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Business segments overview

I Inorganic Chemicals

® Leading producer of soda ash in India which find use in
detergents & glass industries

= Specializes in manufacturing Sodium Bicarbonate

= Annual production capacity of 850,000 MT of soda ash,
~23% of annual domestic requirement

® Manufacturing plant at Sutrapada, Gujarat

= Preferred supplier to HUL, Ghari, P&G, HNG, Piramal
Glass, St Gobain and Phillips

I Revenue Break-up*

H1 FY17 Total: Rs 1437 cr

Textiles
42%
Inorganic
Chemicals
58%

* As per IGAAP

I Textiles

" Integrated home textile manufacturer in India

® Presence across spinning, weaving, continuous fabric
processing, and cut & sew for premium quality bed linen

® Spinning capacity of ~ 175,000 spindles; Processing
capacity of ~ 36 million meters

= State of the art manufacturing facilities: Spinning plant -
Madurai, TN; Home textile - Vapi, Gujarat

= Preferred supplier to Bed Bath & Beyond, Target, Myers,
House of Fraser and Hudson Bay Co.

I EBITDA Break-up*

H1 FY17 Total: Rs 377 cr

Inorganic
Textiles Chemicals
26% 74%
-~

HCL




Professional management...

Managing Director

Mr. R. S. Jalan

30+ years experience

‘ = Unique leadership style with endeared managerial abilities drives all businesses alike

= Qualified Chartered Accountant, profess deep business understanding and excellent analytical skills

CFO & Executive Director
Mr. Raman Chopra

25+ years experience

= Spearheading GHCL’s Finance and IT functions

= Qualified Chartered Accountant with sharp financial acumen, negotiation skills and a great passion for technological advancements and
specialisation in Greenfield expansion

Marketing Head, Soda Ash SVP, Home Textiles

Mr. Sunil Bhatnagar, Mr. Neeraj Jalan

30+ years experience 18+ years experience

= Associated with the Company for over 22 years = A self motivator, he is instrumental in building this vertical
= Degree in law and diploma in management * Qualified Chartered Accountant
COO, Soda Ash

SVP, Spinning

Mr. N N Radia Mr. M. Sivabalasubramanian

30+ years experience 20+ years experience

= Associated with the Company since 1986

= Vast experience in cotton procurement and manufacturing operdfio

= Bachelor in mechanical engineering

= Bachelor in textile engineering

HCL
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Robust year-on-year growth in Q2 FY17

1%

Revenue
Rs 705 crore

42

Profit Before Tax
Rs 122 crore

Standalone Financials based on IndAS

20/,

EBITDA
Rs 180 crore

79

Profit After Tax
Rs 90 crore

407 s

EBITDA Margin
26%

Rs. 4

EPS
Rs. 9/Share
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... with improving financial indicators )

1.69 1.01 1,219

From 1.90 in Mar’'16 From 1.17 in Mar’'16 From 1,244 cr in Mar’16

24% 29% 119

Q2 FY 17 Q2 FY 17 Q2 FY 17

8
Standalone Financials \
* ROCE calculated as - Trailing 12 Months (TTM) EBIT/ (Total Debt + Shareholders Equity)

* ROE calculated as - Trailing 12 Months (TTM) PAT/ Shareholders Equity -
*  March figures reclassified based on opening Balance sheet under Ind AS 6




Major Achievements during the quarter...

arigating Future 1exuie puame

Our two Spinning units were conferred with
prestigious SIMA award for the year 2015-16.

Units were ranked 2" and 4t position.

Selected out of 100+ Mills across the
country.
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Business philosophy going forward...

i
Focus on Value Systems

To create a value systems that defines our Culture




o Robust and profitable growth

49% Bottom line
Growth in 2 Yrs




EMPLOYEE
ENGAGEMENT

Core Values
drives Our !

Culture

° Focus on Value systems

BEST EMPLOYERS AVERAGE SCORE 76

GHCL AVERAGE SCORE 71

65

Based on Survey 15-16

Established Compensation philosophy which clearly focuses on
“Pay for Performance — Pay for Behaviour”.

Instituted a Comprehensive system for personal learning &
Development needs for career aspiration through a unique policy .
named “VIKAS”. (Around 21% employee start earning points on their ’,
non-functional activities.




Promoting
Organic Manure

* 650+ farmers in 43 villages \
have adopted organic manure

We make sure more than 1,600
hectare of land is free from
harmful chemical

500+ Farmers planted 31,000
horticultural sampling

/

° Sustainable inclusive growth

iy

FAR

W Skill India
Pherel ¥ - PRI WA

Women Empowerment

& Education

* 100+ women from 6 villages,\
taken to district level women

empowerment seminar organized
by WASMO

* Under Vidya Jyot Project,
promoting education for village
kids

* Empowering girls in Madurai
through Skill Development

Program

N /

Village

Sanitation

K “1 Day 1 Village Cqmpdign"\

conducted in 5 villages along
with Tata Water Mission

*  Constructed 5316 toilet units
in 66 villages

* Around 100 toilets under
process in 30 villages

HCL




Way forward

O

Continue profitable growth

= ] lakh soda ash capacity
expansion by FY17;
sustained margins

= 0.25 Lakh soda & 0.30
Bicarb expansion by FY18

® Volume growth in home
textiles due to
bottlenecking; margins to
improve with capacity and
cost optimization

13

O

Sweat existing assets

® Focus on optimally
utilizing capacities

= Operational
efficiencies to
improve return ratios

= Significant operating
cash profit

Focus on Textile marketing

= Strengthen presence
in new geographies
for home textiles like
India, Australia, etc.

® |mprove customer
mix for higher
volumes and better
margins

* Value added
products

i

Strengthen balance
sheet

" Improve debt/ equity
ratio with target to
bring it down to less
than 1 by FY17

® |Improve Credit Rating
to optimize interest
cost.

= Robust free cash flow
generation
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Margin leadership in the industry

| Revenue | EBITDA
147
421
412 119
405
i I l
Q1 FY16 Q1 FY17 Q2FY16 Q2 FY17 Q1FY16 Q1 FY17 Q2FY16 Q2FY17
EBITDA Margin Capacity Utilization
35% 1% 1% 1%
31% 32%
27%
%k
86%
QI FY16 Q1 FY17 Q2FY16 Q2FY17 Q1 FY16 Q1 FY17 Q2FY16 Q2FY17

HCL

y * Excluding shutdown effect for “Like for Like” comparison



Leading manufacturer of soda ash with 8.5 L MT capacity

| Key Highlights

ﬂ Capacity of 8.5 Lakh MT (27 % of domestic capacity)
ﬂ Highest capacity utilization — 91% in Q1 FY17

ﬂ Best EBITDA margins in industry

ﬂ Built operational efficiencies — six sigma projects, cost reduction
initiatives, process innovation methods

ﬂ Brownfield expansion of 1 Lakh MT in progress to complete by
Q4FY17 - 12% volume growth at higher margins

I Market Share (Total Demand 3.3MMT)

GHCL

Tata 23%
Chemicals
23%
Nirma
26%
Others
6%

Imports
22%
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Soda ash industry overview

I Domestic Demand and Supply I Unlike Commodity
72 % of demand from North and West India Global Market Indian Market
’ Production: 4% CAGR Production: 4% CAGR
' Demand: 4% CAGR Demand: 4% CAGR
In Million MT (MMT) In Million MT (MMT)
A 57 8 3.3
,
v ‘ 55 54 55 3.1 3.0
57 28 28
55 2.8
4 00 26 Y
5 a1 22
.............. } ¥4
ey ; T T T T T , ; T T T T T :
2010 2011 2012 2013 2014 2015 2010 2011 2012 2013 2014 2015
-

essgusm Production @i Demand @sspuem Production @ Demand

Gujarat accounts Total Capacity 3.1MMT

for majority of
the capacity

New Capacities of 0.8 MMT are coming in next 3-4

years.

Expected soda ash demand growth of 4-5% to
absorb additional supplies

4]
% 3% 34% S

HCL
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Consistently improving margins

| Revenue | EBITDA
5% - ’
313 sa 298 50 29%
241 B m B ®m
38
Q1 FY16 Q1 FY17 Q2FY16 Q2FY17 Q1 FY16 QI FY17 Q2FY16 Q2FY17
EBITDA Margin Capacity Utilization (Sheeting)
16% 17% 90%
14% 13% 85%
81%
76% I
Q1 FY16 Q1 FY17 Q2FY16 Q2FY17 Q1 FY16 Q1 FY17 Q2FY16 Q2FY17

HCL

4 Due to maintenance shutdown for 5 days



Emerging home textiles player

I Vertically Integrated I Diversified Product Range
= Presence across the value chain from spinning to processing Sheeting Filled Articles Pillows
= State-of-the-art home textiles facility at Vapi » Sheet » Quilted Flat Sheets » Pillows
= Best of plants and equipment sourced from Germany and Japan » Duvet » Comforter and » Shams

- Beninger, Kuster, Monforts
» Bed Skirt Comforter Shells » Cushions

o
.

= Flexibility to process both cotton and blended fabrics

" |ntegrated with best in class spinning facility and captive power
= Compact spinning and valued added yarn capacity
= 175k spindles
= 25MW windmill capacity

Capacity - 36 mn meters of processing; 12 mn meters of weaving; 30 mn meters of cut & sew

Improving capacity utilization — 83% in FY16 from 70% in FY15

Improving EBITDA margins — 13% in FY16 up from 9% in FY15

Building operational efficiencies — 12MW windmills installed, 400 stitching machines installed

SN SIS

Focus on de-bottlenecking, increase in in-house cut & sew capacity for capacity and margins optimization

GHCL
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Geographical spread in Sheeting Business

I Marquee Home Textile Clients across Globe

BED BATH & HOUSES.,QE”FRASER K2E Revman International Walmart
St Canada

THE WHITE COMPANY

Jcrenney (®) Sears: [EIIGEE

TARGET

Tuesday Mornjng amazoncom Galle I")/m

21 * Based on H1 FY17 sales mix






Profitability highlights

Particulars

Q2 FY17

In Rs crore

694

Q2 FY16 % Change

1%

******************************************************************************************************************************************************************************************

******************************************************************************************************************************************************************************************

******************************************************************************************************************************************************************************************

*****************************************************************************************************************************************************************************************

,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,

*****************************************************************************************************************************************************************************************

_________________________________________________________________________________________________________________________________________________________________________________________ %E a \
Standalone Financials %
23




Efficient cash flow management

N

Capex

* Spent Rs. 180 Crore
on growth projects
* Inorganic — 143cr
* Textiles - 37cr

* Soda Ash expansion
is progressing as per
schedule (March 17)

*Based on H1 FY17
24

Reduced debt by Rs.

25 Crore compared
to March 16

On track to achieve
Debt : Equity ratio of
1 by March 17

SHAREHOLDERS

* Paid Rs. 42 Crore as

dividend to
Shareholders

Payout of 16.42% as

per our Dividend
Payout Policy of
15% - 20%

* Contributed Rs. 56
Crore to Government
exchequer as direct
taxes

Among the highest
tax payer in Gujarat
Region

HCL




This presentation and the accompanying slides (the “Presentation”), which have been prepared by GHCL Limited (the “Company”), have been prepared solely for information purposes and do
not constitute any offer, recommendation or invitation to purchase or subscribe for any securities, and shall not form the basis or be relied on in connection with any contract or binding

commitment whatsoever. No offering of securities of the Company will be made except by means of a statutory offering document containing detailed information about the Company.

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.

Certain matters discussed in this Presentation may contain statements regarding the Company’s market opportunity and business prospects that are individually and collectively forward-looking
statements. 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, the performance of the Indian economy and of the economies of various international markets, the performance of the industry in India
and world-wide, competition, the company’s ability to successfully implement its strategy, the Company’s future levels of growth and expansion, technological implementation, changes and
advancements, changes in revenue, income or cash flows, the Company’s market preferences and its exposure to market risks, as well as other risks. The Company’s actual results, levels of
activity, performance or achievements could differ materially and adversely from results expressed in or implied by this Presentation. The Company assumes no obligation to update any
forward-looking information contained in this Presentation. 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.

Company :

Investor Relations Advisors :

GHCL Limited
CIN: L24100GJ1983PLCO06513
Mr. Raman Chopra

Mr. Sunil Gupta

Mr. Abhishek Chaturvedi

Stellar IR Advisors Pvt. Lid.
CIN: U74900MH2014PTC259212

Mr. Gaurang Vasani

Ms. Pooja Dokania
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