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FOC Limited
Dacember 02, 2027

Ladies and zentlemen good day and welcome w the FIMC Limited

Conference Meeting,

AL this moment all participants are in listen-only mode,. Later we wall
conduct a question-and-answer session. At that time, you may click on
the riise hand kcon from the weolbar v ask a question. When vour names
is anmounced, you are requested to enable the video slider on the
prompl and accept the popup to procesd with vour guestion afier the
management session concludes. Please note that this conference is

being recerded.

I would mow like to hand over the conference o Ms, Yarsharani Katre,
Company Secretary & Compliance Officer of FDC limited. Thank you
and over o vou Madam.

Giood aflernoon everyone and welcome w all of you. Glad 1o connect
with wou all virually, T bope all are safe and healthy during the
pandemic times. | would hke to introduce the FIXC Team present m

thiz Virmual Meert,

We have with us, respected Mr., Mohan Chandavarkar - Managing
Director.

Mr, Mandan Chandavarkar - Joint Managing Director,

Mr., Ameya Chandavarkar - CEO-International Business & Execulive
Direcior,

Mr. Sanjay Jain, Chiel Financial Officer,

Mr. Mayank Tikkha, AVP - Business Development & Commercial
Excellence.

We will begin the Conference Meet with the highlights on the Business
and Financial Performance of the Company from the Managemen,

followed by an interactive Q& A session.
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There might be ¢enain forward-looking statements. These statements
arg subject [0 cerain risks and uncerainties since they are hased on

certain assumptions and expectations of future evenis.

I wiould request the speaker participants © put on their video so that it
wiotild be a Tace-1o-face virtual et with our stakeholders, With this, |
shall now hand over the mecting to Mr. Mohan Chandavarkar — our

Managing Director, Over (o vou Sir.

Dear Investers, warm welcome o AnalystslInvestors meet. This heing
the first meet, I thought T will have the occasion to refresh vou on few

milestimes since inceplion.

FDXC's journey started in the year 1936 as Fairdeal Corporation as g
Partnership Company. Late Shri. Anand L. Chandavarkar, my father, a
young graduste from Bombay University, with Science background,
with his active involvement stamed this venture. My father from very
modest fumily background indtally was emploved in Dhrangadhra
Chemicals, as & Manufacinng Chemist, Employed in Bombay Garage
as & car salesman, Popular Book Depot in sales assignment, started this
venture of import and distabution of pharmaccuticals in the country

fronm g small, rented office at Laxmi Building, Sir P. M. Boad.

Popular brands from renowned manufiacturers like Ross Laboratonies,
Similac, range of vitamins from Walker Vitamins, research products
were promoted and distmbuted with small feld force, across the
country, o medical profession. Range of Penicillin products were also
mide available at the earlier stage of introduction in the world, as early
as 1947, first time in India, This activity amd service to medical
profession gave him confidence o convert in the vear 1940, this
venture into # corporation with a mission to innovate, manutacture and
market high quality healibcare products that could enhance the quality
of human life across the globe.
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Soon after independence, in 1949, he started with totally indigenous
knowhow and pamicipation  manufacturing  plant in Jogeshwari,
Mumbai, At this site in addition to phanma manufacturing, a surgical
absorbent cotton wool plant from raw cotton o pack form conforming
to IP guality standard and the main criteria was very precise limir of

absorbency for this produoct was essential,

During his tenure with limited financial resources, when the pharma
industry was  dominated by multinationals, he had © undergo
tremendons siress which impacted his health and he passed away at the
age of 54. Thercafter, Late Shri. Romdas. A. Chandavarkar, Managing

Director, Emeritus fook charege of management upto 2000

Before | proceed, let me introduce myself. | am Mohan, A,
Chandavarkar, Mapaging Director of FDOC Limited. T jomed the
Company in the vear 1958 after Graduation in Science stream from
Bombay University. My imitial traindng was given in Hallkine Institie
in analytical work in the laboratory. 1 joined the Company as an
apprentice and had to undergo full training schedule reporting to

technical head and various manufacturing sections.

Although FDXC had been family managed Company all along, 1t was o
blend of professionals and working promoter family members. There
are professionals who have nsen to the rank of Executive Directors on
the Board, Being a people-oriented organization even today, we have
large number of people having worked and recognized for 15, 20, M)

yedrs' service,

In the year 1963, mtroduced & range of Ophthalmic products for
glaveoma,  anb-inflammatory,  anti-infection  and  combimation of
antibiotic and corticosteroid first time in the country, at least from g
Inddian manufaciurer, which gained & very good market share in Indian
Pharma Market.
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Epidemics of conjunctivitis was a common feature and during this
ime, our wo  popular brands Vanmyceting  containing  0.3%
chloramphenicol  and  combination of coticosteroid  with
chloramphenicol was, by word of mouth, it was a very popular home

remedy For conjunctivitis for a long time.

In the year 1972, miroduction of ORS, well-known Brand Electral,
shomcut o IV therapy was made, Today, our brand Eleciral is in a
leading position. We have bwlt capacity which meets country's

demand and also exports as ORS world over.

In the year 1970—19%77. as per Govermment directive 10 cncourage
inchigenous  capacity  of manufaciure of basic  drogs, it was a
recuirement that formulation manufacturers could mtroduce only new
formudation they established and produced 1095 value of formulaton
by production of APl were granted license o new products, And that's
why (0 meet with this requirement in 1977-1978, we had sel up AP
plant in Roha Today, we are manufacturing Flurbiprofen., Timolol
Maleate, Brinzolamide, Dorzolamide, Cinmarizine, Flunarizine,
Fluconazole, Latanoprost and Bimatoprost and most of these items

have US-FDUA approval.

We gof US-FDA approval in the vear 1985 and most of these ifems
that we manufacture as APl have pot a backward integration. All over
exports of Cphthalmics are supported by a basic manufacturer of most
of these items which are used as Actives in Opthalmics for US generic

murket,

With this Ophthalmic market getting acceptance in the year 1994, we
b Lot of capacity constraints and with a conventional pack of glass
vial, rubber stoppers and aluminum seal, it was not a really large-scale
production capability, That's why we invested in wo Opthalmic

antomatic packaging machines in the vear 1994, We ordered two
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automatic packaging machines with sizeable outlay and a high cost of
invesment with loans and advances from Banks and  Financial

Institutions.

In the vear 1996, the Company listed on National Stock Exchange and
Bombay Stock Exchange. Since then, we ane a oo delt Company and
fairly large cash which 15 being deployed for R&D capacity,
enhancement at all seven locations along with quality contral labs with

the increasing requirements to meet world quality systems.

In 199E, we sof UK-MHREA approval for Ophihalmie facility at Walwj.
Similarly, we god accreditation for Waloj Ophthalmic Tacilities with
respect 1o DRS m 2005, In 2008, we were awarded US-FDA approval
for our new Baddi plant for Cephalosporins,

FDC is fully imtegrated Pharma Company with R&D formulations,
engaged in domestic dosage forms as well as ANDAs registration for

ROV countres,

B&D Syathetic for manufaciure of APls which are conforming amd
mecting DMF requirements tfor USA as well as CEFP registrations all

over the world.

R&D Riotech is also ai the initial stage supported by an integral
method development for ANDAs, DMFE, medical services, pharma
covigilance support and BE studies.

FDC develops, undertakes contract manufacturing for ANDAs for
overseas market at our US-FOrA and UK-MHEA approved sites.

FDC is currently ranked at 22 as per IMS, in the domestic market.
Approximately, 6000 people are working for the Company ouf of
which 4000 in marketing, over (K scientists picks up and engage in
R& Dy and Quahty System Managemeni.

Page & of 33



MNandan Chandavarkar:

FDC Limited
December 02, 2021
Thank wou, over to Mr. Nandan Chandavarkar-Joint Managing

Darector,

Cood afterncon all, T would like to summanze the key hghlights of
our Company. FDC has always been aligned wowards growing steadily
and o1 a stroog Toundation, Our theee primary pillars o achieve this
are a strong domestic business, a best-in-class manufactunng, and
regulatory track record and strong financials. Our efforts (o create high
growth brands and categories have now become strong levers to drive
srowth. Brands like Zifi, Electral, Ophthalmic, constantly innovating
our Functional Foods portfolio have a strong foothold in the Indian

Marke! now

Cur array of plants which holds a strong portfolio of accreditations and
ursenil of capabilities contnbule 0 ws, exporling globally o ever 50
countries, Our initial investmenis in the Company have provided us
with a solid infrastructune o grow FDC o where we are righl now,
FDC has seven state-of-the-art manufacturing facilities all over India,
mamely at Waluj, Goa, Roha, Sinnar and Baddi. They hold multiple
global acereditations and possess critical capabilities for specialized

procducts.

Clur Waluj plant possesses capabilities in Ophthalmic preparations,
Oral Liguids, Oral Eehydration Salis, and External powders. Goa
Plants | & 11 are focused on Oral Solid Dosage forms and rehvdration
silts. The site is approved by MHRA which is a GMP approved
facility for capsule manufacturing, Our third Goa facility is purely
focused on tablets in oral solid dose forms. The Roha sie is dedicated
o APT manufacturing and holds variows accreditations. Our plant in
Smnar contibuates majordy to Functional Foods verical along with
supporting owr ORS cfforts across the Company, The Sinnar plant also
has the ability to manufacture Spray Dned infant food supplements.
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Our Baddi plant has various accreditations, focuses on Cephalosporing,
Oral Solids, Oral Powders and Order Liguids.

Moving on 0 the Financials, our domestic sales contribute 1o aroumnd
87% of the wtal revenue, while export sales contribute about 13%. The
domestic  sales, anti-infectives  and  the  gastrointestinal  producis
contribute to almost 594 of the overall revenue. With other categorics
slowly building momentaom in the market, our goals are aligned to

maximizing the reach that our categories have across doctors in India.

As per the MAT September 2021, we have achieved a 17.3% growth
The jump from 2020 w0 2021 is mngible and is estimaned that at Bs.258
crores. With the domestic sabes prowing with the above, Noures our
export sales have also seen a growth of about 25% in the FY 2021,
With the ongoing pandemic scenurio, we continue to witness normal
operations across Manufaciuning Units, R&D center, and Corporate
Office. AL the Company, we are committed o protecting health and
well-heing of our colleagues and their families. We also continue to
implement rigorous safety and hygiene measures across all locations
without any compromise. We are very thankful to all our colleagues
for nsing o this challenge and ensunng business continuity. Thank

Yo

I will now hand over o Mr. Sangay Jain and Mr. Mayank Tikkha to
deliberate in detall on the presentation which you all have already
received. Thank you.

Ciood afternoon all, myself, Sanjay Jain, Chief Financial Officer of the
Company. | hope you all must have gone through our presentation,
which bas been made avalable 1o vou, T will take vou through the
presentation bricfly along with Mr, Mayank Tikkha, who heads our

Business Stategy and Development,
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We have broadly segregated our presentation in three segments, In the

first sepment, we have covered our strong domestic formulation

husiness which is supporied by our Magship brands like Zifi, which is

an anti-infective brand, and a well-known brand like Electral in ORS

segment, Our domestic  business  also includes our legacy on

Ophthalmie range of prodocts and strong poctfolio on functonal Tomds

and energy drinks. This will be claborared further by Mr, Mavank
Tikkha

In our second segment, we bave given a synopsis of our manufaciuning
plants located at vanous locations with wpdates on regulatory
approvals as on date. Lastly, in the thind segment, we have highhighted
a lew hinancial numbers, ratios and indicators of the past few guarters
which reflect the high fnancial capacity of the Company for the fuiire

arowth.

Now, 1 am coming to the revenue part in the first hall of the current
vear, our domestic contribution o overall revenoe is at E7% and
international business 15 at 13%, The same ratio for the last fimancial
year was at 755% for domestic and 25% for the international busingss.
Our internatonal busisess has increased w Rs. 323 croe in Financial
Year 2021 from Rs. 163 crores in Financial Year 20016-2017.

Mow, 1 will hand over to Mr. Mayank o take you through the domestic

formulation business,

Thank You, Mr. Sanjay. Good evening ladies and gentlemen. This is
Mayank Tikkha, T head the marketing and sales operations for FDC
Domestic. As Sanmjay mentioned, our domestic contribution to the
overall Corporate Earmings s ot B7%. [ would like w elaborae Turiber

on this 87% into various categories and segments where we operate.
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As vou can see in the pie charl, anti-infective contmbutes almost 34% to our
overall revenue. gastrointestingl gives us 25%, 8% s conmrbuted by
vitaming and minerals, 7% comes from derma category of products,
Ophthalmological give vs 6%, Candiac 15 5%, antiviral drugs give us 4%,
and 3% revenue comes from gyenec and respiratory category of producis,

5% are others apart from what | mentioned.

If I guickly take you through the domestic secondary sales data points as
reported by IQVIA, MAT September 2021, we have substantial growth
rates im this Tast 12 months, comolating to 17.3%, we have overall clocked

the figure of 1752 crores, as per MAT September "21.

In sales and marketing, as elaborated by Managing Divector, we have a
strong presence in the field of approximately 4000 plus team members on
the ground, which are working woross mne divisions,  marketing

approximately 130 odd products.

If I can elaborate further on our top 10 brands, which are in {ront of you,
what T would like to highlight that out of these top 10 brands for FIDC,
Seven brands are mnked Noo | in their respective molecular categones,
cjoyving a substantial markel share, Two brands are at No, 4 pozsition in

their respective molecular categories and One brand stands o 7™ rank.

I will quickly wuch wpon the top brands, Zifi our flagship brand in
Cefixime has clocked figure of Rs. 284 crores, overall market share is
24.8%. Electral. our oral relivdration product enjovs the Mo, | position. the
figure reported by 1QV1A is Rs. 283 croves, enjoying a market share of
T, Thied in line is Eperzal, our prodoct in the Energy Drink caegory
clocking a figure of Rs, 113, market share of 42.2%. Zifi CV our brand in
Cefixime Clavulanie Acid, reporfing a figere of Bs. 34 crores, market share
of 40.1%, Zocon, our brand of Fluconazole, Rs.53 crores, market share of
26.7%, Zifi-0, Celixime +Ofloxacing Rs.48 crores, | 1.7% is the market

share. Similarhy, 1 Zft infant formula, Bs.23 cromres, 73.5% s the market
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share, These are the top seven leaders, Apant from this, AMODEP AT, our

brand in the arpet category of products, ranked lourth, overall tumover s

Hs, 47 crores, market share T.7%. Zathrin, Azithromyein Bs.63 crores,

4.4% of the markel share. And finally, Vicofol, our fagship brand in the

hacmatinic category, drawing a figure of Rs, 78 crores, market share of
26415,

In the mext couple of slides. I will touch vpon some of the top brands
starting with Zifi. To give yon more insight how the dymamics is there in
the overall market. Zifi category leader in Cefixime, and T am happy 1o tell
wou that we ane maintaining a leadership position in this molecule. We have
maintained our market share of 224% plus rght throughout the last threes
wears or rather 1 can say from 2009, we have improved our market share by
0.8% 1o 2485, Yes, there is o Derce competition in the market with the
Brand of Taxim-0. But we have muinmaned our leadership nght

throughoit, Taxim-0 stands ai 22.5% in Celixime market.

Mext is Electral, our flagship brand in the WHO category of ORS, and [ can
proudly tell you as mentioned by our respected Managing Director, FDC
was the pioneer in formulating Electral or rather we can proudly say that we
give the concepl of ORS not only w the Indian market. bul (o the world
market. Here, we enjoy very good market share of T0.1%. Yes, the
competition 1% always there, but we are far ahead of the competition. Why 1
say 50, because the next in-line brand is Relyte at 13.3% only. Yes, we arc
working our level best o improve our penetration into this buoyant market

with enormous opportunitics in India.

Meat 15 Enerzal. category leader in energy drnk. Here we also enjoy o
market share of 42.2%. There has heen a slight dip in the last couple of
vears, muinly because of the competition in this category which quite
enhanced ORSL, ORSL+ brands have definitely moved ahead, But yes, we

are very confident that we will maintain our leadership and we are doing
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our level best to maintain this 40% market share by introducing more

varianls, Mavor systems, and multiple KLU,

Mext is a brand which has been a very recent creation of last five, six vears,
and 1 will proodly say s Zifi CV. As | said Celixime+ Clavulanic Acid.
We have grown substantially in our market share in the last three vears
which 1z evident i the shde from 36 1% we have moved o 42.0%, in 2020-
2021, And here we have beaten Taxim-0 by i substantial margin, Taxim-C
CV stands at 9.9%. 8o, this is one brand where we are very buovant and we
will try to capitalize on this further as we have done with our flagship brand
Zifi

Orphithalmic has been always close 1o our heart amd we are very happy tooell
wou, we still maintain third position in terms of volumes, Yes, on the value
proposition we are ranked 10 ths s magordy becavse our products are very
ecconomically priced. And this has been the ethics and ethos of the
Managing Director that we do provide ophthalmic soluions ar wery
economical prices o the Indian patients. Having said this, considering the
changing environment and changing economy in India. we will definitely

waork on the value proposition in the years to come.

I will quickly take vou to the AWACS highlights of MAT September 202 1.
As per MAT September 2021, FDIXC valoe growth stands at 22.2% against 4
market growth of 15.2%. Mot only this, in terms of volume growth also
FDC stands at 16.6% against the market growth of 7.1%. This volume
growth 15 very satisfying internally tor FDC, as a Company, because we
have always been dependent on our prescription sales in the domestic
markel., IT 1 can add so, FIXC is ranked the fifth fastest growing Company
among the top 25 corporates in terms of value, In terms of volume. our rank
it further high, ot fourth fastest growing Company among the op 25

COrpOTates,
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As we mentioned earlier that apart from antibiotics, we are also focusing
now on the Tunctional foods. And these are some of the highlights given
helow, are the new launches or maybe innovations in our prodoct namely
Zefrich, Turmyl, Simyl LBW, Humyl. Enetro Plus, MumMum, Simyl MCT
0il, Zioral and Calyumm P . These are all our producis in Functional Foods

and Mutraceutical calegories.

Yes, last vear, we had a challenge of COVID, And the market demands
were there for COVID preparations of drugs which are vsed in those
therapies. So we entered into the market of Favipiravir with our two brands,
FiFLL and Fuvenza. We also introduced Triguard, our brand of sanitizer
with two varants Triguard Hand Sanitizer which was a gel-based formmla,
And we also launched Trguard Hand Rub.

Apart from this, couple of prominent launches m the last 12 months have
been Salmodil a range cough preparations, Salmodil DX and LS. We also
entered o the buoyant imectable mirket or rather antibacterial injectable
markets with the hrand name Xt CF. We have also launched Y9F in the
Faracetamol market. with %9F 650 in the tablets and also Suspension, ETA
is a4 brand of Bilastine, which is very buoyant in the market, in the anti-

allergic category. Over (o viou, Sanjay.

Coming to the slide |6, we have highlighted the numbers oo the
International Business, where we have given the country wise breakup of
siles for formulation and AP business, for the first half of the curment year.
Omn the formulation side, 46% of the revenve is coming from U5, market,
followed by 12% in UK. On the API side, 19% of the revenue is from
Jupan, followed by Germany and Taiwan at 14% and 12% respectively.

In the next shde, on the quarterly perfommance, in the last gqearter, we have
registered the top-line revenue at Rs. 396 crore with 7% growth on overall
Yot basis with a srong demestic growih at 265% oo YoY basis, inspie of
the COVID lockdown due to the second wave challenges. On the half
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wearly basis, we have registered the top-line growth at 23% on overall YoY
basis, with 45% growth in domesic business. On the EBITDA side, we
hawve able to maintain the same at a healthy level of 24% in spite of various

challenges in the Intemational formulation business.

Chi the next slide, on the hall vearly basis, we have registered the top-line
revenue af Rs. B4l crore against Rs. 682 crore of last vear with 23%
growth, Oiperating expenses looks on the higher side, because in the last
year due to COVID outbreak. some of the major expenses like sales
promotional expenses, and field travel related expenses were at a minimim
level. And bhence it shows the increase. However, we have been able to

maintain the healthy PRT margin at 26% and a PAT marain af 21 %

Moving to the next slide. we have highlighted our performance for the past
five financial yveurs, And vou can see there 15 o steady growth on the sales
side from Rs, 146 crore to Bs. 1,316 crore on @ top line with a consistent
EBITDA margin as well. The EBITDA has grown from Rs.292 croe (o
Rs.421 crore and net profit-after-tax has grown from Rs 187 crore o R 294

CIores

Maoving o next, we have highlighted some of the Financial ratios like
Return on Equity. So up to the st Financial Year, we have registered the
ROE af 39%, working capital days at 68 days, around two months, Book
vialue Rs 102 per share and the free cash flow per share at Rs.14. Thank

VOLL

Thunk you all. So, now | request moderator 1o initiale with the Q& A

510N

Thank you very much. madam. Ladies and gentlemen, we will now begin
the question-ond-answer session. To ask o question please click on the
‘Raise Hand® button on the twolbar or the Q&A tab and click raise

hand. The operator will announce your name when it is your mrn 1o ask a
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question. Please unmute your Microphone and enable the video slider on
the prompt [0 pul on your Camera, please accept the prompl o proceed with
your question. All the participants are requested to restrict vour gqueries for
not more than five (3) minutes. Ladies and Gentlemen, we will wail for o

moment while the quene assembles. Thank you,

The first question 15 from the line of Ms, Neelam Punjabi from Perpetuity.
Flease go ahead, Ms. Punjabi.

S0 my first question pertaing to the domestic business, So if 1 look at your
I0-year history, histoncally, FDC has grown at around mid-single digiis,
the domestic piece. And all of a sudden in FY20, we saw a very high
erowth rate of abave 20%. So I wanted o understand what was the reason

behind 1t? This 15 my first question,

My second guestion on the domestic prece 15 that in the first half, we have
seen & 43% YoY growth. Do vou think that this kind of growth rate is
sustainable @oing Torward? And in the next two o three years, where do

wou see domestic business going?

Yes, i Neclam, | appreciate your question. Your pointer was pretty nght,
ves we ive grown in a single digit. 50 what has changed in the Fast couple
of years is that we have optimized ourselves operationally in the field and
we are very focusing on our core. And if you would have observed in our
presentation that we have focused in the first year on our top five brands,
and we have opumized curselves in the antibiotic category of products and
Eur..lru'int::ﬂilm] which nm_iurl:.' i5 driven by Electral and Enerzal. 5o, this

was step number one,

Yes, we are continuing that process, we are excited by oor performance and
the reflection what we got in the last two years, And moving forward, we
would be working on maintaining these kinds of growth rates by adding

some more category of products and some more therapeutics as 1 mentioned
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in my presentation. So, these are minor changes, operational changes which

have resulted into this Kind of growth mtes.
=0, are we confident of growing ahead on the market going Torward?

Yes, we are very confident, but having said this, ves, these are testing times
during COVID. Nobody can estimate what happens next. but if you woull
have seen a reflection in the last 12 months, with or without COVID, we
have maintained our growth rates far ahead or better as compared to the
market. Yes, it is always a challenging task to grow further, but we are very

upbeat about it, and we are working towards 16

Are you planning to enter into any new therapy areas for vour growth inthe

domestic business?

I would say not in a big way, we will first try to consolidate ourselves in
therapeutics where we mre already present. Again repeating myself, there
are many category of products or therapeutics where we are present, bul we
are not big enough as Tor the market opportumities. So we will try and work
our way through the next three category of produces where we are already
operational, We don’t find any need as of now to venture into a completely

new market, a1 least for next, maybe 12 months from here.

And lastly, | want to understand if | lnok at your international piece, in the
first half this busingss has almost halved on o YoY basis. So can you just
explain what was the reason behind i, and where do vou sce vour exports

husiness going forward?

a0, the first guarter this vear has been a challenge, and also the secomd
quarter for our U.S. business. Specifically, our US. business has brought
the overall international business down, and that is because of increase in
competition for few of our products. S0 we are cumently selling only

Crphithidmic prodiucts. So, competition bas increased, there fas been some
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price erosion, And therefore also market share, to gn extent has gone down,
S0, that is a single drver for the, lec's say lower performance or poorer
performance this first halt compared o Tast vear first half, because last year

we had an extraordinary year in the U.S.

Right, so gomng forward it is like around 14 cromes of quanerly revenue on
the formulation exports base and would you be able to grow from here

around mid-teens or if you can just give a growth rate?

We do not want to give guidance or give you any specific growth rate but
definutely for the rest of the vear, we believe we can close the zap and we
are making etfors w file more ANDAS in the LIS, register more products in
other intermanonal markets, o oor ooal will be o kesp expanding the
prisduct basket, and since the base is low there 15 scope for us to increase
our sales o the interoational markets, Also, for the US in many coses. as
MDD Sir said, we are backward integrated so we have the ability to control
cost right from the APLs o the formulition, so we are guite 1 would say

hullish about the Future For our intemation:al hosiness,

Thank you very much. T now invite Cyndrella Carvalho from Centrum
Broking, I request you to please uimute your mcrophone and cnable the

video slider on the popup to tum your camera and accept the prompt to
procesd with your question,

Yes, thank you for the opportunity and thank you management team for
giving us this meeting with all of you today and we really request vou o
keep this as a contineous interaction with investors. This will help us
understand the Company better and the managemem sieatesy owards the
business in a very good manner, S0, thank you so much and | request you to
Mlease continue with these kKind of intersetions, going ahead. Coming (o the
questions, | mean questions remain pretty similar, However, if you could
highlight whan Kind of srategy change that we are aiming in terms of our

domestic business? We have done & lot of change in terms of our marketing
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strategy in the domestic market in past, however then we saw the pandemic
hiiting the entire industry, so how is the performance around those sirategy
changes that we have done? If you could talk about your MR productivity
and what kind of straegies we are working around this MR productvities
to help us come closer to our peer level inour acute driven business? If you
can highlight this will be very helpful. The second pornt remains o the LTS
side, IF you could help ws understand, what Kind of new products are you
tulking about and what is the pipeline there? 1s there sny change in terms of
number of filings that we can expect in this market and how should we see
that coming up over two to three years? These two guestions first and then |

will add more. Thank you,

So hi. [ feel 1 have answered your question partly in the first question but |
will repeat for vour sake. As T zaid, we have ol made any massive changes
in our strategy stating from 19-20 onwards. What 1 said that we were
spaead too thin within the therapeatics where we are operating and we
found that mavbe the last [0 years we conld not justice with all the
therapeutics where we trying o operae, 5o we went back o the basics and
az | said that we were focusing only on consolidation in the antibiotic
category Electral, Enerzal, Vitcofol, Zocon; these kind of products which
are owr core and this contributes o almost more than 50% of our revenue
and T am happy w0 say that you might have also observed that we gol Fairly
good success in 18-20) by making these changes, yves pandemic came in
between and we lost the momentam bul yes we came very sirongly in this
Financial Year and this Financial Year, you might have seen that we have
outperfommed the markel in all these category of products where we are
operating. You saw in my presentation also, the top 10 brands, They have
gone emphatically in the marketplace. Now, vou also asked about the
productivity quotient, so | can say before 19-20, pur productivity per MR
wias close 0 not very specific number but close 1 2.5 lakh per head per
muonth which has gone up o 4 lakhs this year. So. we have optimized not

only our prisdoct portfolios from our focused standpoint but also we have
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worked deliberately guite hard on the productivity piece when it comes to
the MR operationally. So these are the changes which we have made. Over

tor o, Sic for International,

S0 Cyndrella, thank you for yoor guestion. So, in the US, we have been
selling about five ophthalmie products currently, You are probably aware of
them, Ciprofloxacin, Timalol, Dorzolamide and Doreolamide Plus Timolol,
what are the filings in the pipeline so what is in process, righi? 50 we filed
cefixime, range of cefixime oral dosage forms, that is in the pipeline,
olopatadine eye drop is in the pipeline and also we filed Otie solution, So,
these are the products in the pipeline. Our goal is that we will file at least
two ANDAS every vear on the bare mamimiam, maybe the number could go
up o three or four in some vear, so we are slowly bul surely increasing our
Focus and investment in filing more ANDAS because we believe that the UUS
market s a lucrative market and we have been able to compete, we have
been suceessful there, we have what it takes 10 succeed there, 5o it remains

4 top priority market for us,

Thank you so much for that and just o highlight again on the domestic
market, if 1 look at our positioning and our strong brands remain ahead of
market. and there are brunds like Zifi, there are bramds like when we have
some bit of competition. However, our positioning is on the leading side.
So, i we look af our covered marke!, would we be able o say thai
intermally the management focuses on growth ahead of this covercd market
where we are present and if so like would it be 3% 10 4% higher than the
covered market or you want to compare with the acute segment and say that
we will be higher around the acute growih of the market by 3% w 4%, Any

indications around here would like slightly helpful.

Yes, so a8 1 said that we are focusing on our covered market, but within our
covered market we have chosen some of the therapewtics as T said and 1

understand your guestion, Maybe you are trying o look forward that what
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do we do apart from Zifi? So we have many antibiotics in our portfolio
which are mod their category leaders, so looking imo the success of our top
portfolio we are irying to work our way (o push for these molecales in their
respective mokecular category and 1 did wouch upon Zifi CV recent creation,
if you record, we have substantially capitalized on the market share in the
lask twor vears, so this s one success, There are a couple of more which we
are working now, T will not share the brand names as of now but vou know
our portfolio. It is i the public domain. S50 we would hike to push our way
forward in the antibiotics much more emphatically and obviously as 1 said
that Electral, Enereal are category leaders and this is just [ would say tip of
the iceberg, This market is very buoyant, It does not have any boundarnies. It
is for us to think and grow the way we wanl. 50 we are working on thess
two category of products also in a hig way. Apart from this, we also
touched upon the functional foods, mulivitamins, these are calepories
where we are present 5o it is in my covered market, but am [ the carcgory
leader, the answer 15 na. So these are opportumties for the folure which we
will definitely try o work wpon. And T hope vou undersiand that when we
started growing in 19-20, all of this could not be done i one goso we have
benchmark for every year how do we move forwand, so definitely there are

plans 1o outperform the market in the years to come.

This is a bit on the normal book keeping guestion. On the DPCO <ide, whai
15 our curment exposure and any impact of the cument NELM though not vet
potfied officially bBor the list which was circulated that we anticipate on our
basket, anything you have seen” The other thing is on the CAPEX. These

tevy guestions and T will join back, Thank you.

S0 Cyndrella, as of now, whatever list is out we do not have any impact on
the NELM side and as far as vour second guestion with respect to the
CAPEX so we have already informed 1o all our stakeholders we have been
instlling our fourth ALP line and amount would be somewhere around 70

to 8 erores, project plant of around two years or 50, Apart from that, we
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are also going to develop our own Corporate Office which will have a

budgetl of around 180 w 200 crores. Also, we have a rouling replacement

and vpgradation CAPEX budget every vear to the tune of 40 to 3} crores,
These are immediate or planned CAPEX budget for the Company.

Current DPFCO percentage on sales would be at?
This would be somewhere around 44% of total revenoe.
Thank you so much. 1 will poin back in the queve.

Thank you. Before we take the nexi question, we would like o remind the
participants to please restrict your questions to five minutes. Participants are
also requested to click on the raise hand button on the ool bar or click on
the Q& A tab and click raise hand to join the guestion queue 1o ask their
questions. I now invite Aditva Khemka from InCred PMS (o please go
ahead with his question. | reguest you o please unmute your micraphone
and enable the video slider on the popup o fum your camers on and

proweed your question, Mr, Khemka.

Thank you for the management team for hosting this call, really appreciated
by us as investors and just like the previous paricipants mentioned we
would really appreciate if this could be a quarterly feare where after
declaring your quarterly results, if you could just speak 1o us o half an howr
to one hour. That would help us keep abreast with the developments at the
Company level and that is the gold standard of operating if you ook 8t your
peer companes as well. 5o really, really appreciate if yvou guys can do that
on & quarterly basis. Coming o the question, S0 question one, T think this is
for Sanjay Sir. Sanjay. at & gross block level in FY 21, we had total gross
block of 900 crores. If vou were to call out only those assets which are US-

FDA compliant, what would their contribution to gross block be?
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S0 our US related businesses is mainly driven from our Waluj plant and the

overall pross block of Waluj plant is somewhere around 120 cromes.
And Boha too, right? Roha makes the APTT
S0, there the gross block will be somewhere around 60 odd crores,

S0 120 and 60, so the dedicated gross block basically for US is broadly
speaking is 18 crores, | understand that these plants would alse be
producing products for other geographies but largely these two plants
woujd be?

Let me clantfy, These 120 and &0 crores gross block is of the Waluj and
Eoha plant respectively and we won't have a4 specific number for the LS,

wie nieod to work owt on that number which we can.

I undersiand that, What [ wanted 1o get at was if vou continee o do your
U5 sales rmun rate which was 19 crores and maybe 14 to 13 crores in the
second guarter and first guarter, basically what T see s that vour annual TS
revenue would be somewhere between 50 o 60 crores and that is after
building uwp an assct base for the US which 15 100 crores imcleding the
formulation and APl so clearly vou must be remendously underutilized in

wour asser, so whalt 18 vour capacity utilizaton at Waly) and Roha?

It s mod speecific TS, B 6z making domestic products also. There is nothing
specific.

So Aditya, just to clurily these plans you probably are aware that they
manufacture products for various markets for example our AP1 facility in
Foha, we currently are supplving a lot o Germany, Japan, so probably the
math that vou are looking at in terms of okay 180 crores dedicated to LS
1= probably not the way we would look at 6. Sure, if vowr question is, can
we do more in the UST Do we have capacity to do more in the 15,

defintely vou are on the nght rack amd we are working on that, for
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example, we are investing as Sanjay mentioned in a new ophthalmic line,
ALP, what we call ALP4 which will again 10 a greal exienl caler Lo
demand in the U5 market. For instance, our Baddi facility is also US-FIDA
approved butl corrently we are nol telling anything. So, it is just in a way
reflects our vou can say capability o omeet with these regulatory

requirements.
Capacity 15 camenily utilized For domestic,
Yes. Baddi utilized completely for domestic currently.

Same with Walw), Aurangabad. Capacities are primarily for domestic and
wi export, S0 it is not that we have facifity buoilt only for US or only for

EJ'EFH.'!T!-:-.

Adall our locations, quality system is built on world quality svstem that is
required o meet US-IFDA, so st any fime 1L mects with domestic
requirements as well as any part of the world as far as quality standards

have to be complied with,
So Aditva, what MD Sir is saying 15 that we follow a one quality policy.

That is excellent. That is actually very-very comforing o know, Thanks
for the response. | am just confused as © how do you go from 190 crore
revenue in FY 21 1o a 30-crore revenue in US in first half of FY 22, 1 know
vou ouched upon it, there is price erosion, there is markel share cost, but
vl sell six produces in US, rightT 5o in six producis in US il you are
doing 3 crores in frst half, &0 crores For the full swear let us say, you are
doing like %1.5 million of products. Have we withdrawn any product in
the US or is it the price like declined 60%% to 70%. | mean what exactly
happened there, If vou could give us more color it would be helpiul for us

to understand the fabric of the business that you are in, right?
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So, what happened Aditya is we were selling a lot of Timolol malleate eye
drops and we had garnered over the last couple of vears we had got abou
MF% o 605 market share, thanks 1o a couple of competitors dropping out
of the markel. Now, those two competitors have re-entered the market and
they are significant players, so typically what happens is compames make
roomm and they share the market, they co-exist, and that has what has
happened in the Timolel market, floxacin, something similar has
happened, where we have had to co-exist, make way and so 1o that extent
margins and theretore profits have also been impacted and you probably
ure familiar with how prices can change when competition increases in the
LIS, so that has really what has happened. The base for us is not that
significant compared 1o ler us say other pharma companies where numbers
can change guite drastically if the competitive intensity increasas, so those
two products we got hil. We are hoping this next hall that we will caich up
to an extent, hut US business comparad o last there will be a deficit for

this year.

I got you. And how are you hoping to caich up? Whar will change in the
business for you to catch up, you will just launch more products and if

ves, would those be more ophthalmic or more oral solid products?

We do not have an oral solid nght now Aditva to sell in the US. We are
looking al some contract manufaciunng opporunities, bul coming back (o
ophthal, to answer your question, it will be the same products plus we are
looking at maybe increasing volume in a couple of other products, so we

are doing our best, Itis a bit of an upward slope right now.

In addition, we will be coming with Otic ear drops as well as olopatadine

new percentage,

Olopatadine is still in filing, s0 we are expecting that we might get one,

may be two approvals, soon and may be clock some sale in this financiil
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vedr itself for those one or two products, So effonts are on full swing, we

are poing (o do our best o close that gap.

Understood, Given the difficulties we are expenencing in the US business
and the kind of price erosion, market share loss that we are [scing why arg
we piatting up an extra ophthalimic line for the TST Do vou think it is good

capital allocation o do that?

I will take that. Definitely Aditya. we aciually had 1o at times rationalize
our capacity, not only for the US but alzo for other markets that want
products from ALP3, what we call ALP3, ALPY, there 15 appeiite globally
for our ophthalmic products that are packaged in 8 cenain way that gives
them maybe superior stenlity, aseptic packagmng that we use, blow-hl-
seal technology, so we are not really concemed about whether that
capucity will be wiilized or not, We have done the math, we have booked o
it from all angles, we have done thorough 360 degrees on this and it is
definirely poing w be an invesoment that pays ofl because we also have

the domestic market where we are heavily invested in ophthal.

Understond. That makes a lot of sense. 1 appreciate. Just one last guestion
o the domestic sales, S0 obviowsly we have seen extraondinary growth in
the first half of FY'212, to my understunding obviously panly led by the
refurn of the acute sales which were not there last vear becawse of Covid
lockdowns, but 1 also believe that we were helped a little by o very good
malaria and chicken guinea and dengue season this year where Electral,
and Zifi kind of products get a good amount of prescrption. 1 just wanted
the managements sense on that because there was an extraordinanly good
season this year, What this would imply is that next year if you do nol get
extraordinarily good malaria or dengue or chicken guinea season, then
vour sales next year will setally not grow very well because vour ORS
product will be sitting on a high scasonal base, So just wanicd your

thoughts on that.
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I wiould say that chicken guines. dengue comes every vear beciuse we
huve been sidyving these patierns Tor almost 10 years now. The
differentiation was the feverish conditions and people more may be
curious aboul fever becanse of the Covid in the first halfl o that led to the
upsurge in the antibiotic caicgory of prodects but we are very confiden
that every vear mavbe chicken puinea, dengue come every year, mayvhe
the span might be slightly different and our products directly are not into
the category or may be the treatment but as vou rightly sad Electral,
Enerzal kind of products do get co-prescribed bat the beauty of our
products is Electral, Enereal #5 nol dependent only on these two
indications, there are multifold indications where we can targets. so we iare
very confident that these two products will not take a hit because there are
almost 10-12 indications where we work on of our doctor prescription <o
one or the other defintely 15 going 10 coatinue i the next vear also.
Antibiotics, definitely as | said it was upsurge because of all the factors
including starting from Covid and then ot was shehtly more of o pedistric
infection sctfing im and chicken guinea, dengue evervihing put together,
and we see that as 8 chellenge for our brand, Zif, and that = why |
mentioned in all my statements earlier that we are working our way
through the other antibiotic category of products also to maintain our
miarket share in the antibacterial category of products overall. 5o again,
these are speculanons or rather the planning what we do based upon the
trends of the last five years but as T said in one of my answers earlier
nothing can be predicted these days because after COVID-19. the industry
has been bebhavimg in a very different way and we can only do our best
based vpon the knowledee of our therapeutics what we have and the

market what we understand,
Thank you. | now invite Ajis Lakhani from Unify Capital.

Hi Sir, thus 15 Prithviray Crom Unify. [ just have a couple of guestions,

Chiestion nember one, we arc sitting on a cash of 10 crores, 50 1 just
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wanted to onderstand what is the capital allocation policy of the Company,
Are we looking o do any buy-back or increase in the dividend pavout

ratia’?

I would like w ke that question. Yoo are right. We are sitting close 1o
1000 cvore of measury on our books amd you muest have also poticed that in
the past we have been giving consistent pavout to all our sharcholders,
gither in the form of buy back or in the form of dividend. So in the last
three financial vears, we have given a buyback to the tune of 120 crore
gach financial year and prior to that we have also given a good dividend to
all our sharcholders. Secondly, the cepital allocation as you must have
heard in the previous conversation we have certain CAPEX in our plan, so
alter the CAPEX plan, some amount we would like o retain for

emergency in the buziness, Thank you,

Just a suggestion from owr side, | goess we understand the CAPEX
requirements., so anyvihing at a time CAPEX requirements it possible try
incregse e payout ratio of do a buyback o that it will reward the

shareholders.

Last fow buybacks, the amount of payout fatio was close to 405 o 0%
in each financial year, which is significant m terms of percentage

allocation From our PAT,

Sir. 1 am going to my second guestion. If 1 see your EBITDA margin you
were making 24% o 23% pre Covid and during Covid your macgins went
up. So what can be the sustuinable margin going forward and what is the

range thar vou are looking at?

So, if you have gone through our Slide 17, we have mentioned almost
eight quarters EBITDA muargin. The EBITDA margin is maintained
somewhere around close o 25% to 26% and we believe that we will be

able o mainiain in this range only.
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And Bir, finally one question. If 1 see vour six vears nambers, revenuoe
increased by 50% whereas emplovee expenses wenl up by 120%. So
emplovee expenses as a percent of revenue which used to be 15% to 16%
in FY 15 moved 1o almost 25%. Sir, vou Know, we are trying 1o understand

what explains this significant increase in emploves expenses?

S0, the reason for increase in employee cost in the last three to four years
back we have expanded our fields and increased a fixed and close o 10000
odd numbers and becavse of that the overall quantum of the emplovee cost
has zone up and that has also added forther on account of the olher
regulatory or the government related payout in forms of wages and some
other kind of retirement benefits 1o that also it has increasad the overall
emplvee Cost as o percentage ) revenie, bul i the recent past in last iwo
or three vears, emplovee cost as o percentage (o the revenug is mwre or
less stable at 20% or 22%. 5o, that just gone up between somewhere in
from 15%, 165 w 18%, 19% from 16% odd o 20%: afwer that it is more or

less stahle

And finally, one book-keeping question, 1s there any one off in operating
gxpenses in this quanter nembers because the 10( crores scems to be on a

higher side?

B0, if you are comparing the 100 odd crore with respect o the last
financial year, 5o as 1 explained in our earlier presentation, the last year
the majorty of the expenses were not there like sales promotional
expenses, o fiekd travel expenses which sre there in the cument financial
vedr, S0, when you compare on guaner-on-guarter basis the numbers

Iooks on the higher side.

Thank you, T now invile Padmaselvan L from Etersiry Capital, Please go
ahead,
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For some regson my video is not engbled | am ot sure what exactly is the
reason L says 1 am nol allowed o enable the video option [ am not sure

why if that is okay to save time shall I continue with the question.
Yes.

I'am very new to this Company and [ have a couple of guestions, couple
of high level questions now this is related to the past capital allocation,
related 1o the question asked by the previous participant now when [ loak
at last 10 vear period, 40% to 45% of your cash flows has been reinvestad
i the business to guantify i roughly 750 crores has been reinvested amd
another 43% has been distributed in the sharcholders through buybacks
and dividends which = commendable, now can you please break up this
CAPEX between domestic CAPEX and export CAPEX!

So, we have understood your question, but it is very difficult to allocate
the capital allocation for the domestic CAPEX and then international
CAPEX because both are called as a combmned shared facility.

Shared Facility is primarily domestic and the rest of the capacity 15 unilized

for cxports,

Chir quality systern is robust and we follow one quality system and that 13
the Uniform CAPEX.

We do not have a dedicated facility for imternational, is that your guestion.

MNow as fir as futere allocaton is concemed is it fair W assume that the
past trends will remain the same meaning ronghly 40% o 45% will be
reinvested and 45% will be given back to the shareholders?

S0, we will fry our best considering the various challenges, the
opportunity that we foresee esoing forward we will oy 1o maximize the

pavoul to the shareholder as Far as possible,
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Mow moving on w my second guestion, now would the promoters
consider monetizing their holding in the Company either partially or Tully
im future and if ves what are the criteria that vou would consider with
respect to the potential buyer the valustions that yoo see or the minimum

and the maximum stake there you would sell?
Simple answer 15, we have never comsidered it.
I now invite Abdul Qadir Puranwila from Elara Capital. Flease go ahead.

S0 couple of guestions on the Todia business and on the export side as
well, o 1f T go through the presentation on the Enerzal side there 15 2
constant decline on the market share 1 see your nearest competitor is also
facing market share issues, so coold vou please highlight what is actually
happening in this space and why the top two players are losing market
share?

S0 I iake vour question. Yes there is a decline in our markel share as far as
Enerzal 1s concerned, but this market 15 not very well defined in terms of
BEXOTCOTY and if T compare with the Enerzal WHO category of
products, but energy dnnk 15 a very wide horizon of products which has
ot only the prescription-based Company and also the FMCG based
companies are playing in that field and you know the boundaries are
getting broken today. Earlier it was FMCG was playing only in the
modern trade and the general trade and it somewhat got limited for o
prescriplion modern trade companies, bul what happened is now there i a
thin line between how Companies are overlapped in these markets. 5o that
is why we see a slight dip, but 1 did mention over that we have anderstood
this that there is a slight market share loss to the tune of approximately 2%
and for that we are now looking ot increasing cur portfolio in the Enerzal
market, We are entering into newer vanants and also bringing number of
SKEUs 5o you might have observed that earlier we were only w powder
and liquid and Tetra Pack but in the last one year we had emtered with the
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PET bottle, 30 we are bringing multiple varants, we have recently

iniroduced Enerzil Zeros and we are tracking that and it is for the calorie

conscious people. 5o, these are some of the highlights by which we are

trying o work areund and ry and maintain our leadership position with

the market share also being intact. We are confident that we will be able to
o that,

Sirif 1 look at vour portfolio, 1 know barning  Zifi, Electral, Enerzal, what
would be the growth in the portfolio would it largely be skewed towards
this top three brands or the growth is Fargelv even out across the pertfolio”

a0, i T can comment on the first hall of this financial year, 1 can probably
tell vou that all owr top 20 brands have grown significantly of T compare
my growth rates of the historical past, So, yes there is 3 skew in terms of
the top three brunds when it comes o the percentage contribution coming
for my domestic sales, rest of the brands are smaller in terms of overall
revenue, but the growth rates are prety booyvant and we are working on it
it you recollect in my presentation, |did mention ahowt Ziti OV where we
have worked out and I have answered this earlier also that apart from the
top 3, now we are focusing on the top 10 and that i3 why | showed you a
top 14 and what we can assure that we will see a drastic change in the
bottom 6 o 10 hrands which we are irying to work upon and try o ge
more marked share in those category of products. Apart from this, we are
working around vitamin, mineral, catcgory functional foods so these

would definiely belp us o continwe m this momentum forward,

S0 on vitamins that was my next question on %o typically 1 believe on this
category is largely dominated by MNCs, s0 how are we going Lo position
ourselves in this particular in thiz set of products and what is the
competitive edge we would get as compared to and we see we have almost
eatablished brands in the scgment as well as they were Kind of spent on

marketing were also considerably guite high?
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I appreciate vour guestion, but 1 would slightly differ over here MNC
threal was there 10 years back. Now you will see any category of product
or any related category for that matter, The Indian Company are doing
rielatively well mke example of antibiotic some 15 or 20 vears back agaimn
this was ruled by the multinational companies. Now, similarly the
example of the transitions happening in ancther portfolio 1= also vitammn,
mineralts we do not see as & threat, Yes, some of the brands are very
impacting from the multinational Company, but multivitamins nutrition is
again wide category of product, So we are coming up with many
innovations in that market and we will try to create our own space in the
therapeutics catepory or mavbe the specialty of doctors which we are
operating. So, we are not argeting one molecule o answer your gueston.
We will be Inoking at multifold brands or multiple SKLU o target varions

categorical doctors whom we meel.

Auied =i qust couple of more on the expaort side of business, T understand, as
explained earlier in thix presentation that there were few products becanse
of the competition we had lost market share a bit, just wanied o
understand how profitable this business would be | understand clearly
from a FY 20 level it would be largely quite low im terms of mangins, but
are we still at the Company level margin when it comes 1o the US business
because that is where we again going o have some amount of investment

mCAPEX soowould it plan out in the mangin side?

Sa, the US business is probably the most profitable business for us: So, |
arn not sure where you are getting the impression that the margins are low,
See we are in the niche category of products the opthal caegory is niche
category and there are relatively fewer players in that space compared to
the oral solid dosage forms. So. it is a significantly profitable business and
as vou know the US market itself overall is more lucrative than any other

market in the world and specifically speaking the ophthal business is a

Page 32 of 33



Moderator

Varsharani Katre:

Muoderator:

FDC Limited
December 02, 2021
lucrative buginess. So, ves there has been some price erosion marging have

gone down, bul it remains a faifly profilable busingss for us.

Thank you very much, Ladies and gentlemen that was our last question for
today. 1 would now request Ms. Varsharani Katre for closing remarks.

Ohver 1o you, madam

Thank you All. Thank you all the participants for joining this Virtual Meet
of FDC and the speakers as well for expressing their views. FDC will
strivie  to remain  connected  with  all  its stakeholders o soch
AnalvsisTnvestors Meet. In caze of vou have any concemns, please reach

nut b0 s on invesiors e

ig.com, Thank you all again.

Thank you very much members of management. Ladies and gentlemen on
behalf of FDC Limited, that concludes today’s session. Thank you for
your participation, you may now exil the Meeting.
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