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Building a Stronger Fabric Ecosystem. 

ii 
Delivering Sustainable Value. 

© 
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Disclaimer 

Safe Harbour Policy 

This presentation has been prepared by Game Changers Texfab Limited (the “Company”) solely for informational purposes. 

This presentation might contain forward looking statements which involve a number of risks, uncertainties and other factors that can cause 

the actual results to be materially different from those suggested by the forward looking statements. 

These forward-looking statements speak only as of the date of this presentation. The Company assumes no obligation to update forward- 

looking statements to reflect actual results, changed assumptions or other factors. Prospective investors are advised to consider these 

risks and uncertainties carefully before making any investment decision. 

This presentation is not a recommendation or invitation to purchase or subscribe for any securities and should not be considered as an offer 

or solicitation in any jurisdiction. 

The information contained herein is believed to be reliable; however, the Company makes no representation or warranty, express or implied, 

as to the accuracy, completeness or fairness of such information. 

This presentation and its contents are confidential and may not be copied, distributed or disseminated, in whole or in part, and in any manner. 

Investor Presentation par 



Investor Presentation ‹#›

z= 2 2 SF Se eS SS 

Game Changers Texfab Limited: Redefining Fabric Solutions for B2B & Retail Fatt 

Think Fabric. Think TradeUNO 

SoS Se Se 

\ Game Changers Texfab Limited, the company behind TradeUNO, is redefining 

India’s retail fashion landscape with a tech-enabled, customer-first approach. 

_ Founded by Mr. Sanjeev Goel and Mr. Ankur Aggarwal, the company evolved 

/ from yarn and fabric trading into a full-fledged fabric solutions provider. 

i,” Through TradeUNO, it offers a curated range of premium and everyday fabrics 

) to retail and B2B clients via an omni-channel model—spanning experience 

. ‘ centers and TradeUNO.com—serving designers, boutiques, buying houses and 

export houses. Its apparel brand Fall In Love adds ready-made, made-to- 

measure, and in-store customization for a personalized touch. 

/___’ Strategic global tie-ups with leading partners: 

/ SUZHOU PINZHENG ZHEJIANG JIASHENG VD HANGZHOU YiNcBOER HAINING HONGLIANG 
_ Ty PREMIUM IN TEXTILES (s) PREMIUM TEXTIUE SOLUTIONS (3 QUALITY - INNOVATION = TRUST al PREMIUM TEXTILE SOLOTIONS. 

securing exclusive distribution rights for technical and PVC-coated fabrics in India. 

Operates two experience centers ranging from 4,000 to 10,000 sq. ft., 

\ fet) / offering a seamless blend of retail, customization, and operational 

~—"__ support under one roof. 

OUR ACHIEVEMENTS ~ New Flagship Experience Center 
Highest Ever Sales 7 Highest Ever PAT | Under Development 

IN F¥26 ACHIEVED IN F¥26 ACHIEVED 

Strong growth driven by retail Operational efficiency, strategic sourcing g Lajpat Nagar, New Delhi 

expansion, product diversffication & cost optimization delivering results 
& customer trust 

ate Experience (if Sampling (el Made to 0, Procurement 

222 Centre lg Office i. Measure Service Center 

Investor Presentation 
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Modern Retail Customer-Centric 

Experience Center Experience Center 

Curated fabric collections for Personalized service with a 

every style and need premium in-store feel 

Strong Brand Presence 

Trusted name in fabrics, 

recognized across markets 

State-of-the-Art Infrastructure 

Advanced facilities to support 

scale and efficiency 

Sass > Fabri n ‘um Fabri | | 
fam) 2 abric as 0.0 wth _—— Approach C Premium Fabric Range End-to-End Solutions 

el xperience Centers Of] / Serving retail & Paxe' For every style & Fronudasigndeitebiieny 
4,000 to 10,000 sq. ft. B2B clients application , 

Investor Presentation 
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Building India’s Most Trusted Fabric Ecosystem 
From sourcing to storefronts—empowering fashion businesses 

with quality, variety and reliability. 

&@) | G) | @) | @ | ae 
11+ 10+ 15,000+ 535+ 06 

Years of Sourcing Online Active Deemed 

Experience Offices SKUs Suppliers Manufacturing Units 

/ oO Y / ie \ / 2 2 9 \ ‘f \ f tT \ 

\ as / . / \ wie / \ XS | y \ Alb / 

1,312+ 02 60,000+ 04 2,000+ 
Active Operational Active Global Boutiques 

B2B Buyers Brands B2C Customers Partnerships Served 

Customer-First Approach Lr Scalable & Future-Ready 5Qe Mey . 
Gis Built on relationships, iM I I | Expanding reach, 

driven by trust deepening impact 

Curated fabrics with 

consistent quality 

Quality You Can Trust 

Investor Presentation
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Business Model: Multi-Segment Textile Operations 
eee eee eee 

THA Fadeer. Fecet TIMGPL cd f 

B2B Segment 

Caters to garment manufacturers, 

brands & exporters 

Consolidates fabric orders to 

meet MOQ efficiently 

10 sourcing offices across 22 

textile zones pan India 

Offers 300+ fabric categories 

Operates through own brand & 

white labeling 

Exclusive tie-ups for 

outdoor/PVC-coated fabrics 

Investor Presentation 

B2C & Online Sales 

Offers curated fabrics under 

TradeUNO 

Focus on trend-aligned & 

custom-fit fabrics 

Retail stores for designers, 

tailors, and end users 

E-commerce via tradeuno.com 

for B2B & B2C 

Brands: TradeUNO (fabrics) & 

Fall in Love (apparel) 

Technical Textiles 

One of the fastest growing 

textile segment 

Transitioned from high volume 

low margin products to high 

margin products 

Exclusive tie-ups with Suzhou 

Pinzheng & Haining Hongliang 

Focus on Outdoor Fabrics, and 

PVC fabrics. 

Made to Measure 

(‘Fall in Love’ Brand) 

Offers semi-stitched garments 

with customization 

Includes embroidery, 

handwork & embellishments 

In-house designers ensure 

quality finishes 

Select ready-to-wear options 

available 
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OUR FABRIC PORTFOLIO OUR PRODUCT PORTFOLIO 

FESTIVE LIFE EVENTS e FABRICS INSPIRATIONS e 
OCCASION Wedding, 

Festive Anniversary, 

Fabrics Birthdays, 

Formal Events 

PRINT & PATTERN Curated SPECIALIZED 

Customised & Fabrics TradeUNO 
Printed Fabrics Collections 

CATEGORIES APPARELS & 

* Cotton Fabrics ACCESSORIES 

¢ Silk Fabrics « Women Collection 

¢ Satin Fabrics * Bridesmaid Collection 

¢ Other Fabrics * Men's Wear 
* Accessories 

Offers Features Offers Ready-made, 
P Semi-stitched, and 

Pe che 300 aa 1 5.0 00+ made-to-measure garments . = 
; with customization and ey Wide Range Trecd:Driven | ee Customization ; .\. Designed for 

pounce vee faenee Dears value-added services 5) of Fabrics & (v) Collections BE & Quality a Every Occasion 
YY Apparel 4 “ \ Assured N77 & Need 
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Core Fabrics: Signature Product Range 

Cotton Fabrics Silk Fabrics 
Technical Textiles: Imported Fabrics 
Outdoor Fabrics 

_ 
9 Y OER WER? CTL | 

cc | a a eh 

CAPE AGAR IE 4ST es 

‘* i beet fo eee tSP-i<jem P 

DBs Bester, - 
Print & Pattern Satin Fabrics 
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PVC-COATED FABRIC 

Technical Textiles: 

PVC Fabrics 

| re rel 
ay C 

i £0. ) 

Ps on ofeaM 
PVC-COATED 

F FABRIC 

Other Fabrics 

Occasion Fabric Specialized Collection (Self-branded) Fabric Divided By Colour 
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_ Experienced Leadership: Visionaries Driving Success 
7 TO PASS. TR TROL 

Mr. Sanjeev Goel Mr. Ankur Aggarwal 
Managing Director | Go Executive Director & CFO 

5 + Years of 

Experience 

Accomplished entrepreneur and technology leader with 35+ years of 

experience across IT, retail, and business transformation. An M.Tech. A textile industry veteran and co-founder with expertise in fabric 

graduate from IIT Delhi, Mr. Sanjeev Goel has led large-scale digital manufacturing, export, and B2B marketplace operations. He played 

and operational initiatives across global organizations including Aditya 

Birla Group (Joint President), Novelis (VP — IT Strategic Initiatives), and 

Hindalco Industries (CIO). Under his laadership, TradeUNO has evolved marketplace, leveraging a decade of finance and marketing experience. 
into a technology-enabled fabric solutions platform focused on 

operational excellence, customer-centric innovation, and scalable growth. 

a key role in building TradeUNO as India’s first curated B2B textile 

Scaled operations from startup to market leader 

within eleven years 

Directed IT/Business Operations across 12 countries with 

budgets exceeding US$100 million 

Built a strong network of 5,000+ buyers and Built strategic partnerships across yarn, fabrics, 
500+ sellers across 39 cities 

apparel, and home textiles 

Recipient of the ClO Asia Award and Chairman's 
Exceptional Contributor Award Developed a ready collection of over 4,000+ 

ote designs serving boutiques & export houses 
Completed Global Leadership Program at Duke University 

and Financial Management Program at Wharton School BBA in Textile Technology from Samira 

MBA (Marketing) ©
 ©
0
9
0
0
 

Driving TradeUNO'’s transformation through technology, 

retail innovation, and strategic partnerships. 

Investor Presentation 
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Experienced Leadership: Visionaries Driving Success 

Investor Presentation 

Mr. Swapnil Dighe 
Non-Executive 

Independent Director 

37+ Years of Experience 

Seasoned technology leader with over 37 years 

of experience in IT, SaaS, and digital 

transformation. He has led large-scale 

technology programs and global teams to 

drive innovation and business excellence 

across industries. 

Heads Project Management 

Office for Teradata (US) in 

wiry Asia region. 
a 
Heads Project Management Office for 

Teradata (US) in Asia region 

Former leadership roles at 

Deloitte, Oracle, and TCS 

Expertise in IT, SaaS, and 

digital transformation 

TradeUNO 
o¢ 

A seasoned leadership team with deep industry expertise, 

strong governance focus, and a proven track record of value creation. 

Ms. Pratiksha Singh 
Non-Executive 

Independent Director 

5+ Years of Experience 

Commerce Graduate and an Associate Member 

of the ICSI with extensive experience in 

Corporate Laws, Regulatory Compliances, 

Governance Advisory, and Financial & 

Taxation matters. 

Company Secretary 

by profession. 

v] Expertise in corporate law, compliance, 

and governance 

© Skilled in secretarial audits, regulatory 

compliance, and board advisory 

tw] Strong advocate of good governance, 

risk management, and stakeholder 

value creation 

ty 

Mr. Ved Parkash Goel 
Non-Executive 

Independent Director 

32+ Years of Experience 

Accomplished professional with over 32 years 

of experience in materials management, sales, 

and business development in the textiles 

industry. His deep industry knowledge and 

strategic approach drive sustainable growth 

and strong market positioning. 

sil 
Experienced professional in 

materials management, sales, 

and business development 
in textiles. 

anil 
———— 

@ Held leadership roles at Vardhman 

Group, DCM Textiles, and Indo 

Rama Synthetics 

© Skilled in strategic planning, team 

leadership, and business growth 

| 

\ THINK FABRIC, THINK TRADEUWO = / 

* 
Ale. 

Ms. Rashmi Goel 
Non-Executive 

Women Director 

36+ Years of Experience 

Entrepreneur with over 36 years of experience 

in the textile and fabric industry. She has 

extensive expertise in sourcing, supply chain 

management, and building strong client 

relationships. 

VV Seasoned entrepreneur in 

~7 textile and fabric trading. 

iv] Proprietor of Capitol Enterprises, 

managing end-to-end operations 

from sourcing to sales 

] Expertise in textile sourcing, supply 

chain management, and client 

relations 
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Strong Middle Management: Driving Execution Excellence & Scalable Growth 

Ms. Ankita Aggarwal 
Head - Operations & 

Retail Excellence 

Oo 

Mr. Sunil Mishra 

Head —- Procurement & 

Supply Chain 

ff) 15+ Years of Experience 

* 

* Leads end-to-end operations for 

TradeUNO's fabric and apparel 

retail ecosystem 

® Instrumental in establishing 

operational frarmework for 

flagship experience centers 

e Expertise in inventory optimization, 

CRM, procurement, and 

retail execution 

* Drives customer experience 

initiatives and operational 

scalability across centers 

e Strong leadership in team 

management and vendor 

coordination 

fil) 24+ Years of Experience 

: 

Veteran sourcing and procurement 

professional with deep textile 

industry expertise 

Extensive experience across 

weaving, yarns, fabrics, dyeing, 

accessories, and production 

planning 

Former GM Purchase & PPP 

Coordinator at Indigo Crafts 

Pvt. Ltd. 

Strong capabilities in vendor 

management, costing, negotiation, 

and factory setup 

Played leadership roles across 

home furnishing exports and 

manufacturing operations 

enabling TradeUNO’s next phase of growth. 

as) 

Mr. Sumit Manchanda 

Creative Director & 

Design Consultant 

20+ Years of Experience 

td] 

Visionary designer with expertise 

in textile innovation, wearable art, 

and premium fashion aesthetics 

Graduated from Pearl Academy & 

NIFT (1999) with over two 

decades of industry experience 

Known for blending heritage 
craftsmanship with modern digital 

printing techniques 

Strong expertise in couture design, 

textile development, and premium 

fashion collections 

Creates distinctive fashion 

expressions combining creativity 

with technical excellence 

Passionate about transforming 

fabrics into stories celebrating 

individuality and elegance 

A seasoned team across operations, sourcing, branding, design, procurement, and sales 

TradeUNO 
FABRIC. THINK TAADEUNG 

Mr. Siddharth 
Sales Head - B2B & 

Retail Expansion 

21+ Years of Experience 

Mr. Kapil Goyal 
Head - Marketing & 

Digital Growth 

* 

Leads sales strategy across B2B, 

boutique, and retail channels 

Strong expertise in customer 

relationship management and 

institutional sales 

Drives boutique onboarding, 

buyer acquisition, and market 

expansion initiatives 

Experienced in textile 

merchandising, channel 

development, and revenue growth 

Bachelor of Information System 

(BIS) 

Focused on strengthening 

TradeUNO's pan-India distribution 

and retail network 

® 

Dynamic D2C and growth 

marketing professional focused 

on scalable brand building 

Led offline marketing initiatives 

for Zepto’s Delhi NCR launch 

campaigns 

Experience in customer 
acquisition, digital presence, and 

hyperlocal marketing 

Entrepreneurial background with 

hands-on startup operations 

expertise 

Strong understanding of Al 

automation, customer-centric 
systems, and modern retail growth 

Investor Presentation ~~ A Strong Execution Team Enabling Scalable & Sustainable Growth << 
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Picks & Shovels Approach 

4) Partnership Ecosystem 

&> Ability to partner and provide Vibrant 

Eco-system to leverage skills & 

capabilities of partners 

© Access to the Right Talent 
Strong network of Designers, 

Manufacturers, Dyers, Printers, 

Stitchers and Other Value-Added 

job work specialists 

3) One Stop Solution 

End-to-end solution provider across 

design, development, sourcing, 

sampling & bulk production 

r= 

Oris 

Inventory Intelligence 
and Versatility 

\. Unmatched Fabric Inventory 

\ @&2 / Majority of the Inventory is kept at 

~~ fabric stage giving an unmatched 

flexibility to repurpose 

Multi-Channel Versatility 

Flexibility to repurpose inventory 

across B2B, B2C & B2B2C channels 

Agility in Bulk & Sampling 

Efficient handling of sampling 

as well as bulk orders with 

speed and accuracy 

he 

i 

Coopetiting vs Competing 

with partners 

S 
Onmil 

Reducing high discounting at 

end-of-season sales In Retail, 

Bulk & Sampling 

Key Differentiators: Partnership, Flexibility & Pricing 
9 core strengths that enable us to deliver unmatched value across the textile value chain TradeUNO 

Fimiiael eS ieee TE sey 

Right Sizing — Right Pricing 

°@) 
°@ 

9 (a oOl) 

Right Material Sourcing 

Ability to right-source materials as per 

Specifications, Price Need, End-use, 
Supplier Capacity Utilization 

Deep Costing Understanding 

Deep understanding of costing (RM/ 

labour/ electricity/ logistics/ 

overheads/ margin) & Benchmark 

Pricing across 22 textile clusters 

pan India 

Better Pricing Outcomes 

Ability to deliver better Pricing 
for both Buyer/Seller with transparency 

and value balance 

c00l) 

Ability to deliver better Pricing 

for both Buyer/Seller 

Investor Presentation 
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nS = SS SS eS = = 

Key Differentiators: Innovation, Trends & Ecosystem 

Continuously innovating to stay ahead of trends and deliver future-ready solutions for our partners and customers. 
= ee 

cr 

Predictive Trend Capability 

r’. & ; e 

@ Through Collaboration with Exporters Focus on Continuous Innovation in @ Ability to stay Asset Light leveraging 
& Designers, company has developed Fabrics, Designs And Materials - powerful Ecosystem through Deemed 

a capability to anticipate Trends ouSriD wet Lage eres omen penurceans piri ligen sourcing ; All Price Points, Sizes, Color Offices & Strategic Global Partnerships 
(Colors, Fabrics, Designs) 2-3 months Preferences & Age Groups from across China and Singapore. 

in advance for domestic market luxury to daily wear. the designer 
teams adds 300+ new designs every @ Certified for selling Sustainable 

month out of 6000+ designs from Fabrics, aligned with change in 
. pan India Textile Clusters Global Trends Going Forward. 

7 —— = eaaka- wollte 
Improves Designing/Sourcing 

capabilities for domestic Curated Choices for All 
market. 

Future ready and protected from Tech 

Obsolescence and Minimize Supply 

Chain risks for Partners 

7 aii, 
Investor Presentation



Investor Presentation ‹#›

Key Differentiators: Evergreen Demand, Hybrid Reach & Fast Turnaround | @8 | 
+, fe ee eer 

= oo 
@ —_‘? 

B 
A future-ready operating model that ensures sustainability, wider reach and superior turnaround 

Evergreen Inventory model Improving Speed of Business 

@ Inventory can be repurposed across ® The Hybrid Model allows Customers ® Deep understanding of Customer 

tah et a to benefit from both Cost Efficiency ea tt ee, capability 
sweat lla Bed icant eet and latest Trends directly sourced PSUS FEQUe OMIM OeMrONg 

PIS Ey SE CUCRU OT MUSH across Indian textile clusters Turnaround Time for both 
Defense , Baggage Customers & Suppliers leveraging 

Ecosystem 

Latest designs and style at best 

prices. Also, same inventory gets 

leveraged for both channels 

bringing efficiency 

Ensuring evergreen demand and 

wider monetization potential and 

lesser risk of dead inventory 

Improving speed of business 

thereby delivering better 

Profitability for all 

aa 509) Core Capabilities : ‘ 
Investor Presentation
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Smart Fabric To Fashion Tools: From Search To Virtual Try-On 
oN 7 Pipe hee TE tpt) # 

Fig: piarenaticelgensre 

Al Based Fabric Visualization 
Improving Speed of Business 

| 
Image Based Fabric Search Garment Virtual Try On 

sD USER PHOTO “ 

Search for exact or similar Visualize flat fabric images on Users can virtually try on any 

looking fabrics using images a variety of draped garments garment style with just one photo 

— 5 ESS ny eee eee oe : I ae 

7 oul Al-powered tools that drive accuracy, speed and better decision making for our partners and customers : 

Investor Presentation 
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Indian Textile Industry Size & Outlook 

Domestic Textile & Apparel Industry in India Textile & Apparels Exports From India 

(In US$ Billion) ' (In US$ Billion) 

250 

100 

37 «36.00 _=2ug 

FY18 FY19 FY20 FY21 FY22 FY23 FY30F FY18 FY19 FY20 FY21 FY22 FY23 FY24 FY25 £FY30F 

Market Size Growth: 

$ 200 Billion to $ 350 Billion USD by 2030 
(CAGR : 10%) 

a growing $ 200 Billion USD Sector 

Opportunity to Power Growth within 

Source: Ministry of Textiles, Make in India, Technopak, Annual Report on Indian textile and Apparel industry — Wazir Advisors 

Investor Presentation
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Government Incentives & Support 

FOCUS AREA KEY GROWTH DRIVERS MAJOR FTAs / CEPAs SIGNED OR CONCLUDED IN THE LAST ONE YEAR 

: (ROUGHLY SINCE MAY 2025) 
j MITRA Parks 7 Mega Integrated Textile Region Uniform 5% slab replaces multiple 

and Apparel Parks rates and removes classification 

ambiguity. 

ph ; m Lowers consumer prices, 
‘(ea TUFS Technology upgrade subsidy raising affordability & retail United Kingdom - India—UK CETA UK July 2025 

demand. 

Mt SITP Infrastructure development via Cuts admin burden - simpler Oman - India~-Oman CEPA Oman December 2025 

textile parks x invoicing/pricing across | | | 

spinning — fabric —- garments. | Concluded / 
; ; European Union - India—EU FTA EU Rincincud January 2026 

A NTTM Technical textile R&D and production Shifts demand to organized players | = 
as consumers prefer GST-invoiced | 

purchases (warranty/returns). New Zealand -India-New Zealand FTA — New Zealand April 2026 | 
ge Samarth SERN es om Ona Rising Income: India’s per capita i : 

thse edlaghes! sagpepet op abratloietle =.) OTHER KEY DEVELOPMENTS IN THE SAME PERIOD Wy KEY HIGHLIGHTS 2,4 =fa 
PLI (Proposed Encouragement for MMF & Scie wneciae bi Sy 30, = | 

fill Expansion) eon ee Bree consumption. ® India—UK agreement is one of India’s 

} BIS Standardization 377 standards for tech textiles ® infrastructure, agriculture, and kas a framework for an interim trade 
mobility driving demand for agreement in February 2026. || @ India—EU FTA has been called the 
functional fabrics. “mother of all deals” as it potentially 

EB HSN Code 207 existing + 31 new HSNs for tech hisitad & Mcavideabie BAU Cac | covers over 90% of goods traded 
Rationalization textile clarity © va ndly fabrics, solar-p Gaered plants Negotiations started or advanced with: between India and Europe. 

and textile waste recycling gaining : 

® Increased Boosting Make-in-India (501 items traction. = _ © India—New Zealand FTA offers near 

is] Customs Duty up to 20%) Retail Expansion: Tier 2/3 city push RX oy AL duty-free Meee el) most goods and 
) by major brands (e.g, Reliance, Trent, — includes mobility/visa benefits. ' 

Vmart, Aditya Birla Retails and i i : ; : 

Aer: Khadi Promotion eynort push pi ipl dea es chbeee important for Gulf trade and logistics 
Council Union 

connectivity. 

European Free Trade 

EARLIER FTAs / CEPAs SIGNED BY INDIA te) A regeaaetingl dae pr eniceiaree 3 = Australia ECTA ae Noe 
(March 2024; Emirates CEPA CECPA 

effective Oct 2025) 

Source: Ministry of Textiles, Make in India, Technopak, Annual Report on Indian textile and Apparel industry - Wazir Advisors 

Investor Presentation
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Indian Technical Textile Industry: High Growth Opportunity 

Indian Technical Textile Market Positioned 

for Structural Growth 

Market Size Growth (In %) 

o9d 

Expected CAGR: 11 - 12.5% 
(FY24 — FY28P) 

87-89% 
87-89% 

1% 

FY19 

(Base Year) (Strong Recovery) {Expanding Demand) (High Growth Opportunity) . 

)) Exports [§ Domestic 

Government Push 

Through NTTM 

& PLI 

Policy support driving 

capacity, innovation 

and competitiveness. 

Rising Adoption 

Across Industries 

Diverse applications 

driving consistent 

and resilient demand. 

Export Potential & 

Import Substitution 

Strong global demand 

for high-performance 

and sustainable 

solutions. 

Technical textiles expected to become one of the fastest 
growing segments within India’s textile ecosystem. 

+ 

i \, WHY THIS MATTERS Bxpenaine opportunity 
a in PVC-coated and 

specialized fabrics 

= 

oll FOR TRADEUNO 

Source: National Technical Textile Mission (NTTM), CRISIL MI&A, Industry Reports 

Investor Presentation 

x 

= - 

wea 

Rising institutional 

and industrial 

demand 

ON 
% 

Finch FAB be LAM oh 
Driven by infrastructure, healthcare, mobility, packaging, sustainability, and industrial applications. Michie, aie - 

Diversified Demand Across Multiple 
Technical Textile Segments 

Share of 12 segments in total technical textile industry, FY24E (In %) 

SS ee ae 44%, 

es 11 

es 11% 

Mobiltech 7x, 

Automotive textiles, airbags, etc. = 

Packtech 
Packaging, sacks, FIBC, etc. 

Hometech 

Home furnishings, mattress, etc. 

Indutech 

Industrial fabrics, belting, etc. 

Clothtech 6% 

Wipes, cleaning cloths, etc. = 

Sporttech é 

Sports goods, nets, etc. 6% 

Emerging Segments — 15% Combined 

IA 
Meditech Buildtech Protech Geotech Agrotech Oektech 

(5%) (4%) (3%) (2%) (2%) (2%) 

Strong = ped 7 <Q». Government incentives DD Higher margin potential 
ecosystem enables WIL improving long-term versus conventional 
scalable entry into amas sector economics ox textile categories 
technical textiles 
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Financial Snapshot | | . : 

ee er eee ee Oe ee TE EE Ce Te Tee ET TEE, EO Ee PEP ETT TCT TE COT TT ET POET CTC TEL OTE TC TET TT TET ETE TTT O ae oe / 

(All Amounts in = Lakhs) 

A” Revenue From Operations > Segment Breaku | 8 Net Profit 
: all | P 9g P \ 

_CAGR 19.08% | @ B2B M@ Experience MH Online Mi Made to | CAGR 106.72% 

' | Center Measure & Others* | ] 

13,874.65 1,822.17 

11,556.31 Racy (9,324.71 298.35 142.26 19.05 9,784.38 

1,207.24 

| FY25 10,185.84 1,246.43 107.40 16.64 MBI Rest oy 

FY26 IPR teem 13,874.65 

FY24 FY25 FY26 (All Amounts in = Lakhs) FY24 FY25 FY26 

*it does not include revenue from outsourcing of Made 

aN ; to Measure facility done in FY 26 Sy wae a a \ Strong top-line growth driven by scale, @ \ Consistent profitability and value creation 
i — 

\ / . . ie : 

demand and execution excellence ‘ > B28 is highest and contribute gross margin = £. delivering strong bottom-line growth 

of 10% — 15% while Showroom and Online 

Growth % . . . Growth % A 20.07% contribute 65% — 70% Margin and Made to A 50.93% 

(FY25 to FY26) Measure & Others contribute 90%. (FY25 to FY26) 

Note: CAGR is calculated from FY24 to FY26 © 
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_ Financial Snapshot 

EBITDA Margin 

+1,262 bps 
Improvement FY24-FY26 

19.49 

16.09 ee . 

a — 

6.87 wn . 

c a : 

FY24 FY25 FY26 

EBITDA Margin (%) 6.87 16.09 19.49 

Improvement (Bps) - 562 340 

fy Consistent margin expansion driven by 

si) operating leverage, premiumization and 
ee cost efficiencies. 

B2C Revenue Contribution 

14% in FY26 

(vs < 1% in FY24) 
& 

Investor Presentation 

Net Profit Margin 

+878 bps 
Improvement FY24-FY26 

13.14 

al —_ e 

10.44 | — 

oe 
a 

a 

4.36 a 

me al 

i 

FY24 FY25 FY26 

Net Profit Margin (%) 4.36 10.44 13.14 

Improvement (Bps) - 384 270 

Strong profitability trajectory supported by 9 ae pricing power, product mix upgrade and 

operational excellence. 

(>>) Average Order Value 

\\/ Bac: %9,991 | B2B: %432,412 

D>
 
r
o
 

=
 

a = oo 

TradeUNO 
ee | Tae 

(All Amounts in % Lakhs) “= === ----- : 

Major Performance Enhancers & Key Takeaways 

Higher B2C Contribution: 

B2C Revenue increased to 14% in FY26 

(T from 1% in FY24 to 14% in FY26) 

B2C Margins improved ~4x vs. B2B 

Premiumization: 

B2C Average Order Value: $9,991 

B2B Average Order Value: 432,412 

Driving better realizations and profitability. 

Profitability Improvement: 

B2B Profitability increased from 13.5% to 15% 

B2C Profitability increased from 68% to 70% 

Asset-Light Deemed Manufacturing Model: 

Reduced fixed overheads and capex burden while 

maintaining quality control. 

Strategic Sourcing Partnerships: 
Better bargaining power, lower procurement costs, 

with exclusive high margin products. 

Inventory Efficiency: 
Fabric-first approach allowed repurposing across 

segments, reduced dead stock, and avoided 

heavy discounting. 

Product Mix Upgrade: 
Expansion into made-to-measure garments, 

technical textiles, and premium imports 

increased unit margins. 

Profitability Improvement 

B2B: 13.5% - 15% | B2C: 68% — 70% 

ry



Investor Presentation ‹#›

Average Order Value Pantie 
4 Tah Ln Te LSD é 
= eo oe ——— eee ieee es eee ee ii ee i 

(All Figures In = & Times) 

CE 
Avg. Order Value (FY26): 4,44,610 | &+12.8% YoY | | ft Avg. Order Value (FY26): 4,32,412 | A +11.9% YoY | , Avg. Order Value (FY26): =9,991 | A +30.5% YoY | 

} 

al vs FY25: +11.9% increase | (FY25 to FY26) | *e« vsFY25: +30.5% increase (FY25 to FY26) | vs FY25: +12.8% increase | (FY25 to FY26) 

| Values in= | Values in % | Values in % | | 

9,991 
4,32,412 4,44,610 | 

3,90,319 3,86,491 

2,452 

FY24 FY25 FY26 FY24 FY25 FY26 FY24 FY25 FY26 

FY26 Average Order Value 

fj B28 24,32,412 
remarkable ~4.07x surge, driven by higher margins and premium customer acquisitions. : y B2C #9991 

Note: The company’s average order value has increased ~1.13x overall during the period. 

While B2B continues to be the dominant segment in terms of order value, B2C has shown a 

Consequently, the company’s strategic focus is increasingly shifting towards B2C, : 

while still maintaining a strong presence in B2B. | ts Total %4,44,610 
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_ Sales Of Fabrics Bifurcated Into B2B & B2C 

B2B 

11,990.80 

9,233.14 sia 

4 

2 A 
x suté 

—! 

iv 

FY24 FY25 FY26 

B2B sales grew ~1.29x from %9,233 Lakhs in FY24 

to 11,991 Lakhs in FY26. 

Key Drivers if 
Strong relationships with large manufacturers and institutional buyers 

Consistent repeat business and long-term contracts 

Focus on quality, reliability & on-time delivery 

Broader product portfolio for diverse industrial applications 

Efficient supply chain and cost optimization 

Investor Presentation 

(=
 L
ak

hs
) 

485.27 

(All Figures In = Lakhs & In Times x) cop oye nN RTE 

B2C 

4x Higher Margins Than B2B, 

Driving A 16x Bottom-line Boost 

1,883.86 

1,502.33 

A = 

FY24 FY25 FY26 

B2C sales grew ~3.88x from %485 Lakhs in FY24 

to 71,884 Lakhs in FY26, driven by higher 

margins and customer acquisitions. 

Key Drivers 

Expanding retail footprint and digital presence 

Premium product mix with higher margins 

Strong brand recall and customer loyalty 

Targeted marketing and customer engagement initiatives 

Enhancing in-store experience and service quality 

naa = = = a = = 

TradeUNO 
i Pmvichgal Lelio Veta 

Invoice count surged ~32.8x 

from 660 in FY22 to 21,629 in FY26, 

reflecting strong demand growth. 

Golf Course store moved to Mega Mall, 

increasing footfall by 2x and 

driving higher conversions. 

Successful network expansion 

across key Tier 1 and Tier 2 cities. 

Increase in repeat customers 

and average basket size. 

Wider product range and exclusive collections 

strengthened customer preference. 

Strong omni-channel strategy 

driving seamless customer experience. @
 2
)
 

& 
©)
 &
 

FY26 Snapshot 

py 7" 

h® EF C6 6G 
B2B Sales B2C Sales Total Sales Invoice Count 

(FY26) 

711,990.80 21,883.86 13,874.65 — 

Lakhs Lakhs Lakhs 21 ,629 
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Mode Wise Revenue Bifurcation 
a tt EE EE EE SE EE Ee SE Ee EE EE Ee EE Ee Et rE a a f 

(All Figures In ¥ Leakhs & In Times X) 

Offline | Online “—_ FY24 Growth (+4.9x) from %9.53 Lakhs to 745.38 Lakhs 
{ 1 

| | | i | Driven by: 
13,777.76 alll \—_*#—* Early-stage marketing push to build market 

142.46 | = | awareness and customer base. 

90.75 96.90 Pin ary, 
| ff N ‘\, FY25 Strong Growth (+3.1x) -— 345.38 Lakhs — 7142.46 Lakhs 

[ 

© Strong marketing investments and customer 

(=
 L
ak

hs
) 

(%
 L
a
k
h
s
)
 

| Me ft acquisition campaigns. 

* Focus on building brand trust and expanding 

online visibility. 

11,250.01 
9,575.94 

vy ~~. FY¥26 Acceleration (+0.68x) — 96.90 Lakhs 

ZA | Driven by: 
4 FY25 FY 

| \ alll P i Z Digital Marketi d Offline Sales h 
Offline revenue grew ~3.2x Online revenue grew ~0.68x oe china 

’ ae | accelerated our experience center sales. 
from %3,497 Lakhs in FY22 ® from ~142.46 Lakhs in FY24 * Leading to better ROAS 

to 13,777 Lakhs in FY26. to 96.90 Lakhs in FY26. 

FY2 26 FY24 FY25 FY26 

* Digital Marketing expenses optimized to 

291.82 Lakhs in FY26 from 2102.66 Lakhs in FY25 
Key Drivers Key Drivers ¥ y and 2189.26 Lakhs in FY24. 
© Expanding retail footprint and better store productivity © Online marketing andsales driveincreased | Leen ee --+ +--+ +++ +--+ +--+ +--+ +--+ +--+ +--+ -- 

© Stronger customer relationships and walk-in conversions SOWEO ORT SUStORIET Tomtialt | w=  FY26 Outlook 
© Premium product range with higher margins if \\ : 

© Improved product availability and in-store experience a (CG | * Sustained growth across Online & Offline channels. 
© Wider reach through omni-channel strategy \ } «it inabl fitabl h 

© Focus on high margin and exclusive product categories = a Sige OG es PRA owe 

= = We faces © Enhanced website, UX and digital capabilities =e * Continued investment in brand, technology 
© Robust winning ratio with institutional & trade customers 

© Data-driven marketing and customer engagement and customer experience. 
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Thal LAS Theme, MET 

_ Key Ratios - FY26 Sh. 

All Figures as on March 31, 2026 

5. Inventory (& What These Ratios Indicate 1. ROE 2. ROCE 3. Net Profit Ratio Seeteren 
Investment (ROI) Turnover Ratio 

ae sali _ as iin Days) Consistent improvement reflects 

& 8 e ® ® & Ds 6 s * robust financial performance and 

operational efficiency. 

33.52% 39.80% 13.14% 16.57% 61 Days 
Strong profitability and asset 

efficiency driving higher returns 

for shareholders. 

Strong Profitability & Efficient Capital Use & Healthy Profitability & @ Attractive Returns on Healthy Inventory 

Efficient Equity Utilization High Return Generation Cost Efficiency Investments Management 

Low leverage and strong liquidity 

position the Company well for 

sustainable growth. 
7. Trade Payable 

Turnover Ratio 

10. Debt to 

Equity 

(In Times) 

6. Trade Receivable 

Turnover Ratio 

(In Days) 

8. Net Capital 

Turnover Ratio 

(In Times) 

9. Current Ratio 

(In Days) (In Times) 

Efficient use of capital and 

disciplined financial planning 

enhancing long-term value. 99 Days 36 Days 2.55x 5.52x 0.10x 

Extremely low Debt-to-Equity of 

0.10x provides substantial headroom 

for future expansion and strategic 

growth initiatives. 

Se
 

8
 

8
 

8
 

Efficient Receivables © Optimal Payables Effective Utilization of @ Strong Liquidity & Low Leverage & 

Management Management Working Capital Short-term Solvency Strong Financial Stability 

© The Company continues to deliver superior returns, maintain near debt-free operations, and ensure healthy liquidity - key enablers for sustainable growth. 
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Why Our Debtors (Receivables) are Higher - Temporary & Well Managed TRADEUNO’ 
—— Think Fabric Think TradeUno —— 

Key External Factors | ting Collecti 
Our receivables are temporarily higher due to global disruptions, ee ee en ee RT ee 

but they are fully margin adjusted, backed by high quality buyers o™ : Gey = ae 

and will normalize as the macro stabilises — without impacting profitability. a : 7 
Russia—Ukraine } US Tariff lran War 

War Impact : Disruptions | Scenario 

1. High Quality Debtors Base 

ss = Y) 

2. Margin Adjusted Credit Terms 

Interest cost has been added in 

the sales prices for the additional 

3 ! credit period. 
Exporters supplying to .  Longstanding partners: This makes the P 

120+ countries to : with strong credit | receivables high quality, 

200+ global brands : history andrelationships diversified and low risk =a 
= Ensures profitability is protected 

< fre despite extended credit period. 
g Strong buyer base. Low risk. High confidence. 

Our receivables are a result of temporary global headwinds, backed by high quality debtors, 

margin adjusted credit terms and strong risk management — ensuring no impact on profitability. 

Investor Presentation 
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Balance Sheet 
<i EE EE EEE ee eee ee ee ee ee ee ee Ee ee EE ee ee ee ee ee eee ee eee eee eee ee 

eb 

(ote) Equity & Liabilities 

EQUITY 

Equity Share Capital 

Other Equity 

TOTAL EQUITY 

NON-CURRENT LIABILITIES 

Borrowings 

Lease Liabilities 

Other Non-current Liabilities 

Provisions 

Deferred Tax Liabilities (Net) 

TOTAL NON-CURRENT LIABILITIES 

Particulars FY26 

1,789.28 

6,990.76 

8,780.04 

1,251.68 

849.09 

2,100.77 

17.78 

360.79 

32 

890.39 

893.51 

CURRENT LIABILITIES 

Borrowings 

Lease Liabilities 

Trade Payables 

Other Financial Liabilities 

Other Current Liabilities 

Provisions 

Current Tax Liabilities (Net) 

TOTAL CURRENT LIABILITIES 

TOTAL LIABILITIES 

© TOTAL EQUITY & LIABILITIES 

Investor Presentation 

1,817.89 

2,215.30 

10,995.33 

546.61 

46.39 

1,582.11 

22.63 

5.46 

16.57 

428.10 

2,649.87 

3,030.73 

5,131.51 

520.68 

39:35 

2,036.00 

23.25 

43.18 

7.45 

130.69 

2,800.60 

3,243.06 

4,136.57 

| NON-CURRENT ASSETS 

e | 

Property, Plant & Equipment 

Right-of-use Assets 

Intangible Assets 

Capital Assets Under Development 

Intangible Assets U/D 

Investments 

Other Financial Assets 

Deferred Tax Assets (Net) 

Non-current Tax Assets (Net) 

Other Assets 

TOTAL NON-CURRENT ASSETS 

CURRENT ASSETS 

Stock in Trade 

Investments 

Trade Receivables 

Cash & Cash Equivalents 

Other Financial Assets 

Other Current Assets 

TOTAL CURRENT ASSETS 

TOTAL ASSETS 

312.51 

466.67 

82.43 

18.83 

8.00 

31.94 

33.52 

953.91 

1,974.43 

505.25 

4,896.05 

205.34 

1,533.85 

926.50 

10,041.42 

10,995.33 

107.31 

416.77 

99.03 

13.94 

35.52 

672.57 

1,627.49 

2,664.05 

12:97 

0.11 

154.50 

4,458.92 

5,131.51 

z= === = = = = = = 

TradeUNO mike VLE Thee TAD 

111.66 

456.12 

0.30 

12.13 

9.59 

589.80 

1,229.30 

1,719.26 

13.55 

174.62 

410.03 

3,546.76 

4,136.57 
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Profit & Loss Statement 

Particulars 

“a, Revenues 

+) Other Income 

= Total Income 

we Raw Material Expenses 

Employee Costs 

Finance Costs 

Depreciation & Amortisation 

Total Expenses 

Profit Before Tax 

oO 

© 
{9} 

¢-:) Other Expenses 

Mh 

®@ Tax Expense 
Current Tax 

Deferred Tax (Credit) 

Total Tax Expense 

Profit After Tax for the Year 

PAT Margin 

Investor Presentation 

13,874.65 

55:55 

13,930.20 

10,708.75 

90.76 

162.56 

136.67 

370.83 

11,469.57 

2,460.63 

635.06 

2.00 

637.06 

1,823.58 

13.14% 

i 

| TradeUNO 
See 

(All Amount In = Lakhs & Margins In %) 

11,556.31 9,/84.38 

2.49 197 

11,558.79 9,786.34 

9,292.61 8,535.43 

98.63 82.29 

144.34 71.01 

102.09 31.90 

305.90 494.00 

9,943.57 9,214.63 

1,615.23 971.71 

454.57 150.48 

=—25.85 —5.48 

428.72 145.00 

1,206.51 426.72 

10.44% 4.36% 

| 

| 
I 

®© FY26 ® FY25 a) FY24 
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—=— = i i 

Benchmarking Against Peer Groups: Performance & Comparison Se 
FY26E Valuation & Growth Benchmarking cca, re MORENO 7 

Game Changers ) Sai Silks Vedant Fashions Go Fashion Kewal Kiran 
Particulars Texfab Limited | Kalamandir Limited Limited (India) Limited | Clothing Limited fg  ““"y Game Changers Stands Out 

6) Market Cap (= Cr.) 204 1,842 10,837 1,540 3,068 Q Fastest EBITDA & PAT 

growth trajectory 
©) P/E (x) 11.2x 15.1x 29.9x 26.0x 22.0% 

@) Revenue CAGR (3Y) 19.1% 4 4.0% + 2.3% + 4.8% + 13.4% 4 Swensuriarsine pansion 
driven by B2C mix 

EBITDA CAGR (3Y) 100.5% *# (0.3%) ¥ (1.2%) ¥ (1.8%) ¥ Ine +4 

Asset-light model delivering 

superior scalability 
@ F126 Revenue (€ Cr) 138.7 1,462 1,386 $38 1,003 

F 0 0 a] 0 a @ EBITDA Margin 19.5% 14.9% 46.3% 28.3% 19.0% Steattieanitu este patent 

as retail footprint expands 

@) PAT CAGR (3Y) 106.7% ¢ (6.5%) 4+ (4.2%) 4 (15.4%) 4 10.2% + 3 

@ PAT Margin 13.1% 5.7% 26.4% 6.8% 13.7% 
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Management Commentary | 
TradeUno delivered a strong performance this period, marked by consistent 

growth in transaction volumes and expanding customer adoption. Revenue 

momentum was supported by disciplined execution, operational efficiency, 

and continued focus on cost optimization. 

We advanced our technology platform with Al-driven trading insights and 

real-time analytics, empowering customers to make informed trading 

decisions with confidence. 

We invested in our people, attracting and nurturing high-caliber talent 

across technology, risk management, operations and client service. Our 

people-first approach strengthens our culture of ownership, innovation and 

customer centricity. 

We deepened partnerships and invested in customer education and 

engagement, enabling better pricing, improved execution, and wider 

product access for our customers. 

Mr. Sanjeev Goel We disciplined utilisation of IPO proceeds, deploying funds prudently Mr. Ankur Aggarwal 

Managing Director towards capacity expansion, technology upgrades, market reach, and Executive Director & CFO 

brand building to drive long-term value creation. 

Looking ahead, we remain confident in our ability to capitalize on improving global trade 

conditions and emerging opportunities. We are well positioned to deliver sustainable and 

profitable growth in the years ahead. 
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Future Growth Drivers | S&S 

Strong levers driving sustainable growth and long-term value creation 

IES 
SAlo 

Sales Expansion Supply Chain Technology Technical Textiles Asset-Light Store Model 

e ° 7 7 @ We follow a supplier-owned 
© Launching six new experience-led @ Enhancing our ecosystem by @ Leveraging tech tools for Al-driven @ Entering the high-growth technical inventory model. 

stores across Tier 1 and 2 cities to providing more curated choices. inventory management, eee textiles segment through global © Supplier provides inventory 
strengthen retail footprint. | - a and operational partnerships. and manpower; we provide 

© Partnering with dyeing, printing, efficiency. showroom space. 
ing digi tailoring, and design experts to Manufacturing in J&K/other @ Storgulerty ae channels to 6 slid @ Using Digital Marketing to 0° es es @ Weearn on sales, charge 

build a PAN India presence. elevate capabilities. suitable states to leverage cost 
Acquire/Engage Customers and display fees, and purchase onl 

é and tax advantages. = ‘ : 
Target repeat business. sold items. 

@ Expanding customer base and © Building a resilient and agile 

attracting global partnerships. supply chain for efficient @ Driving lower ROAS and higher © Positioned to benefit from rising © Unsold inventory remains with 

operations. customer lifetime value. demand across multiple industries supplier — zero inventory risk 

in the coming years. for TradeUNO. 
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OUR VISION FOR THE FUTURE a 
. = TradeUNO 

% Tre TL, Tet, AE ey Z 

Building a future of sustainable growth, stronger value creation and long-term impact 

AGGRESSIVE GROWTH TARGETS j 

Committed to delivering superior financial performance 

with consistent and profitable growth 

REVENUE PAT 

——— Targeting ——— Targeting 

30%-35% | 40%-45% 
CAGR GROWTH CAGR GROWTH 

Over the Next 3 Years Over the Next 3 Years 

kal 

il al —all —aall 
FY24 FY27P | FY24 FY27P 

High growth powered by strong fundamentals, 

al scalable operations and value-driven strategy 

eo EXPERIENCE CENTERS EXPANSION Im 

Expanding our retail footprint to bring the 

TradeUNO experience closer to our customers 

9 

ot \.4 
9 EXPERIENCE 

CENTERS 

?) IN PIPELINE 

#9 

oa Strengthening presence across key markets 
with a focus on experience-led retail 

Taking the next big step in our growth journey 

to unlock long-term shareholder value 

TARGETING 
MAIN BOARD 

LISTING 

WITHIN THE NEXT 
3 YEARS 

Stronger governance. Greater transparency. 

Wider reach. Accelerated growth. 

OUR FOUNDATION FOR SUSTAINABLE AND PROFITABLE GROWTH 

Sustainable 

High Growth 

Disclaimer - Forward Looking Statement: This presentation contains forward-looking statements based on current beliefs, expectations and assumptions of the management. 

eOe Customer-Centric 

ig Innovation 

Operational 

Excellence | & Long-term Value Creation 

These statements are subject to risks and uncertainties that could cause actual results, performance or events to differ materially from those expressed or implied. 

The Company does not undertake any obligation to update or revise any forward-looking statement, whether as a result of new information, future events or otherwise. Investor Presentation 
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ne = oe os 

_ FUTURE GROWTH DRIVERS — TAILWINDS & HEADWINDS - 
ae eS ee ee 

Well positioned to capture opportunities while effectively managing risks 

TAILWINDS HEADWINDS 
Driving Growth Managing Risks 

Premiumisation & B2C Momentum War Impact 

Shift to Organised Retail 
US Tariff Impact 

Global/Domestic Sourcing Advantage 

Expanding Designer Network B2B Dependency 

FTA Benefits 
Inventory Challenges 

Retail Expansion 

Margin Improvement Intense Competition 

Strong Balance Sheet 

S
e
 
8
 

8
 
8
 

8B
 

8
 

Supply Chain Disruptions 

e
e
e
 

e
e
 
8
 
8
 
8
 
8
 

Large B2B Pipeline 

TradeUNO remains focused on leveraging tailwinds, mitigating headwinds, and executing strategic priorities Ss 
Disclaimer: The above factors are based on current estimates and assumptions. Actual results may differ materially due to changes in market conditions, 

government policies, global events or other external factors. 

to drive sustainable growth and long-term value creation. 
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\ = 

5 Yo a 

We appreciate your time and interest in 

Game Changers Texfab Limited. 

OC Game Changers Texfab Limited NESTOR Ke lLallons 

© Email : enquiry@tradeuno.com (@ 

Tel : +91-8377936803 i | 
© iw | Mr. Ankur Aggarwal 

Address : 135/1, Udyog Vihar Phase 1 Executive Director & CFO 
Gurugram - 122016 Dea eee eee 

Website : www.tradeuno.com &J ankur@tradeuno.com 

Scan to visit oOo | B2B aan Experience _ Technical x Made-to 
www.tradeuno.com C{_} Solutions Ad Centers | e=/ Textiles Measure 

Building India’s Next-Generation Fabric & Fashion Solutions Platform + Q
 


