S Chand & Company Ltd — Feb 2026 Quarterly Analysis

1. VERDICT & BUSINESS QUALITY SNAPSHOT

Result: Inline One-line: The thesis remains intact as S. Chand maintains balance sheet discipline and hits
record-low seasonal working capital levels, though the "Super Season" (Q4) now carries an exceptionally high
execution burden to meet full-year guidance.
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Sentiment
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Earnings Quality
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Key Q&A Exchange
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Q4 Concentration
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Distorted
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Stable

Strong

Improving

Reliable

NCF Timing

Confident

Signal | Evidence

Revenue ([99.0 Cr) is flat YoY; management maintains (800 Cr+
FY26 target despite lumpy NCF rollout.

PAT includes a [5.5 Cr one-off interest income from IT refunds;
operating losses widened due to NCF-related marketing/hiring.

Achieving [B0O Cr revenue requires a record-breaking [553 Cr Q4
(run-rate of 69% of annual sales), which is historically steep.

Delivered the lowest Q3 inventory (316 days) and Net Working
Capital (143 days) metrics in 5 years.

Entry into International Curriculum (CPD Singapore) and turning
investee companies (Smartivity, ixamBee) profitable de-risks the
core CBSE business.

Mgmt is open to a buyback/dividend discussion in May 2026,
contingent on final cash flows and M&A pipeline.

Can the company realistically deliver ~70% of its annual revenue
in 90 days? Mgmt cited "order visibility" and NCF adoption.

Shifting from debt reduction to strategic M&A and digital
monetization (Al Datasets).

EBITDA guidance of 18-20% maintained; Q4 gross margins
expected to benefit from new syllabus pricing.

New curriculum adoption allows for price resets, partially offsetting
high wage/marketing spends.

Typical Q3 cash burn for inventory buildup; however, Net Debt
reduced by [18.0 Cr YoY to [B5.9 Cr.

Deep school relationships and "comprehensive" content quality
cited as barriers against free NCERT digital versions.

Net Debt of [B5.9 Cr is manageable; expected to return to Net
Cash position of [120-150 Cr by year-end.

Inventory days dropped 50 days YoY; NWC days dropped 9 days
YoY.

Consistent history of meeting debt and working capital reduction
targets.

Staggered NCF rollout (5-6 years vs historical 3 years) dilutes the
"big bang" revenue effect.

Resolute on Q4 targets and enthusiastic about the Al Dataset
growth trajectory (>[BO Cr target).



Sentiment: JPositive

Key Takeaways (Positives & Negatives): * Positives: Management has successfully structurally lowered the
working capital floor, with Q3 inventory and NWC days hitting 5-year lows. The strategic acquisition of CPD
Singapore fills a critical "International Board" gap, while Al Dataset licensing is emerging as a high-growth
(>50% YoY), non-physical revenue stream. Investee companies are no longer a cash drain, with Smartivity and
ixamBee turning EBITDA/PBT positive. * Negatives: The thesis is now heavily back-ended; the company must
generate ~[553 Cr in Q4 to hit the [BOO Cr guidance, leaving zero margin for supply chain or NCERT physical
release delays. Furthermore, the NCF transition is proving to be more "evolutionary" than "revolutionary,” as the
rollout is spread over 5-6 years, muting the anticipated one-time windfall. * Forward Watchpoint: Physical
availability of NCERT books in February-March is the primary variable. If private schools don't see physical
NCERT stock, they will pivot aggressively to S. Chand’s new titles, potentially driving a guidance beat.

2. BUSINESS PERFORMANCE

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

Current Qtr
YoY Change Mgmt Commentary

(Q3FY26)

Flat YoY; one large segment shifted to Q4 due to

Revenue (Cr) 99.0 - 0% 1 100.8% - syllabus revisions. Volume driven by pre-season
prep.
. Moderation in 9M due to shift in Al dataset
Gross Margin 0 . . .
Not Stated . t Recovery ! sourcing; expected to recover in Q4 with core
(%) Compression
K-12 sales.
1 Losses driven by higher operating expenses
EBITDA (OCr) (Loss) 1 Wider ! . . y g P 9 &xp .
(Seasonal) (wage hikes, hiring) and NCF-related marketing.
1 Includes [5.5 Cr one-off interest from IT refund.
PAT (OCr) (28.7) 1 (Loss) ! .
(Seasonal) Seasonal loss is standard for Q3.
Cash Flow ! Higher cash outflow for inventory building vs
(95.7) 1 25.4% 1 _
(OCF) (OCr) (Seasonal) [76.3 Cr used in 9MFY25.
YoY improvement (Net Debt was [53.9 Crin
Net Debt / !
35.9 1 33.4% 1 Q3FY25). Seasonal debt peak before Q4
(Cash) (OCr) (Seasonal) .
collections.
! 5-year low for Q3 (366 days YoY); reflects better
Inventory Days 316 1 13.6% 1 o
(Seasonal) paper management and stock discipline.
Receivable . Slight uptick from 80 days YoY; management
88 110% | (Higher) ! . )
Days targeting reduction post-peak season.
Net Working ! 5-year low for Q3 (152 days YoY); structural
) 143 Days 1 5.9% 1 - o . .
Capital (Seasonal) efficiency in inventory offset receivable rise.

2B. SEGMENT BREAKDOWN



Revenue (O

Segment cr Margin Trend Key Development
Al Datasets . Shift to "Aggregator" model; pricing rationalized
171 112.3% Lower % | High )

(9M) but volumes growing. Target [(BOCr+ FY26.
K-12 PDF versions of new NCERT books for classes 4,

. 99.0 (Q3) - 0% Standard - Avg
(Physical) 5, 7, 8 are precursor to Q4 sales surge.

L. . ) Investee company turned EBITDA/PBT positive;
Smartivity N/A 1 60% Positive 1 High

revenue growth strong.

. . . Turned EBITDA/PBT positive in 9MFY26 vs
ixamBee N/A N/A Positive 1 High

losses in OMFY25.

3. MANAGEMENT OUTLOOK & EXECUTION TRACKER

Management

Dimension Category ) Required Run-Rate / Feasibility Historical Delivery
Target / Claim

Needs [553 Cr in Q4; feasibility
depends on NCF peak adoption.

Guidance Revenue FY26 >[B00 Cr FY25 Rev: (664 Cr. High

Requires extremely high-margin . .
Delivered consistently

Guidance Margins EBITDA 18% - 20% Q4 sales (likely >40% EBITDA in . Moderate
in peak seasons.

Q4).
. Needs [12.9 Cr in Q4; high
Digital Al Datasets >[B0 . .
Strategy feasibility based on 4-5 client FY25: [19.5 Cr. Low
Growth Cr pipeline

CPD Singapore acquisition (Jan
New segment;

Strategy International  IB/IGCSE Portfolio 26) fills gap for 1,000+ Indian . Moderate
schools execution unknown.

Target [120-150 Cr net cash by On track; Net Debt
Balance Debt Net Cash by June Low
June 2026. reduced YoY.



4. ANALYST Q&A



Analyst /

Q# Relevance .
Firm

TS
Vinod /
TVS
Family

TS
Vinod /
TVS
Family

TS
Vinod /
TVS
Family

Niteen /
Aurum
Capital

Theme

Cluster

Financials

Buyback

Competition

Guidance

Category

Financials

Capex and
Allocation

Business
Overview

Management
Commentary

Underlying
Concern

Was the [5.5
Cr interest
payment from
IT refund
accounted for
in Q3 results?

How does
management
look at
buyback
opportunities
given
depressed
valuations?

How does
NCERT's
decision to
ramp up in-
house printing
capacity
impact your
sales?

To hit (8OO Cr
revenue, you
need 550
Cr+in Q4;

Management
Response &
Investment
Implication

Management
confirmed the
interest income
is in Q3 results
but the cash
inflow happened
in January 2026.

This adds a non-

operating
tailwind to Q3

earnings but has

no impact on
core publishing
margins.

Management
indicated they
will discuss
buybacks/

dividends in May

2026 based on
year-end
liquidity and
M&A needs.
This signals a

potential floor for

the stock price if
cash flows
exceed
operational
needs.

Management
argued that
private schools
prefer their

"comprehensive"

content over

NCERT's "basic"

material, which
serves mostly
government
schools. This
reinforces S.
Chand's
competitive
moat in the
private K-12
segment.

Management
expressed high
confidence
based on

Evaded /
\\[o]
Addressed

Credibility

None 5.0
None 4.0
None 4.5
Specific

order book 35
value

Verdict

Quantified
one-off
benefit

Conditiona
timeline
provided

Moat re-
confirmed

High-
stakes
guidance



Q# Relevance

5 4.0
6 4.0
7 4.0

Analyst /

Firm

Niteen /
Aurum
Capital

Niteen /
Aurum
Capital

Giriraj
Daga/
Visaria

Theme
Cluster

NCF
Rollout

Leverage

Growth

Category

Business
Overview

Financials

Management
Commentary

Underlying
Concern

what is your
confidence
level?

Which
classes have
moved to the
new
curriculum for
the next
academic
year?

What will be
the
consolidated
debt level by
the end of the
financial
year?

If the syllabus
change is
spread over
5-6 years, is
10-11% the
new
normalized
growth?

Management
Response &
Investment
Implication

Evaded /
[\ o] Credibility
Addressed

internal data and
business head
meetings,
despite the
"uphill task."
This places the
entire credibility
of management
on Q4
execution.

Classes 4, 5, 7,
8,9, and 10
have now
adopted the new
curriculum, with
full
implementation
expected over 2
years. This
confirms the
NCF tailwind is
shifting from a
one-year event
to a multi-year
cycle.

None 4.5

Management
expects to be
Net Cash by
[120-125 Crin
March and
150+ Cr by
June. This
provides
significant
ammunition for
buybacks or
further M&A.

None 5.0

Management

acknowledged

the rollout is

slower than

expected (5-6

years vs 3

years) but Exact boost

believes the % 4.0
(1]

next 2 years will

still see a

"boost."” This

tempers

expectations for

any 20%+

Verdict

Realistic
rollout patt

Strong BS
outlook

Growth
ceiling
adjusted



Theme
Cluster

Analyst /

Q# Relevance .
Firm

Amit

Agicha / Al

HG Licensing
Hawa

Amit
Agicha /
HG
Hawa

Headcount

TS
Vinod /
TVS
Family

10 35 M&A

Niteen /
11 4.0 Aurum

Capital

History

Category

Business
Overview

Business
Overview

Business
Overview

Management
Commentary

Underlying
Concern

Who are the
counterparties
and can this
become
10-15% of
revenue?

What is the
employee
breakdown
across sales,
editorial, and
printing?

How big is the
IB/IGCSE
market and
what is the
competitive
landscape?

Historically,
what kind of
growth comes
after a
curriculum
change?

Management
Response &
Investment
Implication

Evaded /
\\[o]
Addressed

Credibility

growth "super-
cycles."

Management
cited
confidentiality
but noted they
are "leading
players" and the
segment has the
potential to
reach that scale.
This highlights
Al as the most
likely driver for
valuation re-
rating.

Counterparty
names

Management
disclosed ~700
in sales, 200+ in
editorial, and
600 in printing/
warehousing.
This confirms a
sales-heavy
structure
necessary for
the B2B school
model.

None 4.5

Management
noted 10,000
schools globally
(600 in India)
where they
previously had

Zero presence,
Current

revenue of 35
CPD

competing
against Oxford/
Cambridge. This
suggests the
CPD acquisition
is a low-risk
"beachhead"
into a premium
segment.

Management
noted that
historical
changes (2005)
were faster (2-3
years) and gave
higher growth

None 4.5

Verdict

Strategic
but opaque

Operatione
clarity

Strategic
gap-fill

Historical
context



Management
Analyst/ Theme Underlying Response &

Evaded /

. (oF:1-Ts [0] 3, [\ o] Credibility Verdict
Firm Cluster Concern Investment
Addressed

Implication

Q# Relevance

spikes, whereas
this one is more
gradual. This
explains why
current growth
rates (11%) are
lower than
historical "peak"
syllabus years.

PATTERN FLAGS & SENTIMENT

» The "Q4 Or Bust" Anxiety: Analysts repeatedly questioned the feasibility of the (800 Cr revenue guidance,
given the [550 Cr+ catch-up required in Q4. Management remained confident but admitted the seasonal
concentration is higher this year due to Q3 syllabus delays. This remains a live tension point that will only be
resolved in May.

* NCF Staggering: The realization that the NEP/NCF transition is a 6-year marathon rather than a 3-year
sprint has settled in. Management has successfully shifted the narrative from "one-time windfall" to "multi-
year growth tailwind,” which analysts seem to have accepted as the new reality.

« Capital Surplus: With debt concerns now in the rearview mirror, the dialogue has shifted to buybacks and
"surplus" cash. Management’s openness to a May 2026 buyback discussion suggests they recognize the
valuation gap and are willing to use the balance sheet to support the stock.

Analyst Sentiment Verdict: Analysts were cautiously optimistic, buoyed by the working capital discipline but
clearly wary of the extreme Q4 revenue concentration. The credibility of the management remains high
regarding balance sheet management, but "show-me" skepticism persists regarding the top-line guidance. The
unresolved issue of NCERT physical book availability remains the biggest risk to the Q4 "Super Season."

GUIDANCE GAPS REVEALED IN Q&A

What Mgmt Claimed Risk to
. . What Q&A Revealed Gap | Walk-back i

(Opening / Prior Q) Thesis
NCF Expected faster Adoption is staggered over 5-6 Slower revenue realization than Moderate
Timeline adoption. years. historical curriculum shifts.

No active discussion . . Shift from "maybe" to a specific Positive
Buyback Open to May 2026 discussion. o .

(Q2). board meeting timeline. Signal
Growth High-teens growth 8-10% is the "normalized" growth  Resets long-term top-line

Moderate

Rate potential. for traditional publishing. expectations.



5. WHAT CHANGED vs PRIOR QUARTER

Direction

What Changed
M&A Status

Net Debt
Investee Profits
Al Revenue 9M
Inventory Days
Guidance Barrier

One-off Income

STOP HERE.

Prior Quarter (Q2FY26)

Finalizing IB acquisition.
[(23.5) Cr (Net Cash)
Smartivity EBITDA positive.
[14.2 Cr

237 Days (Q2 low)

Needs ~[510 Cr in H2.

None highlighted.

This Quarter (Q3FY26)

Completed CPD Singapore acquisition.

[B5.9 Cr (Net Debt)

ixamBee also turned EBITDA positive.
7.1 Cr

316 Days (Q3 low)

Needs ~[b53 Cr in Q4 alone.

[b.5 Cr interest on IT refund.

1 (Execution)

| (Seasonal spend)

1 (Portfolio health)

1 (Growth)

1 (Structural efficiency)
| (Higher hurdle)

1 (Non-op gain)
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