Quick Heal Technologies Ltd — Oct 2025 Quarterly Analysis

1. VERDICT & BUSINESS QUALITY SNAPSHOT

Result: Beat (on Top-line) / Sequential Recovery One-line: Q2 marks a seasonal stabilization with a return to
profitability, but the core "Enterprise Pivot" thesis remains in a holding pattern due to a persistent leadership

vacuum (CEO) and ballooning receivables.
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Capital)
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Signal | Evidence

Revenue ([83.5 Cr) recovered from Q1 lows ([57.2 Cr); EBITDA
swung from -[9.7 Cr to +[9.2 Cr.

Receivables ([175.9 Cr) exceed H1 Net Revenue ([140.8 Cr);
CFO-to-PAT remains poor.

Management points to "Enterprise as the future" but refuses to
provide hard targets/timelines.

Returning to profitability is positive, but the CEO search has now
crossed 100 days without a successor.

97% Gross Margins prove product competitiveness; however,
structural consumer decline remains a drag.

Management finally admitted to a ~40% Enterprise / 60%
Consumer revenue mix shift.

Why has revenue been flat since 2016 despite [BO Cr+ quarterly
R&D spend?

High R&D (39% of Rev) is being expensed fully; company is "over-
investing" relative to current scale.

EBITDA margin recovered to 11.1% from -17.0% in Q1 FY26.
Management commands a 15-20% premium over global
competitors like McAfee in the Indian market.

Receivables increased by [15 Cr in Q2 alone; collections continue
to lag billing.

Maintaining 30% market share in Consumer; successfully
onboarding the first DPDP customer.

Zero debt; (191 Cr in cash/liquid investments (MFs).

DSO remains excessively high; receivables spike in Q2 suggests
channel stress isn't fully resolved.

Successfully delivered a "seasonal recovery" but the Enterprise
"hockey-stick" remains elusive.

Execution of Enterprise strategy relies on a professional CEO that
is currently missing.

Focused on "long-term innovation" and "seasonal strength" while
acknowledging collection headwinds.



Key Takeaways (Positives & Negatives): * Positives: Quick Heal delivered a significant sequential
turnaround, with revenue growing 46% QoQ and EBITDA margins returning to double digits (11.1%). The
Enterprise segment (Seqrite) is maturing, now contributing ~40% of revenue compared to 18% four years ago.
The company successfully onboarded its first customer for the new Data Privacy (DPDP) solution, validating its
product-market fit in a high-growth regulatory niche. Pricing power remains intact, with the company
commanding a 15-20% premium over global peers. * Negatives: The fundamental "Growth Thesis" is under
pressure as revenue remains stagnant compared to multi-year historical levels. The balance sheet is heavily
weighted by receivables ([175.9 Cr), which now exceed the total revenue generated in the last six months (H1
FY26: [140.8 Cr), indicating severe collection lags or channel stuffing. Furthermore, the absence of a
professional CEO to replace Vishal Salvi creates a strategic execution risk during a critical pivot phase. * The
Street’s Concern: Analysts are questioning the ROl on R&D, as the company spends [(B0-35 Cr per quarter
with no tangible top-line breakout. Management's response: "Cybersecurity requires continuous innovation to
stay ahead of hackers; it is a marathon, not a one-time investment." * Forward-looking Watchpoint: The
appointment of a new CEO and the release of final government guidelines for the DPDP Act are the two primary
triggers for a valuation re-rating.

2. BUSINESS PERFORMANCE

2A. KEY METRICS (Information Technology / Software Products) PPT available - primary source for
numbers.



Current Qtr
(Q2FY26)

Mgmt Commentary

Seasonal strength in Consumer +
Revenue (OCr) 83.5 1 13.6% 1 46.0% 1 steady demand in Enterprise.
Volume driven.

Primarily Indian domestic market

Revenue Growth CC (%) Not in Doc N/A N/A =
focus.
+ 2940 Sequential recovery due to positive
EBIT Margin (%) 7.2% 1 730 bps bps i operating leverage on higher
P revenue.
PAT margins improved to 9.5%
PAT (OCr) 7.9 1 88.1% 1 243.6% 1 .
from -9.6% in Q1.
ualitative: "Healthy pipeline" + 1st
Deal Wins / Order Book Not in Doc N/A N/A - Q .y PP
DPDP customer win.
. Focus on strengthening Enterprise
Headcount Not in Doc N/A N/A -
sales team.
Attrition (%) Not in Doc N/A N/A - Not discussed.
. Slight seasonal variance but
Gross Margin (%) 96.9% 1 60 bps 1160 bps - . )
remains elite (>96%).
Swung to profit as R&D and S&M
EBITDA (OCr) 9.2 1206.7% 1194.8% 1 costs were absorbed by higher
sales.
. Implied negative given [15 Cr
Cash Flow (OCF) Not in Doc N/A N/A 1 o . .
spike in receivables this quarter.
Cash & MFs at [191 Cr (Concall).
Net Debt / (Cash) (191.0) 16.8% 1 2.6% - PPT shows [184.9 Cr liquid
assets.
Optimized using Al/automation; all
R&D Spend (Cr) 32.9 13.2% 1 5.1% - .
R&D is expensed.
. DSO > 220 days. Challenging
Receivables (OCr) 175.9 1 5.5%* 1 9.3%* 1

partner collection environment.

*YoY/QoQ change calculated based
on Balance Sheet Mar-25 (166.7) vs
Sept-25 (175.9).

2B. SEGMENT BREAKDOWN

Revenue YoY

Segment Margin  Trend Key Development
(OCr)* Growth A

Seasonal recovery;
Consumer ~50.1 Unknown High > Leader AntiFraud.Al launched for
mobile/PC.

1st DPDP customer; focus
Enterprise ~33.4 Unknown Lower i Growth on mid-market (1k-5k
endpoints).

*Segment revenue estimated based
on Management's 60/40 mix
commentary (concall).



3. MANAGEMENT OUTLOOK & EXECUTION TRACKER

Dimension

Category

Management Target / Claim

Required Run-Rate /| Mathematical
Feasibility

Historical
Delivery

Guidance

Guidance

Strategy

Strategy

Macro

Balance

Revenue

Margins

Leadership

New
Product

Market
Share

Collections

Predictable and sustainable
growth across segments.

EBITDA margins to improve
with revenue enhancement.

CEO selection in process;
interviews ongoing.

DPDP solution to be a "big
enough market" to add
revenue.

Maintain leadership (30%+)

in Consumer segment.

Confidence in resolving
receivable challenges.

Requires >15% CAGR in Enterprise
to offset Consumer stagnation; H1 is
flat YoY.

High operating leverage exists; needs
[100 Cr+ quarterly revenue for
15-20% margin.

Critical to close by Q3 to maintain
Enterprise pivot momentum.

Dependent on Govt of India
implementing compliance deadlines;
outside mgmt control.

Needs to keep 15-20% premium while
facing structural global degrowth.

Receivables grew [15 Cr in Q2;
collection efficiency is currently a
thesis-risk.

Mixed

Improving

Delayed

In Progress

Delivering

Missing

High

Medium

High

Medium

Low

High



4. ANALYST Q&A



Q#

Relevance
(1-5)

4.0

4.5

Analyst /

Firm

Ashish
Soni,
Family
Office

Ashish
Soni,
Family
Office

Theme
Cluster

Macro
Tailwinds

Cost
Optimization

Category

Management
Commentary

Financials

Underlying
Concern

Are
government
initiatives
(like
promoting
Zoho)
providing
tailwinds for
Indian
software?

When will
R&D and
marketing
spend peak
and reach a
steady state
of ~20%?

Management
Response &
Investment
Implication

Management
confirmed
that while
government
promotion is
visible, actual
movement is
slow and
they are
working to
get public
recognition
for their
indigenous
solutions.
Implication:
Domestic
"Make in
India"
tailwinds are
currently
more
rhetorical
than financial
for Quick
Heal.

Ankit
Maheshwari
clarified that
R&D is being
optimized via
Al/
automation
but will
remain a
continuous
investment to
stay relevant
against
evolving
threats.
Implication:
High R&D
intensity
(30-40% of
rev) is a
permanent
feature of the
business
model, not a
temporary
spike.

Evaded / S
Credibility .
Not Verdict

1-
Addressed (1-5)

Specific L
. Directional
deal sizes 3.0
only
from gov.
Peak
. Vague on
margin 3.0 .
margins
target.



Q#

Relevance
(1-5)

4.0

5.0

4.0

Analyst/ Theme
Firm Cluster

Ashish
Soni,
Family
Office

Geopolitics

Ashish

Soni, DPDP
Family Market
Office

Majid
Ahmad,

Category

Business
Overview

Strategy

Underlying
Concern

Is the
geopolitical
situation
driving
foreign
business or
local
replacement
of MNC
products?

How big is
the potential
for the Data
Privacy
(DPDP)
policy in
India?

What are the
clear levers

Management
Response &
Investment
Implication

Sanjay
Katkar noted
high interest
from regional
areas like
UAE and
Indian
government
departments
seeking
indigenous
alternatives
to MNC
stacks.
Implication:
Geopolitics is
expanding
the pipeline,
but
conversion to
revenue
remains a
multi-year
"work in
progress."”

Management
sees this as
a "new
market" for
mid-to-large
organizations
but noted
that while
POCs are
active, the
law's delay is
hindering full-
scale
adoption.
Implication:
Significant
future
optionality,
but zero-to-
one revenue
breakout is
tied to
government
regulatory
timelines.

Management
identified

Evaded /
\\[o]
Addressed

Actual
export
revenue
impact.

Revenue
guidance 4.0
for DPDP.

None 4.0

Credibility
(1-5)

Verdict

Cautious

Realistic
on policy



Management
Relevance Analyst/ Theme Underlying Response &

Evaded / L
Credibility
Category \[o)§

(1-5) Firm Cluster Concern Investment (1-5)
L. Addressed
Implication

EDR/XDR
(90% of
current
Enterprise
rev) and new
products like
ZTNA and
Government
business as

. rimar
for growth in P y
levers.

Private Growth Management  Enterprise Logical

Implication:
Investor Levers Commentary  over the next strategy

Enterprise
2-3 years? .
growth is

heavily
reliant on a
few flagship
products
reaching the
1,000-5,000
endpoint mid-
market
segment.

Q# Verdict

Kailash
Katkar
confirmed the
search is in
the interview
stage and will
be closed
"soon."
Implication:

The compan
Majid Whatisthe pany
is currently

Ahmad, . status of the . Exact Standard
6 4.5 . Leadership Governance "autopiloted" L 3.0
Private CEO timeline. response

b
Investor appointment? v
promoters;

the arrival of
a
professional
CEO is the
key
milestone for
the
Enterprise
pivot.

What is the Management
Deepak repeat disclosed

2 s Ajmera,  Customer Einancials customer 80%+ None 50 Specific &
' Private Metrics rate and retention for ' credible

Investor product Enterprise
pricing and 30-35%



Q#

Relevance
(1-5)

5.0

4.0

Theme
Cluster

Analyst /

Categor
Firm gory

Shubham
Zope,

) Financials
Private

Collections

Investor

Bhavin

Vakil, Segment
Private Mix
Investor

Financials

Underlying
Concern

versus
competition?

What is the
status of the
collection
issues/
receivables
mentioned
last quarter?

What is the
expected
inflection
point where
Enterprise

Management

Response &
Investment
Implication

for
Consumer,
with a
15-20%
pricing
premium
over McAfee.
Implication:
High
switching
costs in
Enterprise
provide a
solid floor for
revenue,
while
Consumer
remains a
premium
"cash cow"
despite
volume
headwinds.

Ankit
Maheshwari
admitted that
while partly
resolved,
challenges
remain, as
evidenced by
the 15 Cr
spike in
receivables
this quarter.
Implication:
The "channel
cleanup” is
taking longer
than
expected,
and cash
flow will
remain under
pressure until
DSO is
reined in.

Management
noted the
shift from
80/20
(Consumer/

Evaded / S
Credibility .
Not Verdict

1-
Addressed (1-5)

Why
. Hedged
receivables 2.5
on health
grew QoQ.
Specific FY o
35 Directional
target.



Management

. Evaded / o
Relevance Analyst/ Theme Underlying Response & Credibility

Q# . Category \[o] Verdict
(1-5) Firm Cluster Concern Investment (1-5)
L. Addressed
Implication

Enterprise) to
current 60/40
and expects
Enterprise to
take over
"very soon."
Implication:

revenue Quick Heal is

overtakes approaching

Consumer? a "re-rating
crossover"
where it will
be valued as
a B2B SaaS
player rather
than a legacy
AV firm.

PATTERN FLAGS & SENTIMENT * The "Innovation Trap": Analysts repeatedly questioned the high R&D
spend (137 Cr H1 run-rate) against stagnant revenue. Management's defensive posture suggests they view
R&D as a "maintenance expense" to stay in the game rather than a "growth catalyst" that should yield immediate
ROI. This concern will resurface until Enterprise growth accelerates beyond 20%. * The Receivable Tension:
Despite claims of "curtailing invoicing” in Q1 to fix channel health, receivables increased by [15 Cr in Q2.
Analysts are skeptical of the "channel health" narrative when the balance sheet shows increasing exposure to
partners. * Analyst Sentiment Verdict: Cautiously Optimistic on Recovery, Skeptical on Growth. Analysts
were satisfied with the sequential return to profitability but remain frustrated by the lack of a top-line breakout
and the prolonged CEO vacancy. Management's credibility on product quality is high, but their ability to monetize
that quality into a growth "hockey-stick" remains unproven.

GUIDANCE GAPS REVEALED IN Q&A | Topic | What Mgmt Claimed (Prior Q) | What Q&A Revealed | Gap /
Walk-back | Risk to Thesis | | :--- | :--- | :--- | :--- | :--- | | Channel Health | Invoicing curtailed in Q1 to improve
collections. | Receivables grew by [15 Cr in Q2. | Collections are not keeping pace with the Q2 seasonal billing
spike. | Working capital stress. | | Enterprise Mix | Enterprise is the future growth engine. | Enterprise revenue
was "steady" but growth not quantified. | No clear "breakout" in Enterprise revenue despite the seasonal
tailwinds. | Pivot is slower than expected. |



5. WHAT CHANGED vs PRIOR QUARTER

What Changed Prior Quarter (Q1 FY26) This Quarter (Q2 FY26) Direction
Profitability EBITDA Loss of 9.7 Cr. EBITDA Profit of [9.2 Cr. t Improving
Revenue Base  Abysmal [57.2 Cr (Invoicing curtailed).  [83.5 Cr (Seasonal recovery). 1 Improving
Receivables Focus on "Collection Health." Receivables spiked by (15 Cr. | Deteriorating
DPDP Product Product in POC/Pilot stage. First Enterprise customer onboarded. t Improving

R&D Efficiency Standard R&D processes. Leveraging Al/Automation for cost optimization. 1 Improving
Segment Mix Vague shift toward Enterprise. Confirmed 60/40 Consumer/Enterprise mix. 1 Improving
Leadership CEO Exit (Vishal Salvi). Search in "Interview Stage" (Kailash Katkar). - Stable/Waiting

STOP HERE.
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