EUREKA
=" FORBES

Friends For Life

EFL at an Inflection Point
A Once-in-a-Lifetime Transformation




We operate in exciting categories that offer significant runway for growth " FORBES

Water Purifiers Vacuum Cleaners Air Purifiers




. . . . o o . . EUREKA
These categories are underpenetrated in India and with a rising per capita income, 2" FORBES
they are bound to take-off

Water Purifiers Vacuum Cleaners Air Purifiers

5% Penetration <2% Penetration <1% Penetration

Source: IRS’19 Survey and Various Studies



Our categories are being enabled by significant tailwinds

Distressed Water Quality
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Growing Consciousness on Health and Hygiene
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Piped Water Availability (69% households)*
and Electrification (97% households)**

Source - *Jal Jeevan Mission Dashboard, **IRES
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Growing Urbanization
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Increasing Working Women

=N
4

Difficulty in Finding House Help

EUREKA
" FORBES

Rising Construction Activity Leading
to Dust and Pollution

* PM 2.5 Average | PM 10 Average

Deteriorating Air Quality Across India -
Not Just a North and Winter Issue



Eureka Forbes has the right to WIN in these categories 2" FORBES

'MWy kids are too

precioud to me.

That's why I trust only

Aquaguard water purdfi
- v

Legacy of 40+
Years

National Service

Network
(10.5k+ Pin Codes)

% I EUREKA
, ~~FORBES
Market Leaders in Omni-channel Presence

Water and Cleaning Aquaguqrd (Direct Sales, Retail, Ecom and D2()

Strong Brands in Aquaguard
and Eureka Forbes



og o . . EUREKA
We have put together an exciting transformation strategy that will help unlock 2" FORBES

profitable growth

EFL as a D2C HealthTech Co - Provide every Indian access to

Universalize Water
Purifiers

Innovation
Smart, Connected Devices

healthy water, pure air, and clean earth both at home, and outside

Expand Category Build A Powerful D2C Transform Customer
Portfolio - Cleaning, Air Platform - Sales & Experience
and Water Adjacencies Service P
Capability Data Productivity
Functional, Across levels Governance, Privacy, Analytics Cost-savings, Governance

Culture

Ownership and Accountability, Collaboration, Agility, Customer Centricity



And we are pleased with the progress that we have made 2" FORBES

Double-digit Volume Growth

Pioneering Innovations Across Categories

Significant Step up in Profitability and Cash Generation

Building a Strong Team




Achieved double-digit revenue growth on the back of our penetration strategy and 2" FORBES
premium innovations

Revenue Growth (YoY %)

16.8%

-8.9% -8.0%

Q3FY23 Q4FY23 Q1FY24 Q2FY24 Q3FY24

—

-e—-Reported -e-Continuing Business”

* Excludes discontinued businesses/portfolio (Health Conditioner, Corona Guard, Safety and Security Devices, Forbes Pro Cleaning Services, Exports & Semi Finished Goods sales)



https://www.youtube.com/watch?

A‘% Everything will be alright, son.


https://www.youtube.com/watch?v=hCzJFGCcEkU

Launched industry-first innovations in Water, Cleaning and Air 2~ FORBES

Sleek, Stylish and Functional Water Purifiers

Surround 360-degree Air Purifiers

FORBES

AIR PURIFIER

Convenient and Cordless Upright Vacuum Cleaners

+FORBES

Zercaaﬁnd

~FORBES

BUDDY

PET GROOMING KIT





https://youtu.be/k5GESF-syCA

Significantly expanded our margins and strengthened balance sheet with positive " FORBES
net cash

Adjusted EBITDA* (%) Net Debt/(Surplus) (Rs Cr)

+111 bps
YoY

10.5%

199
939 2:8% 9.8%
8.7%
122
6.3%
5.4% 50
4.5% . 32
I
-9 .
-60

FY21 FY22 Q3

FY23 Q3 Q4 Q1 Q2 Sep-22 Dec-22 Mar-23 Jun-23 Sep-23 Dec-23
FY23 FY23 FY24 FY24 FY24

Credit Rating Upgrade from CARE A to CARE A+

*Pre-ESOP charges 12



Built new teams, capabilities and culture codes 2" FORBES

Talent Capability Culture

> Team Comprising of Fresh Talent and > Built New Capabilities in R&D, Data > Established New Culture Codes - ONE EFL,
Experienced EFL Talent Science, loT and Electronics Customer and Data Centricity
> Work Experience in Strong Foundational > Trainings - Functional, Foundational > Shift from Channel-first to Regional Structure

Companies and New Age Digital Firms and Leadership > Industry-first ESOP Plan Covering All Managers

13
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We have an excit




Our key focus areas will be " FORBES

Growth Backed by Volumes and Innovations

Customer Focus and Service Revenue Scale-up

D2C Business Scale-up

Drive Cost and Mix Efficiencies

15



Unlocking growth with innovations across categories and price segments “~FORBES

loT-enabled Value Added
Smart Devices Water Purifiers
Convenient and Cordless Innovations Across
Cleaning Devices - Value and Premium Range

16



Own the last mile customer experience and build supporting enablers to offer 2" FORBES
world class Service experience and unlock Service revenue

Consumer Education Schedule Service Visits Segmented AMC Offerings QR Code-based Authentication
of Filters

Aquaguard
Genuine Service and Filters ' s o P
Book instantly on App B e

© Bengaluru - 560023

Select date of service

Control e Speed e Convenience e Quality

17



https://www.youtube.com/watch?v=K-OA7KgJ Ys

Aquaguard



https://www.youtube.com/watch?v=K-OA7KgJ_Ys

Scale-up our D2C business and leverage app and web to engage with customers 2" FORBES

& View AMC Plans

Your Device

Aquaguard Select Nrich RO + UV + ‘ En a e‘ ] ] e n t
MTDS + HOT and Ambient

AMC Plans available

Affordable protection for your device

e R Convenience

1 Year Price 1 Yeor Price 1 Yeor Price 1 Year Pric
5,099 4,499 3,299 699

Commerce

Increasing Base of App and Web Users




Drive margin efficiencies through multiple levers 2" FORBES

Operating
Leverage

Product Price

and Portfolio
Mix

Unlocking

Service Mix Efficiencies

Cost

Efficiencies -
COGS, IT and
Freight

20



To summarize ':ff IE%?Q(QES

« EFL is a pioneer in Water Purifier and Vacuum Cleaner categories in India

*  We operate in high-potential categories which have low penetration,

supported by favourable tailwinds

« Our Brand, omni-channel presence, and Service network are strong assets
*  We have made good progress in our transformation journey by driving m

DREAM BIG. FLY HIGH.

profitable growth, launching industry-first innovations and strengthening

our teams

« We have an exciting vision for driving discontinuous profitable growth on

the back of Volumes, Innovations, D2C and Service improvement

21
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Nothing is more JolIRGET
an idea whose tlm '. come.

- Victor Hugo.




Thank You



