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BHATIA'S

The mobUle one stop shop







Like

Connect with your friend ...
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Problem

Quality Electronic Products
with after-purchase customer
service.

Existing Alternatives

There are regional
players, having minimal
presence, butthey're unable

to provide end-to end solution.

However, there is competition
from large retail giants, butwe
have been easily able to
compete with them.

Major Costs

+ Stock Purchase.
+ Employee Expenses.

Solution

PAN Gujarat presence with
100+ outlets, providing

premium quality Electronic
products of various brands.

Key Metrics

Conversionrate — 98%

Proportion of customers
entering the store and ending
up buying a product.

Unique Value
Proposition

Bhatia Communications &
Retail (India) Limited is
moving up the value chain
increasing outlets with multiple
products.

After Sales customerservice.

First-moveradvantage with
strategically locating new
stores.

High Level Concept

Smart Phones and Electronic
Gadgets are no more
considered a luxury item, they
are necessities foreveryone.

Unfair Advantage

+ Competitive pricing.

+ Customer Service.

+ Wide range of products.

» Strong distribution network
across Surat city

Channels

Direct marketing, social
media, ads along with tie-up
with Financial Channel
Partners is helping the
company reach wider
audience.

Revenue Streams

Diversification of Products:

Company's perennial flow of revenue comes from a wide range of products,
thus making sure that the company is in a good wicket to take advantage of
the blooming industry.

Customer Segments

+ 18+age group.

+ Shiftwitnessed from
lowrange mobile phonesto
premium smart phones.

+ Average range of
smartphones ~Z10,000 -
15,000

Early Adopters

+ The company is updated
with the currenttrend in
handsets and other
electronic devices.

» Strategically opening stores
in locations where no
regional or big retail player
has its presence gaining
first moveradvantage.
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« EURIUSD - 1,35379 - 00:00:00 14 giu (EEST) .

EURLSD (Bid), Ticks, # 300 / 300
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MNet Sales
Otherincome

Total Income

Cost of Goods Sold

Other Expenses

Employee Cost

EBITDA /'

Depreciation

EBITA

Interest
PBT
Tax

PAT . =
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Q42021
4,582.243

495.977

5,073.220

4,316.878
337.566

93.517
330.25%9

17.508
312.751

30.890
281.861

75.657

206.204

Q42022
5,899.477
556.206

6,455.683

5,873.532
243.594

88.096

250.461

28.081
222.380

30.464
191.916
14.210

177.706

2021
17,292.178
1,679.486

18,971.664

17,016.755
839.258

350.867

764.734

100.557

664.227

133.338
530.889
156.397

374.492

2022

23,347.165
1,828.528

25,175.693

22,903.223
944.265

373.272

954.933

115.311

839.622

131.981
707.641
180.377

527.264
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