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Export is a little bit lower, but not materially so. If I look at the cost of servicing the domestic
market, it is higher in terms of below the gross profit line whereas the cost of servicing exports is
lower. So if I net off both, even though export gross margin may be a little bit lower, since the

expenses below gross margin are lower, in export net margins would be similar to domestic.

Lastly on this scientific ware only, do you have any number in your mind for the next two years,

three year, you wanted to achieve in this segment?

I am waiting anxiously for how our Borosil Technologies evolves. I think that is one of our key
success factors here. If the instrumentation division of our company picks up steam over the next
two years, I think we can be quite aggressive. That is what we are gunning for and we are hoping

for, but we will have to wait and watch. At the moment, I cannot give you any number frankly.
Thank you Shreevar. All the best.

Thank you. The next question is from the line of Akhil Parekh from Elara Capital. Please go
ahead.

Sir many congratulations on a good set of numbers. My question is on Larah, we have shown a
very good growth of 16.6%. How much was it because of the volume and how much because of

pricing?
Rajesh could you help?

Yes, this is mainly the volume growth, so we have not increased our pricing, pricing remains the

same as of the last Q1.
Okay and so volume growth. It is because of increasing penetration in the distribution reach?

We have actually added new products. We have added new products and like Rajesh was saying
we have been able to add new distributors for the new product ranges. Moreover at existing

stores the new shapes and sizes would have had role to play.
Sir if I may ask what was the new product?

Look they are variants. For example we added something called mixing bowl in this quarter, we
added different shapes of mugs, different designs. We have gone ahead and made a pretty
interesting range of new plates, which have done well. So these are line extensions, I would not
call them new products per se, but they are different variants. A plate is a plate is a plate, but we

have playing around with the design of the plate or even the shape of the plate.

Got it Sir, any plans to increase the premium in dinner set in this particular category, given that
Cello has also launched premium range, which costs around Rs.3200 to Rs.3300 for the standard

27 piece dinner set, do we have any idea?
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No. We have some very good products, but at the moment I do not think the market is in that
phase of premiumisation frankly speaking, I think things are looking tough and people are
looking for more value than for premium deals. We have very premium shapes and sizes in our
product catalogue or range, but we may defer those launches till we believe the market is ready

for that.

Sir we have seen very good margin actually on a YOY basis in Larah, so has it been more on the

gross margin level or below gross margin there?
Below gross margin.
Got it Sir. Thank you so much.

Thank you. The next question is from the line of Prateek Giri from Bellwether Advisors. Please

go ahead.

Thanks for taking my question again. Shreevar I think there is a void when we come in the age
group of two to six or two to seven years particularly in drink segment. So milk drinking for kids

for instance. Are we seeing any product opportunity?

Yes, you are absolutely right. It is a very good input and we have also spotted that. We are
working on something, but at the moment we do not have anything ready launch straightaway. It
is a bit of challenging segment to serve because you cannot market baby bottles, but we have

spotted an opportunity in baby and children’s product, but we are still working on it.

Even from marketing perspective I guess Shreevar it will be good if we can target few products.

I got your point Shreevar. Thanks a lot.

Thank you. As there are no further questions I now hand the conference over to Praveen Sahay

for closing comments.
Thank you everyone for participation and Shreevar if you want to add something?

I just want to thank you everyone. I think quite insightful questions were asked. I hope I was able
to answer them satisfactorily. As I said at the beginning, we are quite positive about the future of
the company. We are very happy with the consistent performance over the past few quarters and
past few years and we hope as a team to deliver more of the same. Thank you for your support

and talk to you in the next few months.

Thank you. On behalf of Edelweiss Broking Limited that concludes this conference. Thank you

for joining us and you may now disconnect your lines.
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