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Safe Harbour

This presentation and the accompanying slides (the “Presentation”), which have been prepared
by Enser Communications Limited (the “Company”) solely for information purposes and do not
constitute any offer, recommendation, or invitation to purchase or subscribe for any securities and shall
not form the basis or be relied on in connection with any contract or binding commitment whatsoever.
This presentation does not constitute a prospectus, a statement in lieu of a prospectus, an offering
circular, an information memorandum, an invitation or advertisement, or an offer document under the
Companies Act, 2013, together with the rules thereunder, the Securities and Exchange Board of India
(Issue of Capital and Disclosure Requirements) Regulations, 2018 each as amended, or any other
applicable law in India. No offering of securities of the Company will be made except by means of a
statutory offering document containing detailed information about the Company.

Certain statements in this presentation concerning our future growth prospects are forward looking
statements that involve a number of risks and uncertainties that could cause actual results to differ
materially from those in such forward looking statements. The Risk and uncertainties relating to the
statements include, but are not limited to, risks and uncertainties regarding fiscal policy, competition,
inflationary pressures, and general economic conditions affecting demand / supply and price
conditions in domestic and international markets. The company does not undertake to update any
forward looking statement that may be made from time to time by or on behalf of the company. There
is no obligation on the Company or any of its directors, officers, employees, agents or advisers, or any
of their respective daffiliates, advisers, or representatives to update or revise any forward looking
statements, whether as a result of new information, future events or otherwise and none of them shall
have any liability (in negligence or otherwise) for any loss howsoever arising from any use of this
presentation or its contents or otherwise arising in connection with this presentation. Certain figures
(including amounts, percentages, and numbers), as applicable, have been rounded off to the nearest
number and may not depict the exact number. Further, past performance is not necessarily indicative
of future results. This Presentation has been prepared by the Company based on information and data
that the Company considers reliable.

This Presentation may not be all-inclusive and may not contain all of the information that you may
consider material. Any liability in respect of the contents of, or any omission from, this presentation is
expressly excluded. The Company does not make any promise to update/provide such a presentation
along with results to be declared in the coming years. The information in this presentation has not been
independently verified and has not been and will not be reviewed or approved by any statutory or
regulatory authority or stock exchange in India. No representation, warranty, express or implied, is
made as to, and no reliance should be placed on, the fairness, accuracy, completeness, or
correctness of the information and opinions in this presentation. Further, nothing in this document should
be construed as constituting legal, business, tax, or financial advice.
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Company Snapshot - Elevating the top and bottom lines for all our clients

Enser is a prominent player in Al Powered Financial Technology Services offering cutting edge solutions to enhance customer experience and drive operational

excellence
=~ |7+ YEARS OF FY26
‘ EXPERIENCE
\ - Revenue - Rs. 102 Cr
GURUGRAM R CAGR* - 57%
' 1500+ ( %)
Employees
EBITDA - Rs. 20 Cr
(CAGR* - 75%)
JAIPUR w0+ o omEEeeEe
CLIENTS SERVED
; PAT
AP Rs. 10 Cr
& SERVICE UNITS-
8
‘ EBITDA Margin
g 19.74%
soc 2 compliont
| ISO Certified company - I1SO PAT Margin
m Y- 9.8%
MUMBAI 270012022
ISO Certified company - ISO chng
BANGALORE e001:2005
» ROE
CHENNAI 5 Infernational Expansion Awarded the most promising IT/ 21%
ITES brandin2024
Dubai Debt to Equity
CMM level 5 Quality 0.94

*CAGR for last 5 years Proposed Philippines certification




Business model: Al Integration, Reinforced by Irreplaceable Human Advantage

Where Al Scales and Humans Close the Loop

End-to-End Onboarding
Automation

Powering Customer
Acquisition, Onboarding
& Retention Through the

Seamless fusion of
Arificial Intelligence and

Human Intelligence.

Human-in-the-Loop
Integration

Complex cases are
seamlessly escalated to
frained human agents,
ensuring no lead is lost and
compliance is maintained

at every touchpoint.

Al-Integrated Revenue
Partner for the BFSI Sector

Enser identifies exactly
which processes to
auvtomate & reducing
the operational costs for
BFSI pariners while
accelerating time
towards revenue
generation.
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BFSI Client Enser deploys

Al + Human
acquisition engine
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Beyond Technology - Deep Domain Intelligence

Beyond Tech: Deep BFSI| Expertise as a Competitive

Moat
Layer1- Enser’'s core competitive advantage lies in its institutionalised expertise
Process across BFSI workflows, enabling precise identification of processes best
Automation suited for automation while retaining human intervention where judgment is
Intelligence critical - creating a clear differentiation from pure-play technology
providers.

Layer 2 - Human-

Al Integration

(trained agents working
with Al seamlessly)

 Process Avutomation Intelligence with Human-Al Integration:
Automation is applied strategically to optimize cost efficiency, while
human intervention is retained in high-value, decision-critical stages
to maximise conversion outcomes.

* Regulatory Expertise (IRDA-Compliant Training Programmes): Built-in
IRDA-compliant training frameworks ensure adherence to regulatory
standards while maintaining high operational scalability.

Layer 3 - IRDA-Compliant

Training Programmes
(two certified training modules)

 Revenue-Aligned Incentives: Aligns agent rewards directly with

. o premium generation and business performance outcomes. Creates a

@ Layer 4 - Revenue-Aligned high-performance culture that drives sustainable revenue growth and
Incentives (% of premium model) stakeholder value creation.

Switching Costs: Deep integration within client acquisition and onboarding
workflows embeds Enser into core operations, creating significant
replacement barriers and long-term client stickiness.




Al-Powered Chatbot Engineered for Scale

Enser's chatbot delivers real-time premium calculations with zero human intervention.

customer simply inputs their Policy number, Mobile number and the bot instantly
surfaces the exact premium payable, dramatically reducing drop-off at the point of
infent.

Customer Input
Basic details - entered via chat in seconds.

Al Processing

Engine cross-references underwriting parameters, risk tables, and insurer
APIs in real fime.

Instant Output

Precise premium quote delivered - no agent wait time, no callbacks,
no friction.

f¥ CUSTOMER VERIFICATION

ol G ;-
H

°5 rtecintel.com/aichat/ 4+ (3

Enser Insurance Helpline: 1800-222-9876

Motor Insurance Portal

# Support & Login

Enter your policy number with your date of birth or
registered mobile to access your account.

Policy Number

XXX

Registered Mobile

XXX

Verify & Continue

& Encrypted & secure | New customer? Get a quote —

YOUR POLICY SUMMARY

Policy Number XXX
Policyholder Name Rahul Sharma
Policy Type Comprehensive

Policy Status Active |

Policy Period 02 May 2026 - 02 May 2027

Total Premium ?28,54700

i Have a policy? Login above for personalised support
and instant renewal.

View our plans —




Redefining Customer Engagement : Our USPs

Leveraging a scalable, technology-enabled platform, Enser designs customized engagement frameworks aligned with clients’ strategic objectives.

@ O

2 @
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Integrated, Technology-Led
Platform

A scalable, tfechnology-enabled
Business Process Management
platform that seamlessly integrates
voice, chat, email, IVRS, and social
media into a unified, omni-channel
engagement ecosystem enabling
efficient and consistent customer
interactions.

Tech-Enabled

End-to-End Customer Lifecycle
& Interaction Management

Comprehensive solutions
spanning customer acquisition,
engagement, retention, and
service opftimization delivering
measurable impact across the
entire customer lifecycle.

Data-Driven

Analytics-Driven, Insight-Led
Execution

Advanced Business Analyftics
and CRM integration that
transform customer data into
actionable insights, enhancing
decision-making, improving
conversion rates, and optimizing
operational performance.

Client-Focused

Customized, Scalable &
Growth-Oriented Solutions

Client-centric engagement
frameworks tailored to specific
business objectives, supported

by flexible infrastructure
designed for scalability,
efficiency, and long-term
value creation.

Scalable




What we do for our clients: Pre-Development Pre-requisites (1/4)

Where Human Intelligence Guides Al, and Al Amplifies Human Precision

Business & Functional Sign-Off

Client objectives, KPls, process scope &
SLAs documented. Domain experts
validate completeness before build.

Technology Stack Alignment

CRM, telephony, APl endpoints, cloud
environment blueprinted. Zero blockers
at build-start.

Data Readiness & Governance

Historical data availability, quality audits,
tagging & DPDP/ISO 27001 confirmed.

Human Intelligence Baseline

Onboard domain teams, documented
SOPs, defined escalation matrices,
mapped human-in-the-loop workflows.

01

Busginess
Sign-0f

HUMAN + Al
COLLABORATION

Fre-Dev Foundation

03

Tech Stack

Aligremenl

04

Human Inted
Basedipnes
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What we do for our clients: Key Integration Dependencies (2/4)

INTEGRATION WORKFLOW - HUMAN + Al COLLABORATION MODEL

v' Multi-source ingestion (voice, chat, CRM, o Data pipelines & APIs commissioned
IVRS)
Real-time & historical analytics dashboards o CRM / IVRS data feeds validated

v
v Al anomaly detection + human validation 0 Analytics stack configured

m Diagnostic Intelligence

o . Phase 1 outputs signed off by human
Six Sigma, RCA & process mining experts

Al flags failure patterns; humans , ]
contextualise o Al models trained on baseline
datasets

v' Risk scoring built collaboratively
0 Escalation protocols between Al
and human ftiers set

S

Adaptive Deployment & Marketing

v Al handles automation-eligible
workflows 0 Phases 1 & 2 gates cleared
v' Human specialists manage judgment- _ . .
critical tasks 0 Solution architecture reviewed
v Continuous feedback loop refines Al o IRDA/DPDP compliance obtained:;
models . UAT tested
v' Handles end-to-end marketing for the
company

11



What we do for our clients: Critical Success Factors (3/4)

o~

Al-Human Escalation
Architecture
Complex edge cases escalate

instantly. Zero lead loss, zero
compliance breach.

Human-in-the-Loop
Validation

No Al decision is final without
human review at critical
junctions.

oc .. 0m

" v' . - ' '
. . $§ § 2.4 ' 3 . .
Continuous Intelligence £ £ +* ¢ | Cross-Functional Readiness
- - |
Feedback Loop A e S92 Assessment
. : : > & . : -
Human insights continuously re-frain - . 2 4 Unlocks cross-selling opportunities and |k
Al models - a compounding '3 ‘ . 3. enables seamless end-to-end marketing |
advantage. ot |

execution.
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What we do for our clients: Delivering Operational Excellence (4/4) @nser

Enser designs and deploys intelligent, omni-channel customer engagement frameworks that fransform how businesses connect with, serve, and
retain their customers.

lM Intelligent MIS & Analytics '9' IVR & Self-Service Automation ‘. ., Surge Capacity Management

Deep-dive performance diagnostics across Redesigned, customer-centric IVR flows and Dynamic staffing models and real-time
call volumes, service levels, and agent conversational  bots that resolve  high- workforce scheduling aligned to demand
efficiency -  delivering data-backed frequency queries without human intervention forecasts - ensuring service levels are
strategies to close operational gaps. - reducing cost-per-contact significantly. maintained even during peak load events.

.,‘ Omni-Channel Bot Deployment ﬂ Quality & Coaching Programmes O AFl & Systems Infegration

, , Structured agent training, FCR tracking, and Seamless backend connectivity - order
WhatsApp, IVR, and chat-bot  integrations QA scoring frameworks that build consistent management, payment gafeways, and
enabling seamless, 24/7 self-service journeys - resolution quality and reduce repeat contact CRM systems enabling real-time, confexi-
from order tracking and payment status to rates. aware customer  resolution QACross
complaint registration. channels.

13




Core Services Portfolio

Core Technologies

Database Management
Solutions

Digital Marketing

Development & Integration Data & Digital Enablement

Al Powered Financial
Technology Services

Software & Web development

Cybersecurity Services

API Integrations

IT Infrastructure Management
Services

14



End-to-End Connectivity Solutions: Driving Sustainable Growth

Three Pillars

//’\\ //’\\ //’\\

/, N / \ . N
| } ’ \ Ceam )
| | |
| i | i | () i

8—®
\ / \ / \ /
\ » \ » \ »
4 o 4 o 4 o

Human-Centric Document-Centric Integration-Centric
Complex and judgment-intensive Leverages intelligent automation Integrates disparate enterprise
processes are handled by trained and structured workflows to manage systems, CRM platforms, ERP
domain specialists, augmented with high-volume document-driven environments, and communication
Al-enabled tools and workflow operations with accuracy and channels to enable end-to-end
automation. scalability. process visibility.
Focus : Delivering superior customer Focus : Enhancing accuracy, reducing Focus : Creating a connected ecosystem
experience while optimizing cost and manual errors, and accelerating that improves decision-making,
turnaround time. processing cycles. transparency, and operational efficiency.

Ovutcome-Led Value Proposition : Delivering superior customer experience and long-term loyalty. Driving higher conversion and revenue
realization. Ensuring secure, compliant, and reliable data management. Enabling measurable ROl through operational efficiency. Supporting
scalable and sustainable business growth.

15



End-to-End Digital Solutions: Transforming Businesses Digitally

Enser enables client acquisition and engagement through integrated digital marketing solutions powered by fechnology and
performance-focused execution aimed at enhancing brand visibility, customer engagement, and lead generation.

Search Engine
Optimization (SEO)

Boosts search visibility through
smart keywords and technical
optimization, driving
sustainable traffic growth.

Website optimization for
improved search engine rankings

Organic iraffic enhancement

Keyword strategy & performance
monitoring.

]

Brand
Strategy

Strategic brand positioning with
a long-term roadmap and
market-aligned
communication to build lasting
brand equity.

Structured brand positioning
frameworks.

Long-term brand development
roadmap.

Market-aligned communication
sirategy.

e

Social Media
Advertising

SMO, SEM, and SMM enhance
digital visibility through structured
content, targeted campaigns,
and platform-specific
engagement, driving stronger
customer reach.

Paid campaign execution
across digital platforms.

Targeted audience
segmentation.

Performance tracking &
ROl measurement.

]

Pay-Per-Click
(PPC)

PPC advertising drives
targeted visibility through
keyword-based ads, attracting
qualified traffic and delivering
measurable results.

Reservation & Booking
management

Loyalty program management
Customer feedback and surveys

Concierge support services

e
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Enser’s 5 key Business Strategies

Enser is scaling its trajectory within India’s booming BFSI sector through a specialized, future-ready growth roadmap.
By merging advanced technology with niche industry expertise, we are transitioning from a traditional provider into a high-value strategic partner.

Driving Operational
Excellence

Fostering a creative culture and
investing in people to deliver
breakthrough service innovations.

Deepening Client Partnerships

Developing

long-term, value — o
driven relationships through \
proactive engagement and
bespoke solutions.

Expanding Global
Footprint

Scaling international operations in
emerging markets to capture high-
growth opportunities

g} E efficiency.

Building Future-Ready Workspaces

Creating collaborative,
employee-centric environments that catalyze
productivity and sustainable growth.

Accelerating Tech
Transformation

P Consistently adopting
S cutting-edge technologies
to enhance service
delivery and operational

17



Industry Segments we serve

BFSI

Banking, financial services

and Insurance

KYC support &
Onboarding

Policy insurance and
service desk

Debt collection &
recovery

Fraud detection
support

EdTech

Education & E-learning
platforms

Student acquisition &
sales

Academic
counselling

Enrollment support
process

LMS technical
helpdesk

Government

Public sector &
Utilities

Citizen helplines
(24x7)

Grievance redressal
systems

IVRS self-service
portals

Emergency
response support

Hospitality

Travel, retail and
Logistics

Reservation &
Booking management

Loyalty program
management

Customer feedback
and surveys

Concierge support
services

18



Growth Outlook



FY2030 : Growth frontier

Scale up cyber security vertical

Transitioning cybersecurity from a supporting service line to a
growth engine by infegrafing advanced threat intelligence,
manage detection and response, cloud security, identity
governance, and regulatory compliance info a unified,
platform-enabled solution stack. This moves us beyond reactive
security toward proactive, outcome-driven risk management
partnerships with enterprise clients.

Integrated Go-to-Market

By leveraging established client relationships in core BPM and
digital operations, systematically intfroducing bundled security
solutions - positioning cybersecurity as a critical layer within
digital transformation mandates. This enhances stickiness,
increases confract tenures, and drives higher revenue per client
without proportionate acquisition costs.

Sector & Geographic Focus

Deepening focus in financial services, healthcare, and
technology where regulatory complexity drives sustained
demand. Geographic expansion in Gulf Countries and South
Asian Countries with nearshore delivery maintains cost
competitiveness.

pivonce et oty

. J Governance
Cloud Regulatory
Security Compliance

Roadmap fill FY2030

FY25 FY26 FY27 FY28 FY29 FY30

Indicators - [ Revenue

20



Our Growth Strategy : Smarter Systems, Smarter Outcomes - Al Integration

The Agentic Al framework optimizes manpower, improves operational efficiency, and expands margins through process
discovery to continuous self-optimization. This creates a compounding efficiency curve - not a one-time automation gain and with
Agentic Al systems continuously capturing performance data, identifying bottlenecks, and self-optimizing workflows.

Agentic Al :
Impact Metrics & Financial Outcome Y Agentic Al Value Engine

Discover & Prioritize
20 - 40% 300 - 400 ldentify high-volume workflows — Automation roadmap

Productivity Improvement bps EBITDA Expansion Deploy Al Agents

Autonomous execution + decision support — Lower manual effort & hiring
dependency

24/7 Optimize Workforce
Execution Capability Redeploy to higher-value roles — 20-40% productivity gain

Improve Operations
Faster TAT | Higher accuracy | 24/7 capability — Stronger SLA & compliance

‘ @ > Strategic Shift

From : Headcount-Driven Growth ‘ =3 > PATl Target
To : Al - Augmented Scalable Model
- Revenue growth without proportional cost growth Al-led revenue expansion (BFSI focus) + Subscription products +

_ . International markets
«  Structural margin expansion

« Sustainable competitive advantage

15 - 20% PAT Margin by 2030

21



New Products & Services Pipeline

Al Agents QMS (Quality Management System)

Autonomous Al agents for task A proprietary quality management
execution, decision support, product that strengthens 360-degree
workflow  orchestration, and client offering. Generates predictable
exception handling. monthly revenue sfreams and L
enhances operational stickiness 046 915
Designed with contextual ACross engagements. [ ) m v
reasoning, API integrations, i i

continuous learning loops, and
human-in-the-loop validation.

A 1l

Revenue model Strategic fit
Monthly recurring revenue, Complements Al and
targeting commoditized cybersecurity verficals to
delivery at scale. deepen client value.

22



International Expansion : Dubai & Philippines

i }g—-] 3 M»m_- . : p -
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Active market entry underway. Dubai serves as a strategic gateway
to the Middle East and broader international markets, offering access
to high-margin revenue streams and proximity to BFSI clients
in the region.

International market entry is a key lever for generating better
01 » margin-based revenues and accelerating the path to 20% PAT

\/ margin by 2030.

Philippines

Plan to initiate the Philippines opportunity in FY 2026-27. The
Philippines offers a strong talent pool and cost-competitive delivery
capabilities to support nearshore operations for global clients.

Expanding into North America and Europe with nearshore
02 » delivery centers fto improve client intimacy without
compromising cost competitiveness..

23



Strategic Outlook Roadmap

Capability Cross-Sell & Market Share Revenue Model Margin & Scalability
Expansion Account Peneiration Expansion Transformation Levers

Integrate Threat
Intelligence, MDR, Cloud
Security, Identity
Governance & Compliance

Deploy Al-enabled threat
detection & automation-led
incident response

Develop proprietary
frameworks & reusable
assets

Shift from reactive security
— proactive risk
management partnerships

Increased
market share

Embed cybersecurity within
existing BPM & digital
mandates

Bundle security as a core
digital fransformation layer

Leverage existing client
base — reduce acquisition
cost

Improve contract tenure &
revenue per client

Higher recurrin N
g g ; ,
revenue contiribution

Target high-growth sectors :

Financial Services
Healthcare
Technology

Develop industry-aligned
compliance solutions

Expand presence in North
America & Europe

Strengthen nearshore
delivery capabilities

Margin expansion /
through automation \

Increase recurring
Managed Security Services
(MSS)

Launch subscription-based
security offerings

Secure multi-year
enterprise engagements

Shift toward annuity-driven
revenue mix

Automation-led monitoring
& remediation

Higher productivity per
analyst

Standardized delivery
models

Operating leverage as
volumes scale

Stronger competitive
positioning

24



Structural Advantages Enabling Long-Term Outperformance

Scalable Infrastructure

Customized systems handling high transaction volumes. Rapid
onboarding & process migration capability. Flexible cross-industry
adaptability.

Al & Automation

Al-driven automation frameworks embedded in  workflows.
Improves productivity, accuracy & turnaround time. Enhances
scalable service delivery.

Technology Integration

Integrated CRM, telephony & analytics ecosystem. Proprietary tools
enabling workflow automation. Real-time operational visibility.

Sfrdfeglc Cybersecurity & Secure Digital Systems

O/%\O PI||CII'S Dedicated data  protection framework. Secure  digital
) infrastructure. Compliance-focused operations.

Diversified Client & Revenue Base

Blue-chip & innovative customer mix. Reduced concentration risk.
Strong recurring revenue visibility

9o Experienced Leadership & Skilled Workforce

Telecom-focused domain expertise. SLA-driven execution culture.
Multilingual, tfrained operational teams.

25



BFSI Indusiry — A Massive, Accelerating Opportunity

Digital transformation, Al adoption and customer-centric strategies are redefining growth in Banking, Financial services & Insurance sector (BFSI)

India’s BFSI sector - Explosive Market Growth

India's BFSI sector

m2005 2010 =2015 ®2020 ®m2025

Source: https://www.verified marke tre ports. com/product/chatb ot-for-banking-market/
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Industry Overview

Growing Demand

The Al market is expected to reach US$ 28.8
billion by 2025, while Global Capability
Centres fuel tech hiring.

With  emerging technologies boosting
employment and software products targeting
US$ 100 billion in value, India is cementing
status as innovation powerhouse.

Competitive Advantage

India’s technology sector is poised for @
major leap, with revenues projected to
reach USS 500 billion by 2030.

Strengthening this momentum, Prime
Minister Narendra Modi secured USS 68
billion in Japanese investment
commitments in August 2025, alongside an
economic security partnership spanning
semiconductors, critical minerals, and
artificial intelligence.

Global Footprint

The IT-BPM industry is well diversified across
key sectors including BFSI, telecom, and retail,
reducing concentration risk.

Growing  strategic  dllionces  between
domestic and internatfional players further
enhance innovation, expand market access,
and strengthen global solution delivery
capabilities.

Policy Support

The Union Budget FY27 reinforces India’s Al
ambitions with Rs. 2,000 crore dedicated to
accelerating adoption and infrastructure,
alongside Rs. 500 crore for an Al Cenire of
Excellence in Education.

Meanwhile, the IT Hardware PLI schemes
have already driven over Rs. 10,000 crore in
production, catalyzing investment and job
creation.

27
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From Sirong Base to Exponential Growth

(in INR Crores)

102.19
0 19.89
85.45
14.94
46.30 8.93
.86 25.91
— L1
FY22 FY23 FY24 FY25 FY26 FY22 FY23 FY24 FY25 FY26
® Total Revenue ® EBIDTA
10.01
8.78

5.27

1.35
0.78

— ]
FY22 FY23 FY24 FY25 FY26

= PAT
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Strong Growth : Accelerated Financial Momentum

101.16

84.58

46.08

2541

16.60 .

FY22 FY23 FY24 FY25 FY26

Revenue from operations

1.11
0.99
0.84
0.2
0.14
FY22 FY23 FY24 FY25 FY26
$
—EPS

* Adjusting unutilized IPO proceeds
*Due to recently acquired businesses
# after taking effect of Bonus and split.

19.89

14.93

8.93
291 3.12
FY22 FY23 FY24 FY25 FY26

= EBIDTA

29%

FY22 FY23 FY24 FY25 FY26

—ROE

(in INR Crores except ratios & %)

19 20
18
13 12
11
— 10 10
5 /
FY22 FY23 FY24 FY25 FY26

EBITDA Margins —PAT Margins

1.40

0.9 0.94#

52% 0.53%

FY22 FY23 FY24 FY25 FY26

—Debt-to-equity
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Segmental Results (FY26)

Segment Revenue

Intelligent Display

Solutions ——
10%

~

CRM Software
12%

Cyber Security____
3%

BPM Services
75%

m Services

Products
Segment Liabilities
Intelligent Display
Solutions
15%
CRM Software ____

8%
Cyber Security o —

1% -

BPM Services 76%
m Services

Products

Segment Assets

Intelligent Display
Solutions

Cyber Security
2%

BPM Services
78%

m Services
® Products

Capital Employed

Intelligent

CRM Software Display

15% Solutions
1%
Cyber
Security,
2%
BPM Services
81%
® Services
® Products




Half Yearly Performance : Income Statement

(in INR Crores)

Revenue From Operations

PAT Margin%

10.74%
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Yearly Performance : Income Statement

(in INR Crores)

Revenue From Operations

PAT Margin%

*This includes consolidated figures

11.39%

10.27%
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Yearly Performance : Balance Sheet

(in INR Crores)

Shareholders' Fund 4.5 2586 3449 4413  Noncurrentassets

Minority Interest 000 000 000 310 349  Property, plant, equipmentand 209 251 243 1959 92780
,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,, intangible assets

Non-Current Liabilites
,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,, Non-Current Investments 0.00 0.00 0.00 4.37 4.67

L t b 1.15 3.68 3.35 3.42 1730— /e J =~ _J1] =N . A ..
engiembaliowings . 11v | 98° A9 914 | ) Deferred tax assets (net) 0.00 0.10 0.19 0.07 0.00

Deferred Tax Liability (Ne’r) 0.00 0.00 0.00 0.00 0.90 Other Non-Current Assets 238 267 3.05 4.50 282

Long term provisions 0.00 0.14 0.39 0.49 0.44 Current assets

Current liabilities Current Investment 0.00 0.00 0.00 0.02 0.03
”””””””””””””””””””””””””””””””””””””””””””””””””””””””””””””””””””””””””” I t : 0.35 0.32

Short term borrowings 1.95 2.64 3.41 14.87 24.31 nvenorles ,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,, Dot 0.00 0.00 035 0.52
””””””””””””””””””””””””””””””””””””””””””””””””””””””””””””””””””””””””””””””””” Trade receivables 0.38 4.88 11.82 26.39 46.07

Trade payables 0.81 0.56 0.56 /.11 16.91
,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,, Cash and bank balances 3.95 3.60 20.09 10.53 14.68

Other current liabilities 2.19 2.73 3.39 12.51 791
,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,, Short ferm loans and advances 0.02 0.00 0.02 0.18 1.46
SaenfuSin [N TR ool G Ues %28 e Other current assets 0.39 045 004 1022 17.48

Total 9.41 14.25 37.64 76.22 11533 | Totdl 9.41 1425 37.64 7622 115.33

*This includes consolidated figures
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Pro Forma Consolidated Results Post Inclusion of Indus Management Consultants Pvt. Lid.

FY25

To provide a clearer view of the acquisition’s strategic and financial impact, the
FY26 vs FY25 financials presented below include the proforma full-year performance, unaudited of
Indus Management Consultants, enabling a better assessment of the combined business

FY26

m Revenue u Indusrevenue

FY25

W PBT

B |Indus PBT

FY26*

going forward

e ]

22.09

FY25 FY26
W EBIDTA ® Indus EBIDTA

e 1

FY25 FY26
= PAT = |ndus PAT

*The above figures are presented on a pro forma basis and include the financial performance of

Indus Management Consultants Pvt. Ltd.

(in INR Crores)
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Annexures




Building India’s Integrated Agri-Digital Ecosystem

Enser Communications Limited has incorporated Farmkeen Agritech Pvi. Ltd., a new entity, in the agri-tech space

Market Insights

= Collaboration

How This Initiative helps Enser

75% Stake Unlocks new growth Diversifies Revenue Stronger Technology Ecosystem
opportunities Streams

Wider Stakeholder Supports Rural Digitization Strengthens Brand Positioning
Engagement
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Strengthening Tech Capabilities : Strategic Acquisitions (1/4)

~Indus -

01 Indus Management Consultants Private Limited provides corporate training, executive education, and comprehensive learning solutions across
India and infernationally. Its offerings include skill development, capacity building, and vocational, technical, managerial, and behavioral
training. The company also specializes in recruitment, assessment, upskilling, and outsourcing trained personnel for diverse organizational needs.

Enser's acquisition of a 70% stake in Indus Management, deal marks Enser's entry into corporate training, skill development, and workforce
outsourcing, strengthening its consulting presence while driving diversification, operational synergies, and leveraging its core expertise in human
capital and training solutions.

Expanding the company’s business porifolio in -

Upskilling and workforce
outsourcing services

Key Clients

Skill Development Corporate Training ‘

0 vodafone Reh’gce @

et ) Yo wizulere fifies
Delhi Metro Rail Corporation Limited

Petroleum

S o
IndianQil

Mercedes-Benz

38




Strengthening Tech Capabilities : Strategic Acquisitions (2/4)

W

GRO'W
INTELLI

Grow Intelligently with us!

Growintelli significantly expands Enser’s high-growth capabilities. The integration strengthens regulatory readiness under DPDP 2025, enhances
data protection frameworks, and unlocks new revenue opportunities in managed infrastructure and security services, positioning Enser as a

Growintelli Technologies Private Limited marks a transformative acquisition for Enser, accelerating its evolution into a tfechnology-driven enterprise.
")
scalable, future-ready, full-stack technology partner for modern enterprises.

'( \ Cybersecurity '( \ TNetworking '( \ TInfa design and '( \ Server, Storage & Cloud

Key Clients

dfcu i iSON LRSB e SN

s Jaally Agn ¥ 3934015503 !
Islamic Affairs & Charitable Activities Department . 3 UGANDA REGISTRMIANE = °
«-with pleasure e i SERVICES BUREAU' (B AN K]

Putting Women First

Hosted Email & Messaging Cloud-Based Firewall Vulnerability Assessment & Data Leak Prevention & Insider Threat
Services Solutions Penetration Testing (VAPT) Management (in partnership with Data Resolve)

DPDP-compliant digital Strengthened End-to-end data protection and Faster regulatory readiness
solutions cybersecurity architecture governance support across sectors
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Strengthening Tech Capabilities : Strategic Acquisitions (3/4)

Teckinfo

Teckinfo Solutions, a pioneer in voice, messaging, and communication solutions, offers advanced products such as cloud contact center
) software, helpdesk, lead management solutions, and other cutting-edge communication tools.
01

This acquisition strengthens Enser Communications Limited with advanced voice, messaging, cloud contact center, and lead management
solutions. Its established communication technology capabilities expand Enser’'s digital portfolio, accelerate innovation, and enhance end-to-end
customer engagement offerings across IT and BPM ecosystems.

Key Clients - Teckinfo

Tech 5%, Breach Cand FINANCIAL Y KC overseas’
Mahindra Dr Lot Pathlabs sy e y @® Sulekha.com B e _
IT Services and Telecom Solutions B Inglia’s leading and mast reputes diagnestic csaln -—g HUSPltﬂl Trust WINNING TOGETHER IER‘/E education

| . . v | —
\ SE v d.light Justdial g suzus Lipi C@&S IRentoldDC) EBlxcAsH

Takes two to fly

((\ \ - Parle Agro
sthona O 2&6 e 1 »—:f-i_g_-» QI 20NIE Asssscnotoates  RAYMOND | reaLTy

hpa ‘j:‘_‘h.ﬁd“ efreshing india
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Strengthening Tech Capabilities : Strategic Acquisitions (4/4)

IVRedge is a forward-thinking fechnology company focused on cloud-based ftelephony and Internet Protocol Private Branch Exchange (IP PBX)

solutions, specializing in voice, messaging, and communication services. Known for its agile approach and advanced solutions, IVRedge is
) dedicated to empowering businesses to navigate complex challenges with innovative strategies.
01

IVRedge Services Private Limited enhances Enser’s presence in cloud-based telephony and IP PBX solutions, adding scalable, next-generation

communication infrastructure. The acquisition supports deeper technology integration, strengthens cloud capabilities, and positions Enser to
capture high-growth opportunities in enterprise communication and digital fransformation markets.

Expansion of
Service Portfolio

i
£

\ 4

Capitalizing on
Growth Opportunities

Synergy and
' Innovation
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Strengthening Tech Capabilities : Eniry into Digital Signage Solutions

advanced display  solutions,
including IFPDs, Active LED
Displays, and Video Walls,
designed to deliver interactive
collaboration and high-impact
visual experiences for
classrooms, corporate
environments, and large display
installations. It emphasizes Enser’s
end-to-end capabilities—from
consultation and design to
installation,  infegration, and
ongoing support. Al powered 4K UHD IFPD

Enser Communication  Lid.’s
")

Digital Signage

LED Videowalls

S Interactive Displays
(Smart Board)

LED Videowall
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Our Journey : Key Milestones

From a vision to a publicly listed Al & human intelligence leader

Won Payments Initiated CSR program; Strategic move
Founded Gateway confract; delivered and trained Deployed CRM for o into cyber
asa managed banking full-scale CRM & call EdTech client; shifted Conv‘ers[on. info security, Adding
Private Limited partnerships & management solution fo state-of-the-art Public Limited facilities at
Company customer support at for Navi Mumbai Didl Airoli (Navi Mumbai) Company Jaipur and
scale. 100 helpline. facility. Chennai
QB .S . . .
.) | . .) | | /
Expands info a Established a Established Empanelied by Became a NSE rf\t:/t:%;
200-workstation new set up in Gurugram facility Naficnal Hegalth listed company software
office facility, Banaalore with leading Au’rhonty . '
g i Govt. of India) for voice BOT and
secures new auto- Insurance client ( e ) . d I ¢
sector mandate. as anchor document verification. eve opmen
customer. Also, sets up a large of Al tools
600-seater facility in
Gurugram
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Defining Our Path : Vision, Mission & Values

o
-0
i\

A\
()
@

N
o~
%

|

“Become an industry leader in Al-powered BFSI solutions by
2030, shaping the future of customer engagement and growth
through tech and human resource expertise.”

"We are architecting the future of BFSI by integrating Al intfo our
core engagement strategies. Our roadmap to 2030 prioritizes
scalable, intelligent systems that enhance human capability.
We lead with precision, tfransforming operational complexity

into high-value, tech-driven outcomes for
long-term resilience.”

C

INTEGRITY EXCELLENCE

DIVERSITY

|

“Empowering businesses to turn every customer interaction
into an opportunity for lasting profitable growth.”

"We are modernizing the BFSI industry by embedding
automation and Al into our core delivery. We tfransform every
touchpoint through data-driven optimization, prioritizing
operational agility and cost-efficiency to provide partners with
high-performance solutions that elevate experiences and
drive growth."

%= | (& | (s

INNOVATION COLLABORATION
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Board of Directors

Mr. Rajnish Sarna

He is a first-generation
enfrepreneur with over
35 years of experience in
building and scaling IT and ITES
businesses. As the driving force
behind Enser
Communications, he has led
its transition from a fraditional
BPM company to an Al-driven
enterprise. His focus remains
on innovation-led  growth,
expansion into new
technology = domains, and
strengthening the company’s
long-term vision. He has been
recognized with the ‘Most
Innovative IT/ITES Brand 2024’
award and is a frequent
speaker at major industry
forumes.

Mr. Harihara lyer

He is co-founder of Enser
Communications,  brings
over 23 years of
experience in
conceptualizing and
executing pioneering IT
and ITES projects. Known
for his strategic and
operational expertise, he
drives key initiatives in
operations,  technology,
and process excellence.
His strong administrative
abilities and domain
knowledge have
conftributed significantly to
the company’s evolution
and sustained growth.

Ms. Gayatri Sarna

She has over 26 years of

experience in HR
leadership, specializing
in talent acquisition,
organizational
development, and
performance

management. She plays
a central role in shaping
a high-performance,
people-centric culture
aligned with the
company’s growth
aspirations. Her focus is on
building strong teams,
strengthening employee
capability, and driving
HR excellence.

Mr. Pradeep Phadke

He is an alumnus of IIT
Mumbai, brings over 45
years of experience in

operations, marketing,
branding, and people
development. He is

regarded as a mentor in
sales and communication
strategy and contributes
his extensive expertise to
guide the company’s
long-term direction and
governance.

Mr. Sunil Bhatia

He is a B.Tech and MBA
professional with 23 years
of experience in financial
services. A certified SO
27001 security expert, he
offers strong insights info
finance, compliance,
and strategic  business
development. His
expertise strengthens the
company's governance,
risk management, and
regulatory framework.
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Core ManagementiTeam

Mr.  Girish Devadiga has over 27 years Of
experience in sales and marketing leadership. He
drives business development, client relationships, and
key partnerships, enabling growth across domestic and
international markets.

Mr. Punit Virmani brings over 30 years of experience
across Retail, Logistics, and BPM. He has led high-
impact roles in Sales, Operations, and Business
Excellence, and has spent the last 16 years in senior
leadership positions. He oversees operational strategy,
delivery excellence, and overall business performance.

Mr. Kunal Soni has 15+ years of experience in [T
infrastructure,  systems — administration,  cybersecurity
governance, and consulting. He has a strong frack
record in designing and implementing information
security frameworks aligned with business goals and
regulatory requirements, ensuring robust protection and
compliance.

Mr. Rohan Shanbhag brings over 15 years of operational
experience. He manages day-to-day service delivery,
workflow efficiency, team performance, and process
optimization to strengthen operational excellence across
the organization.

Mr. Prathmesh Kambli has 14 years of experience across
IT projects, data management, application
development, system testing, and database
administration. He leads IT implementation, infrastructure
planning, and technology improvements that support
operational scalability.

Ms. Alisha Saraswat, is an Associate Member of the
Institute of Company Secretaries of India (ICSI) with
experience in corporate and securities law and
handling compliances of a listed company. She
oversees the Company’'s governance and compliance
framework, including regulatory compliances, statutory
obligations and corporate disclosures
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Parinered up with leading businesses

Enser is privileged to collaborate with esteemed clients across diverse sectors - including insurance, ed-tech, hospitality,

A AngelOne

N/ FYNTUNE

MAX
QIIFE

INSURANCE

\ g
MLPA
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Health Insurance
ealth
uthority
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m CAPITAL

RELIANCe

NIPPON LIFE
INSURANCE

A RELIANCE CAPITAL COMPANY
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WITH YOU ALWAYS

7y

LODHA

iy
“Clvba
M\ahindra

InsuranceDekho

TVUS =&

viacation

A\\W/ /.
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e-commerce and government agencies - delivering tailored solutions that drive measurable impact.
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Badhte India Ka Bharosa
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THANK YOU

ENSER COMMUNICATIONS LIMITED "
NSE SME: ENSER Email: cs@enser.co.in

For further information, please contact: @

Sakshi Shah
Email: SakshiS@goindiaadvisors.com

Nikhar Arora


mailto:SakshiS@goindiaadvisors.com
mailto:nikhar@goindiaadvisors.com
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