; lower direct
Gross Margin (%) 98.5% + 80 bps 1 130 bps 1
costs ([D.9 Cr).
S&M spends ([21.1 Cr) kept high for Enterprise
EBITDA (OCr) (9.7) 1 473.1% 114.1% ! .
pivot.
. . L Curtailment of invoicing to specific partners to
Working Capital Deteriorating N/A N/A !

manage overdue receivables.

2B. SEGMENT BREAKDOWN



Revenue (O

Segment Key Development
g Cr)* y p

Launched AntiFraud.Al freemium; Tamil Nadu

Consumer 31.7 127.8% High ! Laggard o .
micro-influencer campaign.

Tier-1 BFSI win; SIA (GenAl Assistant) launch;

Enterprise 31.7 12.3% Lower = Leader L .
XDR pipeline building.

*Note: Segment revenues are Gross figures provided in PPT before sales incentives and deferrals. Net Revenue
( 57.2 Cr) is the accounting reality.

3. MANAGEMENT OUTLOOK & EXECUTION TRACKER

Required Run-Rate / Historical
Mathematical Feasibility Delivery

Dimension Category Management Target / Claim

. . Needs double-digit Enterprise
Strategic progress in

Guidance Revenue . ) growth to offset Consumer tailspin; Missed High
International & Enterprise. .
current Q1 is -2.3%.

Channel Collection trend positive in Must see DSO reduction in Q2
Guidance Health July after invoicing report to validate this "pain for gain"  In Progress Medium
curtailment. trade-off.
. New products now 13-15% of
New "Material New Product . . . - . .
Strategy . Enterprise mix; needs to hit 25%-+ Delivering Mix Medium
Product Revenue" from Horizon-3. ) .
to drive the pivot.
. Search for professional CEO  Usually takes 3-6 months; . .
Strategy Leadership ) . L New Risk High
to replace Vishal Salvi. promoters managing interim.
Waiting for DPDP (Data Pipeline is strong, but conversion External
X
Macro Regulatory Privacy) guidelines for full depends on Govt of India final draft High
Dependency

market unlock. issuance.



4. ANALYST Q&A



Q# Relevance

Analyst/ Theme

Categor
Firm Cluster S

Jitendra
Agarwal,
Relax
Capital

Enterprise
Growth

Management
Commentary

Jitendra
Agarwal,
Relax
Capital

CEO Exit Governance

Underlying
Concern

Why is
Enterprise
growth only
single digits
despite full
stack
readiness and
a massive
addressable
market?

Will the
promoters
return to run
the company
now that the
professional
CEOQis
exiting?

Management
Response &
Investment
Implication

Management
explained that
the new
product
segment now
contributes
13-15% of
Enterprise
revenue and
highlighted a
"gestation
period" for
B2B
cybersecurity.
The
implication is
that the "pivot”
is taking
significantly
longer to
monetize than
investors
anticipated,
keeping the
company in a
loss-making
phase.

Kailash Katkar
confirmed an
active search
for a new
professional
CEO and
stated the
promoters will
not return to
the CEO role
permanently.
This signals
that the
company is
committed to
professional
management,
but the
"transition
friction" of
finding a third
CEOin3
years is a
major
overhang.

Evaded /
\[o]
Addressed

Verdict

Credibility

Why
rowth isn't
9 Deflected —
faster now o
. timeline
despite 18 .
shifted
months of
readiness.
Specific
Clear searc
names or 4.0
. status
shortlists.



Q# Relevance

Theme
Cluster

Analyst /

Categor
Firm gory

Jitendra
Agarwal,
Relax
Capital

Monetization/
Cost

Financials

Dewang,

o Business
Individual

Overview

Product UX
Investor

Underlying
Concern

Investment in
Enterprise has
been high for
years; when
will we see the
revenue run-
rate reflect
this?

User
experience for
AntiFraud.Al is
difficult; why
are there no
installation/
unboxing
videos?

Management
Response &
Investment
Implication

Management
claimed the
pivot was
critical to
prevent a total
business
decline and
that the sales
team is still
"young" (Head
of Sales =1
year tenure).
This suggests
that the cost
base is
currently
"over-sized"
for the
revenue,
meaning
break-even is
entirely
dependent on
a sharp
Enterprise
sales hockey-
stick that
hasn't arrived.

CEO Vishal
Salvi
acknowledged
that privileges
required for
phone security
make
onboarding
complex and
noted the
feedback for
video-based
support. While
a minor
operational
point, it
highlights
potential
friction in the
"freemium”
GTM strategy
intended to
save the

Evaded /
Not Credibility
Addressed

Verdict

Hard
revenue/
. Vague on

margin 25

numbers
targets for
3-5 years.

Responsive
None 4.0

to feedback



Theme
Firm Cluster

Analyst /

Q# Relevance

Category

Underlying
Concern

Management
Response &
Investment
Implication

Evaded /
\[o]
Addressed

Credibility Verdict

Jatinder
Agarwal,
Relax
Capital

Transparency

Mihir
Manohar,
Carnelian
Asset
Mgmt

DPDP Status

PATTERN FLAGS & SENTIMENT

Financials

Management
Commentary

Outsiders have
no visibility into
the pipeline or
order book
conversion.

What is the
status of the
Data Privacy
Act
implementation
and why is it
taking so long?

Consumer
segment.

Management
pointed to the
(24 Cr order
book
disclosure as
a first step
and promised
to consider
sharing more
"granularity"
on pipeline
conversion.
Better
transparency
is essential for
the Street to
value this as a
SaaS/
Enterprise
company
rather than a
legacy AV
firm.

Specific
pipeline
value (O

Cr).

Promised
improveme!

3.0

Management
is waiting for
the final draft
from the
government
but noted that
forward-
looking BFSI
clients are
already buying
(first Tier-1
Insurance
win). This
confirms that
DPDP is a
"when, not if"
catalyst, but
the timing is
completely
outside
management's
control.

Realistic on

None 4.0
regulatory

Theme: The "Valley of Death" in the Pivot Analysts (led by Agarwal) are clearly losing patience with the
"investment phase" narrative. The anxiety stems from the fact that Consumer revenue is falling faster than



Enterprise can grow, despite management having the "full stack" ready for over a year. Management's posture
was defensive, leaning on "gestation periods" and "young sales teams,"” which suggests they are at least 2-4
quarters away from meaningful operating leverage. This friction will persist until the Enterprise growth rate hits
20%+.

Analyst Sentiment Verdict: The analyst mood is Skeptical to Frustrated. The combination of a top-line miss,
a widening EBITDA loss, and the sudden exit of an Enterprise-veteran CEO (Salvi) has damaged credibility.
Analysts are no longer satisfied with product launch updates; they are demanding "monetization of knowledge."
The greatest risk remains a failed CEO search, which would signal that the business is unmanageable for
external professionals.

GUIDANCE GAPS REVEALED IN Q&A | Topic | What Mgmt Claimed (Prior Q) | What Q&A Revealed | Gap /
Walk-back | Risk to Thesis | | :--- | :--- | :--- | :--- | :--- | | Enterprise Velocity | High bullishness on "Horizon 3"
products (EDR/XDR). | Enterprise revenue actually declined 2.3% YoY this quarter. | Massive gap between
"pipeline excitement" and "revenue reality." | Pivot is stalling. | | Leadership | CEO Salvi was the face of the
"New Quick Heal." | Salvi is exiting; search for replacement started. | Strategic continuity is now at risk. | Thesis-
breaking. |

5. WHAT CHANGED vs PRIOR QUARTER

What Changed Prior Quarter (Q4FY25) This Quarter (Q1FY26) Direction
. Vishal Salvi leading Enterprise ) L N
Leadership pivot Vishal Salvi exiting; search for new CEO. | Deteriorating
Revenue "Curtailing invoicing" to fix channel health/ | Deteriorating (Short-
Growth focus. )
Strategy receivables. term)
Enterprise . . L
Flattish full year (1.5%). Negative growth (-2.3% YoY). | Deteriorating
Growth
Consumer . .
. -9.2% for FY25. -27.8% YoY for Q1. | Deteriorating
Decline
Operating Loss EBITDA Loss [8.5 Cr. EBITDA Loss [9.7 Cr. | Deteriorating
DPDP Proof . . ) . ) .
Point Theoretical GTM. First Tier-1 Insurance deal win confirmed. t Improving
oin

SIA (GenAl) and AntiFraud.Al Freemium

Product Stack SIA in pilot.
P launched.

1 Improving

CFO-to-PAT Divergence Note: Invoicing was intentionally curtailed to improve collections. While Q1 remained
loss-making, management cited "positive collection trends in July," suggesting a focus on cleaning the balance
sheet at the expense of the P&L top-line. This is the primary driver of the revenue miss.

STOP HERE.
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