Spencers Retail Ltd — Feb 2026 Quarterly Analysis

1. VERDICT & BUSINESS QUALITY SNAPSHOT

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

Result: Inline One-line: Spencer’s has successfully pivoted to a "growth trajectory” led by omnichannel traction
and membership stickiness, but the massive interest burden ([43 Cr/qgtr) continues to neutralize operational
improvements.

Dimension Sentiment

This Quarter

Signal | Evidence

Beat/Miss vs Prior

Consolidated Revenue [501.4 Cr (vs [445 Crin Q2); EBITDA

Beat
Quarter [16.6 Cr (vs -[D.6 Cr).
. . EBITDA includes a one-off provision for the New Labor Code;
Earnings Quality Moderate . .
PBT remains deeply negative due to debt.
. . Reaffirmed mid-single-digit top-line growth and path to operational
Guidance Confidence  Strong .
EBITDA breakeven in 2 quarters.
Management - High transparency on Jiffy unit economics ([6/order contribution)
Credibility g and NBL margin slip.
Business Quality Improvin SPSF rose to (1,800 (vs 1,600 in Q2); Membership now drives
Signal P ¢ 25% of total sales.
#5 — Quick Management admits they can't compete on burn, pivoting to a
Key Q&A Exchange Q Q .g Y P P d
Commerce sustainable "Gray Store" model.

The Street's Primary
Anxiety

Capital Cycle Stage

Financial Solvency

Consolidation

Interest costs ([#3 Cr) consume 2.5x the operating EBITDA; PAT
remains far out of reach.

Focused on sweating existing assets; zero new net store
additions planned for Q4.

SRL margins reached 20%; NBL margins compressed 300bps

Margin Trajectory Stable
YoY but seen as temporary.
Consistent pricing over "high-low" discounting is drivin
Pricing Power Stable .p g g g g
membership loyalty.
. ) Operating cash is entirely absorbed by finance costs; dependent
FCF Conversion Distorted
on RPSG group support.
Competitive Moat Widernin Membership program (70k members) shows 80% retention and
Signals . 3x higher spend vs non-members.
Balance Sheet Stressed Debt levels remain high; finance costs increased QoQ ([43 Cr
Strength total vs ~[40 Cr in Q2).
Working Capital Improvin Inventory optimization in SRL being replicated in NBL; focus on
Vi
Efficiency * 2 fast-liquidation.
Mgmt Guidance
g Reliable Delivered on offline EBITDA positivity and Jiffy tech migration.

Track

Key Vulnerability

Management Tone

Negative PAT

Confident

Even with EBITDA improvement, standalone SRL lost [83.3 Cr
this quarter.

Bullish on "momentum" but pragmatic about the constraints of the
P&L.



Sentiment: ONeutral

Key Takeaways: * Positives: The business has reached an inflection point in unit economics. Jiffy (Online) is
now contribution-positive ([(6/order), and the "My Spencer Rewards" program has 70,000 members driving 25%
of sales with 5+ monthly visits. Sales Per Square Foot (SPSF) improved to [1,800, nearing the 2,000 threshold
required for structural viability. * Negatives: Despite higher EBITDA, consolidated PBT losses widened slightly to
[49.1 Cr (vs -[B7 Cr in Q2) because finance costs remain a crushing burden. Nature’s Basket (NBL) saw a sharp
303bps YoY gross margin compression due to internal negotiation lapses, and Quick Commerce continues to
pressure the gourmet segment. * The Street's Main Concern: Analysts are focused on how the company will
ever reach PAT positivity given the current debt structure. Management deflected on specific deleveraging
timelines, focusing instead on "sweating assets" to bridge the gap. * Watchpoint: Margin recovery at Nature’s
Basket in Q4. If NBL cannot return to its 29-30% GM range, the consolidated profitability path will be significantly

delayed.

2. BUSINESS PERFORMANCE

2A. KEY METRICS

DATA SOURCE: PPT figures primary source. Discrepancy noted: PPT SRL Standalone table shows Revenue of

[420.6 Cr for Q3 CY, but a 9M total of [1,143.1 Cr.

Current

Qtr

Metric

Revenue

Mgmt Commentary

YoY impacted by split festive season; QoQ growth driven

(501.4 Cr 1 3.0% 112.7% )
(Consol) by Staples/Fresh and Online.
Gross Margin SRL GM at 20.0% (Strong); NBL GM at 25.9% (Weak YoY
21.0% 1 100 bps 1 120 bps ]
(%) due to supplier terms).
EBITDA Q2 was -[0.6 Cr. Includes one-off Labor Code costs; core
[16.6 Cr 15.1% 1 2,866% . )
(Consol) ops improving.
EBITDA SRL Standalone reached 3.7% (Consolidated includes
. 3.3% 1 10 bps 1 340 bps .
Margin % NBL and Jiffy drag).
Losses widened from Q2 (-[B7 Cr) due to higher finance
PAT (Consol) -(49.1 Cr 112.4% 132.7% .
costs and labor provision.
SPSF (Usqft/ Significant improvement from [1,200 LY and (1,600 in Q2.
1,800 1 50% 1 12.5%
mo) Target: [2,000.
Jiffy Sales (O Positive unit economics achieved; AOV remains high at
[54.0 Cr 1 27.0% 12.8%
Cr) r7s.
Store Count 121 1 14% -0 No new store additions; focus on footprint productivity.
. Comprised of SRL ([B4.8 Cr) and NBL ([8.2 Cr). Critical
Finance Costs  [43.0 Cr 16.2% 16.4%
P&L drag.
Invento Mgmt noted focus on "quick selling items" and inventor
E Not stated - - g. o = e v v
Days optimization.

2B. SEGMENT BREAKDOWN



Revenue (O EBITDA (O vs Company

Segment Trend Key Development
. Cr) Cr) Avg v s
Spencer’s )
[420.6 1 2.4% 5.4 1 Outperforming 70k members; 25% sales share.
Standalone
. . Margin drop of 300bps YoY; App
Nature’'s Basket  [80.8 1 6.0% .2 = Higher Margin . )
migrated to Jiffy tech.
Unit economics positive; losses
Jiffy (Online) [54.0 1 27.0% -[9.0 1 High Growth P

narrowed from (2 Cr to [® Cr.

3. MANAGEMENT OUTLOOK & EXECUTION TRACKER

Management Target / Required Run-Rate / Mathematical Historical
Claim Feasibility Delivery

Dimension Category

Mid-single-digit growth in Feasible given membership traction

Guidance Revenue Delivered Low
Q4. and lower base.
) . Nature’s Basket GM to Needs immediate supplier re- . .
Guidance Margins o Missed Medium
return to 29-30%. negotiation; H2 target.
. . Exit FY26 with 100,000 Needs 30k additions in Q4 (avg 10k/
Guidance Membership On Track Low
members. mo); currently at 70k.
) ) Breakeven in 2-3 Needs 300k orders/mo (current 240k). )
Guidance Jiffy . Improving Low
quarters. Feasible.
. Relocation of 4-6 stores in  No net square footage growth; strictly
Strategy Expansion . On Track Low
Lucknow/East. productivity-led.
" Will not match Quick Prioritizing positive unit economics . .
Macro Competition Consistent High
Commerce burn. over market share.
. Utilize RPSG group Math shows interest ([(#43 Cr) exceeds . )
Balance Deleveraging Mixed High

arrangements. EBITDA; debt unlikely to drop.



4. ANALYST Q&A



Q# Relevance

1 4.0
2 315
3 4.0

Analyst

Anita
Bajaj

Anita
Bajaj

Anita
Bajaj

Theme

Growth

Efficiency

Category

Business
Overview

Financials

Financials

Underlying

Concern

"Which parts
of the
business are
showing the
strongest
momentum as
we move into
Q47"

"Which
efficiency
initiatives are
delivering the
most impact
right now?"

"What are
your growth
targets for
Jiffy in FY
277"

Management
Response &
Investment
Implication

Management
identified
Staples,
Fresh, and
Online as key
drivers,
particularly in
Eastern UP
and Kolkata
where offline
is resilient.
This confirms
that SRL is
doubling
down on core
grocery/food
first, reducing
fashion/GM
exposure.

Management
credited
inventory
optimization
(quick-selling
items) and
the
membership
program's
6% cashback
for driving
repeat traffic.
Higher
throughput
efficiency is
intended to
drive "Rupee
Gross
Margin"
(RGM) over
percentage
margins.

Management
refused to
give a FY27
target but
confirmed a
focus on
reaching
300,000
orders/month
(from
240,000)

Evaded Credibility Verdict

Clear
None 4.5 segment
clarity
Operational
None 4.0
focus
FY27 Near-term
Specifics only



Q# Relevance

Analyst

Sidharth
Negandhi

Sunny
Bhadra

Theme

Online
Impact

Competition

Category

Business
Overview

Management
Commentary

Underlying

Concern

"How are you
seeing the
impact of
online grocery
shopping
happening
across town
classes?"

"What is the
hooking point
of your
format... even
if [Quick
Commerce]
are offering
unmatchable
convenience?"

Management
Response &
Investment
Implication

while
maintaining
unit
economics.
The goal is to
exit FY26
with (200 Cr
in e-
commerce
revenue
alone.

Management
noted that
online is a
metro
phenomenon
(Kolkata/
Mumbai)
while offline
remains
dominant and
growing in
Tier 2/3 cities
like Lucknow
and Banaras.
SRL will use
an
omnichannel
approach to
defend
metros and
grow offline
in upcountry
markets.

Management
argued that
"Fresh"
(touch-and-
feel) and
"Assortment/
Value" are
moats that
10-minute
delivery
cannot easily
replicate,
especially for
monthly
pantry
loading. This
signals a
defensive

Evaded Credibility Verdict

Strategic
None 4.5

nuance

Defensive
None 4.0 .

realism



Underlying
Concern

Q# Relevance Analyst Theme Category

Management
Response &
Investment
Implication

Evaded

Credibility Verdict

"Anything on
. . private
Sunny Private Business
6 4.0 . labels... as a
Bhadra Label Overview -

differentiator?"

stance where
SRL
concedes the
"unplanned
top-up”
market to QC
while keeping
the "bulk
basket."

Management
highlighted
that 35% of
the Staples
category is
already
Private
Label, though
they are not
expanding
aggressively
into non-
food. Private
label remains
a margin
support tool
rather than a
primary
growth
engine.

None

Consistent
strategy

4.0

PATTERN FLAGS & SENTIMENT * The "Unit Economics" Pivot: Analysts were skeptical of the Jiffy (online)
growth given the scale of competitors like Blinkit/Zepto. Management’s response was notably disciplined: they
are prioritizing a [6 contribution per order over market share. This posture suggests they have stopped chasing
"growth at any cost," which should appease long-term investors concerned about cash burn. * Membership as
the Anchor: Management repeatedly returned to the 70,000 members as evidence of a sustainable model. The
focus shifted from store count to "Customer Lifetime Value," with the 3x higher spend of members being the
primary proof-point. * Analyst Sentiment Verdict: Analysts appear "cautiously optimistic" regarding operational
stabilization but "exhausted" by the debt overhang. The credibility of the CEO is high regarding store-level
operations, but there is a clear disconnect on how the corporate entity reaches PAT. The single greatest risk
remains the interest coverage ratio, which management did not provide a definitive fix for.



5. WHAT CHANGED vs PRIOR QUARTER

What Changed Prior Quarter (Q2 FY26) This Quarter (Q3 FY26) Direction
Consolidated Revenue 445 Cr [601.4 Cr i
Consolidated EBITDA -[0.6 Cr [16.6 Cr 1
PBT Loss (Consol) -(B7.0 Cr -[49.1 Cr 1
SPSF 1,600 1,800 1
Jiffy Unit Economics "August/September positive" Confirmed positive ([6/order) 1
Membership Count 50,000 70,000 1
NBL Gross Margin 27.6% 25.9% 1
Finance Costs ~[40 Cr [43.0Cr 0
One-off Items [V Cr drop in Other Income Labor Code provision expense a

STOP HERE.
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