
 

 

PDS/SE/2026-27/27                                                                                                                            June 15, 2026 

 

Listing Department 

National Stock Exchange of India Limited 

Exchange Plaza, C-1 Block G, 

Bandra Kurla Complex, Bandra (E),  

Mumbai -400 051 

Scrip Symbol: PDSL 

Corporate Relationship Department 

BSE Limited  

Phiroze Jeejeebhoy Towers, 

Dalal Street,  

Mumbai- 400001 

Scrip Code: 538730  

 

Sub: Investor's Presentation for PDS Investor Day 

 

Dear Sir/Madam, 

 

Pursuant to Regulation 30 of the SEBI (Listing Obligations and Disclosure Requirements) Regulations, 2015, please 

find enclosed herewith the Investor's Presentation for PDS Investor Day to be held by the Company on Monday, June 

15, 2026, at 3:30 PM (IST). 

 

The above information is also available on the website of the Company at www.pdsltd.com.  

 

We request you to kindly take the above information on record for the purpose of dissemination to the shareholders. 

 

Thanking you, 

 

Yours faithfully, 

for PDS Limited 

 

 

 

 

 

Abhishekh Kanoi 

Group Legal Head & Company Secretary 

ICSI Membership No.: F-9530 

 

Encl.: As above 

http://www.pdsltd.com/


PDS INVESTOR DAY

J U N E  2 0 2 6

WELCOME TO



P D S  L I M I T E D

P D S  I N V E S T O R  D A Y  |  J U N E ’ 2 6

The Presentation is to provide the general background information about the Company’s activit ies as at
the date of the Presentation. The information contained herein is for general information purposes only
and based on estimates and should not be considered as a recommendation that any investor should
subscribe / purchase the company shares. The Company makes no representation or warranty, express or
implied, as to, and does not accept any responsibil ity or l iabi l ity with respect to, the fairness, accuracy,
completeness or correctness of any information contained herein. This presentation may include cer tain
“forward looking statements”. These statements are based on current expectations, forecasts and
assumptions that are subject to r isks and uncer tainties which could cause actual outcomes and results to
differ mater ial ly from these statements. Impor tant factors that could cause actual results to dif fer
mater ial ly from our expectations include, amongst others, general economic and business conditions in
India and abroad, abil ity to successful ly implement our strategy, our research & development effor ts, our
growth & expansion plans and technological changes, changes in the value of the Rupee and other
currencies, changes in the Indian and international interest rates, change in laws and regulations that
apply to the Indian and global pharmaceuticals industr ies, increasing competit ion, changes in polit ical
condit ions in India or any other countr y and changes in the foreign exchange control regulations in India.
Neither the company, nor its Directors and any of the aff i l iates or employee have any obligation to update
or other wise revise any forward-looking statements . The readers may use their own judgment and are
advised to make their own calculations before deciding on any matter based on the information given
herein. No par t of this presentation may be reproduced, quoted or circulated without prior written
approval from PDS Ltd.
F igures have been rounded off to the nearest Cr/Mn except other wise stated
Previous per iod figures have been re-grouped/ reclassi f ied wherever necessar y, to conf irm to current
per iod's classi f ication and the impact of the same is not considered to be mater ial .

2

Safe Harbour



PALAK SETH
EXECUTIVE 

VICE, 
CHAIRMAN



1. The Big Picture
What is PDS
How it works
Who we are

What we do: PDS Services

2. Our Advantage
Why customers choose us

Why talent chooses us
A model that is hard to replicate

3. The Market
Macro environment

4. Business Update
4.1 New Business

4.2 Customers

5. Risk Management
PDS risk architecture

Our governance partners

6. On The Stage

7. Future Focus
Building towards 555 strategy

How we will get there



THE BIG PICTURE
What Business are we Becoming?



NORWEST
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PDS

WHAT IS PDS

We are a parent 
company to 40+ 
business verticals 
led by Leading 
industry Experts.

1
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 Growth & Partnerships
 Banking
 Treasury
 IT
 HR
 Legal
 Risk & Compliance

 Design
 Development
 Critical path
 Manufacturing
 Quality assurance

The PDS Platform The Subsidiaries
Focus on the CustomerFocus on Partnerships

& Operational Excellence

PDS

NORWEST

HOW IT WORKS1
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WHO WE ARE1



We have evolved into a services
business, with product at heart.



Governance

feeding innovation

ESG Financial StrengthStrong Leadership Tech Enabled

Manufacturing
We have four Manufacturing 
facilities across Bangladesh, India 
and Sri Lanka, producing 62M 
Pcs/Year.

Category Management
We act as an Outsourced Buying 
Department for a particular Category.

Brands
We run and operate Brands both as 
owners and as Licensees,
partnering with global IP firms.

Sourcing as a Service
We act as the outsourced sourcing 
office for a particular region or 
category.

10

Design-Led Sourcing
We act as a Full-Service Vendor 
and an extension of a Brand/ 
Retailer’s design & product teams.

WHAT WE DO: PDS Services
We are a services business with product at heart.1



OUR ADVANTAGE
What sets us apart



C-Suite leaders in the world’s largest 
Brands & Retailers come to us with 
challenges..

We listen, and design
bespoke solutions
around their needs.
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 We move fast

 We are doers

 We attract the best talent

 We offer unseen transparency

 Strong compliance policies

 Tech as the bedrock

Scale of a listed company, agility of a startup

We don’t just advise, we execute

Our Subsidiary CEO’s are Owners with Equity

Radically open on commercials = high-trust

Zero tolerance on ethical and social compliance

Our Platform runs on SAP with bolt-on AI solutions

WHY CUSTOMERS      CHOOSE US2
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Owner’s 
Equity

PDS Group
 Highly scalable
 Higher ROCE by investing in organic 

growth instead of acquiring ready-made 
businesses at higher multiples

 Tap into PDS scale
 Leverage the Ecosystem
 Become a Partner, not an employee

Business 
vertical

A MODEL THAT IS HARD TO REPLICATE
Very few businesses today would be able to re-create our model, which is 
what makes PDS one of the top 2 industry players globally.

2



Michael Yee I 2025
CEO of GSC Link (PDS subsidiary), with previous 
leadership roles as MD at Kate Spade, EVP at GAP, 
and CEO at MGF Sourcing.

Arnold Panagiotopoulos I 2024
Head of Sourcing at Design Arc (PDS subsidiary), previously 
Global Sourcing Manager at C&A.

Gareth Hall I 2024
Commercial Director at Spring Near East, previously Sourcing 
Director at Hanes Brands and Target Australia.

Melanie Wilson I 2024
Executive Director at ON:ME, with previous experience as Senior 
Director of Global Sourcing at ASDA/George for 10 years.

Chris Bath I 2025
Global Sourcing Director at Poeticgem, previously Director 
of Global Sourcing at Sainsbury’s for 24 years.
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Paul Wright I 2022
Executive Business Development and ESG Director
Previously Sourcing & Quality Director at Dunelm, Primark, 
ASDA & MATALAN 

The best leaders value Partnership.

Andrew Reaney I 2024
CEO at OLE (PDS subsidiary),
Previously in director roles in Buying, Product, and 
Sourcing at Dunnes, Primark, and Boohoo.

Abhishek Nawani I 2025
CEO of PDS Manufacturing & Stellar Brands (PDS subsidiary)
Previously in supply chain role at PVH.

WHY TALENT CHOOSES US2



THE MARKET
What Are We Seeing?



PDS offers COO 
Diversification

How does this benefit PDS?

PDS’s Outsourcing 
models highly attractive

PDS’s Short Lead & small 
MOQ solutions in place

SG&A COST CUTTING 
IN RETAILERS

ORDER SIZE & LEAD 
TIMES REDUCING

GEOPOLITICAL 
INSTABILITY & 
TARIFFS

17

PDS winning as top 
financially stable partner

VENDOR BASE 
CONSOLIDATION

Value segment winning
= core PDS customer

CONSUMER 
SENTIMENT IS DOWN

3 MACRO ENVIRONMENT



BUSINESS UPDATE
What have we achieved?
What are we focusing on?



New Business



Notes:  The businesses considered here were started during FY21–FY23. The count only the new verticals on the platform level and not any subsidiaries of Top 10 businesses.
*Pertains to 9 profitable businesses in the cohort

$0M
$1M $1M

$4M

$8M
$9M $9M

$12M

FY 21 FY 22 FY 23 FY 24 FY 25 FY 26 FY 27 (P) FY 30 (P)

FINANCIAL TRAJECTORY

$95M

$150M

$169M

$300M

14
Total 

Businesses
Onboarded

Verticals Started 14
Profitable 9

Closed 4

+$4 MnNet PBT

COHORT SCORECARD

Path to profitability 1

Total Loss Funding: $18 Mn

Profit Earned till FY 26:           
$22 Mn

REVENUE FIGURES

PROFIT FIGURESLOSS RECOVERY YEAR

20

TOTAL CUMULATIVE POTENTIAL PBT by 2030: $40 Mn+

4.1WHEN VERTICALS SCALE, THEY PAY OFF
Analyzing FY 21-23 Cohort: Invested in growth, backed winners and are now converting scale into recovery + net profit

*



What we saved
(Build vs Buy) What we Achieved

EXPANDED WALLET SHARE WITH 
EXISTING CUSTOMER BASE

ESTABLISHED US GEOGRAPHICAL 
FOOTPRINT

DIVERSIFIED INTO NON-APPAREL 
CATEGORIES

To achieve $9M PBT (FY 26)

Acquisition cost (x5 PBT) $45M
Loss Funding $18M

+$27MSavings

AVOIDS UPFRONT CASH 
REQUIREMENT

RECOVERY WITHIN 4-5 YEARS: 
RETURNS UP TO PERPETUITY

PARTNER TO GROW RATHER 
THAN TO EXIT

SAAS MODEL ESTABLISHMENT

FOUNDATION FOR MOVING FROM 
PRODUCT TO SOLUTIONS BUSINESS

21

4.1FY 21-23: KEY ACHIEVEMENTS
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4.1FY 24-26: FOLLOWING SIMILAR TRAJECTORY

Notes:  The businesses considered here were started during FY24–FY26. The count only the new verticals on the platform level and not any subsidiaries of Top 10 businesses.
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4.1FY 24-26: KEY ACHIEVEMENTS



Customers
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The Growth, Strategy & 
Partnerships team is 
bringing new 
opportunities to the PDS 
Ecosystem.

GROWTH & PARTNERSHIPS TEAM SUBSIDIARIES

Execute on 
opportunities, using 
operating leverage to 
scale and grow.

NORWEST

4.2 BUSINESS DEVELOPMENT: Establishment of 
Growth & Partnership Team



NORTH AMERICA EUROPE

French Hypermarket Group

UK

26

Apparel General Merchandise Active & Sportswear Apparel
Cost+ Model Cost+ Model Design-Led Model

~$400M Potential GMV
$7-8M Potential Net Profit

New category for PDSExpanding French footprintFeeding existing subsidiary

Infinite ROCE +
0 Working Capital 

DEALS CLOSED: Sourcing as a Service4.2
Growth & Strategy teams converting an active pipeline.

UK Based Sports & Lifestyle 
Brand 

US Based Value Chain Retailer
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Becoming a key partner in Core 
Categories

$50 - $100M $50 - $100M $50 - $100M $10 - $15M

$30 - $50M $50 - $100M $50 - $100M $10 - $15M
PDS Limited endeavors to ensure that the data and other material presented in this section are accurate and complete. However, the Company accepts no liability for any errors or omissions contained herein. While every care and precaution is taken to ensure that the information published is accurate at the time of posting and regularly updated, no warranty is given as to its accuracy, and the information 
may be altered at any time without prior notice. All information is provided on an “as is” basis, without any warranty, express or implied, of any kind. PDS Limited shall not be liable for any loss or damage of any nature whatsoever, whether direct or indirect, arising from the use of or reliance on any data or material contained in this section, or from unauthorized access to this section, except as required by 
applicable law. Statements in this section that describe the Company’s objectives, projections, estimates, or expectations may constitute “forward-looking statements” within the meaning of applicable securities laws and regulations. Actual results may differ materially from those expressed or implied in such statements. Important factors that may affect actual performance include, but are not limited to, 
general economic conditions, demand and supply dynamics, pricing conditions in domestic and international markets, changes in government regulations, tax laws, and other statutes, as well as other incidental factors. This information should not be relied upon in connection with any investment decision. Users are advised to undertake independent verification before acting on any information provided.

UNLOCKED NEW ACCOUNTS4.2 
Potential PDS opportunity from strategic customers unlocked in last 3 years who usually work 
Directly with Factories.
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Becoming a key partner in Core 
Categories

$50 - $100M $30 - $40M $50-$100M $5 - $15M

$50-$100M $50-$100M $10 - $20M $20 - $30M
PDS Limited endeavors to ensure that the data and other material presented in this section are accurate and complete. However, the Company accepts no liability for any errors or omissions contained herein. While every care and precaution is taken to ensure that the information published is accurate at the time of posting and regularly updated, no warranty is given as to its accuracy, and the information 
may be altered at any time without prior notice. All information is provided on an “as is” basis, without any warranty, express or implied, of any kind. PDS Limited shall not be liable for any loss or damage of any nature whatsoever, whether direct or indirect, arising from the use of or reliance on any data or material contained in this section, or from unauthorized access to this section, except as required by 
applicable law. Statements in this section that describe the Company’s objectives, projections, estimates, or expectations may constitute “forward-looking statements” within the meaning of applicable securities laws and regulations. Actual results may differ materially from those expressed or implied in such statements. Important factors that may affect actual performance include, but are not limited to, 
general economic conditions, demand and supply dynamics, pricing conditions in domestic and international markets, changes in government regulations, tax laws, and other statutes, as well as other incidental factors. This information should not be relied upon in connection with any investment decision. Users are advised to undertake independent verification before acting on any information provided.

UNLOCKED NEW ACCOUNTS: Design-led Sourcing4.2 
Potential PDS opportunity from strategic customers unlocked in last 3 years,
feeding our existing verticals.



RISK MANAGEMENT
How We Manage Risk



NO INVENTORY RISK ORDER-TO-PRODUCTION

NO CREDIT RISK CREDIT INSURANCE
+ FACTORING

NO CURRENCY RISK NATURAL USD HEDGE

NO COUNTRY RISK GEOGRAPHIC
DIVERSIFICATION

NO BUYER
CONCENTRATION RISK

PORTFOLIO PROTECTION

NO QUALITY
REJECTION RISK

PROCESS-LED QC

Every piece has a confirmed buyer before production begins. Diversified Sourcing Geography Mix

Customer receivables covered credit insurance. 
Invoices factored to cash within days of shipment.

Transaction cleared in dollars

No single customer dependency beyond 10%

Experienced QC & Compliance Taskforce

5 PDS RISK ARCHITECTURE – that engineers out every risk this Industry 
carries



En
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 Whistle Blower Investigations

 Employee Misconduct Investigations

 Business Intel Gathering

 Multijurisdictional Asset Trace

 Navex Global Ethics hotline

 Deloitte Employee reference checks

 Deloitte Code of Conduct

 Great Place to Work Certified

31

5 OUR GOVERNANCE PARTNERS
Navex, Deloitte and Alvarez & Marsal are our trusted partners.



ON THE STAGE 
We participate in selected forums



PDS partnered with Global Fashion Agenda during 
the annual Global Fashion Summit.
Pictured is Faiza Seth, PDS Co-Founder revealing 
“Synflux” as the 2025 Trailblazer Award winner.

33

GLOBAL FASHION SUMMIT
Copenhagen, Denmark
May 2026

PDS ON THE WORLD STAGE6



BUSINESS ICONS OF ASIA
Phuket, Thailand
April 2026

Sanjay Jain
CEO of PDS Groupjoined the fireside chat at Business 
Icons of Asia 2026, Phuket, discussing how geopolitical 
shifts, supply chain diversification, and trust are 
redefining cross-border business alliances.

34

PDS ON THE WORLD STAGE6
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RETAIL WEEK AWARDS
London, United Kingdom
March 2026

PDS team attended this 
prestigious event bringing the 
retail industry together. 

PDS ON THE WORLD STAGE6
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EXECUTIVE SUMMIT
AMERICAN APPAREL & FOOTWEAR ASSOCIATION
Washington DC, United States
March 2026

PDS ON THE WORLD STAGE6



FUTURE FOCUS
Where will growth come from?
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TARGET
5 Years

$5Billion GMV
5% PAT

NEXT CHECKPOINT

• No growth for growth’s sake 

• Work with on AAA credit worthy 
customers 

• Focus on high ROCE opportunities

• No compromise on 6C & I principles
(Compliant Capacity, Credit, Compliance, 
Currency, Cost Management, no Customer 
Dependency, no Inventory risk)

7 BUILDING TOWARDS 5-5-5 STRATEGY



NEW BUSINESS INVESTMENTS WITHOUT 
CONTRACTS

We are Chasing We are Avoiding

CREDIT RISK IN CUSTOMER BASE

INVENTORY

PROFITABILITY

FEEDING EXISTING SUBSIDIARIES

STRONG PIPELINE OF CUSTOMERS

TOP INDUSTRY LEADERS

NEW BUSINESS ONLY AS GUARANTEED 
CONTRACT OR SAAS MODEL

39

7 HOW WE WILL GET THERE



Together we’re building a better, 
more sustainable supply chain





ANKUR
AGARWAL

HEAD OF VC,
PDS VENTURES



Built on Industry, 
Driven by Innovation.

— Ankur Agarwal

Material Science Manufacturing Solutions Circularity Transparency & Traceability Fashion Tech Enablers
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Through PDS Ventures we aim 
to feed upcoming disruptive 
technologies and innovations 
into our PDS ecosystem.

Innovate

Operate
Providing sourcing & 
manufacturing solutions for 
leading brands & retailers 
(PDS Platform).

Invest

We develop new 
partnerships and invest in 
businesses that fit the PDS 
vision.

Fashion Tech 
Enablers

Material Science
Innovation

Manufacturing 
Processes 

& Solutions

Post-Consumer/ 
Circular Solutions

Transparency & Traceability 
in the supply chain

44

The only structured CVC in the Fashion Supply Chain
Our fund has invested across direct investment in 80+ start-ups and through a few institutional funds



Material Science Manufacturing 
Solutions Circularity Transparency & 

Traceability
Fashion Tech 

Enablers

Key Areas of Investment



Why Did
We Start?
The strategic rationale behind PDS Ventures



01 / 03

01
Strategic Differentiation

Started in 2018 as the only global fashion 
supply chain partner with a CVC arm, 
positioning PDS ahead of competitors and 
closer to emerging tech and business 
model disruptions

CVC · New Business Models · Tech Innovation

02

Innovation Partner

Created a platform to partner with new 
technologies and future disruptive 
innovations in the fashion world, 
providing early access of the same to 
our Customers 

Innovators · Collaborators · Investors

03
Network Expansion

Established ourselves as the Innovation 
Partner to leading brands, retailers, top 
universities, global industry bodies, 
Governments and Financial Institutions.

Global Stage · VCs 

04
Brand & Customer Building

Opened non-traditional routes to 
brands and retailers, strengthening 
PDS’ customer access while 
positioning the Group as a global 
innovation leader beyond 
manufacturing and sourcing.
Marketing · Brand · Customer Access

The Rationale
Creating Strategic Customer Stickiness Through Innovation

$100Mn+  Investment in Greenfield Factories

Asset-Light Model
Instead of investing capex into manufacturing, 

We are investing in innovation to partner with strategic brands



How Do
We Do It?



 Investing with strategic customers, large FIs as a consortium which unlocks larger, higher-conviction dealsCo-Investing with 

Strategics

PDS Ventures is seen as a Validation Partner for other 

Brands/retailers and Large Institutional VCs to invest alongside

Value add beyond 

Capital

Lower Risk 

Mechanism

 Investing strategic capital helping portfolio companies scale through the network of PDS, which enables 

us to invest small cheque size in a large competitive rounds (more valuable for founders)

 A strong consortium of Brand, PDS and FIs structurally lower early-stage risk through coordinated DD

 Able to get better terms and revenues for our network access, reducing the aggregate price of investment

Strategic Investors

Financial Investors

Collaborations

Strategic Investment Process with Partners
How PDS Ventures has moved the needle - commercially, strategically, and financially



Robust Decision Making –
Lean Team structure tapping into Industry expertise from Network

Lean Investment Team with complementary skills

Photo

Ankur Agarwal

Investment Head

Photo

Riley Marchant

Investment Associate

Jared Golden

Co - Investor

Investment Committee & Advisors (From Industry)

Pallak Seth

Founder & Executive
Vice Chairman, 

PDS Group
Founder, PDS Ventures

Faiza Seth

Entrepreneur &
Philanthropist

Co-Founder, PDS Group
Advisor, PDS Ventures

Parth Gandhi

PDS Board Member

Sandra Campos

PDS Board Member

Fashion Industry Expert Innovation & Sustainability 
Expert

Finance Expert Industry Expert

Yael Gairola

PDS Board Member &
PDS Ventures Advisor

Rani Saad

Co-Founder & President
Stanford Angels

Paul Wright

PDS Group ESG &
Business Development

Director

Elsa Parente

Co-Founder & Co-CEO
Positive Materials

Supply Chain Expert Deep tech Expert ESG Expert Material Science Expert



What Have
We Achieved?



$100M+ Potential GMV generated through strategic introductions, customer acquisition, and ecosystem partnerships

① Strategic Halo Effect

Venture Relationships has 
strengthened PDS's credibility and 
expanded access to leading global 

retailers and brands.

New geographies unlocked

New retail segments opened

Brand credibility compounding

③ New set of Opportunities

Current strategic in-roads and 
relationship opportunities

② Proven Impact

New customers & capabilities created 
through venture relationships

Luxury segment expansion

Design-led sourcing, New Geographies & 
Categories

Strategic Value created for PDS Group
Beyond capital returns, helping PDS build strategic retailer and customer relationships that translate into long-term commercial value



The Trailblazer Programme
powered by PDS Ventures & Global Fashion Agenda (1200+ Attendees  |  160+ Applications  |  9 Finalists)

PDS Ventures, a Trusted and Respected Partner by GFA to start this open Innovation Program at a global scale

20
24

20
25

2026

Representatives & Jury: 



Bharat Tex 2025 Best of Bangladesh 2025

Active Participation at Leading Industry Events 

Our presence at key global industry forums has helped position PDS Ventures as a forward-looking 
fashion platform; creating new opportunities for partnerships, customer introductions and long-

term value creation across the Group



PDS Ventures' impact acknowledged by the World's most Influential Publications
From Fashion to Finance | Global Recognition  



Where Are
We Now?
Fund status and portfolio performance



Established foundation for a CVC Arm

›  Launching of the fund

›  Initiated strategic partnerships for deal flow

›  Defined focused investment thesis

FOUNDATION PHASE
2018 - 2020

MONETIZATION PHASE
2026 & Beyond

INVESTMENT PHASE
2021-2025

Active Investment Phase

›  Established Strategic Partnerships with 
VCs & PEs across the globe

›  Validation of investment thesis

› Invested across startups and helping them   
through the maturity phase

Self-Sustainable & Return

› Initiated Exits of our positions at high multiples

› Only Investing in follow-ons or with strategic  
customers or already committed investments

We are here

Moving towards self sustainability



Fashion Tech Enablers

$30 Mn+

Initial Investment  
in 2020 at a 

Blended Valuation 
of 

Develops AI-powered software that enables engineers to predict product performance 
and reduce physical testing 

6.5x +
Exit

Transparency & Traceability

Using AI to build digital twins to mitigate supply chain 
disruptions

Fashion Tech Enablers

$4.5 Mn

Initial Investment at $36 Mn+

Current valuation

Enables brands to digitize real-world objects accurately in realistic 3D at 
scale via material capture.

Current Portfolio Examples

M-XR LIMITED
Material Science

$7.5 Mn

Initial Investment at $35 Mn+

Current valuation

Building sustainable biomaterial (alternate leather) from 
marine collagen

P A C T 

$200+ Mn
Acquired by 

COREWEAVE in 
2025 $2 Mn

Initial Investment  
in 2021 at a 
Valuation of 

4.8x +
Exit

Acquired in 2025

Portfolio Case Studies
Proven Exits



Thank You

pdsventures.com

C O N F I D E N T I A L





SADIK 
SUNASARA

GROUP CFO
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P D S  L I M I T E D

Built Through Disruptions

What We Built
I N V E S T M E N T  P H A S E

Expanded sourcing network

Invested in leadership capabilities

New Partnerships

Built technology platforms

Enhanced operating efficiencies

What We Weathered
I N D U S T R Y  D I S R U P T I O N S

Covid disruptions

Inventory destocking & weak demand

Geopolitical disruptions

Freight inflation

Supply chain volatility

~12% CAGR delivered through the decade

Over the last decade, PDS invested to build a differentiated global platform while navigating unprecedented industry disruption.
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Delivered Growth Throughout the Cycle

*Normalised for investments in New Verticals

₹ 6,648 

₹ 13,110 

FY20 FY26

Revenue 

16.5%

20.6%

FY20 FY26

Gross Margin

2.8%

3.9%

FY20 FY26

EBITDA Margin

CAGR: 12%

*

P D S  L I M I T E D
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Investment Phase is Behind Us 

Entering the Next Phase from a Position of Strength

Deep Customer
Relationships

Lower Leverage

Diversified
Sourcing

Improved
Liquidity

Scaled Operating
Platform

Better Funding
Flexibility

Business Strength Balance Sheet Strength

P D S  L I M I T E D
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Diversified Working Capital Lines
P D S  L I M I T E D

$MNFacility Type
588Working Capital
18Term Loans

606GRAND TOTAL
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P D S  L I M I T E D

Foundations Laid for Next Phase

Profitability was moderated by design as we built the platform; with the investments behind us, profitability is set to follow
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Green Shoots so far….

Result  leaner cost base, cleaner portfolio, lower financing cost

Loss-making verticals fixed
Design Arc restructured; Groupo & J Craft exited; Brands being closely monitored

Investment discipline
New-vertical spend cut ~24%; on track for ~50%

Interest & net debt
Higher factoring; Net debt cut down; 

Cost Optimization - Project PULSE 
Coupa e-bidding, pricing tools & central MDM being implemented

New Lobster turnaround
Geopolitical demand hit; restructured & cost-realigned

P D S  L I M I T E D
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Trajectory Remains Aligned

Largely on TrackGMV

AchievedPlatform Scale

AchievedCustomer Entrenchment

AchievedGlobal Infrastructure

ImprovedCash Generation

Catching UpProfitability & ROCE

P D S  L I M I T E D



Together we’re building a better, 
more sustainable supply chain





ANUJ 
BANAIK
MANAGING 

DIRECTOR, 
POETICGEM





CHRIS BATH
Global Sourcing Director

25+ years
GRAHAM COOK

CRM, Tesco
15+ years

ARNOLD P 
ED, Footwear & Accessories  

28+ years 

CHARLOTTE PETTICAN 
ED, Womenswear

27+ years

RAHUL MUKHERJI
ED, Tritron Fashion (Licensed Brands)

9+ years 

DAN GOLBY
CRM, NEXT
16+ years

VANESSA PARKS
Design Director, Womenswear

10+ Years

TERESA HASLAM
Director of TechnicalBEN FIELDING

CRM, PRIMARK
10+ Years

ALAN WRAGG
Consultant,  Technical & Quality

26 + years 

Industry talent migration



Servicing customers at their doorstep 

Local presence | faster decisions |  Embedded 
with customers 

Concept to Delivery

360 solution | 80+ designers | Multi product | 
Multi country sourcing offices | 75+ Complaint 

factory base | Strong financials  

Tailored engagement models 
built around creating customer value

Category management | Cost plus model | Talent led & 
Own Brand IPs | SGNA efficiency 

Strong partnerships of over 20 years across key UK retailers

WHAT MAKES PG UNIQUE?



CATEGORY 
MANAGEMENT

GARMENT COST 
TRANSPARENCY

DIGITIZATION & AI

PG x DA 
INTEGRATION

FOOTWEAR & ACCESORIES

OUR FOCUS AREAS FY27 



Category management as a growth lever



CATEGORY MANAGEMENT

Sainsbury’s 
identified an 
activewear 
opportunity

Aug ’24 Sept ‘24

PG built an end-to-end 
category management  
proposition “Reaktiv”

Launched in 100+ 
stores

Reaktiv expanded 
into menswear

Jan ‘25 Sept ‘25 Jan ‘26 Aug ‘26

Customer response drove 
£15M retail sales

Kidswear Reaktiv launch



PG’S PRESS COVERAGE



Navigating Volatility. Creating Opportunity.



MARKET 
HEADWINDS

OUR APPROACH WITH 
BCG INITIATIVES

Subdued Consumer Demand

Rising Supply Chain Costs

Margin Pressure & Price Sensitivity

Open Costing

Open Bidding

Digitization & AI



PG X DA integration



X

S T R O N G E R    T O G E T H E R

One Office 
Infrastructure

UK + BD 

One Customer Interface | 
Increased Wallet Share  

Enhanced Design & 
Sourcing

~$4M cost efficiency  

ENHANCED CAPABILITY

LARGER ECOSYSTEM FIXED SERVICE AND 
COST SYNERGIES

From two entities in one market to one integrated, customer-focused platform. The merger 
removes duplication, sharpens focus & unlocks scale.



FOOTWEAR AND ACCESSORIES



FOOTWEAR & ACCESSORIES

• Footwear & Accessories set up in July 2025, is a 
focused growth division within PG, led by industry 
specialists Arnold and Laura 

• The division brings deep product, sourcing and 
customer expertise across footwear, bags and 
accessories

• We are already servicing established customers 
including River Island, Ted Baker, Frasers, TK Maxx 
and Very 

• The team is building a strong commercial platform 
by leveraging existing customer relationships across 
Poeticgem 

• The division strengthens PG’s ability to offer a 
broader, end-to-end fashion solution beyond 
apparel



Revenue Snapshot



OUR TURNOVER GROWTH

PRIVATE & CONFIDENTIAL



POWERED BY STRENGTH



Together we’re building a better, 
more sustainable supply chain





RAJIVE 
RANJAN
FOUNDERS & 

MANAGING  DIRECTOR, 
TECHNO DESIGN



PDS’ German Market Anchor & 
Strategic Partnership Engine

presented by Rajive Ranjan 
Managing Director, Techno Design

Investor Day
Mumbai -June 15, 2025

Headquartered in 
Düsseldorf, Germany



P D S  G r o u p  I n t e g r a t i o n

Leading Player in the German Fashion Sourcing Market

End-to-End Sourcing Solutions
for apparel, home textiles and hard goods 
for leading retailers and brands

Simplifying Supply Complexity
across product design, sourcing execution 
and inventory management

Global Multi-Country Sourcing Network
Bangladesh, India, Pakistan, China, Vietnam 
Turkey, Egypt, Morocco, Albania



01 Geopol i t ics

Ukraine & Iran War
intensifying pressure on European retailers through rising 
energy costs, renewed inflation risk, logistics disruption and 
weakening consumer confidence.

02 Weak Consumer  Sentiment

Trading Down
cautious consumer spending drives demand for 
stronger price-value ratios and budget options.

04 Margins

Profit Pressure
heavy discounting, shrinking sales and margins, increasing
operating costs lead to accumulated inventory, higher financing 
costs and insolvency risk.

03 Compet i t ion

Unlevel Playing Field
direct-to-consumer players like Shein & Temu exploit duty-free 
channels and lower compliance burdens.

K e y  M a r k e t  H e a d w i n d s

German Brands & Retailers are increasingly under Pressure
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Improve Price-Value Ratio of Products
through strategic sourcing and a highly competitive sourcing structure, 
leveraging full potential of sourcing markets 01
Cost Efficient Sourcing Structure
reduction of overhead costs, while ensuring 
know-how transfer and brand protection02
Working Capital Support
to  custom ers and partner factories 
(provided secured paym ent)03
Value A dded S ervices
powering brands with advanced 3D collection designs, 
NOS management and AI-driven inventory controls04

O u r V a l u e  P r o p o s i t i o n

Strategic Supply Chain Partner



70.0

93.1

108.0 112.5

137.7
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F20-21 F21-22 F22-23 F23-24 F24-25

Revenue Growth ($M)

2019

2019

2019

2021

2023

Home | India & Pakistan Sourcing
Sourcing
GMV: USD 12M

NKD

Apparel | Global Sourcing

GMV: USD 100M

GERRY WEBER

Apparel | India (excl.), Bangladesh & China sourcing
GMV: USD 22M

s.Oliver

Apparel | Bangladesh Sourcing
GMV: USD 26M

KiK

Apparel | Global Sourcing
GMV: USD 10M 

Metro Brand Mgmt

SaaS

SaaS

SaaS

SaaS

~2x
Revenue Growth

Over 5 Years

~18%
5-Year CAGR

Consistent Sourcing Expansion

Consistent PBT Range* of 3.5% to 5.5%
disciplined cost management I robust, strong top-line scale 

* PBT in % of revenueSaaS: Sourcing as a Service

Th e  Gr owt h Jo u r ne y

Building Growth Through Strategic Collaboration



$100M

“Techno Design has a very good reputation in the market and 
brings other key prerequisites for a successful partnership. 
Experience in taking over a sourcing organization, financial 
strength and innovation. In addition, we quickly found a basis of 
trust with each other.“

— Angelika Schindler-Obenhau s, CEO GW

“Techno Design has a very good reputation in the market and 
brings other key prerequisites for a successful partnership. 
Experience in taking over a sourcing organization, financial 
strength and innovation. In addition, we quickly found a basis of 
trust with each other.“

— Angelika Schindler-Obenhau s, CEO GW

75 STAFF
A sse ts  A cqu ir ed

successful integration of China, 
Bangladesh and Turkey sourcing 
offices.

+10 $M
Bo t to m-l in e I m pact  
f o r  G W
zero overhead costs in sourcing 
countries, cost reduction in HQ, and 
improved FOB prices by 3%.

Strategic Benefits

Footprint
strengthened premium segment 
and core DACH markets

Global Reach

expanded global sourcing footprint in 
Europe and the Middle East.

Financials
achieved net-cash positive 
results and direct revenue
+ margin increases.

Foundation

established a solid baseline for 
future takeovers.

Case  St u d y  Ger r y We b er

Global Sourcing Takeover



ZERO
Financial Loss

Despite a €10 million bottom-line improvement delivered by Techno Design in year one, Gerry Weber filed for insolvency in 
March 2025.

100% AR SECURED
R e ceivabl es  Pr ot e cted
layered transaction safeguards eliminated collection exposure.

€2 MILLION
A cti ve  E sc ro w Buf f er
fully funded in advance to cover early insolvency closure-related costs.

WIP* PROTECTION
Br and R i ght s
legally protected direct-sell rights for all transit and unfinished goods.

*WIP: Work-in-Progress

Risk  Saf egu ar d Su ccess

Commercial Excellence: Zero Credit Risk Realized During Insolvency



Protect our People & Culture
safeguarding team cohesion, morale and 
critical talent during the transition.01
Deliver on what we can Control
shifting operational focus toward flawless 
execution and disciplined delivery.02

Reduce Structural Overhead
lowering fixed costs and improving efficiency
without weakening future scalability.03
Fiscal Discipline
Prioritizing financial stability and
disciplined cash management.04

- $ 80 M
R e ven ue Ga p M it i gat ed

targeted planned volume gap
due to Gerry Weber 

- $ 3.1 M
Operational Savings Achieved

annual operational expenses 
saved through agile restructure

Mitigations & Savings

Pr o jec t  Ph oe n ix

Proactive Cost Restructuring



Core Expansion
growing existing anchor accounts, expanding 
footprint in the high-demand Home category.

TCP / Gymboree
Apparel | USA

$30M Potential

Half Price
Apparel & Home | Poland

$30M Potential

Micasa
Home | Switzerland

Additional partnerships under negotiation.

Premium Segment Focus
intensifying brand penetration within high-margin Mid-
Market and Premium fashion.

Geographic Mitigation
mitigating weak consumer sentiments in Germany (+0.2% GDP) 
by rapidly expanding into faster growing regions like Poland 
(+3.6%) and Switzerland (1.3%)

$10M Potential

+$70M
Customers Onboarded Starting FY25/26

St r at egic  Exp an sion

Growth Priorities and Pipeline



F25-26 (A) F28-29 (E)

~3.5%
PBT Margin Target

I new strategic account wins

I premium customer onboarding

I AI-driven productivity enhancements 

I AI-driven products and services

Key Drivers~1.5x
Revenue Growth

F in an c ia l  Ro ad m ap

Pathway to Profit Recovery



resilient.  strategic.  growth-ready.

T e c h n o  D e s i g n



Together we’re building a better, 
more sustainable supply chain





SAFAK KIPIK
CEO SPRING 
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About Us
Founded in 2010, Spring is a trusted partner in supplying fashion and home products. We bring trend-driven designs to life with
exceptional quality, flexibility, and sustainability helping brands thrive in an ever-evolving market.

Premium Customer Base
Tier-1 UK & EU retailers

Agile Multi-Origin 
Sourcing

Turkey, Egypt & nearshore flexibility

Design-Led Capabilities
Full-service product dev

Speed-to-Market
4–6 week critical paths

Sustainability Credentials
Certified fabrics, ethical 
supply chain

Higher-Margin Model
CMT + sourcing fee model



How We Bring Products to Life
From concept to customer, Spring combines design, sourcing, development and 
manufacturing expertise under one platform.

Design Led 
Sourcing

Sourcing as a 
Service

CMT

80+ Factories
(Turkey &
North Africa)

25+ Mn
Units Per Year

$220+ Mn
GMV, $90+ MN Topline

200+
Team Members

20+
Brands/Buyers

80+ Factories
(Turkey & North Africa)

25+ Mn
Units Per Year

Key Statistics 



at the Centre of the Emerging Nearshore Supply Chain

Strategically Positioned Between Demand & Supply

Why Near Shore Matters

• Stronger Competitiveness
• Greater Flexibility
• Cost Efficiency
• Strategic Proximity
• Supply Chain Resilience



Trusted by Leading Premium Brands & Global Retailers 



Case Study: Creating long-term value, trust, execution and regional scale



x Ralph Lauren Product Portfolio

Motor Sports

Wimbledon

Winter Olympics



Growth Journey
From a traditional sourcing model to a diversified, higher-margin business platform.

Traditional Model
Multiple factories to manage
Long sampling cycles
Production delays
High operational overhead
Inventory risk

Spring CMT Model

500K
Units / 
month 
capacity

4 weeks

Agile 
production 
lead time

97%
On-time 
delivery 
rate



CMT Delivered Strong Growth and Profitability
CMT implementation accelerated growth and significantly improved margins and profitability in FY25-26.

The first full year post-CMT saw PBT margin increase from 1.0% to 3.4%, demonstrating the profitability benefits of the model.



Transformation Driving Growth
Strategic initiatives translated into sustained revenue growth.

$ 220 M +

GMV in 2025 

Key Growth Drivers

• Strategic Partnerships

• Design-Led Sourcing

• CMT & Sampling Capabilities

• Regional Expansion

• Higher-Value Service Mix



Strategic Priorities & Results
Investments made. Outcomes being delivered.

Strategic Priorities Results

↑
Sales 

Growth

↑

GM & NM Growth

★
Service 
Quality

↑
GM & NM 
Growth

✓
Operational 
Efficiency

Product & Design

Agile squads • Sample room • R&D investment
Regional Expansion

Egypt (GMV $50m) • Tunisia • Morocco
Market Expansion

Strategic customers • New markets • Premium/Luxury 
Manufacturing

CMT (Virtual) • Asset light  • Higher margin
Technology & Operational Excellence

Simplification • AI • Digital Transformation  
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Spring's Digital Design & Product Creation Strategy
Design-Led. AI-Enabled. Future-Focused.

O U R  V I S I O N To redefine product creation through design excellence, digital innovation and AI-powered intelligence.

Smarter Design Faster Decisions Better Products

Digital Fashion

AI-powered digital sampling and virtual 
visualization that compress development 
timelines and reduce sampling cost.

Faster Visualization. Smarter 
Decisions.

[ image ]

AI Trend Intelligence

Predict Trends. Unlock 
Opportunities.

Real-time trend forecasting and consumer 
insight tools enabling data-driven range 
planning at speed.

[ image ]

AI Design & Product 
Development

Accelerate Creativity Scale 
Innovation.

Generative design tools and AI co-pilots that 
augment creative teams and accelerate the 
product development cycle.

[ image ]

Digital Product 
Ecosystem

Connected Data. Connected Teams.

Integrated PLM and digital asset platform 
connecting design, sourcing and retail partners 
on a single data backbone.

[ image ]



The Leadership Team Behind



Together we’re building a better, 
more sustainable supply chain





MICHEAL YEE
CEO GSC LINK



Table of 
Contents

Who are we?

01
U S  M a r k e t  &

O p p o r t u n i t i e s

02

C a p a b i l i t i e s  &  
M a n a g e m e n t

F i n a n c i a l  R e v i e w  
a n d  F o r e c a s t

03 04



Who are We?01
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HISTORY & MERGER 

UK,Europe

Joint Ventures

PDSNorth America

+

USA,Canada
CategoryFocus(Denim,Active, Intimates)
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KEY BUSINESS BLOCKS

01 SOURCING & MANUFACTURING PARTNERSHIPS 02 SOURCING AS A SERVICE



US Market &
Opportunities02
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Five cross-channel takeaways

01

02

03

04

05

Source: Perplexity Finance · FY2025–2026 reported financials.

Off-price is the consensus winner

TJX ($56B, +6.0%, 12% op margin) and Ross ($23B, +7%, +5% comps) outearn department stores by 3-4x in operating margin and still grow.

DTC-specialty splits into haves and have-nots

Ralph Lauren (+14.6%) and Abercrombie (+6.4%) are firmly in the haves; Lululemon mid-cycle at +9.0% but margins compressing. Outside this group, brand heat is 
everything.

Department stores are still consolidating

Macy's Polaris plan continues. Nordstrom went private. Survivors lean on category resets and digital.

Wholesale-brand houses are mid-restructuring

Nike is resetting wholesale partnerships; VF (+TNF strong, Vans weak) is simplifying; Tapestry is mid-Capri-rebound. Each is a margin recovery story, not a top-line growth 
one.

Brand Acquisitions, PE Consolidators, Brand Licensing  

Brand bankruptcies and acquisitions by PE consolidators with growth of Brand Licensing. 
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PE consolidators and the licensing-led brand model

Sources: TheFashionLaw — LVMH/Marc Jacobs · PR Newswire — ABG/Lee · CNBC — ABG IPO plans · Sahm Capital — Shein/Everlane.

Brand managers are converting apparel IP into asset-light licensing ecosystems.

Core model: own / manage IP  → license globally  → scale through specialist operating partners

THE PURE LICENSOR

Authentic Brands Group
IP PLATFORM

SCALE

$38B systemwide retail

PLATFORM

50+ brands · 1,700+ partners · 150 countries

EXAMPLES
Reebok · Champion · GUESS · Nautica · Dockers

THE FASHION CHALLENGER

WHP Global
BRAND BUILDER

SCALE

$9.5B+ retail sales

PLATFORM

80+ countries

EXAMPLES
Vera Wang · Rag & Bone · G-Star · Express

THE LICENSED OPERATOR

G-III Apparel Group
OPERATOR

SCALE

NYSE-listed apparel operator

PLATFORM

Execution partner for IP owners and brand platforms

EXAMPLES
DKNY · Karl Lagerfeld · Calvin Klein · Tommy Hilfiger

P A R A L L E L   D Y N A M I C

Cross-border buyers are acquiring Western apparel IP
Shein · Anta Sports · HSG / Golden Goose

I N V E S T O R   T A K E A W A Y

Value is shifting to brand-IP ownership and partner-led execution.
Opportunity: partner to scale brands, without carrying full operating complexity.



Capabilities &
Management03
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Global Management Team

30+ years of experience spanning global sourcing, supply chain, 
manufacturing, and running brand / retail business with a focus 
on strategic transformation and growth.

•  CEO of MGF Sourcing Inc
•  CEO of Greater China Retail of GAP inc
•  EVP of Global Sourcing & Product Operations fo GAP inc
•  Manager Director of Acenture
•  Board Member of "Toy R US" Asia
•  Partner at Kurt Salmon Associates

New York

Sajeewa
Dissanayake

30+ years of experience in the 
apparel value chain. Leadership team 
at Brandix, BrandM, and Hela, he has 
engaged with major US brands such 
as VS&Co, PVH, Gap, Jockey, Under 
Armour, etc.

Sri Lanka

LoveShan
Sadikeen

25+ years operations, Supply Chain 
Management and product 
development. Past experience 
includes Li & Fung, working closely 
with brands such as American Eagle, 
CK & Nike.

Jordan,
Egypt, Africa

Champaka
Gunawardhana

25+ years of experience in EMEA, 
with a focus on near-shore to Europe 
and duty-free to the USA.

His past experience head of 
manufacturing for Africa for Brandix.

Hong Kong
/ China

Eva Chen

25+ years' experience with US brands 
such as AEO, Lululemon, UA, 
Techstyle, Salvage X Fenty, etc. , as 
well as first-tier brands in the 
Chinese market.

Americas

Andres
Patino

40+ years of experience specializing 
in active apparel and nearshore and 
on-shore operations. His past 
experience at Zentrix and brands 
such as Fabletics & Ralph Lauren.

Vietnam &
Cambodia

Denise
Cheung

25+ years of experience in product 
Development & Costing in Denim, 
Woven and Knits Category. His past 
experience includes tenures with 
MGF and Epic Group in the region.

Bangladesh

Laksman
Fonseka

30+ years experience Operations, 
Supply Chain Management and 
product development. Work 
experience in Sri Lanka, Jordan & 
Bangladesh.

Work for brands Gap, BR, A&F, Zara, 
Jones New York

129
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PRODUCT CATEGORIES

Intimates & Active Woven Tops & Dresses Denim & Woven Bottoms Knit Tops & Bottoms Sweaters | Toppers
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OPERATING MODEL
Design & Product Development Investment

Intimates Innovation
Center – Sri Lanka › Design Studio – NY › Denim Labs – LA › Graphics Creation

& License

Vertically Integrated Manufacturing Capacity Agreements

Lingerie | Performance | Swim | Seamless Sweaters | Knits Denim | Woven Bottoms | Tops | Outerwear

Intimates Performance 
Seamless Swim

Sri Lanka, Cambodia, China, Indonesia, Bangladesh

AP P AR EL
China, Jordan, Kenya, Cambodia, Bangladesh, Dominican Republic, Mexico

Seamless Inventory  |  Vendor Managed Inventory

FOB & DDP
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CUSTOMER & CHANNEL PORTFOLIO

DEPARTMENTAL 
STORES BRANDS D2C BRANDS
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SOURCING & DESIGN, PD CAPABILITIES

Hong Kong 

Design Studio - New York, USA

Colombo, Sri Lanka
Vietnam 

Denim labs- LA

Bangladesh Shanghai
Mexico

Active and Intimate Innovation 
Center –Sri Lanka

Design Studio - NY 

Offices 

Denim Wash Lab - LA

Egypt
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INTIMATES & ACTIVE INNOVATION CENTER – SRI LANKA
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DENIM WASH HOUSE – USA, LOS ANGELES
Denim Lab — with a large creative space for co-creation projects and collection development.

State of the Art wash development laundry and enhanced capability and know how. Ability to transfer formulas to duplicate overseas 

for production execution.

Made in USA available.



Financial Review and 
Forecast04
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FINANCIAL OUTLOOK: REVENUE & PROFITABILITY TRAJECTORY
Four-year growth journey from startup phase to scaled profitable platform

FY 2025/26
Start-Up & Business Development

GMV ~$31M

GROSS MARGIN
14.1%

Investment Phase

First year of operations. 

Building customer relationships 

and establishing the sourcing 

platform across North America.

REVENUE ~$17M

FY 2026/27
Customer Acquisition

FY 2027/28
Scale & Breakeven

FY 2028/29
Consolidation & Growth

~7x
Growth 
Potential



Together we’re building a better, 
more sustainable supply chain
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01
What we have Built

S t r a t e g i c  R o a d m a p  A h e a d

03

02
Our Journey 

C o r e  T e a m

04



Design & Sales 
Office: UK

Design Hub: Gurgaon

LEED Zero - 1st in Bangladesh 
(GoodEarth)

Powered by Solar 

Power



~41mn

Kids wear, Tops

Pieces / Annum Capacity



Dresses, Formal & Casual Shirts/ 
Blouses for Ladies, Men & Kids 

Capacity



Bottom wear, School wear, Shorts, 
Skirts & Denim

Capacity



Product Portfolio & Customers

…strong client base driving export revenue

Product Portfolio & Customers



Our Journey so Far
What began as Support Infrastructure is now a Standalone Value Creator

Strategic Extension Operational Turnaround Strategic Capacity Expansion Leadership Transformation

Professional talent hired 
to focus on 

manufacturing; 
operations strengthened

Professional 
Management appointed 

to further accelerate 
operational excellence

Consolidation of 
management team in 

Bangladesh

Acquired 12 units of Knit 
Gallery in Tirupur, to 

increase capacity by ~40 
Mn pcs/yr

Platform Evolution

71x increase in Revenue 
(Rs 285 Cr) in FY21 from 

FY17  

Increased capacity by 
~40 Mn pcs/yr to 

currently~62 Mn pcs/yr

EBIT turnaround: Rs ~11 
Cr loss to Rs ~57 Cr profit

Shift from standalone 
factories to an 

integrated 
manufacturing 

ecosystem. enabling 
scale, operational 
efficiencies and 

partnerships 

2016-17 2020-21 2024-25 2025-26 2027 Onwards

Genesis The build out Stable Platform for Growth 

Revenue

EBIT

INR 4 Cr

INR (11) Cr

INR 1,034 Cr

INR 57 Cr



Our Journey Ahead
India Story – Market Shifts Create Opportunity

01 E x t e r n a l  O p p o r t u n i t y

Market Opportunities 
› China + 1, Bangladesh + 1

• Primark, Walmart & peers scouting India for 1,000+ machine partners. 

› UK · EU · US Trade Deals
• 8% to 12% duty cut
• India at par with traditional sourcing hubs

› Government subsidy
• Wages, interest, capex, GST, power —layers of support. 

02 T h e  P D S  E d g e

Ready on day one.
› KG Acquisition — scale, today

• 40 Mn pieces · 2,000 machines — at tier-1 retailer scale. 

› UK & Europe customer book
• Decades of relationships — where the FTAs bite hardest.

› Dedicated Mfg. & Design team
• Standalone leadership, plus UK Marketing & Design talent.

Positioned at the intersection of favorable industry trends, strong capabilities and focused execution

› Actively discussing meaningful partnership for securing 
capacity

› Increasing demand for integrated design and 
manufacturing partners

› Indian Retailers looking for capacity in India 



Focus on Design led manufacturing

High-performing team, lean structure & 
efficient factories. 

Continued focus on sustainability, ethical 
practices & corporate governance. 

Driving the next leg of growth through focused execution & Strategic Expansion

Near to Long term Strategy
1. India - 2x revenue aspiration 

with high single digit PBT 
2. Bangladesh – Enhance 

productivity and up the value 
chain – target to have 
sustainable growth with 
profitability augmentation 
thereof

442

324

238

FY’26 Revenue (₹ Cr)

Progress GoodEarth KG

31
16

13

FY’26 EBIT (₹Cr)

Progress GoodEarth KG

*Before intersegment adjustments

*



Core Manufacturing Team
The People behind Every Piece

Leads end-to-end 
manufacturing strategy, 
operational excellence, 

and business 
performance across PDS 

Manufacturing

Owns

01

O w n s

02

Drives financial planning, 
cost optimization, 

budgeting and 
profitability across PDS 

Manufacturing

Owns

03

Leads Bangladesh 
manufacturing strategy, 

growth initiatives and 
overall business 

performance across 
production operations

O w n s

04

Leads the India  business 
with Knit Gallery, driving 

growth, operational 
execution and  customer 

satisfaction





Together we’re building a better, 
more sustainable supply chain
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