CL Educate Ltd — Aug 2026 Quarterly Analysis

1. VERDICT & BUSINESS QUALITY SNAPSHOT

Result: Beat (Operational Efficiency) / Inline (Revenue adjusted for deferrals) One-line: While the legacy B2C
EdTech business remains in a structural tailspin, the thesis has pivoted into a "B2B Technology Utilities" play,
where DEXIT’s Al-led assessment moat and MarTech'’s agentic Al tools (VIRSA) are successfully offsetting
legacy decay through aggressive cost rationalization.

Dimension Sentiment

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

Beat (Margin)

Moderate

Neutral

Strong

Improving (B2B)

Q# 1 (NEET
Crisis)

Debt & B2C
Decay

Consolidation

Improving

Bifurcated

Strong

Widening (DEX)

Adequate

Improving

Improving

Interest Drag

Pragmatic/
Optimistic

Signal | Evidence

EBITDA margin expanded 218 bps to 16.6% despite a revenue
decline.

EBITDA is supported by [18 Cr in cost savings; PAT remains
negative due to [21.2 Cr Int/Dep drag.

Management maintains a 36-month zero-debt target but relies
on execution over equity raises.

Delivered the promised NCLT capital reduction approval; 74%
of coding is now Al-driven.

DEXIT TCV wins of [B4 Cr; VIRSA pilot conversions with
Salesforce/Infosys.

Satya sees the NTA/NEET crisis as a catalyst for DEXIT’s Al-
proctoring dominance.

High interest burden ([10.6 Cr) vs. 15% revenue decline in Test
Prep.

De-sizing balance sheet through RPS redemption and Al-led
cost optimization.

Segment margins expanding in MarTech (+180 bps) and DEX
(+340 bps).

EdTech realization falling; DEXIT maintains pricing via
technical moat in tenders.

(18 Cr in cost rationalization essentially funded the revenue
shortfall.

Al-proctoring (iris/sound/facial) and BYOD are high-entry-
barrier technologies.

Debt reduced to (174 Cr (from [180 Cr last Q); NSE cash
liability cleared via NCLT.

Leanest quarter managed without liquidity stress; service
delivery costs down 18% YoY.

Execution on corporate actions (NCLT) is building trust after
prior delays.

Finance costs still consume ~80% of operating EBITDA in lean
quarters.

Candid about B2C churn but bullish on Al-led operational
transformation.



Sentiment: (JPositive (Operational Resilience) | ONegative (Structural B2C Headwinds) | CJNeutral
(Bottom-line path)

Key Takeaways (Positives & Negatives): * Positives: The integration of Al has moved from "experiment” to
"utility,” with 74% of coding Al-driven, contributing to an (18 Cr cost reduction that protected EBITDA during a
seasonal low. DEXIT (Assessments) is emerging as a primary beneficiary of the national examination crisis, with
its Al-proctoring suite and BYOD (Bring Your Own Device) capability creating a massive technological moat.
MarTech is successfully upselling high-margin technology (VOSMOS/VIRSA) to blue-chip clients like Salesforce
and Infosys, with tech contribution expected to hit 15% of revenue this year. * Negatives: The legacy B2C
EdTech (Test Prep) business continues to shrink (Revenue -15%) due to the proliferation of free content and
low-ticket digital modular products, suggesting the "classroom” model is permanently impaired. The interest
burden remains a significant drag, with [10.6 Cr in finance costs preventing a positive net profit in the first
guarter despite strong operational performance. * Street's Main Concern: Analysts are focused on the timeline
for debt retirement and the impact of NTA reforms. Management responded by confirming a 36-month zero-debt
path through internal accruals and clarifying that DEXIT's technology is one of the few capable of meeting the
new "high-scrutiny” government standards. * Forward Watchpoint: Success of the RPS redemption in August/
September to clean up the balance sheet and the conversion of VIRSA pilots into recurring international revenue

in Q2/Q3.

2. BUSINESS PERFORMANCE

2A. KEY METRICS

DATA SOURCE: PPT not available — all numbers sourced from concall transcript.

Current QoQ

Metric Trend Mgmt Commentary
Qtr Change

Decline driven by [6 Cr rollover in FY26 and [4.7 Cr

Revenue (Cr) 79.7 1 18.0% ! ! .
deferral in DEX.
. . Focus on EBITDA margin expansion through cost
Gross Margin (%) Not in doc N/A N/A - . o
rationalization.
Protected by [18 Cr cost optimization ([9.3 Cr
EBITDA (OCr) 13.2 11.5% 1 1 .
delivery, [8.7 Cr overheads).
. Expansion driven by technology mix and operational
EBITDA Margin %  16.6% 1 218 bps 1 1 .
efficiency.
. Still negative due to [10.6 Cr interest and [10.6 Cr
PAT (OCr) (Negative) - 1 O o
depreciation charges.
. Prior Q4 was ~12%; current expected to improve as
ROCE (%) Not in doc N/A N/A -
debt reduces.
. Mgmt noted strong internal accruals for debt
Cash Flow (OCF) Not in doc N/A N/A -
repayment.
Net Debt / (Cash) Principal reduced from [180 Cr (Q4 FY26); target
174.0 1 3.3% I 1 .
(OCr) zero in 36 months.
Improved slightly as absolute EBITDA grew while
Interest Coverage 1.25x 1 1 1 .
interest cost fell.
. . Overhead costs reduced by 8.7 Cr; DSO remains
Working Capital Improved 1 1 1

managed.



2B. SEGMENT BREAKDOWN

Revenue (O

Segment cr) Margin  Trend ’ Key Development

Structural shift to free/Al resources; MBA

EdTech (L&D) 45.0 1 15.0% ~6.7% ! Below )
segment churning.

Assessments 9 new contracts ([(B4 Cr TCV); Al-proctoring
~18.5* 1 17.0% ~25%+ 1 Above ) i

(DEX) seeing high demand.

MarTech . EBITDA up 32%; Tech contribution rising
~16.2* 1 3.8% ~10%+ 1t Inline

(Kestone) toward 15% target.

*Estimated based on segment commentary of total revenue decline and percentage shifts.

3. MANAGEMENT OUTLOOK & EXECUTION TRACKER

Management Target / Required Run-Rate / Historical

Dimension Category i . A .
Claim Mathematical Feasibility Delivery

Q2/Q3 to be "heaviest" in . .
. ) Needs strong execution of (B4  Consistent
Guidance Revenue term of delivery and . . Low
revenue Cr DEX TCV to hit FY growth.  (Seasonality)

. . 74% coding is already Al-
. . Continued EBITDA margin ) . . .
Guidance Margins ) ) i driven; incremental gains may  Delivered Moderate
expansion via Al adoption.

taper.
Tech contribution to hit Requires VIRSA to scale from
Guidance MarTech Mix 13-15% of revenue (vs 10%  pilots to full recurring In Progress Moderate
LY). contracts.
St Capital Redeem RPS preference NCLT approval received; ROC  Delayed (Now Lo
w
b Allocation shares in August 2026. filing pending completion. Delivered)
. Position DEXIT as a Requires winning new NTA or
Competitive ) .
Strategy Positionin "trustworthy brand" post- high-stakes government In Progress High
g NEET fiasco. tenders.
Test Prep stabilization Volume decline not yet .
Industry ) . Missed .
Macro i expected in next few compensated by price . High
Headwinds . (Ongoing)
quarters. increases.
Debt / e Requires ~[60 Cr annual
Zero debt status within 36 )
Balance Leverage months repayment from internal On Schedule Moderate

Target accruals/FCF.



4. ANALYST Q&A



Relevance

5.0

4.0

4.5

Theme
Firm Cluster

Analyst /

Rahul NEET
Bhansali  Opportunity
Rahul .

) NTA Risks
Bhansali
Aditya Financial
Deora Optics

Category

Management
Commentary

Business
Overview

Financials

Underlying
Concern

How is the
rationalization
of exams
likely to
impact our
business?

How do we
counter the
risk that the
NTA might
develop in-
house
software to
mitigate risks?

Explanation
on the
difference
between EBIT
segment
results and

Management
Response &
Investment
Implication

Evaded /
[\[o] Credibility
Addressed

Satya
Narayanan
explained that
exam
rationalization
(merging
state/national
exams) and
digitalization
will create
massive
opportunities
for players
with robust,
digital, and Al-
enabled
proctoring.
Success here

None 4.5

would cement
DEXIT as a
national
infrastructure
provider rather
than just a
testing vendor.

Management
indicated that
current
scrutiny levels
favor
trustworthy
external
brands with
proven Al-
proctoring
technology
that few can
replicate. This
suggests the
barrier to entry
for "high-
stakes" exams

None 4.0

is rising,
protecting
DEXIT's moat.

CFO clarified
that the
difference is
due to (4.5 Cr
in other
income and
(B.5Crin

None 5.0

Verdict

Clear and
strategic

Directional
evidence

Specific
and
quantified



Q# Relevance

Analyst /

Firm

Henil
Bagadia

Henil
Bagadia

Theme
Cluster

Test Prep
Segments

Al in Test
Prep

Category

Business
Overview

Management
Commentary

Underlying
Concern

EBITDAINn
DEX.

How is the
BBA and IPM
business
doing
specifically
this year?

Impact of
brands like
PhysicsWallah
using Al for
content
creation on
the test prep
business?

Management
Response &
Investment
Implication

Evaded /
[\[o] Credibility
Addressed

depreciation
this quarter
compared to
last year. This
highlights the
capital-
intensive
nature of DEX
assets but
also its strong
non-operating
cash
contribution.

Gautam Puri
stated that
BBA/IPM is a
growth
segment as
more institutes
offer 5-year
programmes,
offsetting
some
traditional
MBA churn.
This signals a
product-mix
shift toward
undergraduate
testing which
has longer
student
lifecycles.

None 4.0

Management
noted they
have used Al
for content for
1.5 years and
differentiate by
targeting the
mid-to-high
end of the
market vs low-  None 35
end

competitors.

This confirms

the B2C

segment is in

a margin-

pressured

"commaodity"

fight,

Verdict

Specific
segment
color

Vague on
pricing



Q# Relevance

6 5.0
7 4.0
8 315

Theme
Cluster

Analyst /

Categor
Firm gory

Henil Al Business

Bagadia Proctoring Overview
Debt . .

Unknown . Financials
Reduction

Manu Pricing . .

. Financials
Jindal Strategy

Underlying
Concern

Does DEX
have a suite
available to
deal with
technology
malpractice
risks?

What are the
debt reduction
plans over the
next couple of
years?

How sensitive
is the DEX
business to
price
increases in
government
tenders?

Management
Response &
Investment
Implication

Evaded /
[\[o] Credibility
Addressed

necessitating
the pivot to
B2B.

Yatrik Vin
detailed a
"Capital
Market style"
surveillance
system that
captures iris,
sound, and
facial
movements,
with the ability
to "kill"
sessions
remotely. This
is a critical
valuation lever
as it justifies
DEXIT's
premium
positioning in
government
tenders.

one 5.0

Nikhil Mahajan
reiterated the
goal to reach
zero debt in
36 months
through
internal
accruals and
scheduled
repayments.
This suggests
management
is prioritizing
balance sheet
health over
aggressive
inorganic
expansion for
now.

None 4.0

Yatrik Vin
admitted that
60% of
business is
government-
tendered
where they

None 4.0

Verdict

Highly
technical/
verifiable

Consistent
guidance

Candid
admission



Management

Evaded /
Analyst/ Theme Underlying Response & - .
Q# Relevance . Category [\[o] Credibility Verdict
Firm Cluster Concern Investment
L. Addressed

Implication

score as T1

(technical

leader) but

often face L1
(lowest bidder)
pricing
pressure. This
confirms DEX
is a volume/
efficiency
game rather
than a pure
pricing-power
play.

Nikhil Mahajan
confirmed pilot
completions
for Salesforce/
Dell and a
scale-up with
Update on Infosys, with
VIRSA plans empanelments .
L Specific
9 45 Unknown VIRsA Management arld scaling in underway for None 45 timeline/
Scaling Commentary  Singapore/ US/APAC
North markets.
America. Converting
these pilots to
recurring
revenue is the
primary trigger
for a MarTech
re-rating.

names

PATTERN FLAGS & SENTIMENT * The "NEET Catalyst": The dominant theme was the recent national
examination controversy. Management was highly proactive, shifting the narrative from "risk of exam delays" to
"opportunity for higher-priced, high-security tech.” They successfully positioned DEXIT as the solution to the
government's integrity crisis, which seemed to satisfy analysts' fears about NTA's future. * Operational Pivot to
Al: Management was remarkably specific about Al adoption—74% of coding and specific iris/facial proctoring.
This wasn't just "Al buzzword" usage; they linked it directly to the [18 Cr cost bridge. The defensive posture on
B2C was balanced by a very offensive stance on B2B Tech. * Analyst Sentiment Verdict: Analysts were
cautiously optimistic. Friction centered on the negative PAT and the inherent pricing pressure of government
tenders (L1 vs T1). However, the credibility of management improved as they delivered on the NCLT corporate
action, which had been a prior point of skepticism. The single greatest risk remains whether the "heaviest" Q2/
Q3 quarters can generate enough FCF to significantly accelerate the deleveraging timeline.

GUIDANCE GAPS REVEALED IN Q&A | Topic | What Mgmt Claimed (Prior Q) | What Q&A Revealed | Gap /
Walk-back | Risk to Thesis | | :--- | :--- | :--- | :--- | :--- | | B2C EdTech | Recovery in 2-4 quarters. | Structural churn
continues; MBA segment still struggling. | Timeline remains "open-ended." | Sustained drag on group profitability.
| | DEXIT Pricing | Moat-based pricing. | 60% Govt revenue is L1-driven tender business. | Pricing power is
limited by tender formats. | Margin caps in high-volume gov contracts. | | VIRSA | Immediate global scaling. |



Empanelment takes 90-150 days; North America still in pilot phase. | Revenue realization pushed to Q3/Q4. |
Short-term growth depends on India/Singapore. |

5. WHAT CHANGED vs PRIOR QUARTER

What Changed Prior Quarter (Q4 FY26) This Quarter (Q1 FY27) Direction

Debt Level (180 Cr Principal (174 Cr Principal 1 (Reducing)
Corporate Action NCLT Hearing pending NCLT Approval Received (July) 1 (Delivered)

Al Integration "Experimenting with tools" 74% of coding is Al-driven 1 (Quantified)
Cost Structure Service delivery costs stable Reduced service delivery costs by [9.3 Cr 1 (Efficiency)
B2C Sentiment "Bottoming out" "Continuing market churn/readjustment"” | (Deteriorating)
MarTech Mix Focus on events Focus on Al-Agentic tools (VIRSA) 1 (Quality)
DEXIT Moat General digital testing Al-Proctoring + BYOD + Crisis Management 1 (Widening)

STOP HERE.
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