Ideaforge Technology Ltd — Jul 2025 Quarterly Analysis

1. VERDICT & BUSINESS QUALITY SNAPSHOT

Result: Weak Revenue Miss / Strong Order Book Beat One-line: The "revenue air pocket" persists in the P&L,
but the thesis moves from "speculative turnaround" to "validated rebound" as the company converted its L1
pipeline into a [137 Cr Indian Army order, clearing the single largest overhang on management credibility.
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Revenue ([12.78 Cr) missed the needed run-rate to cover OpEX,
but Order Book ((144.8 Cr) exceeded expectations.

EBITDA loss of [15.14 Cr; PAT loss of [23.56 Cr driven by
negative operating leverage.

Management delivered the promised Emergency Procurement
(EP) order closure early in the year.

Successfully defended IP and "Country of Origin" integrity during
rigorous Army technical evaluations.

Gross Margins expanded to 61.7% (vs 33% FY25 avg), indicating
a shift back to high-margin indigenous products.

Mgmt indicated 12-month delivery but is accelerating supply chain
to pull revenue into FY26.

Analysts worried if the (137 Cr order can be billed before Mar-26
to stem the cash burn.

High R&D spend (50% workforce in Tech) continues while awaiting
the next procurement cycle (EP-6).

Gross margins nearly doubled QoQ as product mix favored
higher-spec military UAVs over civil services.

EW-resilience is now a "primary evaluation criteria," favoring
ideaForge's proprietary tech over low-cost assemblers.

High inventory build expected to fulfill the [L37 Cr order; advances
will partially offset working capital pressure.

Demonstrating Electronic Warfare (EW) resilience in Operation
Sindoor creates a "battle-proven” barrier to entry.

Mgmt claims "self-sufficient" cash runway/debt facilities despite
quarterly P&L losses.

Inventory building for the Army order will likely spike DIO in the
coming quarters.

Met the Q4 promise of converting the L1 pipeline in early FY26.
Quarterly fixed OpEx (Employee + Other) of ~[27 Cr remains ~2x
higher than Revenue.

Shifted from defensive (Q4) to proactive, emphasizing "Validation"
of the indigenous tech thesis.



Key Takeaways: * Positives: The win of a [137 Cr Emergency Procurement (EP-5) order validates the (400
Cr+ L1 pipeline and management's technical claims. Gross margins returned to the ~60% range, proving that
low margins in FY25 were a mix issue, not a permanent loss of pricing power. Technical leadership is widening
with Electronic Warfare (EW) resilience becoming a mandatory MoD requirement—a field ideaForge has
invested in for years. * Negatives: The P&L remains in a deep deficit with revenue ((1.2.78 Cr) unable to cover a
fixed cost base that has swelled to support new platforms (ZOLT, YETI). Quarterly losses are eroding the cash
buffer. Revenue realization remains lumpy and dependent on "chunks" of delivery and external QA agency
reviews. * The Street's Concern: Can management execute? Analysts pressed on the 12-month delivery
window; if deliveries are back-ended to Q1 FY27, the FY26 P&L will remain ugly. Management's response was
an intent to "accelerate the delivery to the best extent possible.” * Watchpoint: Execution of the first "chunk™ of
the (137 Cr order in Q2/Q3 FY26. Failure to report a significant revenue jump in Q2 would signal supply chain or
QA bottlenecks.

2. BUSINESS PERFORMANCE

2A. KEY METRICS DATA SOURCE: PPT primary source. Concall used for Mgmt Commentary.

Current Qtr (Q1  YoY

Mgmt Commentary

FY26)
Revenue (O Impacted by timing of deliveries; Q1 FY25 had high
12.78 1 85.2% 1 37.1% ! .
Cr) base from prior cycles.
Gross Margin 61.7% 12,840 12,580 . Driven by a favorable product mix of high-margin
(%) R bps bps military UAVS.

Losses narrowed QoQ due to slightly lower other

EBITDA (OCr)  -[15.14 1 279.0% 1 13.0% O .
expenses and better margins.
EBITDA 118.5% 112,830 13,280 . Scale is still insufficient to cover fixed employee/
Margin % = bps bps R&D costs.
Net loss reduced vs Q4 FY25 ((25.7 Cr) on
PAT (OCr) -[23.56 12105.7% 1 8.3% O ) !
improved gross profit.
Order Book (O Massive jump from (14 Cr; includes the new 137
(144.8 N/A 1 934% 1
Cr) Cr Army contract.
L1 Pipeline (O Management indicated more has been added even
~[400 N/A - - .
Cr) after the win.
Order Inflow (O Primarily from the 5th cycle of Emergency
137+ N/A 1 1 .
Cr) Procurement (mini-UAVS).
Cash & Bank Mgmt noted "self-sufficient runway" but deferred
Not Stated N/A N/A ad .
(OCr) specific BS numbers.
Workin Supply chain "assimilation” for the Army order will
xing Building N/A N/A | el v
Capital tie up capital.

2B. SEGMENT BREAKDOWN PPT Data for Revenue Mix (Q1 FY26)

Revenue (O X
Segment cn Margin  Trend A Key Development
Defence [6.26 49% High 1 Inline Shift back to core military sales; EW-resilience featured.
. . . Driven by DaaS/SaasS; Al capabilities helping manage
Civil [6.52 51% High 1 Inline

religious congregations.



3. MANAGEMENT OUTLOOK & EXECUTION TRACKER

. . Management Target / Required Run-Rate / . . .
Dimension Category i : . Historical Delivery
Claim Mathematical Feasibility
Revenue Aiming to pull forward Needs ~[45 Cr/qtr revenue in ON TRACK - Order
Guidance Execution deliveries of the (137 Cr remaining 3 quarters for a full secured as O
xecuti
order into FY26. FY26 billing. promised.

Requires constant bidding to

Maintain pipeline at ~[#00
replace won contracts ([137 Cr MET O

Guidance L1 Pipeline

Cr level. )
replaced by new bids).
US market: concluding Needs first formal US order to
Strategy International demos with Homeland prove market-fit for the Early IN PROGRESS ad
Security and DoD. Adopter Program.
. ZOLT testing complete in "next
New ZOLT (Tactical) & YETI
Strategy L few quarters"; YETI TD-1 ON TRACK g
Platforms (Logistics) development.

integration ongoing.

ideaForge is a "natural
. INR 1 Lakh Cr RDI fund & - _—
Macro Govt Funding beneficiary" for indigenous ON TRACK ad
EP-6 ([9,000 Cr for Army).
deep-tech procurement.

Accessing select geographies
Collaboration with HFCL g geograp

Strategy Partnerships where HFCL has a footprint NEW O
for global market access. )
(Africa/Europe).



4. ANALYST Q&A



Q# Relevance Analyst/ Firm

Underlying

Concern

Management
Response &
Investment
Implication

Evaded /

Not Credibility

Addressed

Balasubramanian,

1 4.5 .
Arihant
Balasubramanian,
2 4.0 .
Arihant
Darshil Jhaveri,
3 5.0

Crown Cap

Management
Commentary

"When will we
expect
commercialization
and what kind of
TAM we can
expect [for ZOLT/
YETI]?"

"Is EW-resilience
a USP for military
contracts... and
how will we
monetize Al
features?"

"Is the new order
[C137 Cr]
reflected in this
order

book? ...what will
be our execution
timeline?"

Management
noted ZOLT
completion in
the next few
quarters to
align with
MAKE-II
timelines, with
TAM tracking
into
thousands of
crores. This
establishes a
secondary
growth engine
beyond micro/
mini UAVs
into
tacticallSR.

Management
confirmed
EW-resilience
was a primary
evaluation
criterion in
recent trials
and their
GPS-denied
navigation is
Al-based.
This solidifies
their technical
moat against
COTS (off-
the-shelf)
competitors in
electronic-
warfare
battlefields.

Management
confirmed it is
included and
that they are
"accelerating
delivery" to
better the
standard 12-
month
timeline.
Successful
acceleration
is the key

Specific
commercial
launch date
for YETI.

4.0

Specific Al
monetization 4.5
numbers.

Expected
billing for 4.0
Q2/Q3.



Q# Relevance

3a

6a

3.5

4.0

4.5

Analyst / Firm

Darshil Jhaveri,
Crown Cap

Hardik Rawat,
IFL

Hardik Rawat,
IIFL

Theme

Categor
Cluster gory

Revenue . .
Financials
Rec
o Management
L1 Pipeline
Commentary
Margins Financials

Underlying
Concern

"How do we
recognize
revenue... drone
sales or full order
completion?"

"Was the (137 Cr
order captured in
the [prior] L1
pipeline?"

"Why did gross
margins jump to
61-62%7?"

Management
Response &
Investment
Implication

trigger for an
FY26 revenue
beat.

Management
explained that
contracts are
broken into
"chunks" or
stages, with
revenue
recognized on
delivery of
these chunks.
This confirms
P&L volatility
will continue
but reduces
lumpiness
compared to
a single final
delivery.

Management
confirmed it
was, but the
pipeline
remains at
~[400 Cr as
more
opportunities
were added.
This indicates
a healthy
replenishment
rate for the
bid funnel.

Management
attributed it to
a specific mix
of deliveries
and service
orders
executed
within the
quarter. High
margins
validate that
the previous
quarter's 33%
was an
anomaly, not

Evaded /
Not Credibility
Addressed

Percentage
of advance 4.0
payments.

Composition
of new 4.0
additions.

None 4.5



Q# Relevance

11

14

16

3.5

3/5

4.0

Analyst / Firm

Shaurya Yadav,
PinPointX

Dipen Vakil,
PhillipCap

Nikhil Gupta,
Vayu Capital

Theme

Categor
Cluster gory

Procurement Management
Cycle Commentary
Non- Business
Defence Overview
Capex and
Investments .
Allocation

Underlying

Concern

"How much time
it takes to get the
order from MOD
post testing?"

"Can you throw
some light on the
Drone-as-a-
Service (DaaS)
and mining
areas?"

"Can you
describe our
investment... in
Tech Eagle?"

Management
Response &
Investment
Implication

Evaded /

Not Credibility

Addressed

a structural
reset.

Management
cited a ~6-
month
timeline for
the previous
Emergency
Procurement
(EP) cycle.
This helps None 4.0
analysts
model the
"lag" between
trial success
and P&L
impact for the
upcoming
EP-6.

Management
noted "green
shoots" in
theft
prevention
and stockpile
measurement,
reducing

. DaaS
customer risk.

revenue 3.5
guidance.

DaaS acts as
a "Trojan
horse" to
prove asset
value,
eventually
leading to
hardware
sales.

Management
described it
as a strategic
move to gain
access to a
team solving
drone delivery
and "last mile"
supply chain. terms.
This signals

interest in

expanding

from ISR

Specific
investment 3.0



Management
Theme Underlying Response &

Evaded /
Not Credibility
Addressed

Q# Relevance Analyst/ Firm Category
Cluster Concern Investment

Implication

(surveillance)
to logistics.

PATTERN FLAGS & SENTIMENT Analyst anxiety has shifted from "Where are the orders?" to "How fast can
you deliver?" The tone of the call was significantly more constructive than Q4 FY25. Management’s posture
was confident, as they had "validating" data points (the Army order and Operation Sindoor trial success). The
concern over the "Revenue Air Pocket" remains live, but it is now viewed as a transition phase rather than a
permanent decline.

Analyst Sentiment Verdict: Cautiously Optimistic. Management's credibility was repaired by delivering a
large order win early in the fiscal year. Friction points centered on the timing of revenue recognition and the cash
burn during this delivery ramp-up. The greatest risk remains the supply chain's ability to fulfill the (137 Cr order
fast enough to show a P&L turnaround by Q3 FY26.

GUIDANCE GAPS REVEALED IN Q&A | Topic | What Mgmt Claimed (Prior Q) | What Q&A Revealed | Gap /
Walk-back | Risk to Thesis | | :--- | :--- | :--- | :--- | :--- | | EP Order Win | Expected in early FY26. | Announced
(137 Cr win in July. | Delivered. On-time conversion of L1. | Low. | | US Strategy | Direct exports. | Concluding
demos; still in "Early Adopter" phase. | Lagging. Slower than domestic defence conversion. | Medium
(Geographic concentration). | | Profitability | Near-term goal. | "Will depend on what order book and timeline we
close." | Hedged. No hard date for EBITDA breakeven. | High (Cash burn continues). |

5. WHAT CHANGED vs PRIOR QUARTER

What Changed Prior Quarter (Q4 FY25) This Quarter (Q1 FY26) Direction
Order Book [14.0 Cr [144.8 Cr 1
Gross Margin 35.9% 61.7% 1
P&L Status "Revenue Air Pocket" (Stagnant) "Transition to Execution" 1
Army Contract Speculative (L1) Firm ((137 Cr Order) 1
Strategic Partners Internal development focus. Collaboration with HFCL for global access. 1
Tech Focus Resilience (Concept) EW-Resilience (Field Validated) 1
Thesis Signal High-risk turnaround. Validated tech leader entering execution. 1

Investor Notes: * The Thesis Change: This quarter effectively ends the "speculative" phase of the turnaround.
The army order win is the "Proof of Concept" for the entire bull case. However, ideaForge remains a low-quality
earnings story in the immediate term due to deep negative operating leverage (Losing [184 for every [100 in
sales). * Operating Leverage: The business is built for (100 Cr+ quarterly revenue. At [12.8 Cr, the R&D and
employee burn is unsustainable. The "beat" is in the order book, but the "miss" remains in the P&L scale. *
Working Capital Alert: Management's mention of "Stage/Chunk" payments and "Advances" is a positive sign
for liquidity, but the build-up of inventory for a single (1137 Cr contract creates a high concentration of working
capital risk. * Moat Validation: The inclusion of Electronic Warfare (EW) resilience as a "primary evaluation
criterion” by the MoD is a massive structural win. It creates a technical floor that disqualifies low-cost "drone kit
assemblers" using generic Chinese components.
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