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Ladies and gentlemen, good afternoon and welcontket Q3 FY12 Earnings
Conference Call of Jyothy Laboratories Limited. Wave with us today Mr.
M. P. Ramachandran, Chairman and Managing Diredtmthy Laboratories
Limited and Mr. Ullas Kamath, Chief Deputy Managimjrector, Jyothy
Laboratories Limited. As a reminder for the dumatas this conference call, all
participant lines will be in the listen-only modé&nd there will be an
opportunity for you to ask questions at the entbodby's presentation. Should
anyone need assistance during the conference besigasl an operator by
pressing “*” and “0” on their touchtone phone. Rleaote that this conference
is being recorded. | would now like to hand over donference to Mr. M. P.

Ramachandran. Thank you and over to you, sir.

M. P. Ramachandran: Good Evening. We would like to welcome you all be 1Q3FY12 earnings

Ullas Kamath:

call of Jyothy Laboratories. | would handover to.Mlas Kamath

Good Evening my friends. We have just declaredctiveent quarter numbers.
As we told in the last quarter that most of thenpaibehind us. This is now
visible on the numbers what we have declared. Opline is up by at about
12% and our net profit is up by about 78% to R<28re. EBITDA margins

have improved to 16.98%, so we are going back taotmal EBITDA margin

which is upward of 15%. The profit has gone up jarity because of fabric
whiter business has gone up by 14% when comparédetsame period last
year. Volume growth is about 10% in Ujala and vawise about 4%. So
overall in the current quarter we have seen a tajnesvth both in the volume
and also in the value across the sectors but foroMahich we will take it up

separately. Otherwise throughout the country eveeye we have gained the

market shares in Ujala, Exo and our other products.

Maxo we have lost 2% point on the market shareaiting 12 months period,
which is because of a very aggressive competitiothe trade level by. But
otherwise barring that one, rest of things looksadmist to us and we hope to
continue the same growth in the coming quarter.l Aswve told you at the
beginning that the pain of restructuring at theriigtion, most of things are

behind us now and looking forward for good numbethe coming quarters.
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As far as our Henkel is concerned, we were doxigemely well till the last
quarter. In the current quarter, there was unresine of their plant which we
were using in Karaikal. The workers went on stri&eptember 26 till
December 26 and we lost out 62 days of producti@net That Henko Stain
Champion was manufacture by them from that pagicplant and that is we
lost out on the topline sales of Henkel of Rs.2@r€during that 62 days. We
did not want to shut into the pressure of the lahere. We went as per the law
and the demand from their side was to make a opetimmpensation to them
which at the board level we did not agree. So tliegt on strike and now the
business was started effective from December 2#mblb production has
started. But however as a precautionary measurearngeready with our
alternative production site to manufactures thekdeBtain Champion. Barring
that in Henkel, rest of things are as per our esicad. Only in Henko Detergent
powder we lost Rs.27 Crore which effected our EBATIO extent of 10%, that
is about Rs.7 Crore of EBITDA. But hopefully in tberrent quarter we should

be able to makeup that.

We have not lost out market share there but suppllye market was disrupted
for 62 days and that we have brought to the natidbe board today and | just
start |1 should keep informed on that. Now | take tjuestions so that | can

answer all your questions.

Thank you. The first question is frofibneesh Roy from Edelweiss. Please go

ahead.

Sir congrats on recovery in two & three segmehtg.question is on Ujala.
10% volume growth what would be the growth you expecting in FY13?

Any trends of slowdown in rural or other?

Thank you Sir. We do not say any downturn in thralrgrowth as far as Ujala
is concerned and this growth what you have seaupled with a good at
campaign we have done in the past with Sachin TlkaduSo this volume
growth what you have been seeing would continuel Alsvays say that our
volume growth should be in line with the GDP growth7%-8% and | hope

that 2013 we should be able to continue this nurabdre minimum.
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Sir what about that two segment Maxo and Exo? Wee laut back on ad
spend. If you could take us through which segmenplian to bring ad spends

up in the coming quarters?

As far as Exo is concerned it has doing extremedyl.vOur growth is being
38% when compared to the same period last timer Thatribution level also
has gone up now almost to 18% which is very heargemumber as far as Dish
wash segment is concerned. So we do not have anyew@mn Exo. Exo is
doing extremely well and we gained the market shgrabout 2% to 3% point
and now we are at about 26% in South India and%@rb Kerala. We are
number one in Kerala as far as the segment is coadeNow that Pril is also
with us, we are in a better position to manage dkier category in a more
meaningful way because there are only three plagey®u know. As far as the
Maxo is concerned you remember that about four-tinmrters back we
decided to withdraw some of the schemes and wéedtanaking the money.
We did at for the last 12 to 15 months. But ate¢hd of the day, even though
we are now expensive, we are doing our best. Butctmpetitors have been
very aggressive at trade discount aspect and dtleataver the last one year
we have lost 2% market share to the competitiorto8ay the board has taken
a view that Jyothy should be concentrating on gtotg the market share and
if at all if it is required to spend little more m&y on advertisement So other
than that in Maxo we do not have any other worriesTide, production is
done in-house and we are in a better position ¢oyme at a least cost. Your
last question on advertisement cut, what we havee dih is not actually that
cut. If you remember that the last time in Decemiwer had gone in a full
blown campaign on Sachin Tendulkar with the TecBnight and now post
acquisition of Henkel we have got Henko Stain Chiamphere. Also we have
got Henko Matic, Ujala, Mr. White and Chek. So marketing department has
the repositioned on all India basis most of theslois in such a way that there is
no cannibalization of brands. So we are not spgndimy money on Ujala
Techno Bright at a national level. So it is nottthee have cut on the
advertisement it is just that we are not spendiag) because that product is not
at available at a national level. As far as goingvird is concerned entire

product portfolio of ten brands, three from Jyotmd seven from Henkel we
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are realigning ourselves. Effective April 1 you Ivgee the new campaign is
happening and at Jyothy we intent to spend betw8é&®% on advertisement.
Historically we are at 7% and we spend that kindnohey in Jyothy and in
Henkel in the first phase we probably might spetild Imore because a lot of
that has to be strengthened in the first year. ERITDA margin what we can

expect in Henkel should help us to achieve thatbersas well.

I have two follow up questions on this 44% growthdish wash and our
market share expansion. One is what is the stepsawe taken to get this and
secondly in terms of Pril and Exo what will be tvécing architecture? If you

can take a through what will be the brand architecbecause that they would

be an earlier competing and now it is the same eoy

The growth which has come in Exo is a purely ofirtgkshare from the
competition and the growth is for probably abou¥6ih volume and 40% in
value because we have increased the retail pricdarfas the brand positioning
of Exo and Pril, | will not be able to reveal aisttpoint in time because
competition also will be listening to this call. Bour marketing team is very
clear to position Pril the way we feel it will berofortable for the consumer to
understand and Exo way which our customers have bsieag our product for
the last 12 years. So with that Jyothy is very aotable and the growth what
you have seeing now 44% in Exo including Safai Wwhg historically we are
growing at the same level. if you see the CAGRI#st five years also it is
upward of 40%. So in that way going forward Exolwgilow. Pril has its own
customer franchises and we will be growing thab &sour hand more or less

upward of 25% in growth.

Sir my last question is on Maxo. You said the catitipa is very aggressive. Is
it just one player who is aggressive or all the -ttuee large players are

aggressive?

There are only two players sort of as for as coilcerned. One is from Delhi
and other from Bombay, both of them are very aggvesonly in coil. Because
we are only in coil they are not that aggressiviquid and aerosol. They have

been cross subsidizing because they make moneguid land aerosol which
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they put the money back in coils. And yes if | wéethem | will at on the
same thing to hurt the competition. So as of nowathly has taken a stand
saying that okay we need to protect our marketestdnich we have gain with
lot of difficulty and whatever is required to daathwe will do it but definitely
we will not be cross subsidizing from the othemmtawithin the Jyothy group.
But we have launching our liquid and aerosols aedw¥ try to do such a way
that we will protect our market share. With thet lase year loosing 2% the
market share it is not something which is an apated by our board. They
agreed in the first place when we said that we stélt making the money and
so even if we have to lose couple of percentaget pbey were okay but now
at the end of the year we have not made money andst’2% so that has been
taken proactively and to say that we should prateztmarket share and which

will act very quickly on that.
Thanks and all the best.

Thank you. The next question is frofashish Upganlawar from Spark
Capital. Please go ahead.

Aashish Upganlawar : | wanted to know you about the new managementviast

Ullas Kamath:

suppose to join. Any updates on that?

It is for everybody’'s knowledge. Everybody shoull dble to join by the end
of quarter. A couple of things just for your knoddg is that the senior
management will always have signed up with theisterxg companies on non-
compact clauses at the senior levels. So lawyerad@vising us to get over the
clause and then they start working. Because wetdeish to invite any

litigation thereafter. Some of them have left. Waarén just seen from the legal
perspective what the right time for them to joinBsit this quarter they will be
joining and we will inform everyone as soon as tfody. Other than that we do
not want to disclose more on the team becauseatties involved in non-

compact with them in earlier organization.

Aashish Upganlawar : On Henkel could you throw some more light, this waid

about Rs7 Crore of EBITDA loss?
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In absolute term yes.

Aashish Upganlawar : Some more thoughts on how the execution is goiagrat

Ullas Kamath:

and also especially on the funding part the asdetgart any update since last

quarter?

Henkel in entirety, you can divide responsibilitieto four. As far as marketing
is concerned we are already running ourselves fargddpening in Bombay.
Finance we have taken over effectively from May &lerything operated out
of Bombay. Procurement and production is also lehdut of Bombay. Only
the Karaikal plant which we wanted to run but utfoately the labor went on
a strike but we are managing now. They have resuhedwork. So | tend to
believe that they will work for some more time.anniot comment on till when
in future as far as Karaikal is concerned, but apradent company we were
ready with option B, option C to procure produ¢ienko Stain Champion will
be available with the marketplace not from Karaikalit some other plant

which we have in 16 locations

Now, coming to the second part of the questiomad about the funding. You
know that Jyothy had taken NCD at 11.25% from Koaakli which we have
been renewing for last three quarters. It's becgndifficult for us to renew at
the end of the third month because a lot of managértime is spend to
negotiate and document. So now effective from Jaisuary 27, 2012 we are
going to Axis Bank. It is at 11.25% interest anavill be a floating. Also, we
have right to preclose whenever you want by giv88gdays notice to them. It
is a combination of the term loan with 18-monthnodratorium period and
repayment over a period of thereafter for 3.5 ye@osit does not have much

impact on our fund flow and that should ease ondfilow to a great extent.

Aashish Upganlawar: Anything on the asset sale?

Ullas Kamath:

A lot of inquires are coming. We have given théirerjob to an agency and as
and when we get the good price then we will hetgpabsets and we will prepay

the loan as quickly as possible.
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Aashish Upganlawar : What are your plans for the major campaigns forKkden

Ullas Kamath:

that you would be doing, which you guided in th&t lguarter?

You will see the Pril and Margo campaign, Margol Wwéppen in the summer

because that is the season; Pril will campaignvieek’s time.

Aashish Upganlawar : Any further price hikes that you would be planninyhat

Ullas Kamath:

has been recent price hikes?

Some products we have taken 5%, some products we faken 9% and
somewhere we have taken 12%, but overall in theentiquarter impact of the
price increase is about 5%. But next quarter itccdne about 7% because the
full quarter we have not enjoyed the price hikepimoducts. Going forward
price hike will always be determined by the compmii As far as Ujala is
concerned, we do not have any competition, but weat intend to increase
the price till March 31, 2012. As of now, we ardniiag the market share,
couple of points we have gained in the current tgoawe are happy about it.
But no thinking on the increase of the price ofl@Jjportfolio till March 31,
2012.

Aashish Upganlawar : On Henkel what would be the price hike?

Ullas Kamath:

Henkel we are contemplating taking 15% price hikeoss all the product
categories because they are underpriced. Also wiaalkaging material we are
completing now and in the next quarter at leastviliebe able to execute 50%
of the price hike and the next full year April 20tt2March 31, 2013 15% price

hike will be effective across all the products.

Aashish Upganlawar : What would be the differential for equality quaiett of

Ullas Kamath:

key competitor?

Actually we are underpriced. Because their detdrgemvders either have a
benchmark, you only have a benchmark like premimth sub-premium and
popular and economy. So you really do not have l@ack because every
Rs.10 you have one SKU coming from the competitiBril is something

which is always seen as a most premium produchbupriced premium and
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there the competition is only one from Jyothy. Bat is still in our control. So
other products are underpriced which we will take price hike. Margo is the

niche product, there is no competition in that.

Aashish Upganlawar : | was talking about the detergent part of it; if e
Champion has to be compared with the PNG prodoechasv that compares
after the price hike of 15%?

UllasKamath: Still it will be cheaper about 25%.

Aashish Upganlawar : Still you would think that you would be able to pusp
volumes despite the differential being more?

UllasKamath: 25% in detergent base are huge differential. Hams@xs are the users who
have been using the product for the last 20 yeas00. So we have regular
franchise which we will be concentrating upon aditi and thereafter will be

going a campaign to catch the new customers.

Aashish Upganlawar : Fine sir, | will come back with more questions ihave,

thank you.

M oder ator: Thank you. The next question is frofmerna Jhunjhunwala from HSBC

Invest Direct. Please go ahead.

Prerna Jhunjhunwala: Good evening sir. One question would be on MaxoatWh
would be your future strategy now? Since you haa@did that you are going
to get into promotions and other stuff, are youngoio increase your trade
discounts to the levels of competition? What wolddthe outlook for Maxo

going forward?

Ullas Kamath: The outlook for Maxo for the next 12 months is thet need to increase our
market share as much as possible. This is theidedaken in principle and
there are various methods to do that. We can spamgty on the brand, trade
and sales promotion. We can have some loyalty prodo the distributor, but
we will do our best to see that it is not crosssatibed by any other brands.

Maxo stands on its own at Rs225 Crore sales bageatBhis point in time we
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are not able to comment that what exactly the egsatve have going forward

in Maxo because it is a very sensitive informatmia also our competition will

be listening.
Prerna Jhunjhunwala: What would be the volume growth in Exo segment?
Ullas Kamath: Exo volume, 38% is the volume and 6% is the value.
M oder ator : Thank you. The next question is frofmiruddh Joshi from Anand Rathi.

Aniruddh Joshi:

Ullas Kamath:

Please go ahead.

Hello Sir. On the A&P, we have seen very consideragduction in ad spend
for the quarter for Jyothy. So | guess the straisdiat post new management
joins, we will re-launch the campaigns. But do yhink that considerable
reduction in advertisement or any such brand gldictivity would hamper

the brands?

First thing is that no company can wait for a heanagement team to come
and start working. This company is 27 year old ahéther new management
comes tomorrow or next week, or next month, we gbusork on day to day
basis. So there is no way that we are waiting fiyhady to do our business. |
am very certain and this 12% growth in the top lamel 78% growth in the
bottom line have come with the existing people atg no new environment
is involved in that. Second is that we have cutkbao advertisement.
Historically Jyothy never worked beyond 6% to 7%vextisement. This
particular quarter we have spent about 4% and wiggn@u see 6% to 7% on
advertisement cost there will be at least 1% vallthere for production cost of
the new creative. We have not taken any new credtivthe current year.
Whatever the money we have spent in entirety ostirag is what we have
spent. Similarly, last time we had spent Rs3.65r€rmore on Sachin
Tendulkar’'s campaign on Ujala Techno Bright, whishthe national launch
which we have done. That Techno Bright is not add at a national level
now; we have not spent the money on that partiquiaduct. You will see our
campaign happening on Maxo from February 15 onwétgs is still going at

the South in a big way. We have just finished ojaldJAsianet award in Dubai
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by spending Rs2.2 Crore. So we have not cut onexpgnditure. We have
been very aggressive at the marketplace, but pstiuse that money what we
have spent is a little less, it does not mean wWeatare not present with the

marketplace.

Just on this Henkel results, Henkel revenues ann®@?2%. So | guess one is
due to the Henko Stain Champion factory closurealsd due to the SKP hair
care division cell. Can you just give us compardlgares for last year same

quarter?

One thing is that comparable numbers it is veryialik because they had
certain B2B business also in those days. But atbgalof sale when compared
to the similar product that of last year to thisyes Rs27 Crore of Henko Stain
Champion and about Rs2-3 Crore of Pril. Pril's kta@s lying there and we
were not able to release the stock. That is thg iombact what we have seen.
The impact of that Rs27 Crore is about Rs7 Cro@unEBITDA in a absolute

terms. But otherwise all other products have grasiper our thinking.
Thank you.

Thank you. The next question is frdrRitesh Poladia from RBS. Please go

ahead.

Thank you sir for giving me an opportunity. In Hehkonsolidated, the raw
material to sales ratio has gone up sequentialyhére any particular reason

out of that?

One of the reasons is the sales mix. Because tiemua profitability what

we get is from Henko Stain Champion and Pril, da&é has come down. The
minimum profitability what we get is Mr. White anchek detergent powder.
But we will make up that before March 31, 2012 bseawe have not lost at
the marketplace, it is just distribution level tsteck has become almost 0 for
which we are started getting the supplies now afdrb March 31, 2012 we

will put our best effort to ensure that the lodesaf Rs27 Crore will make up

That is it from my side. Thank you sir.
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Thank you. The next question is frdnaxmi Deepak from Mape Securities.

Please go ahead.

| have couple of questions. The first one Exo Wik mentioned you have
gained market share year-on-year, but | notice itht slightly lost market
share during the quarter. Just wondering if thisesause of the price hike that

you have taken or is there any other reason.

Exo we have not lost out on the quarter infact weehgrown by 44%. | think

we are referring to Maxo.

Even that if you look | think since last quarteruyaere at 27.2, which has

come down to 26.3 for the current quarter?

27.2% market share for the quarter ended SepteBth&011 you are referring
to. But if you see year-on-year what you are sajsnipat 27.2 we have come
down to 26.3%

That is correct | just wanted to know it is a temgpg thing?

It is temporary. Just to analyze on the marketeshae get three numbers from
AP Nielsen. One is the 12 months trailing whichasy scientific. Then for the
month and third one is the for the quarter. So whahbers have given now
here is the trailing 12 months which is more sdiientand it is more
appropriate. But for a particular quarter you ws#le we have grown. Volume
growth when you have volume growth of 38% and tegory has grown not

more than 12%, so there has to be a market sharérga our side.

Sir other question was | have seen your expectethdiial in your presentation
for the Henkel business and you seem to have actyagraded the numbers in
terms of the both the topline and the EBITDA. lfuycan just let us know sir
what is driving the increase in the revenue andravhy®u are seeing more

urgent growth compared to your original plan?

The original plan which we gave to all was prioMay 31 was as an outsider

to the business. Now what we are giving as an @énsitlhe difference is that
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our confidence in Henkel business has dramaticghe up. We met each and
every sales people there. We felt short supplesanly concern and nothing
else across the country. We did have a specialftask between Henkel field
force and that of the Jyothy Laboratories Limiteddentify the weaker areas
and to support them in those weaker areas stdrong April 1, 2012. So what
we have done now is that wherever Henkel is sttbeg will continue to sell
that product in those areas and wherever they arghat strong like semi
urban and rural, Jyothy’s field staff will take ov&Ve have 1500 people at the
market place. They have about 200 people. Withlff@0 people we will be
able to manage this growth which is again a comrdéme number, which we
have put in there. But coming back to your questimet what made me to
revise the figure from Rs500 to Rs600 Crore whanpared to the last time, it
is just a confident and the EBITDA margin which amwted to start 8% and is
shown 12% here because presently barring this 68 déruption of the
product Henkel, we are already achieving 12% EBITiDArgin. We felt that

we should keep it as a minimum for the next year.

My last question, the JFSL. | think you downgragtedr revenue for this year.
Let us know what is happening in that businesstad it will affect the 4 year

plan that you have laid out?

We have downgraded from Rs50 Crore to Rs47.5 Choigonly because that
we have not gone aggressively in Mumbai and Deltlfas because during the
last three-four months we felt that it is betterctmsolidate wherever we are
and to bring it to the profit level. We are pre$gfdsing money in Delhi and a
little bit Chennai. But other places we are makmgney. So after consulting
with IL&FS, who is our PE, we thought that we wdb little slow and

consolidate ourselves by March 31, 2012. We wilbtiwer bigger investments
in Hyderabad and Chennai probably at the end of/éla or beginning of the
next year. To that extent have reduced the tadgetRs2.5 Crore. Also, the
railways the contract which we thought we shouldehgot it by this time and

we should have executed it, we got it little |aBa that about Rs6.5 Crore
business which you should have done which is shiftenext year. So in all

RS2.5 Crore from our side and railways project Whiee have bagged now,
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which should have happened about six months thekrevenue has been

shifted to the next year.
Thank you so much Sir.

Thank you. The next question is froNilesh Gandhi from Destimoney

Securities. Please go ahead.

Good evening sir and congrats on a good set of atenlhast year we had a
bad winter season and therefore sales of Maxo $sl.what would be the
outlook for current winter season? Do we expectebetales in case of Maxo

this year?

We are hoping that mosquitoes will come fast bezdusave already have a
Rs30 Crore of stock. However the way the seasaasving up and most of
the people are saying that this time it will beeagtended winter, even if there

is a delay of about a week it will affect our MARambers.

In the meet we have discussed for Henkel portfalid removing the freebies
that the Henkel was offering. Could you please @&xrpthe current status on
this thing?

Most of the freebies at the consumer level has kedean off. Also bucket offer
has been taken off in most of the SKUs barring I18skpack, which is the
standard pack for the bucket at the Henko. So we @t touched that. We
have started spending the same money which we $axed from freebies on

advertisement.
Thank you.

Thank you. The next question is froAmit Purohit from Dolat Capital.

Please go ahead.

Thank you for the opportunity. Just two questigdse is that on the Exo. | just

want to understand, as our market share & voluroery is very strong, is the
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profitability as per your expectation or there abble a significant operating

leverage possibility?

Exo’s present contribution is at about 18%, whilslightly on the higher side
than what we had anticipated. It is basically bseatnere was a little bit of
price hike. Also a huge volume growth what we gdbécause we were able to
negotiate little more on the raw material cost.180/% contribution Exo after
spending considerable money on advertisement isedoto us as a good
number. If | am able to maintain that number | vioié extremely happy, but
otherwise mentally we are prepared around 15% esét contribution from
Exo going forward. Also we are getting the gooduwoé growth because
product quality is excellent and our ad campaigrs heeen taken very
positively. Exo has become round now and the ergategory is turning
towards the round. Today dishwash segment whistotcally for last 40
years used to be the cake, rectangle, now it haaneeround. The entire credit
should go to Jyothy and now round is doing the weorid the marketplace

nothing else.

Would the profit margins being closer to the Ujala?

No Sir. Ujala is kind of product we will get once in 100ays with a gross

margin of upward of 73% but not so.

Second point is on the Henko. Basically | just wantinderstand what kind of
market share loss would have happened becausesodfitid of restructuring

there?

Not much because the market share what we had mg<l%. And when you
have 4% market share, half a percent here and Wikkneot really matter as on
a business of Rs1,200 Crore detergent market yoaaling RS120 Crore here
and there. We generally go by what is the sale iecdmpare to quarter-on-
guarter. If we are able to grow about 25% will keppy about it. In this
category, a lot of churning is happening becauseptite hike of most of the

competition is happening on a monthly basis. Sed the detergent powder
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market settling down in sub-premium category in tharters to come and
Henko Stain Champion will be settled down in therpium category as

quickly as possible.

Would there be any switching over the productionHenko Stain Champion

because these are high end probably the machindrtha quality?

You asked a very, very pertinent question and ith#tte very reason we were
not able to shift the production overnight from thlant where we had labor
disruption. But now we a found a way out and ow peoduct which we have

produced internally is already started going it marketplace.
Thank you sir.

Thank you. The next question is fraktul Mehra from Edelweiss. Please go

ahead.

Good evening Sir. Just one question on overafikdeproduction number for
this particular quarter. My question is that like December 31, 2011 we are
carrying about close to Rs40 Crore of inventoridabkel. What is exactly that

inventory in terms of is it the Henko detergentsvbat is it sir?

Henko Stain Champion was already there as perlannimg and it was inside
the factory. We were not able to remove the stdckof December 31, 2011,
we had about 400 tonnes of Henko detergent powtgmneay be about Rs4-5
Crore of Pril Liquid fill inside Karaikal factoryNow we have started removing
it from December 27, 2011. Also we have startedlpction. So that is how |
felt that we will able to make up whatever lostesain March 2012. Second
portion of your question is that like whether yoill we able to make up that
that is our best effort to do that, but otherwis¢hie raw material primarily it is

because of Henko Stain Champion and Pril.

Overall in terms of this quarter for the fabrigsiness at Jyothy what has been

the kind of volume growth you have seen?

Page 16 of 19



Ullas Kamath:

Atul Mehra:

M oder ator:

Sunder S

Ullas Kamath:

Sunder S;

Ullas Kamath:

M oder ator:

Jyothy Laboratories Limited
January 23, 2012
Ujala fabric whitener has grown around 10% and evatowth was 4%. You

will see the impact of price hike in the coming daes
Thanks.

Thank you. The next question is frdsander S from Spark Capital. Please

go ahead.

Thanks for the opportunity. First one is with ratgto Sachin Tendulkar, | see
in your presentation that the deal gets over indd&012, so is there any plan

to expanding it or what is the process?

That decision will be taken by our marketing depemnt but after doing the
complete consumer recess to what extent his brasdatiributed to for the
growth of Ujala and other products, detergent pawBat primarily | can say
that like at this point in time we do not have antention of renewing the

contract unless that is really required.

Thank you sir. My next one is with regards to MaXou have again told that
Maxo would be looking to gain market share. Now wikahe strategy that we
have adopted? Also we were bleeding in cash becaessere giving excess

discounts in the marketplace...

It is actually opposite to what you are saying. Wk a decision of
withdrawing the trading and earning the profit. Whempany started giving
more schemes, we were still expensive by about S&we started losing a
little bit and we did not give much importance tbe two quarters. But now
when | look back for the last 12 months, we hawt &% in the volume which
is huge. From 25% coming down to 23%, which we lalil we have not lost
money. If | had given the extra trade key, probdbkould have gone from 25
% to 28%. But we didn’t give. So now the decisiomatvthe board has taken is
that protect the market share and if at all if pawe to spend money we will do

it meaningfully.

Thank you.. The next question will be frokunal Bhatia from Dalal &

Broacha. Please go ahead.
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Thanks for the opportunity. First of all | wouldkdi to ask one on Henkel. Are
you confident that after post this strike, we wobélable to get on back to the

Rs40-42 Crore kind of a monthly run rate?

This is including whatever lost also. We will make because detergent
powder is such that, the pipelines are whatevehawe lost out now, we can
always make up there and as you know the 25% diik@ess is coming from
the institutional. We have also prepared a backoption. So we are very
confident that the numbers Rs42-43 Crore next yeadd be Rs50 Crore per
month which will be able to do at with ease. No pamy will come to a

situation wherein production becomes a constraiftMCG, unfortunately for

us Henkel production is the constraint and notsdles and till that time sales

becomes a constraint | will be very confident thiage the number.
What was the net profit or loss for Henkel this e

Henkel the net profit at EBITDA level it is 1.6% gitve. After paying the
interest the net loss is Rs11 Crore. The inter@stecout to be Rs12 Crore.

If you would in case of Jyothy standalone can yime gs the broad breakup of

the other income which is Rs14.2 Crore?

That is the interest income taken from Henkel whscthere comparable to the
earlier quarters. Also the interest earn from JW®lere money is lent to the
subsidiary and we have charged the same interegtwsédare paying to NCDs.
But we have added 25 basis point more so it is5P4.%hat we have paid to

NCD and 11.5% is what we have charged Henkel andther subsidiary.
This time around our depreciation has gone up?

There is a note that. The depreciation has gonkegpuse we have provided
for some impairment as suggested by the auditor$Ses, which is one of our
subsidiary, we have merged with Jyothy Laboratoirpited. We have taken
the physical valuation of some of the machines Wwhie have taken from

subsidiary and provided Rs2.62 Crore for impairm#ns just a provision and
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subject to final verification by March 31 we wiks what needs to be written

off or to write back.
All right sir. Thank you so much.

Thank you. Ladies and gentlemen that was the lass$tepn. | would now like

to hand over the floor to Mr. Ullas Kamath for ¢hagcomments.

Thank you very much and in case if any of you weoe able to talk to us

because of the paucity of time you are always watco

Thank you very much and see you with better numisetise coming quarters.

Thank you.

Thank you. On behalf of Jyothy Laboratory Limitedat concludes this

conference call. Thank you for joining ®u may now disconnect your lines.
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