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Moderator:

Ladies and gentlemen good day and welcome to the Q4 FY11 Results Conference Call of Essel Propack hosted by Emkay
Global Financial Services Limited. As a reminder for the duration of this conference, all participants’ lines will be in the listen-
only mode and there will be an opportunity for you to ask questions at the end of today’'s presentation. If you should need
assistance during the conference call please signal an operator by pressing * and then 0 on your touchtone telephone. Please
note that this conference is being recorded. | would now like to hand the conference over to Mr. Pritesh Chedda of Emkay
Global, thank you and over to you sir.

Pritesh Chedda:

Thank you Maran on behalf of Emkay, we would like to welcome the Management of Essel Propack for this Q4FY11
Conference call. We have with us today Mr. Ashok Kumar Goel, Vice Chairman and Managing Director, Mr. Chandrasekhar,
President Europe and America and PIPL Operations, Mr. Ramasamy, President AMESA & EAP Operations, Mr. Ganesh
Ganpathy, CFO and Vinay Mokashi, Finance Controller. | would thank the management for giving us this opportunity to host
this call. | also welcome participants who are on this call and | would like to handover the call to Mr. Ashok Kumar Goel who
shall give analysis of the Q4FY11 performance and the future outlook of the company. Over to you, Mr. Ashok Kumar Goel.

Ashok Kumar Goel:

Thank you Pritesh. Ladies and gentlemen, | really appreciate as always you are taking time out to join us for the investors
conference, while | know that the numbers would be at top of your mind at this stage but let me briefly mention to you
overarching level, at the macro level what the organization has done in the previous year. Basically, we have always been
accused of a company which is catering to oral care segment alone.

Now oral care as you all know that is dentifrice which means toothpaste. Paste is a mass product and therefore we typically
have a long term contract where the sum amount of open book pricing does prevail, while we have grown at the back of oral
care business globally and we saw that we could possibly add much more value to our business if we cleared ourselves up not
only for oral care but also non-oral care which means cosmetics, pharmaceutical and personal care products. Now let me
briefly explain what oral care entails, oral care entails that once you have the contract, everything then becomes a kind of
servicing issue that means our organization had a kind of mindset which says okay, mass productionservice the customer and
marketing job is done. Now once we go in for non-oral care that is personal care, hair care, pharmaceutical, we realized that
our organization set up may need re-tweaking and that is what we have done in the past year. We have reorganized ourselves
strategically to note only from the organization perspective, which means the marketing organization the way the processing of
the orders take place and servicing of that happens. So we need it to do whole lot tweaking and re-tweaking with the
organization which obviously is not so talked about so visible because all of it happened at the middle level of the
management and that we have done successfully and not only that but to cater to these requirements this typically would be
small orders, short runs but will give you a much higher value. So the equipments that we so far equipped with ourselves were
to cater to oral care segment, now we have added those capabilities in terms of technologies as well. So that is the key
takeaway the way | see it ata macro level that the organization has done and in the process, we have invested lot of
resources, lot of reorganizing the plant the way they were and also added newer technologies and some of it probably for the
first time in the world. So those are things that we have done, now when we come to numbers, the underlying packaging
business has done much better than the previous year but if you ask me am | personally satisfied, | would say no, | am not,
and this should tell you that we do have lot of opportunities for upside and that we will be pursuing in the quarters ahead. |
think this is what | would say at the macro level.
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Ganesh Ganpathy:

Good morning all of you. For the quarter four, we reported a turnover of 349 crores and on a consolidated basis and a PAT of
8.4 crores. In terms of growth, our momentum continues that we have been reporting strong growth, double digit growth
quarter over quarter since last 3-4 quarters and that continues and in that sense this has been a year that we are ending with a
very strong growth after consolidating during the year ending March 2010.

Our sales grew 15% in terms of operating profit over last year we grew 31.6% in terms of PAT you might see the quarter
numbers little bit flat but what | would like to draw attention is that in the previous year last quarter there was a significant
exchange gain of about 29 million which had due to the sharp currency volatility that part of time and adjusted for that even the
PAT should have shown a significant strong underline growth, now there is satisfying thing for us is that as we are looking at
there are areas, regions where you are being asking us questions in the past and we have indicated to you some of our action
plan and significant improvement we have been able to achieve in the weaker geographies where we had in Americas and
Europe.

This quarter from the segment results you will see that we are the strong year-over-year growth in Americas in the region of
around 18-19% and Europe again we continued to grow, we are growing consciously and making sure our growth is profitable
and in that sense, America region we have posted positive EBIT and in fact sequentially also the EBITDA has jumped sharply
in America by 120% over December and in the case of Europe again we have cut losses by 68% and soon we are heading
towards a situation where we can break even in the Europe. So that as regarding and the other point | would like to mention is
that sequentially you might see a hit of a subdued performance in this quarter hut that happens in our case because
traditionally this is seasonal low for us in two key geographies, one is China and the other one is in India and so adjusted for
that therefore the year-over-year numbers often give you a much fairer indication.

The other thing | would like to draw your attention in terms of the full year is we have grown our sales by 17% with a turnover
of 1412 crores sales we have reported for this year and | am drawing attention to the column on the left where we have given
the 12 months performance during last year of the continuing packaging business because if you compare either the 15
months figure or because it includes the impact of medical devices which we had the benefited for 12 months ending
December 2009, so excluding that we have provided what is happening actually on a continuing packaging business. So we
have given the figure for the 12 months ending March 2010 on the left-hand side so compared to that we will see that our
sales have actually grown 17%, EBITDA has grown by 18.1% and in EBIT operating process we have actually grown by 36%.
Our PAT has grown very significantly from around 20 crores, our PAT has jumped to 46% crores this essentially should give
you the sales in terms of what Ashokji was mentioning earlier.

In terms of various process changes which we are putting in the business trying to extract maximum value out of it and so that
is the main thing about it and in terms of the two other categories which are growing for us is the plastic tube category. we
have actually grown even much higher, we have grown by almost 28% year-over-year in the plastic tube category, our fresh
milk packaging business in India run by Packaging India product has also continued to grow strongly by 21% and overall in
terms EBIT again where there is remarkable recovery which is happening in the plastic tube business is also impacting and
benefiting our bottom line. So | think these are the basic highlight of the result for this year.

Moderator:

We will now begin the question and answer session. The first question is from the line of Sageraj Bariya from Angel Broking
please go ahead.

Sageraj Bariya:

Sir the growth of 16% that we posted in the quarter, can you give us an idea how much was the volume and value break?

Ashok Kumar Goel:

Yeah the volume growth for the quarter is 13%.

Sageraj Bariya:

So 3%, we had a price hike.

Ashok Kumar Goel:

That is right.
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Sageraj Bariya:

Sir for the full year how it would be like?

Ashok Kumar Goel:

Full year again my volume growth is 13%.

Sageraj Bariya:

We had a 17% so 4% price hike above 17% and sir in terms of the product sales mix product wise how it would have changed
on the yearly basis?

Ashok Kumar Goel:

In India it had emphasized on non-oral care segments like pharma and cosmetics . We have grown in pharma segment by 30%
compared to the last year volumes and in terms of numbers, overall ratio between oral care and non-oral care will be about
70:30 in the current year. It is considerably increasing, the non-oral care segment is increasing that is for India and for China it
is about 13% is non-oral care.

R. Chandrasekhar:

In Europe, you have Germany which is around 54% non-oral care and Russia which is close to around 92% non-oral care,
both of these are laminated new business for us. In US, it still continues to be mainly an oral care business, we do almost like
about 90-92% of the business in oral care and the others non-oral care and the other market is almost the same 9-10%, i.e.
Mexico and Columbia.

Sageraj Bariya:

So we want to know sum it up in terms how was lamitube, plastic tube and flexible in terms of percentage for the current year?

Ganesh Ganpathy:

Lamitube turnover was 75% and plastic tube was 9.5% and PATL brought out the balance 15.5% that is the flexible
packaging.

Sageraj Bariya:

Sir how do we compare with last year sir?

Ganesh Ganpathy:

Yeah like as | said in my opening address, plastic tubes we have actually grown 28%, revenue and so that is one which is
growing faster for us. PAPL is growing about 21%.

Sageraj Bariya:

In terms of balance sheet how is the debt position right now?

Ganesh Ganpathy:

Debt position has improved. We are at around 808 crores at the end March, we were 40 crores last year.

Sageraj Bariya:

Sir the working capital wise how has the situation been for the full year?

Ganesh Ganpathy:

Working capital wise, | think there is scope for us to improve but we also flat in terms of net current asset compared to last
year, despite there is a volume increase and value increase.
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Sageraj Bariya:

Sir, given that crude has risen so much, we expect to maintain a margin at the current level or we think there is scope for
downside?

Ashok Kumar Goel:

No, we will only improve because what happens is this is constant question.

Ashok Kumar Goel:

But we have a pass-through but which happens with delayed effect.

Sageraj Bariya:

Rightsir.

Ashok Kumar Goel:

The price movement in polymers have been only on one side not both side. So therefore we are seeing that impact every
quarter for last two years most of the time but there is lag effect of a quarter or four months or so but we pass-through and we
recover the price for the subsequent period but the product mix is also helping in terms of value-added products.

Sageraj Bariya:

Sir, | have been looking at your margin trend, we hit the high of almost 18.5% in Q2 this year and then post that the margin
have been lagging around 16.5-17% region, you and still believe going ahead and even if you assume crude even stays
around at this level there is margin can still improve and we can achieve the target of 20% EBITDA?

Ashok Kumar Goel:

I think we have a definite scope of improving the margin by 200 basis points and it achievable and | am sure we will.

Sageraj Bariya:

Any kind of guidance you are giving for next year what kind of a growth rate we are targeting for the top line?

Ashok Kumar Goel:

Top line growth for the next year | think 14% approximately in revenue terms.

Sageraj Bariya:

Okay and sir any kind of a CapEx we are planning to do for the current year in FY12.

Ashok Kumar Goel:

CapEx FY11 we had about 86 crores and the current year the approximate CapEx would be the same.

Sageraj Bariya:

Sir in your segmental item there is one item called ‘others” under the PBIT which has gone up from 3 crores to 51 crores.

Ganesh Ganpathy:

Yeah it is a presentation issue. See what happens is, there are some inter corporate dividend which do not impact the results
at the consolidated level, there are only the remittances. So it is just a presentation issue. You see below there is an
elimination where almost equal amount is knocked out.

Sageraj Bariya:

Yeah 52%.
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Ganesh Ganpathy:

What we have tried to present exactly is the operating profit by the region. So that you get a good feel as to underlying
operations what they generate.

Moderator:

The next question is from the line of Rohan Gala from Subhkam Capital, please go ahead.

Rohan Gala:

Sir, can you just given me some outlook on your margins how are we going ahead next year, the EBITDA margins as well as
PAT.

Ashok Kumar Goel:

Next year we will definitely look at 200 basis point improvement.

Rohan Gala:

What is the sustainable margins we can expect on around say 18%?

Ashok Kumar Goel:

Yeah that is bare minimum we will settle with, yes.

Rohan Gala:

Okay and sir something on your debt part, like you said you have 808 crores debt as of now, so any re-payment due this year
or what would be the debt going ahead.

Ganesh Ganpathy:

As of now I think there are strong cash flows, where debt is only reducing and second is most of the CapEx is funded through
internal accruals. So we don't see unless there is special big project there is no reason for us take furthermore debt.

Rohan Gala:

Okay, so any rough idea what FY12 debt would look like?

Ganesh Ganpathy:

It used to be around 40-50 crores probably similar amounts are reduced.

Rohan Gala:

Sir what are your inventories as of FY11?

Ganesh Ganpathy:

The inventory debt is around 43 days.

Rohan Gala:

Okay and your receivables?

Ganesh Ganpathy:
50 days.

Rohan Gala;

So how do you see your growth outlook inthe Europe region as well as the US region. How do you see the growth over there?
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R. Chandrasekhar:

Specifically for Americas, we see a growth of around 4% on the revenue terms and the other two market in the same region
which are, Columbia and Mexico we will see around 8-10%. Coming back to Europe we do see a double digit growth in the
plastic tube business in Poland where any way our capacity utilization has something lower so we see an opportunity to sell
more and the business in Germany and Russia we will see somewhere around 8-9% growth.

Moderator:

Thank you. The next question is from the line of Nilesh Dos hi from Techno Shares, please go ahead.

Nilesh Doshi:

Just to touch upon the margins once again, you say that you have a pass-through assuming there is steady state of raw
material prices then what EBITDA margins do you actually expect?

Ashok Kumar Goel:

See the pass-through basically should give us back whatever the price increase happens. Don't forget that we have a huge
pipeline of innovations. So what does it mean? It means that we constantly innovate on products thereby the cost of
ownership to the customer doesn’t necessarily increase all the time. It does increase in the interim then we have the R&D
pipeline so we keep offering to the various customers and thereby the cost of ownership does not necessarily goes up for the
customer through the innovation. That could mean the down gagging of the structures this could also mean alternative
material, this could also mean a completely different set of basically eliminating the high cost polymers to the lower cost
polymers but keep in mind that we never use in our system any of the commodity polymers, all are speciality package
products.

Nilesh Doshi:

Okay sir next is on the debt. | remember somebody on TV had said that you are working towards working transferring debt to
the international debt and trying to work on the reduction in the interest cost. Is that correct then what is the status on that?

Ganesh Ganpathy:

Yes that is one we are working on and we would like to give the explanation very soon.

Nilesh Doshi:

Sir that would help how much reduction in the interest cost?

Ganesh Ganpathy:

We will definitely bring reduction in the interest cost at least today see our average interest cost is about 9%. So we could see
a reduction in the interest line expect in the region of about gross interest around 2%.

Nilesh Doshi:

Okay thing that will leave us to exchange rate fluctuations.

Ganesh Ganpathy:

See any of things we are doing we are planning it very carefully, the interest is not to increase the risk in the balance sheet
and it will be done in a holistic base. The idea is not just to mindlessly reduce the interest lines by putting the profit at risk.
Nilesh Doshi:

And this would be turned in what in dollar or it would be in various currencies.

Ashok Kumar Goel:

Let me answer that question, what we are saying is that Indian balance sheet will reduce the debt, so that means we are
taking not currency risk as we are not taking any other risk as far the exchange rate is concern.
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Nilesh Doshi:

No here the question is because we have different businesses | mean we have different top line in different countries.

Nilesh Doshi:

So even if we take in the external balance sheet we have businesses in different currencies so how will that adjust accordingly
because we see lot of volatility in currency across currencies in the world today.

Ganesh Ganpathy:

It is the question of putting the debts in the respective balance sheet of the offshore countries.

Nilesh Doshi:

Correct.

Ganesh Ganpathy:

The debt will be matched with the currency in which they have income but it would be repaid out of their own resources, right?

Nilesh Doshi:

You are right.

Ganesh Ganpathy:

So the way it will be done therefore let's say a country with a dollar income then those will be in dollars, no gross currency
exposure.

Nilesh Doshi:

Right and the countries like Mexico, so there what will we do?

Ashok Kumar Goel:

There we will take it.

Nilesh Doshi:

Or you will hedge it accordingly.

Ganesh Ganpathy:
Right.

Moderator:

Thank you. The next question is from the line of Nehal Parekh from Vibrant Securities, please go ahead.

Nehal Parekh:

Good morning sir. Sir your margins in the EAP segment was slightly lower in this quarter, any specific reasons for it because
our sale was pretty much similar compared to the last year’'s quarter.

M. R. Ramasamy:

There is some inventory correction in one MNCR that has happened in this quarter. One-time correction but actually in April
we had recovered back.

Nilesh Doshi:

Sir what was the amount, like that correction was for what value like any idea on that sir?
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M. R. Ramasamy:

It will be about a million dollar.

Nilesh Doshi:

So would our EAP margins again get back to what they were may be the December quarter in the quarters that probably like
the present quarter and the quarters for the rest of the year.

M. R. Ramasamy:

Yeabh it will be higher than the second quarter of the last year. See normally in this business, December quarter is actually a
peak quarter, so it will be somewhere closer to December quarter in the current quarter.

Nilesh Doshi:

We guided a 14% top line at least revenue growth, so we could increase our bottom line also significantly if the interest cost
reduces and if we can increase our 200 basis point margin. So sir when would Europe actually start breaking even? Would it
breakeven towards the latter part of the year or may from the next couple of quarter itself in terms of EBITD A

R. Chandrashekar:

In terms of cash break even the unit which has been under cloud has been Poland and we do expect a cash breakeven to
happen sometime post July of this year. Russia has been the cash breakeven.

Nilesh Doshi:

Okay sir Poland | believe is the unit which enjoys the tax benefits.

R. Chandrashekar:

And that is one the reasons because it is making a loss it has a double impact as well as tax income provisions are concern.
So we don't get the benefit of netting off. So that also explains for your higher tax.

Nilesh Doshi:

Sir the revenue increase that we talked about would it also entail a product mix towards a more profitable segment or | guess
we won'’t have too much of a product mix at least in the next year.

R. Chandrasekhar:

I think as Mr. Goel started and he said in the beginning there have been a lot of efforts which have gone to being a very
distinct shift in the business volume towards the non-oral care business and this is an ongoing process which has started in
the last one year. We will further move along within part in 2011, 2012, so a part of the growth will come from non-oral care.

Ashok Kumar Goel:

There are couple of things in that question. One is that we are not turning away the oral care business at all. So which means
and oral care business is also growing particularly in Indian and Chinese region right? That is EAP and AMESA region. So
while we will continue to grow in oral care, we will also have growth in non-oral care. So | am not sure if the ratios will undergo
a major shift, but in terms of volumes it will definitely undergo the growths in the non-oral care will be significant from the base
where we stand today.

Nehal Parekh:
Sir what would be the, the sales growth that you expect in AMESA and the EAP regions, for this financial year, the coming

year?

Ashok Kumar Goel:

In terms of volumes, | think it will be about 12% in both the geographies.
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Nehal Parekh:
Okay, thank you sir.

Pritesh Chedda:

I have a question here. You guided for about 200 basis point expansion in EBITDA margin, if you could help us understand the
drivers for the EBITDA margin expansion, as to how are you looking at it?

R. Chandrasekhar:

The first area which we see as an opportunity is, historically in US our operating margin had been in the region of around 13-
14% and we believe that there are the programs which we have put in place, the type of price increase which we have got
from customer will hopefully take this to around 16-16.5%. This will be one big driver as far as the improvement in the overall
margins is concerned, because US is the big number as far as the dollar numbers is concerned. The second opportunity which
we see is in Poland and generally the plastic tube business. We have been using money in Poland plastic tube and US plastic
tube. As the business turns around and based on the efficiencies of the operation it has been lower graph higher throughput,
we will also see the negative impact on the current EBITDA, which these two businesses are contributing growth through a
change. So that will also give us about 0.75 to about 100 basis poinss. The last one as Ashokji was mentioning that, it is the
raw material price correction the quicker pass-through getting factored. This itself, will give us the balance about 0.75 to about
1. So overall when we are committing 200 basis points obviously you must understand internally our target will obviously be
much higher but we do expect to end the year with about 200 basis points. Now there was one more point which we must bear
in mind is that as our sales mix shift towards the non-oral care business, however, small it is or specifically in the markets of
India and China, the overall EBITDA from these business tends to be much higher than the oral care. So to some extent these
will also contribute, so | expect that to get more consolidated over the next few years. So possibly you will see an impact of
this in 2011, 2012 and going forward 2012 onwards you will see bigger impacts of this change in sales mix also impacting your
EBITDA.

Pritesh Chedda:

It seems there is some stream lining in operations and cash generation also and it is commendable that the working capital
has been fixed remained flat despite the growth that we have generated in the business. Have we now drafted the dividend
payout policies or how are we looking at that area, especially after stream lining and stabilizing operations and generating
cash out of it and obviously incrementally also our cash generation has to be much better than this.

R. Chandrasekhar:

Yes | do agree that there has been a strong improvement in the cash flow generation and as Ganesh mentioned most of our
current CapExes are getting funded from internal accruals. That is a very strong case. | do accept that we need to re-look at
the dividend payout policy. But you will also agree that it is the privilege of the board and we really cannot comment on that.

Pritesh Chedda:

Okay, lastly we have about 14% odd growth, if you could identify the risk to the same and risk to the EBITDA margin
expansions if any versus the assumptions that we have?

Ashok Kumar Goel:

One risk that we will have is on the packaging India business that the EBITDA they have got in the current quarter is 7.5%.
Last quarter they had an extraordinary EBITDA, because they got a price increase pertaining to the previous period in last
quarter. So if you are looking from quarter perspective then that will be neutralized. Other than that we actually have been
conservative in committing the numbers. So if there are risks that we have internally factored in as far as our internal targets
are concerned.

Pritesh Chedda:

Are there any one-offs in the quarter and if you could help us understand the result on a like to like basis between quarter four
of this year and quarter five of the last year, apart from FX?
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Ashok Kumar Goel:

If you see the line on that exceptional item, then the one-off is there. This year you see around 1.3 crores and in previous year,
it was 67.

Pritesh Chedda:

What is the nature of this, what is this 1.3 crore?

Ganesh Ganpathy:

Yeah this 1.3 crores is, essentially we had relocated our factory in the US. So we have consolidated that plastic tube
manufacturing and lamitube manufacturing in one place. So there was a relocation of the equipment, plant, etc., in the
reinstallation of those and the same thing we did where we shifted our factory in Mexico in order to cater for future growth and
expansion into the Pharma care. So these are the ones which are actually impacted, these are pure one-off items.

Pritesh Chedda:

We also give a million dollar figures for the EAP operations because of inventory corrections that is something which means
the EBIT could have been higher than the 1 million dollar that is how we should set this?

Ganesh Ganpathy:

That is the revenue loss.

Pritesh Chedda:

Okay and offshoring of debt should it reduce the interest cost?

Ganesh Ganpathy:

Yes Pritesh as | explained it would reduce interest cost compared to the Indian interest rate, the global rates are still low. As |
said that we will be doing it in way that we manage the overall P&L also, not just only looking at the interest. The overall as |
expected about between 1.5-2% reduction it can cost. But it happened when we have not the entire amount of Indian loan.

Moderator:

We have a follow up question from the line of Nilesh Dos hi from Techno Shares, please go ahead.

Nilesh Doshi:

Sir, | have a follow up question, while answering the previous question, you mentioned that in India packaging business we
have a one-time extra EBITDA which came of a previous price increase. Previous supply we got a price increase in the last
quarter, does that mean that the India packaging business is not a formula driven business and not a straight pass-through
based on the polymer prices in the next quarter?

Ganesh Ganpathy:

The reference to the India packaging business is basically the speciality packaging subsidiary of us which is Packaging India
Pvt. Ltd. So it does not have any reference to the tube business in India just for a clarification. The other part to answer your
guestion on the straight pass-through is the flexible packaging and the speciality packaging does operate on a straight pass-
through. But there was a very high volatility in the prices of one particular substrate which happened between October to
December and that price increase was pending to be given to us by customer which took us about two months to get it and
that is why we came into the current quarter, the last quarter, which January to March.

Nilesh Doshi:

Sir to understand it correctly which means that, if | understand the polymer prices normally people follow either Platts or ICIS-
LOR launch and you have a weighted average of the last...

Management:

Polyester films my friend not polymer.
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Niles Doshi:

So Polymer, what is the bench mark we take for the prices?

Management:

ICIS-LOR.

Nilesh Doshi:

So say we have a last month average ICIS-LOR price for which we receive material in the current month and to our customers
we have a quarterly pricing or a monthly pricing on the same formula basis?

Ganesh Ganpathy:

Quarterly in most cases, monthly doesn’t work, but in some geography there are even six months.

Nilesh Doshi:

| see, so that is where a wider fluctuation during a month would really impact us probably?

Ganesh Ganpathy:
Exactly.

Ashok Kumar Goel:

Just to clarify further on the previous question on the Packaging India many a times we get the price increase with a
retrospective effect that is for the speciality packaging business. The three months and six months | mentioned to you is for the
tubing business.cc

Pritesh Chedda:

Just a housekeeping question, | missed out on the figures FY11 mix for Lamitube, plastic tubes and PIPL

Management:
FY11 mix?

Pritesh Chedda:

The revenue mix for FY11 spread out in lamitubes, plastic tubes and PIPL the percentage were given, | couldn’t note it down.

Management:

Yeah, it is lamitube 75%, plastic tube 9.5 and PIPL the rest of 15.5%.

Moderator:

As there are no further questions, | would now like to hand the floor over to Mr. Pritesh Chedda for closing comments.

Pritesh Chedda:

Thank you Marina. On behalf of Emkay | thank all the participants for being on the call. | also thank the management of Essel
Propack that is Mr. Goel, Mr. Chandrasekhar, Mr. Ramasamy, Mr. Ganpathy and Mr. Mokashi, for spending time on the call
and giving us insights on the quarter four number as well as the future outlook. On behalf of Emkay we wish all the luck to
Essel Propack’s management. Over to you Mr. Goel if you have a closing remark.

Ashok Kumar Goel:

Thank you again for every one’s time and we have a renewed enthusiasm in the organization and we have put things in place.
So there is only one way to go, if there is a pitfall then obviously we would have screwed up big time, which | don’t expect to
happen. So thank you very much, we really appreciate your time.
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Moderator:

Thank you. On behalf of Emkay Global that concludes this conference.

Note:  1.This document has been edited to improve readability.
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