WIM PLAST LIMITED

TRANSCRIPT OF THE 34TH ANNUAL GENERAL MEETING OF WIM PLAST LIMITED HELD AT 11.00
A.M. IST ON FRIDAY, AUGUST 5, 2022 THROUGH VIDEO CONFERENCING

Darsha Adodra:

A very good morning to all the shareholders at the 34th annual general meeting of your Company. | am
Darsha Adodra, Company Secretary and Compliance Officer of your Company and the moderator for this
meeting.

Your company has great pleasure in extending a warm and cordial welcome to all of you at this AGM,
which is being held through video conferencing and or other audiovisual means in accordance with the
circulars issued by the Ministry of Corporate Affairs and SEBI.

We have the requisite quorum present through video conferencing. Participation of members through
video conference is being recorded for the purpose of the quorum as per the circulars issued by MCA
and SEBI. | called the Meeting to order and hereby start the proceedings.

| extend my warm welcome to the distinguished members of the Board of Directors of the Company. We
have with us physically present

(i) Mr. Pradeep Rathod, CEO Chairman and Managing Director of the company,
(i) Mr. Pankaj Rathod, Joint Managing director,

(iii) Mr. Sumermal Khinvesra, Independent Director and Chairman of the Nomination and Remuneration
Committee,

(iv) Mr. Madhusudan Jangid, Chief Financial Officer.
The other members present on the panel through video conferencing are
(i) Mr. Piyush Chhajed, Independent Director and Chairman of the Audit Committee,

(ii) Mr. Sudhakar Mondkar, Independent Director and Chairman of the Stakeholders Relationship
Committee.

The other members, who will be shortly attending the meeting are —
(i) Ms. Karishma Rathod, Non Executive Director,
(ii) Mr. Gaurav Rathod, Non Executive Director and

(iii) Ms. Rasna Patel, Independent Director.
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| also welcome the partners of the Statutory Auditors, the Internal Auditor, and the Secretarial Auditor
and Scrutinizer of this meeting.

The company has received 3 corporate representations, aggregating 10% of the total voting capital of
the company. As the AGM is being held through video conferencing, the facility for appointment of
proxies at the meeting is not applicable.

Members can inspect the Register of contracts and the Register of Directors and KMP by sending their
request to the company’s official email ID wimplast@celloworld.com.

The company has received requests from few members to register themselves as speakers for this AGM.
Accordingly, the floor will be open for these Members to ask questions and express their views. We will
facilitate this session once the Chairman opens the floor for questions and answers.

Members can also post their views or questions on the “Ask a question” tab on their video conferencing
screens. For the smooth, conduct of the meeting, all the Members will be in mute mode. Audio and
video facility will be enabled for those members who have registered themselves as speaker
shareholders once we announce to commence the question and answer session. While speaking, we
request the Members to use your phones and minimize the voice in the background so that they are
clearly audible. During the meeting, if any member faces any technical issues, they may contact the
helpline number mentioned in the notice of the meeting.

As the chairman speech which forms a part of the annual report is already circulated to the Members,
we take the speech as read.

The annual report for the financial year 2021-22, comprising the notice of AGM, audited financial
statements for the year ended, Board and Auditors report, have been sent through electronic mode to
all the members who have registered their email ID's with the company or their respective depository
participants.

Consequently, | take the notice convening the meeting and Auditors report as read. | would like to
mention that there were no qualifications, observations or adverse comments or any remarks in the
Statutory Auditor’s report and the Secretarial Audit report.

Before we proceed | am pleased to bring to your notice that the Company had provided the facility for
casting the votes electronically for all the resolutions set forth in the notice.

Members who have not cast their vote electronically and who are participating in the meeting will have
an opportunity to cast votes at the end of the meeting. They can click on vote tab on the conference
screen to make use of this facility.

We now take up the resolutions as set forth in the notice following which we will commence with the
questions.

Iltem number 1 on the agenda is Adoption of financial statements for the year ended.
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Number 2 : For declaration of dividend at the rate of X8 per share.

Number 3 : For reappointment of Mr. Gaurav Rathod who retires by rotation.
Number 4 : For reappointment of Statutory Auditors for another term of 5 years.
Number 5 : For approval of remuneration for the Cost Auditor.

Number 6 : For amendment and adoption of new set of Articles as required under the Companies Act,
2013.

And last for appointment of Mr. Pankaj Rathod as Joint Managing Director of the company.

The text of resolutions along with their respective Explanatory Statement is provided in the notice
circulated to the Members.

Now we will announce the name of the speakers. Before we go live with the question and answer, kindly
turn on your video when you are projected on the broadcast screen, unmute yourself and proceed to
ask the question. Please mention your location from where you are joining. To avoid repetition, the
chairman will respond to all the questions at the end.

The first speaker for today is Mr. Anil Parekh.

Devang Mehta:

Mr. Anil Parekh has not yet joined the panel so we can move on to the next speaker, Mr. Hitesh Doshi.
Mr. Hitesh Doshi apparently had joined the panel, but he has left right now, so we move on to the next
speaker, Mr. Keshav Garg.

Keshav Garg: My voice is audible?

Devang Mehta:

Yes Sir, please go on.

Keshav Garg:

Sir thank you very much for providing me this opportunity, Sir, | had a few questions that | have sent
also Sir, but if you could just give us some broad breakup of our revenues of last year that out of them
how much was bubble guard sheet? How much was cooler? How much was dustbins? Sir, like 4-5 years
back Sir when we launched this Kleeno dustbin Sir, you were quite bullish on this product. And Sir, we
were expecting around 150 to 200 crore of revenue per year in a few years time.

But | don't think so Sir, we have been able to reach anywhere near that. Sir, so if you could just give us
some idea that what is ailing the company that? Why are we not able to basically grow our business
since 20187 Sir if you see our revenues into FY18 with 388 crore which have come down to 319 crore.
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And Sir, but if we look at Nilkamal’s, sir only the plastic division, not anything else. Sir their revenue have
increased in the same 4 years from less than 2000 crore to around 2600 crore. Sir although their
profitability is still under pressure, Sir, but they have performed better than us and sir if we compare
Supreme Industries Consumer Products division only. Sir, I'm not talking about the piping or anything
else, only moulded furniture sir they have also performed somehow better than us. Maybe it is say
maybe due to the geography that we are more concentrated in sir that might be a factor.

Sir, may be sir These things are many of these things are not in our hands, Sir, but we have 150 crore of
net cash with us so if you could kindly do a share buyback Sir, the promoter shareholding has also come
from 75% to 63% sir so there has been some reclassifications. Also those exiting promoters so they can
participate in the share buyback instead of selling in the open market.

Sir, so kindly consider that proposal and sir, also Nilkamal has recently ventured into bubble guard sheet
which we which we are doing since past many many years Sir and also now they have ventured in to
steel furniture. So do we have any such plans of sir may be doing something new and Sir also Sir, my
brother in Ranchi he's one of the distributors of Cello coolers. So even though he says company is good,
but somehow, Sir, he says that company doesn't have any focus and so there are no new models and Sir
there are some defects in the products and then there is no service from the company, so the customers
are not happy Sir, that is the plain and frank opinion he gave me.

Sir, so | just wanted to share this with you and Sir, kindly consider NSE listing Sir there is nothing that we
have to do. It is just that it will provide us more visibility and it will be in the interest of all the
shareholders. Sir so kindly consider that and sir also we had some major plans to come out with some
new project which you said few years back that will change the fortune of the company Sir, maybe some
kind of a Large diameter plastic pipe or something? | don't know. Sir so if you could just tell us
something so that what shareholders should expect going forward? Sir because our price to earning
ratio from 50 times it has come down to 10 times and sir, it's a golden opportunity that the share is of a
consumer company is available at One time book value one time network. Sir so if we can buy back and
extinguish some shares from the market so our EPS can increase permanently and all the growth in
future will get divided on a smaller equity base. Sir so kindly consider that and Sir, what percentage of
our sales are coming from online channel? Sir are there any plans to merge some of the unlisted
companies with WimPlast and Sir It really seems that sir the group is doing so well, so there is so much
visibility of cello Products, but Sir, somehow it seems that only a poor wimplast is not doing well. Sir it
seems that there is no focus There is such a tiny part of your large group that maybe not enough time is
being given to this company, Sir, so if something can be done, please do so. Also Sir in the online space,
Sir, if you go if you try to buy moulded furniture sir, and if you go to search Cello chairs so it will take you
to the Cello world. All the Cello products are given over there. Sir basically the person who's trying to
buy just one chair he gets lost in all the products of Cello. Sir I'm just sharing my feedback with you.

Sir, so these were the things and sir lastly, if you could just tell us that for this year, what kind of top line
and bottom line we should expect and going forward, sir you think that we can now grow by 10-15% per
annum and sir will our margins again go back to 20-21% from the From 17% which we did last year as a

Page | 4



house, the general demand outlook? Sir these were some of the questions that | had Sir. Thank you very
much and Best of luck.

Devang Mehta: Thank you Mr. Keshav. Our next speaker for the event is Mr. Hitesh Doshi.

Hitesh Doshi: Hello.

Devang Mehta:

Yeah Mr. Hitesh, please go on.
Hitesh Doshi:

OK, thank you for the opportunity, Sir and our annual report provides much of all the information and
accounts. However, there are few queries for which | want to ask you a few questions so quickly just to
touch upon We have 4 business verticals and we would like to know who are our top 3 competitors in
each of the 4 verticals, namely plastic moulded Furniture, exclusion sheet, Air coolers and industrial and
engineering moulds and also what is our market share and growth strategy in each vertical?

Sir my second question is, since our major raw material is plastic polymers and derivatives of crude oil,
and so what is the outlook that we are seeing in terms of revenue and profitability that we envisage
considering any softening in the crude Prices from here on.

And Sir, my 3rd question is a plastic moulded furniture witness some demand Challenger due to COVID-
19 in last 2 years that we have seen and now since the economy is completely opened up, what can be
the growth in revenue that we can expect going forward? If you can just give us a brief outlook on that
as well, and sir we have also coolers, moulds and dies business where we enjoy a higher margin than our
primary business of plastic, so just wanted to understand from you, how sustainable are these margins
and what essentially could be the factors you know which gives us a higher margin in this segment and
also sir our revenue we have seen as grown pretty well in by 20% in the financial year 21-22, so could
you share with us what was the volume value break up? How much was because of you know, price
increase, the revenue has gone up and how much because of volumes that it has gone up?

And if you can share with us our Capex plan for next 2-3 years, what would be our Capex like? And lastly,
Sir, if you could also help us understand if the kind of royalty arrangement that we have with our group
company. These are all my basic questions sir and | support all the resolutions and wish you all the very
best for your future endeavors. Thank you so much. Thank you.

Devang Mehta: Thank you, Mr. Hitesh. Our next 3 speakers Ms. Lekha Shah, Mr. Mehul Savla, and Mr.
Saket Kapoor are yet to join the panel. So we move on to the next speaker, Mr. Vaibhav Badjatya.

Vaibhav Badjatya:

Hello, am | audible?
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Devang Mehta:

Yes Sir, please go on.

Vaibhav Badjatya:

Yes, good morning and thank you very much for providing me the opportunity to speak at the AGM. So
good morning Sir, | had already sent in my questions via email but | will just repeat those for the benefit
of other shareholders. So would request you to answer all these questions one by one.

So first, can you please explain the rationale before top management changes in recent years? For
example like Mr. Gaurav Rathod has been inducted as non executive director in 2019 and 20 and recent
recently Mr. Pankaj Rathore has appointed as Joint MD. Is this under any family Settlement plan?
Second, company in its annual report set, we have identified some of its weak markets and has planned
to intensify the marketing activity in those markets. Can you please provide more details on these weak
areas of operations? Third, what is the current pricing of Virgin pet and recycled PET? Fourth, why the
company is not thinking to start manufacturing from recycled material in order to compete with the
unorganized players? Fifth, all of our competitors like Nilkamal and Prima has surpassed pre COVID
FY19 and FY20 sales level in FY22. While we have not yet crossed that sales level. This indicates we have
lost market share to them. Can you please explain the reason behind the same? Next, post 2015 there
has been significant investments in new products and capacity expansion. Not only this, but the expense
incurred on the advertisement and marketing discount Commission on sales have also gone up as
percentages of sales from 2016. But still the company has not been able to grow even during pre COVID
period. Can you please talk in detail about the reasons for the same? What is the exact problem that the
company were facing pre COVID? And which was restricting its growth? We have noticed that post FY
2015 whole industry growth in plastic business has slowed down considerably even before COVID period
till FY19 and FY20.

Can you please explain the reason for the overall slowdown in the plastic business industry? What is the
size of the air cooler business in the last year 2022 and what is the margin profile for the same? and last,
what is the proportion of our bubble Guard business in overall revenue and what is the EBITDA and
gross margin profile for the same? Is it higher or lower than the plastic business? So these were my
question, Sir, if you could answer those point by point, thank you.

Devang Mehta: Thank you Mr. Vaibhav. Our next speaker, Mr. Saket Kapoor, has joined the panel. Mr.
Saket?

Saket Kapoor:

Yeah, good morning Sir.

Devang Mehta:

Yeah, please go on.
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Mr. Saket Kapoor:

Yeah, thank you Firstly sir for this opportunity and so sorry for the confusion | was | could not log in at
the page so my apologies. Sir as earlier Garg Sahab has mentioned the points why we won't be
repeating. But Sir, we are in the listed space and today companies are making use of the opportunity to
communicate well to it’s investors. But in our case, pardon me for the same. We tried to communicate
the least with our investors. The only communication in the text form other than the numerical numbers
happen in the form of an annual report.

Sir last year also, and | think so before that also investors have mentioned about this aspect where in
where in the management has has is not communicating well with investors, sir it is not that where you
do good business, when the environment is conducive, when you have much to say, then only you will
speak to your investor.

Sir those investors who have put faith on you, who rely on what the numbers are, who rely on the fact
that this is a good company and have remain invested must be given the opportunity to interact with
you or Sir you must try to communicate to your investors in the form of emails in the form of notes, to
your shareholders, through releases either on quarterly if not possible, then a 6 month basis. Try to give
them the business update. What's your thought process is? What's the business environment is? There
is that there is no there is No, there's no barring on the fact.

Kindly the board and especially Rathod sahab, take note of it. People, if you're investors start losing
interest in your company and start disposing your shares, would that be the right way because sir you
may have the best of your cash in your books, but these are, these are now are not giving any benefit to
investors and we must know the good reason for it. You're not communicating with us is providing us
more circumspection than the one you speaking to us.

Whether the business environment is good whether you are facing trouble headwinds, let us know. We
are also partners in the in the in the growth story or in the story of the company through our equity
participation. So kindly dwell into this fact, try to communicate. Try first begin communication with your
investor Sir. But try to communicate.

[Mr. Saket kapoor spoke the following in Hindi, hence the English Version of it is pasted below along
with the Hindi Version as well.]

English Version — Translated from Hindi to English.

Communication comes later, first you bring this thought in your mind, that we have to talk to our
investors. Whatever is existing, whether new ones come or not, that is a different matter. But fulfil your
responsibility on those who are existing, sir. And what is the reason sir? You don't communicate with
investors, you very clearly said in the last AGM that we have nothing to say and when it is meaningful,
then you will make your presence. This sir takes things in a different way, that is, when the situation is
favourable for you, or when you have some purpose , then you will talk to the investor. Sir this is not
correct. You must contemplate on this and pay attention to the fact that your investor base should get
the right message from your side at the right time. After your results come sir why don't you give any
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business update to your investors? why is it not convenient for you sir, to tell about your business
volume when your numbers are already there in the public domain? Worry about it sir, it is not going
the right way sir now sir. Like Mr. Garg said and also Mr. Keshav said and now | am also saying the same
thing that do you have growth plans? Tell us about it. Last year you said that you are planning
something? And even though there are so many adverse situations in the market, you want to run the
company in a major way, this is a good thing. But it should not be such a major that we do not even
know what is going on? So you pay attention to this, what headwinds are there currently? How is the
raw material basket shaping up? Have you brought any changes in raw material sourcing in this?
Because there is a lot of variation in it. How are you managing your business as well? In the cooler
segment, sir, you have raised this point many times that you were very unlucky in that when your
season came, the problem of covid also came. You even gave an explanation that you are looking into
the export market as well, at the last AGM, if | am correct. What is the expectation on that? Where we
are standing right now?

And lastly, see how can you communicate better with the investors sir. The rest of the things which Mr.
Garg has mentioned, please answer the same in detail and it is very strange that you have not given any
opening remark? If | missed it then | am very sorry for that but madam opened the floor and madam
called all the speakers after that. Perhaps the Chairman did not give any opening commentary, so | also
found it to be very strange. Why did you make this choice? You did not address the shareholders, if you
did then | was late may be sitting in the forum by logging in incorrectly. So kindly correct me there and
categorically mention as to why you didn't give the opening remarks?

And other than that, Sir, | | wish for the well being of the entire family, Sir. Stay healthy sir, take the right
decision, keep your thoughts right and talk to us investors sir, communicate to the investors, if you are
missing this opportunity then this is not setting the right example. Sir,| believe that | am a minority
shareholder, | am not a promoter, nor am | giving direction, | am giving you only a feedback, that too an
honest feedback to you, if it does not hurt your feelings you must pay attention to it Sir, | am saying
this thing again and if you pay attention to this, will you see its aspect in the future , if you and the
company is going in the right direction then this is the right time. You should communicate with your
investors. Other than that you are the boss and you should do whatever way you think is appropriate.

That’s all | had to say. And definitely, | would like to see you face to face, sir. Or hello sir, you must be
able to see me.

Pradeep Rathod:

| am not able to see you.

Saket Kapoor:

Sir please give me a chance to follow up as well. Please tell the moderator so that we get a chance to
follow up and answer our questions. That’s it sir, That’s all from my side. Thank you.
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Hindi Version of Mr. Saket Kapoor

FHRIde dl a1 H 3MTdT 8, Ued af 31U 3 fR d A1S® yeU 1SS H 09 § AIST, 351 &1 gHD! 30
AR I 910 B! 81 SN TR B, 7Y 31Td § b 7161 311d), &t SiehT a1 81 e Sl Tt 8 39 W
1 31U SR TR BT TR | 3R FT HRUT g TR? 3T FAe Y HRh HRI[ADC Ta] B, AT AR
Tolltd & U ¢ fGerRalt &8l o6 §9R U $@ § 6] $gd & faw o g gem aa s
G'Cl'@alﬁfpresenceatlTQﬁlﬁﬁWWﬁHWW@WﬁﬁﬁWW%%W
conducive IR T8 3MTUH] FS HTIHT HIg U I, TF 3T Ia¥ex U d1d Bl | TR I T 91 Tid
Tt 9ol 81 3T 37U df R 74 fofa I 3R 39 919 R 14 SIfoTT &1 ot SMTUhT $-a%ex o9
ID! MUHT TR I 3¢ A 3¢ A W T MG 3D o Refee 3MTd § 3P alg AR 31T
F T8T BIS fIoT 3UST U4 7Y DI &d 82 Hal U AP U AT § IR A faeg
ITegH & SR 7 g & fo7T S9 311U Ufsies SIF H 3% FaR 3T S 87 317 IR 399 fidr Hiforg
WYY ge Y Aie M I d W A3, TR 3T oI T ATgd - Ht g1 H=1d 19 - FeT H off a8t a1a
AT § | T 3T & MY @Y 32 39 997 F I8y | TR SR A0 FHgl o7 3 =11 qafdi g1
THdT 52 W 3 IR g uRFRURTE! headwinds 8 ATde H 319 Teh T HoR d H HU-T &I A
FRAT IR § U 3! 91 o | g¢ T o Ao 161 g1 a1fe¥ o W HIeH &1 75! 3@ ol &1 raha hai? dl
3{T0 39 TR ¢4T <HfOTT, T headwinds & TR Picail? I HAIRTT dRbe $H QU 81 36T 32 ST 3T
3t I AHaa QIRfT o 18 o A 82

Fifp 3T 1w IRTIA I|d1 || f5d UHR I 3119 3 faei~d & +ft B3 AR 3R &2 par Fie A
W YA HTH! Hs TR 3T §1d I U a1 g b 31T Igd D! I8 STH Od 516 SATYHT o AT
I TG PIfas BT e U S| 3T THUIC J even gave an THRUGCIM IS¢ b H 3T TaRUIC
H@%ﬂﬁ%?@'% if T AT on the last AGM. 31 U T TRIUETH €7 Pl U g1 @l ot &'
FRIW?

And lastly, 3T SRIT TR DI SO B HY F-ACH se HY HRIFBRM better o a] ST vl g | TDHT
EIGASIESE Garg sahib ne WW% 3T S answer bhi elaborate kijiye/3tR 1 foar & ddid 3R
g fafem a1d a8 oft h Bt 3o dis siaf fard &t iz ame H 3 miss far @ ot I wk ge
$I & g g #H 7 U foran TR ASH 7 T sab e gaT forg| IORE Ied A MG Bl
MU Rt et & o 3 o ) s € fafE o ot aiom U 3 =iey e auR TS g S R, afe
fpar g Y & dc U1 3R B Tohdl & BRH B Tdd A1 37 B 931 UT| ) HIESl HRae Hae H me
ﬁwwmﬁmﬁmremark/waﬁﬁﬁ?

And other than that, Sir, | | wish for the well being of the entire family, Sir.mwﬁnwaﬁﬁvﬁr
o, faaR Tgt Y SR §H 3R J 91d BT I, 39 B HRIAdbC DI, T T ozt
WWWW@%&&’?WW@EH@@W%W@TWW% | 'Efmino_rity
shareBIGeX § WX, THICR 81 § A1 61 H STRARM ¢ @1 § SUH! H 3! Rith U Biead ¢ @1 g,
W honest/ZHMER BTSS® < I8T § ST TR A 3R U] §E 71 DY 3ATUP TSB! HIa13N 1
3T SRR 3 TR 4T SIfOTT TR H reiterate HR IGT § 39 1 B! 3R 3R 31T 3T WR & <d & 3T
TP TRIUGT (aspect) ST 37T ST 3R 3T 3R 3TY A I T IA R &, 3R AT SRR
T HU 1 Y€ € I I8 Tel T B | 3BT MU 30 FaY I FTdId &R &1 | Other than o€ g,
3TY AT § MU ot SFad 0 H S1dT § 98 I Hiforg | & 9= a1d &) Il IR R ST § | And
definitely ¥ TH TR 31T 3T F FTa& H 1 ST § TR | AT THHR I, 3T Jol <9 TT R 8|
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Pradeep Rathod:

| am not able to see you.

Saket Kapoor:

W B Bidl 9U &1 ff AT ORI AleveR Hifed &1 siferd T &t wial 3U i, 5 ofare & &1 59
W IEAY 3T Wrd 71T T38| I 7|

Devang Mehta: Thank you Mr. Saket. Our next speaker for the event is Mr. Saurabh Jain. Mr. Saurabh?

Saurabh Jain:

Yes, am | audible?

Devang Mehta:

Yeah, yeah Sir, please go on.
Saurabh Jain:

Good morning team. | most of the questions were already answered, asked by the previous speaker. So
Sir just few questions from my side. So, on the cooler segment like people have pointed out, we were
unlucky. We had cases but | think all those things are not sorted. If you can talk about, do you think
cooler segment can become a 50 to 100 crore business for us? What are your thinking now on that
segment? if you can explain that. Then next part is the on the in the last AGM Sir, you had mentioned
that the next 2 years company will be at a different level and now one year has already passed. So do
you think this year there will be a game changer player for us? And what are the steps we are taking to
do that? Sir inventory days has increased over the last 2-3 years versus the average of last 5 years. So is
it a new norm that inventory days will be greater than 200- 220 days? Or do you think this is all just
normal?

Final 2 things sir, One obviously we have lot of cash so sir either it should be used to start new
businesses, put it in the current business or maybe buy back is a very good option given the current
share price. So if you can seriously think on that, because every year we are anyway generating cash so.
We don't require such amount of cash to preserve it.

And finally, Sir, there's lot of private companies with us, so sometimes it feels like the management is
more focused on the private companies. So | think if you can reverse merge them, do some kind of
merging, it will signal to the shareholders of the listed company that the management is focused to
create value for listed shareholders also. These are the things from my side. Thank you.
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Devang Mehta: Thank you Sir. The next 2 speakers, Mr. Abhishek and Mr. Mukesh are not yet available
in the panel so these are all the speakers that we have for the event. | now request the Company
Secretary to take on the proceedings.

Darsha Adodra:

Thank you everyone. We will now begin to answer to the questions. We will also answer the Questions
that were raised in the web chat. And the audio and the questions which were asked just now. | request
the chairman to answer to the shareholder queries and hand over the mic to him.

Pradeep Rathod:

Yeah, well, | would like to first give speaker Mr. Keshav Garg. The folk wants to know what is the outlook
for the current term on top line, bottom line. | think so and similar questions which had come, then why
didn't we grow from 19-20 level till last year also? There was some covid effects. The polymer pricing
was in a very bad state. And that's why we were under pressure of margin also. So we did not try to
grow faster than what we grew this year | think so the polymer pricing is coming to a good level now |
think so this year should be really good for the company. | think that we should scale up our top line,
much better in this year.

Second major question which is there from all most of the speakers. What are we doing to do with the
cash balance? Net cash balance? What we have. In 2 years was as COVID was there we could not even
think of channelizing this money to a new business and all. We want to first rectify where we are and
how we can grow on this business properly. The money in any case will be there. Have to be utilized for
business, but the markets are establishing Post COVIDalso the polymer and the supply chain system of
everything went haywire. So at that time, thinking on line, which was 2 years back 3 years back would
have changed now, so we definitely have to grow this business and even start a business which where
we can utilize this capital and which can give us good earnings. So this | would think that it will take a
couple of quarters for us to think on what line we should concentrate in future.

Segment wise revenue like for cooler and this is less than 10%, cooler is 10% cooler. Definitely there are
various reasons, not only one reason that cooler did not do good. | think so, because the market is very
seasonal. Fine, this 2 years covid is one of the, one of the reasons, but definitely we did not do good in
cooler.

There would be various reasons, we are also finding out, but we will establish this product again very
well in the market in the coming years you will see a good result from the cooler because the product
we know the product, we know to manufacture. On sale system at all something we will have to work in
a different way to grow this business. And it is a scalable business also. So as coolers, if you have seen it
can scale this company 's top line to a very extensive growth.

And Mr. Vaibhav had asked, one person, is this a family settlement or? no, because we are a very small
family in our working members. So my brother Pankaj, me and my son those who are working members
in the group and we wanted everybody knows a little bit of that business. So that's why we are trying to
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get them Pankaj also on the board Pankaj, Gaurav also on the board, Pankaj was there in Joint Managing
Director. Because to take up new things together also we can have discussion when we know all about
the business. That's the main purpose of doing this.Though company doesn't use PET raw material, one
of the question. Mr. Vaibhav, is, but PET is still at a very good higher level Polymer compared to all the
other polymers which have corrected in the last couple of months.So as a company or as a Brand or as a
management, we would definitely not like to go into recycle plastic furniture. Because it can be short
term, we might achieve something, but for longer periods the brand gets distorted and you cannot
sustain over because price market will be always price market. If you want to lower the price and by
doing a mixing of seconds you will definitely lose in the longer term.

So the other competitors reaching Pre COVID level 19-20 Sales and why Wimplast could not perform so?
The main reason is it is not 100% the same because the verticals are different in Nilkamal and even in
the Prima, so what 2 companies have indicated. The furniture market from not 15 but after 17 when the
GST was applicable in 17, the furniture market took a big hit and that time even for all the companies,
not even for our companybut even the other competitors who are there they took because there was a
28% GST applicable and which was there for 6 to 9 months and then it was corrected to 18% at that time
all the furniture manufacturers branded got a very big hit . Because the difference of out of the book
sales, what these small players used to do in in the regional areas effected and they got an entry. To
correct that it is really taking a lot of time and somewhere we are not able to correct also.

So the entry has been there and the difference was so high and further the difference became too big,
so they got a lot of entry and once you get an entry you have the sales, you are started making money,
you try to grow.So that competitors who are were there as a small competitor as very small, became a
little larger, who took the market share of all the branded companies, so if.

Mr. Hitesh Doshi’s one question on the royalty, is the 1% royalty which is paid to the Cello Plastic
industrial works which is, owns the brand. So Capex for next 2-3 years is not thought 100% but the
capacity what we have in moulded furniture even in our dustbin’s what we made Kleeno, it's quite
much so for next 2 or 3 years on this business if we grow at 20-30% CAGR also on furniture we would
not need much bigger capex because we are already working maybe at 55 to 60% capacity on moulded
furniture and moulded item. On bubble guard we are utilizing around 75 to 80% of the capacity. Bubble
guard, though it is growing, it is not growing extensively very fast because that category is mostly used
for steel packaging and all moderating with tile protectors and all. There are some other products
which have also come which are of lower pricing than the Bubble Guard, but that business we want to
keep and the margins are pretty good, so we would not like to unnecessary scale that sale and distort
our pricing or earnings on that.

So it's doing reasonably good, so the major growth would come from cooler and furniture. That's what
we want. We want to establish and then move on to some other business. Whereby we can
substantially participate into that category wherever we are thinking of entering. So couple of quarters,
definitely we will give you the review on that. What are we looking at.
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One Mr. Saket, sorry that you had problem that we could not communicate. We will definitely take that.
Yeah, how more and how we can communicate on all the things. There was never that then we didn't
want to communicate. And if there were some mails also and questions because then definitely we
would answer to that. If you need any specific thing how the company is doing where. Personally
because | think so. How many shareholders are interested? | really do not know and your interest is
good enough.We will also have when we answer your questions definitely. We'll also get insight where
we are missing something and there are some questions, like other expenses and all. They are all linked
to transportation and so there were, it's a mix. Why we have other expenses? Because the company is
really monitoring on all expenses in a proper way. So individually | do not know how we can restrict the
other expenses because it's linked to too many fields in that. So if the pricing of diesel and everything is
higher, the freight goes higher, which is in part of the other expenses.

One with the because in the last 3 years AGM was virtual we could not help because traveling was not
possible, so we would definitely not like to have this kind of AGM when in future we would definitely
have where we also would like to meet the investors and shareholders in person.

This is for the time being that we had to do. In future, definitely we would not like to have the virtual.
Any other question | don't know I've missed on anything and if you would like to still there and if you
would like to ask any specific question please.

Darsha Adodra:

Thank you sir. | think most of the questions were answered by the chairman. Still, if the shareholders
have any query, they can write to us. Moving further members may note that the voting on the Link
Intime platform will continue to be available for the next 15 minutes after the conclusion of the
meeting.

Therefore, members who have not cast their vote are requested to do so. The company has appointed
Mr. Hemant Shetye, partner of M/s. HSPN & Associates LLP as the Scrutinizer for the meeting to
scrutinize the entire e-voting process in a fair and transparent manner.

The results of the E voting along with the consolidated Scrutinizer’s report will be declared within 2
working days from the conclusion of this meeting and the same shall be placed on the website of the
company and the websites of the Stock Exchange, BSE and Link In Time India.

| thank all the shareholders, authorized representatives and auditors for being present in the meeting. |
also thank the scrutinizer. | request the chairman to propose a vote of thanks.

Pradeep Rathod:

| thank everyone for the kind support and cooperation extended during the meeting. As we have dealt
with all the items of the agenda, | declare the meeting has concluded. Thank you.
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