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Ladies and gentlemen, good evening and welcomeet®B FY 2011 earnings
conference call of Jyothy Laboratories Limited. &seminder, all participant
lines will be in the listen-only mode and therel\Ww# an opportunity for you to
ask questions at the end of today’'s presentatibryoli should need any
assistance during this conference please signabarator by pressing * and
then O on your touchtone telephone. | would now lik hand the conference
over to Mr. M.P. Ramachandran, Chairman & Manadigector of Jyothy

Laboratories Limited. Thank you and over to you Sir

M.P. Ramachandran:Hi, good evening, | am Ramachandran here from Jya#ibs. This is in

Ulhas Kamat:

respect to the third quarter results. Net Salesdstat Rs 148.42 crore, up by
9.7%. Net Profit stood at Rs 16.89 crore, margjnafi. EBITDA margin stood
at 16.56% for the quarter as against 16.18% aériokeof last year. EPS stands
at Rs 2.10 as against last year's Rs 2.32. If wk Io to the nine months results
the Net Sales is Rs 443.85 Crore, an increase @%d.5Net profit is at Rs
15.06, and an increase of 9.7%. Now, | am handireg &0 Mr. Ulhas Kamat
who will talk to you more about the financials.

Good evening everybody. This is Ulhas Kamat hérbave with me our
Chairman & Managing Director Mr. M.P. Ramachandras.Joythy our
Director and Ms.Neetu, General Manager Financell take you through what
has happened in the last three months. In theglester, bottomline has been
more or less flat. If you go through the analyskioh we have already posted
in our website which gives you the clear identifica of item wise
expenditure. You can see that the effective tag &atadvertisement rate has
gone up. VAT and excise duty implications has gap@nother 3% percentage
points. Raw material prices have gone up, entuesiry is under pressure and
we are no exception to that. EBITDA margin, we stil holding on to the
same numbers that of comparable quarter in they&est which is marginally
up, it is because of the increase in Ujala priclg were not able to increase
the price for Maxo or for that matter Exo becauksavere competition in the
market place. The market share for most of our yectedare stable and we have
grown in Maxo by 2% points when compared to sam@gdast time and we

are still holding on to the number one positiorrunal India and number two
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position on an all-India basis on volume and Exdagg more than what we
had expected. On all India basis it has been redewery nicely and going
forward we would be spending only as much as reduirithout incurring
anymore expenditure on Exo’s bottomline. we hawkeraup brand building
exercise very seriously in the last six monthseAfetting Sachin Tendulkar as
our ambassador we felt that it is the right timeus to spend money when he
is doing well and also in IPL and South Africa akidrld Cup is happening, we
thought that it was the right time to spend the eyoon him and that is how
you see the increase in advertisement spends.wdswere lucky enough to
get some very good programs on the TV, on Sony hwhzs made us more
popular for all the brands together. So that isretvee are and going forward
we expect the pressure to continue to be ther¢htonext quarter also as for
the raw materials are concerned. We do not seeilmmediate relief from
there. Ujala, the price increase we have alreaklgntaip in the last year, so
probably the earliest we can look at price increiastjala will be the next
year, April-May time. As far as price increase imhd and Exo if it were to be
any other ordinary condition probably we would hawereased by this time to
pass on all the raw material increase to the comesuibnut because of the
environment in which we are working now with seveoenpetition both in Exo
category and Maxo category we are unable to takgdoe hike till the year is
ended and unless the others also increase the fber than that rest of the
things are very much under control. We were alde &b reduce the cost of
production so that we can maintain the profitap#ihd going forward probably
will be able to maintain the profitability maybettle better because our
advertisement spend in the last quarter is goingetdess. This is because we
have already spent as per our planning and lasteguspending will be till
February 28 or so and thereafter next year budgestart away from April,
that is where we are. Last but not the least thia thing on acquisitions front |
would like to bring it to the notice of every investhat we have raised the
funds under QIP to acquire couple of target busiegsAs of now, both of
them have not happened because still negotiatimmga@ng on and we are in
talks, it has not been called off by either pastyme diligence is going on. But
looking at the kind of valuations that as happeimethe FMCG space we do

not want to pay any fancy price, so we are stilitg with reasonable market
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price. The moment it happens we will bring it tee tktnowledge of every
investor. Money is kept in fixed deposits and we @arning 9.25% as of now.
The entire money is kept separately for the purpdsequisitions and we hope
to close as quickly as possible. But still we ao¢ able to give a timeframe
whether it will happen in 10 days or 15 days or omnth because talks are

still going on. That is where we are and now | wjllen for questions please.

Thank you very much Sir. Ladies and gentlemenwilenow begin with the
question and answer session. Our first questioresdnom the line of Dhaval

Gada from Edelweiss. Please go ahead.

| have a couple of questions, first on the grossgina. You said that there is
lot of pressure on the raw material side as wela@dgertisement spends are
higher, so currently what would be our gross mamgiExo and Maxo and as
compared to the same quarter last year what wediffeeence basically?

Gross margins in Maxo as of now, it is around 2&8%d it is less by about 5%
points when compared to same period last time. Exs,at 26% as against

31% the same period, cost of production has gone up

Last quarter you mentioned that our strategy ims$eof national roll out we
have slowed down because the competition has gmtsa in the category, so

going forward what is the strategy for Exo?

If | see it in hindsight the decision taken by thanagement was really good.
One, Exo we have gone national and we are spetitingnoney very, very less
and we have grown in the last quarter by 34% poitten compared to the
same period last time. It is a healthy growth arduiding advertisement spend
what we have done at a national level still welaeing 12% net contribution

from Exo for the quarter, so we will be going wille same strategy. We have
not reduced the price like the competition, werasegiving any extra freebies
like competition and we are going in our own way #me distribution is taking

the responsibility of placing the product across tountry. As of now, | am

happy that Exo is contributing even at a natioeskl;, we are not losing any

money. The strategy going forward will remain tleng and it is due for price
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increase, so we are just waiting when the compatitcreases the price the
very next day we will be increasing our MRP andapgou might have seen
the competitor’'s numbers also, they are also utrderendous pressure which
is exhibited by reduction in EBITDA by about 3.5%imts, so if they increase
we will be the first people to follow it. As of ngwur pricing and their pricing

is more or less the same.

Sir on the JFSL there is a fund raising plan ffaat are talking about of 150

Crores so, can you give me some strategy and sieaeon that?

As far as JFSL is concerned, like all of you kndvat it is a very, very
passionate project what we have embarked in Barg®e have taken it
within ourselves that if we reach the cash breakdyeMarch 31 then only we
will look at the other cities to roll out. What hlagppened in the last one year if
you see the laundry category as such everywheyernsldave started coming
in a smaller way but not very big way. We at mamaget discussion felt that
when we are doing so exceedingly well in Bangatoré numbers like last year
we did about 3.75 Crores turnover and this yeamight be doing about 15
Crores turnover and it is in one city, we felt tha¢ we losing the opportunity
of ruling our other cities, just to wait and we#lo we took a decision that at
Jyothy Laboratories Limited Board that we should loge out on the time of
going to other cities like Bombay, Delhi, Chenridyderabad and Pune. Jyothy
Laboratories Limited requires its own money fortborganic and inorganic
growth. Jyothy’'s money we should not use more tivaat has already been
spent on JFSL and it has shown fantastic resulfars@o we took a decision
that we should explore the possibility of going edttmeans of raising the
finance whether the price equity or the debt. Amlfy as you know that
Jyothy is ours today and we felt that we shouldesftavith somebody and we
went for private equity route. We have spoken tmynand there is a huge
interest on that and one of the private equity,cwHido not want to name at
this point because nothing is finalized. We havemeoto a concrete
understanding of the valuation, we have come torerete understanding of
business potential and we are getting at a goagatiah. So unless it is done, it
is not done in the business terms, so hopefullyshauild be able to close may
be at a month’s time and then we will announcdfitially, but to say the least
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we are extremely happy the way the valuation hag berked out and we will
be going soon to Bombay, Delhi, Pune, Chennai aydiekhabad if we get the
money. Otherwise, we will go slowly from Bangalote Chennai to
Hyderabad. The percentage of stake that we arengyilb give to the private
equity player is 25%.

Sir, on the washing powder, what is the responsiat particular category?

Fantastic because Sachin is doing very well, sorally TechnoBright is also
doing well. We are not losing any money on that asdve say we are still
making money on every town what we are selling. et are going very
slowly, we are going very selectively, it is avallain most of the modern
trade across the country and in Kerala we haveadyrgjot the number one
position in the mid segment and TechnoBright is dlising well. In other cities
we are going slow.As | mentioned in my last analysieet also we are not
going with a market share analysis there, we atgaing by sell as much as
possible and make money in every town. We contittudold on to that
thinking that Ujala Bright Wash or Ujala TechnoBrigor Ujala washing
powder is an extension of the mother brand and et W leverage the brand
equity of Ujala and make money , rather than relalliiding a great detergent
powder category as such no, we will be going slowlgadily but making

money in every town which we are doing even now.
What is the growth that you saw in this quarter?

Detergent powder per se has grown 52% because eofstiall base the
percentage may not have much relevance but it ssnall space, but as a

category we have grown 16% in fabric care.

What is the full year guidance that you are manmg now since three
quarters have gone by, so what is the target teatam expect for FY 2011 in

terms of topline and EBITDA margins?

As of now, the topline growth for nine months at 15% and probably we
might be able to improve it by other 2 or 3 peraget points because our real

big quarter is March quarter, so 35% of our satases in the March quarter.

Page 6 of 24



M oder ator:

Grishma Shah:

Ulhas Kamat:

Jyothy Laboratories Limited
January 25, 2011
In case if | am able to get some kind of supportilgrease of MRP by
competition then probably it may cross 20%. Buteottise we will be about
18-19% what we feel what we will be able to doha present scenario. Margin
wise we will be able to improve a little bit. So wamight see some
improvement in our EBITDA margin by about a peregyet point and topline

growth may be about 18-20% is what we can thinatdhis point of time.

Our next question is from the line of Grishma Sliedm Envision Capital.

Please go ahead.

Sir, why is there a loss in the home care segment arat wbuld be our

strategy there going ahead?

Home care consists of Maxo and Exo Safai, theeecerly two items and
predominantly it is Maxo; the loss is mainly beaudaxo we have not
increased the retail price, we have withdrawn @lesspromotion, is the only
good thing which we have done by about 7% poiras, material prices have
gone up almost by 5-6%. Also as a strategy we @eading the money on the
liquids now because we have got 25% market shaiehwhe feel is decent
enough for us to protect that market share and am vo promote that liquid.
So our strategy in Maxo is to protect the coil nearlvhere we have 25%
market share and promote the liquid market. Wespending money on that
and if you see historically between the coils dqdidls, liquids is a very, very
brand dominated and brand loyal customers buydidso we are concentrating
on Tier 2, Tier 3 cities and we are spending theneyoon liquid. So
advertisement spend has gone up little bit on Mdxd,raw material prices
have drastically gone up and excise duty has ggnabbut 2% points, VAT
has gone up and this is for the information fortlhé people who are hearing
me. Most of the states are in a strategy to getti@ibshare from GST, they are
increasing the VAT in all the products and espécial the last one quarter we
are able to see that most of the states are takinigteral decision, just
increasing from 5% or 10% or 10% or 15%. In stie Gujarat we have now
almost 16% as a VAT which | have not heard off pialip as a strategy to get a
better share to the GST regime comes saying tfgistivhat we are increasing

VAT and that has affected us greatly on Maxo. Beeaearlier most of the
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states we were paying only 4% and some states evpaating nil. But now in
most of the states we are paying upward of 8% &ad has affected us.
Otherwise we have done exceedingly well as fathasproduction control is
concerned and going forward I think it should settbwn and will be better off
by March 31 we should be able to do because thesddgon is coming in
February and March. With that huge volume of salat we are expecting

probably we should be able to turn in to green frethat the current quarter.
Would that be with the trade margin increase omwald continue as it is?

We have decided not to roll back the sales pramosioon which we have
withdrawn. We are happy with the sales. We willetake hit on the sales and
because we are protecting the market share nowarergust looking at the
market share our market share is protected, wganéing here and there, 1 or
2% and irrespective of what the competition takeleeision, we have decided
to live with the additional 7% margin which we ajetting because otherwise
we will be losing more and there is no point inhglitawing and giving it back
and lose more and sell more and lose more we davant to get in to that,
rather | sell less and more money and | am onlyirtgpthat there will be some
kind of price increases happening in the categibrthat is so | will be the
happiest person. But answering your question $ttaige we going to roll back,
no we are not going to roll back because earligid that we will wait till
December 31 and then we will take a final call anzhll has been taken not to
give back what we have already taken and we witkwath this, we will work
hard, we will grow more retail outlets, we will gerretail outlets and we will

achieve the numbers.

The other question is on the advertisement spaldjate we have spent

around 42 Crores, | am talking about the nine montber?

32 Crores including sales promotion it is 42, bRiisthe money what we have
spent on advertisement and that is 18% more whempaced to the same
period last time, page #10.
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But what do we end the year with, as you saidh#él spending or the budget is
there till February 28, what do we end the yeahWit

The total budget for the entire year is 45 CrorBs. we will end our
advertisement by about 45 Crores so we have sgmmitd?2, probably we
might spend between 10-13 Crores in the remaimmg months and that
should be translating to about 7% of our net tuemoas of March 31,2011
which is more or less what Jyothy spends, betwe&®o6but probably we
might end up at 7% but will not cross 7% in therent year as of March 31,
2011.

Now, as the current market scenario stands howsgeuyour organic growth
going ahead in FY 20127

Organic growth has been very, very comfortableu®but for Maxo which is

done intentionally. If you see page 15 of our pnémtion, fabric care has
grown 16%, dish wash has grown by 40%, other prsdhas grown by 4%,

but mosquito repellant in the quarter has degrowd®%. But if you see the
nine-month period we have degrown by 6% which leetgd to be nil or may

be marginal -2% by March 31, 2011, otherwise falpdce is growing, dish

wash is growing and other products are growing, it/ is something which

we have intentionally done by withdrawing the sgdesmotion. We knew that

the sales will come down because people want wilh the schemes, we knew
about it. But now our regular sales are happeaimgy month on month our
sales is coming and this is actually the smallessan for us is the October-
December quarter, so this is a small thing. Butntke quarter is the one which
you are really getting to sale from mosquito regpdll but people know that
Maxo is the most expensive coil in the market placd they are still buying.

So going forward | expect at least category growhat is there in the

mosquito repellant, we at least get that growththe category is growing at
12% | will get a minimum 12%, but if the categorsogs 20% | should be

growing at 20% from next year onwards.

For the company as a whole what are you lookino @arms of the topline
growth in FY12??
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FY 2012 | think then we can plan about 20%, 22%r@snic growth we will
be able to plan because once the Maxo in entise$gttled down then the new
base | will get it, by March 31 | will get a newdgafor Maxo then the growth
has to be around 20% because rural demand ithsti and new products have
taken good shape especially Exo has gone natiomalty nicely, Exo round
has become very, very popular at every store. Detgrpowder should be
substantial sale at that point in time in the nedr 2011 and 2012, so in every
category it is growing in two digits, like most thfe category which we are in
now, we are growing at upward of 20%, so as a wiktéxo | am able to
control by spending money on advertisement and adgularizing liquid and
vaporizers and aerosol, guidance | think 20% shbeldloable is what we feel

at this point in time.
Why is the tax rate increased?

Tax rate is not increased, our guidance was 20-24€tvhen compared to the
earlier period it is from 12% has gone to 21% beeanf MAT credit because
last quarter we had taken some MAT credit we h&drtaand this quarter we
had not taken but otherwise there is a percentbhgfextive tax rate so we had
given a guidance of 20% and it is more or less P¥-20w.

The next question is from the line of Varun Lochlieen Religare. Please go

ahead.

On other operating income, that number is pretij lior this quarter and even

for nine months.

Periodically every quarter whatever the provisiaimch we have provided for
some of the expenditures which every quarter weaewvevt. Whatever the
auditing account is over like in this case som#hefincentives which you have
provided for the staff and they are not achievetunadly we reverse that
because our growth anticipated was about 20-22%t iEhhow the target has
been fixed and every quarter the staff incentivactvtwe provided earlier

which has not been utilized because the quartevas and the numbers are not
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been achieved and whatever the process is madrifbrincentives here and
there that is all in the reverse

Just on A&P especially the advertisement you siéi this year probably we
will end at around 7%, going forward also do younkhlike that will be

probably the cap for Jyothy?

Jyothy works in a different platform as far as exdigement is concerned. We
have a very robust internal marketing services demnt and we have in-
house media planning. We want to limit it only t&% @&nd we have a media
wholesale buying house that Lintas does for us,ianpthnning is done by
Mudra, so it is a construction of internal markgtservices department at JLL.
When compared to the peers we always manage toduaxkvisibility at 6-7%
If you see now the visibility what our marketingrgices department has
created in the last six months you will be surgtifeat we are able to manage
it at 7.4% of our net sales which itself is verynegkable. But going forward |
will be extremely happy from my side where the neargervices department
can deliver the same visibility at 6% but probailwill 6-7% from what we

spend and never will we spend more than 7% next yea

Our next question is from the line of Navin Trivéim Pinc Research. Please

go ahead.

My question is for the Q4 quarter, generally Q4rtprais the strongest quarter
for the year in terms of sales in terms of profitgh and do you think we can

repeat even the Q1 numbers in the coming Q4 gQarter

Q4 should give us 35% of our topline and 35% of lmottom line. Historically
for the last four to five years also we are gettimore or less the same and this
year should not be any different because the sdastwing well

So in number terms we can still repeat the Q1 nusnbke 33, 34 Crores
EBITDA profit.

That is very much doable. Our whole idea is toeast get our 15% more than

what we have done last year. So my target wouldM€rores plus. We want
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to improve on top of that. As of now we are abod¥%lup but my objective
would be to make it 14-15% if not more.

So, this higher profitability where do we see thatfitability will come?

It should come from the increase in the sale of dhakich will happen in this
two months because the percentage what we havdrasth from the scheme
that is about 7% and if the crude price settlesrdéiee it is 90-95. But if it
crosses beyond 100 then everything will go out@ftml for everybody, not
only for me. As of now, it is under control. We amkso working on meet
Sachin program for all our channel partners likstriiutors and for our
employees. Everything will get over by June 30. &dig campaign is
happening internally on meet Sachin campaign argk hargets have been
taken. | think with all these things achieving nwergoshould be possible by
selling more and reducing our expenditure on adertent by at least about 4-

5 Crores.

If you can share this Madhuri Dixit campaign, howain we are paying every

quarter for this?

Madhuri Dixit program total money we would havespabout 6 Crores and it
is spread over a period of four months. The milealyat we are getting we are

utilizing for all the brands even though it is 10fala Jahalak Dikhla ja

One question on home care, | assume we used to3@iv0% discount on
Maxo as far as our sales omission is concernedy afithdrawal of these
schemes, you said the raw material grew by 5-6%ye@re also getting the
withdrawal of sales promotion, | think 35% if yoreanot giving a discount still

the margins are declining by 300% basis points.

Actually we have withdrawn only 7%, in Maxo thereed to be trade off.

Consumer offer, still we are continuing at 4.3h& market place. That we have
not taken out and trade used to give 12+3, 12+dntte@ns every 12 they used
to get 3 or 4 freebies free, now what we have defi®m 12+4, we have made
it as 12+3 and wherever we are giving 12+3 we hmsade it as 12+2. So net-

net only 7% we have taken it out. Hoping that cotitipe will react and | can
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withdraw all the 7% in the next quarter. But theyé not reacted, they are still
holding on to the sales promotion, but we havedbzgtinot to roll it back. So
actually your question what is that we have takackhks not 25-30% only 7%
we have taken. Out of that 5% our raw materialephias gone up and 2% we
have spent on advertisement. Excise duty has gprfeom February because
during economic recession what prime minister hadrgus additional benefit
out of which 2% has been withdrawn from budget anwaebruary, so that
additional cost has come in on that.

One more thing on Maxo Military, what kind of nuerbyou are expecting in
FY 2012 from Maxo Military?

This is again for everybody’'s knowledge. In thatlanalysts meet | had
informed to all the analysts saying that we haveega to the bottleneck of this
licensing. Now | want to bring it to the notice e¥erybody that we got the
license from the government of India. Now we do halwe to take any
permission from anybody to sell across India antrirary 14, we will be
officially launching it in Delhi FICCI House by thelinistry of Defence and
Ministry of Health from the Government of India e Maxo Military all
variants can go to the market uninterrupted thégeaNow that comes with
two challenges, one is that it is a new categorg.riy have to popularize that
by spending a litle more money on advertisement jo make the people
understand that application of this on your bodlf mot have any side effects
because people are vary to apply it on the bodyh&e will be some spend in
the next year on educating this safer product. Feeond one is that
government commitment for us will start from Jumevards because till July
there are some people who are already having samadeok orders which is
placed by the government of India for them. FromeJonwards they have
committed. They will give us a minimum of 30 Croreisnover for the next
year that is 2011-2012. Thereafter probably we Wwél doing about 20-30
Crores in open market. That is domestic marketttmyewe have an internal
target of achieving at least 60 Crores out of tl&PB product. It is a unique
product, there is no competition but we have tondpédttle money on
popularizing that. Whatever the sales we get frammeBnment of India or other
state agencies, because there are no intermediatesgross margins are
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higher and we can afford to spend the money oiothied for the domestic, so
net-net we will not be losing money out of the DERvhatever the money we
will earn in the first year probably we will spemart of it, portion of it in
building the brand wherein that can become sizabdecouple of years.

How much revenue is fetched from TechnoBright ing®8 nine months?

We do not have the complete break up of that butdld say that roughly we
should have done about 10-12 Crores turnover injtiaeter.

This time the number will be around 15-20 Crores.

This is | am talking only on TechnoBright but iby take all the washing
powder then it will be more. But going forward aashing powder of all the
products together, we have Ujala Washing Powderhawe Bright Wash, we
have TechnoBright, we have at least 30-35% grovaimicg year-on-year

because of its small base.

Our next question is from the line of Riken Gopfaim Infina Finance. Please

go ahead.

Could you also just give a highlight, if | looktle segmental capital employed
in this segment, over the last one year it has sidoubled with no significant
improvement in topline of that segment home carechwviiou report, any light

on that why it is happening?

One is that we have put up our own plant in Jamntuvee have expanded our
capacity in Guwahati. We have done some renovatioaur other plant in
Hyderabad. One is that expansion program. Because were almost
outsourcing about 30-35% and every time in year esgecially during
February-March we used to have pressure of sugplfire product in the
market place because the outsourcing agencies, where supplying for
everybody, not only for us including the compestofhat is how the industry
works. So we had decided that we needed to be émdigmt on our own and
when we have manufacturing capability we thought te should expand our

capability and that is how we invested the monay,itsis a long-term

Page 14 of 24



Riken Gopani:

Ulhas Kamat:

Jyothy Laboratories Limited
January 25, 2011

investment .The second one is that always wherpyepare in a mosquito coil
business you always prepare before the mosquitee.cSo we produce the
coil and this is all pre winter production what generally do. The season will
start from February- March and goes up till Ap8ib what has happened is that
internally our target was to grow at least 20% iosquito repellant business.
So accordingly we have produced the goods andufsge our inventory the
inventory is next three month sales inventory |taotding as of December 31.
It is not different when you compare it to earlgeriod but this time it has
double impact for us. One is that our growth in plast quarter has been -15%
when it comes to the volume that is because we héthelrawn the schemes
when compared to others and that it is the presahieh we are selling as
much as possible. My stockholding is for 20. So mvhbave 20 target, when |
do -15 we can imagine what the kind of pressusghat | will have on capital
employed in working capital of Maxo. Having saidathwe have taken a
decision to go slow on the production and whatéverstock that we have it is
already moving in to the market place and by Ma&tlour closing stock will
be nil and next year we will go with planning araksbd on 15%-20% growth in
mosquito coil. So it is just that we have produosate and we are holding on

to the stock.

Secondly, just to understand this markets on masquoils specifically, the
competition has not reacted to any of our movéstiv. What makes you
confident that our trade will again start accepting products after having not

significantly bought in the last quarter, what m&lgeu confident about that?

What makes me confident is what has happeneceifa#it six months. Last six
months what it has taught us from the market is dloanot worried about the
competition. Everybody has a right to do the bussria their own way and you
do not have to plan your strategies based on souyeblse’s strategy. | am
very happy about it and it makes us feel that mondre confident that our
business is depending on our strategy. If at alhd market should have
reacted, market should have reacted within two hmnthree months, four
months and no market can wait for six months. ddlt that | am still selling
trucks and trucks and trucks on a daily basisfaleethat all my factories are
working 24 hours a day and the fact that consumersising Maxo, millions of
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coils are going everyday, | know for sure that Mdes its own place in every
household who are my consumers and they will nat jshift because
somebody is cheaper by one rupee and with thaidmrde | will go forward
and it also makes us to believe that what has matged in the minds of the
consumer for the last six months, why will it chaman the seventh month or
eighth month. With that we go with our strategy ame will go with the
strategy that we will not give any more freebied are are trying to withdraw
7% in the next one year so that our profit willdedter.

Sir, but just to put in other way obviously intelilgasou must be getting some
updates on the market share that we must be havitige segment, and there
must have been some reduction in market share khshigequarter, till what
extent are we thinking that market share loss still continue or you think
most of it is done with and now there should béngprovement in your market

share from here and why would it happen?

Just to correct your statement market share we havi®st. nd the best way to
The data of market share is on annualized bassusecsome months could be
here and there. But if you go on analyzing basis ih the trading 12 months
we are still holding on to #2 position, we wereréhat #3, now we have come
to #2 and we are #1 in rural India. So as of nowave not lost any market
share and secondary sales are robust, it is oalpiimary sales which has got
affected. In Jyothy Laboratories Limited all of yare aware that we have a
different system when compared to the competitidle. sell it to the super
stockists at the state level, that is where wegeiee it as a sale. From there
we sell it to the stockists and that is where frthra stockists it goes to the
wholesaler and retailer. From the wholesaler to rétailer it is happening
perfectly fine, there is no reduction in the saleshe secondary one. In the
primary one the pipeline earlier used to be abaottb three months of stock
during season, now it has come down less than dhmnbat when compared to
the competition they bill it straight away to theckists and that is where they
capture our sales from where it goes to the retaske they have two level of
sales, in our case we have three levels, so toetttaht our level in which we
are working now, the pipeline stockists come by gathg back again to your
market share business we have not lost any mahnket @and the day when we
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start losing the market share then | know thatahgtomers are shifting and
that is the time when we take corrective actiohegito spend the money on the
brand or to introduce the scheme back in a difteasatar, but as of now we
are holding on to the market share rather we haypedved the market share in
the last one year at least by 2% points in rurdidrand 1% point in urban

India.

Sir one last question on Ujala fabric whitener whatuld have been the

volume growth for the core whitener product?

It is almost flat, in some states it has grownsame states it is flat, so net-net |
would say that the volume growth for the last onarter has been flat but if

you see the last nine months there will be a matgjrowth of about 4-5%.

Our next question is from the line of Hemant Pdtem Enam Securities.

Please go ahead.

Few more questions on Maxo, | have noticed a coopleompetition have
introduced similar kind of products of Maxo Militgrot exactly the wet wipe
but the creams and this is come in as a littl@bd first-mover before we have
gone and introduced our product, so what is yoke tan this, are we because
the consumer itself is not very educated abouptbduct itself are we likely to
lose out in terms of volume growth rates that wpeex in the first year after
we launch this product?

Your question is a very, very valid. If you seesasategory as an outdoor, you
will appreciate that globally indoor and outdoor about 50:50 or 60:40
whereas in India you know that household inseatididsiness is about 2000
Crores whereas outdoor application is less than Qfiffes including new
launches of the competitors, so there are only players now, one is an
established player out of Delhi and other persas jhat launched here, the
competitor, now put together it is about 100-120r€s but what we are trying
to look at over a period of 5-10 years | will na& burprised even if it crosses
500 Crores, 1000 Crores also because people asnofhey are not educated

enough to understand, they feel that it might benifid for them, but once we
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start explaining to them it is like any other cosiméem, it is approved by the
drug controller, it is not like any other insedtiej it becomes part and parcel of
the family on a daily basis, this is what we arengoto see. On to your
qguestion whether we have lost out on the first madvantage, no Sir, there
could be many more players and the more playersngpim is good for the
category because everybody will spend on the monéie category and when
the category grows and everybody will grow alonghwihat so | will be
extremely happy that couple of more people are \sting to launch their
products, if they launch their product and stangjing on the brand, then
efficacy wise mine is far, far superior and thecipg wise we are more or less
the same and the advantage what | have is for &rgment supplies is
something which they do not have and competitiogewican compete much
better and | am comfortable with that.

Will you be marketing it in similar fashion wheowy say efficacy wise we are
far superior so if you take a new product whicHaisnched by one of your
competitors will you be marketing it even in medhat your efficacy is far

more five times higher or something like that?

We cannot say that we are five times better bubasty we will say that it
comes from Government of India, DRDO and we willdadinitely saying that
we are more potent, no doubt about it. But how ammunicate that is left to
our creative agencies but effect wise, efficacyewdefinitely we will be
communicating, directly or indirectly we need targounicate that.

Just a couple of maintenance questions, liquidsa@ndsols you mentioned is
growing, what is the percentage of sales at the embrand how much have

they grown for this calendar year ?

Liquid from our side we have launched six monthskbaith advertisement

backup. As of now internally we have doubled thie sehen compared to the
same period last time because last time it wadyharty sale that we had done.
Now we are putting our extra efforts. Internallyvibuld have gone double, but

if you see the coil and the liquid as of now we sii at 85 and 15%.Going

Page 18 of 24



Hemant Patel:

Ulhas Kamat:

M oder ator:

S. Ramanathan:

Ulhas Kamat:

S. Ramanathan:

Ulhas Kamat:

Jyothy Laboratories Limited
January 25, 2011
forward our focus will be more on the liquids ahdttis where we are putting
our advertisement money also.

What would be your loss in fabric spa for yead#&te?You expect to close out
this year with how much?

Fabric Spa loss year to date will be about 6-7 €oMay be about another 1
Crores more, but as of now month on month my ctiias of fabric spa and
spend in fabric spa is matching now. So the castifig which was happening
from JLL to fabric spa has almost become negligétsid by March there would
not be many requirement for Bangalore operationd. r8ight close by about 7
Crores, 7.5 Crores as loss by March 31, but fomtioath of March | will be
cash breaking we almost do not need money from téLfund Bangalore

operations.

Our next question is from the line of Sathish Rathaa from Sundaram
Mutual Fund. Please go ahead.

We just wanted to have couple of clarificationse @& on the growth of -15%,
can you just highlight as to is the trend contilguin mosquito repellants for
the month of January because you said that it dhooine to an end in the

quarter, how does it mean for January?

It is -15% for the quarter in volume, but it is Heyou take the entire nine
months and going forward by March 31 | should bk db make it flat or |
might be having a degrowth of 2-3%, not more thneat.t

So, fourth quarter you will have growth?

That is where my entire growth of mosquito coillviié there, mosquito coill
growth is always in the fourth quarter and we nosttls down with our

pipeline stock, stockists have settled down in lpigestock and normal sales
are happening but for the severe winter in Noveralnelr December in northern
states but otherwise other states are taking nmletban what they had taken
in similar period last time, but in Jyothy perspeetour biggest market comes

from the eastern region which is UP, Bihar, Westd#é and part of Orissa and
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that is where our biggest markets are which haweneg up now from the
winter, all the states are still having bits of teinbut otherwise it has opened
up and the trade is opened up and we are supphgmg so answering your
question going forward by March 31 we should besdabldo much more than
what we have done in the last quarter same perodtich | will be able to

bring down my degrowth by about 3-4% points.

Fabric care you mentioned whitener was flat on m@asis, apart from price

hike what other categories have contributed toXb6# growth?
Washing powder and stiff and shine.

What is the reason for if we go to slide #10 if se= the brand spend on Ujala
has been the highest 18 Crores is it just appanigpothe cost that you have
done or is it really that you have spent so mudtirzethe Ujala brand?

We have spent and next year we will be still sgampdbut this much money

will not be there, | tell you that this 18 Croremmprises of brand endorsement
fees what we have paid to Sachin Tendulkar whianig quarterly basis and
we have taken two beautiful creative which youae¢he TV, it is an one-time

investment and we have spent more than 3 Croreseating that too, good

creative with Sachin Tendulkar and that is a ometcost of making a creative
and also giving the endorsement fee which we haeatson the quarter and

next year even though if we spend a similar amauntill be 60% of this

because a one time cost of taking a creative éadir done sir.

Other thing that we wanted to understand is in sepfrabsolute volume growth
how has that been vis-a-vis the value groups canjyst give us the volume
growth?

We have not increased the price of any of the ymbdategory other than
Ujala, the inventality (ph) what you have in pad® #ategory growth what we
have shown other than Ujala everything is volunawgn only and in the case
of Ujala we have increased the price by 16% MRMMIRP but the realization
has gone up by about 12% stage point and in tieatdlume growth what we
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are seeing now is more or less flat but other petedlike washing powder and
stiff and shine has given us the growth.

Detergents, did the division make loss?

We have been in the detergent business for thesitastears and none of the
years we have lost money on detergent and deteageairt | want to reiterate to
all my investor friends that Jyothy Laboratoriesnited is not going in a big

way in detergent market to take on the biggieg, ithaot out core business, we
do not want that to be our core business, we dowmit to be called as
detergent powder manufacturer. We have a wonddaltic care product

called Ujala which is synonymous with wash and veatito leverage that with

equity for detergent powder and Ujala will be piosied as a complete fabric
care umbrella branding we want to create that meansre there in the pre
wash, we are there in the wash, we are there ipasewash and we just want
to be there in all the items of fabric care, songoforward Ujala will be a

mother brand of fabric care solution end-to-enditsah product company and
product range but coming to detergent powders duslevobjective there is

earn money in every town where you sell and dosatlitto get the market

share.

Our next question is from the line of Aniruddhallidrom Anand Rathi. Please
go ahead.

Hi Sir, thanks for the opportunity, just wantedcteeck can you kind of specify
some timelines on the acquisitions as well as tBefuhding which we are
looking at?

If 1 had known | would have announced it when wal Wwe acquiring it.

Unfortunately Jyothy Laboratories Limited we arartgng the acquisition act
for the first time in our life. In the last 26 ysawe have not made any big
acquisitions so everybody learns we are also legrie raised the money to
acquire but before one signs on the dotted lineettage lots and lots of
negotiations happening. Especially because ofahent transaction which has

happened in FMCG space the valuation itself is éabik to by many people as
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to are we selling cheap, or should we ask for m8ceright now it is still in
negotiation stage and | want to bring it to theiceobf all my investor friends
that any company for that matter should have plaopBon always and no
company can have only plan A. If it does not hapgigen we cannot be
keeping quiet. So for inorganic growth we do hapéam B and we also have
internal timeline. Today in the board meeting wergpmore than 2 hours in
deliberating the acquisitions plans what do we duetiver this or that or
something else, so we do have option B, option Cdwdave. But | want to
give the confidence to all the analysts that corgpan very, very cost
conscious. We always pay a fair value but we dowsott to pay a fancy value
and we always see that how much does it cost td e same business and
what are the advantages we have by paying a faakation. So to answer
your question the timeline | am not able to comrhithought it should have
been over by December 31 but for some reason inbafiappened. At this
point in time we are not able to commit the timeliout | can say that it is not
being called off and Plan B also we are lookingang in an appropriate time
we will bring it to the knowledge of everybody.

Regarding the PE funding which you are planningn gou specify some

timeline at least on that?

As far as PE funding is concerned we have moreess Inegotiated and
finalized but nothing is done unless it is donesbareholder’s agreement and
board has approved for us to raise the money anglilMeave to go back to the
board again before we sign on the dotted line améne getting good valuation
at this point in time which we feel is justifiedrfealuation and we intend
raising close to about 100 Crores at may be ab@®526 of the dilution but at
this point in time it is still not signed as a himgl shareholder agreement but
we are talking.

Coming back to Jyothy Laboratories what is for fihé company the volume
growth and price-led growth for the third quarteneell as nine months?

The price increase what we have taken which hadtesl | would say is may

be about 6-7% because we have taken the priceohilgein Ujala and nothing
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else and the balance should be completely volurowitgrfor the entire nine
months.

For third quarter also the numbers?
More or less the same.

Coming back to detergent business whether theeaser in ad spend is

completely attributable to detergent business?

No Sir, we have spent the money on detergent poalde, we have spent the
money on Ujala mother brand also and it is appeetbaccordingly and we are
spending more money on creative or otherwise spgndn the media is

divided between fabric whitener and detergent powlgre or less equal.

On Maxo may be after two to three quarters wherbtsiness will get slightly
settled down, what kind of stable margins you aokihg out on an annualized

basis in that segment?

Those are all dreams come true, at this point reaily worried on this March
quarter, if 1 am able to make about 7-8% net maiginrMaxo | will be
extremely happy, then | can think of going to 1@4ddut if you ask the
category that category has gross margin, it car laagtecent 20% net margin
after spending about 10-12% advertisement, so aateg beautiful, looks very
fantastic and we are working very hard to achiés bumber. | only want my
competitor also to follow that so all of us can maood money and also we
can spend the money on the category so otherwisgilee happy even if we

make 10% net margin on the Maxo category | wilhbepy.

Raw materials, we have seen most of the compamesg raw material
pressure, regarding detergent business or evea bijainess have you seen the
increase in Soda Ash lab prices are increasingposgou see that margins may
be getting impacted even in Q4 unless we take piilas?

As far as Ujala is concerned we are not intereistedking a price hike in this

quarter but otherwise if the trend continues, presgontinues for us in Ujala
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definitely we will take a price hike because thejl e having a dominating
market position and we can always take that detigighout looking in to
anybody else numbers, so that is probably for ttemagement to take a
decision after watching till March 31, if it doestrbreach $100 mark as far as
the crude is concerned then probably we will takg ds a time, otherwise we
will increase by April. But as far as detergent pewis concerned as and when
the competition increases we are also increasmgieshave also increased our
detergent powder in the mid segment we alreadyeassd it by about 3 to 4
rupees a kilo because soda ash has really gon¢hgp @oducts like Maxo and
Exo we always look for the competitors and whery tilerease the price we

also increase.

Ladies and gentlemen, that was the last quedtimould now like to hand the
floor over to Mr. Kamat for closing comments.

Thank you very much and myself and Neetu are albvigiland all of you have
been with Jyothy Laboratories Limited analyzing ®&L quarter-on-quarter.
If more information is required you can always @mitme or Neetu and we
will come to you and explain to you and all | cay $s we are putting our best
efforts to build volume and build profitability angext quarter will be the
testing period for us and we just hope for the hastwe try to deliver the best

from our side. Thank you very much and good night.

Thank you. On behalf of Jyothy Laboratories Liditéhat concludes this
conference call. Thank you all for joining us amiynay now disconnect your
lines.
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