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||=The cultural and geographic diversity of India is best expressed by dance
as an art form, both classical and folk, that is an expression of devotion,
joy and celebration. Hence we have used the diverse dance forms of India
as our theme for this Annual Report 2010. It is an ideal visual metaphor that
showcases our devotion to consumer care; joy of servicing our consumers
by developing new products; and the celebration of our growing success.
0Of course, the geographic diversity of the dances also serves to highlight
the pan-Indian footprint acquired by our products and services. J
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PERFORMANCE
PAR EXCELLENCE

The idea of creating value.

The idea of generating wealth.
The idea of sharing success.
The idea of growing together.
The idea of collective prosperity.
The idea of common wealth.

Ideas that are ideals for Jyolhy Laboralories Limited.

Owrs has been a ploneerng journey of innovation and excellence since inception 27 years
ago. With deep inshghts and a focus on customer satisfaction, we embarked on a mission to
enhance and enrich the Indian household with quality products that addressed almost every
aspect of daily ke. Beginndng with the amthemic “Char Boandon Wala™ that [aunched our
flagship brand Ujata, a liguid fabric whitener, we went on to replicate its success with several
mare products. These include dish wash cleaners branded EX0; Fragrance Incense sticks
branded MAYA: personal care products branded JEEVA; and mosquita repellent RAXD. Our
latest oftering Is the result of a colaborative effort with the Defence Research & Development
Organisation {DRDO0) Ministry of Defence, Govt. of India to formulate a multi-ingect repelient
especially for the armed forces. Branded MAXD Mildary targeting men working cutdoors and
MAXD Safe & Soft spechally formulated for women and children, they speak volumes about
our research and development skillz. Besides, our marketing, sabes and distribution network
has a national footpant that helps us [everage owr brand equity 1o post greater growth, as
reflected im this Annual Report. We reilerate ouwr commitment to create and deliver value 1o all
oL stakeholders.
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CORPORATE
IDENTITY

Kathakali: Literaly mesning sinr-pley. Kahaisi fom Kersla & an
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w3i of alabiorale mm-up Ed colouftl Coslumes 1o !mFIMSEE Ihat

e ChAraciers are sugar ﬂﬁﬂﬂi froem anoimer workd,

Profile

Faourded In 1983

Engaged across the comgplete
FMCG product cycle -
management: research,
anufacture, marketing and
branding

Markeding a range of daily
household and personal cane
products.

Headguartered in Mumbal with a
nationwide distribution netwark

Product segments

Fabric cane

Household insecticides
surface cleaning preparations
&ir care (incense sticks/aroma
slicks)

Personal care products

Prominent Brands

Ujaka (flagship): Liquid fabric
whitener

axo: Mosquita repellent
Exn: Dishwashing s0ap and
dishwashing scrubber

Lijaka Stiff & Shane: Fabric
enhancer

Jeeva: Personal care toilet soap
Maya: Incense sticks

Ujaka Detergent: Detergent
washing powder

Plamts

28 manufacturing facities across
15 locations, Trichur, Wynad,
Roorkes, Pondicherry, Banglore,
Chennal, Hyderabad,
Bhubaneshwar, Bankura,
Guwahat, Baddi,Sllvassa. Salem,
Jarmmu and Pithampur prosimate
10 consumer locations

Most plants are [S0 9001 and
1SO 1 4000-certifeed

People

Network of more than 3500
distributors

Motivated team of mone than
1,500 marketing and sales
members

Employes strength of over 4,000
40 depots to service customer
requirements

Prezence

Pan-India presence across lange
papulation clusters

Products accessible across more
than 750,000 ndian househalds
Exparts to 14 countries including
&l Lanka, Bangladesh, Mawritius,
Malaysia, UAE, Hongkong and
Saudi Arabla.
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HIGHLIGHTS
OF THE YEAR

BH'IUPI.‘ A 3 Toien of music and dance, Elham;ra = b perfap] reflection
ol a2 ebulient people of Punjab end began as 3 Tok dence conducled by
Punjabi termers to celebrate the coming of E:aisakhi, B2 harvest festival

« April 2009 - Jammu Unit
commenced full scale production

of Mosquito Repelient Coils.

* October 2009 - Expansion of Exo
Dishwashing Line from South India

to PAN India

* November 2009 - Bought
technology DEPA (2 new repellent
molecule against all Blood sucking
insects and Mosquitoes) from
“DRDO" (Defence Research &
Development Organisation)
Ministry of Defence, Government
of India to manufacture and market

across the globe

November 2009 - Launched Fabric

Spa at Banpalore

January 2010 - New media campaign
and packaging for the brand 'MAXD' -

“Raat Achhi toh. Din Achha”

February 2010 - New advertisement

campaign launched for Exo

February 2010 - Signed agreement
with Sachin Tendulkar as Brand

dmbassador for Ujala porifolio

March 2010 - Touched an average
servicimg of 25,000 pieces a day under
the Insiitution category and 3000
pieces a day under the Retail category

under the Fabric Spa initiative.



MILESTONES
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1983

* Nir. I, P Ramachandran

1984

* lala is zold house to

1986
« Iyodhy Laboratories

staris Jynthy Labaratories house through a team of releases its first prind
as a praprietary concern in siy sales people in the advartisament ini the
Karala Trichiur and Malappuram Kerala- based

« Lfala is launched districts in Kerala Mathrubboomi newspaper

v

14987

= Blarts advertising on radio

* Graduales to a farmal
distribution sysiem

«\anbures out 1o Kerala's
neighbouring state Tamil Madu

14984

« Commissians the
Pandicherry plam, our first
in a backwand area utilizing
government incentivas

1942
= Chennai factory is
commissioned to make

Ujala
+ Lompary is incorparated

1845

+ | aunches Mebula, an oil
based amti-bacterial
washing zoap in Kerala



197
* Launches Uiala
all ower India

2002

= Acguires S Sai Homecar
Prodwcis Privale Limited. a
mosquito repellant cail
manudacturing facily in Hyderabad

* Lauches Jeava fyurvedic Soap

207
* Acquires trademark and
capyrght far the Mom
Ligftt ard Aubry brands

+ Gaot listed im HSE/BSE

2000

« Launches Maxo {Mosguito
repellent) in West Banpal

« Launches Bxo (antibacterial dish
wash bar} in Kerala, later launched
across Karmataka, Tamil Madu and
Andhra Pradesh

2003
+ fwarded the AAA Brand
Performance Award' for Maxo

by the All India Adverlisers
Association

2008

= Launches Ujala 5tiff & Shine
all ower India

* Mowes its regisiered office to
itz own building “LLIALA
HOUSE in Mumbai

2001
* Launches Maya incense
sticks in selecied stales

2005
* Launches Exo Liguid in South
India

+ Launches Ujzla 55 & Shine in
South India

2009

= Forays imlo semice seciar throwgh
niyw wenture ' Jyoliy Fabricam
Services Limited' to provida word
class laundry at atfordable price ai
consumer doorstep



CMD'3 VALUE
STATEMENT

Dear Fellow Stakeholders,

What started as a small trickle of four
drops with Ujala Fabric Whitener, has
now turned into a reservoir for our
Company, with an impressive array of
products. This has been possible, as
during the course of our journey, we
have confinued fo launch products
which touched the lives of the commaon
man and became an integral part of his
day to day life. it is with great pleasure
today that | address each one of you
who has been part of this journey.

Durireg the financial year 2009-2010
when most economies coninued to
regl under the economic crisis thus
affecting corporations acrass the
globe, the Indian econamy and our
Company consolidated its position and

Qrew.
The Tangibles

For the 12-month period | 15t April,
2009- 315t March, 2010) , we
registered Met Sales of Rs 57.476

lakhs, translating inta a growth of 28%
on A year-on-year [ comparable 12-
month ) basis. The Operating Profits
stood at Bs.11,213 lakhs, up 36 %, on
account of overall efficiencies. This
strong operating performance has
translated into a bottomline of Rs.
8,005 lakhs, up by 38%., on a year-on-
year | comparable 12-maonth ) basis.

The Ujala Portfolio continues to grow
and provide a stable growth base to the
Company. Within this space too, whila
jala Fabric Whitener confinues to ride
smoothly on the back of its established
brand equity Ujala Stiff and Shine and
Ujala Detergent continue to provide the
scalability. Together, the fabric care
division has grown by 21% during the
Financial Year 2003-10. | would like to
highlight the fact that Ujala fabric
whitenar has achieved 99.99% markel
share in the state of Kerala.

In a significant development, we have
signed with Sachin Tendulkar as our
brand ambassador for our Ujala




M. P Ramachandran

Fownder,
Chairman and
Managing Direcior

partiolio. The cricketing maestro’s
image as a pure and clean icon and the
best Test batsman alongside the
legendary Sir Don Bradman, is

reflective of ouwr ethos foo.

Our belief in the potential of the

Household repellent industry has borne
fruit and the Household Insecticide
Division, Maxa, registered a growih of
Z0%. The new products i.e.Vapourizers
and Aerosols were launched with
attractive packaging and improved

s

efficacy in the last quarter of the
financial year and we intend focussing
miare on them to become an end o
end solution provider for the Househald
Insecticide category. Now we have
ientified that the society very badly

needs protection from mosquitoes and
other blood sucking insects when they
are out of homes and are exposed fo
mosquitoes. Dur attention shall be
focused on this social need which

opens up vast opportunity.



Fabric Spa initiative is on track in terms
of commencing the new world class
plant and is gradually spreading its
wings in a structured manner o cover
the entire strata of society. We have
opened 5 Fabric Spa premium outlets
in Banglore and the inifial response has
been encouraging. Under the economy
segment, Snowdys — we have added
22 more outlets taking the total
count to 30.

Our own laundry facility with
70,000 sq. feet of built up area
commenced processing from
Movemnber 2009 and is pracessing
garments to the tune of 25,000
pieces a day under the
Institution categary
and 3000 piaces
a day undear
the Retail
category.

We are satisfied with the progress
made thus far and see immense
growth potential hereon. Our focus for
the coming quarters will remain on
getting mare and mare households
undear the monthly commitments.

We feel happy to mform you that
Jyothy Fabricare Services Limited has
been selected as official launderers at
Common Wealth Games 2010.

A Major Breakthrough

To fop the good performance of insect
repellent Maxa during this financial
year, our Company was invited by the
Government of India (GO thraugh
FICCI to manufacture and market the
products both in India & internationally,
based on the new moleculs developed
by DRDO for repedling insects.

Defence Research and Development
Organisation (DRDO) has entered into
an Agreement with our Company and



Mahini Alkam: Snothe cassical danse korm Trom Karala, the thems of Woking
Fitiam i ove and desoBon 10 od, most ofien either Vishr o Kishng
Wroagh circular movemesis, delicats footeork &nd subile espressions.

granted us exclusive rights to
manufacture Diethyl Phenyl Acetamide,
formulations based thereon and Multi-
Insect Repellent . | baleve that this
event will go down as a landmark in
the history of our Company. This
would be primarily duge to two reasons.

Firstly, that we were invited by the GOI
through FICCI, which reinfarces our
strong presence in the rural areas and
secondly, it opens up & huge market
for us in terms of outdoor protection
from not only mosquitoes but a variety
of other blood sucking insects. We
expect a commercial launch in
September 2010 in India.

We are confident that we will be able [o
justify the confidence placed in us and
that our stakeholders will benefit from
the same.

X

With a dedicated approach to providing
value to all gur stakeholders including
our shareholders, emplayees,
customers etc, we are now moving
towards a higher growth phase as we
[0k forward o consolidating the
various initiatives we commenced in
the last financial year.

This will be strengthened by focused
marketing efforts across product

categories with special emphasis on
Maxo and Ujala brand extensions. This,
we believe will form a strong
foundabon as we move info the next
phase of valee untocking and growth.

| conclude here, thanking each one of
you for your support and assure you

that we will continue to strive hard fo

achieve the best for our Company.



BUSINESS
REVIEW

Jyothy Laboratories continues to grow across its segments.
Hereunder is a snapshot of the performance across
key product categories

Category Wizse Revenue Break-Up 2009 & 2010

FY 2009
W Fabiric Came
m Masquiln Repelient
» Oishwashing
m i{Fher Prodects:
Met Sales - 12 ments ended Maroh 2009

FY 2010

m Fabric Care

m Masquic Repalient
u [ishwashing

m (Fhar Prodects

Het Sales - 17 monlhs ended March 51108




UJALA
i
I

Bharslanstyam: Said b have originaied in Tranjvur of Tamil Nadu,
Bharatanatyam is T purest fomm of clissical dance bised on e thies [Tl
concepis of Bhava or mood, raga of melody, and tals or iming. 3

Tumover continues be grow at heaithy rate across all product categones. Concrete actons were
an for exdenshon of brands 1o new geagraphies- Ujala detergent from Kerala to other states in
south India and dishwashing products from sowth Indéa to national level. While fabric whitener
and other fabric care products recorded strong groawth, the sales portfolio (s becomdng broad-
based as other product categores report  strong up-trend. The Company has robust
digtribution with presence both inrural and wrban markets and direct reach o over ong milson
retall outlets.

850 chgh = 258
sl _——

—




UJALA
PORTFOLIO

The Growth Story continues

Ujala Brand Performance — Net Sales

Rs. crores

CAGR = 18.7%
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« Ujala Fabric Whitener

by Value bry Volumes Penetration
72% 58% 75%

* a5 anMarch, 2070, Sowrce: A.C. Melsar

Rural thrust, continuous efforts at enhancing productivity and long standing brand equity have
enabled the flagship product to grow at 3 stable rate and provide long term sustainability 1o the
Cormipany. IMRB's Household Purchase Panel sugpests that Ujala was purchased by 33%
housemalds, which means that every 3rd house inindia had LJALA, in 5010



Dulissi The most ancient of &l clessicel Indien dences thet has found
Exiensive rapreapntaiion in the ermemental implk syuciers of Orsse
Ohlissi B the mos axprassive and erical of all classical dancas.

While there: was no Increase in prices for the year, the Cormpany has seen appreciable volurmes
growth. With the Littarakhand plant runndng at full steam, the tax benefits have started reflecting
in the Cormpany's marnging for its Ujaka portfolio. Further, the Company's standard practice of

maintaining cost competitiveness has also resutted in remancable savings forthe Company.

* UJALA STIFF & SHINE
After a successful launch in Kerala, the product used to stiffen and brighten clothes has shown
slgns of favowrable response during its national roll out. We will continee to focus onincreasing

our reach.

» UJALA DETERGENT

While the market I5 a crowded one in the premium and the lower income categores, Ljala
Detergent has been posifionad to target the middie income category.

Af present, besides a 17% market share by volume in Kerala, Ujala Detergent has
establizhed a foothold in Tamil Madu & Karmnataka. Andhra Pradesh is its [atest
target market and based on our production capabilities we plan to do a state-wise

roll out in a phased manner.




While Ujala Fabric
Whitener continues to
provide stablliity,
incrernental growth has
been from brand
extension products and
this Is expected to
continue. The company

plans 1o increase s

advertising spend and
take Ujala Detergent
across the country ina phased manner,

New product categories inthe Fabric Gare segment are underway and the Gompany 5 awaiting
the right oppartunity ta launch them.

The icing on the cake here (& owr shgning with the cricketing legend, Sachin Tendulkar a3 our

brand armbassador,

Notably, the Company has already Incorred the capilal expenditure for selling up
prodiciion unils across the cownlry, which has been absorbed and hence there wonld

not be any remarkable capital expenditure fnvolved. On the conlrary, any expansion in
new lerritories shooid positively impact lophine and lhe borfamiime growih.




MAXD

Masiguri: The word rencwnad Manipur style of classical danca, vary
misch dstinct from other Indian danes foms, caplhats Beholders with
antic coshumes and simgle but pracatul ythm That geneesly have 3

apiritual and refigious basi.

ON A HIGH GROWTH CURVE

Maxo Brand performance - Gross Sales
Rs. crores
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* a5 on March 2070, Source: A.C. Niedsen

» MOSQUITO REPELLENT

The Maxo brand which commenced as an indoor mosquito repellent brand has
become one of the major growth drivers for the Company. While Maxo coils have
already created strong brand equity in the markets, especially the rural segment, as
part of a conscious effort, the company has undertaken heavy advertisements to
promote Maxo Liquid Vapouriser, where it foresees better margins.



Overall, the repellent market is a highly competitive and the total pie is around Rs. 2000
crores of which Coils would represent about 50%. Within this 50%. the Company's
brand size is Rs. 257 crores and has a 20% market share on an all India basis, by valus
as per A.C. Nielson estimates.

As of now 90% of Maxo's sales are from Coils and the Company is focusing on
increasing the contribution of new products, which will result in better margins.

The new products ie. Vapourisers and Aerosols were launched with alfractive
packaging in the last quarter of the financial year. They are available acrass the country
in about 220,000 retail outlets as of 315t December, 2009 according to a AC Mielsen
report. Our renewed marketing efforts should result in increasing the reach.

Given the competitive nature of the business, trade margins are expected to remain
high. However, the Company undertakes continuous measures in terms of in-house
production at tax-free zones. This helps it to avail of excise benefits granted by the
Government and higher productivity by investing in imported machinery and
advanced technologies.



A New Beginning in Brand Extension

Higher Efficacy
& Long Lasking

imdian &
Indernakional
Marketing rights
on Excluzive basis

Catering to the
Mazzee & Miltary

Innavative ApplICcatione

fulti Insect
Regellent

Ouidoor
Protection

Cost Effective
on & Global Scale

Excerpls from a discussion between Mr. K. Ullas Kamath (Deputy MD) and Ms. Negtu
Kashiramka (GM-Finance) lo provide an insight into the Companmy’s focus on the Insect

Repefent Initiative and its prospects.

0. After establishing e company as 3 marke! leader in the Fabric Care sSegment, can jou
explaln the Company's thrust on the fnsect Repelient Indusiry * What s its polential ?

We see a lot of potential in the Insect Repellent industry today with the rising cases of vector

bomne diseazes. The economéc dynamics of
this industry are significantly different when it
comes to rural and urban areas.

While deaths in rural areas are more dwe to
insect bites, the same in urban areas are far less
given the avallability of better medical facilities
and awareness amangst the peaple.




Further, the Rural masses waould by and [ange be dady wape earmers and boss of awork day due

to lingsses would hurt thedr pockets far more than what it would to most people in an urban
area.

Very clearly, Jyothy Laboratories has been selected by the GOl so that the insect repeent
technology can reach the masses as a commencial product at affordable prices.

This hanour bestowed upon the Compary 5 not just a privilege but also a huge busingss
apportunity to serve the comman man. This will act as strong catahyst for our Maxo segment.
Branded as Maxo Military which ks targeted at the armed forces and men working outdaors: and
Maxo Safe and Soft forwomen and children, the scalability prospects are huge given our strong
presence in the rural segrent.

0. Can you efaborale on the DRDD's Molecwie and whal role Jyothy Laboratories will play
Wil the Goverament 7

Ans: The Defence Research & Development Establishment (DRDE), Gwalior, which s the
premier research wing & laboratory of the Defence Research and Development Organisation
(DROO) has developed a Molecule - Diethyl Phenyl Acetamide (DEPA) afier 15 years of
research which s an effective insect repellent.

Given Jyathy Laboratories strong foothokd in the rural markets, the Gompany has been invited
by the Government of india through FICC] to market the products, bath in India & intermational
market. DRD0D has entered irta an agresment with the Cormpany and granted exclusive rights to
develop DEPA Multi-insect Repellent invarlous formulations.

0. How iz this infliative different in lerms of lechmology and applicaltion as compared lo
pourr existing business model?

Anindigenous technology developed by the DRDE, it has been extensively used by the soldiers
In north gastern India in &runachal Pradesh and Nagakand over the [ast 8-10 years. While this



Rechipusi: Combining speech, mima and pure dancs, Kuchipud
derives 3 nams from the vllage of Kuchelipuram, Andhes Pradesh,
and &2 & dance 1o is ebalient, Elﬁﬂﬂlﬂ.ﬂl'l; and WEL has the canu:ty
to be intensaly rical.

malecule has been in use, the Insect repellent formats avallabée thus far like kotions, creams,
sprays, colls & vapourisers, they have been predominandy for indoor use and restricied to
acting as mosquito repellents. intensive and exiensive research has been conducted to1est this
praduct in terms of tocology, bio-efficacy and safety on various matrices, and geographical &
climatic conditions. it [ effective for B hours after application which (s s USP Hence, the
SCOpe IS tremendaus.

DEPA based formulations developed by the Company will be in the form of Iotions and sprays to
begin with and Wipes are being developed as an innovative application methodology.
Resultantly it will cater 1o the insect repellent needs for ouldoor usage. The technology
provides protection against multiple bbood sucking and biteg insects and resulfantly prateciing
the masses from painful iInsect bites and vector borne diseases.

0. What iz the Revenue Model for this prodoet ?

GO will be one of the customers for the Company as they will buy for the Armed forces as well
as for the masses inthe Rural Areas as part of thelr developmental initiatives. In addition to this,
the Company has the exclusive dght to market the products and |5 confident of spreading it far
and wide through its robust distribution network,

0. What will be the Company s key largel markel

&rmed forces (G0N} and the common masses will be the target markets for
the Cormpany. Like all our other producis, the Company's focus remains on
the common man. Further, Jyothy Laboratories infends spreading its wings
not only in Indka but also to other nelghbouring coundries in a phased
Manmer,




EXD SURFACE GROWING STEADILY
CLEANERS

Exo Brand performance - Net sales
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*» EXO DISHWASH & BARS




Dremliga: This simpli yet enerpetic Mol dance Fom Gujarst s
pariommed by & group of men and woman who meve in thythmic
circles 1o measured steps marking Sme by sichs caled dandia

symboic of the sword of Goddess Duma

Exo positioned as the first anti-bactenial dishwash
bar in India, launched 10 year ago, (s now a Rs. 146
crore brand. Predormidnantly a south based brand ol
October 2008, Exo has since been launched in a
phased manner across varous states in India like
Dielhi, Uttar Pradesh, Maharashtra and West Bengal.

By March, 2010, the Company had penetrated into
allmajor cities in India with 2 6-8 kakh population and
praduct |5 bedng distributed throwgh 3.5 kakh retall outlets. This nember (s expected to go upto
10 lzkh retail putlets by March 2011 backed by focused advertisement intiatives.

Af present, the Company s outsaurcing some of ifs manufaciuring and gracualhy, it will ry to
transfer the production in-house which s expected to boost marging.
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FABRIC 3PA

Chee: The only rrasked dance in India, the Ches dance is & genre ol
iribel mertial dence farm pepular in Drisel and Wast Bengel that
originaied from & markal arl lorm Farni-Kranda ¢hiekd-Swerd) in Bihat

COMES IN SOILED & WRINKLED...

Washieg a1 Plant

Patking o Plant Deibvery &t Outist

GOES OUT CLEAMED & PRESSED



THE GROWTH STORY

The Company had initiated the sefting up of 2 world class laundry at an affordable price at
Bangalore. The Compary's own laundry facility with 70,000 sq. feet of bull-up area
commenced operations from November 2009 and 5 processing 25000 pleces a day under the
Institution category and 3000 pleces a day under the Retal catepony.

Bazed on the Company's expenence in the tast ong year, the busingss has been structured 1o
make it broad baged 1o cater 1o varous segments of the socio-economic strata. The Cormpany
does not foreses the need for immediate capital expenditure, as with an increase in demand, i
Inbends to Increase the number of shifts to two ag compared 1o the single shift in operation now.

b

= JFSL
= 2 ¥ AT

CORPORATE

Currendly the company has esfablished good credibility in the market place. it has 65 key

clientele which includes Hotels, Aldings, Service Apartments, health clubs, etc e.g:- Royal

Orchid, ITC = Fortune, Golden Residency, Bangalore Gate. Taj Sats, Lufthansa, Alr France,

Singapare Aldines, Qakwood Prestige, Fitness One, etc.

rig Carns Sarvice

fabriCspa

The commercial production under the flagship brand Fabric Spa started from Movember 157,
2009 in Bangalore. Catering to the Premium Retall segment, the Company has 3 retadl outlets at
the moment and 2 more will be operational shortly.



Bihu: A olk dance Trom Assam ralifed b the fesfival of Bihu, this joyous
dance is tharactarisad by brisk dance staps. rapid hand movemesnt. and 2
hythenic: swaying ol the higs in order 1o fegeesent youthiul passion,

SN®WAYS

snoways chaln of laundry had 8 retall outlets when the Company acquired i, this number has
been increased to 30 as of now and has been positioned as the Retall Economy Segment which

caters tothe masses.

S_JFSL
rentals

LINENLUKIFORMES
& pogular concept in the West, Jyothy Laborataries plans 1o own and rent undforms to certain

Ingtituthans: like Secunty Agencles, Pharma Companies, Retall chalns, etc andthe possibilities
are endless Whie things are still at the planning stage, the Company is confident of gaod

business fromthis segment.

fabriCspa
e e e e
busy|easy

Wardroks Care &1 Youar Reareiep

This is a new service which the Company has started for Convenience seekers. 4000
customers have already become members under this category. Targeted at the upper middie
class and specifically the working category, this service provides door step pick up and
delivery of clothes with short turnaround time.
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FINANCIAL

REVIEW
GROWTH IN NUMBERS

Balance Sheet

PROFIT & LOSS ACCOUNT

Particulars

Gross Sakes

et sales

(herincome

Tolal Income

Costof Goods Sold

Emploves Cost
Advertisement & Sales Promo Expenses
iiher Expenses

EBITDA

D& preciation

Interest and Finance Charges

Profit belore exceptional ibem and lax
Tax

Prodit after tax

EPS

Book Valwe Per Share

Particulars

(Rs. Inlacs)

Share Capital

Reserves and Surplus

Hed Warth

Total Loans (Sales Tax Deferral)
Het Block

Capital Work In Progress
Invesiments

Cash and Bank Balances

Met Current Assets (Excluding Cash} ™

12 months | 12 months  months
ended ended ended
31 March 31 March 31 March

2010
75,046 57511 45,114
BT 476 45,001 35,154
1,819 1.006 Ti0
59,295 46,007 36,929
(31,277) (24,256) (19,822)
(6,831) (5512 (4,320
(3,6A6) (2487 (1,788)
(6, 288) (5,526) (4,223
11,13 B. 226 6,776
(1,046) (B89) (681)
{61) {40) {37)
10,106 7.297 b,058
[2.101) (1,484) (1,047
B, 005 5,813 4,011
11.03 B.01 6.53
B4.07 48.55 48.55
Az on
A1 March 2010 31 March 2009
726 T26
39,166 34 506
39,892 35,232
(17} (17
19,809 18,51
346 611
1,798 1,726
12117 10,017
5838 4,385
39,892 :

" Wl Corred Aszeis (el cash) defingd ag (ovenfory+ Sundy Oeblovs +0Meyr coram S25ars 2aus pravmadan

irems-Cerrand ListiNhies -Frowsions - Defemred fay Ba0ady)



Cheraw: The maos! ;q]ular and colourful dance Tram Mizeram, Charaw
i parlommed by s who dance i and out a3 loeg pars of horzental s

and cmss bamboo staves open and close in mythmic beats, % { !

actompanied by gongs and drums. 1"

Todal Incame | As. Crores) Ned Sades | Rs. Crores)
HOD - B -
400 - an - :
HD A 0 -
543 575
i} ]
20015 oL 208 2000
Ebitda [Rs. Crores) & Ebitda Margin PAT (Rs. Crores) & PAT Marginz
182 - T+ &
19.51 1] 0
@wq 880 ___——
= T w{ 128 LS
ap ' - 14 & 14
&0 n a0 n
40
o
=] 1 o :
] : [ T
e e i 2mo
EPS (Rs.) Book Valee (Rs.)
M
14.0
120 1]

&

B

18.0
&0 e
&0 T
4.0
0
&0 = . a T x
2008 ana 2008 2010



Fized Aszefs (Rs. Crores) Het Worth (Rs. Grones)

038 2003 00

Hio

Cash & Bank Balance (As. Crores)
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Dividend Per Share




BOARD OF DIRECTORS
atremgth in Unity

Yakehapamac Yakehagans is 4 rapertoie of song, dance and drama
Tram Kamataka SLaie parformed 0 enterain and educaie te rural falis
and is prssicaly accompenied by druens and cyrbaks,

For a fast-growing compary, it [s imperative to be well-served by not just a proven tgam of
Directors atthe helm, butalsa a highly comgetent second line of Management.

Jyothy Laboratores fulfils this cruckal critena.

THEBOARD
M. P Ramachandran
Chairrman and Managing Director

The founder and driving force behind the comgpany, he is a postgraduate in
Financial Management. He get up Jyothy Laboratories in 1983 and has
chose ta four decades of experience. With a hands-on managerial style, he
I3 the guiding light for the comgany even as it keeps carving new niches for

Y

ftzelf in the FMCG segment.
K.Ullas Kamath
Deputy Managing Director

A qualified Chartered Accountant and Company Secretary with a degree in
Law, he has completed the Advanced Manapement Programme at
Wharton Business Schaol and Harvard Business Schoal. Having played a
key role in the growth of this company since its incorparation, he aversess

= business development, new projects, sales, financial management and
supervizion of day-to-day operations. Besides these pivolal functions, he also spearheads the
company's [atest indfiative in organised laundry services. He won “CA Business Achéever
Bwrand - SME Category” in January 2009 given by The Institute of Chartered Accountants of
India.
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M. R. Jyothy, Whode time Directar

& postgraduate in Management with an additional deploma  in Family
Managed Business Administration, her key responsibility areas inchude
sales adminigiration, marketing and brand communication. At present she
Is pursuing Owner / President Management Programme” from Harvard
University. Her new ideas and indiatives blend well with the vast experence
of the Board.

Non-Executive, Independent Directors

Bipin R. Shah
Bipin . Shah |5 a Chartered Accountant with a postgraduate degree in
Management. He has hebd eminent positions with the Unilever Group of

‘-] 1 companies and has been accredited with furnarounds and growth of mary
|I' . | companies. He joined Indug Venture Management Lid where he was the
Vice Chairman until May, 2006 and is currently on the Board of several comganies. He has
attended Sendo  Executive P