
Ideaforge Technology Ltd — Feb 2025 Quarterly Analysis

1. VERDICT & BUSINESS QUALITY SNAPSHOT

Result: Weak Miss One-line: The growth thesis has decoupled from reality as the company faces a structural

"revenue air pocket," with 9M FY25 revenue down 33% and management effectively abandoning prior YoY

growth guidance due to delayed government procurement.

Dimension This Quarter Signal / Evidence Sentiment

Beat/Miss vs Guidance /

Prior Quarter
Weak Miss

Revenue of ₹17.6 Cr vs ₹37.1 Cr (Q2); massive drop from Q3

FY24 (₹90.9 Cr).
🔴

Earnings Quality Low
Net Loss of ₹24.0 Cr; losses widening despite "flat" operating

expenses.
🔴

Guidance Confidence Weak
Management admitted YoY growth is unlikely; execution now

relies on "run-rate" business.
🔴

Management Credibility Deteriorating
Repeated delays in L1 conversion; aggressive analyst

questioning on IPO-time promises vs performance.
🔴

Business Quality Signal Deteriorating
Moving from a high-growth tech leader to a lumpy, order-starved

contractor dependent on shifting govt timelines.
🔴

Key Q&A Exchange Q5 (Credibility)
Management was unable to defend the stock's post-IPO

collapse and continuous quarterly losses.
🔴

The Street's Primary

Anxiety

Order Book

Depletion

Order book stagnant at ₹21 Cr (0.1x of FY24 Rev); L1 pipeline

conversion is the only survival lever.
🔴

Capital Cycle Stage
Investment (High

Burn)

Heavy R&D on middle-mile/tactical UAVs while core revenue

vanishes.
🟡

Margin / Return Ratio

Trajectory
Deteriorating 9M EBITDA margin crashed from 30.8% to -10%. 🔴

Pricing Power Eroding
Management citing "competitive bidding" as a reason for lower

margins in the sector.
🔴

FCF Conversion &

Quality
Weak

Negative EBITDA and accelerating losses imply continued cash

burn from the ₹300 Cr+ IPO kitty.
🔴

Competitive Moat Signals Stable (Product)
SWITCH MINI DGQA certification is a high barrier to entry for

military use.
🟢

Balance Sheet Strength Strong
Substantial cash buffer remains from IPO, though being

consumed by Ops/R&D.
🟢

Working Capital Efficiency Deteriorating
Expenses remain "flat" while revenue has collapsed, leading to

massive negative operating leverage.
🔴

Mgmt Guidance Track

Record
Unreliable

Guidance has shifted from "YoY growth" in Q1/Q2 to "uncertain/

revised" in Q3.
🔴

Key Vulnerability / Red

Flag
Revenue Volatility

Quarterly revenue range of ₹17 Cr to ₹100 Cr makes the

business model look like a lumpy project shop.
🔴

Management Tone Defensive
Emphasized "tactical hurdles" and "phases" to explain the

massive top-line contraction.
🔴



Key Takeaways (Positives & Negatives): * Positives: ideaForge achieved the first-ever "Fit for Indian Military

Use" certification for its SWITCH MINI UAV, creating a significant technical moat for future Army tenders. The L1

pipeline grew to ₹400 Cr+ (predominantly international), and the launch of the Q6 V3 in North America marks a

critical pivot away from the fickle Indian MoD procurement cycles. * Negatives: The business is currently in a

state of "utilization shock"—revenues have fallen 80% YoY while fixed costs (R&D/Employees) remain constant,

leading to a ₹24 Cr loss this quarter. Management’s credibility is at an all-time low after walking back YoY growth

guidance, with the order book (₹21 Cr) providing zero visibility for Q4. * Forward Watchpoint: The Aero India

2025 (Feb) unveiling of next-gen platforms and the conversion of at least ₹100 Cr of the L1 pipeline in Q4 is now

mandatory to prevent a total de-rating of the stock.

2. BUSINESS PERFORMANCE

2A. KEY METRICS DATA SOURCE: PPT figures (converted from ₹ Mn to ₹ Cr). Trend vs Prior Quarter (Q2

FY25).

Metric
Current Qtr

(Q3)

YoY

Change

QoQ

Change
Trend Mgmt Commentary

Revenue (₹ Cr) ₹17.6 ↓ 80.6% ↓ 52.6% ↓
Driven by delays in large govt procurement; run-rate

business only.

Gross Margin

(%)
46.0% ↓ 770 bps ↑ 2,140 bps ↑

Volatile due to product mix; Q2 had low-margin

legacy MoD orders.

EBITDA (₹ Cr) -₹12.6 ↓ 148% ↓ 26% ↓
Massive negative operating leverage as fixed costs

are high.

EBITDA Margin

%
-71.4%

↓ 10,020

bps
↓ 4,450 bps ↓ Scale is insufficient to cover the "flat" expense base.

PAT (₹ Cr) -₹24.0 ↓ 262% ↓ 75% ↓
Widened loss due to lower Other Income and lack of

revenue scale.

Order Book (₹

Cr)
₹21.0 N/A ↓ 2.3% →

Stagnant at critical lows (₹21.5 Cr in Q2); refill rate is

anemic.

L1 Pipeline (₹

Cr)
₹400+ N/A ↑ 33% ↑

Growth driven by international opportunities (US/

Africa).

Net Cash (₹ Cr) ~₹301.4 N/A ↓ 2.6% ↓
Consumed by operating losses; (PPT shows ₹3,014

Mn).

R&D Spend

(9M)
Flat → → →

Management claims expenses are relatively flat YoY

for 9M.

9M PAT (₹ Cr) -₹36.6 ↓ 206% N/A ↓ Shift from ₹34.6 Cr profit in 9M FY24 to a loss.

2B. SEGMENT BREAKDOWN Revenue mix for Q3 FY25.

Segment
Revenue (₹

Cr)

Mix

%
Margin Trend

vs Co

Avg
Key Development

Defence ₹16.7 95% Low ↓ Below SWITCH MINI certified; but major orders delayed.

Civil ₹0.9 5% High ↑ Above
DaaS theft prevention POCs; DRONAGIRI

participation.



3. MANAGEMENT OUTLOOK & EXECUTION TRACKER

Dimension Category Management Target / Claim
Required Run-Rate / Mathematical

Feasibility

Historical

Delivery

Risk

Flag

Guidance Revenue
FY25 YoY Growth (₹316

Cr+).

IMPOSSIBLE. Needs ₹175 Cr in Q4;

current order book is ₹21 Cr.

Missed

(Revised).
🔴

Guidance Margins Blended 25-30% EBITDA.
IMPOSSIBLE. 9M EBITDA is -₹14 Cr;

would need ~150% margin in Q4.
Missed. 🔴

Strategy Int'l Sales
"Conversion very soon" in

US/Africa.

Dependent on binary outcome of North

American public safety trials.
Delayed. 🟡

Strategy
New

Tech

Tactical/Middle-Mile UAVs in

prototyping.

Flight testing of 500kg MTOW platform in

Q4 FY25.
On Track. 🟢

Strategy DaaS
Franchise-led (FOFO) model

scaling.

Still <₹1 Cr revenue; requires mass

onboarding of partners.
Seed Stage. 🟡

Macro Demand
Demand is "growing," only

"conversion" is the issue.

Contrast between ₹400 Cr L1 pipeline

and ₹17 Cr revenue suggests a

blockage.

Mixed. 🔴



4. ANALYST Q&A



Q# Relevance
Analyst /

Firm

Theme

Cluster
Category

Underlying

Concern

Management

Response &

Investment

Implication

Evaded / Not

Addressed
Credibility Verdict

1 5.0

Hardik

Rawat,

IIFL

Guidance Financials

"Is there any

revision to

[flattish

growth]

guidance in

light of the Q3

numbers?"

Management

admitted a

revision is

necessary as

large bidding

opportunities

will likely close

but execution

will slip into

the next

financial year.

This confirms

a significant

top-line miss

for FY25 and

removes the

near-term

growth

catalyst.

Exact new

revenue

target.

2.5

Walked-

back

guidance

2 4.5

Hardik

Rawat,

IIFL

L1

Pipeline
Financials

"What part of

this [₹400 Cr+]

L1 pipeline

was from the

Indian Army?"

Management

clarified that

almost the

entire L1

pipeline is now

international,

specifically

Africa and

North America.

This signals a

complete pivot

in the revenue

driver from

domestic MoD

to global dual-

use markets.

% split of L1. 3.5
Pivot

confirmed

4 4.0

Rahul

Singh

(VP)

R&D

Progress
Capex/Alloc

"Where do we

stand with the

development...

of the two

major drone

platforms?"

The Tactical

UAV has

started test

flights with

user feedback,

while the

Middle-mile

Logistics

platform has

concluded

design and

enters the first

prototype flight

phase next

quarter.

Success here

is vital for

Commercial

timelines.
4.0

Tech

progress

on track



Q# Relevance
Analyst /

Firm

Theme

Cluster
Category

Underlying

Concern

Management

Response &

Investment

Implication

Evaded / Not

Addressed
Credibility Verdict

entering the

heavier

payload

transport

market

(FY26/27

play).

5 5.0

Jayesh

Parekh,

JMP

Credibility Governance

"How do we

believe what

you are telling

us now [given

losses post-

IPO]?"

Management

blamed the

unpredictability

of government

customers but

insisted the

intent to induct

technology

remains

strong. This

evasion of

financial

accountability

underscores

the massive

trust gap

between the

promoter and

public

shareholders.

Financial

accountability.
1.0

Evasive -

Red Flag

6 4.5

Dipen

Vakil,

PhillipCap

Order

Flow
Financials

"Why are we

still facing

challenges

when the

government

has already

started rolling

out some

orders [to

competitors]?"

Management

claimed they

do not

announce

small wins and

insisted no

major

category-

specific

contracts have

been lost. This

implies the

company is

either losing

mid-sized

tenders or is

overly focused

on large, slow-

moving MoD

projects.

Market share

loss.
2.0 Defensive

7 4.5
Ritesh

Kochhar
Strategy

Business

Overview

"Do you think

ideaForge has

become more

and more

Management

defended their

product-first

approach,

Sales engine

failure.
3.0 Defensive



Q# Relevance
Analyst /

Firm

Theme

Cluster
Category

Underlying

Concern

Management

Response &

Investment

Implication

Evaded / Not

Addressed
Credibility Verdict

inward-

looking...

ignoring the

customer?"

noting they

have more

active systems

in deployment

than any peer.

This highlights

the "founder-

trap" risk

where

technical

excellence is

not translating

into a

sustainable

commercial

sales engine.

8 4.0
Mithun

Aswath
Strategy

Management

Commentary

"What are you

doing to make

the business a

little bit more

secular/

consistent?"

The CEO

pointed to

geographic

diversification

(US Market)

and the DaaS/

Franchise

model as the

path to non-

lumpy

revenue.

However, with

these being in

seed stages,

the

"lumpiness"

remains the

dominant risk

for at least 4-6

more quarters.

Current

revenue gap.
3.0

Long-

term view

PATTERN FLAGS & SENTIMENT Analysts were visibly frustrated, with the call reaching a boiling point during

the governance and credibility questions. The recurring theme was "conversion failure"—the delta between a

growing pipeline (₹400 Cr+) and collapsing revenue (₹17 Cr) has created a crisis of confidence. Management’s

posture was defensive, attributing failures to external "macro" and "govt cycle" factors while failing to address

why competitors are reportedly winning smaller, faster-moving contracts.

Analyst Sentiment Verdict: Hostile/Skeptical. The tone has shifted from "wait-and-watch" to active

questioning of the management's ability to forecast its own business. The disconnect between IPO-era

projections and 9M FY25 performance (-₹36 Cr loss) is the single greatest risk to the thesis.

GUIDANCE GAPS REVEALED IN Q&A | Topic | What Mgmt Claimed (Prior Q) | What Q&A Revealed | Gap /

Walk-back | Risk to Thesis | | :--- | :--- | :--- | :--- | :--- | | Full Year Revenue | Flat to positive growth vs FY24. |

Revised down; execution now unlikely in Q4. | ~50% Revenue Miss. Management effectively signaled FY25 will

be significantly worse than FY24. | Liquidity/Burn risk. | | L1 Conversion | Imminent closure of ₹300 Cr pipeline. |



Pipeline grew to ₹400 Cr but zero major conversion occurred in Q3. | Conversion speed is 3x slower than

guided. | Revenue "Air Pocket" persists. | | Gross Margins | Guidance of 40-50% normalized. | Q2 was 24%, Q3

is 46%. | Massive volatility (2200 bps) makes EBITDA forecasting impossible. | Unpredictable P&L. |

5. WHAT CHANGED vs PRIOR QUARTER

What Changed Prior Quarter (Q2 FY25) This Quarter (Q3 FY25) Direction

Revenue Base ₹37.1 Cr ₹17.6 Cr ↓

Net Profitability -₹13.7 Cr Loss -₹24.0 Cr Loss ↓

Guidance
YoY Growth Target

maintained.
YoY Growth Target abandoned/revised. ↓

Pipeline Mix
Significant domestic MoD

bias.
Heavily International (Africa/US) L1 bias.

↑

(Diversification)

Certification

Status
Awaiting military fitment.

SWITCH MINI certified "Fit for Indian Military

Use."
↑ (Moat)

Gross Margins 24.6% (Low) 46.0% (Normalized) ↑

Mgmt Tone Directionally Optimistic. Defensive / Crisis Management. ↓

L1 Pipeline Value ₹300 Cr+ ₹400 Cr+ ↑

Investor Notes: * The Thesis Change: The "high-growth technology" thesis is broken in the near-term.

Investors are now holding a "turnaround" play dependent on international expansion. * Cash Burn: With losses

of ₹24 Cr/quarter, the company is burning through its cash reserves. If Q4 doesn't see a major L1 conversion,

the valuation will likely de-rate further toward book value. * The DGQA Moat: The military certification is the only

silver lining; it ensures that when the Indian MoD does buy, ideaForge is the "L1-qualified" incumbent. * Watch

Point: Aero India (Feb 2025) is the make-or-break event for management to prove technical progress on the

logistics drone.
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