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CS Chanchal Jaiswal - Company Secretary, Diffusion Engineers Limited

Dear shareholders, Directors, invitees, namaskar and a very good afternoon to one and
all present here. I, Chanchal Jaiswal, Company Secretary and Compliance Officer of
Diffusion Engineers Limited, welcome you all to the 43rd Annual General Meeting of the
Company. The AGM is being conducted through video conferencing as permitted by the
Ministry of Corporate Affairs and Securities and Exchange Board of India, along with
various circulars in compliance with provisions of the Companies Act 2013 and SEBI
Listing Obligation and Disclosure Requirement Regulations 2015.

The company has provided the facility for remote e-voting to all the persons who were
members as on July 10, 2025, being the cut-off date to cast their vote electronically on all
the resolutions set forth in the notice. Remote e-voting was made available from
Saturday, July 19, 2025, at 9 am Indian Standard Time and ended on Monday, July 21,
2025, at 5 pm Indian Standard Time. In order to get maximum participation of
shareholders at the AGM, we have provided the facility for voting electronically at this
meeting. This is a facility by which all the shareholders who have not voted through
remote e-voting will be able to vote.

I request Mr. Prashant Garg, being elected Chairman and Managing Director of the
company, to commence the meeting. Mr. Prashant Garg is also the Chairperson of the Risk
Management Committee and shareholder of the company.

Mr. Prashant Garg - Chairman and Managing Director (CMD), Diffusion Engineers

Limited

Good afternoon, dear members. It gives me great pleasure to extend a warm welcome to
you all to the 43rd Annual General Meeting of Diffusion Engineers Limited. This meeting
is being held through video conference in accordance and various circulars issued by the
Ministry of Corporate Affairs and Securities and Exchange Board of India, and the
company has taken all requisite steps to ensure that the members are able to attend and
vote at this meeting in a seamless manner.

[ would like to especially thank you all for spending your valuable time and joining us
virtually. Before we start the main proceedings of the meeting, I would like to
acknowledge the presence of:

Mrs. Chitra Garg, Non-Executive Director and Shareholder of the company

Dr. Nitin Garg, Non-Executive Director and Shareholder of the company

Mr. Anil Trigunayat, Independent Director

Mr. Sherry Samuel Oommen, Independent Director and Chairman of the Audit and
Stakeholders Relationship Committee

Ms. Deepali Samir Bendre, Independent Director and Chairman of Nomination and
Remuneration Committee and CSR Committee

Mr. Ramesh Kumar N., CEO

Mr. Abhishek Mehta, CFO and Shareholder of the company

Ms. Chanchal Jaiswal, Company Secretary and Compliance Officer and Shareholder
of the company




Apart from the board members and KMPs, we also have key executives and senior
management joining from their respective locations.

We also have with us Mr. Premal Gandhi from PGS Associates, Chartered Accountants,
Statutory Auditors of the company, Mr. Madhav Kawde, Secretarial Auditor of the
company, Mr. Ritesh Mehta from Chitle Mehta and Associates, Chartered Accountants and
Internal Auditors of the company; Mr. Anil Verma from M/s AB Verma and Co., Cost
Accountants, Cost Auditor of the company.

We have the requisite quorums present through video conference to conduct the
proceedings of this meeting. Participation of members through video conference is being
reckoned for the purpose of quorum as per circulars issued by the MCA and Section 103
of the Companies Act, 2013. The quorum being present, I call this meeting to order.

[ now request and authorize Ms. Chanchal Jaiswal, Company Secretary and Compliance
Officer, to provide general instructions to the members regarding participation in this
meeting.

Chanchal Jaiswal, Company Secretary: Thank you, Sir.

The company has taken all feasible efforts to enable members to participate through
video conference and vote at the AGM. Members may note that this annual general
meeting is being held through video conference in accordance with the Companies Act,
2013 and circular issued by the Ministry of Corporate Affairs and SEBI. The register of
directors and KMPs, the register of contracts or arrangements, MOA and AOA have been
made available electronically on the website of the company for inspection by members
during the AGM.

As the AGM is being held through video conference, the facility for appointment of proxies
by members was not applicable, and hence, the proxy register for inspection has not been
made available. The company has received seven requests from members within the due
time as mentioned in the notice of AGM to register themselves as speaker at the meeting,
and we have registered them. The company has provided the facility to cast their votes
electronically on all the resolutions set forth in the notice.

Members who have not cast their vote yet electronically and who are participating in this
meeting will have an opportunity to cast their vote during the meeting through the e-
voting system provided by CDSL. Please note that there will be no voting by show of
hands. Members are requested to refer to the instructions provided in the notice for
seamless participation through video conference.

In case members face any difficulty, they may reach out to the helpline number as
mentioned in the notice of AGM. May I now request, Chairman Sir, to address the
members of the company.

Prashant Garg, CMD : Dear stakeholders, it is an honour to address you as the Chairman
of Diffusion Engineers Limited, a privilege that I really cherish.




Last fiscal year, our team's resilience, dedication and commitment to innovation,
operational excellence and sustainable growth strengthened our foundation, creating
enduring value amidst a dynamic global landscape. We are now poised to embrace India's
economic transformation with a clear vision and unwavering resolve.

A new beginning: We welcome our new shareholders and thank all our investors for their
confidence. Your trust fuels our pursuit of excellence and progress. Our successful listing
on the BSE and NSE on October 4, 2024, was met with enthusiastic investor response,
demonstrating strong market confidence and significantly enhancing our financial
capacity for infrastructure, innovation and strategic expansion.

To give you a broader perspective, in FY25, India's stable democracy and progressive
foreign policy have enabled it to effectively navigate global challenges. The Viksit Bharat
at 2047 roadmap targets a US$5 trillion economy with strong GDP growth and industrial
expansion. Manufacturing's GVA contribution rose to 17% in FY25, supported by
required public infrastructure investments, including our Rs 11.21 lakh crore allocation
in the 2025-26 union budget.

Our core markets, cement, steel, power and engineering, are thriving with capacity
expansions and improved utilisation. India's cement industry is expanding, and the
country is now the world's second-largest steel producer. Government infrastructure
initiatives grew 20.51% to Rs 3.35 billion.

EBITDA increased to 21.12% to Rs 470 million. And PAT (profit after tax) surged 17% to
Rs 360 million, driven by strong demand, timely project execution and market
penetration. EBITDA margins have improved to 14.63% due to favourable product mix,
cost control and reduced expenses.

We are pleased to announce that we have recommended a 15% final dividend and are
establishing an ESOP scheme to align employee interests with long-term value and attract
top talent. With regards to our operational performance, we have maintained an average
utilisation of 35% capacity utilisation. Strategic capital investments strengthened our
production and machine infrastructure, including a new plus-four wireline, advanced
wire drawing machine and facility.

We have upgraded our engineering capabilities with state-of-the-art CNC horizontal
lathes and a 6.5 metre swing vertical lathe machine, expanding our capacity for large and
high precision components. A large CNC horizontal boring machine with x of 8 metres, y
of 3.5 metre and z plus w of 2 metres has also been commissioned recently.

In our notable achievements, we were chosen to be a preferred supply for multiple high-
pressure grinding rollers used in the cement manufacturing by a large or a leading
cement producer, resulting it to be the largest order till date. In the cement sector, we
have completed complex 18.6 metre kiln shed replacement in a short period of just one
month to support our client, who was overcoming a major unplanned breakdown, and it
was a rare feat outside of OEM capabilities in India.




For the steel sector, we supplied over 300 continuous casting roller assemblies for two
leading steel manufacturing steel plants requiring precise manufacturing and machining
capabilities and surface protection to withstand harsh working environments.

About the upcoming opportunities on the horizon, we are proactively identifying
opportunities and innovating and adapting to the dynamic markets for sustainable
growth.

Our forward integration from electrodes to heavy engineering positions us as a
comprehensive one-stop solution provider for our customers. Growing demand for
ready-to-fit solutions is accelerating. Our heavy engineering and wear parts business our
technological expertise delivers durable wear parts, enhancing plant uptime and
reliability.

We are expanding into strategic sectors like Indian railways, defence, nuclear mining, oil
and gas and petrochemical. Having secured a notable order from the heavy vehicle factory
for flux-cored wires, our industrial services, including super- conditioning and critical
repairs, will increasingly contribute to revenue by ensuring operational continuity for
our clients. As regards to our outlook for FY26 and beyond, we are anticipating significant
growth driven by strategic capacity expansion, deeper market penetration and expanded
offerings.

Our future focuses on becoming a more comprehensive solution provider for core
industrial clients. Our plan for FY26 is that our strategy for the coming years is anchored
on aggressive capacity expansion, product leadership and deepened market penetration.
We are committing capital expenditure to nearly double production capacity across all
three key business segments, which are welding consumables, wear parts and heavy
engineering.

New manufacturing complexes at MIDC, B33 plot at Nagpur for electrodes and wire strip
manufacturing and an expanded energy facility for wear parts and heavy engineering will
commence operations in this financial year. Internationally, we have already established
Diffusion Engineers Middle East in Abu Dhabi to expand our global supply and service
footprint. With the plant expected to be operational shortly, our focus remains on
optimizing product and customer mix, driving margin improvement through cost
efficiency.

We anticipate accelerated growth across all three offerings, and our in-house DSIR-
registered and recognized R&D laboratory will continue to spearhead innovation,
developing high-performance application-specific products including advanced grinding
rollers for cement. We are strengthening our distribution network by signing MOUs with
over 50 dealers in India, ensuring extensive coverage and prompt customer engagement.
For sustainability, we are now investing in a 1.1-megawatt capital rooftop solar plant and
energy facility, reaffirming our commitment to energy efficiency and green power.

Wrapping up, our accomplishments are a testament to the unwavering support of all the
stakeholders, which are employees, customers, partners and communities. Your trust is
the foundation of our success, and we remain committed to the highest standards of
corporate responsibility and transparency. [ extend my sincere gratitude to our esteemed




shareholders for your unwavering confidence in our organization. Together, we embark
on a promising new chapter propelled by our collective dedication to excellence and
value creation. Thank you and warm regards.

Chanchal Jaiswal. Company Secretary: Thank you, Sir. The statutory auditors, PGS and
Associates and Secretarial Auditor, Mr. Madhav Kawade, have expressed an unqualified
opinion in their respective audit report for the financial year 2024-25. There were no
qualifications, observations or adverse comments on financial statements and matters
which may have a material bearing on the functioning of the company. The statutory
auditors' report on the standalone financial statement and consolidated financial
statement are available on pages number 112 and 159, respectively of the annual report.

Secretarial audit report is enclosed as Annexure 4 to the Board's report on page number
72 of the annual report. As the notice is already circulated to all the members, with
permission, I take the notice convening the meeting as read. Members may please once
again note that there will be no voting by show of hands.

We now take up the resolutions as set forth in the notice.

1. The first item on the agenda, as per the notice, is to receive, consider and adopt a.) The
audited standalone financial statement of the company for the financial year 2024-25,
including balance sheet as at 31st March 2025, the statement of profit and loss and cash
flow statement for the financial year ended on that date and the report of the board of
directors and auditors thereon. b.) The audited consolidated financial statement of the
company for the financial year 2024-25, including balance sheet as of 31st March 2025,
the statement of profit and loss and cash flow statement for the financial year ended on
that date and the report of auditors thereon as an ordinary resolution.

The company's accounts for the year ended 31st March 2025 along with the directors'
and auditors' report, a letter to the shareholders and the management discussion and
analysis report, have been circulated to you. As there were no qualification observations
or adverse comments on financial statement and the matters which have any material
bearing on the functioning of the company, with permission, I take them as read.

2. The second agenda item as per the notice is to declare a final dividend of Rs. 1.5 that is
Rs. 1.50 per share on equity shares for the financial year ended 31st March 2025, as an
ordinary resolution. The board has recommended a final dividend of Rs. 1.5 per equity
share that is 15% of the face value for the financial year 2024-25.

3. The third agenda item as per the notice is to reappoint the director in place of Mr. Nitin
Garg, who retires by rotation and being eligible, offers himself for reappointment as an
ordinary resolution.

Now, we will consider the Special business:

4. The fourth item on the agenda as per the notice, is ratification of remuneration payable
to the cost auditor for the financial year 2025-26 as an ordinary resolution.




5. The fifth item on the agenda as per the notice is appointment of Mr. Madhav Kawade,
Practicing Company Secretary, as secretarial auditor and fix the yearly remuneration as
an ordinary resolution.

Chairman Sir, seven shareholders have registered themselves as speaker within due time
as mentioned in the notice of AGM. We will unmute the speaker one by one. We will take
questions, comments from all the speakers together and after all the speakers have
spoken, the respective officers of the company will answer.

We have allotted time of one minute to each speaker. Speakers are requested to restrict
their questions, comments to one minute only. [ request the moderator to unmute our
first speaker, Mr. Sarbjit Singh. Moderator, I request you to please unmute.

Moderator: He is not in the meeting.

Chanchal Jaiswal, Company Secretary : Okay. Since Mr. Sarbjit Singh has not joined the
meeting, we will move to the next speaker.

The next speaker is Hardik Jain. I request the moderator to unmute him.
Moderator: Not available.

Chanchal Jaiswal, Company Secretary: Okay. Moving ahead with the next speaker,
Yashvi Kothari. I request the moderator to unmute Yashvi Kothari.

Moderator: Not available.

Chanchal Jaiswal, Company Secretary: Moving ahead with the next speaker, Mr.
Santosh Kumar Saraf. Moderator, is Mr. Santosh Kumar Saraf available?

Santosh Kumar Saraf: Yes, ye hain. Ek minute. Hello. Mein isme transfer kar rha hoon. 1
minute ruk jaiye.

Namaskar.
Prashant Garg, CMD: Namaskar.

Santosh Kumar Saraf: Manniya adhyaksh ji, upasthit nirdeshak mandal ke sadasyagan,
adhikarigan aur karmcharigan, mein Santosh Kumar Saraf ap sabhi ko Ram Ram kehta
hoon. Asha karta hoon ap sab is samay acche swasthya mein honge. Secretary Madam ko
bhi karta lekin Secretary Madam 1 min mein kuch nahi hota aajkal. 7 speakers hain to 2-4
min ka time dijiye. 1 minute to Ram Ram karne mein nikal gye. To iska matlab prashn hi
nahi kar sakte. Iska dhyan rakhiye. Koi bhi company kabhi bhi nahi bolti. Kam se kam 3 mins
to bolti hi hain. 1 minute kabhi bhi nahi bolti hain. Tata Group wale jinke yahan 60 speakers
hote hain wo bhi nahi bolte hain. Theek hai, mere ko maloom hai aap samay denge lekin
apni juban to rakhiye. Aapki juban chali jaati hai 1 minute ko jo apne bola uske liye. Aur
aap acchi hain Chanchal Ji. Asha karta hoon bhavishya mein isi tarah sewa dengi. Aur
speaker number jaroor bhej diya kijiye future mein jis se hamein pata rhe ki ithe number
speaker ke baad mein hamara number hai. Apko maloom hoga abhi meetings ka time chalta




hai. Ek saath 2-3 meetings hoti hai. To speaker number pata rehta hai to us hisab se apna
taiyari kar sakte hain.

Ab mere 2-4 prashn jo hain, jaroor jawab dijiyega. Ek to aapne apni speech mein kafi kuch
bataya. Balance sheet bhi kafi acchi di hai. Usmein bahut kuch aapne vistaar se bataya ki
apke kitne plants hain kitne square feet ya meter hain, aur next 2 plants jo aa rhe hain wo
kitne square feet ya meters mein hain, kab tak complete ho jayenge. To unke baare mein to
poochna nahi lekin jaisa aapko Prashant Ji aadat hai na ki khana khane ke baad log paan
maang hi lete hain, ki paan hai ki nahi hai.To aapne itna detail diya hamko fir bhi aadat se
lachar hain to prashn karenge hi. Nahi karene se pet ko hajam nahi hoga. Atah apse prashn
hai ki apka capex plan kya hai aagami 2-3 saal ka iske baare mein batane ka kasht kariyega,
Sir.

Abhi Gen Al ka zamana hai jaisa apko maloom hai. To ham hamari factories mein Gen Al ka
kis tarah se use kar rhe hain jis se hamare designs acche ho aur hamari capacity bhi badhe.
Ya other technologies kaise use kar rhe hain. Aur Sir, is saal kya naya product apne koi
bazar mein nikala ho kyunki jab tak naya product nahi nikalenge competition badhta
rahega. Iske baare mein bataiyega.

Sir apni 4 plants abhi operation mein hain. 2 aane wale hain. In plants mein aapne
renewable energy ki vyavastha ki hai to bataiyega, jaise rooftop par solar panels lagana
hai. Ya fir jagah hai to wind power lagana hai. Iski agar vyawastha kari hai to bataiyega.
And at present, hamara to total renewable energy ka use hai uska kitna percent hamari use
abhi ho jaati hai? Aur ham anya percent target kab tak poora kar lenge? Ye batane ka kasht
kariyega Sir. Carbon emission hamane last year kitna reduce kiya hai? Aur iske zero carbon
emission ka target kab tak poora kar lenge? Iske baare mein koi khabar ho to zaroor
bataiyega, Sir. ESG aapne agar apni rating karwayi hai to ESG rating kya hai aur uska score
kya hai. Ye ESG rating aajkal ke mamle mein company ka bahut accha rehta hai. Corporate
Governance, chahe social sochiye. Aur apne kafi accha CSR kharcha kiya hai. Kareeban Rs
40 lakh apne CSR kharcha kiya hai. Jisse aapko 1000 beneficiaries hue hain, yani ki per
beneficiary apne Rs 40,000 kharcha kiya hai, shayad. To Sir, Rs 40 lakh mein to aur jyada
beneficiaries ke paas apki reach honi chahiye thi. To aisa plan kariye ki ham maximum to
maximum beneficiaries ko reach kar sakein. 1000 beneficiaries to maan hi nahi sakta. Jis
tarah ki hamari company hai iske baare mein jaroor vichar kariyega, Sir.

Sir geopolitical situation din-b-din kharab chal rhi hai. Kabhi Pakistan ke sath yudhh hota
hai kabhi Russia ka yudh, kabhi Syria ka yuddh chal rha hai. Kabhi Iran ka yuddh. To iske
baare mein hamari company pe impactg kam se kam ho uske liye ham kya kadam
uthayenge. Kya protection liye, ye baare mein bataiyega, Sir. Apne apni balance sheet mein
kaha ki apke 486 employees hain aur 179 workers hain. To mein janna chah rha tha 486
employees mein hamare female employees kitne hain, Sir.

Jaise apka engineering mein kaam hai Sir, to female employees ki sankhya jyada nahi hogi.
Lekin mein apse request karunga, aap young hain, jaise apka secretary Madam hai, usi
tarah female ko agar mauka denge to wo apna hunar dikhayengi, Sir. Aur kahawat hai,
Laxmi ko rakhte hain to Laxmi ghar mein aati hai. To jyada se jyada Laxmi ko mauka dijiye
aur ye sochiyega female kisi mayne mein kamzor nahi hoti hai. Balki gents se jyada




kamyaab hai. Jayda sincere hai. Mein unko gents ko badnaam nahi kar rha hoon. Lekin aap
sochiye females jyada sincere rehti hain. Ye future mein dhyan dijiyega.

Jyada kuch nahi kahunga. 1 min ki jagah 5 min samay le liya. Financial year 2025 aap sabhi
ko shubhkamnayein deta hoon. Aur bhagwan se prarthna karta hoon ki bhagwan financial
year 2025-26 hamari company ke sath sath hamare jitne directors bhai behen hain, jitne
bhi employees hain unke liye healthy, wealthy, and future safety ke sath vyatit hoga, Sir.
Aane wale tyohaar, jo rashtriya tyohaar hainn unke liye bhi, jo apki family ke personal
tyohaar hain unke liye bhi shubhkamnaayein deta hoon. Aur bhagwan se prarthna karta
hoon ki aapki jindagi mein khushiyaan wa samriddhi le ke aayein, Sir.

Sir VC meeting continue rakhiye to aap dil se apni baat kar sakte hain. Agar aap physical
meeting karenge to shayad darshan nahi hoga. Agar majboori mein kabhi apko physical
meeting karni bhi padti hai to hybrid ka option rakhiye taki bahar wale jo 2-4 shareholders
hain unke liye ek option rahe ki wo chahein to apni VC ke through baat kar sakein.

Aur Sir, Madam Chanchal ko kahiyega ki hamein bhi Diwali pe jaroor yaad rakhiye. Jaise
aap apne doston ko yaad rakhte hain hamein bhi ek dost gine. Speaker ko, jo speaker hain
unka dhyan rakhein to accha lagega. Baaki aapki iccha hai. Apke liye zabardasti nahi hai.
Lekin doston mein rahenge to hamein bhi lagega ki is company ne hamein apna family
member maana hai aur ham agle saal apni meeting ka intezaar bhi karenge. Jai Hind. Jai
Bharat. Ram Ram. Moderator ka bhi aabhar prakat karta hoon. Dhanyawad.

Chanchal Jaiswal, Company Secretary: Thank you so much, Sir. I request the moderator
to unmute our 6th speaker, Mr Madhur Gandhi.

Madhur Gandhi: Hello, am I audible?
Chanchal Jaiswal, Company Secretary: Yes, Madhur. You are audible.

Madhur Gandhi: Thank you so much, everyone. I have just a few questions. It will just
take around 40-50 seconds. My first question is- could the company breakdown what
proportion of our revenue this year came from recurring vs project-based clients. Also,
are there any risk concentrations that we should be aware of as a shareholder. My last,
other question is, as our earlier speaker also said, in the recent rapidly changing global
political landscape, trade policy and regulation shift, how is Diffusion Engineers Ltd
prepared to adapt to potential changes in tariff, import-export restrictions or other trade
barriers that could arise from these strained international relations? So, how we as a
company are preparing and we are securing the company, its investors, as well as all the
stakeholders.

That's it. Thank you so much, ma'am.

Chanchal Jaiswal, Company Secretary: Thank you, Mr. Madhur.
[ request the moderator to unmute our sixth speaker, Mr. Manjit Singh.

Moderator: Not available.




Chanchal Jaiswal, Company Secretary: Okay.
Now we move ahead to our last speaker, Mr. Keshav Garg.

Keshav Garg: Hi, Sir. I'm your loyal shareholder from Pune. So I've shared a list of
questions. Apart from that, [ have some other questions. So should I repeat the questions
that I've sent, or should I leave them for the sake of time?

Chanchal Jaiswal, Company Secretary: Yeah, Sir, we are having your questions. We will
address them accordingly.

Keshav Garg: So, [ have some other questions also. So, after the merger of Adore Fontech
and Adore Welding, have we gained any market share? And are Adore Welding and ESAB
our direct competitors? And if so, what percentage of our products overlap? And we have
about five subsidiaries and two ]Vs, but they don't contribute significantly to the
revenues. So, can you please help me understand what is the purpose of these
subsidiaries and JVs? And for a repair and maintenance subsidiary, what is the nature of
work there? And is Evans Electric our direct competitor there? And the IIP was growing
at a very slow pace for the past couple of months at about 2-3%. So, does this mean that
our company is also seeing slow growth? Because generally...

Prashant Garg, CMD: What do you mean? Sorry, Keshavji, what do you mean by I1P?
Keshav Garg: Index of Industrial Production.

Prashant Garg, CMD: Oh, okay, Industrial Production. Okay.

Keshav Garg: So, [ mean, if this grows slowly, does that also mean that our company's
revenues or performance will be slow because most of the revenues are derived from

such sectors? Sir, also, [ would be visiting Nagpur on the 26th of July. It would be great if
you could organize a plant visit for me.

And finally, Sir, I request you to answer, apart from these, all the questions that [ sent
over mail, point by point.

Chanchal Jaiswal, Company Secretary: Okay, Sir. Thank you.

Thank you to all the speakers for your questions and comments. We have noted the
questions and comments of all the speakers. For the convenience of the members of the
company, we have segregated the questions and the respective directors and KMPs will
answer them.

May I now request them to answer the queries

Prashant Garg, CMD: So, we will start with a query of Mr. Santosh Saraf, who had asked
us about our CAPEX plan. So, our immediate CAPEX plan is amounting to approximately
Rs 100 crore, out of which 2 major sites are there where the majority of the expansion or
CAPEX will happen. One is at Nimji, which is where our heavy engineering plant is
there. We have budgeted approximately a CAPEX of Rs 70 crore there. This will be used




to expand our manufacturing space because we are almost run out of space. We are at
very high-capacity utilization. And we are manufacturing large industrial equipment
there for which we have orders, and we are falling short of space. So, one would be to set
up a new space. Second would be to also increase our capabilities with respect to
processing capabilities.

So, we are installing more precise machining capabilities there. And apart from that, it
will also be used for increasing wear plates and wear part manufacturing and wire
manufacturing. So, all of this will be done in Nimji.

The second expansion is going to take place at B33 MIDC, which is a new plot. where we
are planning to invest close to Rs 30 crores, including land. Here we are going to set up,
we are increasing our welding electrode manufacturing capability. We are setting up a 10
ton per day electrode manufacturing plant.

We are also setting up a strip slitting line, which is a key ingredient or raw material for
manufacturing flux-coated wires. Apart from this, there will be a storage space needed
for our traded items and an office space because we are falling short of space for our staff
members. So, this total investment will be close to Rs 30 crore.

As regards to your question on new product development and new technology, so we are
constantly, so our core business is wear protection and solving customers wear problems
and the capacities or the plant sizes in India have increased significantly which is posing
bigger wear problems for our customers and if there are any unplanned breakdowns
because of wear and tear in the equipment, it causes bigger upheaval or bigger production
loss for our customers because the plant sizes have become bigger. Now, as a result, this
always requires us to constantly innovate and keep developing new products. So as |
mentioned in my speech also before, we have a DSIR recognized lab where we are
constantly developing new electrodes, flux-coated wires, wear plates, and a combination
of these three products help us supply newer wear parts for our customers.

Even in heavy engineering, we are constantly making newer parts for our key customers,
and our intention is to do more and more for the same customer base that we have
because we want to leverage on our existing relationships and our past performance.

As regards to solar energy, we currently have a 350-kilowatt rooftop solar plant at N78
and as I mentioned before, we are planning to set up a 1.1-megawatt rooftop solar plant
immediately in our Nimji facility but we will have more space after the expansion for
further rooftop installation. Our total electricity consumption is approximately 3
megawatts.

So after the installation of the 1.1 megawatt, we will be approximately 45-50 percent of
our power will come from solar but going forward, we can further do this investment and
increase our green power as a percentage of total power consumption.

As regards to CSR, our budgets have been increasing constantly because, as you've seen,
our profits have been increasing significantly in the last 4-5 years, and our intention is to
basically work on three or four big initiatives which we will carry on continuously to
increase the impact that we are creating. Some of these initiatives are giving scholarships




to engineering students and I think even if one engineer comes out of this successfully
and becomes an employer, it will magnify the impact that we are creating and because
we are an engineering company, especially mechanical and metallurgical engineering, we
are supporting these initiatives apart from this. So we are doing it in three major areas of
work. One is education, the second is skill development, and the third is sports. So these
are the three areas.

Apart from this, we also do take up initiatives for medical-related issues wherein we
support NGOs and people who need medical help. So, these are the four major areas of
operation, and we are constantly working on these areas to create and increase our
impact. Your point on increasing the number of people on whom the impact can be
created has been well taken, and we will definitely work towards creating a larger impact
on a larger number of people.

Regarding geopolitical issues which have been there since the last 3-4 years, since the
Russia-Ukraine war started and subsequently the Israel-Iran conflict, India-Pakistan
conflict, the most important initiative that we are doing is we are internalizing our
capabilities and we are also localizing our vendor base because that's the most important
issue which gets cropped up if specifically there are new restrictions regarding what you
can import or the tariffs which increases or disrupts the supply chain. So we are
constantly working with Indian suppliers to localize our supply chain so that we are not
as much affected. Even if you see our total import, it's not a significant number, and there
are very few items which are not easily available in India. Only those are getting imported
from outside. So we are further sort of working hard to reduce the dependence on foreign
suppliers.

Regarding your comment on female employees, I will be happy to share that we have two
female board members, which is not common. We have a significant strength in spite of
the fact that we are an engineering company in mechanical and poor industrial offering.
We have a significant number of female employees, and we have people in our leadership
team who are also females. So, we accept and we wholeheartedly agree that it is very good
to have females in the decision-making positions, and not just in decision-making
positions, but even at medium and mid-levels and lower levels, because it helps in
keeping the environment and culture of the organization good. I'm happy to announce
that we were we are a three-time Great Place to Work certified company, and we intend
to keep it this way.

Regarding hybrid meeting, we have taken this into consideration, and we'll get back to
you.

Now questions from Mr. Madhur Gandhi. He mentioned how much of our revenue is
project-based vs recurring. So, the way to answer this question is that almost 90 percent
of our customers are repeat customers, and our biggest customer is not more than
approximately 15 percent of our turnover. So our customer sales or our sales are very
diversified coming from different customers, and we have long-term relationships with
our customers which are sort of renewed sometimes every year or every two years based
on the raw material prices and the manufacturing cost which keeps changing over the
due course of time.




The project-based business is mainly related to heavy engineering business in which 80
percent of our heavy engineering business is project-based and 20 percent is business
which is which we are supplying for or which we are catering to the spares or the spare
part that are needed in the core industrial sector and these spares and spare parts are
also large items and therefore they are basketed in the heavy engineering business. So a
significant portion of our business is repeat customers and repeat business. As regards to
tariffs, I have already mentioned that we are working hard to localize our supply chain
and also have multiple suppliers. Even if certain items cannot be made locally available
then our intention is to increase the supplier base from different geographies of the
world.

So suppose if we were buying something from China, now we are sourcing or identifying
suppliers from Europe and vice versa also, so that we are not dependent on a specific

geography.

Regarding the questions that Mr. Keshav Garg asked in the meeting right now and then
we'll come to the questions that he had sent by email. So, you'd asked about Adore
Fontech and Adore Welding merger, and if ESAB is a competitor to us. Yes, they are our
competitors. We compete directly with them in the welding consumable business. Of
course, our focus is more on special welding consumables and maintenance and repair,
whereas their focus is also in this area but apart from this, mainly on mainstream welding
consumables. So, there's a bit of an overlap but there's also a bit of a segregation in terms
of the market that we are all catering to.

As regards subsidiaries and JVs. So, we have a JV with a UK-based entity called as LSN
Diffusion, which is basically into manufacturing of Nickel, Cobalt and Iron-based alloys.
Now this is a welding consumable in the form of a powder.

In Diffusion in India, we manufacture consumables which are stick electrodes, flux core
wires and brazing consumables which are all in wire or rod form whereas in LSN
Diffusion, these consumables are in the form of powder and this is more advanced
technology which is moving towards more nano and micro levels and in the engineering
space items which are moving towards nano and micro levels are considered to be more
stable and sophisticated. So we did this JV because we think the future is very important,
from securing a good supplier and being present as a partner in a manufacturing firm
which is having the capability to manufacture these materials. LSN Diffusion supplies
globally to North America, South America, Southeast Asia, Far East and Europe. A
significant share of their business comes from the developed world. So, we also thought
that this is a good way to get into those geographies, and it is a totally sort of
complementary to what we are selling in India. So this was the reason why we are doing
this, or we became partners with them, and they have a top line of approximately Rs 300
crores. So it's a significant business, and our share of profit or loss gets contributed into
our books.

As regards our subsidiary. We have a significant subsidiary which is doing quite well in
the Philippines. It is having a good bottom line contribution, and it's like a good example
of what we have done outside of India. We have set up a local service and a light
fabrication capability we have in Philippines to cater to the cement industry in
Philippines and on the similar lines now we are setting up a facility in Abu Dhabi and we




have also set up local companies in Singapore, in Turkey and have people on the ground
working in these areas so that we can cater to the steel, cement and power industry in
Philippines.

As regards your question of industrial production. You know our business is quite
interesting in the way that we are supplying for new greenfield projects as well as for
brownfield expansion and for operational and operation and maintenance of the existing
installed base. So even if in a quarter or six months of the production, industrial output
goes down, it doesn't necessarily immediately affect us and as we speak we have good
order book and we don't see any sort of effect of this temporary reduction in the
industrial output of the production on our run rates or our performance that we are going
to give quarter on quarter basis.

We are happy to host you on 26th July. We will reach out to you for that. There were other
questions that you had sent us. So, I will quickly go through it one by one. So, we will
basket some of the questions so that we address as many as possible.

So, as regards to your question on what the key drivers of growth in top line and bottom
line in FY25 are. The key drivers of growth has come from sales of products like welding
consumables, ware parts and services and even heavy engineering solutions. This has
brought the top line up, and economies of scale and stable raw material prices have
helped us consolidate the bottom line. As the product mix is approved in FY25, the
product mix has remained more or less the same.

What percentage of revenue in FY25 and FY24 came from value added at Custom
Engineering Solutions? So, our services, ware parts and heavy engineering businesses are
all value-added and custom engineering solutions. The welding consumables and the
standard products that we sell are basically made to stock and sold as per the standard
requirements in the industry.

What were the average realizations in FY25 versus FY24 and what percentage of growth
in revenues came purely from better pricing? So we have seen margin expansion of
course and consolidated gross margin FY24 and FY25 were more or less the same 33.25%
in FY24 and 33.22% in FY25 and standalone margins we saw an improvement from
30.93% in FY24 to 31.90% in FY25 and what was the segment and overall volume growth
in FY257? So, this is company confidential data and part of our competitive advantage.
Having said this, we treat our entire business in one segment which is welding
technology.

So, these were questions related to past year revenue. The next set of questions were
related to future outlook. So what's the outlook for FY26 in terms of top line and bottom
line? We generally cannot provide forward-looking numbers, but they will be better than
what we have done historically.

With expected 3x asset turnover, what is the revenue potential of the new capacity being
added in FY26, and what is the expected commissioning timeline for the new
manufacturing units at Nimji and B33 MIDC Hingna? So, we are expecting to finish our
capacity expansion in this financial year, but it will be towards the end of the year. So of
course, we cannot expect to have a 3x asset turnover in this year itself, but of course, there




will be some positive contribution with the new capacity expansion that happens. The 3x
asset turn will take at least a year or a year and a half, probably up to two years, also from
the date of commissioning.

Will we be entering any new product segments with the new capacity? What is the margin
profile expected from the new capacity? Our focus is on wear protection, heavy
engineering and wear parts. So, we are constantly adding our application base in these
areas for new as well as existing clients. We are also entering or increasing our presence
into newer or less utilized or less serviced industries such as mining, oil and gas,
petrochemicals, railways and defence.

What are the plans to scale this over next, so why did the revenue from exports fall in 25
and what are the plans to scale this over the next 3 to 5 years? So overall, historically our
revenue from exports have been generally between 9-11 percent of total sales, and I
would like to bring to notice that we have doubled or more than doubled in the last 4
years. So even though in percentage terms the export remains sort of similar but in
absolute terms the export volumes have increased.

We are already supplying to 30-plus countries and have set up subsidiaries now in the
Middle East, which is UAE and Turkey, and we have got people on the ground in Vietnam
in Saudi Arabia, and we are further increasing our distributor base outside of India. So
definitely sales from exports will increase. So, these were questions related to future
outlook.

Now there are some questions related to profit and revenues. So, what are steady state
EBITDA margins? So last year, EBITDA margin was approximately 14.63% and we are
working hard to further improve this EBITDA margin and with economies of scale, we
think there will be improvement in this. With integration of automation and scale what is
your 3-to-5-year EBITDA margins target? So again, we can't give any forward-looking
statements, but we are working hard to further increase this number, and historically,
you can see that this number has been growing up.

Of course, this is dependent on any volatile or sudden changes in raw materials. If there
are gradual changes in raw material prices, we are able to pass it on to our customers, but
if there's a sudden change, like it happened during the time of the Russia-Ukraine war, it
takes less time to pass it on to our customers. We have to fulfil the contracts that we
already have.

[s the increase cyclical in nature? This is with respect to your question on whether our
13% EBITDA margins sustainable? What have caused our margins to increase from 11%
to 13% from FY23 to FY25 and is the increase cyclical in nature due to better commodity
pricing, and should it revert back to lower levels? I think the increase has happened
because our scale of operations has gone up and our fixed costs have got spread over a
larger number of units and the fixed costs don't go up in the same proportion as our
business volume. So the increase has happened because of that and of course, with more
stable raw material prices, this increase has remained or is sustainable. You've also asked
questions regarding what percentage of input cost is nickel, chromium, steel plates and
ferro alloys, and what percentage of contracts have price passed through, and have we
adopted any commodity hedging for nickel and chromium.




So, we don't as a policy have any hedging policy because most of the time, even if we have
long-term contracts, we have price variation clauses inbuilt into these contracts. So, if
there's an increase or decrease in raw material prices, we can pass it on to the customer.
A significant portion of our raw material or raw material purchase comes from nickel,
chromium and steel plates and ferro alloys. I think it would be fair to say that more than
50-60% is purchased; 70-80% is steel. Around 70-80% of our raw material purchases
pertain to these categories of products that you have written, or you've asked.

What are vertically wise EBITDA margins for welding consumables, ware parts and heavy
engineering? So again, this is company confidential data, and it's an important part of our
competitive advantage. So, we can't share it.

What is the margin profile of Rs 41 crore revenue from job work? Is this a growing focus
area? So of course what is happening is customers are looking for one-stop shop. They
don't want to or their focus is shifting from buying welding consumables and carrying out
the services themselves and they're looking for suppliers who can provide them end-to-
end service solutions so this is definitely increasing for us and as this is a forward
integrated or you know it is a service which requires us to move up the value chain
becoming partners for our customers and not just product suppliers our margin profile
here is much better.

These were questions related to profit and revenue. As far as capacity expansion, I've
already addressed before in our previous answers.

There was one question where you've asked why the segments, we are present in are
growing at five to eight percent per annum, and as per the annual report what gives us
confidence to double our capacities and do we already have order visibility? So, as we
mentioned and we've been mentioning that we are already at average utilizations of
around 80 to 85 percent and you know the customer expectation for shorter lead times
have increased because project lead times are decreasing significantly. So, capacity
expansion is very important so that we are able to deliver faster to our customers. We've
already got some significant orders that we had reported earlier also from the cement
sector for operational maintenance of the existing installed base and as we mentioned
before that we don't cater only to new expansion. A significant portion of our business
comes from the existing installed base and the industrial base that is there in India. So,
we are very confident that the capacity that we are adding will quickly get sort of we will
get busy with that capacity and also especially in the ware parts and the heavy
engineering side there is massive scope of expansion because conventionally, what are
treated as ware parts there's a scope to increase that as well. So the customer is
constantly looking for higher-lasting or longer-lasting parts, and some of these parts are
not yet identified by the customer as a potential solution for them to help them help their
equipment last longer. So, we are constantly bringing more and more ware parts under
our purview. A good example of that has been concast rolls that we supplied last year to
two leading steel plants. We are constantly increasing our product offering and therefore
this capacity expansion to make it busy should not be that much of a challenge.

FY25 capex was Rs 14 crore versus Rs 32 crore in FY24 how much of this was growth
capex versus maintenance capex? So, most of our capex was related to adding of new




equipment and also setting up or expanding a new office space to accommodate more
people in our staff.

What percentage of sales are spot versus order-based? So, all our sales are order-based.
There are no spot sales as such. Everything that we are selling is because we are working
in the industrial B2B space. So, everything has to be supplied only if we have a proper
purchase order or contract from our customer.

So, I will also cover some questions related to R&D and cash flows. Have any new product
categories emerged from your DSRI or approved R&D lab, and how are you monetizing
these innovations? So our three major product categories are welding consumables, ware
parts, ware plates and heavy engineering. There is no new product category that comes
out of it but we are constantly adding new products in the three categories that we
already have. So, we are developing new electrodes, developing new wires and also
developing new ware plates which are helping the customers to increase lifetime of their
equipment, and constantly this is helping us increase our revenue and also a lot of this is
driven by customer requirements as well. So, many times the customers are asking for
import substitution, and they are expecting as they are trying to mitigate the risk related
to supply chain disruption due to geopolitical issues so we are making use of that
macroeconomic environment and working with customers to sell more and more
products made in India.

[ will take some cash flow questions now. Net cash flow from operations dropped from
Rs 36 crore to Rs 8 crore. What were the key drivers of this steep decline? And inventories
rose from Rs 15 crore to 18 crore and what's driving this increase? Are any large dues
concentrated with a few clients? So there has been substantial increase in the debtors due
to increase in sales and inventory and WIP due to higher order book which has resulted
in decrease of operational cash flow due to our business nature where PO to payment
cycle is on an average of 120 days. Our clients are a mix of PSU and other clients and since
the nature of the business also is long term there are some and involves warranties there
are some retention amounts which customers hold up till the warranty period. This is
pertaining to receivables above 3 years which is approximately Rs 1 crore and around Rs
10 crore of receivables which are up to 6 months.

As far as trade payables are concerned so the trade payables over 6 months stand at
roughly around Rs 1.6 crore. As explained earlier our nature of business requires as our
customers have some retention amounts, we also have retention amounts with our
suppliers because of which this amount is shown visible.

[ think if you have left out on any other questions, we will be happy to send you answers
Mr. Garg, specifically but I think we have covered most of the questions here and yes.

Chanchal Jaiswal, Company Secretary: Thank you, Chairman, Sir. Dear shareholders,
thank you for joining the 43rd AGM today and for taking the time to participate in today's
AGM. Members may note that the voting on the CDSL platform will continue to be
available for the next 30 minutes. Therefore, members who have not cast their vote yet
are requested to do so. The board of directors has appointed CS Amit Rajkotia practicing
company secretary as the scrutinizer to supervise the e-voting process. Currently, we are




having 64 members participating in the 43rd AGM. Now I request the Chairman, Sir, to
conclude the meeting.

Prashant Garg, CMD: The formal business before this AGM is now concluded, and I
declare the proceedings as closed. I hereby authorize Ms. Chanchal Jaiswal, the Company
Secretary, to declare the result of voting and place the results on the website of the
company within two working days from the conclusion of this 43rd AGM. The resolutions
as set forth in the notice shall be deemed to be passed today, subject to receipt of the
requisite number of votes.

[ once again thank each one of you attending this AGM today and wish you and your family
members to stay safe and healthy. Thank you very much and have a very good day.




