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Integrated cash logistics player with leading presence in Retail Cash
Management (RCM) of cash management services industry.

Backed by reputed institutional investor Ascent Capital

Marquee Clientele include Axis Bank, SBI, HDFC Bank, Delhivery, ICICI
Bank, Hiveloop Logistics, Bajaj Finance, Equitas SFB etc

Asset Light Business Model

Major Portion - Offer for Sale

Decreasing Margins & Increasing Debt

Pp———

IPO SNAPSHOT
Issue Size X 387.94 Crores
Issue Type Fresh Issue & Offer for sale
Fresh Issue X 60 Crores
Offer for Sale X 327.94 Crores
Face Value Per Share X1
Price Band Per Share X94-%99
Minimum Lot Size 150 shares
Listing On BSE, NSE
Pre-lssue Promoter Holding 66.39%
Post-Issue Promoter Holding 53.21%
Registrar to the Issue Link Intime India Private Ltd
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https://radiantcashservices.com/

IPO SNAPSHOT - Radiant Cash Management Services Lid

= |ncorporated on March 23, 2005

* |ntegrated cash logistics player with leading presence in Retail Cash Management (RCM) of cash
management services industry in India

= One of the largest player in RCM Segment in terms of network location and touch-points served as of
March 31, 2022

= Backed by reputed institutional investor Ascent Capital who invested in the company in Fiscal 2015

= Business spread across 5 verticals: Cash pick-up and Delivery, Network Currency Management,
Cash Processing, Cash Vans and Other Value added services

= Provides services across 13044 pincodes in India covering all districts except Lakshadweep with
about 55,513 touch points serving more than 5,388 locations as of July 31, 2022

About the = Marquee clients include largest foreign, private and public sector banks and end user of the services
Company include some of the largest e-commerce companies, retail chains, NBFCs, insurance firms, e-
commerce logistics players, railways and retail petroleum distribution outlets.
= 4 of their top clients in FY2021 have been with them for 5 years or more
= For 4 months ended July 2022, Fiscal 2022, 2021 and 2020, total currency movement or total value
of currency passing through company’s RCM business amounted to X 485.85 billion, X 1303.80
billion, X 912.22 billion and X 1290.77 billion respectively
= As of July 2022, company had a fleet of 739 specially fabricated and armoured vans through
combination of leased vehicle and on short term contractual basis, which allows serving the clients
through length and breadth of the nation alongwith the support of 8,780 team members including
contractual workers
= Leading Integrated Cash Logistics Player in a consolidating industry present across the value-chain of
Retail Cash Management
= Pan-India Presence with Strong Network in Tier 2 and Tier 3+ locations and fast growing end user
segments
Competitive | = Diversified client base with long-standing relationship and ability to cross-sell value added services
Strengths | = Robust operational risk management
= Asset-Light Business Model
= Significantly built-up technology to optimize operational profitability
=  Steady Financial Growth
= Experienced management team backed by reputed institutional investor
Particulars 31-3-2020 31-3-2021 31-3-2022
Revenue from Operations 248.28 221.67 286.04 29.04%
EBITDA as stated 55.77 49.76 59.49 19.55 %
Financials EBITDA Margin 22.15% 22.20% 20.73%
(X in Crores) :
Profit After Tax as stated 36.50 32.43 38.21 17.82%
Profit After Tax Margin 14.50% 14.47% 13.31%

Debt to Equity =0.21

Valuation * Based on Annualized FY23 Earnings, fully diluted paid up equity capital Asking P/E = 17
Company TTM P/E
Peers SIS Ltd 17.62
CMS Info Systems 21.79
p t = Col. David Devasahayam
romoters |, Dr. Renuka David
Objects =  Funding Working Capital and Capex Requirements
DISCLAIMER

The information provided by or in this newsletter is generally from the press reports, electronic media, research websites and other media. It also includes information
from interviews conducted, analysis, views expressed by our research feam. Investors shouldnot rely solely on the information contained in this publication and must
make their own investment decision based ON their specific objectives and financial positions and using such independent advisor as they believe necessary. The
material and the information provided herein are not and should not be construed as an advice fo buy or sell any of the securities named in this newsletter. SIHL
may or may not hold positions in any of the securities named in this newsletter as a part of its business. Past performance is not necessarily an indication of future
performance. SIHL does not assure for accuracy and correctness of information of reports in this newsletter.
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