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Whirlpool‌ ‌India‌ ‌Limited‌ ‌ 

TRANSCRIPT‌‌OF‌‌THE‌‌60‌TH‌ ‌ANNUAL‌‌GENERAL‌‌MEETING‌‌OF‌‌THE‌‌COMPANY‌‌HELD‌‌ON‌‌                       
TUESDAY,‌ ‌17‌TH‌‌ ‌AUGUST,‌ ‌2021‌ ‌AT‌ ‌11:00‌ ‌AM‌ ‌THROUGH‌ ‌VIDEO‌ ‌CONFERENCE‌ ‌ 

Roopali‌ ‌Singh:‌ Good‌ ‌morning‌ ‌dear‌ ‌members,‌ ‌very‌ ‌warm‌ ‌welcome‌ ‌to‌ ‌the‌ ‌60‌th‌ ‌                   

Annual‌ ‌General‌ ‌Meeting‌ ‌of‌ ‌Whirlpool‌ ‌of‌ ‌India‌ ‌Limited.‌ ‌The‌‌                 

requisite‌ ‌quorum‌ ‌is‌ ‌present‌ ‌and‌ ‌I‌ ‌would‌ ‌now‌ ‌request‌ ‌our‌‌                   

Chairman,‌ ‌Arvind‌ ‌Uppal‌ ‌who‌ ‌is‌ ‌joining‌ ‌from‌ ‌his‌ ‌residence‌ ‌in‌‌                   

Gurugram.‌ ‌Sir,‌ ‌please‌ ‌call‌ ‌the‌ ‌meeting‌ ‌to‌ ‌order.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Roopali.‌‌Esteemed‌‌shareholders,‌‌my‌‌colleagues‌‌on‌‌the‌‌                 

Board,‌ ‌distinguished‌ ‌ladies‌‌and‌‌gentlemen,‌‌a‌‌very‌‌warm‌‌welcome‌‌                 

and‌‌good‌‌morning‌‌to‌‌all‌‌of‌‌you.‌‌We‌‌hope‌‌you‌‌and‌‌your‌‌families‌‌are‌‌                           

healthy‌ ‌and‌ ‌safe.‌ ‌On‌ ‌behalf‌ ‌of‌ ‌the‌ ‌board‌ ‌members‌ ‌and‌ ‌the‌‌                     

Whirlpool‌ ‌team,‌ ‌I‌ ‌would‌ ‌like‌ ‌to‌ ‌welcome‌ ‌you‌ ‌to‌ ‌the‌ ‌60th‌ ‌annual‌‌                       

general‌ ‌meeting‌ ‌of‌ ‌your‌ ‌company.‌ ‌Thank‌ ‌you‌ ‌for‌ ‌your‌ ‌presence‌‌                   

here‌ ‌today‌ ‌and‌ ‌for‌ ‌your‌ ‌continued‌ ‌support‌ ‌and‌ ‌goodwill‌ ‌that‌ ‌is‌‌                     

critical‌‌to‌‌the‌‌success‌‌of‌‌your‌‌company.‌‌As‌‌the‌‌requisite‌‌quorum‌‌is‌‌                       

present,‌ ‌I‌ ‌hereby‌ ‌call‌ ‌the‌ ‌meeting‌ ‌to‌ ‌order.‌ ‌Without‌ ‌any‌ ‌further‌‌                     

delay,‌ ‌let‌ ‌me‌‌have‌‌the‌‌privilege‌‌to‌‌call‌‌upon‌‌my‌‌colleagues‌‌on‌‌the‌‌                         

Board‌ ‌who‌ ‌have‌ ‌joined‌ ‌the‌ ‌AGM‌ ‌through‌ ‌video‌ ‌conferencing‌ ‌to‌‌                   

introduce‌ ‌themselves.‌ ‌Starting‌ ‌with‌ ‌Executive‌ ‌Director,‌ ‌Mr.‌‌Vishal‌‌               

Bhola.‌ ‌ 

Vishal‌ ‌Bhola:‌ Good‌ ‌morning‌ ‌everybody.‌ ‌I‌ ‌am‌ ‌Vishal‌ ‌Bhola,‌ ‌I‌ ‌am‌ ‌the‌ ‌Managing‌‌                     

Director‌ ‌of‌ ‌the‌ ‌Company‌ ‌and‌ ‌I‌ ‌am‌ ‌joining‌ ‌from‌ ‌our‌ ‌corporate‌‌                     

office‌ ‌in‌ ‌Gurugram.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Vishal,‌ ‌Mr.‌ ‌Reddy.‌ ‌ 

Narayana‌ ‌Reddy:‌ Good‌ ‌morning‌ ‌everybody.‌ ‌I‌ ‌am‌ ‌Narayana‌ ‌Reddy,‌ ‌Executive‌‌               

Director‌ ‌of‌ ‌the‌ ‌Whirlpool‌ ‌of‌ ‌India‌ ‌and‌ ‌I‌ ‌am‌ ‌attending‌ ‌the‌ ‌AGM‌‌                       

from‌ ‌the‌ ‌corporate‌ ‌office‌ ‌at‌ ‌Gurugram.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Reddy,‌ ‌Mr.‌ ‌Anil‌ ‌Berera.‌ ‌ 
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Anil‌ ‌Berera:‌ Good‌ ‌morning‌‌everyone.‌‌I‌‌am‌‌Anil‌‌Berera,‌‌Non-Executive‌‌Director‌‌                 

of‌ ‌the‌ ‌Company.‌ ‌I‌ ‌am‌ ‌joining‌ ‌this‌ ‌meeting‌ ‌from‌ ‌my‌ ‌residence‌ ‌in‌‌                       

Gurugram.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Anil.‌ ‌Mr.‌ ‌Pradeep‌ ‌Banerjee.‌ ‌ 

Pradeep‌ ‌Banerjee:‌ I‌‌am‌‌Pradeep‌‌Banerjee,‌‌Independent‌‌Director‌‌and‌‌Chairman‌‌of‌‌the‌‌                   

Nomination‌ ‌and‌ ‌Remuneration‌ ‌Committee.‌ ‌I‌ ‌am‌ ‌joining‌ ‌this‌‌               

meeting‌ ‌from‌ ‌our‌ ‌office‌ ‌in‌ ‌Punjab.‌ ‌Thank‌ ‌you‌ ‌Arvind.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Pradeep.‌ ‌Mr.‌ ‌Rahul‌ ‌Bhatnagar.‌ ‌ 

Rahul‌ ‌Bhatnagar:‌ Good‌ ‌morning‌ ‌everybody.‌ ‌I‌ ‌am‌ ‌Rahul‌ ‌Bhatnagar,‌ ‌Independent‌‌               

Director‌‌and‌‌Chairman‌‌of‌‌the‌‌Audit‌‌Committee,‌‌now‌‌attending‌‌this‌‌                   

meeting‌ ‌from‌ ‌my‌ ‌residence‌ ‌in‌ ‌Noida.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Rahul.‌ ‌Mrs.‌ ‌Sonu‌ ‌Bhasin.‌ ‌ 

Sonu‌ ‌Bhasin:‌ Thank‌ ‌you‌ ‌Chairman.‌‌Good‌‌morning‌‌everyone.‌‌I‌‌am‌‌Sonu‌‌Bhasin,‌‌                   

Independent‌ ‌Director,‌ ‌joining‌‌this‌‌meeting‌‌from‌‌my‌‌home‌‌in‌‌New‌‌                   

Delhi.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Directors.‌ ‌Apart‌ ‌from‌ ‌the‌ ‌Directors,‌‌we‌‌also‌‌have‌‌with‌‌                     

us,‌ ‌Mr.‌ ‌Aditya‌ ‌Jain,‌‌our‌‌Chief‌‌Financial‌‌Officer;‌‌Mrs.‌‌Roopali‌‌Singh,‌‌                     

Company‌ ‌Secretary;‌ ‌Mr.‌ ‌Manish‌ ‌Bathija,‌ ‌Partner,‌ ‌MSKA‌ ‌&‌‌               

Associates‌ ‌representing‌ ‌the‌ ‌Statutory‌ ‌Auditor‌ ‌and‌ ‌Mr.‌ ‌N.‌ ‌C.‌‌                 

Khanna,‌ ‌the‌ ‌Secretarial‌ ‌Auditors‌‌of‌‌the‌‌Company.‌‌I‌‌now‌‌call‌‌upon‌‌                     

Roopali‌ ‌to‌ ‌brief‌ ‌the‌ ‌shareholders‌ ‌on‌ ‌the‌ ‌meeting‌ ‌formality.‌ ‌ 

Roopali‌ ‌Singh:‌ Thank‌‌you‌‌Chairman.‌‌I‌‌would‌‌now‌‌like‌‌to‌‌mention‌‌some‌‌of‌‌the‌‌key‌‌                         

points‌‌regarding‌‌participation‌‌in‌‌the‌‌annual‌‌general‌‌meeting‌‌being‌                 

held‌ ‌through‌ ‌video‌ ‌conferencing‌ ‌facility‌ ‌and‌ ‌other‌ ‌audio‌ ‌video‌‌                 

means.‌‌The‌‌instructions‌‌for‌‌joining‌‌the‌‌AGM‌‌as‌‌well‌‌as‌‌for‌‌e-voting‌‌                       

during‌‌the‌‌AGM‌‌have‌‌been‌‌mentioned‌‌in‌‌the‌‌notice‌‌which‌‌was‌‌sent‌‌                       

electronically‌ ‌to‌ ‌all‌ ‌the‌ ‌shareholders‌ ‌on‌ ‌21st‌ ‌of‌ ‌July‌ ‌2021.‌ ‌The‌‌                     

same‌ ‌is‌ ‌also‌ ‌available‌ ‌on‌ ‌the‌ ‌company's‌ ‌website.‌ ‌Since‌ ‌the‌‌                   
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meeting‌ ‌is‌ ‌being‌ ‌held‌ ‌through‌ ‌video‌ ‌conferencing,‌ ‌the‌ ‌facility‌‌for‌‌                   

appointing‌ ‌proxies‌ ‌has‌ ‌been‌ ‌dispensed‌ ‌away‌ ‌with.‌‌ ‌  

The‌ ‌shareholders‌ ‌have‌ ‌three‌ ‌modes‌ ‌by‌ ‌which‌ ‌they‌ ‌could‌ ‌ask‌‌                   

questions‌ ‌and‌ ‌participate‌ ‌in‌ ‌this‌ ‌meeting.‌ ‌Firstly,‌ ‌shareholders‌‌               

could‌ ‌have‌ ‌registered‌ ‌themselves‌ ‌as‌ ‌speaker‌ ‌shareholder‌ ‌by‌‌               

following‌‌the‌‌process‌‌which‌‌was‌‌set‌‌out‌‌in‌‌the‌‌notice‌‌following‌‌the‌‌                       

annual‌‌general‌‌meeting.‌‌Secondly,‌‌the‌‌shareholders‌‌can‌‌send‌‌their‌‌                 

question‌ ‌by‌‌email‌‌to‌‌the‌‌designated‌‌email‌‌ID‌‌of‌‌the‌‌company‌‌and‌‌                       

thirdly,‌ ‌shareholders‌ ‌who‌ ‌have‌ ‌neither‌ ‌registered‌ ‌themselves‌ ‌as‌‌               

speaker‌ ‌shareholders,‌ ‌nor‌ ‌have‌ ‌send‌ ‌email‌ ‌can‌ ‌still‌ ‌post‌ ‌their‌‌                   

questions‌ ‌in‌ ‌the‌ ‌communicate‌ ‌tab‌ ‌which‌ ‌is‌ ‌available‌ ‌on‌ ‌the‌‌                   

left-hand‌ ‌side‌ ‌corner‌ ‌of‌ ‌the‌ ‌screen‌ ‌of‌ ‌shareholders.‌ ‌ 

To‌‌ensure‌‌smooth‌‌conduct‌‌of‌‌the‌‌meeting,‌‌the‌‌members‌‌will‌‌be‌‌on‌‌                       

mute‌‌mode.‌‌Once‌‌the‌‌Q&A‌‌session‌‌starts,‌‌the‌‌name‌‌of‌‌the‌‌speaker‌‌                       

shareholders‌ ‌will‌ ‌be‌ ‌announced‌ ‌by‌ ‌the‌ ‌operator.‌ ‌The‌ ‌speaker‌‌                 

shareholders‌ ‌are‌ ‌requested‌ ‌to‌ ‌unmute‌ ‌themselves‌ ‌and‌ ‌unmute‌‌               

their‌‌camera‌‌as‌‌well‌‌and‌‌speak.‌‌The‌‌operator‌‌from‌‌here‌‌will‌‌as‌‌well‌‌                         

unmute‌ ‌them‌ ‌and‌ ‌switch‌ ‌on‌ ‌their‌ ‌camera.‌ ‌If‌ ‌any‌ ‌speaker‌‌                   

shareholder‌ ‌is‌ ‌unable‌ ‌to‌ ‌turn‌ ‌on‌ ‌the‌ ‌camera,‌ ‌he‌ ‌or‌ ‌she‌ ‌can‌ ‌also‌‌                         

ask‌‌the‌‌question‌‌by‌‌audio‌‌mode.‌‌For‌‌clarity‌‌of‌‌question‌‌and‌‌better‌‌                       

audio‌ ‌video‌ ‌experience,‌ ‌the‌ ‌speaker‌ ‌shareholders‌ ‌are‌ ‌requested‌‌               

to‌ ‌ensure‌ ‌that‌ ‌while‌ ‌asking‌ ‌their‌ ‌questions,‌ ‌‌they‌ ‌use‌ ‌their‌‌                   

headphone‌ ‌and‌ ‌proper‌ ‌lighting,‌ ‌there‌ ‌is‌ ‌minimum‌ ‌background‌‌               

noise.‌ ‌Internet‌ ‌connection‌ ‌is‌ ‌not‌‌being‌‌used‌‌by‌‌any‌‌other‌‌devices‌‌                     

and‌ ‌no‌ ‌background‌ ‌applications‌ ‌which‌ ‌are‌ ‌running‌‌on‌‌the‌‌device‌‌                   

which‌ ‌is‌ ‌being‌ ‌used‌ ‌by‌ ‌the‌ ‌speaker‌ ‌shareholder.‌ ‌ 

In‌ ‌the‌ ‌interest‌ ‌of‌ ‌time,‌ ‌we‌ ‌sincerely‌ ‌request‌ ‌our‌ ‌speaker‌‌                   

shareholder‌‌to‌‌please‌‌keep‌‌their‌‌questions‌‌precise‌‌and‌‌limit‌‌this‌‌to‌‌                     

a‌‌maximum‌‌of‌‌3‌‌minutes.‌‌In‌‌case,‌‌any‌‌of‌‌the‌‌speaker‌‌shareholder‌‌                       

face‌‌any‌‌connectivity‌‌issues,‌‌then‌‌we‌‌will‌‌move‌‌to‌‌the‌‌next‌‌speaker‌‌                       

shareholder‌ ‌and‌ ‌our‌ ‌support‌ ‌team‌ ‌will‌ ‌be‌ ‌in‌ ‌touch‌ ‌with‌ ‌the‌‌                     

speaker‌ ‌shareholder‌ ‌for‌ ‌the‌ ‌resolution.‌ ‌If‌ ‌the‌ ‌connectivity‌ ‌is‌‌                 
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restored,‌ ‌then‌ ‌the‌‌speaker‌‌shareholder‌‌will‌‌be‌‌called‌‌again‌‌to‌‌ask‌‌                     

his/her‌ ‌question.‌ ‌In‌ ‌case,‌ ‌any‌ ‌non-speaker‌ ‌shareholder‌ ‌is‌ ‌unable‌‌                 

to‌ ‌log‌ ‌in‌ ‌or‌‌faces‌‌any‌‌technical‌‌issue,‌‌they‌‌are‌‌requested‌‌to‌‌reach‌‌                         

out‌‌to‌‌the‌‌helpline‌‌number‌‌which‌‌is‌‌mentioned‌‌in‌‌the‌‌notice‌‌of‌‌the‌‌                         

annual‌ ‌general‌ ‌meeting.‌ ‌ 

Further,‌‌the‌‌live‌‌proceedings‌‌of‌‌the‌‌AGM‌‌are‌‌also‌‌available‌‌on‌‌the‌‌                       

company's‌ ‌website‌ ‌and‌ ‌members‌ ‌can‌ ‌view‌ ‌the‌ ‌live‌ ‌webcast‌ ‌by‌‌                   

clicking‌ ‌on‌ ‌that‌ ‌link.‌ ‌During‌ ‌the‌ ‌AGM,‌ ‌the‌ ‌mandatory‌ ‌statutory‌‌                   

registers‌ ‌as‌ ‌required‌‌under‌‌the‌‌Companies‌‌Act‌‌2013‌‌are‌‌available‌‌                   

for‌ ‌inspection‌ ‌for‌ ‌members.‌ ‌Members,‌ ‌please‌ ‌note‌ ‌that‌ ‌these‌‌                 

proceedings‌‌are‌‌being‌‌recorded.‌‌I‌‌would‌‌now‌‌hand‌‌it‌‌over‌‌back‌‌to‌‌                       

our‌ ‌Chairman‌ ‌to‌ ‌address‌ ‌the‌ ‌members.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Roopali.‌ ‌Dear‌ ‌shareholders,‌ ‌it‌‌gives‌‌me‌‌great‌‌pleasure‌‌                   

to‌ ‌welcome‌ ‌you‌ ‌to‌ ‌the‌ ‌60th‌ ‌annual‌ ‌general‌‌meeting‌‌of‌‌Whirlpool‌‌                     

of‌ ‌India‌ ‌Limited.‌ ‌Once‌ ‌again,‌ ‌we‌ ‌are‌ ‌unable‌ ‌to‌ ‌meet‌ ‌with‌ ‌you‌ ‌in‌                         

person,‌ ‌missing‌ ‌the‌ ‌warmth‌ ‌of‌ ‌a‌ ‌face-to-face‌ ‌interaction,‌ ‌but‌ ‌we‌‌                   

believe‌ ‌it‌ ‌is‌ ‌a‌ ‌progressive‌ ‌step‌ ‌to‌ ‌host‌ ‌the‌ ‌AGM‌ ‌virtually‌ ‌as‌ ‌it‌‌                         

enables‌ ‌our‌ ‌shareholders‌ ‌to‌ ‌participate‌ ‌from‌ ‌the‌ ‌safety‌ ‌of‌ ‌their‌‌                   

homes.‌‌An‌‌unforeseen‌‌crisis‌‌of‌‌this‌‌magnitude‌‌does‌‌not‌‌come‌‌with‌‌                     

a‌ ‌readymade‌ ‌manner‌ ‌and‌ ‌this‌ ‌is‌ ‌the‌ ‌test‌ ‌of‌ ‌the‌ ‌character‌ ‌of‌ ‌an‌‌                         

organization.‌ ‌We‌ ‌are‌ ‌tremendously‌ ‌proud‌ ‌of‌ ‌how‌ ‌your‌‌               

organization‌‌leaders‌‌and‌‌colleagues‌‌across‌‌levels‌‌came‌‌together‌‌to‌‌                 

fight.‌‌The‌‌health‌‌and‌‌safety‌‌of‌‌our‌‌employees‌‌were‌‌our‌‌top‌‌priority‌‌                       

and‌ ‌thus‌ ‌we‌ ‌worked‌ ‌tirelessly‌‌to‌‌turn‌‌our‌‌operation‌‌into‌‌a‌‌COVID‌‌                       

safe‌ ‌operation‌ ‌in‌ ‌a‌ ‌matter‌ ‌of‌ ‌days.‌ ‌Your‌ ‌company's‌ ‌factories‌‌                   

continue‌‌to‌‌operate‌‌in‌‌accordance‌‌with‌‌the‌‌advisories‌‌issued‌‌from‌‌                   

time‌ ‌to‌ ‌time‌ ‌by‌ ‌the‌ ‌government,‌ ‌by‌ ‌the‌ ‌central,‌ ‌state‌ ‌and‌ ‌local‌‌                       

government‌ ‌while‌ ‌strictly‌ ‌adhering‌ ‌to‌ ‌the‌ ‌prescribed‌ ‌safety‌‌               

protocol.‌‌Our‌‌continued‌‌endeavor‌‌is‌‌to‌‌put‌‌consumers‌‌at‌‌the‌‌heart‌‌                     

of‌ ‌everything‌ ‌we‌ ‌do‌ ‌and‌ ‌thus‌ ‌equally‌ ‌important‌ ‌was‌ ‌our‌‌                   

commitment‌ ‌to‌ ‌serve‌ ‌our‌ ‌consumer‌ ‌during‌ ‌these‌ ‌difficult‌ ‌times.‌‌                 

With‌ ‌people‌ ‌spending‌ ‌much‌ ‌more‌ ‌of‌ ‌their‌ ‌time‌ ‌at‌ ‌home,‌ ‌the‌‌                     

reliance‌ ‌of‌ ‌consumers‌ ‌on‌ ‌appliances‌ ‌to‌ ‌clean,‌ ‌cook‌ ‌and‌ ‌provide‌‌                   
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proper‌ ‌food‌ ‌and‌ ‌medicinal‌ ‌storage‌ ‌for‌ ‌their‌ ‌families‌ ‌were‌ ‌at‌ ‌the‌‌                     

forefront.‌ ‌Our‌ ‌service‌ ‌partners‌ ‌tirelessly‌ ‌worked‌ ‌towards‌ ‌the‌‌               

much-needed‌ ‌support‌ ‌with‌ ‌strict‌ ‌health‌ ‌and‌ ‌safety‌ ‌protocols‌ ‌in‌‌                 

place.‌ ‌The‌ ‌commitment‌ ‌and‌ ‌grid‌ ‌shown‌ ‌by‌ ‌employees‌ ‌during‌‌                 

these‌ ‌testing‌ ‌times‌ ‌has‌ ‌been‌ ‌exemplary‌ ‌and‌ ‌my‌ ‌heartfelt‌ ‌thanks‌‌                   

and‌ ‌gratitude‌ ‌to‌ ‌all‌ ‌of‌ ‌them.‌ ‌ 

Let‌ ‌me‌‌move‌‌to‌‌the‌‌performance‌‌of‌‌your‌‌company‌‌in‌‌2021.‌‌Given‌‌                       

this‌ ‌difficult‌ ‌background,‌ ‌I‌ ‌am‌ ‌pleased‌ ‌to‌ ‌share‌ ‌update‌ ‌of‌ ‌your‌‌                     

company's‌ ‌performance‌ ‌for‌ ‌this‌ ‌year.‌ ‌The‌ ‌year‌ ‌started‌ ‌with‌ ‌the‌‌                   

lockdown‌ ‌of‌ ‌quarter‌ ‌1‌ ‌which‌ ‌posed‌ ‌significant‌ ‌challenges‌ ‌to‌‌                 

businesses‌ ‌across‌ ‌the‌ ‌country.‌ ‌April‌ ‌and‌ ‌May‌ ‌is‌ ‌the‌ ‌peak‌ ‌season‌‌                     

for‌ ‌the‌ ‌business‌ ‌that‌ ‌we‌ ‌are‌ ‌in‌ ‌and‌ ‌it‌ ‌witnessed‌ ‌operational‌ ‌and‌‌                       

supply‌ ‌chain‌ ‌challenges‌ ‌due‌ ‌to‌ ‌the‌ ‌lockdown.‌ ‌This‌ ‌coupled‌ ‌with‌‌                   

significantly‌ ‌lower‌ ‌demand‌‌impacted‌‌your‌‌company's‌‌quarter‌‌one‌‌               

performance.‌ ‌During‌ ‌this‌ ‌time,‌ ‌your‌ ‌company‌ ‌planned‌ ‌and‌‌               

executed‌‌its‌‌recovery‌‌strategy‌‌and‌‌accelerated‌‌productivity‌‌actions‌               

resulting‌‌in‌‌a‌‌strong‌‌sequential‌‌recovery‌‌of‌‌revenue‌‌and‌‌executed‌‌                   

with‌ ‌market‌ ‌share‌ ‌gains‌ ‌and‌ ‌the‌ ‌strong‌ ‌financial‌ ‌position.‌ ‌ 

Your‌ ‌company‌ ‌is‌ ‌not‌ ‌only‌ ‌focused‌ ‌on‌ ‌delivering‌ ‌results‌ ‌for‌ ‌the‌‌                     

year,‌ ‌but‌ ‌is‌ ‌aggressively‌ ‌working‌ ‌on‌ ‌future‌ ‌readiness‌ ‌projects‌ ‌of‌‌                   

capacity‌ ‌enhancements,‌ ‌the‌ ‌most‌ ‌recent‌ ‌one‌ ‌being‌ ‌setting‌ ‌up‌ ‌of‌‌                   

the‌ ‌Semi-Automatic‌ ‌Washing‌ ‌Machine‌ ‌manufacturing‌ ‌line‌ ‌at‌ ‌the‌‌               

Faridabad‌‌factory‌‌and‌‌new‌‌product‌‌developments‌‌like‌‌the‌‌Bottom‌‌                 

Mount‌‌glass‌‌door‌‌refrigerator‌‌and‌‌the‌‌Direct‌‌Cool‌‌Aurora‌‌platform‌‌                   

so‌‌as‌‌to‌‌remain‌‌relevant‌‌in‌‌the‌‌market.‌‌Together‌‌with‌‌focusing‌‌on‌‌                       

strengthening‌ ‌the‌ ‌company's‌ ‌foothold‌ ‌in‌ ‌all‌ ‌categories,‌ ‌your‌‌               

company‌ ‌enhanced‌ ‌its‌ ‌presence‌ ‌in‌ ‌the‌ ‌premium‌ ‌segments‌ ‌by‌‌                 

launching‌ ‌advanced‌ ‌global‌ ‌products,‌ ‌there‌ ‌is‌ ‌a‌ ‌perfect‌ ‌blend‌ ‌of‌‌                   

design,‌ ‌technology‌ ‌and‌ ‌innovation.‌ ‌Your‌ ‌company's‌ ‌brand‌‌             

campaign,‌ ‌Everyday‌ ‌Care‌ ‌features‌ ‌the‌ ‌simplicity,‌ ‌yet‌ ‌technology‌‌               

friendly‌ ‌product‌ ‌aimed‌ ‌to‌ ‌partner‌ ‌with‌ ‌our‌ ‌consumers‌ ‌to‌ ‌taking‌‌                   

utmost‌ ‌care‌ ‌of‌ ‌their‌ ‌families‌ ‌and‌ ‌loved‌ ‌ones.‌ ‌Given‌‌this,‌‌some‌‌of‌                       

the‌ ‌key‌ ‌performance‌ ‌indicators‌ ‌for‌ ‌your‌ ‌company‌ ‌for‌ ‌2021‌‌                 
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performance‌ ‌are‌ ‌as‌ ‌follows.‌ ‌We‌ ‌delivered‌ ‌sales‌ ‌of‌ ‌5,900‌ ‌crores‌‌                   

which‌‌was‌‌low‌‌by‌‌1.5%.‌‌This‌‌is‌‌despite‌‌having‌‌lost‌‌most‌‌of‌‌our‌‌peak‌‌                           

season‌ ‌sale.‌ ‌Profit‌ ‌before‌ ‌tax‌ ‌at‌ ‌451‌ ‌crores,‌ ‌lower‌ ‌by‌ ‌30.9%,‌ ‌net‌‌                       

profit‌‌of‌‌Rs.‌‌333‌‌crores.‌‌This‌‌was‌‌the‌‌10th‌‌consecutive‌‌year‌‌of‌‌debt‌‌                         

free‌ ‌operations‌ ‌and‌ ‌it‌ ‌was‌ ‌earnings‌ ‌per‌ ‌share‌ ‌of‌ ‌Rs.‌ ‌26.27.‌ ‌ 

Let‌ ‌us‌ ‌talk‌ ‌about‌ ‌opportunities‌ ‌and‌ ‌outlook.‌ ‌COVID-19‌ ‌has‌‌                 

continued‌ ‌relentlessly‌ ‌for‌ ‌the‌‌last‌‌one‌‌and‌‌half‌‌years.‌‌While‌‌there‌‌                     

is‌ ‌some‌ ‌uncertainty‌ ‌and‌ ‌long‌ ‌term‌ ‌impact‌ ‌of‌ ‌the‌ ‌pandemic‌ ‌on‌‌                     

health‌ ‌of‌ ‌the‌ ‌economy,‌ ‌we‌ ‌are‌ ‌seeing‌ ‌a‌‌few‌‌early‌‌things‌‌emerge.‌‌                       

First,‌‌an‌‌accelerated‌‌rate‌‌of‌‌digital‌‌adoption,‌‌technology‌‌and‌‌digital‌‌                   

medium‌‌platforms‌‌are‌‌set‌‌to‌‌play‌‌a‌‌greater‌‌role‌‌in‌‌reaching‌‌out‌‌to‌‌                         

consumers,‌‌creating‌‌a‌‌buzz,‌‌facilitating‌‌transactions,‌‌and‌‌retention‌‌               

of‌ ‌consumers.‌ ‌Two,‌ ‌the‌ ‌stay‌ ‌at‌ ‌home‌ ‌and‌ ‌work‌ ‌from‌ ‌home‌ ‌is‌‌                       

expected‌ ‌to‌ ‌be‌ ‌the‌ ‌new‌ ‌norm.‌ ‌There‌ ‌is‌ ‌a‌ ‌greater‌ ‌emphasis‌ ‌on‌‌                       

making‌ ‌the‌ ‌home‌ ‌more‌ ‌comfortable‌ ‌and‌ ‌productive‌ ‌leading‌ ‌to‌                 

focus‌ ‌on‌ ‌the‌ ‌role‌ ‌played‌ ‌by‌ ‌the‌ ‌home‌ ‌appliances‌ ‌in‌ ‌the‌ ‌life‌ ‌of‌‌                         

consumers‌‌and‌‌three,‌‌contactless‌‌solutions‌‌and‌‌the‌‌importance‌‌of‌‌                 

hygiene.‌‌There‌‌will‌‌be‌‌an‌‌increased‌‌focus‌‌on‌‌health‌‌and‌‌wellbeing‌‌                     

and‌ ‌hence‌ ‌the‌ ‌need‌ ‌for‌ ‌offering‌ ‌contactless‌ ‌solutions‌ ‌and‌ ‌the‌‌                   

product‌ ‌which‌ ‌cater‌ ‌the‌ ‌hygiene‌ ‌and‌ ‌need‌ ‌of‌ ‌these‌ ‌customers.‌‌                   

These‌ ‌are‌ ‌clearly‌ ‌immediate‌ ‌behaviors‌ ‌with‌ ‌perhaps‌ ‌longer-term‌‌               

implications‌ ‌on‌ ‌convenience‌ ‌of‌ ‌home‌ ‌shores,‌ ‌resource‌‌efficiency,‌‌               

and‌ ‌carbon‌ ‌footprint.‌ ‌ 

As‌ ‌the‌ ‌new‌ ‌normal‌ ‌emerges‌ ‌we‌ ‌are‌ ‌optimistic‌ ‌that‌ ‌the‌ ‌home‌‌                     

appliance‌ ‌industry‌ ‌will‌ ‌return‌ ‌to‌ ‌growth‌ ‌as‌ ‌the‌ ‌fundamentals‌‌                 

continue‌ ‌to‌ ‌remain‌ ‌strong.‌ ‌Your‌‌company‌‌believes‌‌that‌‌growth‌‌in‌‌                   

overall‌‌per‌‌capita‌‌income,‌‌India's‌‌demographic‌‌dividend‌‌and‌‌lower‌‌                 

penetration‌ ‌rates‌ ‌are‌ ‌favorable‌ ‌factors‌ ‌right‌ ‌in‌ ‌our‌ ‌industry.‌ ‌The‌‌                   

fast-growing‌ ‌e-commerce‌ ‌platform‌ ‌is‌ ‌becoming‌ ‌a‌ ‌product‌‌             

discovery‌‌platform‌‌for‌‌consumers‌‌and‌‌one‌‌of‌‌the‌‌key‌‌influences‌‌in‌‌                     

the‌ ‌consumer‌ ‌digital‌ ‌‌journey.‌ ‌Further,‌ ‌government‌ ‌initiatives‌‌             

behind‌ ‌affordable‌ ‌housing,‌ ‌national‌ ‌electrification,‌ ‌financial‌‌           

inclusion‌ ‌along‌ ‌with‌ ‌indirect‌‌benefits‌‌to‌‌bolster‌‌infrastructure‌‌‌are‌‌                 
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expected‌ ‌to‌ ‌continue.‌ ‌Ease‌ ‌and‌ ‌access‌ ‌of‌ ‌affordable‌ ‌broadband‌‌                 

spectrum‌ ‌along‌ ‌with‌ ‌IRB‌ ‌enabled‌ ‌appliances‌ ‌continue‌ ‌to‌ ‌be‌ ‌our‌‌                   

focus‌ ‌area‌ ‌for‌ ‌all‌ ‌brands‌ ‌including‌ ‌your‌ ‌company.‌ ‌ 

Let‌‌me‌‌talk‌‌a‌‌little‌‌bit‌‌about‌‌the‌‌rewards‌‌and‌‌recognitions‌‌achieved‌‌                       

by‌ ‌our‌ ‌company.‌ ‌Your‌ ‌company‌ ‌continued‌ ‌to‌ ‌win‌ ‌a‌ ‌number‌ ‌of‌‌                     

external‌ ‌accolades‌ ‌and‌ ‌some‌ ‌of‌ ‌the‌ ‌recognition‌ ‌received‌ ‌in‌ ‌2021‌‌                   

are‌ ‌as‌ ‌follows:‌ ‌ 

-‌ ‌The‌ ‌IF‌ ‌Design‌ ‌Awards‌ ‌for‌ ‌the‌ ‌Bottom‌ ‌Mount‌ ‌Refrigerator,‌ ‌ 

-the‌ ‌Ace‌ ‌XL‌ ‌for‌ ‌360‌ ‌Bloomwash‌ ‌Pro,‌‌ ‌  

-‌ ‌the‌ ‌Neo‌ ‌Fresh‌ ‌and‌ ‌the‌ ‌Icemagic‌ ‌Pro.‌‌ ‌  

We‌ ‌got‌ ‌the‌ ‌Business‌ ‌Standard‌ ‌Star‌ ‌MNC‌ ‌Award,‌ ‌we‌ ‌were‌‌                   

recognized‌‌as‌‌the‌‌Great‌‌Place‌‌to‌‌Work‌‌as‌‌India's‌‌best‌‌companies‌‌to‌‌                       

work‌‌for‌‌in‌‌2020‌‌and‌‌we‌‌were‌‌awarded‌‌Best‌‌Employers‌‌India‌‌2020‌‌                       

by‌ ‌Kincentric.‌‌ ‌  

With‌‌all‌‌this‌‌come‌‌to‌‌the‌‌focus‌‌on‌‌people‌‌excellence‌‌which‌‌I‌‌believe‌‌                         

our‌ ‌company's‌ ‌competitive‌ ‌advantage.‌ ‌Our‌ ‌people‌ ‌excellence‌‌             

model‌ ‌forms‌ ‌a‌ ‌critical‌ ‌part‌ ‌of‌ ‌Whirlpool’s‌ ‌Strategic‌ ‌architecture.‌‌                 

Given‌ ‌the‌ ‌pandemic,‌ ‌the‌ ‌most‌ ‌important‌ ‌imperative‌ ‌for‌ ‌the‌‌                 

company‌ ‌was‌ ‌to‌ ‌ensure‌ ‌safety‌ ‌and‌ ‌wellbeing‌ ‌of‌ ‌employees.‌ ‌ 

In‌ ‌this‌ ‌endeavor,‌ ‌various‌ ‌people‌ ‌initiatives‌ ‌like‌ ‌Let's‌ ‌Talk,‌ ‌Let's‌‌                   

Connect‌‌and‌‌the‌‌Employee‌‌Assistance‌‌Program‌‌were‌‌rolled‌‌out.‌‌In‌‌                   

our‌ ‌continuous‌ ‌endeavor‌ ‌to‌ ‌create‌ ‌an‌ ‌inclusive‌ ‌and‌ ‌engaged‌‌                 

workforce‌ ‌creating‌ ‌high‌ ‌performance‌ ‌culture,‌ ‌building‌ ‌a‌ ‌future‌‌               

talent‌ ‌pipeline‌ ‌and‌ ‌supporting‌ ‌businesses‌ ‌and‌ ‌adding‌ ‌key‌‌               

capacities‌ ‌for‌ ‌future‌ ‌growth,‌ ‌various‌ ‌programs‌ ‌were‌ ‌designed‌‌               

including‌ ‌We‌ ‌learn,‌ ‌Online‌ ‌Learning‌ ‌Programs,‌ ‌covering‌‌             

approximately‌ ‌500‌ ‌employees‌ ‌remotely,‌ ‌Arohan‌ ‌and‌ ‌Leaders‌ ‌of‌‌               

Tomorrow.‌ ‌Your‌ ‌company‌ ‌continues‌ ‌to‌ ‌be‌ ‌on‌ ‌the‌ ‌journey‌ ‌of‌‌                   

enabling‌ ‌every‌ ‌employee‌ ‌to‌ ‌bring‌ ‌out‌ ‌the‌ ‌best.‌ ‌ 
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As‌ ‌I‌ ‌close,‌ ‌I‌ ‌would‌ ‌like‌ ‌to‌ ‌reiterate‌ ‌that‌ ‌we‌ ‌are‌‌particularly‌‌proud‌‌                         

that‌ ‌we‌ ‌stay‌ ‌true‌ ‌to‌ ‌our‌ ‌roots‌ ‌‌and‌ ‌committed‌ ‌to‌ ‌serving‌ ‌all‌ ‌our‌‌                         

stakeholders.‌ ‌We‌ ‌are‌ ‌encouraged‌ ‌by‌ ‌the‌ ‌momentum‌ ‌we‌ ‌have‌                 

been‌ ‌building‌ ‌in‌ ‌our‌ ‌business.‌ ‌There‌ ‌is‌ ‌no‌ ‌doubt‌ ‌that‌ ‌this‌‌                     

pandemic‌ ‌has‌ ‌led‌ ‌consumers‌ ‌to‌ ‌fundamentally‌ ‌reorient‌ ‌towards‌‌               

house‌ ‌and‌ ‌home‌ ‌and‌ ‌our‌ ‌company's‌ ‌vision‌ ‌and‌ ‌purpose‌ ‌of‌‌                   

improving‌ ‌lives‌ ‌at‌ ‌home‌ ‌couldn’t‌ ‌be‌ ‌more‌ ‌fitting.‌ ‌We‌ ‌are‌ ‌deeply‌‌                     

grateful‌ ‌to‌ ‌our‌ ‌employees‌ ‌for‌ ‌their‌ ‌unstinting‌ ‌efforts‌ ‌and‌‌                 

dedication.‌ ‌Without‌ ‌their‌ ‌commitment,‌ ‌the‌ ‌company‌ ‌could‌ ‌not‌‌               

have‌ ‌performed‌ ‌and‌ ‌sustained‌ ‌during‌ ‌these‌ ‌challenging‌‌             

conditions.‌ ‌Their‌ ‌resilience‌ ‌and‌ ‌resilient‌ ‌‌spirit‌ ‌make‌ ‌us‌ ‌proud.‌ ‌I‌‌                   

extend‌ ‌my‌ ‌gratitude‌ ‌to‌ ‌the‌ ‌various‌ ‌government‌ ‌and‌ ‌regulatory‌‌                 

authorities,‌ ‌company's‌ ‌valued‌ ‌customers,‌ ‌suppliers,‌ ‌vendors,‌‌           

investors,‌ ‌bankers,‌ ‌and‌ ‌shareholders‌ ‌for‌ ‌their‌ ‌cooperation‌ ‌and‌‌               

trust‌ ‌and‌ ‌finally,‌ ‌I‌ ‌also‌ ‌take‌ ‌this‌ ‌opportunity‌ ‌to‌ ‌thank‌ ‌my‌ ‌fellow‌‌                       

board‌ ‌members‌ ‌and‌ ‌for‌ ‌their‌ ‌continued‌ ‌leadership‌ ‌and‌‌               

unwavering‌ ‌support‌ ‌to‌ ‌the‌ ‌company.‌ ‌ 

On‌ ‌behalf‌ ‌of‌ ‌the‌ ‌Board‌ ‌of‌ ‌Directors‌ ‌and‌‌Management,‌‌I‌‌thank‌‌all‌‌                       

our‌ ‌shareholders‌ ‌for‌ ‌your‌ ‌continued‌ ‌trust,‌ ‌confidence‌ ‌and‌‌               

support.‌‌With‌‌that,‌‌I‌‌now‌‌hand‌‌over‌‌to‌‌Ms.‌‌Roopali‌‌Singh‌‌to‌‌explain‌‌                         

the‌ ‌process‌ ‌of‌ ‌e-voting‌ ‌and‌ ‌commence‌ ‌further.‌ ‌Thank‌ ‌you.‌ ‌ 

Roopali‌ ‌Singh:‌ Thank‌ ‌you‌ ‌Chairman.‌ ‌The‌ ‌standalone‌ ‌and‌ ‌consolidated‌ ‌financial‌‌               

statements‌ ‌for‌ ‌the‌ ‌financial‌ ‌year‌ ‌ended‌ ‌31st‌ ‌March,‌ ‌2021‌ ‌along‌‌                   

with‌‌the‌‌auditors’‌‌report,‌‌directors’‌‌report‌‌and‌‌notice‌‌of‌‌the‌‌Annual‌‌                     

General‌ ‌Meeting‌ ‌were‌ ‌sent‌ ‌to‌ ‌the‌ ‌shareholders‌ ‌electronically.‌ ‌A‌‌                 

newspaper‌ ‌notice‌ ‌was‌ ‌also‌ ‌published‌ ‌pursuant‌ ‌to‌ ‌the‌‌               

requirements‌ ‌of‌ ‌the‌ ‌MCA‌ ‌Circular.‌ ‌ 

With‌ ‌your‌‌consent‌‌we‌‌take‌‌the‌‌notice‌‌of‌‌the‌‌AGM‌‌as‌‌received‌‌and‌‌                         

read.‌ ‌The‌ ‌Statutory‌ ‌Auditors-‌ ‌M/s‌ ‌MSKA‌ ‌&‌ ‌Associates‌ ‌and‌ ‌the‌‌                   

Secretarial‌ ‌Auditors‌ ‌–‌ ‌Mr.‌ ‌NC‌ ‌Khanna,‌ ‌Practicing‌ ‌Company‌‌               

Secretary‌ ‌have‌ ‌expressed‌ ‌unqualified‌ ‌opinion‌ ‌in‌ ‌their‌ ‌respective‌‌               

reports‌ ‌for‌ ‌the‌ ‌Financial‌ ‌Year‌ ‌ended‌ ‌31st‌ ‌March,‌‌2021.‌‌There‌‌are‌‌                     
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no‌‌qualifications,‌‌observations‌‌or‌‌adverse‌‌remarks‌‌on‌‌the‌‌financial‌‌                 

statements‌ ‌and‌ ‌matters‌ ‌which‌ ‌may‌ ‌have‌ ‌material‌‌bearing‌‌on‌‌the‌‌                   

Company.‌ ‌ 

In‌ ‌compliance‌ ‌with‌ ‌Companies‌ ‌Act,‌ ‌2013‌ ‌and‌ ‌SEBI‌ ‌Listing‌‌                 

Regulations,‌ ‌the‌ ‌Company‌ ‌had‌‌provided‌‌a‌‌remote‌‌e-voting‌‌facility‌‌                 

through‌ ‌NSDL‌ ‌to‌ ‌its‌ ‌members‌ ‌and‌ ‌the‌‌remote‌‌e-voting‌‌was‌‌open‌‌                     

for‌‌4‌‌days‌‌from‌‌09:00‌‌AM‌‌on‌‌13th‌‌August‌‌2021‌‌till‌‌05:00‌‌PM‌‌on‌‌16‌th‌ ‌                             

August‌ ‌2021.‌ ‌Further,‌ ‌pursuant‌ ‌to‌ ‌MCA‌ ‌Circulars,‌ ‌your‌ ‌Company‌‌                 

has‌ ‌provided‌ ‌the‌ ‌facility‌ ‌of‌ ‌e-voting‌ ‌during‌ ‌this‌ ‌meeting‌ ‌as‌ ‌well.‌‌                     

Members‌ ‌who‌ ‌have‌ ‌already‌ ‌cast‌ ‌their‌ ‌vote‌ ‌through‌ ‌remote‌‌                 

e-voting‌ ‌will‌ ‌not‌ ‌be‌ ‌eligible‌ ‌to‌ ‌recast‌ ‌their‌ ‌vote‌ ‌at‌ ‌the‌ ‌AGM,‌‌                       

however,‌ ‌members‌ ‌who‌ ‌have‌ ‌so‌ ‌far‌ ‌not‌ ‌cast‌ ‌their‌ ‌vote‌ ‌can‌ ‌vote‌‌                       

through‌ ‌e-voting‌ ‌facility‌ ‌which‌ ‌is‌ ‌available‌ ‌right‌ ‌now‌ ‌through‌ ‌the‌‌                   

NSDL‌ ‌e-voting‌ ‌portal.‌ ‌ 

For‌ ‌the‌ ‌e-voting‌ ‌instruction,‌ ‌please‌ ‌refer‌ ‌to‌ ‌the‌ ‌note‌ ‌at‌ ‌page‌‌                     

number‌‌23‌‌to‌‌27‌‌of‌‌the‌‌AGM‌‌notice.‌‌The‌‌e-voting‌‌facility‌‌is‌‌opened‌‌                         

during‌‌the‌‌AGM‌‌and‌‌shall‌‌continue‌‌to‌‌remain‌‌open‌‌for‌‌another‌‌30‌‌                       

minutes‌ ‌after‌ ‌the‌ ‌AGM.‌ ‌ 

Mr.‌ ‌Rajiv‌ ‌Adlakha‌ ‌from‌ ‌Adlakha‌ ‌&‌ ‌Adlakha‌ ‌Associates,‌ ‌Company‌‌                 

secretaries‌ ‌in‌ ‌practice‌ ‌have‌ ‌been‌ ‌appointed‌‌as‌‌the‌‌Scrutinizer‌‌for‌‌                   

the‌ ‌process‌ ‌of‌ ‌remote‌ ‌e-voting‌ ‌as‌ ‌well‌ ‌as‌ ‌e-voting‌ ‌at‌ ‌the‌ ‌60th‌‌                       

Annual‌ ‌general‌ ‌meeting.‌‌ ‌  

As‌‌directed‌‌by‌‌the‌‌Chair,‌‌we‌‌now‌‌take‌‌up‌‌the‌‌resolutions‌‌set‌‌out‌‌in‌‌                           

the‌‌notice.‌‌The‌‌notice‌‌of‌‌the‌‌AGM‌‌includes‌‌5‌‌agenda‌‌items‌‌in‌‌which‌‌                         

item‌‌number‌‌1‌‌to‌‌3‌‌are‌‌ordinary‌‌business‌‌and‌‌item‌‌number‌‌4‌‌and‌‌                         

5‌‌are‌‌listed‌‌as‌‌special‌‌business‌‌which‌‌are‌‌necessary‌‌to‌‌be‌‌put‌‌forth‌‌                         

in‌ ‌this‌ ‌meeting.‌ ‌ 

Ordinary‌ ‌Business,‌ ‌Agenda‌ ‌Item‌ ‌#1:‌ ‌ 

Adoption‌ ‌of‌ ‌financial‌ ‌statement,‌ ‌the‌ ‌auditor's‌ ‌financial‌‌statement‌‌               

included‌ ‌auditor‌ ‌consolidated‌ ‌financial‌ ‌statement‌ ‌with‌ ‌the‌‌             
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financial‌‌year‌‌ended‌‌31st‌‌March‌‌2021‌‌along‌‌with‌‌the‌‌reports‌‌of‌‌the‌‌                       

board,‌ ‌statutory‌ ‌auditors‌ ‌thereon‌ ‌have‌ ‌already‌ ‌been‌ ‌provided‌ ‌to‌‌                 

the‌ ‌members.‌ ‌ 

Agenda‌ ‌Item‌ ‌#2:‌ ‌ 

Declaration‌‌of‌‌dividend.‌‌Board‌‌has‌‌recommended‌‌a‌‌final‌‌dividend‌‌                 

of‌ ‌Rs.‌ ‌5‌ ‌per‌ ‌share‌ ‌on‌ ‌equity‌ ‌shares‌ ‌for‌ ‌the‌ ‌financial‌ ‌year‌ ‌ended‌‌                         

31st‌ ‌March‌ ‌2021.‌ ‌ 

Agenda‌ ‌Item‌ ‌#3:‌ ‌ 

Reappointment‌ ‌of‌ ‌Mr.‌‌AHBN‌‌Reddy.‌‌Mr.‌‌Reddy‌‌retires‌‌by‌‌rotation‌‌                   

and‌ ‌being‌ ‌eligible,‌ ‌seeks‌ ‌reappointment.‌ ‌ 

Now,‌ ‌coming‌ ‌to‌ ‌the‌ ‌special‌ ‌business:‌ ‌ 

Agenda‌ ‌Item‌ ‌#4:‌ ‌ 

Approving‌ ‌the‌ ‌remuneration‌ ‌of‌ ‌the‌ ‌Cost‌ ‌Auditor.‌ ‌ 

Agenda‌ ‌Item#5:‌ ‌ 

Appointment‌ ‌of‌ ‌Mr.‌ ‌Arvind‌ ‌Uppal‌ ‌as‌ ‌an‌ ‌independent‌ ‌director‌ ‌of‌‌                   

the‌ ‌Company.‌ ‌ 

The‌ ‌text‌ ‌of‌ ‌the‌ ‌resolution‌ ‌and‌ ‌the‌ ‌explanatory‌ ‌statement‌ ‌are‌‌                   

already‌‌provided‌‌in‌‌the‌‌notice‌‌of‌‌the‌‌AGM.‌‌With‌‌the‌‌permission‌‌of‌‌                       

the‌ ‌Chair,‌ ‌we‌ ‌would‌‌now‌‌start‌‌the‌‌Q&A‌‌session.‌‌Members,‌‌please‌‌                     

note‌ ‌that‌ ‌in‌ ‌order‌ ‌to‌ ‌avoid‌ ‌repetition,‌ ‌Management‌ ‌will‌ ‌answer‌‌                   

questions‌ ‌after‌ ‌all‌ ‌the‌ ‌speaker‌ ‌shareholders‌ ‌have‌ ‌asked‌ ‌their‌‌                 

question.‌ ‌I‌ ‌now‌ ‌hand‌ ‌it‌ ‌over‌ ‌to‌ ‌the‌ ‌operator.‌ ‌ 

Moderator:‌ Thank‌ ‌you‌ ‌ma'am.‌ ‌We‌ ‌will‌ ‌now‌ ‌begin‌ ‌with‌ ‌the‌‌                 

question-and-answer‌‌session.‌‌We‌‌have‌‌the‌‌first‌‌question‌‌from‌‌the‌‌                 

line‌‌of‌‌speaker‌‌shareholder‌‌number‌‌1,‌‌Mr.‌‌Dhruv‌‌Jain‌‌having‌‌DP‌‌ID‌‌                       

110000110006132.‌ ‌I‌ ‌now‌ ‌request‌ ‌Mr.‌ ‌Dhruv‌ ‌Jain‌ ‌to‌ ‌ask‌ ‌your‌‌                   
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question.‌ ‌Mr.‌ ‌Dhruv‌‌Jain,‌‌I‌‌request‌‌you‌‌to‌‌please‌‌unmute‌‌yourself‌‌                     

and‌ ‌ask‌ ‌your‌ ‌question.‌ ‌ 

Dhruv‌ ‌Jain:‌ Thank‌‌you‌‌for‌‌the‌‌opportunity.‌‌I‌‌had‌‌a‌‌couple‌‌of‌‌questions,‌‌so‌‌one,‌‌                         

I‌‌wanted‌‌to‌‌understand‌‌what‌‌are‌‌the‌‌plans‌‌with‌‌respect‌‌to‌‌exports‌‌                       

considering‌ ‌our‌ ‌parents,‌ ‌China‌ ‌business‌ ‌has‌ ‌been‌ ‌divested,‌ ‌so‌‌                 

what‌‌kind‌‌of‌‌opportunity‌‌does‌‌that‌‌make‌‌our‌‌Whirlpool‌‌India?‌‌The‌‌                     

other‌ ‌question‌ ‌also‌ ‌on‌ ‌competition,‌ ‌how‌ ‌do‌ ‌you‌‌see‌‌competition‌‌                   

with‌ ‌larger‌ ‌players‌ ‌like‌ ‌Lloyd‌ ‌and‌ ‌Voltas‌ ‌kind‌ ‌of‌ ‌entering‌ ‌this‌‌                     

space?‌‌You‌‌think‌‌that‌‌there‌‌is‌‌some‌‌risk‌‌of‌‌market‌‌share‌‌loss‌‌going‌‌                         

forward,‌ ‌I‌ ‌had‌ ‌a‌ ‌question‌ ‌on‌ ‌margins,‌ ‌over‌‌the‌‌last‌‌few‌‌quarters,‌‌                       

we‌ ‌have‌ ‌seen‌ ‌that‌ ‌EBITDA‌ ‌margins‌ ‌have‌ ‌reduced‌ ‌significantly‌‌                 

compared‌ ‌to‌ ‌historical‌ ‌trends,‌ ‌largely‌ ‌led‌ ‌by‌ ‌gross‌ ‌margins,‌ ‌so‌‌                   

when‌ ‌do‌‌you‌‌see‌‌this‌‌margin‌‌pressure‌‌kind‌‌of‌‌easing‌‌out?‌‌I‌‌had‌‌a‌‌                           

question‌ ‌on‌ ‌discretionary‌ ‌spends‌ ‌such‌ ‌as‌‌Brand-Ex.‌‌Do‌‌you‌‌think‌‌                   

you‌ ‌have‌ ‌to‌ ‌increase‌‌your‌‌Brand-Ex‌‌because‌‌of‌‌rising‌‌competitive‌‌                   

intensity?‌ ‌I‌ ‌had‌ ‌a‌ ‌question‌ ‌on‌ ‌new‌ ‌categories,‌‌which‌‌are‌‌the‌‌new‌‌                       

categories,‌ ‌which‌ ‌you‌ ‌would‌ ‌enter‌ ‌in‌ ‌the‌ ‌coming‌ ‌years‌ ‌and‌‌                   

leverage‌ ‌the‌ ‌brand‌ ‌that‌ ‌Whirlpool‌ ‌India‌ ‌has‌ ‌created?‌ ‌I‌ ‌had‌ ‌a‌‌                     

question‌‌on‌‌cash‌‌on‌‌book,‌‌so‌‌we‌‌have‌‌a‌‌significant‌‌amount‌‌of‌‌cash‌‌                         

on‌‌books,‌‌so‌‌just‌‌wanted‌‌to‌‌understand‌‌how‌‌should‌‌shareholders‌‌                   

kind‌ ‌of‌ ‌think‌ ‌about‌ ‌this‌ ‌going‌‌forward,‌‌any‌‌major‌‌expansion‌‌plan‌‌                     

for‌ ‌increasing‌ ‌dividends‌ ‌or‌ ‌anything‌ ‌that‌ ‌the‌‌Management‌‌has‌‌in‌‌                   

mind?‌‌Also‌‌just‌‌wanted‌‌to‌‌get‌‌a‌‌sense‌‌on‌‌your‌‌CAPEX‌‌plans‌‌for‌‌the‌‌                           

next‌ ‌2‌ ‌or‌ ‌3‌ ‌years‌ ‌and‌ ‌also‌ ‌the‌ ‌strategic‌ ‌targets‌ ‌of‌ ‌the‌ ‌new‌‌                         

Management‌ ‌that‌ ‌has‌ ‌come‌ ‌in,‌ ‌how‌ ‌do‌ ‌you‌ ‌see‌ ‌the‌ ‌business‌‌                     

evolve‌ ‌over‌ ‌the‌ ‌next‌ ‌3‌‌years,‌‌what‌‌are‌‌the‌‌two‌‌or‌‌three‌‌initiatives‌‌                         

which‌‌will‌‌be‌‌the‌‌Management‌‌priorities‌‌over‌‌the‌‌next‌‌2‌‌or‌‌3‌‌years‌‌                         

and‌‌the‌‌couple‌‌of‌‌book‌‌keeping‌‌question‌‌such‌‌as‌‌what‌‌is‌‌the‌‌share‌‌                         

of‌ ‌refrigerators‌ ‌and‌ ‌washers‌ ‌in‌ ‌the‌ ‌overall‌ ‌revenue‌ ‌side,‌ ‌volume‌‌                   

data‌ ‌of‌ ‌refrigerators‌ ‌and‌ ‌washers,‌ ‌capacities‌ ‌of‌ ‌plants‌ ‌and‌‌                 

segmental‌ ‌margins‌ ‌of‌ ‌refrigerators‌‌and‌‌washers?‌‌Thanks‌‌a‌‌lot‌‌for‌‌                   

the‌ ‌opportunity.‌ ‌ 
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Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Mr.‌ ‌Dhruv‌ ‌Jain.‌ ‌We‌ ‌will‌ ‌attempt‌ ‌to‌ ‌answer.‌ ‌ 

Moderator:‌ Thank‌ ‌you.‌ ‌I‌ ‌now‌ ‌call‌ ‌upon‌ ‌our‌ ‌next‌ ‌speaker‌ ‌shareholder,‌ ‌Ms.‌‌                     

Renu‌ ‌Baid‌ ‌from‌ ‌IIFL,‌‌having‌‌DP‌‌ID‌‌IN30016710137332‌‌to‌‌ask‌‌your‌‌                     

question.‌‌Ms.‌‌Renu,‌‌you‌‌are‌‌requested‌‌to‌‌unmute‌‌yourself‌‌and‌‌ask‌‌                     

your‌ ‌question.‌ ‌ 

Renu‌ ‌Baid:‌ Thank‌‌you‌‌and‌‌good‌‌morning‌‌ladies‌‌and‌‌gentlemen‌‌and‌‌the‌‌Board,‌‌                     

my‌ ‌questions‌ ‌are‌‌essentially‌‌some‌‌of‌‌them‌‌might‌‌be‌‌repetitive‌‌by‌‌                     

just‌ ‌to‌ ‌reiterate‌ ‌the‌ ‌importance‌ ‌of‌ ‌these‌ ‌for‌ ‌the‌ ‌investor‌ ‌and‌‌                     

shareholders,‌ ‌the‌ ‌first‌ ‌question‌ ‌is‌ ‌on‌ ‌the‌ ‌gross‌ ‌margins‌ ‌and‌ ‌the‌‌                     

operating‌ ‌margins‌ ‌which‌ ‌have‌ ‌been‌ ‌significantly‌ ‌weak‌ ‌versus‌‌the‌‌                 

peers‌ ‌and‌ ‌in‌ ‌fact‌ ‌has‌ ‌been‌ ‌decade‌ ‌in‌ ‌lows,‌ ‌so‌ ‌could‌ ‌you‌ ‌please‌‌                         

elaborate‌‌on‌‌the‌‌reasons‌‌of‌‌this‌‌weakness‌‌which‌‌started‌‌coming‌‌in‌‌                     

much‌ ‌ahead‌ ‌of‌ ‌the‌ ‌inflationary‌ ‌pressure‌ ‌themselves‌ ‌setting‌ ‌in‌‌                 

early‌‌CY21,‌‌so‌‌what‌‌is‌‌our‌‌result‌‌of‌‌inflationary‌‌impact,‌‌competitive‌‌                     

price‌ ‌pressure,‌ ‌higher‌ ‌discount‌ ‌of‌ ‌the‌ ‌channel‌ ‌to‌ ‌retail‌ ‌market‌‌                   

share,‌ ‌etc?‌ ‌Second‌ ‌would‌ ‌be‌ ‌on‌ ‌the‌ ‌pricing‌ ‌actions,‌ ‌what‌ ‌have‌‌                     

been‌‌the‌‌pricing‌‌action‌‌taken‌‌by‌‌the‌‌company‌‌or‌‌planned‌‌to‌‌offset‌‌                       

the‌ ‌current‌ ‌inflationary‌ ‌pressures?‌ ‌And‌ ‌what‌ ‌are‌‌the‌‌various‌‌cost‌‌                   

optimization‌ ‌measures‌ ‌initiated‌ ‌by‌ ‌the‌ ‌company‌ ‌if‌ ‌any‌ ‌to‌ ‌drive‌‌                   

improvement‌ ‌in‌ ‌margins,‌ ‌overall‌ ‌where‌ ‌does‌ ‌the‌ ‌company‌ ‌sees‌‌                 

the‌ ‌operating‌ ‌margin‌ ‌moving‌ ‌directionally‌ ‌over‌ ‌the‌ ‌next‌ ‌12-24‌‌                 

months,‌ ‌given‌ ‌that‌ ‌they‌ ‌are‌ ‌already‌ ‌nearly‌ ‌at‌ ‌the‌ ‌bottom‌ ‌of‌ ‌the‌‌                       

level‌ ‌in‌ ‌terms‌ ‌of‌ ‌profitability?‌ ‌Thirdly,‌ ‌coming‌ ‌to‌ ‌the‌ ‌competitive‌‌                   

intensity‌ ‌which‌ ‌has‌ ‌significantly‌ ‌increased‌ ‌in‌ ‌the‌‌core‌‌portfolio‌‌of‌‌                   

refrigerators,‌ ‌how‌ ‌are‌ ‌you‌‌seeing‌‌the‌‌competition‌‌both‌‌coming‌‌in‌‌                   

from‌ ‌the‌ ‌local‌‌Korean‌‌peer‌‌as‌‌well‌‌as‌‌other‌‌new‌‌domestic‌‌brands‌‌                       

who‌ ‌have‌ ‌recently‌ ‌entered‌ ‌the‌ ‌ref‌ ‌market‌?‌ ‌Also,‌ ‌if‌ ‌you‌ ‌can‌ ‌also‌‌                       

highlight‌ ‌how‌‌has‌‌been‌‌the‌‌performance‌‌of‌‌new‌‌categories‌‌in‌‌our‌‌                     

portfolio,‌ ‌both‌ ‌the‌ ‌kitchen‌ ‌appliances‌ ‌portfolio‌ ‌as‌ ‌well‌ ‌as‌ ‌air‌‌                   

conditioners‌ ‌and‌ ‌what‌ ‌is‌ ‌the‌ ‌strategy‌ ‌of‌ ‌the‌ ‌company‌ ‌to‌ ‌really‌‌                     

drive‌‌growth‌‌in‌‌market‌‌share‌‌in‌‌both‌‌these‌‌segments?‌‌From‌‌a‌‌2‌‌to‌‌                         

4-year‌ ‌perspective‌ ‌what‌ ‌would‌ ‌be‌ ‌the‌ ‌company's‌ ‌strategy‌ ‌to‌‌                 

eventually‌‌drive‌‌growth,‌‌are‌‌we‌‌just‌‌looking‌‌at‌‌portfolio‌‌expansion‌‌                   
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of‌ ‌‌the‌ ‌end‌ ‌markets,‌ ‌exports‌ ‌or‌ ‌key‌ ‌new‌ ‌category‌ ‌of‌ ‌product‌‌                     

introductions‌ ‌to‌ ‌drive‌ ‌growth‌ ‌on‌ ‌these‌ ‌aspects?‌ ‌Also,‌ ‌if‌ ‌you‌ ‌can‌‌                     

help‌ ‌us‌ ‌understand‌ ‌what‌ ‌is‌ ‌the‌ ‌current‌ ‌mix‌ ‌between‌ ‌in-house‌‌                   

manufacturing‌ ‌and‌ ‌outsourcing‌ ‌for‌ ‌Whirlpool‌ ‌and‌ ‌how‌ ‌would‌ ‌be‌‌                 

this‌‌mix‌‌now‌‌improving‌‌from‌‌the‌‌perspective‌‌of‌‌domestic‌‌sourcing‌‌                   

and‌ ‌imports‌ ‌as‌ ‌well,‌ ‌so‌ ‌with‌ ‌more‌‌of‌‌local‌‌manufacturing‌‌coming‌‌                     

in,‌ ‌should‌ ‌we‌ ‌expect‌ ‌these‌ ‌numbers‌ ‌to‌ ‌improve‌ ‌further?‌ ‌Aligned‌‌                   

with‌ ‌this,‌‌if‌‌you‌‌can‌‌help‌‌us‌‌understand‌‌what‌‌are‌‌the‌‌investments‌‌                       

planned‌ ‌in‌ ‌R&D‌ ‌and‌ ‌new‌ ‌product‌ ‌introductions‌ ‌by‌ ‌the‌ ‌company,‌‌                   

the‌ ‌investment‌ ‌plan‌ ‌and‌ ‌distribution‌ ‌and‌ ‌reach‌ ‌and‌ ‌also‌ ‌the‌‌                   

capacity‌ ‌expansion‌ ‌plan‌ ‌in‌ ‌the‌ ‌next‌ ‌2‌ ‌years‌ ‌and‌ ‌of‌ ‌course‌ ‌which‌‌                       

segments‌ ‌are‌ ‌you‌ ‌talking‌ ‌of‌ ‌capacity‌ ‌expansion‌ ‌and‌ ‌what‌ ‌is‌ ‌the‌‌                     

quantum‌‌of‌‌investment‌‌that‌‌we‌‌are‌‌expecting?‌‌Thank‌‌you,‌‌but‌‌we‌‌                     

would‌ ‌really‌ ‌see‌ ‌performance‌ ‌to‌ ‌improve‌ ‌over‌‌last‌‌12-15‌‌months‌‌                   

has‌ ‌been‌ ‌pretty‌ ‌challenging‌ ‌for‌ ‌the‌ ‌company‌ ‌and‌ ‌significant‌‌                 

underperformance‌ ‌versus‌ ‌peers‌ ‌when‌ ‌it‌ ‌comes‌ ‌to‌ ‌profitability.‌‌               

Look‌ ‌forward‌ ‌to‌ ‌the‌ ‌performance‌ ‌improvement‌ ‌in‌ ‌subsequent‌‌               

years,‌ ‌thank‌ ‌you.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Ms.‌ ‌Baid.‌ ‌We‌ ‌will‌ ‌address‌ ‌your‌ ‌questions.‌ ‌ 

Moderator:‌ Thank‌ ‌you.‌ ‌I‌ ‌now‌ ‌call‌ ‌upon‌ ‌our‌ ‌next‌ ‌speaker‌ ‌shareholder,‌ ‌Mr.‌‌                     

Prashant,‌ ‌representing‌ ‌Sundaram‌ ‌Mutual‌ ‌Fund,‌ ‌having‌ ‌DP‌ ‌ID‌‌               

IN30160410000102‌ ‌to‌ ‌ask‌ ‌your‌ ‌question.‌ ‌Mr.‌ ‌Prashant‌ ‌you‌ ‌are‌‌                 

requested‌ ‌to‌ ‌unmute‌ ‌yourself‌ ‌and‌ ‌ask‌ ‌your‌ ‌question.‌ ‌ 

Prashant:‌ Thank‌ ‌you‌ ‌for‌ ‌the‌ ‌opportunity.‌ ‌Four‌ ‌questions‌ ‌from‌ ‌my‌ ‌end‌ ‌sir,‌‌                     

firstly,‌ ‌if‌ ‌you‌ ‌look‌ ‌at‌ ‌the‌ ‌gross‌ ‌margin‌ ‌numbers‌ ‌we‌ ‌have‌ ‌been‌‌                       

under‌‌pressure‌‌for‌‌the‌‌last‌‌almost‌‌3‌‌to‌‌4‌‌quarters,‌‌is‌‌it‌‌the‌‌fact‌‌that‌‌                             

are‌ ‌we‌ ‌losing‌ ‌our‌ ‌competitive‌ ‌positioning‌ ‌over‌ ‌here‌ ‌or‌ ‌price‌‌                   

positioning‌‌in‌‌order‌‌to‌‌get‌‌our‌‌growth‌‌and‌‌it‌‌has‌‌actually‌‌been‌‌very‌‌                         

margin‌‌focused‌‌in‌‌the‌‌past‌‌as‌‌well,‌‌do‌‌you‌‌think‌‌that‌‌positioning‌‌is‌‌                         

changing‌‌because‌‌of‌‌the‌‌current‌‌competitive‌‌environment?‌‌That‌‌is‌‌                 

the‌ ‌first‌ ‌question.‌ ‌Secondly,‌ ‌we‌ ‌don’t‌ ‌seem‌ ‌to‌ ‌be‌ ‌seeing‌ ‌any‌‌                     

meaningful‌‌category‌‌additions‌‌on‌‌our‌‌part‌‌except‌‌for‌‌the‌‌fact‌‌that‌‌                     
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Elica‌‌seems‌‌to‌‌have‌‌shown‌‌some‌‌promise,‌‌so‌‌if‌‌you‌‌could‌‌probably‌‌                       

throw‌ ‌some‌ ‌light‌ ‌in‌ ‌terms‌ ‌of‌ ‌what‌ ‌the‌ ‌strategy‌ ‌over‌ ‌here‌‌for‌‌the‌‌                         

next‌ ‌3-5‌ ‌years,‌ ‌also‌ ‌we‌ ‌have‌ ‌AC‌ ‌as‌ ‌a‌‌category‌‌which‌‌is‌‌there,‌‌but‌‌                           

we‌ ‌haven't‌‌really‌‌seen‌‌a‌‌lot‌‌of‌‌aggression‌‌over‌‌there,‌‌we‌‌have‌‌the‌‌                         

distribution‌‌‌muscle,‌‌we‌‌also‌‌have‌‌a‌‌presence‌‌over‌‌there,‌‌so‌‌what‌‌is‌‌                       

the‌‌take‌‌on‌‌AC‌‌as‌‌a‌‌category‌‌is‌‌the‌‌second‌‌point?‌‌Third‌‌question‌‌is,‌‌                           

we‌‌seem‌‌to‌‌have‌‌achieved‌‌a‌‌distribution‌‌reach‌‌of‌‌almost‌‌about‌‌90‌‌                       

to‌‌95%‌‌of‌‌may‌‌be‌‌a‌‌leader‌‌like‌‌LG‌‌or‌‌a‌‌Samsung,‌‌what‌‌is‌‌the‌‌scope‌‌                               

of‌ ‌penetration‌ ‌or‌ ‌distribution‌ ‌expansion‌ ‌from‌ ‌here‌ ‌on,‌‌also‌‌from‌‌                   

deepening‌ ‌our‌ ‌distribution‌ ‌perspective,‌ ‌how‌ ‌much‌ ‌percentage‌ ‌of‌‌               

SKUs‌‌are‌‌right‌‌now‌‌distributed‌‌at‌‌this‌‌point‌‌of‌‌time‌‌and‌‌what‌‌is‌‌the‌‌                           

scope‌ ‌of‌ ‌expanding‌ ‌over‌ ‌there‌ ‌as‌ ‌far‌ ‌as‌ ‌SKU‌ ‌distribution‌ ‌or‌‌                     

expansion‌ ‌is‌ ‌concerned?‌ ‌That‌ ‌is‌ ‌the‌ ‌third‌ ‌question.‌ ‌Fourth‌‌                 

question‌ ‌is,‌ ‌we‌ ‌seem‌ ‌to‌ ‌have‌‌not‌‌seen‌‌much‌‌for‌‌reduction‌‌in‌‌our‌‌                         

ad‌‌spend‌‌numbers‌‌during‌‌the‌‌pandemic,‌‌so‌‌what‌‌is‌‌the‌‌outlook‌‌on‌‌                       

that‌‌going‌‌forward‌‌and‌‌more‌‌at‌‌a‌‌broader‌‌level,‌‌what‌‌is‌‌the‌‌kind‌‌of‌‌                           

margin‌ ‌outlook‌ ‌that‌ ‌we‌ ‌tend‌ ‌to‌ ‌have‌ ‌given‌ ‌that‌ ‌the‌ ‌market‌ ‌is‌‌                       

turning‌ ‌more‌ ‌competitive,‌ ‌you‌ ‌are‌ ‌seeing‌ ‌much‌ ‌more‌ ‌serious‌‌                 

players‌ ‌into‌ ‌this‌ ‌market‌ ‌than‌ ‌in‌ ‌the‌ ‌past,‌ ‌so‌ ‌what‌ ‌is‌ ‌the‌ ‌margin‌‌                         

outlook‌‌guidance‌‌you‌‌will‌‌have‌‌to‌‌give‌‌for‌‌the‌‌next‌‌3‌‌to‌‌5‌‌years‌‌as‌‌                             

far‌‌as‌‌Whirlpool‌‌is‌‌concerned?‌‌And‌‌my‌‌last‌‌question‌‌is,‌‌if‌‌you‌‌could‌‌                         

probably‌‌throw‌‌some‌‌light‌‌in‌‌terms‌‌of‌‌what‌‌are‌‌our‌‌plans‌‌on‌‌Front‌‌                         

Load‌ ‌Washing‌ ‌Machine‌ ‌capacity‌ ‌expansion‌ ‌or‌ ‌capacity‌ ‌addition‌‌               

and‌ ‌what‌ ‌is‌ ‌the‌ ‌overall‌ ‌CAPEX‌ ‌outlook?‌ ‌These‌ ‌are‌ ‌the‌ ‌five‌‌                     

questions.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thanks‌ ‌Prashant.‌ ‌We‌ ‌will‌ ‌address‌ ‌this.‌ ‌ 

Moderator:‌ Thank‌ ‌you.‌ ‌I‌ ‌now‌ ‌call‌ ‌upon‌ ‌our‌ ‌next‌ ‌speaker‌ ‌shareholder,‌ ‌Mr.‌‌                     

Charanjit‌‌Singh‌‌from‌‌DSP‌‌Midcap,‌‌having‌‌DP‌‌ID‌‌IN30016710137332‌‌                 

to‌ ‌ask‌ ‌your‌ ‌question.‌ ‌Mr.‌ ‌Singh‌ ‌you‌ ‌are‌ ‌requested‌ ‌to‌ ‌unmute‌‌                     

yourself‌ ‌and‌ ‌ask‌ ‌your‌ ‌question.‌ ‌ 

Charanjit‌ ‌Singh:‌ Good‌ ‌morning‌ ‌everyone,‌ ‌thanks‌ ‌for‌ ‌this‌ ‌opportunity‌ ‌and‌‌I‌‌would‌‌                   

like‌ ‌to‌ ‌thank‌ ‌the‌ ‌Board‌ ‌and‌ ‌all‌ ‌the‌ ‌employees‌ ‌of‌ ‌Whirlpool‌ ‌for‌‌                       
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managing‌‌this‌‌situation‌‌in‌‌the‌‌COVID‌‌environment‌‌and‌‌running‌‌the‌‌                   

operations‌‌at‌‌a‌‌very‌‌good‌‌pace.‌‌Sir,‌‌my‌‌key‌‌questions‌‌are,‌‌first,‌‌you‌‌                         

have‌‌talked‌‌about‌‌the‌‌penetration‌‌level‌‌being‌‌low‌‌in‌‌the‌‌categories‌‌                     

where‌ ‌Whirlpool‌ ‌is‌ ‌present,‌ ‌so‌ ‌from‌ ‌the‌ ‌demand‌ ‌outlook‌‌                 

perspective,‌ ‌specifically‌ ‌in‌ ‌refrigerators‌ ‌and‌ ‌Washing‌ ‌machine,‌‌             

what‌ ‌is‌ ‌the‌ ‌kind‌ ‌of‌ ‌market‌ ‌growth‌ ‌rates‌ ‌you‌ ‌can‌ ‌expect‌ ‌in‌ ‌the‌‌                         

medium-term‌ ‌perspective‌ ‌barring‌ ‌COVID‌ ‌and‌ ‌any‌ ‌specific‌ ‌trends‌‌               

you‌ ‌are‌ ‌looking‌ ‌at‌ ‌in‌ ‌Tier-1‌ ‌versus‌ ‌Tier-2‌ ‌or‌ ‌Tier-3‌ ‌markets‌ ‌are‌‌                       

downtrading‌ ‌by‌ ‌customers‌ ‌and‌ ‌also‌ ‌rise‌ ‌of‌ ‌the‌ ‌new‌‌brands‌‌what‌‌                     

we‌‌are‌‌seeing?‌‌That‌‌is‌‌my‌‌first‌‌question,‌‌second,‌‌in‌‌terms‌‌of‌‌akin‌‌n‌‌                           

touchpoint,‌ ‌how‌ ‌is‌ ‌our‌ ‌market‌ ‌share‌ ‌moved‌ ‌in‌ ‌refrigerators‌ ‌and‌‌                   

washing‌ ‌machines,‌ ‌have‌‌we‌‌gained‌‌or‌‌lost‌‌market‌‌share‌‌in‌‌any‌‌of‌‌                       

these‌ ‌product‌ ‌categories.‌ ‌In‌ ‌terms‌ ‌of‌ ‌new‌ ‌product‌ ‌introductions,‌‌                 

we‌ ‌have‌ ‌seen‌‌that‌‌company‌‌had‌‌taken‌‌a‌‌lot‌‌of‌‌initiatives‌‌in‌‌terms‌‌                         

of‌ ‌having‌ ‌Front‌ ‌Load‌ ‌Washing‌ ‌Machines‌ ‌and‌ ‌even‌ ‌on‌ ‌the‌‌                   

Frost-Free‌ ‌side,‌ ‌so‌ ‌that‌ ‌is‌ ‌commendable,‌ ‌so‌ ‌in‌ ‌terms‌ ‌of‌ ‌our‌ ‌mix‌‌                       

from‌ ‌value‌ ‌versus‌ ‌premium‌ ‌what‌ ‌is‌ ‌our‌ ‌thought‌‌process?‌‌On‌‌the‌‌                     

distribution‌ ‌side‌ ‌also‌ ‌in‌ ‌terms‌ ‌of‌ ‌e-commerce‌ ‌versus‌ ‌the‌‌general‌‌                   

trade‌‌or‌‌multi‌‌brand‌‌format,‌‌what‌‌is‌‌the‌‌kind‌‌of‌‌mix‌‌you‌‌would‌‌like‌‌                           

to‌ ‌have‌ ‌going‌ ‌forward?‌‌And‌‌lastly,‌‌on‌‌the‌‌same‌‌question‌‌in‌‌terms‌‌                       

of‌ ‌the‌ ‌localization‌ ‌of‌‌these‌‌Front‌‌Load‌‌capacities‌‌and‌‌even‌‌on‌‌the‌‌                       

Frost‌ ‌Free‌ ‌side,‌ ‌any‌ ‌further‌ ‌expansions‌ ‌you‌ ‌would‌ ‌like‌‌to‌‌do?‌‌My‌‌                       

third‌‌question‌‌is‌‌on‌‌the‌‌margins‌‌front‌‌and‌‌here‌‌what‌‌we‌‌have‌‌seen‌‌                         

is‌ ‌that‌‌definitely‌‌commodity‌‌cost‌‌have‌‌been‌‌on‌‌the‌‌rise‌‌which‌‌has‌‌                       

impacted‌‌margins‌‌across‌‌the‌‌industry,‌‌but‌‌we‌‌have‌‌seen‌‌an‌‌impact‌‌                     

over‌ ‌last‌ ‌5‌ ‌quarters‌ ‌on‌ ‌our‌ ‌gross‌ ‌margins,‌ ‌so‌ ‌what‌ ‌are‌ ‌the‌ ‌key‌‌                         

initiatives‌‌in‌‌terms‌‌of‌‌pricing‌‌or‌‌the‌‌mix‌‌change‌‌which‌‌we‌‌are‌‌trying‌‌                         

to‌‌do‌‌in‌‌terms‌‌of‌‌mitigating‌‌this‌‌gross‌‌margin‌‌pressures‌‌and‌‌what‌‌                       

would‌ ‌be‌ ‌your‌ ‌sustainable‌ ‌EBITDA‌ ‌margins‌ ‌for‌ ‌the‌ ‌company?‌‌My‌‌                   

fourth‌‌question‌‌would‌‌be,‌‌Whirlpool‌‌parent‌‌had‌‌stated‌‌category‌‌B‌‌                   

that‌ ‌they‌ ‌are‌ ‌exploring‌ ‌India‌ ‌as‌ ‌a‌ ‌global‌ ‌sourcing‌ ‌hub‌ ‌for‌ ‌the‌‌                       

components‌‌as‌‌well‌‌as‌‌finished‌‌products,‌‌so‌‌what‌‌is‌‌the‌‌update‌‌on‌‌                       

that,‌ ‌what‌ ‌could‌ ‌be‌ ‌the‌ ‌potential‌ ‌of‌ ‌these‌ ‌in‌ ‌the‌ ‌export‌‌                     

opportunities‌ ‌for‌ ‌us‌ ‌and‌ ‌when‌ ‌you‌ ‌will‌ ‌see‌ ‌the‌ ‌opportunities‌‌                   
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scaling‌ ‌up?‌ ‌Lastly,‌ ‌sir,‌ ‌Whirlpool‌ ‌has‌ ‌got‌ ‌cash‌ ‌balance‌ ‌of‌ ‌2000‌‌                     

crores‌‌as‌‌of‌‌March‌‌2021‌‌and‌‌if‌‌you‌‌can‌‌indicate‌‌how‌‌do‌‌you‌‌plan‌‌to‌‌                             

utilize‌‌this‌‌cash‌‌in‌‌terms‌‌of‌‌any‌‌inorganic‌‌opportunities‌‌and‌‌in‌‌very‌‌                       

particular‌ ‌product‌‌categories,‌‌we‌‌would‌‌like‌‌to‌‌do‌‌that?‌‌Those‌‌are‌‌                     

my‌ ‌questions,‌ ‌thank‌ ‌you.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Mr.‌ ‌Singh.‌ 

Moderator:‌ I‌ ‌now‌ ‌call‌ ‌upon‌ ‌our‌ ‌next‌ ‌speaker‌ ‌shareholders,‌ ‌Ms.‌ ‌Priyanka‌‌                   

Kapoor,‌‌having‌‌DP‌‌ID‌‌IN30072410021112‌‌to‌‌ask‌‌your‌‌question.‌‌Ms.‌‌                   

Priyanka‌ ‌you‌ ‌are‌ ‌requested‌ ‌to‌ ‌unmute‌ ‌yourself‌ ‌and‌ ‌ask‌ ‌your‌‌                   

question.‌‌May‌‌we‌‌request‌‌Ms.‌‌Priyanka‌‌Kapoor‌‌to‌‌unmute‌‌yourself‌‌                   

and‌ ‌proceed‌ ‌with‌ ‌your‌ ‌question.‌‌ ‌  

Since‌ ‌there‌ ‌is‌ ‌no‌ ‌response‌ ‌from‌ ‌the‌ ‌current‌ ‌shareholder,‌ ‌we‌‌will‌‌                     

move‌ ‌on‌ ‌to‌ ‌the‌ ‌next‌ ‌question.‌ ‌I‌ ‌now‌ ‌call‌ ‌upon‌ ‌our‌ ‌next‌ ‌speaker‌‌                         

shareholder,‌‌Mr.‌‌Faisal‌‌Hawa,‌‌having‌‌DP‌‌ID‌‌1204750000008598.‌‌To‌‌                 

ask‌ ‌your‌ ‌question,‌ ‌Mr.‌ ‌Faisal,‌ ‌you‌ ‌are‌ ‌requested‌ ‌to‌ ‌unmute‌‌                   

yourself‌ ‌and‌ ‌ask‌ ‌your‌ ‌question.‌ ‌ 

Faisal‌ ‌Hawa:‌ My‌‌question,‌‌one‌‌is,‌‌how‌‌is‌‌the‌‌Board‌‌of‌‌Directors‌‌made‌‌or‌‌KRAs‌‌of‌‌                           

the‌ ‌MD‌ ‌and‌ ‌what‌ ‌are‌ ‌the‌ ‌key‌ ‌percentages‌ ‌as‌ ‌to‌ ‌how‌ ‌the‌‌                       

remuneration‌ ‌is‌ ‌based‌ ‌on?‌ ‌That‌ ‌is‌ ‌one,‌ ‌second‌ ‌is,‌ ‌most‌ ‌large‌‌                     

companies‌ ‌and‌ ‌which‌ ‌are‌ ‌global‌ ‌corporations,‌ ‌have‌ ‌been‌ ‌facing‌ ‌                 

competition‌ ‌from‌ ‌areas‌ ‌which‌ ‌they‌ ‌never‌ ‌even‌ ‌thought‌ ‌that‌‌                 

competition‌ ‌would‌ ‌come‌ ‌from,‌ ‌example‌ ‌of‌ ‌Airbnb‌,‌ ‌‌traditional‌‌               

hotels‌ ‌is‌ ‌one,‌ ‌so‌ ‌with‌ ‌increase‌ ‌usage‌ ‌of‌ ‌IOT‌ ‌and‌ ‌software‌ ‌to‌‌                       

connect‌‌most‌‌devices,‌‌has‌‌Whirlpool‌‌global‌‌board‌‌or‌‌Indian‌‌board‌‌                   

thought‌‌of‌‌how‌‌we‌‌could‌‌be‌‌probably‌‌disrupted‌‌by‌‌an‌‌e-commerce‌‌                     

giant‌ ‌who‌ ‌just‌ ‌get‌ ‌these‌ ‌refrigerators‌ ‌made‌ ‌by‌ ‌a‌ ‌third‌ ‌party‌ ‌and‌‌                       

has‌ ‌the‌ ‌entire‌ ‌inventory‌ ‌of‌ ‌this‌ ‌connected‌ ‌via‌ ‌IOT‌ ‌through‌ ‌their‌‌                     

networks‌‌and‌‌through‌‌cloud,‌‌so‌‌are‌‌we‌‌thinking‌‌of‌‌anything‌‌similar‌‌                     

or‌ ‌trying‌ ‌to‌ ‌compete‌ ‌on‌ ‌that?‌ ‌Third‌ ‌is,‌ ‌India‌ ‌is‌ ‌now‌ ‌developing‌ ‌a‌‌                         

very‌ ‌significant‌ ‌destination‌ ‌‌contract-based‌ ‌manufacturing,‌ ‌so‌ ‌we‌‌             

could‌ ‌have‌ ‌competition‌ ‌on‌ ‌lot‌ ‌of‌ ‌private‌ ‌labels‌ ‌and‌ ‌with‌‌                   

Page‌ ‌16‌ ‌of‌ ‌55‌ ‌ 



‌ 
‌ 

distribution,‌ ‌almost‌ ‌democratized,‌‌how‌‌will‌‌we‌‌face‌‌to‌‌saying‌‌that‌‌                   

our‌‌brand‌‌is‌‌strong,‌‌is‌‌all‌‌very‌‌well,‌‌but‌‌most‌‌Indians‌‌are‌‌very‌‌value‌‌                           

conscious?‌‌Fourth‌‌is‌‌since‌‌we‌‌are‌‌poor‌‌country‌‌with‌‌per‌‌capita‌‌not‌‌                       

very‌ ‌high,‌ ‌is‌ ‌there‌ ‌any‌ ‌attempt‌ ‌to‌ ‌develop‌ ‌refrigerator‌ ‌or‌ ‌air‌‌                     

conditioner‌ ‌which‌ ‌would‌ ‌be‌ ‌like‌ ‌for‌ ‌the‌ ‌bottom‌ ‌of‌ ‌the‌ ‌pyramid,‌‌                     

something‌ ‌which‌ ‌could‌ ‌cool‌ ‌very‌ ‌small‌ ‌areas,‌ ‌but‌ ‌very‌ ‌efficiently‌‌                   

and‌ ‌could‌ ‌be‌ ‌less‌ ‌than‌ ‌Rs.‌ ‌10,000‌ ‌or‌ ‌Rs.‌‌12,000‌‌and‌‌it‌‌could‌‌be‌‌a‌‌                             

big‌ ‌volume‌ ‌growth‌ ‌for‌ ‌us?‌ ‌And‌ ‌last‌ ‌is,‌ ‌sir,‌ ‌what‌ ‌is‌‌the‌‌revenue‌‌of‌‌                           

our‌ ‌worldwide‌ ‌parent‌ ‌and‌ ‌what‌ ‌is‌ ‌our‌ ‌share‌ ‌in‌‌that‌‌revenue‌‌and‌‌                       

how‌ ‌often‌ ‌does‌ ‌the‌ ‌Indian‌ ‌top‌ ‌Management‌ ‌report‌ ‌to‌ ‌the‌ ‌head‌‌                     

quarter‌ ‌for‌ ‌our‌ ‌performances‌ ‌and‌ ‌when‌ ‌are‌ ‌those‌ ‌target‌ ‌set?‌‌                   

Thank‌ ‌you.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Mr.‌ ‌Faisal‌ ‌Hawa.‌ ‌ 

Moderator:‌ I‌‌now‌‌call‌‌upon‌‌our‌‌next‌‌speaker‌‌shareholder,‌‌Mr.‌‌Santosh‌‌Kumar‌‌                     

Saraf,‌ ‌having‌ ‌DP‌ ‌ID‌ ‌IN30306910080400‌ ‌to‌ ‌ask‌ ‌your‌ ‌question.‌‌Mr.‌‌                   

Saraf,‌ ‌you‌ ‌are‌ ‌requested‌ ‌to‌ ‌unmute‌ ‌yourself‌ ‌and‌ ‌ask‌ ‌your‌‌                   

question.‌ ‌ 

Santhosh‌ ‌Kumar‌ ‌Saraf:‌ I‌ ‌am‌ ‌Santhosh‌ ‌Kumar‌ ‌Saraf,‌ ‌I‌ ‌am‌ ‌speaking‌ ‌from‌ ‌Kolkata.‌‌                   

Greetings‌ ‌to‌ ‌all.‌ ‌Wish‌ ‌all‌ ‌board‌ ‌members‌ ‌and‌ ‌all‌ ‌employees‌ ‌and‌‌                     

shareholders‌‌are‌‌safe.‌‌I‌‌pay‌‌my‌‌gratitude‌‌to‌‌those‌‌who‌‌has‌‌left‌‌us‌‌                         

during‌ ‌this‌ ‌COVID‌ ‌time‌ ‌or‌ ‌their‌ ‌loved‌ ‌ones,‌ ‌I‌ ‌pray‌ ‌to‌ ‌god‌ ‌to‌ ‌give‌‌                           

them‌‌strength‌‌and‌‌peace.‌‌Sir,‌‌you‌‌have‌‌2000‌‌crores‌‌reserve,‌‌what‌‌                     

is‌ ‌the‌ ‌CAPEX‌ ‌plan‌ ‌for‌‌next‌‌3‌‌years‌‌so‌‌that‌‌we‌‌could‌‌make‌‌income‌‌                           

or‌ ‌growth?‌‌What‌‌is‌‌the‌‌order‌‌book‌‌position?‌‌What‌‌steps‌‌have‌‌you‌‌                       

taken‌‌to‌‌fulfill‌‌vocal‌‌for‌‌local‌‌and‌‌atmanirbhar‌‌bharat?‌‌What‌‌steps‌‌                     

taken‌‌to‌‌fulfill‌‌ESG‌‌compliance‌‌parameter?‌‌What‌‌steps‌‌are‌‌taken‌‌to‌‌                     

enhance‌ ‌the‌ ‌brand‌ ‌India‌ ‌image‌ ‌in‌ ‌the‌ ‌global‌ ‌market?‌ ‌Sir,‌ ‌what‌‌                     

steps‌ ‌taken‌ ‌to‌ ‌reduce‌ ‌or‌ ‌stop‌ ‌single‌ ‌use‌ ‌plastic,‌ ‌sir?‌ ‌What‌ ‌steps‌‌                       

have‌ ‌been‌ ‌taken‌ ‌towards‌ ‌rain‌ ‌water‌ ‌harvesting‌ ‌and‌ ‌water‌‌                 

conservation?‌ ‌Also‌ ‌regarding‌ ‌renewable‌ ‌energy‌ ‌source‌ ‌and‌‌             

reducing‌ ‌the‌ ‌carbon‌ ‌foot‌ ‌print,‌ ‌what‌ ‌steps‌ ‌have‌ ‌you‌ ‌taken?‌ ‌Sir,‌‌                     

what‌‌steps‌‌have‌‌been‌‌taken‌‌for‌‌women‌‌empowerment?‌‌We‌‌would‌‌                   
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like‌ ‌to‌‌give‌‌more‌‌opportunities‌‌for‌‌women,‌‌now‌‌the‌‌percentage‌‌is‌‌                     

less.‌ ‌I‌ ‌believe‌‌women‌‌are‌‌successful‌‌and‌‌courageous‌‌and‌‌capable‌‌                   

of‌ ‌any‌ ‌work.‌ ‌As‌ ‌we‌ ‌have‌ ‌seen‌ ‌in‌ ‌Olympics,‌ ‌women‌ ‌have‌ ‌lifted‌‌                       

heavy‌ ‌weight‌ ‌and‌ ‌won‌ ‌medal‌ ‌even‌ ‌in‌ ‌wrestling‌ ‌and‌ ‌boxing,‌ ‌they‌‌                     

have‌ ‌also‌ ‌won‌‌medal,‌‌so‌‌please‌‌don’t‌‌consider‌‌them‌‌weak,‌‌I‌‌want‌‌                       

them‌ ‌to‌ ‌employed‌‌more‌‌and‌‌more.‌‌Our‌‌country‌‌has‌‌49%‌‌females‌‌                     

in‌ ‌comparison‌ ‌to‌ ‌males‌ ‌which‌ ‌is‌ ‌51%‌ ‌and‌ ‌please‌ ‌endeavour‌ ‌to‌‌                     

enhance‌ ‌their‌ ‌equality.‌ ‌This‌ ‌is‌ ‌my‌ ‌request.‌ ‌Also,‌ ‌wanted‌ ‌to‌ ‌ask‌                     

what‌ ‌is‌ ‌the‌ ‌percent‌ ‌of‌ ‌employees‌ ‌who‌ ‌have‌ ‌been‌ ‌vaccinated,‌‌                   

including‌ ‌casual‌ ‌employees‌ ‌and‌ ‌their‌ ‌family‌ ‌members,‌ ‌as‌‌               

employees‌ ‌live‌ ‌with‌ ‌their‌ ‌families‌ ‌after‌ ‌work,‌ ‌so‌ ‌there‌ ‌is‌ ‌need‌ ‌to‌                       

vaccinate‌‌them‌‌too.‌‌If‌‌they‌‌are‌‌not‌‌getting‌‌vaccines‌‌in‌‌government‌‌                     

hospital‌‌please‌‌send‌‌them‌‌to‌‌private‌‌hospital‌‌and‌‌please‌‌bear‌‌their‌‌                     

expense.‌ ‌That‌ ‌way‌ ‌we‌ ‌can‌ ‌increase‌ ‌the‌ ‌percentage‌ ‌of‌‌vaccinated‌‌                   

employees.‌‌I‌‌won’t‌‌say‌‌much.‌‌I‌‌would‌‌like‌‌to‌‌thank‌‌your‌‌secretary,‌‌                       

Ms.‌ ‌Roopali,‌ ‌she‌ ‌is‌ ‌a‌ ‌very‌ ‌good‌ ‌person.‌ ‌I‌ ‌have‌ ‌requested‌ ‌her‌ ‌to‌‌                         

consider‌ ‌people‌ ‌residing‌ ‌in‌ ‌Kolkata‌ ‌as‌ ‌well.‌ ‌I‌ ‌pray‌ ‌to‌ ‌god‌ ‌that‌ ‌all‌‌                         

who‌ ‌are‌ ‌associated‌ ‌with‌ ‌the‌ ‌growth‌ ‌of‌ ‌the‌ ‌company‌ ‌I‌ ‌wish‌‌them‌‌                       

good‌‌health‌‌and‌‌happiness‌‌in‌‌2021.‌‌I‌‌also‌‌request‌‌you‌‌to‌‌continue‌‌                       

the‌ ‌meeting‌ ‌through‌ ‌video‌ ‌conferencing‌ ‌in‌ ‌future.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌so‌ ‌much‌ ‌Mr.‌ ‌Saraf.‌ ‌ 

Moderator:‌ Thank‌‌you.‌‌We‌‌now‌‌have‌‌Ms.‌‌Priyanka‌‌Kapoor‌‌reconnected.‌‌I‌‌now‌‌                     

invite‌‌Ms.‌‌Priyanka‌‌Kapoor,‌‌having‌‌DP‌‌ID‌‌IN30072410021112‌‌to‌‌ask‌‌                   

your‌‌question.‌‌Ms.‌‌Priyanka,‌‌you‌‌are‌‌requested‌‌to‌‌unmute‌‌yourself‌‌                   

and‌ ‌ask‌ ‌your‌ ‌question.‌ ‌ 

Priyanka‌ ‌Kapoor:‌ Thanks‌ ‌for‌ ‌the‌ ‌opportunity.‌ ‌Good‌ ‌morning‌‌dear‌‌board‌‌members,‌‌                 

shareholders‌ ‌and‌ ‌fellow‌ ‌speaker‌ ‌shareholders,‌ ‌firstly‌ ‌I‌‌would‌‌like‌‌                 

to‌ ‌congratulate‌ ‌the‌ ‌Management‌ ‌as‌ ‌well‌ ‌as‌‌all‌‌the‌‌employees‌‌for‌‌                     

sustaining‌ ‌the‌ ‌performance‌ ‌of‌ ‌the‌ ‌company,‌ ‌despite‌ ‌the‌‌               

challenging‌ ‌business‌ ‌environment‌ ‌due‌‌to‌‌the‌‌pandemic.‌‌A‌‌special‌‌                 

mention‌ ‌for‌ ‌Mr.‌ ‌Vishal‌ ‌Bhola‌ ‌who‌ ‌took‌ ‌over‌ ‌the‌ ‌realms‌ ‌of‌ ‌the‌‌                       

company‌ ‌in‌ ‌the‌ ‌midst‌ ‌of‌ ‌pandemic‌ ‌but‌ ‌was‌ ‌able‌ ‌to‌ ‌successfully‌‌                     
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navigate‌ ‌the‌ ‌business.‌ ‌Now,‌ ‌coming‌ ‌to‌ ‌my‌ ‌question,‌‌industry‌‌are‌‌                   

seeing‌ ‌the‌‌significant‌‌shift‌‌in‌‌the‌‌consumer‌‌consumption‌‌patterns‌‌                 

due‌‌to‌‌pandemic,‌‌my‌‌question‌‌to‌‌the‌‌Management‌‌is‌‌do‌‌you‌‌see‌‌a‌‌                         

shift‌‌in‌‌consumer‌‌behavior‌‌and‌‌consumer‌‌consumption‌‌patterns‌‌in‌‌                 

the‌‌durables‌‌industry,‌‌in‌‌‌Management’s‌‌view‌‌is‌‌this‌‌a‌‌trend‌‌that‌‌is‌‌                       

likely‌‌to‌‌continue,‌‌how‌‌is‌‌the‌‌company‌‌preparing‌‌itself‌‌for‌‌the‌‌shift?‌‌                       

That‌ ‌is‌ ‌pretty‌ ‌much‌ ‌from‌ ‌my‌ ‌side.‌ ‌ 

 ‌‌Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Ms.‌ ‌Kapoor.‌ ‌Thank‌ ‌you‌ ‌so‌ ‌much.‌ ‌ 

Moderator:‌ Thank‌ ‌you.‌ ‌I‌ ‌now‌ ‌call‌ ‌upon‌ ‌our‌ ‌next‌ ‌speaker‌ ‌shareholder‌ ‌Mr.‌‌                     

Mayank‌‌Bandari‌‌representing‌‌Nirmal‌‌Bang‌‌Securities,‌‌having‌‌DP‌‌ID‌‌                 

IN30160410000102‌ ‌to‌ ‌ask‌ ‌your‌ ‌question.‌ ‌Mr.‌ ‌Mayank,‌ ‌you‌ ‌are‌‌                 

requested‌ ‌to‌ ‌unmute‌ ‌yourself‌ ‌and‌ ‌ask‌ ‌your‌ ‌question.‌ ‌ 

Mayank‌ ‌Bandari:‌ My‌ ‌first‌‌question‌‌is‌‌related‌‌to‌‌your‌‌geographical‌‌penetration,‌‌how‌‌                   

much‌‌of‌‌the‌‌sales‌‌is‌‌coming‌‌from‌‌Western‌‌and‌‌Southern‌‌parts‌‌now‌‌                       

as‌ ‌we‌ ‌were‌ ‌previously‌ ‌focusing‌ ‌more‌ ‌on‌ ‌the‌ ‌Western‌ ‌and‌‌                   

Southern‌‌orders‌‌to‌‌increase‌‌the‌‌penetration,‌‌so‌‌what‌‌would‌‌be‌‌the‌‌                     

geographical‌ ‌mix‌ ‌at‌ ‌this‌ ‌moment‌ ‌primarily‌ ‌if‌ ‌you‌ ‌can‌ ‌tell‌ ‌this‌‌                     

category‌ ‌wise,‌ ‌that‌ ‌would‌ ‌be‌ ‌great,‌ ‌like‌‌probably‌‌in‌‌the‌‌Top‌‌Load‌‌                       

Washer‌ ‌and‌ ‌Frost‌ ‌Free‌ ‌Refrigerators,‌ ‌which‌ ‌are‌ ‌the‌ ‌dominating‌‌                 

market,‌ ‌refrigerator‌ ‌category,‌ ‌single‌ ‌door‌ ‌or‌ ‌the‌ ‌premium‌‌               

categories‌‌which‌‌are‌‌the‌‌market‌‌that‌‌we‌‌are‌‌getting‌‌the‌‌maximum‌‌                     

revenue‌‌from?‌‌Second‌‌question‌‌is,‌‌on‌‌how‌‌exactly‌‌we‌‌are‌‌targeting‌‌                     

to‌ ‌compete‌ ‌with‌ ‌the‌ ‌rising‌ ‌competition,‌ ‌are‌ ‌we‌ ‌losing‌ ‌market‌‌                   

shares‌‌when‌‌the‌‌new‌‌entrants‌‌coming‌‌into‌‌the‌‌picture‌‌now,‌‌so‌‌that‌‌                       

is‌ ‌my‌ ‌second‌ ‌question?‌ ‌Third‌ ‌question‌ ‌is,‌ ‌sir,‌ ‌particularly‌ ‌if‌ ‌you‌‌                     

look‌ ‌at‌ ‌capacities,‌ ‌previously‌ ‌I‌ ‌think‌ ‌premium‌ ‌products‌ ‌were‌ ‌not‌‌                   

being‌‌manufactured‌‌and‌‌the‌‌global‌‌facilities‌‌were‌‌being‌‌leveraged‌‌                 

to‌ ‌import‌ ‌the‌ ‌product‌ ‌from‌ ‌let‌ ‌us‌ ‌say,‌ ‌China‌ ‌and‌ ‌from‌‌European‌‌                       

facilities‌ ‌of‌ ‌Whirlpool‌ ‌were‌ ‌leveraged‌ ‌to‌ ‌import‌ ‌the‌ ‌premium‌‌                 

products,‌ ‌so‌ ‌how‌ ‌is‌ ‌the‌ ‌situation‌ ‌now,‌ ‌are‌ ‌we‌ ‌still‌ ‌importing‌ ‌the‌‌                       

premium‌ ‌category‌ ‌of‌ ‌products‌ ‌like‌ ‌high-end‌ ‌‌refrigerator‌ ‌and‌ ‌all‌‌                 

from‌‌the‌‌overseas‌‌facility‌‌or‌‌we‌‌have‌‌started‌‌manufacturing‌‌them?‌‌                   
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That‌ ‌is‌ ‌my‌ ‌third‌ ‌question.‌ ‌Fourth‌ ‌question‌ ‌is,‌ ‌we‌ ‌had‌ ‌been‌‌                     

focusing‌‌on‌‌water‌‌purifier‌‌category,‌‌so‌‌how‌‌big‌‌is‌‌the‌‌category‌‌now‌‌                       

for‌ ‌us‌ ‌and‌ ‌what‌ ‌would‌ ‌be‌ ‌the‌ ‌indicated‌ ‌market‌ ‌share‌ ‌which‌ ‌we‌‌                       

would‌ ‌have‌ ‌garnered‌ ‌so‌ ‌far?‌ ‌Fifth‌ ‌question‌ ‌is,‌ ‌Whirlpool‌ ‌used‌ ‌to‌‌                     

earn‌ ‌service‌ ‌revenue‌ ‌for‌ ‌technology‌ ‌work‌ ‌for‌ ‌group‌ ‌companies‌‌                 

across‌‌the‌‌world‌‌and‌‌margin‌‌used‌‌to‌‌be‌‌higher‌‌than‌‌the‌‌traditional‌‌                       

business,‌ ‌so‌ ‌how‌ ‌is‌ ‌that‌ ‌business‌ ‌doing‌ ‌now?‌ ‌What‌ ‌is‌ ‌the‌‌                     

proportion‌ ‌of‌ ‌that‌ ‌business‌ ‌in‌ ‌your‌ ‌total‌ ‌overall‌ ‌pie‌ ‌of‌ ‌the‌‌                     

revenue?‌ ‌And‌ ‌lastly,‌ ‌I‌ ‌would‌ ‌want‌ ‌to‌ ‌understand‌ ‌what‌ ‌is‌ ‌the‌‌                     

premium‌ ‌product‌ ‌portfolio‌ ‌on‌ ‌the‌ ‌online‌ ‌channel,‌ ‌I‌ ‌mean‌ ‌how‌                   

much‌‌you‌‌are‌‌selling‌‌the‌‌premium‌‌products‌‌on‌‌the‌‌online‌‌channel‌‌                     

and‌ ‌in‌ ‌terms‌ ‌of‌ ‌premium‌ ‌versus‌ ‌non-premium,‌ ‌how‌ ‌much‌ ‌is‌‌the‌‌                     

breakup‌ ‌of‌ ‌online‌ ‌or‌ ‌offline?‌ ‌Those‌ ‌are‌ ‌my‌ ‌questions,‌ ‌thank‌ ‌you.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Mr.‌ ‌Bandari.‌ ‌ 

Moderator:‌ I‌ ‌now‌ ‌call‌ ‌upon‌ ‌our‌ ‌next‌ ‌speaker‌ ‌shareholder,‌ ‌‌Mr.‌ ‌P.‌ ‌Jaichand‌‌                     

having‌ ‌DP‌ ‌ID‌ ‌IN30163741159143‌ ‌to‌ ‌ask‌ ‌your‌ ‌question.‌ ‌Mr.‌‌                 

Jaichand,‌ ‌you‌ ‌are‌ ‌requested‌ ‌to‌ ‌unmute‌ ‌yourself‌ ‌and‌ ‌ask‌ ‌your‌‌                   

question.‌ ‌ 

P.‌ ‌Jaychan:‌ This‌ ‌Corona‌ ‌virus‌ ‌and‌ ‌subsequent‌ ‌lockdown,‌ ‌how‌ ‌many‌‌               

employees‌ ‌you‌ ‌have‌ ‌sacked,‌ ‌hired,‌ ‌salary‌ ‌cut‌ ‌in‌ ‌percentage‌ ‌and‌‌                   

the‌‌Coronavirus‌‌and‌‌the‌‌subsequent‌‌lockdowns,‌‌how‌‌much‌‌of‌‌the‌‌                   

salary‌ ‌cut‌ ‌was‌ ‌taken‌ ‌by‌ ‌the‌ ‌Management‌ ‌during‌ ‌this‌ ‌pandemic‌‌                   

time‌ ‌what‌ ‌is‌ ‌the‌ ‌view‌ ‌of‌ ‌the‌ ‌Management,‌ ‌the‌ ‌situation‌ ‌remains‌‌                     

challenging‌ ‌in‌ ‌the‌ ‌coming‌ ‌quarter,‌ ‌the‌ ‌Management‌ ‌offers‌ ‌to‌‌                 

improve‌ ‌the‌ ‌‌[disconnected].‌‌ ‌  

Moderator:‌ It‌ ‌seems‌ ‌Mr.‌ ‌Jaichand’s‌ ‌line‌ ‌has‌ ‌got‌ ‌disconnected.‌ ‌We‌ ‌will‌ ‌move‌‌                     

onto‌ ‌the‌ ‌next‌ ‌speaker‌ ‌shareholder.‌ ‌I‌ ‌now‌ ‌call‌ ‌upon‌ ‌our‌ ‌next‌‌                     

speaker‌ ‌shareholder,‌ ‌Mr.‌ ‌Abhishek‌ ‌Sethia,‌ ‌having‌ ‌DP‌ ‌ID‌‌               

1208160030217126‌ ‌to‌ ‌ask‌ ‌your‌ ‌question.‌ ‌Mr.‌ ‌Abhishek,‌ ‌you‌ ‌are‌‌                 

requested‌ ‌to‌ ‌unmute‌ ‌yourself‌ ‌and‌ ‌ask‌ ‌your‌ ‌question.‌ ‌ 
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Abhishek‌ ‌Sethia:‌ Good‌‌afternoon‌‌Chairman‌‌sir,‌‌Managing‌‌Director,‌‌Mr.‌‌Vishal‌‌Bhola‌‌                 

and‌ ‌the‌ ‌entire‌ ‌board‌ ‌of‌ ‌directors,‌ ‌I‌ ‌am‌ ‌happy‌ ‌to‌ ‌connect‌ ‌on‌ ‌this‌‌                         

virtual‌‌platform‌‌with‌‌you‌‌all‌‌and‌‌Chairman‌‌sir‌‌said‌‌why‌‌it‌‌may‌‌not‌‌                         

be‌ ‌as‌ ‌good‌ ‌as‌ ‌meeting‌ ‌face‌ ‌to‌ ‌face,‌ ‌but‌ ‌at‌ ‌least‌ ‌we‌ ‌are‌ ‌able‌ ‌to‌‌                             

connect‌ ‌in‌ ‌some‌ ‌way‌ ‌during‌ ‌pandemic,‌ ‌so‌ ‌first‌ ‌of‌ ‌all,‌‌                   

congratulations‌‌on‌‌the‌‌company's‌‌performance.‌‌My‌‌question‌‌is‌‌for‌‌                 

Mr.‌ ‌Bhola,‌ ‌while‌ ‌in‌ ‌the‌ ‌market,‌ ‌we‌ ‌majorly‌ ‌see‌ ‌Whirlpool‌ ‌Brand‌‌                     

Refrigerators,‌ ‌Washing‌ ‌Machines‌ ‌and‌ ‌Air‌ ‌Conditioners,‌ ‌but‌ ‌on‌‌               

company’s‌ ‌website‌ ‌there‌ ‌are‌ ‌number‌‌of‌‌products‌‌like‌‌Air‌‌Purifier,‌‌                   

Microwave,‌ ‌DishWashers,‌ ‌etc.,‌ ‌I‌ ‌would‌ ‌like‌ ‌to‌ ‌understand‌ ‌what‌‌is‌‌                   

the‌ ‌percentage‌ ‌revenue‌ ‌from‌ ‌these‌ ‌products‌ ‌other‌ ‌than‌‌               

refrigerators‌ ‌and‌ ‌washing‌ ‌machines,‌ ‌which‌ ‌of‌ ‌these‌‌products‌‌are‌‌                 

key‌‌focused‌‌areas‌‌for‌‌our‌‌company‌‌in‌‌the‌‌long‌‌term,‌‌what‌‌role‌‌will‌‌                         

innovations‌ ‌play‌ ‌in‌ ‌this,‌ ‌are‌ ‌we‌ ‌planning‌ ‌to‌ ‌enhance‌ ‌or‌ ‌set‌ ‌up‌‌                       

capacities‌ ‌to‌ ‌manufacture‌ ‌these‌ ‌segments‌ ‌of‌ ‌products?‌ ‌Thank‌ ‌you.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Mr.‌ ‌Sethia.‌ ‌ 

Moderator:‌ Thank‌‌you.‌‌We‌‌will‌‌move‌‌onto‌‌our‌‌next‌‌speaker‌‌shareholder.‌‌I‌‌now‌‌                       

call‌ ‌upon‌ ‌our‌ ‌next‌ ‌speaker‌ ‌shareholder,‌ ‌Mr.‌ ‌Srimal‌ ‌‌having‌ ‌DP‌ ‌ID‌‌                     

IN30371911033159‌ ‌to‌ ‌ask‌ ‌your‌ ‌question.‌ ‌Mr.‌ ‌Srimal,‌ ‌you‌ ‌are‌‌                 

requested‌ ‌to‌ ‌unmute‌ ‌yourself‌ ‌and‌ ‌ask‌ ‌your‌ ‌question.‌ ‌ 

BS‌ ‌Srimal:‌ Mr.‌ ‌Chairman‌ ‌sir,‌ ‌member‌ ‌of‌ ‌the‌ ‌board,‌ ‌I‌ ‌am‌ ‌BS‌ ‌Srimal-CA‌ ‌from‌‌                       

Kolkata.‌‌I‌‌am‌‌extremely‌‌grateful‌‌to‌‌the‌‌Chairman‌‌for‌‌giving‌‌me‌‌the‌‌                       

opportunity‌ ‌to‌ ‌share‌ ‌my‌ ‌question‌ ‌at‌ ‌the‌ ‌AGM.‌ ‌Sir,‌ ‌with‌ ‌your‌‌                     

permission,‌ ‌may‌ ‌I‌ ‌give‌ ‌you‌ ‌some‌ ‌suggestion‌ ‌about‌ ‌the‌‌                 

improvement‌ ‌of‌ ‌the‌ ‌accounts‌ ‌and‌ ‌other‌ ‌part‌‌of‌‌it,‌‌if‌‌you‌‌so‌‌allow‌‌                         

me‌ ‌sir.‌ ‌Number‌ ‌one,‌ ‌I‌ ‌believe‌ ‌that‌‌your‌‌report‌‌is‌‌quite‌‌big‌‌at‌‌this‌‌                           

juncture,‌ ‌it‌ ‌is‌ ‌very‌ ‌difficult‌ ‌for‌ ‌anybody‌ ‌to‌ ‌go‌ ‌through‌ ‌it‌‌fully‌‌and‌‌                         

there‌‌is‌‌possibility‌‌to‌‌consider‌‌linkages‌‌so‌‌that‌‌where‌‌if‌‌you‌‌click‌‌in‌‌                         

the‌ ‌content,‌ ‌we‌ ‌can‌ ‌go‌ ‌to‌ ‌the‌ ‌reading‌ ‌of‌‌the‌‌accounts,‌‌otherwise‌‌                       

going‌ ‌through‌ ‌250‌ ‌pages‌ ‌and‌ ‌going‌ ‌down‌ ‌every‌ ‌page‌ ‌is‌ ‌very‌‌                     

difficult.‌ ‌I‌ ‌have‌ ‌suggested‌ ‌this‌ ‌in‌ ‌the‌ ‌Bata‌ ‌meeting‌‌yesterday‌‌and‌‌                     

many‌ ‌companies‌ ‌have‌ ‌opted‌ ‌and‌ ‌in‌ ‌your‌ ‌Bombay‌ ‌also‌ ‌has‌‌                   
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adopted‌ ‌it‌ ‌very‌ ‌aptly,‌ ‌so‌ ‌kindly‌ ‌see‌ ‌that‌‌this‌‌is‌‌adopted‌‌next‌‌year‌‌                         

so‌ ‌that‌ ‌the‌ ‌shareholder‌ ‌can‌ ‌go‌ ‌to‌ ‌the‌ ‌necessary‌ ‌pages‌ ‌as‌ ‌by‌‌                       

clicking‌ ‌of‌ ‌the‌ ‌button.‌ ‌Sir,‌ ‌number‌ ‌two,‌ ‌the‌ ‌figures‌ ‌should‌ ‌be‌ ‌in‌‌                       

crores‌ ‌instead‌ ‌of‌ ‌lakhs‌ ‌and‌ ‌in‌ ‌different‌ ‌places,‌ ‌you‌ ‌have‌ ‌used‌‌                     

different‌‌figures,‌‌sometimes‌‌crores‌‌is‌‌used.‌‌So‌‌it‌‌is‌‌difficult‌‌in‌‌India,‌‌                       

we‌ ‌have‌ ‌better‌ ‌understanding‌ ‌in‌ ‌crores‌ ‌better‌ ‌than‌ ‌your‌ ‌lakhs‌‌                   

also.‌ ‌And‌‌in‌‌lakhs‌‌you‌‌don’t‌‌give‌‌the‌‌zeros,‌‌even‌‌the‌‌company‌‌like‌‌                         

HUL‌ ‌and‌ ‌Nestle‌ ‌are‌ ‌publishing‌ ‌their‌ ‌balance‌ ‌sheet‌ ‌in‌ ‌crores,‌ ‌so‌‌                     

please‌ ‌see‌ ‌that‌‌the‌‌figures‌‌are‌‌given‌‌in‌‌crores‌‌so‌‌it‌‌is‌‌easy‌‌for‌‌the‌‌                             

shareholders‌ ‌to‌ ‌understand.‌ ‌Sir,‌ ‌then‌ ‌about‌ ‌the‌ ‌dividend‌ ‌part‌‌                 

which‌ ‌is‌ ‌the‌ ‌very‌ ‌important‌ ‌thing‌ ‌for‌ ‌the‌ ‌shareholder,‌ ‌you‌ ‌have‌‌                     

declared‌ ‌a‌ ‌dividend‌ ‌and‌ ‌it‌ ‌must‌ ‌be‌ ‌according‌ ‌to‌ ‌your‌ ‌dividend‌‌                     

distribution‌‌policy,‌‌what‌‌I‌‌wanted‌‌to‌‌say‌‌that‌‌why‌‌can't‌‌you‌‌declare‌‌                       

an‌‌interim‌‌dividend‌‌which‌‌will‌‌be‌‌used‌‌by‌‌shareholder,‌‌one‌‌has‌‌to‌‌                       

wait‌ ‌for‌ ‌more‌ ‌than‌ ‌a‌ ‌year‌ ‌and‌ ‌a‌ ‌half‌ ‌to‌ ‌get‌ ‌the‌ ‌dividend,‌ ‌so‌ ‌if‌‌                             

possible‌ ‌kindly‌ ‌declare‌ ‌interim‌ ‌dividend.‌ ‌That‌ ‌is‌ ‌for‌ ‌your‌‌                 

consideration‌‌as‌‌well.‌‌There‌‌is‌‌a‌‌change‌‌in‌‌your‌‌Management,‌‌CFO‌‌                     

has‌‌been‌‌changed,‌‌may‌‌I‌‌know‌‌sir,‌‌the‌‌reason‌‌for‌‌the‌‌changes.‌‌Lets‌‌                         

speak‌ ‌on‌ ‌accounts‌ ‌part‌ ‌now,‌ ‌I‌ ‌have‌ ‌seen‌ ‌R&D‌ ‌expenses‌‌which‌‌is‌‌                       

6%‌ ‌only.‌ ‌I‌‌think‌‌in‌‌this‌‌competition,‌‌I‌‌think‌ ‌your‌‌R&D‌‌spend‌‌must‌‌                         

be‌ ‌increased‌ ‌and‌ ‌you‌ ‌must‌ ‌add‌ ‌new‌ ‌portfolios‌ ‌also‌ ‌in‌ ‌your‌‌                     

product‌ ‌portfolio.‌ ‌You‌ ‌tell‌ ‌us‌ ‌here‌ ‌how‌ ‌many‌ ‌addition‌ ‌you‌‌                   

proposes‌‌in‌‌your‌‌portfolio‌‌in‌‌the‌‌year‌‌to‌‌come?‌‌R&D‌‌spends,‌‌if‌‌you‌‌                         

are‌‌getting‌‌any‌‌R&D‌‌facility‌‌from‌‌your‌‌foreign‌‌parents‌‌and‌‌whether‌‌                     

these‌ ‌are‌‌paid,‌‌then‌‌sir,‌‌you‌‌got‌‌your‌‌foreign‌‌exchange‌‌outgo‌‌you‌‌                       

have‌‌1,32,593‌‌lakhs‌‌by‌‌way‌‌of‌‌outgo‌‌sir‌‌whereas‌‌only‌‌2399‌‌income,‌‌                       

with‌ ‌the‌ ‌days‌ ‌of‌ ‌Atmanirbhar‌ ‌Bharat,‌ ‌I‌ ‌think‌ ‌we‌ ‌should‌ ‌try‌ ‌and‌‌                       

increase‌‌our‌‌foreign‌‌exchange‌‌income‌‌instead‌‌of‌‌increasing‌‌outgo‌‌                 

side,‌ ‌so‌ ‌what‌ ‌steps‌ ‌you‌ ‌are‌ ‌taking‌ ‌in‌ ‌these‌ ‌direction‌ ‌if‌ ‌you‌ ‌can‌‌                         

enlighten‌ ‌us,‌ ‌then‌ ‌what‌ ‌cost‌ ‌control‌ ‌measure‌ ‌you‌ ‌have‌ ‌adopted‌‌                   

and‌‌how‌‌far‌‌we‌‌implement‌‌has‌‌taken‌‌place‌‌in‌‌the‌‌current‌‌year‌‌and‌‌                         

what‌ ‌is‌ ‌your‌ ‌expectation‌ ‌for‌ ‌the‌ ‌next‌‌year,‌‌that‌‌is‌‌2021-2022‌‌and‌‌                       

sir,‌‌whether‌‌all‌‌the‌‌facilities‌‌and‌‌factories‌‌are‌‌running‌‌and‌‌whether‌‌                     

it‌ ‌has‌ ‌reached‌‌the‌‌pre-COVID‌‌period‌‌first?‌‌Sir,‌‌about‌‌the‌‌dividend,‌‌                     
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there‌‌must‌‌be‌‌some‌‌unpaid‌‌and‌‌unclaimed‌‌dividend‌‌and‌‌it‌‌is‌‌very‌‌                       

difficult‌ ‌for‌ ‌people‌ ‌who‌ ‌do‌ ‌not‌ ‌claim‌ ‌their‌ ‌dividend‌ ‌for‌ ‌7‌ ‌years,‌‌                       

their‌ ‌shares‌ ‌also‌ ‌will‌ ‌be‌ ‌liable‌ ‌to‌ ‌be‌ ‌forfeited.‌ ‌I‌ ‌would‌ ‌like‌ ‌to‌ ‌ask‌‌                           

you‌ ‌sir,‌ ‌what‌ ‌steps‌ ‌are‌ ‌you‌ ‌are‌ ‌taking‌ ‌in‌ ‌this‌ ‌direction‌ ‌so‌ ‌that‌‌                         

shareholder‌‌can‌‌claim‌‌dividend‌‌before‌‌it‌‌is‌‌transferred‌‌to‌‌IEPF.‌‌To‌‌                     

talk‌‌about‌‌other‌‌initial,‌‌Sir‌‌for‌‌attendance‌‌in‌‌this‌‌meeting‌‌and‌‌what‌‌                       

is‌ ‌the‌ ‌objective‌ ‌you‌ ‌have‌ ‌achieved‌ ‌by‌ ‌organizing‌ ‌the‌ ‌meeting‌                   

virtually‌‌as‌‌well‌‌also‌‌not‌‌sending‌‌the‌‌balance‌‌sheet‌‌physically.‌‌I‌‌was‌‌                       

having‌ ‌a‌ ‌meeting‌ ‌with‌ ‌Birla‌ ‌and‌‌he‌‌said‌‌he‌‌had‌‌saved‌‌Re.‌‌1‌‌crore‌‌                           

for‌ ‌virtual‌ ‌meeting‌ ‌and‌ ‌also‌ ‌another‌ ‌crore‌ ‌for‌ ‌not‌ ‌sending‌ ‌the‌‌                     

balance‌‌sheet,‌‌so‌‌if‌‌you‌‌can‌‌enlighten‌‌us‌‌your‌‌saving‌‌in‌‌this‌‌regard.‌‌                         

So,‌‌with‌‌this‌‌I‌‌would‌‌like‌‌to‌‌conclude‌‌and‌‌thank‌‌you‌‌very‌‌much‌‌for‌‌                           

giving‌ ‌me‌ ‌this‌ ‌opportunity.‌ ‌Wish‌ ‌you‌ ‌all‌ ‌good‌ ‌health‌ ‌and‌ ‌best‌ ‌of‌‌                       

working‌‌in‌‌the‌‌years‌‌to‌‌come.‌‌Just‌‌before‌‌closing,‌‌you‌‌can‌‌also‌‌give‌‌                         

us‌‌your‌‌expected‌‌performance‌‌for‌‌the‌‌year‌‌2021-22,‌‌sir.‌‌Thank‌‌you‌‌                     

very‌ ‌much.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Mr.‌ ‌Srimal‌ ‌for‌ ‌your‌ ‌suggestions‌ ‌and‌ ‌your‌ ‌questions.‌ ‌ 

Moderator:‌ We‌ ‌now‌ ‌have‌ ‌Mr.‌ ‌Jaichand‌‌reconnected.‌‌I‌‌now‌‌call‌‌upon‌‌our‌‌next‌‌                       

speaker‌ ‌shareholder,‌ ‌Mr.‌ ‌P.‌ ‌Jaichand,‌ ‌having‌ ‌DP‌ ‌ID‌‌               

IN30163741159143‌ ‌to‌ ‌ask‌ ‌your‌ ‌question.‌ ‌Mr.‌ ‌Jaichand,‌ ‌you‌ ‌are‌‌                 

requested‌ ‌to‌ ‌unmute‌ ‌yourself‌ ‌and‌ ‌ask‌ ‌your‌ ‌question.‌ ‌ 

P.‌ ‌Jaychand:‌ Sir,‌ ‌trust‌ ‌all‌ ‌is‌ ‌well‌ ‌with‌ ‌you‌ ‌and‌ ‌your‌ ‌family‌ ‌in‌ ‌this‌ ‌challenging‌‌                         

situation,‌ ‌our‌ ‌company‌ ‌deserves‌ ‌much‌ ‌more‌ ‌respect‌ ‌than‌ ‌the‌                 

present‌ ‌market‌ ‌capital‌ ‌after‌ ‌completing‌ ‌more‌ ‌than‌ ‌a‌ ‌decade‌ ‌of‌‌                   

successful‌ ‌operations,‌ ‌profitability,‌ ‌dividend‌ ‌received‌ ‌and‌‌           

becoming‌ ‌one‌ ‌of‌ ‌the‌ ‌strongest‌ ‌brand‌ ‌in‌ ‌our‌ ‌respective‌ ‌segment.‌‌                   

Sir,‌ ‌first‌ ‌of‌ ‌all,‌ ‌I‌ ‌congratulate‌ ‌the‌‌Management‌‌on‌‌the‌‌eve‌‌of‌‌60th‌‌                         

annual‌‌general‌‌body‌‌meeting.‌‌This‌‌is‌‌our‌‌diamond‌‌jubilee‌‌year‌‌and‌‌                     

I‌ ‌would‌ ‌like‌ ‌to‌ ‌know‌ ‌how‌ ‌our‌ ‌business‌ ‌have‌ ‌been‌ ‌impacted‌ ‌in‌‌                       

these‌ ‌past‌‌2‌‌years‌‌of‌‌this‌‌COVID‌‌pandemic‌‌and‌‌where‌‌do‌‌you‌‌see‌‌                         

the‌ ‌light‌ ‌at‌ ‌the‌ ‌end‌ ‌of‌ ‌the‌ ‌tunnel‌ ‌and‌ ‌what‌ ‌would‌ ‌be‌ ‌the‌ ‌good‌‌                           

figures‌‌in‌‌the‌‌first‌‌half‌‌and‌‌the‌‌second‌‌half?‌‌Sir,‌‌I‌‌would‌‌request‌‌the‌‌                           
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Management‌ ‌to‌ ‌kindly‌ ‌arrange‌ ‌for‌ ‌concalls,‌ ‌quarterly‌‌             

presentations‌ ‌and‌ ‌meeting‌ ‌with‌ ‌global‌ ‌investors‌ ‌on‌ ‌a‌ ‌regular‌‌                 

basis.‌‌Sir‌,‌‌myself‌‌and‌‌my‌‌team‌‌are‌‌running‌‌a‌‌legal‌‌firm‌‌in‌‌the‌‌name‌‌                           

and‌ ‌style‌ ‌of‌ ‌Associates‌ ‌and‌ ‌Company‌ ‌in‌ ‌Chennai,‌ ‌so‌ ‌I‌ ‌would‌‌                     

request‌ ‌the‌ ‌Management‌ ‌to‌ ‌kindly‌ ‌enroll‌ ‌our‌ ‌firm‌ ‌in‌ ‌the‌‌                   

empanelment‌ ‌of‌ ‌the‌ ‌company,‌ ‌we‌ ‌are‌ ‌getting‌ ‌care‌ ‌of‌ ‌consumer‌‌                   

matters.‌ ‌I‌ ‌would‌ ‌request‌ ‌the‌ ‌people‌ ‌to‌ ‌kindly‌ ‌enroll‌ ‌in‌ ‌the‌‌                     

empanelment‌‌and‌‌ask‌‌your‌‌legal‌‌team‌‌to‌‌get‌‌in‌‌touch‌‌with‌‌me,‌‌so‌‌                         

that‌ ‌I‌ ‌can‌ ‌share‌ ‌my‌ ‌credit‌ ‌shares‌ ‌with‌ ‌them‌ ‌and‌ ‌if‌ ‌any‌ ‌services‌‌                         

required‌‌in‌‌Chennai,‌‌we‌‌will‌‌be‌‌glad‌‌to‌‌extent‌‌our‌‌services.‌‌I‌‌thank‌‌                         

the‌ ‌Company‌ ‌Secretary‌ ‌and‌ ‌the‌ ‌entire‌ ‌Management‌ ‌for‌ ‌their‌‌                 

sincere‌ ‌effort‌ ‌in‌ ‌making‌ ‌their‌ ‌annual‌ ‌general‌ ‌body‌ ‌meeting‌‌                 

conducted‌‌in‌‌a‌‌virtual‌‌manner‌‌and‌‌making‌‌this‌‌60th‌‌AGM‌‌meeting‌‌                     

grant‌‌success.‌‌So,‌‌then‌‌I‌‌would‌‌request‌‌the‌‌Management‌‌to‌‌kindly‌‌                     

provide‌‌discount‌‌coupons‌‌to‌‌the‌‌shareholders,‌‌so‌‌that‌‌it‌‌will‌‌in‌‌fact‌‌                       

increase‌ ‌your‌ ‌business‌ ‌30-40%‌ ‌so‌ ‌this‌ ‌would‌ ‌in‌ ‌fact‌ ‌increase‌‌                   

because‌ ‌there‌ ‌are‌ ‌shareholders‌‌who‌‌have‌‌been‌‌purchasing‌‌other‌‌                 

products‌ ‌also‌ ‌but‌ ‌if‌ ‌company‌ ‌gives‌ ‌discount‌ ‌coupon,‌ ‌they‌ ‌will‌‌                   

definitely‌‌prepare‌‌buying‌‌Whirlpool‌‌product,‌‌there‌‌is‌‌nothing‌‌much‌‌                 

to‌ ‌ask‌ ‌sir,‌ ‌I‌ ‌wish‌ ‌the‌ ‌company‌ ‌and‌‌the‌‌Board‌‌of‌‌Directors‌‌a‌‌great‌‌                           

success‌ ‌and‌ ‌prosperity‌‌in‌‌the‌‌coming‌‌future.‌‌Thank‌‌you‌‌for‌‌giving‌‌                     

the‌ ‌opportunity,‌ ‌Thank‌ ‌you‌ ‌very‌ ‌much‌ ‌sir.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Mr.‌ ‌Jaichand.‌ ‌ 

Moderator:‌ I‌ ‌now‌ ‌call‌ ‌upon‌‌our‌‌next‌‌speaker‌‌shareholder,‌‌Ms.‌‌Gunjan‌‌Gupta,‌‌                     

having‌‌DP‌‌ID‌‌1203230002704043‌‌to‌‌ask‌‌your‌‌question.‌‌Ms.‌‌Gunjan,‌‌                   

you‌ ‌are‌ ‌requested‌ ‌to‌ ‌unmute‌ ‌yourself‌ ‌and‌ ‌ask‌ ‌your‌ ‌question.‌ ‌ 

Gunjan‌ ‌Gupta:‌ Good‌‌afternoon‌‌Board‌‌of‌‌Members,‌‌my‌‌dear‌‌shareholders‌‌and‌‌the‌‌                   

Chairman‌ ‌sir,‌ ‌I‌ ‌am‌‌Ms.‌‌Gunjan‌‌Gupta‌‌over‌‌here.‌‌In‌‌the‌‌interest‌‌of‌‌                         

time,‌ ‌I‌ ‌will‌ ‌keep‌ ‌my‌ ‌question‌ ‌brief,‌‌my‌‌question‌‌was‌‌with‌‌respect‌‌                       

to‌‌the‌‌company's‌‌resolution‌‌network,‌‌sir,‌‌I‌‌want‌‌to‌‌know‌‌where‌‌do‌‌                       

we‌‌stand‌‌presently‌‌in‌‌term‌‌of‌‌retail‌‌touchpoint?‌‌How‌‌do‌‌we‌‌intent‌‌                       

to‌‌expand‌‌the‌‌same‌‌over‌‌the‌‌next‌‌3‌‌years‌‌and‌‌what‌‌would‌‌be‌‌the‌‌                           
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share‌‌of‌‌semiurban‌‌and‌‌the‌‌rural‌‌areas‌‌that‌‌is‌‌in‌‌Tier-2‌‌and‌‌Tier-3‌‌                         

cities‌ ‌in‌ ‌our‌ ‌existing‌ ‌distribution‌ ‌network?‌ ‌Also‌ ‌in‌ ‌the‌ ‌post‌‌                   

pandemic‌ ‌environment,‌ ‌as‌ ‌per‌ ‌your‌ ‌assessment,‌‌is‌‌there‌‌likely‌‌to‌‌                   

be‌ ‌a‌ ‌significant‌ ‌shift‌ ‌in‌ ‌the‌ ‌distribution‌ ‌channel‌ ‌of‌ ‌consumer‌‌                   

durable‌ ‌industry‌ ‌that‌ ‌is‌ ‌selling‌ ‌through‌ ‌traditional‌ ‌distribution‌‌               

versus‌‌digitally?‌‌Thank‌‌you‌‌for‌‌your‌‌patient‌‌hearing‌‌and‌‌giving‌‌me‌‌                     

opportunity‌ ‌to‌ ‌ask‌ ‌my‌ ‌question,‌ ‌I‌ ‌hope‌ ‌my‌ ‌question‌ ‌are‌ ‌answered.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Ms.‌ ‌Gupta.‌ ‌ 

Moderator:‌ I‌ ‌now‌ ‌call‌ ‌upon‌ ‌our‌ ‌next‌ ‌speaker‌ ‌shareholder,‌ ‌Ms.‌ ‌Uma‌ ‌Khanna,‌‌                     

having‌ ‌DP‌ ‌ID‌ ‌IN30072410189751‌ ‌to‌ ‌ask‌ ‌your‌ ‌question.‌ ‌Ms.‌‌                 

Khanna,‌ ‌you‌ ‌are‌ ‌requested‌ ‌to‌ ‌unmute‌ ‌yourself‌ ‌and‌ ‌ask‌ ‌your‌‌                   

question.‌ ‌ 

Uma‌ ‌Khanna:‌ Hello,‌ ‌Chairman‌ ‌sir,‌ ‌Board‌ ‌Members,‌ ‌I‌ ‌hope‌ ‌you‌ ‌all‌ ‌are‌ ‌safe‌ ‌and‌‌                       

continue‌ ‌to‌ ‌remain‌ ‌healthy.‌ ‌Chairman‌ ‌sir,‌ ‌I‌‌have‌‌seen‌‌the‌‌annual‌‌                     

report‌ ‌and‌ ‌I‌ ‌appreciate‌ ‌that‌ ‌the‌ ‌input‌ ‌given‌ ‌at‌ ‌the‌ ‌last‌ ‌year‌‌                       

meeting‌‌to‌‌make‌‌the‌‌report‌‌more‌‌readable‌‌has‌‌been‌‌implemented‌‌                   

by‌ ‌the‌ ‌Company.‌ ‌These‌ ‌small‌ ‌gestures‌ ‌also‌ ‌make‌ ‌us‌ ‌feel‌ ‌proud‌‌                     

that‌ ‌the‌ ‌Company‌ ‌is‌ ‌considerate‌ ‌towards‌ ‌its‌ ‌shareholders.‌‌               

Unfortunately,‌ ‌my‌ ‌video‌ ‌is‌ ‌not‌‌working‌‌but‌‌I‌‌am‌‌glad‌‌to‌‌meet‌‌the‌‌                         

management.‌ ‌In‌ ‌the‌ ‌annual‌ ‌report‌ ‌page‌ ‌no.‌ ‌27,‌ ‌it‌ ‌is‌ ‌mentioned‌‌                     

that‌ ‌“for‌ ‌our‌ ‌consumers,‌ ‌we‌ ‌deliver‌ ‌value‌ ‌not‌ ‌only‌ ‌through‌‌                   

innovative,‌ ‌high‌ ‌quality‌ ‌products‌ ‌but‌ ‌also‌ ‌through‌ ‌differentiated‌‌               

service‌ ‌experiences‌ ‌that‌ ‌improve‌ ‌life‌ ‌at‌ ‌home.”‌ ‌I‌ ‌want‌ ‌the‌‌                   

Management‌ ‌to‌ ‌share‌ ‌more‌ ‌insights‌ ‌on‌‌the‌‌differentiated‌‌service‌‌                 

experience‌ ‌initiatives.‌ ‌Thank‌ ‌You.‌ ‌ ‌   

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Ms.‌ ‌Khanna.‌ ‌ 

Moderator:‌ I‌ ‌now‌ ‌call‌ ‌upon‌ ‌our‌ ‌next‌ ‌speaker‌ ‌shareholder,‌ ‌Mr.‌ ‌M.‌ ‌P.‌ ‌Bhutani‌‌                       

having‌ ‌DP‌ ‌ID‌ ‌1201330000539287‌ ‌to‌ ‌ask‌ ‌your‌ ‌question.‌ ‌This‌‌is‌‌an‌‌                     

audio‌‌question,‌‌Mr.‌‌Bhutani,‌‌you‌‌are‌‌requested‌‌to‌‌unmute‌‌yourself‌‌                   

and‌ ‌ask‌ ‌your‌ ‌question.‌ ‌ 

Page‌ ‌25‌ ‌of‌ ‌55‌ ‌ 



‌ 
‌ 

M.‌ ‌P.‌ ‌Bhutani:‌ Thank‌ ‌you‌ ‌very‌ ‌much.‌ ‌Good‌ ‌afternoon‌ ‌Chairman‌ ‌sir,‌ ‌Board‌ ‌of‌‌                   

Members‌ ‌and‌ ‌Management‌ ‌team,‌ ‌first‌‌of‌‌all‌‌I‌‌would‌‌like‌‌to‌‌thank‌‌                       

the‌‌Company‌‌Secretary‌‌and‌‌her‌‌team‌‌to‌‌respond‌‌to‌‌some‌‌queries‌‌                     

and‌ ‌allow‌ ‌me‌ ‌in‌ ‌this‌ ‌platform.‌ ‌Sir,‌ ‌I‌ ‌want‌ ‌to‌‌know‌‌few‌‌questions,‌‌                         

number‌ ‌one,‌ ‌your‌ ‌medium-‌ ‌and‌ ‌long-term‌ ‌strategy‌ ‌on‌ ‌the‌‌                 

challenges,‌‌number‌‌two,‌‌your‌‌plan‌‌to‌‌reward‌‌the‌‌member‌‌in‌‌stable‌‌                     

form‌ ‌like‌ ‌bonus‌ ‌and‌ ‌split‌ ‌of‌ ‌share‌ ‌and‌‌special‌‌dividend?‌‌Number‌‌                     

three,‌ ‌this‌ ‌Wash‌‌scheme‌‌was‌‌launched‌‌last‌‌year‌‌to‌‌settle‌‌pending‌‌                     

disputes,‌ ‌indication‌ ‌of‌ ‌there‌ ‌that‌ ‌this‌ ‌scheme‌ ‌has‌ ‌been‌ ‌a‌ ‌good‌‌                     

success.‌ ‌Your‌ ‌any‌ ‌action‌ ‌line‌ ‌of‌ ‌the‌ ‌Management‌ ‌and‌ ‌comments‌‌                   

on‌‌it.‌‌Next,‌‌sir,‌‌present‌‌status‌‌and‌‌comments‌‌on‌‌cash‌‌ROCE,‌‌return‌‌                       

on‌ ‌capital‌ ‌employed;‌ ‌ROI,‌ ‌return‌ ‌on‌ ‌investment;‌ ‌EVA,‌ ‌economic‌‌                 

value‌ ‌added,‌ ‌next‌ ‌what‌ ‌are‌ ‌some‌ ‌of‌ ‌our‌ ‌challenges‌ ‌and‌‌                   

opportunity‌‌that‌‌you‌‌foresee‌‌in‌‌the‌‌year‌‌ahead‌‌and‌‌what‌‌step‌‌you‌‌                       

are‌‌taking‌‌to‌‌reduce‌‌cost‌‌as‌‌well‌‌as‌‌debt‌‌and‌‌improving‌‌the‌‌brand‌‌                         

premiums‌ ‌in‌ ‌its‌ ‌pursuit‌ ‌to‌ ‌improving‌ ‌profitability‌ ‌and‌ ‌how‌ ‌has‌‌                   

company‌ ‌strengthened‌ ‌competitiveness‌ ‌related‌‌to‌‌its‌‌presence‌‌in‌‌               

the‌ ‌industry‌ ‌basis‌ ‌margin‌ ‌and‌ ‌we‌ ‌strengthen‌‌to‌‌its‌‌benefit‌‌as‌‌the‌‌                       

reservation‌ ‌room‌ ‌to‌ ‌improve‌ ‌the‌ ‌capital‌ ‌improvement‌ ‌and‌ ‌the‌‌                 

asset‌ ‌quality?‌ ‌What‌ ‌are‌ ‌the‌ ‌upper‌ ‌most‌ ‌strategy‌ ‌for‌ ‌fiscal‌ ‌year‌‌                     

2021-22?‌ ‌Sir,‌ ‌Management‌ ‌team‌ ‌keeps‌ ‌strong‌ ‌focus‌ ‌on‌ ‌tax‌‌                 

generation‌ ‌we‌ ‌know‌ ‌and‌ ‌record‌ ‌free‌ ‌cash‌ ‌generation‌ ‌reported‌‌                 

superior‌ ‌return‌ ‌on‌ ‌capital‌‌employed‌‌and‌‌across‌‌the‌‌business‌‌and‌‌                   

going‌‌forward‌‌to‌‌focus‌‌on‌‌the‌‌issue,‌‌sir?‌‌Sir,‌‌your‌‌continuity‌‌efforts‌‌                       

and‌ ‌the‌ ‌customer‌ ‌centric‌ ‌approach‌ ‌and‌ ‌your‌ ‌steps‌ ‌towards‌‌                 

creating‌‌higher‌‌benchmark‌‌and‌‌wealth‌‌creation,‌‌we‌‌hope‌‌company‌‌                 

will‌ ‌enhance‌ ‌the‌ ‌value‌ ‌of‌ ‌the‌ ‌shareholder,‌ ‌Thank‌ ‌you‌ ‌very‌ ‌much‌‌                     

sir.‌‌Once‌‌again,‌‌really‌‌thanks‌‌to‌‌all‌‌to‌‌hearing‌‌me‌‌and‌‌the‌‌Company‌‌                         

Secretary‌ ‌for‌ ‌giving‌ ‌me‌ ‌a‌ ‌chance.‌ ‌Thank‌ ‌you‌ ‌very‌ ‌much,‌ ‌sir.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Mr.‌ ‌Bhutani.‌ ‌ 
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Moderator:‌ I‌ ‌now‌ ‌call‌ ‌upon‌ ‌our‌ ‌next‌ ‌speaker‌ ‌shareholder,‌ ‌Ms.‌ ‌Nidhi‌ ‌Duggal‌‌                     

having‌‌Folio‌‌number‌‌0040780‌‌to‌‌ask‌‌your‌‌question.‌‌Ms.‌‌Nidhi,‌‌you‌‌                     

are‌ ‌requested‌ ‌to‌ ‌unmute‌ ‌yourself‌ ‌and‌ ‌ask‌ ‌your‌ ‌question.‌ ‌ 

Nidhi‌ ‌Duggal:‌ Good‌ ‌afternoon‌ ‌everyone.‌ ‌Firstly,‌ ‌I‌ ‌would‌ ‌like‌ ‌to‌ ‌thank‌ ‌the‌‌                   

company‌‌for‌‌giving‌‌me‌‌the‌‌opportunity‌‌to‌‌speak‌‌at‌‌the‌‌company's‌‌                     

60th‌ ‌annual‌ ‌general‌ ‌meeting.‌ ‌I‌ ‌have‌ ‌been‌ ‌a‌ ‌shareholder‌ ‌of‌ ‌the‌‌                     

company‌ ‌for‌ ‌more‌ ‌than‌ ‌10‌ ‌years‌ ‌and‌ ‌I‌ ‌am‌ ‌pleased‌ ‌with‌ ‌the‌‌                       

company's‌‌growth‌‌year‌‌over‌‌year.‌‌I‌‌can‌‌see‌‌from‌‌the‌‌annual‌‌report‌‌                       

that‌ ‌during‌ ‌the‌ ‌COVID‌ ‌the‌ ‌company‌ ‌focused‌ ‌on‌ ‌keeping‌ ‌its‌‌                   

employees‌ ‌safe‌ ‌and‌ ‌contributed‌ ‌to‌ ‌the‌ ‌society‌ ‌by‌ ‌way‌ ‌of‌ ‌CSR‌‌                     

activity.‌ ‌This‌ ‌is‌ ‌something‌ ‌fabulous.‌ ‌Accordingly,‌ ‌my‌ ‌question‌ ‌is,‌‌                 

how‌ ‌the‌ ‌company‌ ‌maintained‌ ‌its‌ ‌balance‌ ‌by‌ ‌ensuring‌ ‌that‌ ‌the‌‌                   

employees’‌‌health‌‌is‌‌also‌‌not‌‌compromised,‌‌what‌‌was‌‌the‌‌support‌‌                   

that‌ ‌was‌ ‌provided‌ ‌to‌ ‌the‌ ‌employees‌ ‌during‌ ‌the‌ ‌pandemic,‌ ‌were‌‌                   

there‌‌any‌‌cost‌‌savings‌‌from‌‌virtual‌‌working‌‌arrangements,‌‌in‌‌case‌‌                   

yes,‌ ‌how‌ ‌much?‌ ‌How‌ ‌many‌ ‌employees‌ ‌are‌ ‌working‌ ‌from‌ ‌home,‌‌                   

until‌ ‌when‌ ‌is‌ ‌this‌ ‌likely‌ ‌to‌ ‌continue?‌ ‌Finally,‌ ‌is‌ ‌the‌ ‌company‌‌                     

supporting‌ ‌its‌ ‌employees‌ ‌for‌ ‌vaccination‌ ‌and‌ ‌what‌ ‌is‌ ‌the‌ ‌status?‌‌                   

Thank‌ ‌you.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Ms.‌ ‌Duggal.‌ ‌ 

Moderator:‌ I‌ ‌now‌ ‌call‌ ‌upon‌ ‌our‌ ‌last‌ ‌speaker‌ ‌shareholder,‌ ‌Mr.‌ ‌Mayank‌ ‌Jain‌‌                     

having‌ ‌DP‌ ‌ID‌ ‌1208160058254934‌ ‌to‌ ‌ask‌ ‌your‌ ‌question.‌ ‌Mr.‌‌                 

Mayank,‌ ‌you‌ ‌are‌ ‌requested‌ ‌to‌ ‌unmute‌ ‌yourself‌ ‌and‌ ‌ask‌ ‌your‌‌                   

question.‌ ‌ 

Mayank‌ ‌Jain:‌ A‌‌very‌‌good‌‌afternoon‌‌Chairman‌‌sir.‌‌It‌‌is‌‌my‌‌privilege‌‌to‌‌speak‌‌with‌‌                         

you‌ ‌all‌ ‌at‌ ‌this‌ ‌forum.‌ ‌I‌ ‌as‌ ‌a‌ ‌shareholder‌ ‌really‌ ‌appreciate‌ ‌the‌‌                       

resilient‌ ‌navigation‌ ‌that‌ ‌the‌‌entire‌‌organization‌‌has‌‌shown‌‌during‌‌                 

the‌ ‌entire‌ ‌pandemic‌ ‌time‌ ‌and‌ ‌really‌ ‌thankful‌ ‌for‌ ‌that.‌ ‌As‌ ‌a‌‌                     

shareholder‌ ‌I‌ ‌also‌ ‌feel‌ ‌pleased‌ ‌that‌ ‌during‌ ‌the‌ ‌pandemic‌ ‌the‌‌                   

company‌ ‌has‌ ‌focused‌ ‌not‌‌only‌‌on‌‌the‌‌wellbeing‌‌of‌‌its‌‌employees,‌‌                     

but‌ ‌also‌ ‌of‌ ‌the‌ ‌community‌ ‌and‌ ‌diverting‌ ‌your‌ ‌CSR‌ ‌initiative‌‌                   
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towards‌ ‌Covid‌ ‌support‌ ‌is‌ ‌much‌ ‌appreciated,‌ ‌I‌ ‌just‌ ‌had‌ ‌one‌‌                   

question‌ ‌for‌ ‌the‌ ‌Management,‌ ‌whats‌ ‌the‌ ‌long‌ ‌term‌ ‌vision‌ ‌for‌‌                   

Whirlpool‌ ‌in‌ ‌India,‌ ‌how‌ ‌is‌ ‌Whirlpool‌ ‌planning‌ ‌to‌ ‌counter‌ ‌the‌‌                   

growing‌ ‌competition‌ ‌in‌ ‌the‌ ‌Indian‌ ‌market?‌ ‌Thank‌ ‌you‌ ‌Chairman‌‌                 

for‌ ‌giving‌ ‌me‌ ‌the‌ ‌opportunity‌ ‌to‌ ‌participate,‌ ‌Thank‌ ‌you‌ ‌so‌ ‌much.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you‌ ‌Mr.‌ ‌Jain.‌ 

Moderator:‌ Thank‌‌you.‌‌That‌‌was‌‌the‌‌last‌‌speaker‌‌shareholder‌‌and‌‌I‌‌now‌‌hand‌‌                       

it‌ ‌over‌ ‌to‌ ‌the‌ ‌Chairman.‌ ‌Sir,‌ ‌you‌ ‌may‌ ‌proceed.‌ ‌ 

Arvind‌ ‌Uppal:‌ So,‌ ‌first‌ ‌of‌ ‌all‌ ‌thank‌ ‌you‌ ‌to‌ ‌all‌ ‌the‌ ‌speaker‌ ‌shareholders‌ ‌for‌‌your‌‌                         

questions,‌ ‌all‌ ‌very‌‌relevant‌‌and‌‌we‌‌will‌‌try‌‌and‌‌attempt‌‌to‌‌answer‌‌                       

all‌ ‌of‌ ‌them.‌ ‌I‌ ‌would‌ ‌now‌ ‌request‌ ‌Mr.‌ ‌Vishal‌ ‌Bhola,‌‌our‌‌Managing‌‌                       

Director‌‌and‌‌Mr.‌‌Aditya‌‌Jain,‌‌our‌‌CFO‌‌to‌‌answer‌‌the‌‌questions‌‌that‌‌                       

were‌‌asked‌‌by‌‌the‌‌shareholders.‌‌In‌‌the‌‌interest‌‌of‌‌time,‌‌if‌‌there‌‌is‌‌                         

any‌ ‌question‌ ‌which‌ ‌remains‌ ‌unanswered‌ ‌by‌ ‌the‌ ‌Management,‌‌               

then‌ ‌we‌ ‌will‌ ‌answer‌ ‌them‌ ‌by‌‌email.‌‌With‌‌this,‌‌I‌‌would‌‌like‌‌to‌‌now‌‌                           

hand‌ ‌over‌ ‌to‌ ‌Vishal‌ ‌to‌ ‌proceed‌ ‌further.‌ ‌Vishal!‌ ‌ 

Vishal‌ ‌Bhola:‌ Thank‌ ‌you‌ ‌Arvind‌ ‌and‌ ‌again‌ ‌thanks‌ ‌a‌ ‌lot‌ ‌for‌ ‌all‌ ‌of‌ ‌the‌ ‌questions‌‌                         

which‌‌were‌‌asked.‌‌What‌‌I‌‌will‌‌try‌‌and‌‌do‌‌alongside‌‌Aditya‌‌is‌‌try‌‌and‌‌                           

cover‌ ‌the‌ ‌questions‌ ‌in‌ ‌terms‌ ‌of‌ ‌some‌ ‌of‌ ‌the‌ ‌themes‌ ‌which‌ ‌have‌‌                       

come‌ ‌up‌ ‌and‌ ‌some‌ ‌of‌ ‌these‌ ‌questions‌ ‌were‌ ‌repetitions‌ ‌and‌‌                   

therefore,‌ ‌we‌ ‌will‌ ‌try‌ ‌and‌ ‌cover‌ ‌these‌ ‌questions‌ ‌to‌ ‌addressing‌‌                   

some‌‌common‌‌themes‌‌which‌‌have‌‌come‌‌up‌‌and‌‌of‌‌course‌‌we‌‌will‌‌                       

pick‌‌up‌‌the‌‌specific‌‌questions‌‌which‌‌you‌‌have‌‌asked‌‌as‌‌well.‌‌So,‌‌let‌‌                         

me‌ ‌start‌ ‌with‌ ‌the‌ ‌first‌ ‌one‌‌and‌‌I‌‌think‌‌this‌‌came‌‌from‌‌Ms.‌‌Meenu‌‌                           

Bhanshali‌ ‌and‌ ‌Mr.‌ ‌Bhutani‌ ‌around‌ ‌the‌‌current‌‌demand‌‌situation,‌‌                 

what‌ ‌has‌ ‌been‌ ‌the‌ ‌accomplishments‌ ‌for‌ ‌the‌‌year,‌‌what‌‌has‌‌been‌‌                     

the‌ ‌performance‌ ‌of‌ ‌the‌ ‌current‌ ‌fiscal‌ ‌and‌ ‌while‌ ‌Arvind‌ ‌spoke‌ ‌a‌‌                     

little‌ ‌bit‌ ‌about‌ ‌it,‌ ‌I‌ ‌will‌ ‌try‌ ‌and‌ ‌add‌ ‌a‌ ‌bit‌ ‌more‌ ‌color‌ ‌to‌ ‌our‌‌                             

performance‌ ‌for‌ ‌the‌ ‌last‌‌year.‌‌Now,‌‌clearly‌‌it‌‌was‌‌performance‌‌of‌‌                     

two‌ ‌halves,‌ ‌April,‌ ‌May,‌‌June‌‌which‌‌was‌‌our‌‌first‌‌quarter‌‌where‌‌we‌‌                       

actually‌‌declined‌‌by‌‌48%,‌‌but‌‌if‌‌you‌‌look‌‌at‌‌our‌‌performance‌‌from‌‌                       

Page‌ ‌28‌ ‌of‌ ‌55‌ ‌ 



‌ 
‌ 

July‌‌1st‌‌all‌‌the‌‌way‌‌up‌‌to‌‌March‌‌31st‌‌last‌‌year,‌‌there‌‌was‌‌significant‌‌                           

sequential‌ ‌recovery‌ ‌which‌ ‌we‌ ‌saw,‌ ‌so‌ ‌after‌ ‌a‌ ‌decline‌ ‌of‌ ‌48%‌ ‌we‌‌                       

had‌ ‌growths‌ ‌of‌ ‌16%,‌ ‌20%‌ ‌and‌ ‌32%‌ ‌in‌‌quarter‌‌2,‌‌3,‌‌4‌‌which‌‌was‌‌a‌‌                             

very‌‌strong‌‌sequential‌‌recovery‌‌and‌‌mind‌‌you‌‌these‌‌growths‌‌came‌‌                   

on‌‌very‌‌robust‌‌basis‌‌because‌‌obviously‌‌the‌‌base‌‌was‌‌not‌‌impacted‌‌                     

by‌ ‌COVID‌ ‌last‌ ‌year‌ ‌and‌ ‌therefore‌ ‌these‌ ‌were‌ ‌really‌ ‌strong‌ ‌growths.‌ ‌ 

Now,‌ ‌why‌ ‌we‌ ‌were‌ ‌able‌ ‌to‌ ‌grow‌ ‌and‌ ‌simply‌ ‌was‌ ‌fundamentally‌‌                     

because‌‌of‌‌two‌‌reasons,‌‌the‌‌first‌‌is‌‌obviously‌‌there‌‌was‌‌significant‌‌                     

pent-up‌‌demand,‌‌consumers‌‌who‌‌wanted‌‌to‌‌buy‌‌during‌‌the‌‌COVID‌‌                   

period,‌‌but‌‌were‌‌not‌‌able‌‌to‌‌buy‌‌came‌‌in‌‌the‌‌second‌‌half‌‌and‌‌they‌‌                           

went‌ ‌back‌ ‌and‌ ‌bought,‌ ‌but‌ ‌also‌ ‌fundamentally‌ ‌the‌ ‌relationship‌‌                 

between‌ ‌consumers‌ ‌and‌ ‌their‌ ‌homes‌ ‌has‌ ‌changed‌ ‌and‌ ‌it‌ ‌has‌‌                   

changed‌‌forever.‌‌We‌‌think‌‌this‌‌is‌‌something‌‌which‌‌is‌‌here‌‌to‌‌stay,‌‌                       

this‌ ‌is‌ ‌not‌ ‌a‌ ‌temporary‌ ‌phenomenon‌ ‌as‌ ‌consumers‌ ‌have‌ ‌spent‌‌                   

more‌ ‌time‌‌at‌‌home‌‌as‌‌they‌‌have‌‌realized‌‌their‌‌spending‌‌far‌‌more‌‌                       

time‌ ‌with‌ ‌their‌ ‌families.‌ ‌Lot‌ ‌of‌ ‌our‌ ‌categories‌ ‌come‌ ‌to‌ ‌the‌‌                     

forefront,‌ ‌‌their‌ ‌relationship‌ ‌with‌ ‌our‌ ‌categories‌ ‌has‌ ‌changed‌‌and‌‌                 

that‌ ‌‌fairly‌ ‌augurs‌ ‌well‌ ‌as‌ ‌part‌ ‌of‌ ‌the‌ ‌future‌‌is‌‌concerned.‌‌If‌‌I‌‌may‌‌                           

dare‌ ‌say‌ ‌consumer‌ ‌durables‌ ‌is‌ ‌no‌ ‌longer‌ ‌seen‌ ‌as‌ ‌a‌‌discretionary‌‌                     

category,‌ ‌but‌ ‌it‌‌has‌‌almost‌‌become‌‌an‌‌essential‌‌category‌‌for‌‌a‌‌lot‌‌                       

of‌‌consumers,‌‌be‌‌it‌‌air‌‌conditioners‌‌and‌‌rooms‌‌which‌‌were‌‌earlier‌‌                     

not‌ ‌been‌ ‌used‌ ‌but‌ ‌has‌ ‌now‌ ‌been‌ ‌used‌ ‌as‌ ‌home‌ ‌offices,‌ ‌be‌ ‌it‌‌                         

refrigerators‌ ‌which‌ ‌have‌ ‌been‌ ‌used‌ ‌for‌ ‌storing‌ ‌not‌ ‌just‌ ‌food‌ ‌for‌‌                     

extended‌ ‌period‌ ‌of‌ ‌time,‌ ‌but‌ ‌also‌ ‌medicines‌ ‌which‌ ‌became‌ ‌very‌                   

key‌‌during‌‌the‌‌pandemic‌‌period.‌‌I‌‌think‌‌that‌‌really‌‌augurs‌‌well‌‌for‌‌                       

us.‌ ‌ 

Now,‌ ‌from‌ ‌our‌ ‌internal‌ ‌perspective,‌ ‌we‌ ‌also‌ ‌had‌ ‌a‌ ‌lot‌ ‌of‌ ‌supply‌‌                       

chain‌ ‌disruptions‌ ‌right‌ ‌at‌ ‌the‌ ‌beginning‌ ‌of‌ ‌the‌ ‌pandemic,‌ ‌but‌‌we‌‌                     

were‌‌able‌‌to‌‌navigate‌‌that‌‌really‌‌well‌‌and‌‌we‌‌have‌‌reached‌‌a‌‌stage‌‌                         

where‌ ‌we‌ ‌have‌ ‌been‌ ‌able‌‌to‌‌ensure‌‌business‌‌continuity‌‌as‌‌we‌‌go‌‌                       

along.‌‌Through‌‌the‌‌year,‌‌our‌‌focus‌‌was‌‌on‌‌two‌‌things,‌‌it‌‌was‌‌really‌‌                         

balancing‌ ‌out‌ ‌the‌ ‌safety‌ ‌of‌ ‌our‌ ‌people‌ ‌with‌ ‌business‌ ‌continuity‌‌                   

and‌ ‌I‌ ‌am‌ ‌really‌ ‌pleased‌ ‌to‌ ‌say‌ ‌that‌ ‌we‌ ‌have‌ ‌been‌ ‌to‌ ‌do‌ ‌both‌ ‌of‌‌                             
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these‌‌very‌‌effectively.‌‌We‌‌have‌‌been‌‌able‌‌to‌‌keep‌‌our‌‌people‌‌safe‌‌                       

and‌ ‌at‌ ‌the‌‌same‌‌time‌‌we‌‌have‌‌ensured‌‌business‌‌continuity‌‌which‌‌                     

is‌ ‌quite‌ ‌evident‌ ‌in‌ ‌the‌ ‌results.‌ ‌ 

One‌ ‌of‌ ‌the‌ ‌other‌ ‌things‌ ‌which‌ ‌I‌ ‌am‌ ‌really‌ ‌proud‌ ‌of‌‌which‌‌we‌‌did‌‌                           

over‌ ‌last‌ ‌year‌ ‌is‌ ‌very‌ ‌very‌ ‌agile‌ ‌innovation‌ ‌around‌ ‌new‌ ‌trends‌‌                     

which‌ ‌were‌ ‌emerging.‌ ‌So,‌ ‌as‌ ‌we‌‌saw‌‌consumers‌‌more‌‌concerned‌‌                   

about‌ ‌hygiene,‌ ‌we‌ ‌have‌ ‌actually‌ ‌very‌ ‌quickly‌ ‌added‌ ‌sanitization‌‌                 

cycle‌‌in‌‌our‌‌washing‌‌machine.‌‌We‌‌have‌‌launched‌‌washing‌‌machine‌‌                   

which‌ ‌have‌ ‌got‌ ‌heaters‌ ‌which‌ ‌are‌ ‌great‌ ‌for‌ ‌the‌ ‌current‌‌                   

environment.‌‌We‌‌are‌‌the‌‌first‌‌company‌‌to‌‌launch‌‌a‌‌semi‌‌automatic‌‌                     

machine‌ ‌with‌ ‌an‌ ‌insta‌ ‌heater‌ ‌and‌ ‌therefore‌ ‌we‌ ‌were‌ ‌also‌ ‌very‌‌                     

agile‌ ‌with‌ ‌our‌ ‌product‌ ‌innovations‌ ‌through‌ ‌this‌‌period‌‌which‌‌has‌‌                   

worked‌ ‌very‌ ‌well‌ ‌for‌ ‌us.‌ ‌ 

The‌ ‌next‌ ‌question‌‌I‌‌will‌‌take‌‌is‌‌from‌‌Ms.‌‌Duggal,‌‌which‌‌was‌‌about‌‌                         

the‌ ‌support‌ ‌provided‌‌during‌‌COVID,‌‌now‌‌as‌‌I‌‌said‌‌keeping‌‌people‌‌                     

safe‌‌was‌‌our‌‌number‌‌one‌‌priority‌‌as‌‌we‌‌were‌‌trying‌‌to‌‌balance‌‌out‌‌                         

the‌ ‌whole‌ ‌objective‌ ‌of‌ ‌keeping‌ ‌people‌ ‌safe‌ ‌and‌ ‌still‌ ‌ensuring‌‌                   

business‌‌continuity.‌‌To‌‌start‌‌with,‌‌we‌‌looked‌‌at‌‌all‌‌our‌‌workplaces‌‌                     

which‌ ‌includes‌ ‌not‌ ‌just‌ ‌our‌ ‌offices,‌ ‌but‌ ‌our‌ ‌three‌ ‌factories‌ ‌and‌‌                     

then‌ ‌we‌ ‌said‌ ‌what‌ ‌do‌ ‌we‌ ‌need‌ ‌to‌ ‌do‌ ‌here‌ ‌to‌ ‌make‌ ‌sure‌ ‌that‌‌                           

anybody‌‌who‌‌enters‌‌the‌‌gates‌‌of‌‌our‌‌factories‌‌is‌‌really‌‌feeling‌‌safe‌                       

and‌ ‌there‌ ‌is‌ ‌no‌ ‌infection‌ ‌within‌ ‌our‌ ‌factory,‌ ‌so‌ ‌lot‌ ‌of‌ ‌measures‌‌                       

were‌ ‌undertaken‌ ‌to‌ ‌make‌ ‌sure‌ ‌that‌‌we‌‌are‌‌not‌‌compromising‌‌on‌‌                     

the‌ ‌safety‌ ‌of‌ ‌our‌ ‌people‌ ‌as‌ ‌they‌ ‌came‌ ‌inside.‌ ‌This‌ ‌action‌ ‌started‌‌                       

from‌ ‌last‌ ‌year,‌ ‌but‌ ‌clearly‌ ‌when‌‌we‌‌saw‌‌the‌‌second‌‌wave‌‌coming‌‌                       

this‌ ‌year,‌ ‌some‌ ‌of‌ ‌these‌ ‌actions‌ ‌needed‌ ‌to‌ ‌be‌ ‌intensified‌ ‌and‌ ‌in‌‌                       

April,‌ ‌we‌ ‌put‌ ‌together‌ ‌a‌ ‌taskforce,‌ ‌the‌ ‌moment‌ ‌we‌ ‌sensed‌ ‌the‌‌                     

wave‌‌2‌‌was‌‌around‌‌and‌‌there‌‌were‌‌multiple‌‌actions‌‌we‌‌did‌‌to‌‌help‌‌                         

our‌ ‌people‌‌feel‌‌‌really‌‌safe,‌‌some‌‌of‌‌them‌‌were‌‌extending‌‌medical‌‌                     

coverage‌ ‌to‌ ‌larger‌ ‌chunk‌‌of‌‌our‌‌employees,‌‌covering‌‌insurance‌‌in‌‌                   

areas‌ ‌which‌ ‌were‌ ‌earlier‌ ‌not‌ ‌covered,‌ ‌we‌ ‌procured‌ ‌lot‌ ‌of‌‌oxygen‌‌                     

concentrators‌‌as‌‌lot‌‌of‌‌you‌‌might‌‌remember‌‌there‌‌was‌‌a‌‌period‌‌of‌‌                       
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time‌‌where‌‌there‌‌was‌‌oxygen‌‌shortage.‌‌We‌‌were‌‌able‌‌to‌‌procure‌‌a‌‌                       

lot‌ ‌of‌ ‌oxygen‌ ‌concentrators‌ ‌from‌ ‌our‌ ‌global‌ ‌offices.‌ ‌ 

We‌ ‌had‌ ‌on-call‌ ‌doctors‌ ‌for‌ ‌our‌ ‌employees,‌ ‌we‌ ‌had‌ ‌medicine‌‌                   

support,‌‌we‌‌had‌‌financial‌‌loans‌‌which‌‌were‌‌given‌‌against‌‌salary‌‌to‌‌                     

those‌ ‌who‌ ‌required‌ ‌it‌ ‌as‌ ‌well‌ ‌as‌ ‌emotional‌ ‌wellbeing‌ ‌counseling‌‌                   

during‌ ‌the‌ ‌pandemic.‌ ‌One‌ ‌of‌‌the‌‌things‌‌which‌‌some‌‌people‌‌felt‌‌a‌‌                       

lot‌ ‌was‌ ‌the‌‌mental‌‌wellbeing‌‌also‌‌took‌‌a‌‌toll‌‌during‌‌the‌‌pandemic‌‌                       

and‌ ‌we‌ ‌were‌ ‌able‌ ‌to‌ ‌do‌ ‌that‌ ‌as‌ ‌well.‌ ‌ 

Then‌ ‌there‌ ‌is,‌‌as‌‌we‌‌moved‌‌out‌‌of‌‌this‌‌phase‌‌where‌‌you‌‌required‌‌                         

immediate‌‌medicine‌‌support,‌‌it‌‌is‌‌now‌‌all‌‌about‌‌vaccination,‌‌so‌‌we‌‌                     

have‌‌about‌‌2.5‌‌thousand‌‌odd‌‌employees‌‌who‌‌are‌‌on‌‌our‌‌rolls‌‌but‌‌                       

the‌‌call‌‌‌we‌‌took‌‌is‌‌that‌‌we‌‌are‌‌going‌‌to‌‌provide‌‌vaccination‌‌support‌‌                         

for‌ ‌17,000‌ ‌people‌ ‌who‌ ‌are‌‌connected‌‌with‌‌us‌‌in‌‌some‌‌way‌‌or‌‌the‌‌                         

other.‌ ‌This‌ ‌included‌ ‌our‌‌2500‌‌employees‌‌and‌‌their‌‌families,‌‌but‌‌it‌‌                     

also‌ ‌included‌ ‌our‌ ‌temporary‌ ‌blue-collar‌ ‌workers,‌ ‌our‌ ‌retail‌‌               

executives‌ ‌who‌ ‌represent‌ ‌us‌ ‌in‌ ‌the‌ ‌stores,‌ ‌our‌ ‌service‌ ‌engineers‌‌                   

who‌‌go‌‌and‌‌visit‌‌consumer‌‌homes‌‌and‌‌for‌‌us‌‌it‌‌is‌‌really‌‌critical‌‌that‌‌                           

anybody‌ ‌who‌ ‌comes‌ ‌in‌ ‌contact‌ ‌with‌ ‌Whirlpool‌ ‌as‌ ‌a‌ ‌brand‌ ‌feels‌‌                     

really‌‌safe‌‌interacting‌‌with‌‌the‌‌brand‌‌and‌‌that‌‌is‌‌why‌‌we‌‌provided‌‌                       

the‌ ‌support‌ ‌for‌ ‌17,000‌ ‌people.‌ ‌ 

Very‌‌pleased‌‌to‌‌announce‌‌that‌‌already‌‌about‌‌78%‌‌of‌‌the‌‌17,000‌‌is‌‌                       

vaccinated‌ ‌with‌ ‌the‌ ‌first‌ ‌dose.‌ ‌Within‌ ‌this,‌ ‌if‌ ‌I‌ ‌look‌ ‌at‌ ‌our‌‌                       

manufacturing‌ ‌facilities,‌ ‌98%‌ ‌of‌ ‌our‌ ‌manufacturing‌ ‌facilities‌ ‌have‌‌               

now‌ ‌got‌ ‌people‌ ‌who‌ ‌are‌ ‌vaccinated.‌ ‌This‌ ‌gives‌ ‌us‌ ‌a‌ ‌lot‌ ‌of‌‌                       

confidence‌ ‌that‌ ‌not‌ ‌only‌ ‌are‌ ‌we‌ ‌doing‌ ‌something‌ ‌good‌ ‌for‌ ‌our‌‌                     

employees‌‌and‌‌our‌‌partners‌‌but‌‌it‌‌will‌‌also‌‌give‌‌us‌‌a‌‌lot‌‌of‌‌leverage‌‌                           

in‌ ‌case‌ ‌there‌ ‌is‌ ‌a‌ ‌third‌ ‌wave‌ ‌because‌ ‌there‌ ‌is‌ ‌likely‌ ‌to‌ ‌be‌ ‌less‌‌                           

disruption‌ ‌for‌ ‌us‌ ‌and‌ ‌more‌ ‌business‌ ‌continuity‌ ‌because‌ ‌of‌ ‌the‌‌                   

number‌‌of‌‌people‌‌we‌‌have‌‌got‌‌vaccinated.‌‌We‌‌believe‌‌vaccination‌‌                   

is‌ ‌the‌ ‌single‌ ‌biggest‌ ‌thing‌ ‌which‌‌will‌‌help‌‌not‌‌only‌‌the‌‌nation,‌‌but‌‌                         

smaller‌ ‌communities‌ ‌and‌ ‌companies‌ ‌ensure‌ ‌continuity‌ ‌of‌‌             

Page‌ ‌31‌ ‌of‌ ‌55‌ ‌ 



‌ 
‌ 

operations‌ ‌in‌ ‌case‌ ‌there‌ ‌is‌ ‌a‌ ‌third‌ ‌wave‌ ‌and‌ ‌we‌ ‌feel‌ ‌really‌ ‌well‌‌                         

covered‌ ‌here.‌ ‌ 

On‌ ‌return-to-work‌ ‌place,‌ ‌there‌‌was‌‌a‌‌question‌‌where‌‌how‌‌are‌‌we‌‌                     

ensuring‌ ‌return‌ ‌to‌ ‌work‌ ‌place,‌ ‌our‌ ‌manufacturing‌ ‌facilities‌ ‌have‌‌                 

been‌ ‌running‌ ‌full‌ ‌stream‌ ‌for‌‌almost‌‌the‌‌last‌‌3-4‌‌months‌‌now‌‌and‌‌                       

we‌ ‌increase‌ ‌our‌ ‌production‌ ‌in‌ ‌a‌ ‌calibrated‌ ‌fashion.‌‌In‌‌our‌‌offices‌‌                     

as‌ ‌well,‌ ‌we‌ ‌continue‌ ‌to‌ ‌now‌ ‌slowly‌ ‌bring‌ ‌back‌ ‌people‌ ‌again‌ ‌in‌ ‌a‌‌                         

calibrated‌‌fashion‌‌where‌‌we‌‌are‌‌not‌‌jeopardizing‌‌anybody's‌‌safety‌‌                 

and‌ ‌yet‌ ‌we‌ ‌are‌ ‌ensuring‌ ‌business‌ ‌continuity.‌ ‌ 

There‌ ‌were‌ ‌a‌ ‌lot‌ ‌of‌ ‌questions‌ ‌around‌ ‌our‌ ‌margins,‌ ‌around‌ ‌cost‌‌                     

pressure‌ ‌because‌ ‌of‌ ‌raw‌ ‌material‌ ‌cost‌ ‌going‌ ‌up,‌ ‌can‌ ‌I‌ ‌request‌‌                     

Aditya‌ ‌to‌ ‌take‌ ‌the‌ ‌questions‌ ‌around‌ ‌all‌‌of‌‌these.‌‌Again,‌‌there‌‌is‌‌a‌‌                         

cluster‌ ‌of‌ ‌questions‌ ‌around‌ ‌margin,‌ ‌cost‌ ‌inflation,‌ ‌cost‌ ‌takeout.‌ ‌I‌‌                   

will‌ ‌pass‌ ‌it‌ ‌on‌ ‌to‌ ‌Aditya.‌ ‌ 

Aditya‌ ‌Jain:‌ Thanks‌ ‌Vishal,‌ ‌so‌ ‌while‌ ‌answering‌ ‌the‌ ‌next‌ ‌question,‌ ‌there‌ ‌are‌ ‌a‌‌                     

cluster‌ ‌of‌ ‌questions‌ ‌on‌ ‌the‌ ‌entire‌ ‌financial‌ ‌impact‌ ‌of‌ ‌COVID,‌ ‌the‌‌                     

impact‌ ‌of‌ ‌input‌ ‌cost,‌ ‌EBITDA‌ ‌margins‌ ‌and‌ ‌floor‌ ‌margins‌ ‌for‌ ‌the‌‌                     

period.‌‌Questions‌‌have‌‌come‌‌from‌‌Ms.‌‌Meenu‌‌Banshali,‌‌Mr.‌‌Dhruv‌‌                   

Jain,‌ ‌Ms.‌ ‌Renu‌ ‌Baid,‌ ‌Mr.‌ ‌Prashant,‌ ‌Mr.‌ ‌Charanjeet‌ ‌and‌ ‌Mr.‌ ‌MP‌‌                     

Bhutani.‌ ‌The‌ ‌way‌ ‌I‌ ‌want‌ ‌you‌ ‌to‌ ‌look‌ ‌at‌ ‌the‌ ‌P&L‌ ‌is‌ ‌there‌ ‌are‌ ‌two‌‌                             

sides‌ ‌of‌‌the‌‌P&L.‌‌The‌‌cost‌‌side‌‌and‌‌the‌‌demand‌‌side.‌‌From‌‌a‌‌cost‌‌                           

side‌ ‌there‌ ‌is‌ ‌a‌ ‌bit‌ ‌of‌ ‌structural‌ ‌inflation‌ ‌which‌ ‌is‌ ‌a‌ ‌part‌ ‌of‌ ‌the‌‌                           

ongoing‌ ‌business‌‌which‌‌we‌‌manage‌‌on‌‌an‌‌ongoing‌‌basis.‌‌So,‌‌that‌‌                     

is‌ ‌structural‌ ‌and‌‌that‌‌will‌‌stay.‌‌However,‌‌what‌‌has‌‌been‌‌unique‌‌in‌‌                       

the‌ ‌last‌ ‌one‌ ‌year‌ ‌has‌ ‌been‌ ‌a‌ ‌significant‌ ‌inflation‌ ‌primarily‌‌                   

Covid-led‌ ‌inflation,‌ ‌‌on‌ ‌account‌ ‌of‌ ‌two‌ ‌reasons,‌ ‌one‌ ‌is‌ ‌the‌ ‌supply‌‌                     

side‌ ‌disruption‌ ‌due‌ ‌to‌ ‌the‌ ‌40‌ ‌day‌ ‌of‌ ‌lockdown,‌ ‌working‌ ‌capital‌‌                     

cycle‌‌got‌‌impacted,‌‌there‌‌was‌‌a‌‌migration‌‌of‌‌labour‌‌and‌‌because‌‌of‌‌                       

demand‌ ‌the‌ ‌revision‌‌suppliers‌‌scale‌‌down‌‌their‌‌capacities.‌‌And‌‌b)‌‌                   

then‌ ‌there‌ ‌was‌ ‌a‌ ‌post‌ ‌COVID‌ ‌pent‌ ‌up‌ ‌demand‌ ‌both‌ ‌domestic‌ ‌as‌‌                       

well‌ ‌as‌ ‌global.‌ ‌Since‌ ‌there‌ ‌was‌ ‌a‌ ‌recovery‌ ‌of‌ ‌demand‌ ‌and‌ ‌the‌‌                       

capacities‌ ‌could‌ ‌not‌ ‌get‌ ‌paid,‌ ‌so‌ ‌which‌ ‌again‌ ‌led‌ ‌to‌ ‌the‌ ‌cost‌‌side‌‌                         
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inflation.‌‌This‌‌inflation‌‌is‌‌very‌‌unique‌‌because‌‌this‌‌is‌‌COVID‌‌led‌‌and‌‌                       

we‌ ‌see‌ ‌it‌ ‌more‌ ‌of‌ ‌a‌ ‌short-term‌ ‌phenomenon‌ ‌rather‌ ‌than‌ ‌a‌‌                     

long-term‌ ‌phenomenon‌‌and‌‌we‌‌expect‌‌the‌‌things‌‌to‌‌normalize‌‌as‌‌                   

this‌ ‌investment‌ ‌which‌ ‌keeps‌ ‌coming‌ ‌back‌ ‌in‌ ‌capacities‌ ‌over‌ ‌a‌‌                   

period‌ ‌of‌ ‌time,‌ ‌so‌ ‌which‌ ‌is‌ ‌common‌ ‌initiatives‌ ‌as‌ ‌well.‌ ‌On‌ ‌the‌‌                       

demand‌‌side,‌‌India‌‌was‌‌the‌‌first‌‌country‌‌which‌‌had‌‌announced‌‌the‌‌                     

40-day‌ ‌national‌ ‌lockdown‌ ‌which‌ ‌happened‌ ‌at‌ ‌the‌ ‌end‌ ‌of‌ ‌around‌‌                   

22‌nd‌ ‌March‌ ‌and‌ ‌there‌ ‌is‌ ‌a‌ ‌40‌ ‌day‌ ‌complete‌ ‌lockdown‌ ‌which‌ ‌just‌‌                       

significantly‌ ‌impacted‌ ‌our‌ ‌volumes‌ ‌and‌ ‌the‌ ‌demand‌ ‌right‌ ‌in‌ ‌the‌‌                   

middle‌‌of‌‌the‌‌peak‌‌season.‌‌What‌‌it‌‌does‌‌it,‌‌it‌‌results‌‌in‌‌a‌‌significant‌‌                           

deleverage‌ ‌on‌ ‌the‌ ‌P&L‌ ‌and‌ ‌hence‌ ‌impacting‌ ‌margins.‌ ‌However,‌‌                 

again‌ ‌this‌ ‌is‌ ‌purely‌ ‌COVID‌ ‌led‌‌as‌‌there‌‌is‌‌a‌‌complete‌‌nationalized‌‌                       

lockdown‌‌and‌‌we‌‌again‌‌expect‌‌this‌‌to‌‌come‌‌back‌‌to‌‌normal‌‌as‌‌the‌‌                         

things‌‌start‌‌to‌‌improve.‌‌So,‌‌as‌‌a‌‌result‌‌of‌‌these‌‌two‌‌factors‌‌which‌‌is‌‌                           

on‌‌the‌‌cost‌‌side‌‌and‌‌on‌‌the‌‌demand‌‌side,‌‌we‌‌see‌‌some‌‌impact‌‌on‌‌                           

the‌ ‌profitability.‌ ‌However,‌‌when‌‌there‌‌are‌‌questions‌‌around‌‌what‌‌                 

are‌‌measures,‌‌we‌‌have‌‌taken‌‌to‌‌address‌‌the‌‌profitability‌‌and‌‌what‌‌                     

are‌ ‌we‌ ‌doing‌ ‌to‌ ‌address‌ ‌this‌ ‌going‌ ‌forward‌ ‌and‌ ‌our‌ ‌expected‌‌                     

margins‌ ‌or‌ ‌the‌ ‌pricing‌ ‌actions.‌ ‌Now,‌ ‌we‌ ‌have‌ ‌taken‌ ‌some‌ ‌of‌ ‌the‌‌                       

actions‌ ‌which‌ ‌would‌ ‌help‌ ‌us‌ ‌secure‌ ‌a‌ ‌profitability,‌‌we‌‌look‌‌at‌‌the‌‌                       

profitability‌‌under‌‌3‌‌broad‌‌levers,‌‌the‌‌first‌‌is‌‌the‌‌cost‌‌lever‌‌which‌‌is‌‌                         

a‌ ‌backend‌ ‌of‌ ‌the‌ ‌organization‌ ‌and‌ ‌we‌ ‌have‌‌a‌‌very‌‌robust‌‌and‌‌an‌‌                         

institutionalized‌ ‌cost‌ ‌productivity‌ ‌program‌ ‌under‌ ‌which‌ ‌we‌ ‌track‌‌               

both‌‌the‌‌direct‌‌as‌‌well‌‌as‌‌indirect‌‌cost‌‌levers.‌‌So,‌‌there‌‌are‌‌specific‌‌                         

teams‌‌who‌‌is‌‌working‌‌at‌‌looking‌‌at‌‌all‌‌the‌‌indirect‌‌cost‌‌levers‌‌which‌‌                         

might‌‌include‌‌the‌‌discretionary‌‌spends,‌‌the‌‌travel,‌‌your‌‌legal,‌‌your‌‌                   

outsourcing,‌ ‌your‌ ‌rentals‌ ‌and‌ ‌negotiations,‌ ‌your‌ ‌brand‌ ‌spends,‌‌               

etc.‌‌and‌‌on‌‌the‌‌material‌‌side‌‌which‌‌is‌‌a‌‌direct‌‌cost.‌‌They‌‌are‌‌work‌‌                           

streams‌ ‌working‌ ‌on‌ ‌optimizing‌ ‌the‌ ‌designs‌ ‌and‌ ‌hence‌ ‌structural‌‌                 

reduction‌ ‌in‌ ‌the‌ ‌first‌ ‌and‌ ‌b)‌ ‌on‌‌the‌‌supplier‌‌negotiation‌‌side,‌‌you‌‌                       

know‌ ‌securing‌ ‌the‌ ‌best‌ ‌deals‌ ‌from‌ ‌our‌ ‌suppliers.‌ ‌So,‌ ‌that‌ ‌is‌ ‌the‌‌                       

cost‌‌side‌‌of‌‌the‌‌action‌‌we‌‌are‌‌taking.‌‌The‌‌second‌‌is‌‌on‌‌the‌‌revenue‌‌                           

management‌ ‌side,‌ ‌which‌ ‌is‌ ‌the‌ ‌funding‌ ‌part‌ ‌of‌ ‌the‌ ‌organization.‌‌                   

So,‌ ‌first‌ ‌our‌ ‌endeavor‌ ‌is‌ ‌to‌ ‌execute‌ ‌a‌ ‌go-to-market‌ ‌action‌ ‌plans,‌‌                     
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drive‌ ‌reach‌ ‌and‌ ‌extractions‌ ‌which‌ ‌will‌ ‌help‌ ‌drive‌ ‌volumes‌ ‌and‌‌                   

margins,‌‌then‌‌we‌‌are‌‌always‌‌on‌‌the‌‌lookout‌‌for‌‌improving‌‌our‌‌mix‌‌                       

through‌‌our‌‌line‌‌structure‌‌optimization‌‌and‌‌hence‌‌extract‌‌margins‌‌                 

from‌ ‌our‌ ‌product‌ ‌portfolio‌ ‌and‌ ‌the‌ ‌third‌ ‌piece‌ ‌is‌ ‌the‌ ‌cost‌ ‌based‌‌                       

price‌‌increase.‌‌So,‌‌we‌‌have‌‌anything‌‌which‌‌is‌‌unmitigated‌‌out‌‌of‌‌a‌‌                       

cost‌ ‌action,‌ ‌out‌ ‌of‌ ‌a‌ ‌revenue‌ ‌management‌ ‌strategy‌ ‌gets‌ ‌passed‌‌                   

back‌ ‌to‌ ‌the‌ ‌consumers‌ ‌through‌‌a‌‌cost‌‌based‌‌price‌‌increases‌‌over‌‌                     

the‌ ‌last‌ ‌9‌ ‌months‌ ‌starting‌ ‌January‌ ‌depending‌ ‌upon‌ ‌how‌ ‌the‌‌cost‌‌                     

has‌ ‌increased,‌ ‌we‌ ‌have‌ ‌taken‌ ‌3‌ ‌rounds‌ ‌of‌ ‌price‌ ‌increase‌ ‌and‌‌                     

roughly‌ ‌approximately‌ ‌a‌ ‌15%‌ ‌of‌ ‌price‌‌increase‌‌has‌‌been‌‌taken‌‌to‌‌                     

protect‌‌the‌‌P&L‌‌against‌‌the‌‌inflation.‌‌The‌‌third‌‌piece‌‌on‌‌the‌‌P&L‌‌is‌‌                         

the‌‌demand‌‌recovery,‌‌the‌‌volume‌‌side‌‌of‌‌the‌‌story,‌‌having‌‌spoken‌‌                     

about‌‌the‌‌backend‌‌and‌‌the‌‌front‌‌end‌‌part‌‌of‌‌the‌‌organization‌‌and‌‌                       

as‌ ‌the‌ ‌last‌ ‌year‌ ‌was‌ ‌impacted‌ ‌by‌‌a‌‌40‌‌days‌‌of‌‌national‌‌lockdown,‌‌                         

once‌‌the‌‌things‌‌start‌‌coming‌‌back‌‌to‌‌normal,‌‌we‌‌expect‌‌the‌‌pickup‌‌                       

in‌ ‌volumes‌ ‌especially‌ ‌on‌ ‌that‌ ‌loss‌ ‌which‌ ‌happens‌ ‌in‌ ‌the‌ ‌season‌‌                     

and‌ ‌the‌ ‌complete‌ ‌variable‌ ‌margin‌ ‌on‌ ‌the‌ ‌volume‌ ‌closing‌ ‌to‌ ‌the‌‌                     

P&L‌ ‌which‌ ‌give‌ ‌us‌ ‌a‌ ‌leverage‌ ‌on‌ ‌the‌ ‌P&L‌ ‌helps‌ ‌improve‌ ‌the‌‌                       

profitability‌‌margin.‌‌So,‌‌with‌‌all‌‌these‌‌actions‌‌we‌‌are‌‌very‌‌confident‌‌                     

of‌‌securing‌‌our‌‌profitability‌‌in‌‌line‌‌with‌‌historical‌‌trends‌‌and‌‌we‌‌are‌‌                       

very‌ ‌confident‌ ‌of‌ ‌delivering‌ ‌a‌ ‌sustainable‌ ‌and‌ ‌profitable‌ ‌growth.‌‌                 

For‌‌the‌‌next‌‌question,‌‌I‌‌will‌‌pass‌‌it‌‌on‌‌to‌‌our‌‌Chairman‌‌–‌‌Mr.‌‌Arvind‌‌                             

to‌ ‌take‌ ‌on‌ ‌the‌ ‌next‌ ‌question.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thanks,‌‌Aditya.‌‌I‌‌think‌‌that‌‌the‌‌question‌‌around‌‌how‌‌do‌‌you‌‌judge‌‌                       

the‌‌present‌‌economic‌‌environment‌‌an‌‌opportunity‌‌going‌‌forward.‌‌               

Let‌‌me‌‌start‌‌with‌‌a‌‌clarification,‌‌I‌‌am‌‌no‌‌economist‌‌here‌‌and‌‌I‌‌can‌‌                           

only‌ ‌join‌ ‌the‌ ‌dots‌ ‌on‌ ‌what‌‌I‌‌see,‌‌in‌‌a‌‌logical‌‌way‌.‌‌What‌‌I‌‌see‌‌right‌‌                               

now‌‌is‌‌I‌‌would‌‌say‌‌more‌‌factors‌‌on‌‌the‌‌plus‌‌and‌‌the‌‌negative‌‌side,‌‌                           

both‌ ‌side‌ ‌and‌ ‌one‌ ‌just‌ ‌has‌ ‌to‌ ‌make‌ ‌the‌ ‌judgement‌‌call‌‌on‌‌which‌‌                         

organization‌ ‌you‌ ‌are‌ ‌in‌ ‌and‌‌what‌‌kind‌‌of‌‌situation‌‌you‌‌are‌‌in‌‌and‌‌                         

how‌ ‌things‌ ‌pan‌ ‌out.‌ ‌Of‌ ‌course,‌ ‌short‌ ‌term‌ ‌looks‌ ‌complicated‌‌                   

because‌‌of‌‌pandemic.‌‌It‌‌is‌‌affected‌‌a‌‌very‌‌large‌‌part‌‌of‌‌the‌‌contract‌‌                         

economy‌‌and‌‌significant‌‌impact‌‌on‌‌salaries‌‌and‌‌incomes‌‌of‌‌a‌‌large‌‌                     

middle‌‌class‌‌and‌‌I‌‌would‌‌say‌‌lower‌‌income‌‌class‌‌in‌‌particular.‌‌This‌‌                       
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pandemic‌ ‌has‌ ‌actually‌ ‌widened‌ ‌the‌ ‌divide‌‌between‌‌has‌‌and‌‌have‌‌                   

nots.‌‌So,‌‌clearly‌‌short‌‌term,‌‌I‌‌think‌‌till‌‌the‌‌contract‌‌economy‌‌starts‌‌                       

to‌ ‌come‌ ‌back.‌ ‌So,‌ ‌think‌ ‌this‌ ‌is‌ ‌something‌ ‌we‌ ‌all‌ ‌read‌ ‌about,‌ ‌we‌‌                         

know‌ ‌about,‌ ‌it‌ ‌is‌ ‌just‌ ‌a‌ ‌matter‌ ‌of‌ ‌time‌ ‌to‌ ‌see‌‌when‌‌COVID‌‌finally‌‌                           

goes‌‌away‌‌and‌‌when‌‌the‌‌economy‌‌the‌‌kind‌‌of‌‌service‌‌economy‌‌or‌‌                       

a‌ ‌contract‌ ‌economy‌ ‌starts‌ ‌to‌ ‌get‌ ‌back‌ ‌into‌ ‌place‌ ‌and‌ ‌people‌ ‌get‌‌                       

their‌‌revenues‌‌and‌‌salaries‌‌back‌.‌‌All‌‌of‌‌these‌‌are‌‌consumers‌‌and‌‌in‌‌                       

some‌ ‌way‌ ‌will‌ ‌impact‌ ‌buying‌ ‌behaviors.‌ ‌So,‌ ‌certainly,‌ ‌as‌ ‌per‌ ‌the‌‌                     

short‌‌term‌‌is‌‌concerned,‌‌I‌‌can‌‌see‌‌impact‌‌on‌‌the‌‌demand‌‌side.‌‌But‌‌                         

then‌ ‌you‌ ‌got‌ ‌a‌ ‌layer‌ ‌in‌ ‌the‌ ‌fact‌‌that‌‌you‌‌had‌‌Corona‌‌last‌‌year,‌‌so‌ ‌                             

there‌ ‌are‌ ‌base‌ ‌effects‌ ‌and‌ ‌you‌ ‌will‌ ‌see‌ ‌growths‌ ‌of‌ ‌different‌‌                     

company,‌ ‌so‌ ‌depending‌‌on‌‌what‌‌your‌‌company‌‌situation‌‌was‌‌last‌‌                   

year.‌ ‌What‌ ‌was‌‌your‌‌baseline‌‌effect‌‌and‌‌so‌‌on.‌‌I‌‌don’t‌‌think‌‌these‌‌                         

two‌ ‌years‌ ‌are‌‌going‌‌to‌‌really‌‌give‌‌meaningful‌‌statistical‌‌reduction.‌‌                   

This‌ ‌is‌ ‌all‌ ‌the‌ ‌negative‌ ‌side‌ ‌and‌ ‌I‌ ‌think‌ ‌let‌ ‌me‌ ‌just‌ ‌focus‌ ‌on‌ ‌the‌‌                             

positive‌ ‌because‌ ‌I‌ ‌like‌ ‌to‌ ‌focus‌ ‌on‌ ‌positives‌ ‌a‌ ‌bit‌ ‌more.‌ ‌The‌‌                       

positives‌ ‌are‌ ‌that‌ ‌after‌ ‌a‌ ‌very‌‌long‌‌period‌‌of,‌‌I‌‌would‌‌say‌‌liquidity‌‌                         

contraction,‌‌that‌‌this‌‌economy‌‌was‌‌put‌‌under‌‌and‌‌to‌‌some‌‌extent‌‌                     

will‌‌be‌‌intent‌‌of‌‌controlling‌‌inflation.‌‌Sometimes‌‌governments‌‌over‌‌                 

shoot‌ ‌on‌ ‌their‌ ‌targeting‌ ‌on‌ ‌inflation‌ ‌and‌ ‌I‌ ‌think‌ ‌the‌ ‌liquidity‌‌                     

squeeze‌‌kind‌‌of‌‌went‌‌on‌‌till‌‌18-19‌‌and‌‌it‌‌has‌‌significantly‌‌impacted‌‌                       

consumer‌‌demand‌‌and‌‌just‌‌by‌‌the‌‌time‌‌liquidity‌‌was‌‌getting‌‌eased,‌‌                     

Corona‌ ‌has‌ ‌happened.‌ ‌So,‌ ‌all‌ ‌this‌ ‌liquidity‌ ‌easing‌ ‌which‌ ‌has‌‌                   

happened‌ ‌and‌‌then‌‌global‌‌liquidity‌‌easing‌‌has‌‌also‌‌happened.‌‌So,‌‌                   

there‌ ‌is‌ ‌lots‌‌of‌‌liquidity‌‌around‌‌but‌‌consumer‌‌is‌‌not‌‌being‌‌able‌‌to‌‌                         

spend‌ ‌freely‌ ‌because‌ ‌of,‌ ‌so‌ ‌I‌ ‌see‌ ‌a‌ ‌lot‌ ‌of‌ ‌opportunity‌ ‌on‌ ‌that‌‌                         

money‌ ‌coming.‌ ‌The‌ ‌other‌‌thing‌‌is‌‌the‌‌government‌‌is‌‌flushed‌‌with‌‌                     

money.‌‌Two‌‌years’‌‌ago,‌‌the‌‌government‌‌was‌‌in‌‌a‌‌very‌‌bad‌‌situation‌                       

financially,‌‌now‌‌tax‌‌collections‌‌are‌‌robust.‌‌So,‌‌government‌‌is‌‌going‌‌                   

to‌ ‌be‌ ‌spending,‌ ‌we‌ ‌just‌ ‌heard‌ ‌hugely‌ ‌spending‌ ‌on‌ ‌infrastructure‌‌                   

spending.‌ ‌Two‌ ‌years‌ ‌ago,‌ ‌it‌ ‌was‌ ‌announced.‌ ‌But‌ ‌no‌ ‌actions‌‌have‌‌                     

happened‌ ‌I‌ ‌am‌ ‌sure‌ ‌it‌ ‌is‌ ‌because‌ ‌of‌ ‌Corona.‌ ‌There‌ ‌is‌ ‌a‌ ‌lots‌ ‌of‌‌                           

money‌ ‌sitting‌ ‌with‌ ‌the‌ ‌government‌ ‌and‌‌the‌‌PSU‌‌banks‌‌which‌‌are‌‌                     

no‌ ‌longer‌ ‌in‌ ‌the‌ ‌bad‌ ‌shape‌ ‌they‌ ‌were‌ ‌some‌ ‌time‌ ‌ago.‌ ‌So,‌ ‌on‌‌                         
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government‌ ‌side,‌ ‌I‌ ‌can‌ ‌see‌ ‌a‌ ‌lot‌ ‌of‌ ‌expenditure‌ ‌happening‌ ‌on‌‌                     

infrastructure‌ ‌spending‌ ‌which‌ ‌is‌ ‌classical‌ ‌and‌ ‌economics‌ ‌should‌‌               

kickstart‌ ‌growth‌ ‌at‌ ‌the‌ ‌lower‌‌to‌‌mid-level.‌‌As‌‌far‌‌as‌‌private‌‌sector‌‌                       

companies‌ ‌are‌ ‌concerned,‌ ‌I‌ ‌think‌ ‌a‌ ‌lot‌ ‌of‌ ‌them‌ ‌are‌ ‌pleasantly‌‌                     

surprised‌‌because‌‌they‌‌haven’t‌‌increased‌‌capacities‌‌for‌‌a‌‌long‌‌time‌‌                   

and‌‌so‌‌they‌‌are‌‌all‌‌coming‌‌out‌‌of‌‌Corona,‌‌they‌‌are‌‌also‌‌waiting‌‌for‌‌                           

consumer‌ ‌demand‌ ‌to‌ ‌bounce‌ ‌back.‌ ‌Some‌ ‌of‌ ‌them‌ ‌have‌ ‌been‌‌                   

surprised‌ ‌which‌ ‌is‌ ‌why‌ ‌we‌ ‌are‌ ‌seeing‌ ‌a‌ ‌lot‌ ‌of‌ ‌supply‌ ‌side‌ ‌shops‌‌                         

and‌ ‌disruption‌ ‌because‌ ‌some‌ ‌of‌‌them‌‌surprised‌‌on‌‌the‌‌upside‌‌in‌‌                     

demand.‌ ‌So,‌ ‌I‌ ‌think‌ ‌there‌ ‌is‌ ‌going‌ ‌to‌ ‌be‌ ‌a‌ ‌huge‌ ‌investment‌ ‌flow‌‌                         

from‌ ‌the‌ ‌private‌ ‌sector‌ ‌and‌ ‌capacity‌ ‌upgradation.‌ ‌I‌ ‌think‌ ‌a‌ ‌lot‌‌of‌‌                       

people‌ ‌who‌ ‌are‌ ‌waiting‌ ‌to‌ ‌see‌ ‌the‌ ‌vital‌ ‌eyes‌ ‌in‌ ‌terms‌ ‌of‌‌                       

consumption‌ ‌coming‌ ‌back‌ ‌and‌ ‌that‌ ‌will‌ ‌come‌ ‌in.‌ ‌And‌ ‌now,‌ ‌short‌‌                     

term‌ ‌I‌ ‌would‌ ‌say‌ ‌muted,‌ ‌medium‌ ‌term,‌‌I‌‌remain,‌‌quite‌‌optimistic‌‌                     

depending‌‌on‌‌Corona,‌‌long‌‌term‌‌I‌‌am‌‌very‌‌bullish.‌‌I‌‌am‌‌extremely‌‌                       

bullish‌‌because‌‌of‌‌the‌‌third‌‌factor‌‌which‌‌is‌‌coming‌‌into‌‌play‌‌is‌‌the‌‌                         

entire‌ ‌movement‌ ‌of‌ ‌export‌ ‌economy‌‌from‌‌at‌‌least‌‌part‌‌of‌‌it‌‌from‌‌                       

China‌ ‌to‌ ‌India‌ ‌and‌ ‌so‌ ‌on.‌ ‌So,‌ ‌many‌ ‌factors‌ ‌driving‌ ‌them‌ ‌at‌ ‌a‌‌                         

political‌ ‌level‌ ‌and‌ ‌I‌ ‌am‌ ‌seeing‌ ‌a‌ ‌lot‌ ‌of‌‌support‌‌coming‌‌from‌‌state‌‌                         

and‌ ‌central‌ ‌government‌ ‌in‌ ‌encouraging‌ ‌manufacturing‌ ‌in‌ ‌India‌‌               

and‌ ‌we‌ ‌are‌ ‌starting‌ ‌to‌ ‌see‌ ‌which‌ ‌is‌ ‌very‌ ‌rare‌ ‌that‌ ‌our‌‌export‌‌led‌‌                           

growth‌ ‌and‌ ‌the‌ ‌quality‌ ‌of‌ ‌the‌ ‌export‌ ‌led‌ ‌growth‌ ‌has‌ ‌been‌                     

significant.‌‌All‌‌of‌‌this‌‌I‌‌think‌‌is‌‌wonderful‌‌for‌‌our‌‌industry‌‌because‌‌                       

when‌ ‌people‌ ‌feel‌ ‌good‌ ‌about‌ ‌the‌ ‌future‌ ‌they‌ ‌will‌ ‌spend‌ ‌on‌ ‌our‌‌                       

products‌ ‌and‌ ‌therefore‌ ‌I‌ ‌think‌ ‌in‌ ‌terms‌ ‌of‌ ‌opportunity‌ ‌for‌‌                   

Whirlpool,‌‌I‌‌think‌‌it‌‌is‌‌a‌‌wonderful‌‌space‌‌to‌‌be‌‌in‌‌right‌‌now‌‌because‌‌                           

people‌‌will‌‌be‌‌spending‌‌a‌‌lot.‌‌Everything‌‌as‌‌Vishal‌‌explained‌‌about‌‌                     

working‌ ‌from‌ ‌home‌ ‌plus‌ ‌the‌ ‌fact‌ ‌that‌ ‌there‌ ‌will‌ ‌be‌ ‌a‌ ‌lot‌ ‌more‌‌                         

discretionary‌‌income‌‌in‌‌the‌‌medium-to‌‌long-term‌‌much‌‌more‌‌than‌‌                 

we‌ ‌anticipated‌ ‌earlier.‌ ‌So,‌ ‌I‌ ‌am‌ ‌going‌ ‌to‌ ‌stop‌ ‌there‌ ‌and‌ ‌you‌ ‌can‌‌                         

carry‌ ‌on.‌ ‌Now‌ ‌I‌ ‌will‌ ‌hand‌ ‌it‌ ‌over‌ ‌to,‌ ‌Vishal.‌ ‌ 

Vishal‌ ‌Bhola:‌ Thank‌ ‌you.‌ ‌Thanks,‌ ‌Arvind.‌ ‌I‌ ‌will‌ ‌take‌ ‌the‌ ‌next‌ ‌set‌ ‌of‌ ‌questions.‌‌                       

There‌‌were‌‌some‌‌questions‌‌from‌‌again‌‌Ms.‌‌Meenu,‌‌Mr.‌‌Singh‌‌and‌‌                     

Mr.‌ ‌Dhruv‌ ‌Jain‌ ‌around‌ ‌our‌ ‌market‌ ‌share‌ ‌performance‌ ‌of‌ ‌the‌‌last‌‌                     
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few‌ ‌years.‌ ‌So,‌ ‌first‌ ‌let‌ ‌me‌ ‌upfront‌ ‌say‌ ‌we‌ ‌won’t‌ ‌talk‌ ‌about‌ ‌our‌‌                         

market‌‌share‌‌numbers‌‌and‌‌therefore‌‌I‌‌will‌‌not‌‌be‌‌able‌‌to‌‌give‌‌you‌‌                         

any‌ ‌numbers.‌ ‌Having‌ ‌said‌ ‌that‌ ‌across‌ ‌category,‌ ‌whether‌ ‌it‌ ‌is‌‌                   

refrigerators,‌ ‌washers,‌ ‌mass,‌ ‌premium,‌ ‌direct‌ ‌cool,‌ ‌frost‌ ‌free‌ ‌we‌‌                 

made‌ ‌steady‌ ‌gains‌ ‌in‌ ‌market‌ ‌share‌ ‌whether‌ ‌you‌ ‌take‌ ‌short,‌‌                   

medium‌ ‌or‌ ‌the‌ ‌long‌ ‌term.‌ ‌Our‌ ‌strategy‌ ‌going‌ ‌forward‌ ‌is‌ ‌clearly‌‌                     

that‌ ‌we‌ ‌want‌ ‌to‌ ‌grow‌ ‌ahead‌ ‌of‌ ‌market‌ ‌growth.‌ ‌Now,‌ ‌one,‌ ‌we‌‌                       

anticipate‌ ‌market‌ ‌growths‌ ‌are‌ ‌going‌ ‌to‌ ‌be‌ ‌robust,‌ ‌but‌ ‌our‌‌                   

ambition‌‌is‌‌clearly‌‌to‌‌grow‌‌ahead‌‌of‌‌what‌‌markets‌‌are‌‌growing‌‌by.‌‌                       

We‌ ‌have‌ ‌identified‌ ‌key‌ ‌sells,‌ ‌be‌ ‌it‌ ‌geographic‌ ‌sells,‌ ‌be‌ ‌it‌ ‌product‌‌                       

categories‌ ‌where‌ ‌we‌ ‌want‌ ‌to‌‌grow‌‌or‌‌price‌‌points,‌‌bands‌‌of‌‌price‌‌                       

points‌ ‌where‌ ‌we‌ ‌are‌ ‌under‌ ‌index‌ ‌today‌ ‌and‌ ‌therefore,‌ ‌we‌ ‌are‌‌                     

going‌ ‌to‌ ‌put‌ ‌disproportionate‌ ‌focus‌ ‌as‌ ‌we‌ ‌go‌ ‌forward‌ ‌and‌‌                   

disproportionate‌ ‌resources‌ ‌behind‌ ‌these‌ ‌sells‌ ‌which‌ ‌will‌ ‌help‌ ‌us‌‌                 

get‌ ‌our‌ ‌fair‌ ‌shares‌ ‌in‌ ‌either‌ ‌these‌ ‌geographies,‌ ‌these‌ ‌product‌‌                   

categories‌ ‌or‌ ‌in‌ ‌the‌ ‌price‌ ‌cost.‌ ‌I‌ ‌think‌ ‌there‌ ‌is‌ ‌then‌ ‌a‌ ‌question‌‌                         

around‌ ‌anticipation‌ ‌of‌ ‌demand‌ ‌growth‌ ‌going‌ ‌forward‌ ‌and‌ ‌while‌‌                 

Arvind‌ ‌gave‌ ‌the‌ ‌macro‌‌context‌‌on‌‌what‌‌is‌‌going‌‌to‌‌happen‌‌to‌‌the‌‌                         

economy‌ ‌and‌‌how‌‌we‌‌should‌‌see‌‌that,‌‌I‌‌will‌‌talk‌‌a‌‌bit‌‌more‌‌about‌‌                           

how‌‌we‌‌are‌‌seeing‌‌the‌‌industry‌‌and‌‌how‌‌we‌‌are‌‌seeing‌‌Whirlpool.‌‌                       

This‌ ‌question‌ ‌came‌ ‌from‌ ‌Mr.‌ ‌Singh,‌ ‌Ms.‌ ‌Priyanka‌ ‌Kapoor,‌ ‌Mr.‌‌                   

Bhutani.‌ ‌So,‌ ‌look‌ ‌first‌ ‌of‌ ‌all‌ ‌I‌ ‌think‌ ‌the‌ ‌India‌ ‌growth‌ ‌story‌ ‌for‌‌                         

consumer‌ ‌durables‌ ‌is‌ ‌really‌ ‌strong.‌ ‌If‌ ‌you‌ ‌look‌ ‌at‌ ‌their‌ ‌growth‌ ‌is‌‌                       

fueled‌ ‌by‌ ‌in‌ ‌India,‌ ‌there‌ ‌are‌ ‌two‌ ‌fundamental‌ ‌drivers‌ ‌of‌ ‌growth.‌‌                     

There‌ ‌is‌ ‌growth‌ ‌which‌ ‌comes‌ ‌from‌ ‌penetration‌ ‌which‌ ‌is‌ ‌people‌‌                   

who‌ ‌are‌ ‌coming‌ ‌into‌‌our‌‌categories‌‌for‌‌the‌‌first‌‌time‌‌and‌‌there‌‌is‌‌                         

growth‌ ‌which‌ ‌is‌ ‌fueled‌ ‌by‌‌replacement‌‌which‌‌is‌‌people‌‌who‌‌have‌‌                     

reached‌ ‌the‌ ‌end‌ ‌of‌ ‌their‌ ‌replacement‌ ‌cycle‌ ‌for‌ ‌their‌ ‌appliances‌‌                   

and‌ ‌therefore‌ ‌they‌ ‌want‌ ‌to‌ ‌come‌ ‌back‌ ‌and‌ ‌upgrade‌ ‌their‌‌                   

appliances.‌ ‌The‌ ‌maturity‌ ‌level‌ ‌and‌ ‌the‌ ‌penetration‌ ‌levels‌ ‌across‌‌                 

categories‌ ‌is‌ ‌really‌‌low‌‌in‌‌a‌‌country‌‌which‌‌as‌‌all‌‌of‌‌you‌‌knows‌‌sits‌‌                           

where‌‌huge‌‌number‌‌of‌‌people,‌‌if‌‌we‌‌look‌‌at‌‌our‌‌penetration‌‌levels‌‌                       

in‌ ‌something‌ ‌like‌ ‌refrigerators‌ ‌it‌ ‌is‌ ‌only‌ ‌33%.‌ ‌If‌ ‌we‌ ‌look‌ ‌at‌                       

penetration‌ ‌levels‌ ‌in‌ ‌washers,‌ ‌it‌ ‌is‌ ‌only‌ ‌14%.‌ ‌And‌ ‌just‌ ‌let‌ ‌that‌‌                       
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number‌ ‌sync‌ ‌in,‌ ‌only‌ ‌14%‌ ‌of‌ ‌the‌ ‌entire‌ ‌country‌ ‌today‌ ‌has‌ ‌got‌ ‌a‌‌                         

washer‌ ‌which‌ ‌they‌ ‌have‌ ‌bought‌ ‌for‌ ‌the‌‌first‌‌time.‌‌And‌‌if‌‌I‌‌go‌‌into‌                           

all‌ ‌the‌ ‌other‌‌categories‌‌which‌‌is‌‌in‌‌single‌‌digits,‌‌now‌‌with‌‌growing‌‌                       

disposable‌ ‌income,‌ ‌with‌ ‌all‌ ‌of‌‌the‌‌economy‌‌recovering,‌‌with‌‌rural‌‌                   

electrification‌ ‌happening,‌ ‌these‌ ‌penetration‌ ‌levels‌ ‌will‌ ‌go‌ ‌up‌ ‌for‌‌                 

sure.‌ ‌There‌ ‌is‌ ‌no‌ ‌question‌ ‌and‌ ‌therefore‌‌that‌‌offers‌‌a‌‌big‌‌growth‌‌                       

opportunity‌‌for‌‌the‌‌entire‌‌sector.‌‌Again,‌‌if‌‌I‌‌compare‌‌it‌‌to‌‌some‌‌of‌‌                         

the‌‌other‌‌developed‌‌economies‌‌this‌‌is‌‌not‌‌the‌‌case.‌‌They‌‌rely‌‌only‌‌                       

on‌ ‌replacement‌‌demand‌‌to‌‌make‌‌sure‌‌they‌‌get‌‌their‌‌growth‌‌from‌‌                     

there.‌ ‌Not‌ ‌only‌ ‌this‌ ‌with‌ ‌the‌ ‌advent‌ ‌of‌ ‌technology‌ ‌and‌ ‌newer‌‌                     

innovation‌‌coming‌‌in,‌‌the‌‌replacement‌‌cycles‌‌also‌‌will‌‌start‌‌coming‌‌                   

down‌ ‌to‌ ‌be‌ ‌far‌ ‌quicker‌ ‌than‌ ‌before.‌ ‌If‌ ‌somebody‌ ‌was‌ ‌replacing‌‌                     

their‌ ‌appliance‌ ‌in‌ ‌10‌ ‌years‌ ‌before‌ ‌today‌ ‌with‌ ‌so‌ ‌many‌ ‌new‌‌                     

features‌‌coming‌‌in‌‌and‌‌we‌‌have‌‌seen‌‌that‌‌in‌‌mobile‌‌phones‌‌where‌‌                       

people‌‌almost‌‌upgrade‌‌on‌‌a‌‌biannual,‌‌once‌‌in‌‌two‌‌years‌‌if‌‌at‌‌least‌‌                         

once‌ ‌a‌ ‌year‌ ‌cycle‌ ‌and‌ ‌the‌ ‌same‌ ‌thing‌ ‌will‌ ‌start‌ ‌happening‌ ‌with‌‌                       

appliances‌‌is‌‌newer‌‌technology‌‌is‌‌more‌‌relevant,‌‌innovation‌‌starts‌‌                 

coming‌‌in.‌‌And‌‌thirdly‌‌of‌‌course‌‌there‌‌is‌‌the‌‌penetration‌‌demand,‌‌                     

there‌ ‌is‌ ‌the‌ ‌replacement‌ ‌demand‌‌and‌‌third‌‌as‌‌I‌‌spoke‌‌before‌‌the‌‌                       

relationship‌ ‌between‌ ‌consumers‌ ‌and‌ ‌appliances‌ ‌and‌ ‌the‌ ‌whole‌‌               

shift‌ ‌from‌ ‌consumer‌ ‌appliances‌ ‌becoming‌ ‌more‌ ‌of‌ ‌essentials‌‌               

rather‌‌than‌‌discretionary‌‌is‌‌also‌‌going‌‌to‌‌play‌‌a‌‌role‌‌and‌‌therefore,‌‌                       

I‌‌remain‌‌extremely‌‌optimistic‌‌and‌‌bullish‌‌about‌‌what‌‌the‌‌sector‌‌is‌‌                     

going‌ ‌to‌ ‌do.‌ ‌Then‌ ‌there‌ ‌were‌ ‌some‌ ‌questions‌ ‌around‌ ‌what‌ ‌is‌‌                     

Whirlpool’s‌ ‌strategy‌ ‌in‌ ‌the‌ ‌short‌ ‌term‌ ‌as‌ ‌well‌ ‌as‌ ‌the‌ ‌long‌ ‌term.‌‌                       

There‌ ‌were‌ ‌questions‌ ‌from‌ ‌Ms.‌ ‌Bhanshali,‌ ‌there‌ ‌were‌ ‌questions‌‌                 

from‌ ‌Ms.‌ ‌Renu,‌ ‌Mr.‌ ‌Bhutani,‌ ‌Mr.‌ ‌Mayank‌ ‌Jain,‌ ‌Mr.‌ ‌Saraf‌ ‌around‌‌                     

what‌‌Whirlpool’s‌‌strategy‌‌as‌‌we‌‌go‌‌forward?‌‌Short‌‌term‌‌it‌‌is‌‌mainly‌‌                       

about‌ ‌continuing‌ ‌to‌ ‌be‌ ‌focused‌ ‌on‌ ‌keeping‌ ‌our‌ ‌people‌ ‌safe,‌‌                   

ensuring‌ ‌business‌ ‌continuity.‌ ‌We‌ ‌have‌ ‌actually‌ ‌built‌ ‌up‌ ‌a‌ ‌very‌‌                   

decent‌ ‌momentum.‌ ‌I‌‌was‌‌telling‌‌you‌‌about‌‌the‌‌sequential‌‌growth‌‌                   

which‌‌we‌‌had‌‌in‌‌the‌‌last‌‌three‌‌quarters,‌‌quarter‌‌one‌‌this‌‌year‌‌was‌‌                         

no‌ ‌different.‌ ‌So,‌ ‌I‌ ‌think‌ ‌the‌ ‌first‌ ‌task‌ ‌is‌ ‌to‌ ‌keep‌ ‌the‌ ‌momentum‌‌                         

which‌ ‌we‌ ‌have‌ ‌built‌ ‌over‌ ‌the‌ ‌last‌ ‌few‌ ‌quarters‌ ‌and‌ ‌keep‌ ‌going‌‌                       
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through‌‌COVID.‌‌As‌‌we‌‌go‌‌forward‌‌in‌‌the‌‌slightly‌‌medium‌‌term,‌‌we‌‌                       

see‌‌many‌‌avenues‌‌for‌‌growth‌‌and‌‌rarely‌‌the‌‌ask‌‌for‌‌us‌‌is‌‌not‌‌to‌‌say‌‌                             

lets‌‌find‌‌some‌‌ways‌‌to‌‌grow,‌‌the‌‌ask‌‌for‌‌us‌‌is‌‌to‌‌prioritize‌‌which‌‌of‌‌                             

these‌‌avenues‌‌we‌‌will‌‌go‌‌after‌‌because‌‌there‌‌are‌‌limited‌‌resources‌‌                     

and‌ ‌there‌ ‌is‌ ‌plenty‌ ‌of‌ ‌growth‌ ‌sitting‌ ‌outside‌ ‌and‌ ‌therefore,‌ ‌we‌‌                     

carved‌‌out‌‌5‌‌or‌‌6‌‌areas‌‌which‌‌we‌‌want‌‌to‌‌focus‌‌on‌‌which‌‌I‌‌can‌‌take‌‌                               

your‌‌through.‌‌The‌‌first‌‌one‌‌is‌‌premiumization,‌‌for‌‌a‌‌very‌‌long‌‌time‌‌                       

we‌‌have‌‌been‌‌focused‌‌on‌‌the‌‌mass‌‌end‌‌of‌‌the‌‌segment‌‌and‌‌while‌‌                         

we‌ ‌are‌ ‌represented‌ ‌of‌ ‌course‌ ‌in‌ ‌the‌ ‌premium‌ ‌segment‌ ‌we‌ ‌are‌‌                     

slightly‌ ‌lower‌ ‌as‌ ‌far‌ ‌as‌ ‌the‌ ‌market‌ ‌shares‌ ‌are‌ ‌concerned.‌ ‌So,‌ ‌we‌‌                       

will‌ ‌clearly‌ ‌have‌ ‌strategy‌ ‌around‌ ‌premiumization‌ ‌where‌ ‌we‌ ‌get‌‌a‌‌                   

fair‌ ‌share‌ ‌in‌ ‌premium‌ ‌segments,‌ ‌in‌ ‌the‌ ‌premium‌ ‌categories,‌ ‌in‌‌                   

premium‌ ‌capacities‌ ‌even‌ ‌within‌‌the‌‌same‌‌particular‌‌category‌‌and‌‌                 

what‌ ‌it‌ ‌does‌ ‌is‌ ‌not‌ ‌only‌ ‌does‌ ‌it‌ ‌help‌ ‌us‌ ‌grow‌ ‌in‌ ‌areas,‌ ‌we‌ ‌don’t‌‌                             

have‌ ‌a‌ ‌big‌ ‌presence‌ ‌today.‌ ‌This‌ ‌is‌ ‌also‌ ‌slightly‌ ‌more‌ ‌profitable‌‌                     

business‌‌and‌‌therefore‌‌it‌‌also‌‌helps‌‌improve‌‌our‌‌profitability‌‌as‌‌we‌‌                     

go‌ ‌forward.‌ ‌The‌ ‌second‌ ‌area‌ ‌is‌ ‌around‌ ‌developing‌ ‌what‌ ‌we‌ ‌call‌‌                     

product‌ ‌leadership‌ ‌and‌ ‌here‌ ‌our‌ ‌focus‌ ‌is‌ ‌around‌ ‌continuous‌‌                 

stream‌‌of‌‌relevant‌‌innovations‌‌for‌‌the‌‌Indian‌‌consumer.‌‌The‌‌third‌‌                   

area‌ ‌is‌ ‌around‌ ‌digital.‌ ‌Clearly,‌ ‌what‌ ‌has‌ ‌happened‌ ‌with‌ ‌the‌‌                   

pandemic‌‌is,‌‌digital‌‌has‌‌become‌‌an‌‌important‌‌channel‌‌not‌‌just‌‌for‌‌                     

buying,‌‌but‌‌also‌‌for‌‌influencing‌‌purchase.‌‌A‌‌lot‌‌of‌‌consumers‌‌today‌‌                     

go‌ ‌to‌ ‌digital‌ ‌means‌ ‌to‌ ‌look‌ ‌at‌ ‌choosing‌ ‌a‌ ‌product‌ ‌and‌ ‌therefore‌‌                       

digital‌ ‌influence‌ ‌has‌ ‌become‌ ‌a‌ ‌much‌ ‌bigger‌ ‌area‌ ‌of‌ ‌focus‌‌                   

compared‌ ‌to‌ ‌before,‌ ‌we‌ ‌have‌ ‌really‌ ‌upped‌ ‌our‌ ‌efforts,‌ ‌we‌ ‌have‌‌                     

upped‌ ‌our‌ ‌quality‌ ‌of‌ ‌the‌ ‌advertising,‌ ‌which‌ ‌we‌ ‌put‌ ‌into‌ ‌digital‌‌to‌‌                       

make‌‌sure‌‌we‌‌are‌‌using‌‌this‌‌effectively.‌‌The‌‌fourth‌‌is‌‌then‌‌building‌‌                       

what‌ ‌is‌ ‌our‌ ‌strength‌ ‌today‌ ‌which‌ ‌is‌ ‌our‌ ‌go-to-market‌ ‌execution‌‌                   

and‌ ‌ensure‌ ‌that‌ ‌we‌ ‌have‌ ‌got‌ ‌flawless‌ ‌execution‌ ‌on‌ ‌the‌‌floor.‌‌We‌‌                       

are‌‌one‌‌of‌‌the‌‌most‌‌preferred‌‌manufacturers‌‌when‌‌it‌‌comes‌‌to‌‌our‌‌                       

trade‌‌partners.‌‌If‌‌you‌‌speak‌‌to‌‌a‌‌lot‌‌of‌‌our‌‌trade‌‌partners,‌‌we‌‌built‌‌                           

relationships‌ ‌over‌ ‌the‌ ‌last‌ ‌15‌ ‌years‌‌which‌‌actually‌‌reaped‌‌a‌‌lot‌‌of‌‌                       

benefits‌ ‌for‌ ‌us‌ ‌during‌ ‌the‌ ‌pandemic‌ ‌period‌ ‌where‌ ‌they‌ ‌were‌‌not‌‌                     

sure‌ ‌who‌ ‌to‌ ‌do‌ ‌business‌ ‌with‌ ‌and‌ ‌I‌ ‌will‌ ‌address‌ ‌this‌ ‌theme‌‌                       
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probably‌ ‌also‌ ‌in‌ ‌a‌ ‌subsequent‌ ‌question‌ ‌which‌ ‌came‌ ‌up‌ ‌around‌‌                   

why‌‌would‌‌we‌‌be‌‌competitive‌‌with‌‌so‌‌many‌‌other‌‌players‌‌come‌‌in.‌‌                       

So,‌ ‌you‌ ‌have‌ ‌to‌ ‌really‌ ‌speak‌ ‌to‌ ‌our‌ ‌trade‌ ‌partners‌ ‌and‌ ‌they‌ ‌will‌‌                         

give‌ ‌you‌ ‌a‌ ‌lot‌ ‌of‌ ‌confidence‌ ‌on‌ ‌why‌ ‌they‌ ‌love‌ ‌to‌ ‌deal‌ ‌with‌‌                         

Whirlpool‌ ‌as‌ ‌a‌ ‌brand.‌ ‌The‌ ‌next‌‌is‌‌then‌‌about‌‌building‌‌a‌‌premium‌‌                       

brand‌ ‌and‌ ‌to‌ ‌this‌ ‌effect‌ ‌it‌ ‌is‌ ‌not‌ ‌just‌ ‌about‌ ‌the‌ ‌money‌ ‌which‌ ‌we‌‌                           

spent‌‌on‌‌our‌‌advertising,‌‌but‌‌the‌‌quality‌‌of‌‌our‌‌advertising‌‌and‌‌the‌‌                       

kind‌‌of‌‌advertising‌‌which‌‌we‌‌are‌‌focusing‌‌on.‌‌Our‌‌endeavor‌‌is‌‌very‌‌                       

clear,‌ ‌we‌ ‌are‌ ‌going‌ ‌to‌ ‌build‌‌Whirlpool‌‌as‌‌a‌‌brand‌‌which‌‌straddles‌‌                       

across‌ ‌different‌‌price‌‌segments‌‌and‌‌therefore‌‌from‌‌where‌‌we‌‌are‌‌                   

there‌ ‌is‌ ‌a‌ ‌definite‌ ‌need‌ ‌and‌ ‌a‌‌definite‌‌effort‌‌on‌‌our‌‌part‌‌to‌‌make‌‌                           

our‌‌brand‌‌look‌‌and‌‌feel‌‌much‌‌more‌‌premium.‌‌You‌‌would‌‌certainly‌‌                     

be‌ ‌seeing‌ ‌that‌ ‌in‌ ‌the‌ ‌kind‌ ‌of‌ ‌advertising‌ ‌we‌ ‌do,‌ ‌the‌ ‌kind‌ ‌of‌‌                         

point-of-sale‌‌material,‌‌the‌‌kind‌‌of‌‌products‌‌which‌‌we‌‌are‌‌launching‌‌                   

in‌ ‌the‌ ‌market.‌ ‌And‌ ‌lastly‌ ‌it‌‌is‌‌about‌‌then‌‌building‌‌an‌‌organization‌‌                       

which‌‌supports‌‌our‌‌growth‌‌agenda‌‌and‌‌here‌‌Mr.‌‌Saraf‌‌pointed‌‌out‌‌                     

that‌ ‌there‌ ‌is‌ ‌a‌ ‌need‌ ‌to‌ ‌build‌ ‌diversity‌ ‌and‌ ‌they‌ ‌are‌ ‌absolutely‌‌                       

cognizant‌ ‌of‌ ‌the‌ ‌fact‌ ‌that‌ ‌we‌ ‌want‌ ‌to‌ ‌build‌ ‌a‌ ‌more‌ ‌diverse‌‌                       

organization.‌ ‌Versus‌ ‌last‌ ‌year,‌ ‌we‌ ‌have‌ ‌increased‌ ‌the‌ ‌percentage‌‌                 

of‌‌women‌‌in‌‌the‌‌organization‌‌has‌‌increased‌‌by‌‌14%‌‌versus‌‌what‌‌it‌‌                       

was‌ ‌last‌ ‌year‌ ‌and‌ ‌there‌ ‌is‌ ‌a‌ ‌constant‌ ‌endeavor‌ ‌to‌ ‌include‌ ‌more‌‌                       

diverse‌ ‌talent‌ ‌into‌ ‌our‌ ‌organization.‌ ‌There‌ ‌is‌ ‌also‌ ‌capability‌‌                 

building‌‌which‌‌we‌‌are‌‌doing‌‌around‌‌the‌‌new‌‌skills‌‌required‌‌to‌‌win‌‌                       

in‌ ‌the‌ ‌future.‌ ‌You‌ ‌know‌ ‌in‌ ‌the‌ ‌past‌ ‌what‌ ‌was‌ ‌great‌ ‌to‌ ‌win‌ ‌is‌ ‌no‌‌                             

longer‌‌going‌‌to‌‌be‌‌sufficient‌‌to‌‌win‌‌and‌‌therefore‌‌we‌‌are‌‌upskilling‌‌                       

our‌ ‌talent‌ ‌with‌ ‌new‌ ‌age‌ ‌skills‌ ‌which‌ ‌are‌ ‌required‌ ‌to‌ ‌win‌ ‌in‌ ‌the‌‌                         

future.‌ ‌And‌ ‌then‌ ‌last‌ ‌but‌ ‌not‌ ‌the‌ ‌least‌ ‌it‌ ‌is‌ ‌about‌ ‌digitizing‌ ‌our‌‌                         

organization‌‌to‌‌make‌‌sure‌‌we‌‌are‌‌freeing‌‌up‌‌resources‌‌and‌‌we‌‌are‌‌                       

increasing‌‌our‌‌efficiencies.‌‌So,‌‌there‌‌is‌‌a‌‌huge‌‌digitization‌‌program‌‌                   

in‌‌your‌‌company‌‌where‌‌we‌‌are‌‌putting‌‌resources‌‌behind‌‌digitizing‌‌                   

the‌ ‌key‌ ‌processes.‌ ‌A)‌ ‌it‌ ‌helps‌ ‌us‌ ‌increase‌ ‌the‌‌efficiency,‌‌B)‌‌it‌‌also‌‌                         

frees‌‌up‌‌resources‌‌to‌‌do‌‌more‌‌productive‌‌work‌‌in‌‌the‌‌market‌‌and‌‌                       

that‌‌in‌‌short‌‌is‌‌what‌‌we‌‌want‌‌to‌‌do‌‌over‌‌the‌‌next‌‌3‌‌years‌‌to‌‌4‌‌years‌‌                                 

in‌ ‌which‌ ‌we‌ ‌believe‌ ‌will‌ ‌help‌ ‌us‌ ‌win.‌ ‌There‌ ‌were‌‌some‌‌questions‌‌                       
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from‌ ‌Ms.‌ ‌Renu,‌ ‌Mr.‌ ‌Prashant,‌ ‌Mr.‌ ‌Mayank‌‌around‌‌our‌‌innovation‌‌                   

strategy‌ ‌going‌ ‌forward‌ ‌and‌ ‌while‌‌I‌‌touched‌‌up‌‌on‌‌it‌‌a‌‌little‌‌bit,‌‌let‌‌                           

me‌ ‌just‌‌elaborate‌‌a‌‌bit‌‌more.‌‌Our‌‌starting‌‌point‌‌is‌‌our‌‌consumers‌‌                       

and‌‌what‌‌we‌‌constantly‌‌endeavor‌‌to‌‌do‌‌is‌‌to‌‌understand‌‌how‌‌their‌‌                       

lives‌ ‌are‌ ‌changing.‌ ‌There‌ ‌has‌ ‌been‌ ‌significant‌ ‌change‌ ‌in‌ ‌our‌‌                   

consumer‌ ‌lives‌ ‌in‌ ‌the‌ ‌last‌ ‌18‌ ‌months.‌ ‌We‌ ‌are‌ ‌on‌ ‌top‌ ‌of‌‌                       

understanding‌ ‌how‌ ‌these‌ ‌changes‌ ‌impact‌ ‌their‌ ‌product‌ ‌choices‌‌               

the‌ ‌kind‌ ‌of‌ ‌features‌ ‌they‌ ‌are‌ ‌looking‌ ‌for‌‌from‌‌their‌‌products,‌‌the‌‌                       

kind‌ ‌of‌ ‌products‌‌they‌‌buy,‌‌how‌‌much‌‌money‌‌they‌‌allocate,‌‌where‌‌                     

they‌‌buy‌‌these‌‌products‌‌from?‌‌And‌‌the‌‌great‌‌part‌‌is‌‌we‌‌are‌‌truly,‌‌I‌‌                           

would‌‌call‌‌it‌‌a‌‌glocal‌‌organization,‌‌we‌‌are‌‌as‌‌global‌‌as‌‌we‌‌are‌‌local‌‌                           

and‌‌our‌‌strategy‌‌on‌‌product‌‌innovation‌‌is‌‌very‌‌simple.‌‌We‌‌borrow‌‌                     

from‌‌our‌‌global‌‌innovation‌‌program‌‌where‌‌there‌‌is‌‌obviously‌‌a‌‌lot‌‌                     

of‌ ‌work‌ ‌happening,‌ ‌but‌ ‌then‌ ‌we‌ ‌deploy‌ ‌it‌‌in‌‌a‌‌very‌‌local‌‌way.‌‌We‌‌                           

translate‌ ‌these‌ ‌innovations‌ ‌in‌ ‌a‌ ‌way‌ ‌in‌ ‌which‌ ‌it‌ ‌meets‌ ‌the‌ ‌cost‌‌                       

structures‌ ‌within‌‌the‌‌country‌‌and‌‌is‌‌able‌‌to‌‌address‌‌the‌‌problems‌‌                     

which‌ ‌are‌ ‌required‌ ‌by‌ ‌people‌ ‌in‌ ‌our‌ ‌country‌ ‌rather‌ ‌than‌ ‌just‌‌                     

launching‌‌global‌‌innovation.‌‌So,‌‌that‌‌is‌‌a‌‌big‌‌strength‌‌of‌‌ours‌‌and‌‌it‌                         

has‌ ‌been‌ ‌a‌ ‌big‌ ‌strength‌ ‌of‌ ‌ours‌ ‌for‌ ‌the‌ ‌last‌ ‌15‌ ‌years‌ ‌which‌ ‌is‌‌                           

leverage‌ ‌our‌ ‌global‌ ‌technology‌ ‌but‌ ‌do‌ ‌it‌ ‌in‌ ‌a‌ ‌way‌ ‌it‌ ‌is‌ ‌very‌ ‌local.‌‌                           

Just‌ ‌to‌ ‌give‌ ‌you‌ ‌an‌ ‌example,‌ ‌nowhere‌ ‌in‌ ‌the‌ ‌world‌ ‌you‌ ‌have‌‌                       

semi-automatic‌‌washiness‌‌which‌‌are‌‌as‌‌big‌‌as‌‌they‌‌are‌‌in‌‌India.‌‌We‌‌                       

had‌ ‌an‌ ‌innovation‌ ‌where‌ ‌we‌ ‌could‌ ‌bring‌ ‌in‌ ‌heaters‌ ‌in‌                   

semi-automatic‌ ‌washing‌ ‌machines.‌ ‌We‌ ‌were‌ ‌one‌ ‌of‌ ‌the‌ ‌first‌‌                 

players‌‌in‌‌the‌‌countries‌‌to‌‌bring‌‌in‌‌Insta‌‌Heaters‌‌in‌‌semi-automatic‌‌                     

machines.‌ ‌So,‌ ‌again,‌ ‌use‌ ‌of‌ ‌global‌ ‌technology‌ ‌but‌ ‌deploy‌ ‌it‌ ‌on‌‌                     

something‌ ‌which‌ ‌is‌ ‌very‌ ‌Indian.‌ ‌As‌ ‌we‌ ‌go‌ ‌forward,‌ ‌clearly‌‌                   

somebody‌ ‌asked‌ ‌this‌ ‌question:‌ ‌what‌ ‌is‌ ‌our‌ ‌view‌ ‌on‌ ‌IoT,‌ ‌clearly‌‌                     

smart‌‌appliances‌‌is‌‌going‌‌to‌‌be‌‌a‌‌much‌‌bigger‌‌part‌‌of‌‌our‌‌strategy‌‌                         

where‌ ‌we‌ ‌are‌ ‌able‌ ‌to‌ ‌deploy‌ ‌our‌ ‌global‌ ‌technology,‌ ‌but‌ ‌the‌ ‌key‌‌                       

thing‌ ‌for‌ ‌us‌ ‌is‌ ‌going‌ ‌to‌ ‌be‌ ‌we‌ ‌are‌ ‌going‌ ‌to‌ ‌use‌ ‌IoT‌ ‌with‌ ‌relevant‌‌                             

used‌ ‌cases.‌ ‌A‌ ‌lot‌ ‌of‌ ‌places‌ ‌there‌ ‌is‌ ‌IoT‌ ‌without‌ ‌any‌ ‌consumer‌‌                       

benefit‌ ‌and‌‌we‌‌are‌‌clearly‌‌looking‌‌at‌‌those‌‌use‌‌cases‌‌where‌‌there‌‌                       

is‌ ‌a‌ ‌tangible‌ ‌benefit‌ ‌to‌ ‌consumer‌ ‌where‌ ‌consumers‌ ‌are‌ ‌actually‌‌                   
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using‌ ‌the‌ ‌IoT‌ ‌benefits‌ ‌as‌ ‌we‌ ‌go‌ ‌forward.‌ ‌As‌ ‌I‌ ‌have‌ ‌said,‌ ‌we‌‌have‌‌                           

launched‌ ‌multiple‌ ‌items‌ ‌this‌ ‌year.‌ ‌They‌ ‌have‌ ‌not‌ ‌only‌ ‌been‌ ‌very‌‌                     

consumer‌ ‌relevant;‌ ‌they‌ ‌have‌ ‌also‌ ‌won‌ ‌‘Aesthetics‌ ‌and‌ ‌Design‌‌                 

AWARDS’.‌‌We‌‌won‌‌the‌‌‘Prestigious‌‌IF‌‌Awards’‌‌for‌‌multiple‌‌launches‌‌                   

within‌ ‌different‌ ‌categories.‌ ‌We‌ ‌successfully‌ ‌launched‌ ‌our‌ ‌bottom‌‌               

mount‌‌refrigerator‌‌this‌‌year‌‌which‌‌has‌‌got‌‌adaptive‌‌intelligence.‌‌As‌‌                   

the‌ ‌pandemic‌ ‌broke‌ ‌out,‌ ‌we‌ ‌launched‌ ‌sanitization‌ ‌cycles‌ ‌in‌ ‌our‌‌                   

washing‌‌machines‌‌which‌‌are‌‌really‌‌appreciated‌‌by‌‌consumers.‌‌So,‌‌                 

just‌ ‌to‌ ‌some‌ ‌up‌ ‌our‌ ‌innovation‌ ‌strategy‌ ‌going‌ ‌forward‌ ‌is‌ ‌taking‌‌                     

global‌‌technology‌‌but‌‌applying‌‌very‌‌quickly‌‌to‌‌the‌‌changing‌‌needs‌‌                   

of‌ ‌the‌ ‌consumers‌ ‌in‌ ‌the‌ ‌country.‌ ‌There‌ ‌were‌ ‌some‌ ‌questions‌‌                   

around‌ ‌new‌ ‌categories‌ ‌which‌ ‌we‌ ‌want‌ ‌to‌ ‌get‌ ‌into‌ ‌from‌ ‌Mr.‌ ‌Jain,‌‌                       

Mr.‌‌Prashant,‌‌Mr.‌‌Abhishek‌‌and‌‌Mr.‌‌Faisal‌‌also‌‌asked‌‌this‌‌question.‌‌                     

About‌ ‌85%‌ ‌of‌ ‌our‌ ‌business‌ ‌today‌ ‌comes‌‌from‌‌the‌‌two‌‌categories‌‌                     

of‌ ‌refs‌ ‌and‌ ‌washers.‌ ‌We‌ ‌have‌ ‌identified‌ ‌5‌ ‌new‌ ‌categories‌ ‌where‌                     

we‌ ‌will‌ ‌grow‌ ‌and‌ ‌expand.‌ ‌These‌ ‌categories‌ ‌are‌ ‌cooking,‌ ‌air‌‌                   

conditioners,‌ ‌microwaves,‌ ‌water‌ ‌and‌ ‌dish‌ ‌washers‌ ‌and‌ ‌again‌‌as‌‌I‌‌                   

said‌ ‌we‌ ‌can‌ ‌really‌ ‌expand‌ ‌into‌ ‌everything‌ ‌but‌ ‌we‌ ‌need‌ ‌to‌‌                     

channelize‌ ‌our‌ ‌resources‌ ‌and‌ ‌why‌ ‌we‌ ‌have‌ ‌chosen‌ ‌these‌ ‌5‌‌                   

categories‌‌is‌‌because‌‌a)‌‌the‌‌penetration‌‌level‌‌in‌‌these‌‌categories‌‌is‌‌                     

very‌ ‌low‌ ‌and‌ ‌as‌ ‌we‌ ‌go‌‌forward‌‌some‌‌of‌‌these‌‌categories‌‌become‌‌                       

very‌ ‌relevant‌ ‌and‌ ‌in‌ ‌fact‌ ‌we‌ ‌have‌ ‌seen‌ ‌penetration‌ ‌levels‌ ‌go‌ ‌up‌‌                       

sharply‌ ‌for‌ ‌categories‌ ‌like‌ ‌cooking,‌ ‌AC,‌ ‌microwaves,‌ ‌water,‌ ‌dish‌‌                 

washers,‌ ‌as‌ ‌people‌ ‌spent‌ ‌more‌ ‌time‌ ‌at‌ ‌home‌ ‌all‌ ‌of‌ ‌these‌‌                     

categories‌ ‌actually‌ ‌become‌ ‌much‌ ‌more‌‌relevant.‌‌Second‌‌filter‌‌we‌‌                 

have‌ ‌used‌ ‌is‌ ‌we‌ ‌have‌ ‌the‌ ‌ability‌ ‌to‌ ‌win‌ ‌in‌ ‌these‌ ‌categories.‌ ‌We‌‌                         

have‌‌got‌‌significant‌‌global‌‌scale‌‌in‌‌some‌‌of‌‌these‌‌categories‌‌where‌‌                     

we‌ ‌can‌ ‌get‌ ‌global‌ ‌leverage‌ ‌of‌ ‌technology‌ ‌and‌ ‌therefore,‌ ‌we‌ ‌are‌‌                     

able‌‌to‌‌win‌‌in‌‌these‌‌categories.‌‌And‌‌the‌‌third‌‌filter‌‌we‌‌have‌‌used‌‌is‌‌                           

our‌ ‌market‌ ‌share‌ ‌in‌ ‌these‌ ‌categories‌ ‌is‌ ‌actually‌ ‌much‌ ‌lower‌‌                   

compared‌ ‌to‌ ‌our‌ ‌market‌ ‌share‌ ‌in‌ ‌the‌ ‌T2‌ ‌categories,‌‌what‌‌we‌‌call‌‌                       

refrigerator‌ ‌and‌ ‌washers.‌ ‌And‌ ‌therefore,‌ ‌again‌ ‌if‌‌we‌‌are‌‌able‌‌just‌‌                     

fill‌‌fair‌‌market‌‌share‌‌in‌‌these‌‌categories‌‌that‌‌is‌‌already‌‌big‌‌growth‌‌                       

opportunity‌ ‌for‌ ‌us.‌ ‌There‌ ‌were‌ ‌some‌ ‌questions‌ ‌around‌‌               
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distribution‌ ‌expansion‌ ‌and‌ ‌how‌ ‌we‌ ‌look‌ ‌at‌ ‌our‌ ‌distribution‌‌                 

endeavors‌ ‌as‌ ‌we‌ ‌go‌ ‌forward,‌ ‌we‌ ‌have‌ ‌questions‌ ‌from‌ ‌Ms.‌‌                   

Bhanshali,‌ ‌Mr.‌ ‌Prashant‌ ‌and‌ ‌Ms.‌ ‌Gunjan‌ ‌around‌ ‌how‌ ‌we‌ ‌are‌‌                   

looking‌ ‌at‌ ‌distribution.‌ ‌Now,‌ ‌over‌ ‌the‌ ‌last‌ ‌few‌ ‌years‌ ‌we‌ ‌have‌‌                     

significantly‌ ‌increased‌ ‌both‌ ‌our‌ ‌numeric‌ ‌as‌ ‌well‌ ‌as‌ ‌our‌ ‌weighted‌‌                   

distribution.‌ ‌As‌ ‌we‌ ‌go‌ ‌forward.‌ ‌There‌ ‌are‌ ‌two‌ ‌things‌ ‌we‌ ‌look‌ ‌at.‌‌                       

While‌‌we‌‌look‌‌at‌‌the‌‌quantity‌‌of‌‌our‌‌distribution‌‌increased,‌‌we‌‌also‌‌                       

look‌ ‌at‌ ‌the‌ ‌quality‌ ‌of‌ ‌our‌ ‌distribution‌‌expansion‌‌and‌‌maybe‌‌I‌‌will‌‌                       

talk‌ ‌a‌ ‌bit‌ ‌more‌ ‌about‌ ‌it‌ ‌now.‌ ‌Today‌ ‌we‌ ‌are‌ ‌present‌ ‌in‌ ‌a‌ ‌large‌‌                           

number‌ ‌of‌ ‌outlets,‌ ‌but‌ ‌a‌ ‌lot‌ ‌of‌ ‌these‌ ‌outlets‌ ‌may‌ ‌not‌ ‌be‌ ‌directly‌‌                         

covered‌ ‌by‌ ‌us.‌ ‌We‌ ‌may‌ ‌be‌ ‌relying‌ ‌on‌ ‌the‌ ‌wholesale‌ ‌channel‌ ‌to‌‌                       

reap‌‌some‌‌of‌‌these‌‌outlets.‌‌We‌‌are‌‌increasing‌‌our‌‌direct‌‌coverage‌‌                     

by‌‌appointment‌‌of‌‌distributors,‌‌direct‌‌dealers‌‌such‌‌that‌‌our‌‌ability‌‌                   

to‌ ‌control‌ ‌these‌ ‌outlets‌ ‌becomes‌ ‌far‌ ‌better‌ ‌and‌ ‌therefore‌ ‌our‌‌                   

ability‌ ‌in‌ ‌our‌ ‌outlets‌ ‌becomes‌ ‌better‌ ‌because‌ ‌of‌ ‌direct‌ ‌coverage.‌‌                   

The‌ ‌second‌ ‌is‌ ‌then‌ ‌increasing‌ ‌the‌ ‌quality‌‌of‌‌our‌‌distribution.‌‌And‌‌                     

this‌ ‌is‌ ‌very‌ ‌interesting‌ ‌when‌ ‌we‌ ‌look‌ ‌through‌ ‌all‌ ‌of‌ ‌our‌‌data‌‌and‌‌                         

we‌‌looked‌‌at‌‌the‌‌outlet‌‌coverage‌‌through‌‌the‌‌year,‌‌there‌‌were‌‌a‌‌lot‌‌                         

of‌ ‌outlets‌ ‌we‌ ‌were‌ ‌covering‌ ‌in‌ ‌the‌‌year,‌‌but‌‌a‌‌lot‌‌of‌‌these‌‌outlets‌‌                           

were‌‌not‌‌buying‌‌us‌‌very‌‌month.‌‌They‌‌would‌‌probably‌‌buy‌‌us‌‌once‌‌                       

in‌ ‌3‌ ‌months.‌ ‌They‌ ‌would‌‌buy‌‌only‌‌a‌‌few‌‌categories‌‌and‌‌therefore‌‌                       

while‌‌it‌‌put‌‌tick‌‌mark‌‌from‌‌a‌‌distribution‌‌perspective,‌‌the‌‌quality‌‌of‌‌                       

distribution‌ ‌was‌ ‌not‌ ‌great.‌ ‌And‌ ‌therefore,‌ ‌what‌ ‌we‌ ‌have‌ ‌started‌‌                   

now‌ ‌doing‌ ‌is‌ ‌tracking‌ ‌monthly‌ ‌billing‌ ‌points‌ ‌instead‌ ‌of‌ ‌just‌‌                   

quarterly‌ ‌or‌ ‌yearly‌ ‌billing‌ ‌points‌ ‌and‌ ‌increasing‌ ‌the‌ ‌frequency‌ ‌to‌‌                   

billing‌ ‌to‌ ‌these‌ ‌outlets‌ ‌and‌ ‌increasing‌ ‌the‌ ‌width‌ ‌of‌ ‌our‌ ‌portfolio‌‌                     

which‌ ‌we‌ ‌built‌ ‌to‌ ‌these‌ ‌outlets.‌ ‌Just‌ ‌to‌ ‌give‌ ‌you‌ ‌again‌ ‌some‌‌                       

numbers‌ ‌in‌ ‌Q1‌ ‌this‌ ‌year,‌ ‌we‌ ‌were‌ ‌able‌ ‌to‌ ‌increase‌ ‌our‌ ‌billing‌‌                       

points‌ ‌by‌ ‌13%.‌ ‌But‌ ‌when‌‌we‌‌looked‌‌at‌‌repeat‌‌frequency‌‌between‌‌                     

Jan-Feb‌ ‌and‌ ‌March,‌‌we‌‌were‌‌able‌‌to‌‌increase‌‌repeat‌‌frequency‌‌by‌‌                     

31%‌ ‌where‌ ‌they‌ ‌were‌ ‌31%‌ ‌of‌ ‌the‌ ‌outlets‌ ‌who‌ ‌bought‌‌in‌‌all‌‌three‌‌                         

months,‌‌31%‌‌more‌‌outlets‌‌who‌‌bought‌‌in‌‌all‌‌three‌‌months‌‌versus‌‌                     

the‌ ‌year‌ ‌before‌ ‌and‌ ‌therefore‌ ‌to‌ ‌me‌ ‌a‌ ‌distribution‌ ‌expansion‌ ‌is‌‌                     

not‌ ‌just‌ ‌about‌ ‌blindly‌ ‌getting‌ ‌newer‌ ‌outlets,‌ ‌it‌ ‌is‌ ‌about‌ ‌rarely‌‌                     
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looking‌‌at‌‌the‌‌quality‌‌of‌‌distribution‌‌in‌‌the‌‌outlets‌‌which‌‌we‌‌cover‌‌                       

through‌ ‌direct‌ ‌coverage‌ ‌through‌ ‌frequency‌ ‌of‌ ‌billing‌ ‌through‌‌               

width‌ ‌of‌ ‌distribution‌ ‌and‌ ‌that‌ ‌is‌ ‌again‌‌a‌‌big‌‌avenue‌‌of‌‌growth‌‌for‌‌                         

us.‌ ‌There‌ ‌was‌ ‌a‌ ‌question‌ ‌then‌‌around‌‌going‌‌forward‌‌what‌‌do‌‌we‌‌                       

see‌ ‌in‌ ‌terms‌ ‌of‌ ‌geographical‌ ‌shapes‌ ‌in‌ ‌terms‌ ‌of‌ ‌channel‌ ‌shapes,‌‌                     

there‌ ‌were‌ ‌questions‌ ‌from‌ ‌Mr.‌ ‌Singh,‌ ‌Mr.‌ ‌Mayank‌ ‌Bhandari,‌ ‌Ms.‌‌                   

Gunjan‌‌Gupta,‌‌so‌‌let‌‌me‌‌say‌‌first‌‌from‌‌a‌‌geographical‌‌perspective,‌‌                     

as‌ ‌we‌ ‌open‌ ‌up‌ ‌the‌ ‌country,‌ ‌the‌ ‌sales‌ ‌happening‌ ‌in‌ ‌various‌‌                     

geographies‌ ‌is‌ ‌actually‌ ‌mirroring‌ ‌the‌ ‌way‌ ‌the‌ ‌country‌ ‌is‌ ‌opening‌‌                   

up.‌ ‌The‌ ‌first‌ ‌places‌ ‌to‌ ‌open‌ ‌up‌ ‌for‌ ‌us‌ ‌were‌ ‌North‌ ‌and‌ ‌West‌ ‌and‌‌                           

subsequently‌ ‌now‌ ‌East‌ ‌and‌ ‌South‌ ‌also‌ ‌starts‌ ‌to‌ ‌come‌ ‌back.‌ ‌And‌‌                     

therefore,‌‌if‌‌we‌‌look‌‌at‌‌percentage‌‌contribution‌‌of‌‌regions,‌‌it‌‌is‌‌not‌‌                       

a‌ ‌very‌ ‌stable‌ ‌number‌ ‌right‌ ‌now,‌ ‌it‌ ‌is‌ ‌only‌ ‌now‌ ‌that‌ ‌the‌ ‌entire‌‌                         

country‌ ‌is‌ ‌kind‌ ‌of‌ ‌opened‌ ‌up‌ ‌and‌ ‌therefore‌ ‌we‌ ‌will‌ ‌start‌ ‌seeing‌‌                       

some‌ ‌of‌ ‌the‌ ‌trends‌ ‌in‌ ‌terms‌ ‌of‌ ‌what‌ ‌happens‌ ‌in‌ ‌different‌‌                     

geographies.‌‌I‌‌suspect‌‌because‌‌of‌‌lockdowns,‌‌because‌‌of‌‌base,‌‌this‌‌                   

is‌ ‌going‌ ‌to‌ ‌be‌ ‌a‌ ‌slightly‌ ‌fluid‌ ‌number‌ ‌and‌ ‌it‌ ‌will‌ ‌only‌ ‌stabilize‌‌                         

maybe‌ ‌after‌ ‌a‌ ‌quarter‌ ‌that‌ ‌we‌ ‌can‌ ‌start‌ ‌looking‌ ‌at‌ ‌geographical‌‌                     

trends.‌ ‌Having‌ ‌said‌ ‌that,‌ ‌from‌ ‌a‌ ‌time‌ ‌class‌ ‌perspective,‌ ‌we‌‌                   

continue‌‌to‌‌see‌‌growth‌‌fueled‌‌by‌‌both‌‌Tier-1,‌‌Tier-II‌‌cities‌‌as‌‌much‌‌                       

it‌‌is‌‌by‌‌metros.‌‌The‌‌first‌‌time‌‌around‌‌in‌‌last‌‌year‌‌when‌‌there‌‌was‌‌a‌‌                             

lockdown,‌ ‌clearly‌ ‌the‌ ‌metros‌ ‌were‌‌slightly‌‌slower‌‌in‌‌coming‌‌back.‌‌                   

This‌ ‌year‌ ‌not‌ ‌only‌ ‌have‌ ‌metros‌ ‌come‌ ‌back,‌‌but‌‌also‌‌Tier-1,‌‌Tier-2‌‌                       

cities‌ ‌continue‌ ‌to‌ ‌fuel‌ ‌growth‌ ‌and‌ ‌therefore‌ ‌again‌ ‌our‌ ‌broader‌‌                   

hypothesis‌‌around‌‌penetration‌‌increase‌‌in‌‌the‌‌way‌‌consumers‌‌will‌‌                 

come‌‌back,‌‌I‌‌think‌‌still‌‌holds‌‌true.‌‌Again,‌‌there‌‌is‌‌still‌‌a‌‌lot‌‌of‌‌fluidity‌‌                             

and‌‌therefore‌‌it‌‌is‌‌an‌‌area‌‌which‌‌we‌‌continue‌‌to‌‌watch‌‌very‌‌closely.‌‌                         

Town‌ ‌1,‌ ‌town‌ ‌2,‌ ‌Tier-1,‌ ‌Tier-2‌ ‌cities‌ ‌are‌ ‌actually‌ ‌a‌ ‌strength‌ ‌for‌‌us‌‌                         

and‌ ‌if‌ ‌these‌ ‌towns‌ ‌come‌ ‌back‌ ‌stronger‌ ‌it‌ ‌is‌ ‌actually‌ ‌great‌‌for‌‌us.‌‌                         

From‌ ‌a‌ ‌channel‌ ‌perspective,‌ ‌there‌ ‌is‌ ‌a‌ ‌clear‌ ‌acceleration‌ ‌of‌ ‌the‌‌                     

shift‌ ‌towards‌ ‌ecommerce‌ ‌and‌ ‌I‌ ‌call‌ ‌it‌ ‌an‌ ‌acceleration‌ ‌of‌ ‌the‌‌shift‌‌                       

towards‌ ‌e-commerce‌ ‌because‌ ‌that‌ ‌is‌ ‌something‌ ‌which‌ ‌was‌‌               

happening‌‌even‌‌earlier.‌‌If‌‌I‌‌look‌‌at‌‌the‌‌last‌‌5‌‌years,‌‌the‌‌contribution‌‌                         

of‌ ‌e-commerce‌ ‌was‌ ‌going‌ ‌up.‌ ‌What‌ ‌has‌ ‌happened‌ ‌with‌ ‌the‌‌                   
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pandemic‌ ‌is‌ ‌clearly‌ ‌people‌ ‌have‌ ‌become‌ ‌far‌ ‌more‌ ‌comfortable‌‌                 

about‌ ‌buying‌ ‌through‌ ‌an‌ ‌online‌ ‌channel‌ ‌and‌ ‌therefore‌ ‌as‌ ‌I‌ ‌said‌‌                     

earlier‌ ‌now‌ ‌only‌ ‌the‌ ‌digital‌ ‌influence,‌ ‌but‌ ‌e-commerce‌ ‌is‌ ‌also‌‌                   

increasing‌‌and‌‌for‌‌us‌‌the‌‌contribution‌‌last‌‌year‌‌was‌‌almost‌‌12%‌‌of‌‌                       

our‌ ‌business‌ ‌coming‌ ‌from‌ ‌both‌‌marketplaces,‌‌as‌‌well‌‌as‌‌our‌‌own‌‌                     

direct‌ ‌to‌ ‌consumer‌ ‌channel.‌ ‌Again,‌ ‌it‌ ‌works‌ ‌well‌ ‌for‌ ‌us‌ ‌because‌‌                     

e-commerce‌ ‌is‌ ‌a‌ ‌channel‌ ‌where‌ ‌our‌ ‌market‌ ‌shares‌ ‌are‌ ‌slightly‌‌                   

higher‌ ‌compared‌ ‌to‌‌traditional‌‌trade‌‌and‌‌therefore‌‌as‌‌consumers‌‌                 

move‌ ‌from‌ ‌traditional‌ ‌trade‌ ‌to‌ ‌e-commerce‌ ‌it‌‌actually‌‌is‌‌in‌‌a‌‌way‌‌                       

good‌‌for‌‌us.‌‌There‌‌were‌‌lots‌‌of‌‌questions‌‌around‌‌competitiveness‌‌                   

going‌ ‌forward‌‌because‌‌of‌‌the‌‌advent‌‌of‌‌new‌‌players.‌‌Mr.‌‌Jain,‌‌Ms.‌ ‌                       

Renu,‌ ‌Mr.‌ ‌Prashant,‌ ‌asked‌ ‌this‌ ‌question‌ ‌around‌ ‌how‌ ‌we‌ ‌see‌ ‌the‌‌                     

advent‌ ‌of‌ ‌competition?‌ ‌First‌ ‌of‌ ‌all,‌ ‌any‌ ‌category‌ ‌where‌‌                 

penetrations‌ ‌are‌ ‌low‌ ‌it‌‌is‌‌actually‌‌good‌‌if‌‌more‌‌competitors‌‌come‌‌                     

in‌ ‌because‌ ‌we‌ ‌have‌ ‌seen‌ ‌this‌ ‌in‌ ‌multiple‌ ‌markets,‌ ‌we‌ ‌have‌ ‌seen‌‌                       

this‌‌in‌‌multiple‌‌categories,‌‌the‌‌advent‌‌of‌‌competition‌‌actually‌‌fuels‌‌                   

penetration‌‌increase‌‌in‌‌low‌‌penetration‌‌categories‌‌and‌‌the‌‌people‌‌                 

who‌ ‌benefit‌ ‌most‌ ‌are‌ ‌actually‌ ‌the‌ ‌market‌ ‌leaders.‌ ‌As‌ ‌the‌ ‌new‌‌                     

players‌ ‌start‌ ‌talking‌ ‌more‌ ‌as‌ ‌they‌ ‌start‌ ‌advertising‌ ‌more,‌ ‌it‌ ‌is‌‌                     

actually‌ ‌great‌‌for‌‌market‌‌leaders‌‌and‌‌if‌‌you‌‌are‌‌a‌‌market‌‌leader‌‌if‌‌                         

you‌‌are‌‌one‌‌of‌‌top‌‌3s,‌‌works‌‌really‌‌well‌‌for‌‌you‌‌in‌‌terms‌‌of‌‌market‌‌                             

expansion.‌ ‌Going‌ ‌forward‌ ‌we‌ ‌feel‌ ‌confident‌ ‌about‌ ‌our‌ ‌prospects‌‌                 

to‌ ‌capture‌ ‌a‌ ‌lot‌ ‌of‌ ‌this‌ ‌growth‌ ‌for‌ ‌a‌ ‌few‌ ‌reasons,‌ ‌a)‌ ‌our‌ ‌brand‌‌                           

preference‌‌has‌‌been‌‌increasing.‌‌If‌‌you‌‌look‌‌at‌‌the‌‌last‌‌4‌‌years‌‌to‌‌5‌‌                           

years‌ ‌the‌ ‌brand‌ ‌preference‌ ‌for‌ ‌Whirlpool‌ ‌has‌ ‌increased‌ ‌across‌‌                 

different‌ ‌categories,‌ ‌b)‌ ‌it‌‌is‌‌an‌‌industry‌‌where‌‌it‌‌is‌‌very‌‌difficult‌‌to‌‌                         

build‌‌a‌‌strong‌‌distribution‌‌network‌‌and‌‌build‌‌a‌‌strong‌‌relationship‌‌                   

with‌‌your‌‌trade‌‌partners,‌‌its‌‌category,‌‌it’s‌‌an‌‌industry‌‌where‌‌trade‌‌                     

relationships‌ ‌play‌ ‌a‌ ‌huge‌ ‌role‌ ‌in‌ ‌terms‌ ‌of‌ ‌influence‌ ‌a‌ ‌lot‌ ‌of‌‌                       

consumers‌‌change‌‌their‌‌mind‌‌while‌‌they‌‌are‌‌at‌‌the‌‌shop‌‌floor.‌‌We‌‌                       

enjoy‌ ‌huge‌ ‌support‌ ‌from‌ ‌our‌ ‌trade‌ ‌partners‌ ‌and‌ ‌we‌ ‌continue‌ ‌to‌‌                     

nurture‌ ‌our‌ ‌relationship‌ ‌with‌ ‌our,‌ ‌probably‌ ‌our‌ ‌large‌ ‌trade‌‌                 

partners‌ ‌but‌ ‌with‌ ‌our‌ ‌smaller‌ ‌sub‌ ‌dealers‌ ‌as‌ ‌well.‌ ‌I‌ ‌think‌ ‌that‌ ‌is‌‌                         

going‌‌to‌‌hold‌‌us‌‌in‌‌good‌‌stead.‌‌Third‌‌we‌‌are‌‌aggressively‌‌deploying‌‌                       
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our‌ ‌global‌ ‌technical‌ ‌strength‌ ‌to‌ ‌deliver‌ ‌very‌ ‌competitive‌ ‌local‌‌                 

production.‌ ‌This‌ ‌is‌ ‌going‌ ‌to‌ ‌be‌ ‌very‌ ‌important,‌ ‌which‌ ‌is‌ ‌how‌ ‌are‌‌                       

you‌ ‌able‌ ‌to‌ ‌get‌ ‌technology‌ ‌which‌ ‌you‌ ‌can‌ ‌deploy‌ ‌at‌ ‌a‌ ‌very‌ ‌local‌‌                         

level.‌ ‌And‌ ‌given‌ ‌all‌ ‌of‌ ‌this‌ ‌I‌ ‌actually‌ ‌feel‌ ‌very‌ ‌confident‌ ‌that‌ ‌next‌‌                         

few‌ ‌years‌ ‌our‌ ‌prospects‌ ‌are‌ ‌very‌ ‌strong‌ ‌and‌ ‌as‌ ‌industry‌ ‌growth‌‌                     

expands,‌ ‌we‌ ‌should‌ ‌get‌ ‌more‌ ‌than‌ ‌a‌ ‌fair‌ ‌share‌ ‌of‌ ‌whats‌ ‌the‌‌                       

growth‌ ‌going‌ ‌to‌ ‌come‌ ‌our‌ ‌way.‌ ‌I‌ ‌think‌ ‌the‌ ‌next‌ ‌question‌ ‌then‌ ‌is‌‌                         

around,‌ ‌there‌ ‌were‌ ‌lot‌ ‌of‌ ‌question‌ ‌around‌ ‌supplier‌ ‌base,‌‌                 

Atmanirbhar‌ ‌Bharat,‌ ‌how‌ ‌much‌ ‌of‌ ‌our‌ ‌sourcing‌ ‌comes‌ ‌from‌‌                 

outside.‌ ‌What‌ ‌is‌ ‌our‌ ‌manufacturing‌ ‌base‌ ‌going‌ ‌to‌ ‌be‌ ‌and‌ ‌can‌ ‌I‌‌                       

request‌ ‌Aditya‌ ‌to‌ ‌take‌ ‌some‌ ‌of‌ ‌these‌ ‌questions?‌ ‌ 

Aditya‌ ‌Jain:‌ Thanks,‌ ‌Vishal.‌ ‌The‌‌next‌‌question‌‌was‌‌from‌‌Ms.‌‌Meenu,‌‌Ms.‌‌Renu‌‌                     

Baid,‌‌Mr.‌‌Mayank‌‌Bhandari‌‌and‌‌‌Mr.‌‌Santhosh‌‌Saraf‌‌on‌‌the‌‌themes‌‌                     

of‌ ‌our‌ ‌supplier‌‌base,‌‌what‌‌percentage‌‌of‌‌our‌‌portfolio‌‌is‌‌in‌‌house‌‌                       

versus‌ ‌manufactured‌ ‌and‌ ‌the‌ ‌entire‌ ‌theme‌ ‌around‌ ‌Atmanirbhar‌‌               

Bharat‌‌and‌‌China‌‌outsourcing.‌‌So,‌‌to‌‌start‌‌with,‌‌of‌‌a‌‌total‌‌portfolio,‌‌                       

95%‌ ‌of‌ ‌our‌ ‌portfolio‌ ‌is‌ ‌domestically‌ ‌manufactured.‌ ‌So,‌ ‌in-house‌‌                 

manufactured‌ ‌so‌ ‌to‌ ‌say‌ ‌and‌ ‌only‌ ‌5%‌ ‌is‌ ‌either‌ ‌outsourced‌ ‌or‌‌                     

imported‌ ‌and‌ ‌the‌ ‌5%‌ ‌basically‌ ‌includes‌ ‌ACs‌ ‌and‌ ‌microwaves‌‌                 

predominantly.‌ ‌So,‌ ‌that‌ ‌is‌ ‌part‌ ‌one.‌ ‌ 

Moving‌ ‌to‌ ‌the‌ ‌second‌ ‌question‌ ‌specifically‌ ‌which‌ ‌as‌ ‌an‌ ‌AC,‌ ‌in‌‌                     

October‌ ‌last‌ ‌year‌ ‌the‌ ‌government‌ ‌came‌‌out‌‌with‌‌a‌‌notification‌‌of‌‌                     

banning‌‌pre-filled‌‌ACs‌‌from‌‌China,‌‌so‌‌what‌‌was‌‌done‌‌was‌‌is‌‌in‌‌the‌‌                         

short‌ ‌term‌ ‌there‌ ‌was‌ ‌a‌ ‌sudden‌ ‌disruption‌ ‌of‌ ‌supply‌ ‌chain‌‌for‌‌air‌‌                       

conditioners.‌‌It‌‌has‌‌created‌‌a‌‌vacuum‌‌in‌‌the‌‌entire‌‌supply‌‌chain‌‌of‌‌                       

AC‌ ‌as‌ ‌a‌ ‌significant‌ ‌part‌ ‌of‌ ‌ACs‌ ‌were‌ ‌being‌ ‌imported‌ ‌from‌ ‌China.‌‌                       

Again,‌ ‌the‌ ‌intent‌ ‌of‌ ‌government‌ ‌is‌ ‌pretty‌ ‌clear‌ ‌in‌ ‌terms‌ ‌of‌‌                     

promoting‌ ‌Atmanirbhar‌ ‌and‌ ‌self-reliance‌ ‌and‌ ‌in‌ ‌the‌ ‌short‌ ‌term‌‌                 

what‌ ‌it‌ ‌does‌ ‌is‌ ‌the‌ ‌brands‌ ‌had‌ ‌to‌ ‌immediately‌ ‌address‌ ‌and‌‌                     

recalibrate‌ ‌the‌ ‌supply‌ ‌chains‌ ‌and‌ ‌the‌ ‌heavy‌ ‌reliance‌ ‌on‌ ‌the‌‌                   

outsourcing‌‌to‌‌mitigate‌‌the‌‌gap‌‌in‌‌the‌‌short‌‌term.‌‌From‌‌a‌‌medium‌‌                       

and‌ ‌a‌ ‌long-term‌ ‌point‌‌of‌‌view‌‌and‌‌with‌‌PLI‌‌schemes‌‌coming‌‌from‌‌                       

the‌ ‌government,‌ ‌there‌ ‌will‌ ‌be‌ ‌recalibration‌‌of‌‌how‌‌will‌‌this‌‌phase‌‌                     
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out‌‌between‌‌in‌‌house‌‌and‌‌an‌‌outsourcing‌‌model‌‌depending‌‌upon‌‌                   

the‌ ‌evaluation‌ ‌of‌ ‌various‌ ‌parameters‌ ‌which‌ ‌goes‌ ‌into‌ ‌each‌ ‌of‌‌                   

these‌ ‌pipelines‌ ‌and‌ ‌their‌ ‌strategic‌‌intent.‌‌Having‌‌said‌‌that‌‌we‌‌are‌‌                     

very‌ ‌supportive‌ ‌of‌ ‌the‌ ‌government’s‌ ‌initiatives‌ ‌around‌‌             

Atmanirbhar‌ ‌Bharat,‌ ‌Make‌ ‌in‌ ‌India‌ ‌and‌ ‌the‌ ‌entire‌ ‌concept‌ ‌of‌‌                   

self-reliance.‌ ‌What‌ ‌it‌ ‌means‌ ‌for‌ ‌us‌ ‌is‌ ‌basically‌ ‌how‌‌do‌‌we‌‌reduce‌‌                       

our‌ ‌dependency‌ ‌on‌ ‌imports‌ ‌and‌ ‌specifically‌ ‌the‌ ‌imports‌ ‌from‌‌                 

China.‌ ‌So,‌ ‌right‌ ‌now‌ ‌from‌ ‌a‌ ‌raw‌ ‌material‌ ‌and‌ ‌components‌‌                   

portfolio‌‌about‌‌27%‌‌of‌‌our‌‌raw‌‌material‌‌components‌‌are‌‌imported‌‌                   

from‌‌China.‌‌Now‌‌if‌‌we‌‌have‌‌to‌‌reduce‌‌the‌‌reliance‌‌on‌‌this,‌‌this‌‌calls‌‌                           

for‌ ‌a‌ ‌supply‌ ‌chain‌ ‌optimization.‌ ‌And‌ ‌I‌ ‌am‌ ‌pleased‌ ‌to‌ ‌share‌ ‌with‌‌                       

you‌ ‌that‌ ‌in‌ ‌our‌ ‌organization‌ ‌we‌ ‌have‌ ‌a‌ ‌very‌ ‌well-defined‌ ‌work‌‌                     

stream‌‌who‌‌is‌‌working‌‌on‌‌this‌‌parameter,‌‌working‌‌on‌‌reducing‌‌the‌‌                     

reliance‌ ‌on‌ ‌imports‌ ‌from‌ ‌China.‌ ‌We‌ ‌have‌ ‌an‌ ‌embedded‌ ‌process‌‌                   

and‌ ‌a‌ ‌task‌ ‌force‌ ‌in‌ ‌place‌ ‌to‌ ‌track‌ ‌the‌ ‌progress‌ ‌against‌ ‌those‌‌                       

initiatives.‌ ‌Directionally‌ ‌as‌ ‌an‌ ‌organization‌ ‌we‌ ‌are‌ ‌very‌ ‌clear‌ ‌that‌‌                   

we‌ ‌want‌ ‌to‌ ‌reduce‌ ‌the‌ ‌dependency‌ ‌on‌ ‌imports‌ ‌and‌ ‌going‌ ‌to‌‌                     

promote‌‌the‌‌indigenization‌‌of‌‌the‌‌supply‌‌chain.‌‌Again,‌‌our‌‌ultimate‌‌                   

goal‌ ‌is‌ ‌how‌ ‌do‌‌we‌‌secure‌‌our‌‌long-term‌‌supply‌‌chain‌‌strategically‌‌                     

from‌ ‌a‌ ‌tariff,‌ ‌from‌ ‌China‌ ‌point‌ ‌of‌ ‌view‌ ‌support‌ ‌the‌ ‌government‌‌                     

initiatives‌‌of‌‌self-reliance,‌‌make‌‌in‌‌India‌‌and‌‌secure‌‌ourselves‌‌from‌‌                   

the‌ ‌cost‌ ‌pressures‌ ‌by‌ ‌taking‌ ‌advantage‌ ‌from‌ ‌the‌ ‌indigenous‌‌                 

supply‌‌chain‌‌and‌‌again‌‌the‌‌ultimate‌‌endeavor‌‌is‌‌to‌‌deliver‌‌and‌‌add‌‌                       

value‌ ‌to‌ ‌the‌ ‌shareholders.‌ ‌The‌ ‌next‌ ‌question‌ ‌is‌ ‌regarding‌ ‌the‌‌                   

theme‌‌of‌‌utilization‌‌of‌‌cash,‌‌the‌‌dividend,‌‌the‌‌CAPEX‌‌plans‌‌and‌‌the‌‌                       

expansion‌ ‌plans.‌ ‌These‌ ‌questions‌ ‌came‌ ‌in‌ ‌from‌ ‌Ms.‌ ‌Meenu‌‌                 

Banshali,‌‌Ms.‌‌Renu‌‌Baid,‌‌Mr.‌‌Charanjeet‌‌Singh,‌‌Mr.‌‌Dhruv‌‌Jain‌‌and‌‌                     

Mr.‌ ‌Santosh‌ ‌Saraf.‌ ‌At‌ ‌the‌ ‌outset,‌ ‌I‌ ‌like‌ ‌to‌ ‌say‌ ‌that‌ ‌we‌ ‌were‌‌                         

fortunate‌ ‌enough‌ ‌to‌ ‌have‌ ‌that‌ ‌cash‌ ‌on‌ ‌our‌ ‌balance‌ ‌sheets.‌ ‌We‌‌                     

have‌‌got‌‌2000‌‌crores‌‌cash‌‌on‌‌our‌‌balance‌‌sheet.‌‌We‌‌have‌‌all‌‌seen‌‌                         

what‌ ‌has‌ ‌happened‌ ‌during‌ ‌pandemic.‌ ‌There‌ ‌was‌ ‌sudden‌‌               

breakdown‌ ‌of‌ ‌the‌ ‌cash‌ ‌conversion‌‌cycle‌‌and‌‌there‌‌was‌‌a‌‌liquidity‌‌                     

crisis‌ ‌which‌ ‌most‌ ‌of‌ ‌the‌‌business‌‌have‌‌to‌‌go‌‌through.‌‌No‌‌wonder‌‌                       

some‌‌of‌‌the‌‌businesses‌‌might‌‌have‌‌to‌‌borrow‌‌the‌‌funds‌‌to‌‌address‌‌                       
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that‌‌kind‌‌of‌‌a‌‌situation‌‌and‌‌as‌‌I‌‌have‌‌spoken‌‌earlier,‌‌that‌‌has‌‌led‌‌to‌‌                             

a‌ ‌significant‌ ‌ramp‌ ‌down‌ ‌of‌ ‌capacity‌ ‌as‌ ‌well.‌ ‌We‌ ‌were‌ ‌fortunate‌                     

enough‌‌to‌‌have‌‌that‌‌cash‌‌on‌‌our‌‌balance‌‌sheet‌‌which‌‌has‌‌given‌‌us‌‌                         

good‌‌cushion‌‌to‌‌sail‌‌across‌‌those‌‌difficult‌‌times‌‌in‌‌a‌‌pandemic‌‌and‌‌                       

we‌‌have‌‌been‌‌able‌‌to‌‌sail‌‌across‌‌from‌‌those‌‌difficult‌‌times‌‌without‌‌                       

much‌ ‌of‌ ‌a‌ ‌difficulty.‌ ‌I‌ ‌am‌ ‌pleased‌ ‌to‌ ‌say‌ ‌that‌ ‌we‌ ‌were‌ ‌debt‌ ‌free‌‌                           

and‌ ‌we‌‌have‌‌remained‌‌debt‌‌free‌‌even‌‌during‌‌this‌‌pandemic‌‌time,‌‌                     

this‌ ‌has‌ ‌given‌ ‌us‌ ‌a‌ ‌trade‌‌cushion.‌‌Coming‌‌to‌‌utilization‌‌of‌‌cash‌‌in‌‌                         

organic‌‌as‌‌well‌‌as‌‌under‌‌inorganic‌‌opportunities,‌‌if‌‌you‌‌look‌‌at‌‌the‌‌                       

organic‌‌side‌‌of‌‌the‌‌things,‌‌our‌‌capacity‌‌utilization‌‌in‌‌plants‌‌over‌‌the‌‌                       

last‌ ‌few‌ ‌years‌ ‌have‌‌been‌‌trending‌‌close‌‌to‌‌90%.‌‌Last‌‌year‌‌in‌‌2021‌‌                         

there‌ ‌was‌‌a‌‌marginal‌‌dip‌‌on‌‌account‌‌of‌‌the‌‌40-day‌‌long‌‌lockdown‌‌                       

which‌ ‌happened‌ ‌plus‌ ‌for‌ ‌the‌ ‌next‌ ‌45‌ ‌days‌ ‌we‌ ‌were‌ ‌allowed‌ ‌to‌‌                       

operate‌ ‌on‌ ‌one‌ ‌shift,‌ ‌plus‌ ‌there‌ ‌was‌ ‌a‌ ‌sanitization‌ ‌loss‌ ‌of‌ ‌30‌‌                       

minute‌ ‌for‌ ‌every‌ ‌shift.‌ ‌So,‌ ‌it‌ ‌came‌ ‌down‌ ‌to‌ ‌70%‌ ‌from‌ ‌a‌ ‌full‌ ‌year‌‌                           

average‌‌point‌‌of‌‌view.‌‌But‌‌having‌‌said‌‌that‌‌our‌‌peak‌‌utilization‌‌in‌‌a‌‌                         

month‌‌was‌‌close‌‌to‌‌100%‌‌as‌‌we‌‌were‌‌trying‌‌to‌‌catch‌‌up‌‌and‌‌meet‌‌                           

the‌ ‌pent-up‌ ‌demand.‌ ‌So,‌ ‌with‌ ‌growing‌ ‌demand‌ ‌and‌ ‌our‌ ‌plants‌‌                   

running‌ ‌at‌ ‌almost‌ ‌full‌ ‌capacities,‌ ‌investment‌ ‌to‌ ‌augment‌ ‌the‌‌                 

capacities‌‌across‌‌the‌‌categories‌‌is‌‌continuous‌‌activity‌‌and‌‌we‌‌have‌‌                   

done‌ ‌that‌ ‌in‌ ‌the‌ ‌past‌ ‌as‌‌well.‌‌Again,‌‌on‌‌the‌‌organic‌‌side‌‌as‌‌Vishal‌‌                           

has‌‌spoken‌‌about‌‌huge‌‌cash‌‌on‌‌balance‌‌sheet,‌‌it‌‌gives‌‌us‌‌the‌‌levay‌‌                         

to‌‌invest‌‌ahead‌‌of‌‌the‌‌curve‌‌in‌‌terms‌‌of‌‌the‌‌consumer‌‌centric‌‌and‌‌                         

emerging‌ ‌trends‌ ‌new‌ ‌product‌ ‌innovations‌ ‌as‌ ‌well‌ ‌as‌ ‌offering‌‌                 

technology-oriented‌ ‌products‌ ‌and‌ ‌solutions‌ ‌to‌ ‌both‌ ‌customers‌‌             

and‌ ‌consumers.‌ ‌So,‌ ‌that‌ ‌is‌ ‌where‌ ‌it‌ ‌gives‌ ‌a‌ ‌bit‌ ‌strength.‌ ‌On‌‌                       

inorganic‌ ‌side‌ ‌we‌ ‌have‌ ‌done‌ ‌in‌ ‌the‌ ‌past,‌ ‌we‌ ‌have‌ ‌acquired‌ ‌Elica‌ ‌                       

business‌ ‌3‌ ‌years‌ ‌back‌ ‌and‌ ‌we‌ ‌are‌ ‌again‌ ‌open‌ ‌to‌ ‌explore‌‌                     

opportunities‌ ‌on‌ ‌the‌ ‌M&A‌ ‌side‌ ‌for‌ ‌any‌ ‌business‌ ‌which‌ ‌has‌‌                   

complemented‌ ‌our‌ ‌business‌ ‌in‌ ‌line‌ ‌with‌ ‌our‌ ‌strategic‌ ‌goals.‌ ‌We‌‌                   

assure‌ ‌you‌ ‌that‌ ‌we‌ ‌are‌ ‌committed‌ ‌to‌ ‌utilize‌‌the‌‌cash‌‌in‌‌the‌‌most‌‌                         

optimum‌ ‌manner‌ ‌which‌ ‌creates‌ ‌the‌ ‌best‌ ‌value‌ ‌for‌ ‌our‌‌                 

shareholders.‌ ‌With‌ ‌this‌ ‌for‌ ‌the‌ ‌next‌ ‌question,‌ ‌I‌ ‌will‌ ‌pass‌ ‌it‌ ‌on‌ ‌to‌‌                         

Vishal‌ ‌to‌ ‌take‌ ‌on‌ ‌the‌ ‌next‌ ‌question.‌ ‌ 
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Vishal‌ ‌Bhola:‌ The‌ ‌next‌ ‌question‌ ‌came‌ ‌from‌ ‌Ms.‌ ‌Bhanshali‌ ‌as‌ ‌well‌ ‌as‌ ‌Ms.‌‌Renu‌‌                       

Baid‌‌around‌‌plans‌‌for‌‌Elica.‌‌As‌‌you‌‌know‌‌we‌‌acquired‌‌49%‌‌stake‌‌in‌‌                         

Elica‌ ‌couple‌ ‌of‌ ‌years‌‌back.‌‌It‌‌has‌‌been‌‌strong‌‌year‌‌growth‌‌in‌‌Elica‌‌                         

for‌‌us‌‌over‌‌the‌‌last‌‌few‌‌years‌‌and‌‌it‌‌has‌‌clearly‌‌a‌‌category‌‌which‌‌we‌‌                             

have‌ ‌outlined‌‌as‌‌a‌‌category‌‌which‌‌is‌‌likely‌‌to‌‌grow‌‌really‌‌fast.‌‌Our‌‌                         

endeavors‌‌in‌‌the‌‌last‌‌couple‌‌of‌‌years‌‌have‌‌really‌‌been‌‌about‌‌filling‌‌                       

portfolio‌ ‌gap‌‌and‌‌we‌‌have‌‌done‌‌that‌‌with‌‌now‌‌a‌‌presence‌‌in‌‌auto‌‌                         

clean‌ ‌chimneys,‌ ‌present‌‌in‌‌pyramid‌‌chimneys‌‌as‌‌well‌‌as‌‌presence‌‌                   

in‌ ‌counter‌ ‌top‌ ‌hobs‌ ‌which‌ ‌we‌ ‌have‌ ‌launched‌ ‌through‌‌with‌‌many‌‌                     

innovations‌ ‌which‌ ‌have‌ ‌happened‌ ‌in‌ ‌the‌ ‌last‌ ‌12‌ ‌months.‌ ‌Going‌‌                   

forward‌ ‌it‌ ‌is‌‌really‌‌about‌‌capitalizing‌‌on‌‌the‌‌innovations‌‌which‌‌we‌‌                     

have‌‌launched.‌‌We‌‌are‌‌the‌‌market‌‌leaders‌‌with‌‌Elica‌‌and‌‌Whirlpool‌‌                     

together.‌ ‌It‌ ‌is‌ ‌also‌ ‌about‌ ‌expanding‌ ‌our‌ ‌distribution‌ ‌on‌‌Elica,‌‌but‌‌                     

also‌ ‌piggybacking‌ ‌on‌ ‌the‌ ‌Elica‌ ‌distribution‌ ‌which‌ ‌we‌ ‌have‌ ‌got‌ ‌to‌                     

really‌‌build‌‌Whirlpool‌‌as‌‌a‌‌second‌‌strong‌‌brand‌‌in‌‌cooking‌‌as‌‌well.‌‌                       

That‌ ‌is‌ ‌what‌ ‌we‌ ‌see‌ ‌going‌ ‌forward,‌ ‌we‌ ‌are‌ ‌extremely‌ ‌optimistic‌‌                     

about‌‌not‌‌just‌‌the‌‌growth‌‌of‌‌the‌‌category‌‌but‌‌about‌‌growth‌‌of‌‌both‌‌                         

these‌ ‌brands‌ ‌Elica‌ ‌as‌ ‌well‌ ‌as‌ ‌Whirlpool‌ ‌looking‌ ‌as‌ ‌we‌ ‌go‌ ‌forward.‌ ‌ 

The‌ ‌next‌ ‌question‌ ‌is‌ ‌then‌ ‌from‌ ‌Ms.‌ ‌Uma‌ ‌Khanna‌ ‌which‌ ‌was‌‌                     

around‌ ‌differentiated‌ ‌service‌ ‌experiences‌ ‌which‌ ‌improve‌ ‌lives‌ ‌at‌‌               

home.‌ ‌Now,‌ ‌one‌ ‌of‌ ‌the‌ ‌big‌ ‌pain‌ ‌points‌ ‌if‌‌I‌‌may‌‌say‌‌for‌‌the‌‌entire‌‌                             

industry‌‌for‌‌consumers‌‌is‌‌the‌‌after‌‌sales‌‌service‌‌and‌‌how‌‌they‌‌are‌‌                       

treated‌‌after‌‌they‌‌have‌‌bought‌‌the‌‌product.‌‌It‌‌is‌‌an‌‌area‌‌which‌‌we‌‌                         

picked‌ ‌up,‌ ‌is‌ ‌an‌ ‌area‌ ‌where‌ ‌we‌ ‌are‌ ‌going‌ ‌to‌ ‌invest‌ ‌a‌ ‌lot‌ ‌of‌‌                           

resources‌ ‌in.‌ ‌We‌ ‌want‌ ‌to‌ ‌build‌ ‌a‌ ‌consumer‌ ‌centric‌ ‌service‌‌                   

organization‌‌where‌‌we‌‌own‌‌the‌‌consumers‌‌not‌‌just‌‌when‌‌they‌‌buy‌‌                     

the‌ ‌product‌‌but‌‌for‌‌the‌‌entire‌‌life‌‌cycle‌‌of‌‌the‌‌product.‌‌Now‌‌there‌‌                         

is‌ ‌of‌ ‌course‌ ‌a‌ ‌moral‌ ‌obligation‌ ‌to‌ ‌do‌ ‌it,‌ ‌if‌ ‌somebody‌ ‌has‌ ‌bought‌‌                         

your‌ ‌product,‌ ‌you‌ ‌do‌‌want‌‌to‌‌take‌‌care‌‌of‌‌them‌‌for‌‌the‌‌entire‌‌life‌‌                           

cycle‌ ‌of‌ ‌the‌ ‌product.‌ ‌But,‌ ‌there‌ ‌is‌ ‌also‌ ‌a‌ ‌tangible‌ ‌business‌ ‌case‌‌                       

around‌ ‌consumers‌ ‌who‌ ‌come‌ ‌back‌ ‌and‌ ‌buy‌ ‌your‌ ‌product‌ ‌the‌‌                   

second,‌ ‌third,‌ ‌fourth‌ ‌time.‌ ‌You‌ ‌remember‌ ‌I‌ ‌spoke‌ ‌about‌‌                 

penetration‌ ‌levels‌ ‌in‌ ‌our‌ ‌country‌ ‌being‌ ‌very‌ ‌low.‌ ‌A‌ ‌lot‌ ‌of‌ ‌our‌‌                       

consumers‌‌will‌‌buy‌‌their‌‌second,‌‌third,‌‌fourth,‌‌fifth‌‌appliances‌‌over‌‌                   
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the‌ ‌new‌ ‌few‌ ‌years‌ ‌and‌ ‌if‌ ‌they‌ ‌get‌ ‌this‌ ‌peace‌ ‌of‌ ‌mind‌ ‌that‌ ‌the‌‌                           

after-sale‌ ‌service‌ ‌is‌ ‌great,‌ ‌they‌ ‌are‌ ‌going‌ ‌to‌ ‌come‌ ‌back‌ ‌to‌ ‌us‌ ‌for‌‌                         

their‌ ‌subsequent‌ ‌purchase‌ ‌as‌ ‌well.‌ ‌So,‌ ‌it‌ ‌is‌ ‌a‌ ‌very‌ ‌strategic‌‌                     

investment‌ ‌for‌ ‌us,‌ ‌we‌ ‌are‌‌investing‌‌not‌‌just‌‌in‌‌technology,‌‌we‌‌are‌‌                       

also‌‌investing‌‌in‌‌people‌‌and‌‌our‌‌service‌‌partners‌‌to‌‌make‌‌sure‌‌that‌‌                       

consumers‌ ‌get‌ ‌a‌ ‌fantastic‌ ‌wow‌ ‌experience‌ ‌of‌ ‌after‌ ‌sales‌ ‌service.‌‌                   

There‌‌are‌‌a‌‌lot‌‌of‌‌technological‌‌interventions‌‌which‌‌allow‌‌us‌‌to‌‌be‌‌                       

far‌ ‌closer‌ ‌to‌ ‌consumers‌ ‌one‌ ‌of‌ ‌the‌ ‌things‌ ‌we‌ ‌already‌ ‌started‌‌                     

piloting‌ ‌is‌ ‌video‌ ‌calls‌ ‌for‌ ‌installation.‌ ‌So,‌‌when‌‌you‌‌buy‌‌a‌‌product‌‌                       

there‌‌is‌‌a‌‌person‌‌who‌‌actually‌‌explains‌‌the‌‌features‌‌of‌‌the‌‌product‌‌                       

to‌ ‌you‌ ‌who‌ ‌explain‌ ‌how‌ ‌through‌ ‌a‌ ‌video‌ ‌call‌‌what‌‌all‌‌you‌‌can‌‌do‌‌                           

with‌ ‌the‌ ‌product.‌ ‌We‌ ‌started‌ ‌piloting‌ ‌this‌ ‌already‌ ‌and‌ ‌as‌ ‌we‌ ‌go‌‌                       

forward,‌‌we‌‌will‌‌scale‌‌this‌‌up.‌‌We‌‌are‌‌also‌‌tracking‌‌our‌‌NPS‌‌scores‌‌                         

which‌ ‌is‌ ‌the‌ ‌Net‌ ‌Promoter‌ ‌Scores‌ ‌amongst‌ ‌consumers‌ ‌which‌ ‌is‌‌                   

really‌‌the‌‌voice‌‌of‌‌consumers‌‌on‌‌how‌‌they‌‌feel‌‌our‌‌service‌‌is‌‌and‌‌it‌‌                           

is‌ ‌absolutely‌ ‌industry‌ ‌best‌ ‌standards‌ ‌when‌ ‌we‌ ‌look‌ ‌at‌ ‌our‌ ‌NPS.‌‌                     

That‌ ‌has‌ ‌been‌ ‌a‌ ‌big‌ ‌step‌ ‌jump‌ ‌as‌ ‌we‌ ‌have‌ ‌gone‌ ‌forward.‌‌                       

Implementing‌ ‌some‌ ‌of‌ ‌the‌ ‌things‌ ‌we‌ ‌are‌ ‌talking‌ ‌about‌ ‌and‌ ‌feel‌                     

very‌ ‌excited‌ ‌about‌ ‌this‌ ‌space‌ ‌going‌ ‌forward.‌ ‌I‌ ‌think‌ ‌there‌ ‌was‌ ‌a‌‌                       

question‌‌then‌‌around‌‌brand‌‌investments‌‌going‌‌forward,‌‌from‌‌Mr.‌‌                 

Jain‌‌and‌‌Mr.‌‌Dinesh.‌‌Look,‌‌first‌‌of‌‌all,‌‌let‌‌me‌‌say‌‌we‌‌are‌‌competitive‌‌                           

on‌ ‌our‌ ‌brand‌ ‌spends.‌ ‌Today,‌ ‌when‌ ‌we‌‌look‌‌at‌‌our‌‌spends‌‌versus‌‌                       

any‌ ‌other‌ ‌competitor‌ ‌and‌ ‌the‌ ‌correct‌ ‌way‌ ‌to‌ ‌look‌ ‌at‌‌it‌‌is‌‌not‌‌just‌‌                           

above‌ ‌the‌ ‌line‌ ‌spends,‌ ‌but‌ ‌both‌ ‌above‌ ‌the‌ ‌line‌ ‌spend‌ ‌and‌ ‌the‌‌                       

money‌‌which‌‌you‌‌spend‌‌on‌‌your‌‌retail‌‌executive‌‌as‌‌well‌‌as‌‌point‌‌of‌‌                         

sale‌ ‌material.‌ ‌We‌ ‌are‌ ‌very‌ ‌competitive‌ ‌on‌ ‌the‌ ‌spends.‌ ‌Going‌‌                   

forward‌ ‌the‌ ‌name‌ ‌of‌ ‌the‌ ‌game‌ ‌is‌ ‌not‌ ‌going‌ ‌to‌ ‌be‌ ‌quantity‌ ‌of‌‌                         

spends‌ ‌but‌ ‌the‌ ‌quality‌‌of‌‌spends.‌‌It‌‌is‌‌going‌‌to‌‌be‌‌about‌‌how‌‌you‌‌                           

can‌ ‌get‌ ‌better‌ ‌return‌ ‌on‌ ‌investment‌ ‌on‌ ‌your‌ ‌marketing‌ ‌spends.‌‌                   

Again,‌ ‌we‌ ‌have‌ ‌invested‌ ‌ahead‌ ‌of‌ ‌the‌ ‌curve‌ ‌in‌ ‌tools‌ ‌and‌‌                     

technologies‌ ‌which‌ ‌help‌ ‌us‌ ‌monitor‌ ‌and‌ ‌fine‌ ‌tune‌ ‌our‌ ‌return‌ ‌on‌‌                     

marketing‌ ‌investment‌ ‌in‌ ‌digital.‌‌And‌‌this‌‌is‌‌going‌‌to‌‌be‌‌absolutely‌‌                     

how‌‌you‌‌are‌‌able‌‌to‌‌target‌‌the‌‌right‌‌consumers‌‌through‌‌digital‌‌and‌‌                       

therefore‌‌optimize‌‌and‌‌increase‌‌the‌‌efficiencies‌‌of‌‌your‌‌marketing‌‌                 
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spends.‌ ‌We‌ ‌are‌ ‌therefore‌ ‌not‌ ‌only‌ ‌upping‌ ‌our‌ ‌digital‌ ‌spends,‌ ‌we‌‌                     

are‌ ‌also‌ ‌making‌ ‌sure‌ ‌that‌ ‌we‌ ‌are‌ ‌getting‌ ‌a‌ ‌great‌ ‌return‌ ‌on‌‌                       

investment‌ ‌on‌ ‌digital‌‌and‌‌thereby‌‌increasing‌‌our‌‌conversion‌‌from‌‌                 

our‌ ‌spends‌ ‌going‌ ‌forward.‌ ‌The‌ ‌next‌ ‌question‌ ‌was‌ ‌around‌‌                 

clarification‌ ‌on‌ ‌loans‌ ‌which‌ ‌maybe‌ ‌Aditya,‌ ‌you‌ ‌can‌ ‌take‌ ‌on.‌ ‌ 

Aditya‌ ‌Jain:‌ Thanks,‌ ‌Vishal.‌ ‌So,‌ ‌the‌ ‌next‌ ‌question‌ ‌was‌ ‌from‌ ‌Mr.‌ ‌Mehul‌‌Mehta‌‌                     

which‌ ‌is‌ ‌regarding‌ ‌clarification‌ ‌on‌ ‌loan‌ ‌write-off‌ ‌of‌ ‌employees.‌ ‌I‌‌                   

want‌‌to‌‌clarify‌‌that‌‌the‌‌component‌‌called‌‌gross‌‌loan‌‌to‌‌employees‌‌                     

in‌ ‌our‌ ‌annual‌ ‌report‌ ‌has‌ ‌two‌ ‌components‌ ‌in‌ ‌it.‌‌One‌‌is‌‌the‌‌notice‌‌                         

period‌‌recovery‌‌for‌‌the‌‌people‌‌who‌‌have‌‌left‌‌the‌‌organization‌‌and‌‌                     

when‌‌you‌‌leave‌‌you‌‌got‌‌some‌‌notice‌‌period‌‌and‌‌if‌‌they‌‌don’t‌‌serve‌‌                         

there‌ ‌is‌ ‌a‌ ‌recovery‌ ‌there‌ ‌and‌ ‌then‌ ‌advances‌ ‌to‌ ‌the‌ ‌blue-collar‌‌                     

employees‌ ‌in‌ ‌accordance‌ ‌with‌ ‌their‌ ‌engagement‌ ‌terms.‌ ‌So,‌ ‌the‌‌                 

credit‌ ‌impaired‌ ‌amounts‌ ‌which‌ ‌you‌ ‌see‌ ‌in‌ ‌our‌ ‌annual‌ ‌reports‌ ‌is‌‌                     

basically‌‌the‌‌recovery‌‌of‌‌this‌‌notice‌‌period‌‌from‌‌our‌‌left‌‌employees‌‌                     

that‌ ‌we‌ ‌assessed‌ ‌to‌ ‌demote‌ ‌at‌ ‌this‌ ‌point‌ ‌of‌ ‌time,‌ ‌while‌ ‌we‌‌                       

continue‌ ‌to‌ ‌work‌ ‌on‌ ‌recovering‌ ‌the‌ ‌same‌ ‌and‌ ‌according‌ ‌to‌ ‌the‌‌                     

principle‌ ‌of‌ ‌conservatism‌ ‌has‌ ‌been‌ ‌provided‌ ‌for.‌ ‌ 

I‌ ‌will‌ ‌pick‌ ‌up‌ ‌some‌ ‌questions‌ ‌which‌ ‌came‌ ‌from‌ ‌our‌ ‌speaker‌‌                     

shareholder‌ ‌Mr.‌ ‌P‌ ‌Jaichand.‌ ‌The‌ ‌first‌ ‌one‌ ‌regarding‌ ‌the‌ ‌factory‌‌                   

visit.‌‌Sir,‌‌we‌‌are‌‌cognizant‌‌of‌‌the‌‌request‌‌and‌‌we‌‌assure‌‌you‌‌that‌‌in‌‌                           

line‌ ‌with‌ ‌our‌ ‌past‌ ‌practice,‌ ‌we‌ ‌would‌ ‌be‌ ‌happy‌ ‌to‌ ‌host‌ ‌our‌‌                       

shareholders‌ ‌and‌ ‌also‌ ‌arrange‌ ‌for‌ ‌a‌ ‌factory‌ ‌visit‌ ‌probably‌‌during‌‌                   

the‌ ‌next‌ ‌AGM‌ ‌and‌ ‌we‌ ‌hope‌ ‌that‌ ‌by‌ ‌that‌ ‌time‌‌things‌‌would‌‌come‌‌                         

back‌‌to‌‌normal‌‌and‌‌there‌‌is‌‌significant‌‌improvement‌‌in‌‌the‌‌COVID‌‌                     

situation.‌‌So,‌‌once‌‌that‌‌happens,‌‌we‌‌will‌‌be‌‌very‌‌happy‌‌to‌‌arrange‌‌                       

for‌ ‌a‌ ‌factory‌‌visit.‌‌Then‌‌there‌‌were‌‌certain‌‌questions‌‌on‌‌details‌‌of‌‌                       

other‌ ‌current‌ ‌and‌ ‌non-current/contingent‌ ‌liabilities.‌ ‌So,‌ ‌again‌ ‌I‌‌               

want‌‌to‌‌state‌‌that‌‌all‌‌the‌‌material‌‌details‌‌of‌‌current‌‌and‌‌contingent‌‌                       

and‌ ‌non-current‌ ‌liabilities‌ ‌are‌ ‌already‌ ‌provided‌ ‌in‌ ‌the‌ ‌annual‌‌                 

report.‌‌You‌‌want‌‌to‌‌have‌‌a‌‌look‌‌at‌‌that.‌‌Then‌‌there‌‌was‌‌a‌‌question‌‌                           

around‌‌the‌‌dividend‌‌policy,‌‌so‌‌again‌‌I‌‌just‌‌want‌‌to‌‌inform‌‌you‌‌that‌‌                         

our‌ ‌dividend‌ ‌policy‌‌is‌‌available‌‌on‌‌the‌‌company’s‌‌website‌‌and‌‌the‌‌                     
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dividend‌‌recommendation‌‌is‌‌made‌‌in‌‌accordance‌‌with‌‌that‌‌policy.‌‌                 

It‌‌is‌‌available‌‌for‌‌the‌‌extent‌‌and‌‌you‌‌can‌‌look‌‌at‌‌our‌‌website‌‌for‌‌the‌‌                             

dividend‌ ‌policy.‌ ‌Then‌ ‌there‌ ‌was‌ ‌a‌ ‌question‌ ‌on‌ ‌the‌ ‌list‌‌of‌‌top‌‌300‌‌                         

shareholders.‌ ‌So,‌ ‌the‌ ‌register‌ ‌of‌ ‌members‌ ‌is‌ ‌open‌ ‌for‌ ‌inspection‌‌                   

during‌ ‌the‌ ‌AGM‌ ‌and‌ ‌you‌ ‌can‌ ‌access‌ ‌the‌ ‌same‌ ‌from‌ ‌the‌ ‌NSDL‌‌                       

portal‌ ‌and‌ ‌further‌ ‌your‌ ‌request‌ ‌to‌ ‌the‌ ‌secretarial‌ ‌team‌ ‌for‌ ‌their‌‌                     

inputs,‌‌but‌‌it‌‌is‌‌available‌‌on‌‌NSDL‌‌portal.‌‌Sir,‌‌there‌‌were‌‌few‌‌other‌‌                         

questions‌ ‌from‌ ‌you,‌ ‌which‌ ‌have‌ ‌been‌ ‌answered‌ ‌in‌ ‌due‌ ‌course‌‌                   

either‌‌by‌‌Vishal‌‌or‌‌me‌‌regarding‌‌some‌‌of‌‌the‌‌other‌‌elements‌‌is‌‌not‌‌                         

covered‌ ‌here.‌ ‌We‌ ‌had‌ ‌a‌‌question,‌‌the‌‌next‌‌question‌‌on,‌‌from‌‌Mr.‌‌                       

M.‌‌P.‌‌Bhutani‌‌regarding‌‌the‌‌valuation‌‌of‌‌the‌‌company.‌‌I‌‌would‌‌like‌‌                       

to‌ ‌state‌ ‌that‌ ‌our‌ ‌valuation‌‌is‌‌fair‌‌and‌‌quite‌‌competitive.‌‌When‌‌we‌‌                       

talk‌ ‌about‌ ‌valuation‌ ‌it‌ ‌is‌ ‌the‌ ‌P/E‌ ‌multiple,‌ ‌we‌ ‌look‌ ‌at‌ ‌it‌ ‌and‌ ‌P/E‌‌                           

multiples‌ ‌are‌ ‌comparable‌ ‌to‌ ‌the‌ ‌Hindustan‌ ‌Lever‌ ‌Ltd.‌ ‌which‌ ‌is‌ ‌a‌‌                     

benchmark‌ ‌FMCG‌ ‌or‌ ‌a‌ ‌gold‌ ‌standard‌ ‌FMCG.‌ ‌Very‌‌thankful‌‌to‌‌our‌‌                     

investors‌ ‌who‌ ‌have‌ ‌shown‌ ‌confidence‌ ‌in‌ ‌the‌ ‌underlying‌‌               

fundamentals‌ ‌of‌ ‌the‌ ‌company,‌ ‌our‌ ‌brand‌ ‌strand‌ ‌and‌ ‌future‌‌                 

growth‌ ‌potential‌ ‌of‌ ‌the‌ ‌company‌ ‌based‌ ‌on‌ ‌the‌ ‌strategy‌ ‌that‌ ‌we‌‌                     

have.‌‌So,‌‌the‌‌next‌‌question‌‌was‌‌again,‌‌was‌‌from‌‌Mr.‌‌M.‌‌P.‌‌Bhutani‌‌                         

and‌ ‌the‌ ‌question‌ ‌was‌ ‌related‌ ‌to‌ ‌the‌ ‌net‌ ‌debt‌ ‌position‌ ‌of‌ ‌the‌‌                       

company‌‌and‌‌any‌‌significant‌‌bad‌‌debt.‌‌Mr.‌‌Bhutani,‌‌I‌‌am‌‌happy‌‌to‌‌                       

remind‌ ‌you‌ ‌again‌ ‌that‌ ‌we‌ ‌are‌ ‌a‌ ‌debt‌ ‌free‌ ‌company‌‌and‌‌we‌‌have‌‌                         

remained‌‌debt‌‌free‌‌even‌‌during‌‌the‌‌entire‌‌COVID‌‌impacted‌‌period.‌‌                   

And‌ ‌regarding‌ ‌the‌ ‌bad‌ ‌debt,‌ ‌as‌ ‌Vishal‌ ‌has‌ ‌spoken‌ ‌about‌ ‌in‌ ‌the‌‌                       

past,‌‌one‌‌of‌‌our‌‌strengths‌‌has‌‌been‌‌our‌‌relationship‌‌with‌‌the‌‌trade‌‌                       

partners.‌ ‌So,‌ ‌based‌ ‌on‌ ‌the‌ ‌strength‌ ‌of‌ ‌our‌ ‌relationship‌ ‌with‌ ‌the‌‌                     

trade‌ ‌and‌ ‌focus‌ ‌on‌ ‌our‌ ‌receivables‌ ‌management,‌ ‌we‌ ‌have‌ ‌been‌‌                   

sure‌‌that‌‌all‌‌over‌‌dues‌‌of‌‌COVID‌‌impacted‌ ‌period‌‌of‌‌April‌‌and‌‌May‌‌                         

which‌ ‌were‌ ‌delayed‌ ‌from‌ ‌collection‌ ‌point‌ ‌of‌ ‌view,‌ ‌has‌ ‌been‌ ‌duly‌‌                     

collected‌ ‌and‌ ‌there‌ ‌have‌ ‌been‌ ‌no‌ ‌bad‌ ‌debts‌ ‌from‌ ‌the‌ ‌trade‌‌                     

receivable‌‌side.‌‌Everything‌‌has‌‌been‌‌collected‌‌and‌‌no‌‌bad‌‌debts‌‌on‌‌                     

the‌‌trade‌‌receivables.‌‌Then‌‌there‌‌was‌‌a‌‌question‌‌from‌‌Mr.‌‌Jain,‌‌Mr.‌‌                       

Charanjeet‌ ‌Singh‌ ‌and‌ ‌Mr.‌ ‌Mayank‌ ‌regarding‌ ‌the‌ ‌Whirlpool‌ ‌China‌‌                 

divestment‌‌and‌‌the‌‌impact‌‌on‌‌the‌‌export‌‌etc.‌‌So,‌‌again,‌‌Whirlpool‌‌                     
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Group‌ ‌as‌ ‌a‌ ‌company‌ ‌still‌ ‌holds‌ ‌approximately‌ ‌20%‌ ‌of‌ ‌equity‌‌                   

interest‌ ‌in‌ ‌the‌ ‌Whirlpool‌ ‌China‌ ‌entity‌ ‌which‌ ‌was‌ ‌previously‌‌                 

controlled‌‌by‌‌the‌‌Whirlpool‌‌Group.‌‌Now‌‌this‌‌is‌‌only‌‌a‌‌reduction‌‌in‌‌                       

the‌‌shareholding‌‌from‌‌at‌‌51%‌‌to‌‌approximately‌‌21%‌‌and‌‌Whirlpool‌‌                   

China‌ ‌and‌ ‌its‌ ‌subsidiaries‌ ‌even‌ ‌post‌ ‌this‌ ‌reduction‌ ‌of‌ ‌equity‌‌                   

interest‌‌will‌‌continue‌‌to‌‌supply‌‌the‌‌products‌‌in‌‌phenomenal‌‌course‌‌                   

of‌‌business,‌‌the‌‌way‌‌it‌‌was‌‌happening‌‌earlier.‌‌So,‌‌that‌‌process‌‌will‌‌                       

continue.‌‌So,‌‌we‌‌do‌‌not‌‌see‌‌a‌‌significant‌‌change‌‌as‌‌of‌‌now‌‌because‌‌                         

of‌ ‌this‌ ‌but‌ ‌we‌ ‌will‌ ‌evaluate‌ ‌in‌ ‌due‌ ‌course‌ ‌of‌‌time‌‌how‌‌the‌‌things‌‌                           

proceed.‌ ‌So,‌ ‌we‌ ‌have‌ ‌answered‌ ‌the‌ ‌questions‌ ‌which‌ ‌we‌ ‌have‌‌                   

received.‌ ‌We‌ ‌will‌ ‌now‌ ‌take‌ ‌on‌ ‌the‌‌balance‌‌questions‌ ‌which‌‌have‌‌                     

not‌‌been‌‌answered‌‌so‌‌far.‌‌The‌‌first‌‌question‌‌we‌‌had‌‌was‌‌a‌‌theme‌‌                         

of‌ ‌sustainability‌ ‌from‌ ‌Mr.‌ ‌Saraf.‌ ‌I‌ ‌may‌ ‌request‌ ‌Vishal‌ ‌to‌ ‌answer‌‌                     

that‌ ‌question.‌ ‌ 

Vishal‌ ‌Bhola:‌ Thanks,‌‌Aditya.‌‌So,‌‌I‌‌think‌‌the‌‌question‌‌was‌‌around‌‌our‌‌efforts‌‌on‌‌                       

sustainability.‌ ‌First‌ ‌let‌ ‌me‌ ‌assure‌ ‌you‌ ‌as‌ ‌a‌ ‌global‌ ‌corporation‌ ‌we‌‌                     

have‌‌been‌‌committed‌‌to‌‌sustainability‌‌for‌‌a‌‌very‌‌long‌‌time.‌‌In‌‌fact,‌‌                       

if‌‌you‌‌look‌‌at‌‌globally,‌‌our‌‌first‌‌sustainability‌‌office‌‌was‌‌actually‌‌set‌‌                       

up‌ ‌almost‌ ‌50‌ ‌years‌ ‌back‌ ‌when‌ ‌nobody‌ ‌else‌ ‌was‌ ‌talking‌ ‌about‌ ‌it.‌‌                       

Globally‌ ‌we‌ ‌have‌ ‌announced‌ ‌a‌ ‌commitment‌ ‌to‌ ‌reach‌ ‌net‌ ‌zero‌‌                   

emission‌‌in‌‌our‌‌plants‌‌in‌‌operation‌‌by‌‌2030‌‌and‌‌in‌‌India‌‌we‌‌would‌‌                         

be‌‌following‌‌the‌‌same‌‌thing‌‌and‌‌therefore‌‌we‌‌would‌‌also‌‌be‌‌taking‌‌                       

the‌ ‌appropriate‌ ‌actions‌ ‌which‌ ‌bring‌ ‌us‌ ‌in‌ ‌line‌ ‌with‌ ‌our‌ ‌global‌‌                     

commitment.‌ ‌There‌ ‌are‌ ‌a‌ ‌few‌ ‌things‌‌we‌‌are‌‌working‌‌towards;‌‌we‌‌                     

are‌‌working‌‌towards‌‌increasing‌‌the‌‌use‌‌of‌‌renewable‌‌energy‌‌in‌‌our‌‌                     

factories.‌‌We‌‌have‌‌increased‌‌our‌‌solar‌‌power‌‌capacity‌‌to‌‌5.25‌‌MW‌‌                     

and‌ ‌we‌ ‌plan‌ ‌another‌ ‌addition‌ ‌of‌ ‌2.1‌ ‌MW‌ ‌this‌ ‌year.‌ ‌We‌ ‌obviously‌‌                       

look‌ ‌at‌ ‌increasing‌ ‌energy‌ ‌efficiency‌ ‌within‌ ‌our‌ ‌factories.‌ ‌But‌ ‌we‌‌                   

also‌‌then‌‌look‌‌at‌‌the‌‌design‌‌of‌‌our‌‌products,‌‌so‌‌that‌‌we‌‌are‌‌able‌‌to‌‌                             

be‌ ‌more‌ ‌energy‌ ‌as‌ ‌well‌ ‌as‌ ‌water‌ ‌efficient.‌ ‌So,‌ ‌consuming‌ ‌less‌‌                     

energy‌‌and‌‌making‌‌sure‌‌that‌‌during‌‌the‌‌operations‌‌of‌‌our‌‌product‌‌                     

water‌‌usage‌‌is‌‌also‌‌less.‌‌I‌‌think‌‌there‌‌was‌‌also‌‌a‌‌question‌‌from‌‌Mr.‌                           
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Saraf‌ ‌around‌ ‌diversity‌ ‌in‌ ‌the‌ ‌organization‌ ‌which‌ ‌we‌ ‌spoke‌ ‌about‌‌                   

earlier.‌ ‌Aditya,‌ ‌I‌ ‌will‌ ‌hand‌ ‌back‌ ‌to‌ ‌you‌ ‌for‌ ‌the‌ ‌next‌ ‌set‌ ‌of‌ ‌questions.‌ ‌ 

Aditya‌ ‌Jain:‌ Yes,‌ ‌there‌ ‌were‌ ‌a‌ ‌few‌ ‌more‌ ‌questions‌ ‌which‌ ‌came‌ ‌in.‌ ‌And‌ ‌there‌‌                       

was‌ ‌a‌‌question‌‌on‌‌what‌‌is‌‌the‌‌global‌‌revenue‌‌and‌‌India‌‌share‌‌out‌‌                         

of‌‌the‌‌global‌‌revenue‌‌from‌‌Mr.‌‌Faisal.‌‌Mr.‌‌Faisal‌‌the‌‌global‌‌revenue‌‌                       

for‌ ‌Whirlpool‌ ‌corporation‌ ‌is‌ ‌$19.5‌ ‌billion‌ ‌and‌ ‌our‌ ‌India‌ ‌business‌‌                   

contributes‌ ‌to‌ ‌about‌ ‌4%‌‌in‌‌the‌‌overall‌‌global‌‌revenue.‌‌Then‌‌there‌‌                     

was‌ ‌a‌ ‌question‌ ‌from‌ ‌Mr.‌ ‌Mayank‌ ‌on‌ ‌the‌ ‌service‌‌revenue.‌‌Service‌‌                     

revenue‌ ‌from‌ ‌our‌ ‌parent‌ ‌company‌ ‌is‌ ‌about‌ ‌188‌ ‌crores‌ ‌which‌ ‌is‌‌                     

approximately‌ ‌3%‌ ‌of‌ ‌our‌ ‌revenue‌ ‌and‌ ‌we‌ ‌are‌ ‌seeing‌ ‌a‌‌growth‌‌of‌‌                       

this‌‌business‌‌over‌‌last‌‌year.‌‌Then‌‌there‌‌were‌‌a‌‌few‌‌questions‌‌from‌‌                       

Mr.‌ ‌Srimal,‌ ‌regarding‌ ‌the‌ ‌quality‌ ‌of‌ ‌annual‌ ‌report‌ ‌and‌ ‌we‌‌assure‌‌                     

you‌‌Mr.‌‌Srimal,‌‌we‌‌noted‌‌all‌‌your‌‌points,‌‌we‌‌taken‌‌them‌‌on‌‌record‌‌                         

and‌‌we‌‌will‌‌work‌‌on‌‌it.‌‌There‌‌was‌‌question‌‌from‌‌Mr.‌‌Srimal‌‌around‌‌                         

the‌ ‌R&D‌ ‌benefit‌ ‌from‌ ‌the‌ ‌parent.‌ ‌Vishal,‌ ‌has‌ ‌already‌ ‌answered‌‌                   

that‌‌saying‌‌that‌‌yes,‌‌we‌‌have‌‌a‌‌global‌‌parent‌‌in‌‌terms‌‌of‌‌providing‌‌                         

technology‌ ‌and‌ ‌we‌ ‌do‌ ‌a‌ ‌blend‌ ‌of‌ ‌technology‌ ‌from‌ ‌the‌ ‌parent‌‌                     

company‌ ‌and‌ ‌putting‌ ‌a‌ ‌local‌ ‌flavor‌‌to‌‌it‌‌so‌‌that‌‌we‌‌have‌‌the‌‌right‌‌                           

innovation‌ ‌from‌ ‌an‌ ‌indian‌ ‌context‌ ‌point‌ ‌of‌ ‌view‌ ‌and‌ ‌Mr.‌ ‌Srimal,‌‌                     

then‌ ‌there‌ ‌was‌ ‌a‌ ‌question‌ ‌from‌ ‌you‌ ‌on‌ ‌what‌ ‌are‌ ‌we‌ ‌doing‌ ‌to‌‌                         

reduce‌ ‌our‌ ‌FOREX‌ ‌outgo.‌‌So,‌‌as‌‌a‌‌part‌‌of‌‌the‌‌Atmanirbhar‌‌Bharat‌‌                       

Scheme,‌ ‌so‌ ‌again‌ ‌we‌ ‌have‌ ‌spoken‌‌about‌‌it‌‌that‌‌we‌‌are‌‌conscious‌‌                       

of‌ ‌this‌ ‌fact‌ ‌and‌ ‌we‌ ‌are‌ ‌working‌ ‌on‌ ‌to‌ ‌reduce‌ ‌our‌ ‌reliance‌ ‌on‌‌                         

imports‌ ‌from‌ ‌China‌ ‌as‌ ‌a‌ ‌specific‌ ‌work‌ ‌stream.‌ ‌Then‌ ‌there‌ ‌were‌‌                     

questions‌ ‌from‌ ‌Mr.‌ ‌Bhutani‌‌on‌‌increment‌‌special‌‌dividend,‌‌I‌‌have‌‌                   

spoken‌ ‌about‌ ‌cash‌ ‌utilization,‌ ‌dividend‌ ‌policy‌ ‌and‌ ‌the‌ ‌dividend‌‌                 

recommendation‌ ‌are‌ ‌made‌ ‌in‌ ‌line‌ ‌with‌ ‌our‌ ‌dividend‌‌policy.‌‌Then‌‌                   

again‌ ‌Mr.‌ ‌Bhutani‌ ‌you‌ ‌had‌ ‌a‌ ‌question‌ ‌regarding‌ ‌how‌ ‌the‌‌                   

settlement‌‌of‌‌legal‌‌disputes,‌‌Vivad‌‌se‌‌Vishwas‌‌scheme,‌‌so‌‌we‌‌have‌‌                     

taken‌ ‌the‌ ‌benefit‌ ‌of‌ ‌various‌ ‌amnesty‌ ‌schemes‌ ‌which‌ ‌have‌ ‌been‌‌                   

announced‌ ‌in‌‌the‌‌past,‌‌be‌‌it‌‌Kerala,‌‌be‌‌it‌‌Bihar,‌‌while‌‌Rajasthan‌‌is‌‌                         

in‌‌progress,‌‌we‌‌evaluate‌‌those‌‌schemes‌‌and‌‌on‌‌the‌‌merits‌‌of‌‌each‌‌                       

of‌‌these‌‌case‌‌and‌‌accordingly‌‌utilize‌‌that.‌‌Over‌‌the‌‌years‌‌there‌‌has‌                       

been‌ ‌a‌ ‌significant‌ ‌reduction‌ ‌in‌ ‌our‌ ‌gross‌ ‌contingent‌ ‌liabilities‌ ‌as‌‌                   
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the‌‌utilization‌‌of‌‌these‌‌schemes.‌‌So,‌‌we‌‌are‌‌cognizant‌‌of‌‌that‌‌as‌‌we‌‌                         

keep‌ ‌doing‌‌that.‌‌Again,‌‌there‌‌was‌‌a‌‌question‌‌on‌‌cash‌‌usage,‌‌ROIC‌‌                       

etc.‌ ‌So,‌ ‌as‌ ‌a‌ ‌combination‌ ‌of‌ ‌what‌ ‌are‌ ‌we‌ ‌doing‌ ‌to‌ ‌improve‌ ‌our‌‌                         

profitability‌‌as‌‌well‌‌as‌‌how‌‌we‌‌are‌‌planning‌‌to‌‌utilize‌‌our‌‌cash‌‌with‌‌                         

respect‌ ‌to‌ ‌our‌ ‌capacity‌‌investment‌‌and‌‌consumer‌‌centric‌‌product‌‌                 

innovation‌ ‌again‌ ‌has‌ ‌been‌ ‌answered‌ ‌in‌ ‌the‌ ‌past.‌ ‌So,‌ ‌with‌ ‌this‌‌                     

Roopali,‌ ‌do‌ ‌we‌ ‌have‌ ‌any‌ ‌further‌ ‌questions?‌ ‌ 

Roopali‌ ‌Singh:‌ I‌ ‌think‌‌Aditya‌‌has‌‌answered‌‌the‌‌majority‌‌of‌‌the‌‌questions.‌‌We‌‌will‌‌                       

still‌‌review‌‌and‌‌keep‌‌any‌‌of‌‌the‌‌questions‌‌that‌‌remain‌‌unanswered‌‌                     

then‌‌we‌‌would‌‌respond‌‌to‌‌the‌‌same‌‌via‌‌email.‌‌With‌‌this‌‌we‌‌would‌‌                         

conclude‌ ‌the‌ ‌Q&A‌ ‌session.‌ ‌Thanks‌ ‌to‌ ‌Mr.‌ ‌Vishal‌ ‌and‌ ‌Aditya‌ ‌and‌‌                     

before‌ ‌I‌ ‌handover‌ ‌proceedings‌ ‌back‌ ‌to‌ ‌the‌ ‌Chairperson,‌ ‌I‌ ‌would‌‌                   

request‌‌the‌‌operator‌‌to‌‌please‌‌get‌‌all‌‌the‌‌participants‌‌back‌‌on‌‌the‌‌                       

screen‌ ‌please.‌ ‌Over‌ ‌to‌ ‌you,‌ ‌Chairman.‌ ‌ 

Arvind‌ ‌Uppal:‌ Thank‌ ‌you,‌ ‌Roopali.‌ ‌Thank‌ ‌you,‌ ‌Vishal‌ ‌and‌ ‌Aditya,‌‌a‌‌long‌‌session.‌‌                     

Plenty‌ ‌of‌ ‌questions‌ ‌still‌ ‌to‌ ‌be‌ ‌answered‌ ‌by‌ ‌email,‌ ‌I‌‌think.‌‌I‌‌would‌                         

now‌ ‌authorize‌ ‌Roopali‌ ‌to‌ ‌conduct‌ ‌the‌ ‌voting‌ ‌procedures‌ ‌and‌‌                 

conclude‌‌this‌‌meeting.‌‌On‌‌behalf‌‌of‌‌the‌‌board,‌‌I‌‌once‌‌again‌‌thank‌‌                       

you‌ ‌all‌ ‌for‌ ‌taking‌ ‌out‌ ‌time‌ ‌to‌ ‌join‌ ‌us‌ ‌today.‌ ‌Thank‌ ‌you‌ ‌very‌ ‌much.‌ ‌ 

Roopali‌ ‌Singh:‌ Thank‌ ‌You‌ ‌Sir.‌ ‌Dear‌ ‌members,‌ ‌the‌ ‌voting‌ ‌will‌ ‌remain‌ ‌open‌ ‌for‌‌                     

another‌ ‌30‌ ‌minutes.‌ ‌The‌‌members‌‌who‌‌have‌‌so‌‌far‌‌not‌‌cast‌‌their‌‌                       

votes‌‌can‌‌cast‌‌their‌‌votes‌‌during‌‌this‌‌time.‌‌The‌‌voting‌‌results‌‌along‌‌                       

with‌ ‌the‌ ‌scrutinizer’s‌ ‌report‌ ‌will‌ ‌be‌ ‌published‌ ‌within‌ ‌two‌‌working‌‌                   

days‌ ‌from‌ ‌the‌ ‌conclusion‌ ‌of‌ ‌the‌ ‌meeting.‌ ‌The‌ ‌results‌ ‌will‌ ‌be‌‌                     

available‌‌on‌‌the‌‌company‌‌website,‌‌NSDL‌‌e-voting‌‌platform‌‌as‌‌well‌‌                   

as‌ ‌the‌ ‌website‌ ‌of‌ ‌the‌ ‌stock‌ ‌exchange.‌ ‌I‌ ‌now‌ ‌on‌ ‌behalf‌ ‌of‌ ‌the‌‌                         

shareholders‌ ‌would‌ ‌like‌ ‌to‌ ‌thank‌ ‌the‌ ‌Chairman,‌ ‌Directors‌ ‌and‌‌                 

Auditors.‌‌We‌‌also‌‌thank‌‌you‌‌all‌‌dear‌‌members‌‌for‌‌joining‌‌us‌‌today.‌‌                       

Thank‌ ‌you.‌ ‌ 
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