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Cautionary Statement

This presentation may contain certain forward-looking statements relating to Orient Bell Ltd. and its future business,
development and economic performance. These statements include descriptions regarding the intent, belief or current
expectations of the Company, its subsidiaries and associates and their respective directors and officers with respect to
the results of operations and financial condition of the Company, subsidiary or associate, as the case may be.

Such forward-looking statements are not guarantees of future performance and are subject to known and unknown
risks, uncertainties and assumptions that are difficult to predict. These risks and uncertainties include, but are not
limited to (1) competitive pressures; (2) legislative and regulatory developments; (3) global, macroeconomic and
political trends; (4) fluctuations in currency exchange rates and general financial market conditions; (5) delay or
inability in obtaining approvals from authorities; (6) technical developments; (7) litigation; (8) adverse publicity and
news coverage, which could cause actual development and results to differ materially from the statements made in
this presentation.

Company assumes no obligation to update or alter forward-looking statements whether as a result of new information,
future events or otherwise. Any forward-looking statements and projections made by third parties included in this
presentation are not adopted by the Company and the Company is not responsible for such third party statements and
projections.

This presentation has been prepared by the Company based on information and data which the Company considers
reliable, but the Company makes no representation or warranty, express or implied, whatsoever, and no reliance shall
be placed on, the truth, accuracy, completeness, fairness and reasonableness of the contents of this presentation.
This presentation may not be all inclusive and may not contain all of the information that you may consider material.
Any liability in respect of the contents of, or any omission from, this presentation is expressly excluded. This
presentation and its contents are confidential and should not be distributed, published or reproduced, in whole or in
part, or disclosed by recipients directly or indirectly to any other person.
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@ Business Environment — Q3 FY20

Indian Macro-economic situation
» Festive demand uptick missing during Q3FY20 while liquidity remained a concern.

» Real Estate and Construction Sector yet to recover.

Indian Tile Industry
» No significant capacity addition in the sector after Q2FY20
» Shutdowns becoming a norm at Morbi, larger consensus that NGT ban on coal gasifiers will not
be lifted
» Channel Partners destocking continued amidst low demand and pricing drops.
= Prolonged ban on construction in some parts of the country also impacted offtake during
Q3FY20

= Fuel Costs spiked in between due to global factors but relatively stable for now
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@ OBL’s Key Highlights — 9M FY20

Focus investments on marketing continues — New Products Launched -
~2 5X over last ea? = Valencica, Multiplica & Duazzle — 1 HFY20
' y = Full Body & 40X40 Pavers at SKD — Q3FY20

Vitrified Ratio improved further to 36% vs.

Excluding impact of increased marketing
35% during 1HFY19

investments, on a L-f-L* basis EBITDA almost
similar to last year due to concerted efforts

Sale from HVP products ~40% on manufacturing and G&A costs

Worklng Capital cycle gains intact - Credit Rating reaffirmed by CRISIL as
improved by +17 days vs. March 2019 )
A-/Negative.
= Net Debt/EBITDA <2

*L-f-L = Like for Like




Tiles Revenue — Volumes, Prices & Mix of Products

Tiles Revenue : Rs. Crs. B Trading + Jv [ Own Manufacturing Tiles Volume : Lakhlm2 @
r““!ll!’““] f . 167 v
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Abridged Income Statement & EBIDTA Bridge - Standalone

Rs. Lakhs

Quarter Ended Nine Month Ended

) % %
Particulars Q3FY1 Q3FY20 (oo FY19 ~ FY20 Change
— — C ted efforts continue on the

Revenue from Operations 13,806 12,203 -11.6% 40,597 36,552 -10.0% oncer . ,
Other Income 11 112 | 907.0% 133 296 | 123.5% costs front — Manufacturing KPI’s
Operating Expenses 12,900 11,353 -12.0% 37,838 34,420 -9.0% improved and G&A costs
EBITDA 917 962 4.9%) 2,892 2,429 -16.0% e .
EBITDA Margin% 6.6% 7.9% 1.2% 7.1% 6.6%]  -0.5% optimized further during SMFY20.
Depreciation and Amortisation 444 625 40.7% 1,221 1,535 25.7%
EBIT 473 337 -28.8% 1,671 894 |  -46.5% ‘ ‘ q
Interest and Financial Charges 250 258 3.1% 655 657 0.3% Ona “_ke for I|!<e (L-f-L) baS|.s.
Profit Before Tax(PBT) 223 79| -64.4% 1,016 236 | -76.7% excluding the impact of additional
PBT Margin % 1.6% 0.7% -1.0% 2.5% 0.6% -1.9% marketing investments and that
Tax Expenses 70 41 -41.4% 357 95 -73.4% : . .
Profit After Tax(PAT) 153 8] -75.0% 659 141 | -78.6% of first time adoption of lease
PAT Margin % 1.1%)| 0.3% -0.8% 1.6%)] 0.4% -1.29% accounting during OMFY20 —

2892 EBIDTA Bridge 9M FY20 EBITDA margin actually improved

””” 2,429 to 7.5 % versus 7.1 % during
1,804 M 9M FY19.
404 e B

On a consolidated basis

(including impact of OBL’s share
of profit/(loss) from Associates),

,,,,,,, 164 PAT for 9MFY20 was
Actual Revenue Other Materials Power Inventory Employee Other Actual Rs. 2 Crores as against
9M FY19 Income + Stock & Fuel Change Costs expenses 9M FY20 Rs. 6.5 Crores in 9MFY109.

in Trade

*The Reported Results for Q3FY20 includes the first time adoption impact of IND AS 116 “Lease Accounting” — net impact on PBT is (-) Rs. 20 lakhs
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Marketing Initiatives — Bringing Strengths Alive in front of stakeholders

Demonised between brands &

Can a 60-ton truck go over Orientbell Tiles? Why does Lucknow Metro use Orientbell designs? At Orientbell we help you
Tiles? select designs
Congquer All Tile Selection
Problems With Orientbell
%m ) Hhppy Disschved

RAII. CORPORATION

The Lucknow Metro
Construction Story

J_oﬁentbue'!



http://www.youtube.com/watch?v=dObxt54Jwd4
http://www.youtube.com/watch?v=nAMrBGkZ1rs
https://www.facebook.com/OrientBellTiles/posts/2418453838223023

Marketing Initiatives — Continue brand-building on digital

‘orientbmglsl

Looking For
Premium
Designs
That Are

Affordable?

Look No
Further!

VISIT STORE

Orient Bell Tiles @
Published by Shewon Alyosius (2] - December 4, 2019 - @

Catch the Rapid fire with our expert, Payal Kapoor, Interior Designer of
#UmaidBhawan and #PalaceOnWheels. She answers questions about her
favourite piece of work, what she has that the new generation lacks and
leaves listeners with a great insight into a life of an interior designer.

#OrientbellTiles #LivePodcast #HomeRenovation

b orienl\::‘eu(_l

117,567 564
People Reached Engagements 00stFos

‘orlentbg!!

Latest
Super
Glossy Tile
From
Europe

VISIT STORE

‘orientbgl‘l

Industry Expertise
Of Over 40 Years
To Help You Make Your

Customers Happy I



https://www.facebook.com/OrientBellTiles/videos/581574652654484/

A few examples of driving reach & impact

Riding the wave of topical conversations to highlight the advantages of Orientbell Tiles

i orientbell

TP o0 gt e ettt ge e g o et W

< Happy Diwali =

Ghar Lao Orientbell Ki Chamak Tiles HO Ya Chai,
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Chamak of GVT range was built during We love our tea & tiles strong Strength of the newly launched range of
Diwali Timeless 40x40 tiles
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https://www.facebook.com/OrientBellTiles/posts/2578154122252993
https://www.facebook.com/OrientBellTiles/posts/2565342180200854
https://www.facebook.com/OrientBellTiles/posts/2457338807667859

Building brand with Social Media Using organic reach & impact

Celebrating our professional
successes to become an
attractive employer brand

Orient Bell
3,937 follower
6d-®

Catch the moments from our New Year's celebrations
and Long Service & Best Performer Award function at
the Sikandrabad plant!

The awards were given by our M.D, Mr. Madhur Daga,
our CEO Mr. Aditya Gupta & our COO, Mr. Anil Agarwal
to the employees who completed 15 years of service
and to those who performed remarkably in 2019!
Congratulations to all the winners!

#OrientbellTiles #NewYearCelebration

Riding on the “color of the year”
announcement we shared the tiles
that were designed to mirror it.

n facebook.

Orient Bell Tiles @
Published by Nitesh Thakur December 29, 2019 at 1:06 PM - @

Design your space in the outstanding #ColourOfTheYear Classic Blue by
Pantone with our variety of tiles in different designs and styles. See the
various ways you can use the #ColourOfTheYear and create a
#HappyNewDecade for yourself!

#Orientbell #Tiles

How Orientbell Tiles

Has Usad The Colour Of The Yoar

CLASSIC BLUE

ic Blue Stripes

We gifted tile calendars with
key decision makers in the
Bldg & Construction industry

(@) Instagram

preethiprabhudotcom 2m

“Thank w@”@m&aﬂd have



https://www.facebook.com/OrientBellTiles/posts/2596294363772302
https://www.linkedin.com/feed/update/urn:li:activity:6623105025591873536

Leveraging Online & Print to create awareness about Orientbell

Interiors and Decor

SOUTHERN MAI Construction Week Online

National English Daily

Silicon India

Orient Bell Limited brings the best in tilin

luti ith their Latest D le Collecti CONSTRUCTIONWERX 11 0
i Magnica The Range o MSSS | THE CREATIVE EVOLUTION

OF INTERIOR SOLUTIONS

Oy vk Agarwat, el Masbartog S¥Fc. Drtere Sok

LAST WiRs
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Orient Bell launches latest
Duazzle collection and Magnifica
tile range

Creative and consumer-centric
innovation lies at the heart of
the lstest offerings by Orient
Bell Limited, manufacturers
of ceramic and vitrified tiles
‘or 40+ years. OBL launches
wperior range of tiles with
heielatest collections, Duszzle
nd Magnifica. The Duazzle

#3 muzerior vinadl irex

vall tiles while the Magnifica
ollection brings art to your floors
fhe Duazzle name cues the two vital
haracteristics of their tiles, i.c. Durability
ind Dazzling Appeal. On the other hand,
ach floor tile from the Magnifica Range
s a work of art, showcasing mesmerising
‘nishes and textures.
The Duazzie and Magnifica Collections
keepingin
nind the preferences of their consumers in
jouth India. The colour shades and hues of
‘ach collection have been specially selccted
. #:

painstakingly curated based on inp
from customers across Karnataka, Ta

Nadu, Andhra Pradesh and Kerala.
range has a mix of eclectic finishes st
as Glossy Marbles, Cement, Wood, Mat
Slate, Metallic and Glint. The light ¢
dark coloured offerings in these tiles ci
for different interior aesthetic sensibiliti
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of the Magnifica range is o bring excit
variety to existing Channel Partners ¢

relevance 1o the new partners.

with 37 tiles in 4X2+
and 19 tles in 2X2 size, respectively. Wi
the remarkable Magnificacollection breat
new life theough its creative designs.
Duazzle Collection is a special launch
OBL and their channel partners, beca
of its varied finishes and durability.
The launch of these two collecti
are a great proposition for the custom
in South India, as it reduces transportat
time and costs involved, in comparisor
the usual supply locations of tiles in Guja

PP
s for wall. I
taying true to its superior visual impact

The double firing process used while
nanufacturing each wall tile lends a dazzling.
inish to this range. Vital quality parameter
uch as strength is more than double, in
‘omparison to other leading players. OBL
outs their signature "Multiplica Effect” in
his range as well.

With multiple options to choose from,
f¥ve ustomers can match their highlighter tiles

vith their preferred color in base tiles,
caving them spoilt for choices.
Accompanying these impeccably
designed wall tiles in 10"x15" size, are the
matching floor tiles in 12"x12" size. The
Magnifica range is for Floor. With each
floor tile as versatile us 4 piece of art,

Italso allows more flexibility, in tet
of selections and order sizes of these w
and floor iles. OBL endeavors to prov
superlative tiling solutions and product
their customers, and continues to do so W
cach new launch including the Magnit
range. Prepare to get duazzled with b
their latest collections !
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for everyone. The designs have been




Focus on High Value Products (HVP), New Product Designs ( NPD) & Displays

®  HVP contribution to total sales improved to 40% during 9MFY20
vs. 39% in 9MFY19.

® NPD launches continue upgrading the range for our channel }§
partners. In Q3FY20 the Company consolidated on earlier H1 4
launches of Multiplica/Valencica/DC/Duazzle and launched ~100 §&
new SKUs across :

® Full Body Tiles: 600x600 Full Body Tiles for high strength,
great consistency & low maintenance

< CAN CARRY MORE
s THAN YOU CAN THINK

TL OCT( ATE (400X400 MM

® Timeless: 400x400 tiles were launched for use in outdoor
spaces

® Inspire: 600X1200 GVT tiles that are inspired by the best
marbles from across the world

® 12 new Orient Bell Tiles Boutiques (OBTBs) were added during
9MFY20 in focus towns.

Aorient%
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People Connect at OBL

Rewards & Recognition _

q\ Meditation Session at Hoskote

Christmas C

Long %erV|€e Awards- = wkﬂ

A bt Y

]
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@OBL’S Social Connect

Our School Tiles Collection continue to make an
impact as preferred Educational Tools

Bonding with School Children at
Sikandrabad

acrientool

OBL employees connecting with
school students in Karnataka

15




Awards & Accolades - Moment of pride for OBL -2 in a row
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Integrated Brand Campaign of the Year — Realty  \Website of the Year — Building & Construction
Building & Construction ONENXW

INTERIOR @ EXTERIOR
AWARDS 2020

Using TV/Print/Radio/digital/Retail all For designing a website that shapes
channels to create a truly integrated brand consumer perceptions & decision making
campaign than impacts the consumer at behaviour

16

numerous touch-points
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OBL Network and Facilities
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A Netwaork of

Zall+

.,
Channel Partners
';15'3;;:’;"' . Franchise Owned Boutiques

.Channel Partnhers

o Company Owned Boutigues

& Plants
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Orient Bell Limited — Investor Relations Contact

Himanshu Jindal

Chief Financial Officer

Email: himanshu.jindal@orientbell.com
Tel: +91-11-4711-9100 (B)

Address:

Iris House, 16 Business Centre,
Nangal Raya,

New Delhi 110046,

India

Website: www.orientbell.com




Thank you
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