TRANSCRIPT OF THE THIRTY-NINTH ANNUAL GENERAL MEETING OF HINDUSTAN HARDY LIMITED HELD AT 2.30 P.M. ON WEDNESDAY, SEPTEMBER 29, 2021 THROUGH VIDEO CONFERENCING / OTHER AUDIO-VISUAL MEANS
Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
It is approximately half past two in the afternoon, and I’d like to welcome you to the 39th Annual General Meeting of your company. On behalf of the board of directors, I want to thank you for taking the time out to join us today. Your continued support and confidence in us drives us to do more and create greater value. I hope all of you are safe and in good health. This meeting is being conducted through OAVM – Other Audio-Video conference as per guidelines issued by the Ministry of Corporate Affairs and SEBI.
 In line with the MCA General Circular dated May 5, 2020, read with the General Circulars dated April 8, 2020 and April 13, 2020 and January 13, 2021 and SEBI Circular dated May 12, 2020 and January 15, 2021, the notice of the 39th AGM along with the Annual Report 2020-21 was sent only through electronic mode to those members whose email addresses are registered with the company depositories. The notice convening the 39th AGM was also uploaded on the website of the company and is accessible on the website of the stock exchanges and on the website of NSDL. 
I wish to inform the members that in case of any technologically related challenges and I am unable to continue to participate in this meeting, any one of the directors who is able to continue would preside over the meeting. Now I would like to introduce the board of directors. So, I would request the board to raise their hands and then I’ll introduce them. 

So, the first person is Ms. Devaki Saran. If she would raise her hand. Okay. 

The next is Mr. Vijay Narhar Pathak. If he would raise his hand.

The next is Mr. Jehangir Hirji Cawasji Jehangir who is an Independent Director. 

The fourth is Mr. Koszarek. He is having technological problems it seems. Oh, he is joining. Alright, there he is. Mr. Koszarek please raise your hand so you can be introduced to the shareholders. 

Moderator:
He is getting connected to the audio. 

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
Well in any case, the shareholders can see Mr. Koszarek. He is the Panelist. He is there. 

Moderator:
Now he can. 

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
Richard, please raise your hand. Yeah, he has raised his hand. I think I have introduced all the directors. 

Mr. Navroze Marshall an Independent Director is unable to attend the meeting as he is travelling abroad. 

Participation of members through video conference is being reckoned for the purpose of quorum as per the circulars issued by the Ministry of Company Affairs and the Company’s Act. The requisite quorum is present through video conference to conduct the proceedings of this meeting. 
The quorum being present, I call this meeting to order. I now request Sunita Nisal – Company Secretary to provide general instructions to the members regarding participation in this meeting. Ms. Nisal, please. 

Ms. Sunita Nisal - Company Secretary, Hindustan Hardy Ltd:
Good afternoon, everyone. As informed by the Chairman, this Annual General Meeting is being held through video conference in accordance with the Company’s Act 2013 and the circular issued by the Ministry of Corporate Affairs and SEBI. Facility for joining this meeting through video conference is made available for the members on first come, first serve basis. The Register of Directors and Key Managerial Personnel, the Register of Contract or Arrangement are available for inspection by the members during the meeting. As the AGM is held through video conference, the facility for appointment of proxies by the member was not applicable, and hence the Proxy Register is not available for inspection. 
The company has received a request from four members to register them as speakers at the meeting. Accordingly, the floor will be open to these members to ask questions and express their views. The moderator will facilitate this session once the Chairman opens the floor for questions and answers. 
The company has provided the facility to cast votes electronically on all resolutions set forth in the notice. Members who have not cast their votes and who are participating in this meeting, will have an opportunity to cast their votes during the meeting through the e-voting system provided by NSDL. Members can click on the Vote tab on their screen to avail this feature. Members are requested to refer to instructions provided in the notice or appearing on the video conference page for seamless participation. In case members face any difficulty, they may reach out on the helpline numbers. 
Thank you. 
Back to you Mr. Chairperson. 
Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
The company has received one corporate representation for attending the meeting in respect of 9,89,993 equity shares representing 66.07% of the equity share capital of the company. One minute. Sorry for the delay. As the notice is already circulated to all members, I take the notice convening the meeting as read. 
The Statutory Auditors M/s Daga & Chaturmutha and Secretarial Auditors M/s Parikh & Associates have expressed unqualified opinion in their respective audit reports for the financial year 2020-21. The representatives of the Statutory Auditors and the Secretarial Auditors are present at the AGM. 

CHAIRMANS SPEECH:

I want to thank you all again for attending this second virtual Annual General Meeting. 
It is my pleasant duty to present to the shareholders of Hindustan Hardy Ltd. the Annual Reports and audited accounts for the year ended 31st March, 2021. 
The year got off to a slow and shaky start due to the lockdown on account of the COVID-19 pandemic. Due to government regulations, the company was forced to close manufacturing operations for the first 1 ½ months of the year. The company only restarted manufacturing on the 10th of May, and that too with limited manpower in accordance with government regulations. 
The sales in the 1st quarter accounted for barely 10% of the total sales of the year. Production was hampered by manpower restrictions and suppliers and customers alike also faced the same restrictions. Sales steadily increased on a quarterly basis as restrictions were relaxed, both across India and globally. The company had a very strong 4th quarters as both domestic and export markets performed well and sales were strong across all segments. Sales would have been even higher, however certain export shipments could not be dispatched during March due to non-availability of containers. This is a global problem which still persists. Availability of containers remains a big problem and shipment rates are at an all-time high.
 Sales increased 13.4% on a YoY basis despite 1 ½ months of no production or dispatch. This was due to a low base as sales in 2019-2020 were affected by the automotive recession and the abrupt lockdown in the middle of March. Sales were 2021 were nearly back to 18-19 levels despite the fact that they were affectively achieved in only 10 ½ months. 
The company’s cost reduction efforts across all areas hugely benefitted the bottom line. Additionally, increased focus on more profitable segments increased the operating margin. Export sales realisation was boosted by the weak Rupee. 
Sky rocketing commodity prices negatively impacted the bottom-line. Steel prices increased by nearly 30% during the year and continue to increase. These increases are compensated by domestic customers but not by export customers. Indian steel price movements are not necessarily in sync with global prices. That too, domestic customers generally compensate with a delayed effect. Or additionally, suppliers of bought out components and consumable items also demanded price increases across the board due to increase in production costs, and these increases are not compensated by most customers. The steep increase in petroleum and paper products also led to an increase in the cost of paint and packing material. The company continues its value engineering and supply rationalisation in efforts to try and offset this impact. 

Your company was able to achieve a turnover of 44.61 crores in the financial year 2020-21 as compared to Rs. 39.10 crores in the previous year. Profit before tax was 440.84 lakhs as compared to a profit of only 13.16 lakhs in the prior year. 
The increase in profit is largely driven by high sales turnover leading to a better capacity utilisation. Additionally, the focus on cost reduction translated into cost reduction across all departments with employees across the board working very hard to improve efficiency and minimise costs. Interest costs also reduced from 30.61 lakhs from 2019-20 to 18.61 lakhs for the year under consideration 2020-21. This is due to better working capital utilisation and very stringent follow up on the account of customer receivables.
 This is partially offset by the increase in input costs and lack of any MEIS revenue for the year 2020-21 due to government shortage of funds. 
The board of directors have recommended a dividend of Rs. 2 per share or 20% on the par value on the equity shares of the company for the year for the financial year 2020-21. 
The 1st quarter was impacted by the second wave of the COVID-19 pandemic, and the lockdown in Maharashtra and Nashik which affected manufacturing activity. The effect of local lockdown and restrictions on shop timings was severely felt by the after-market segment. 
Though the situation has improved, things remain highly uncertain with the Delta variant spreading across the globe and also talk of a third wave in India. The agricultural sector is slowing down now that the monsoon season is over and commercial vehicle sales still remain sluggish. 
Commodity prices namely steel and petroleum continue to rise, and steel mills are expecting a hike in pricing further. There has been a sustained quarterly increase in steel prices from October 2020 onwards. 
Additionally, the merchandise export from India’s scheme is being replaced by the remission of duties and taxes on exported products scheme. Realisation under MEIS were 2.99% of the FOB value of export turnover, whereas that under the new scheme RoDTEP will be under 0.5%. 
The company is continuing its efforts to expand its product offering and target new customers. These efforts are hampered by limitations on travel and also the fact that many companies have put new supplier development activities on hold due to the pandemic. Despite these setbacks, the management is trying to identify new customer segments for both new and existing products. 

I’m pleased to report that the relationship by board executives, officers and other employees has been cordial throughout the year, and I’m sure this will continue to remain so and I appreciate the efforts made by all to nurture this relationship which is so crucial to our continued success. 
The achievements recorded by your company would not have been possible, but for the active and sincere support and help extended by banks, financial institutions as well as government agencies. 
More thanks are due to my colleagues on the board who always stood by the company’s dignity, decorum and perfect understanding at the cost of their time and energy. 
The dedication of employees at all levels has contributed substantially to the all-round achievement of the company. I place on record on behalf of the other members of the board and myself, a deep sense of appreciation towards them and earnestly look forward to their continued support and participation in fulfilling the objectives and goals of your company during the current year. 
We acknowledge their continued corporation, support given to the company by our customers, suppliers, distributors and dealers. 
Last but not the least, we record our deep sense of gratitude towards you, the ladies and gentlemen who have reposed in us the faith and confidence which has been such a great source of inspiration. I am confident that your faith will not be belied in the coming years. 
Thank you. 
Note, this does not purport to be a record of the proceedings of the Annual General Meeting. When do we open the floor for questions? 

Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Now we have to pass the resolutions. Go back to the proceedings. 

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
Alright. So, the 1st resolution is an ordinary resolution for the approval and adoption of audited financial statements for the year ended March 31, 2021. We need a proposer and we need…

Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
It’s e-voting therefore we don’t need it.

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
Done. Has it been passed? We don’t know. 

Resolution No. 2

 is an ordinary resolution for the declaration of dividend for the financial year 2020-21. That’s e-voting again? 

Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Everything is e-voting. 

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
Okay. Items 3 and 4, I step down and Mr. Pathak will take up the chair and    state the item.

Mr. Vijay Narhar Pathak- COO & Executive Director, Hindustan Hardy Ltd:
Thank you. Resolution No. 3 is an ordinary resolution for appointment of director in place of Mr. S.C. Saran who retires by rotation, and being eligible, offers himself for reappointment. 

Resolution No. 4 is a special resolution for reappointment of Ms. Devaki Saran as a Whole-time Director designated as Executive Director and CFO for a further period of 3 years.

I step down for the Chairman to resume again. Sir, you are on mute. 

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
Sorry. The Resolution No. 5 is a special resolution for the reappointment of Mr. Vijay Pathak as a Whole-time Director designated as Executive Director and COO for a further period of 3 years. 

We will open the floor for any questions by members. We will request each member to turn on their video only once when you are projected on the broadcast screen. Kindly unmute yourself and proceed to ask your questions. We would request each member to be brief and avoid repeat questions. As has been the practice and to avoid repetition, the answers to all the questions will be provided after all the members have spoken. Once you have asked your question, you can mute yourself and continue to hear and watch the proceedings. The speakers’ list for Chairman and other candidates is:

Mr. Dinesh Amrutlal Kotecha.

Mr. Kirti Shah.

Mr. Naveen Lilendra Sharma.

  Mr. Saket Kapoor. 

So now… who is moderating? They have to put the speakers. 

Mr. Dinesh Amrutlal Kotecha – Shareholder:

Sir, can I speak? Hello, am I audible sir?

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
Yeah you are.

Mr. Dinesh Amrutlal Kotecha – Shareholder:

Good afternoon sir. How are you, first of all? Sir, how are you?

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
Very well thank you. 

Mr. Dinesh Amrutlal Kotecha – Shareholder:

Okay okay. 

Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Good afternoon Mr. Kotecha. Nice to see you again this year. 

Mr. Dinesh Amrutlal Kotecha – Shareholder:

Yeah, yeah, so nice ma’am. Sir, there are only 4 speakers, so please allow this dialogue as we are meeting personally because there are lot of questions on the balance sheet sir. Sir, my several questions first of all are, how many days of production was lost to COVID in the 1st quarter of the current year? How many days were lost? You said 45 days were lost last year from 1st April 2020 to 10th May 2020. But in the 1st quarter of the current year how many days were lost? That is my first question. Secondly, you can give 10 years financial highlights chart on the 1st page. It’s totally blank sir. The back page of the cover page is blank. So, you can give a 10 year financial highlight chart. Again, with that you can give quarterly charts also, quarterly results chart so that we know what happened quarter to quarter for the company. 
Sir my questions are, this report card balance sheet is very good and it is detailed as required by the Company’s Act. But, there are several areas which we can improve upon by the disclosure format. You have nicely given the raw material, what is the position. But I would like to ask you about the raw material. Now nearly every week or every 15 days, the steel prices are increasing, so how is it contemplated by the company now because you said here, that it is being compensated by foreign customers but Indian customers are not being able to take that particular escalation. Sir, don’t we have an escalation clause in each of the contract we have with the customers. Now there are other impacts also, like petroleum has increased, paper product, packing material, paint increased, now all these increases in the current year, how will it affect our working for the current year Sir. Sir, you have said on page number 26, future, sorry, yeah, page number, one second, yeah, the future products you have said new customers, we will find out and new products we will find out. How many new customers have we located in the first five months?. 
On page 30, we have given risk management committee, the policy and monitoring and monthly review etc, how many major risks were identified and solved? Give one example to understand the manner to evaluate how it is being done? Sir, page 36, there is a fine imposed by BSE, of 42480 for delayed compliance with regulation 31 of the LODR Act, LODR BSE Act. I would like to know why this delay has occurred. It should not have occurred sir because we are a company who is doing all the compliance in time, so this type of small delays is not okay with the company sir. Sir again, on page 37 and 38, if you find out, in the company secretary's report, there is the name of the secretary given but she has not signed. I think that is not necessary. I think that is a printing error there, on Page 36 and 37, Jeenal, Devilal's partner, Jain partner of Parikh and Shah signed and next to that is the signature of the company secretary, that's not needed sir. You can just leave that out, it can be rectified. Page 38, yes sir, here and you have given me a list of 11 items conservation of energy.
 I am very happy to read all of them and here I find that, what are the internal check and control steps that have been taken to make it more effective now. Sir, what are the business challenges that remain in front of you. Sir, we also have 4 sectors where we are selling our products like propeller shaft market, commercial agriculture. Agriculture, you have stated is very good for 2021. So, going ahead now, how do you find the agriculture segment doing now? Sir, our after sales market, number of low-cost suppliers are there selling unblended components at low price. So, how are we now going to make an indoor into that particular market, the after sales market is very huge and that huge market, how are you going to penetrate. Please give us some idea about it. Sir, export market, any rejections, monetary policy, cases of product failure, please give me a list of that? Outlook of production to be made and supplied to Indian companies have previously been imported. Now the components can be made in India and we are seeing that as a huge market, so how do you export that particular thing.
 Sir, page 19, sorry, page 46 sir, yes, in that particular chart, you can give us two more charts, which are not  require the government, where is the credit turnover ratio and where is the asset turnover ratio, if you can add that, it will add more value to this. We can do things voluntarily also. Sir, Covid 19, the threat is there, the scare is there, what are the ways and means of preparedness, what is chalked out in case the third round is more severe in October, November, 2021 when it is expected. What is the possible impact and what is the strategy, how are you going to face it? Yes, now again, on page 60, 61, why other directors have not signed? See, balance sheet, I say, it is the personality of your company to the world and I think in all the balance sheets, a signature should be there of all the directors because they have attended the board meeting when the accounts have taken up and passed. Companies like Tatas and other companies, all the directors sign the balance sheet. It gives an assurance, confidence, goodwill of the participation of the directors. Just don’t follow the law, post when they have also attended the meeting, they should sign the balance sheet, go beyond the good corporate citizen sir. Sir, such small disclosure is now minutely observed and noted and discussed by NRIs for any company with a magnifying glass and what is not there must be reported missing in the report, must be stated sir because we should not give any chance to any analyst, because we are a company which is now going to grow and when we are in the growth pattern, why I am saying this is because I am interested in this company as shareholder. 
Sir, I think that the ‘P’ ratio now in only 8.6 whereas the ‘P’ ratio of companies similar to ours, engineering companies are more than 20, so we are very much underpriced and our PB also 3.44, our equity cap is very less and our market cap is only 40 crores. Sir, we deserve a market cap of nearly 400 crores sir, let me be very clear. Yes sir, we are one tenth of what our potential is for our company because sir, I know that 3 years ago, you had put robotics in the company, I would like to know what is the position of the robotics, one robotic I have seen, have you put robots to help in the manufacturing process. Sir, I would like to know the value engineering effect, how far is the pricing and profitability sheet is for value engineering. Our first quarter results are very good and compared to that, sir, can I take it as a hint for the next three quarters also, can I take the first quarter results and believe it that it will be replicated in the next 3 quarters, that is another point.
 Sir, how many years are we going to pay royalty to XLO, why royalty to XLO, how many more years are we going to pay royalty to XLO, any subsidy benefit we are receiving from the government or any other labor problems which are disputed or which are in demand by the laborers. Sir, one question remains on page 40, 41, last question, that is in case of remuneration. Sir, I was going through the chart of page number 41, we have got nearly 8 employees who are very old sir and see the average salary they are getting between 50000 to 85000 per month, the last 8 employees, they have been with us for ages for 24 years and last so many years, they have been with us. Now I would like to know, as a promoter, what you should do is, according to me, sir now interest, dividends are taxable in the end to the shareholders, right. Sir, I don’t mind you taking away the salary of one crores, two crores, three crores, you, Devika and Vinay ji, Pathak ji, you take away more salaries, I don’t mind anything but sir, what I would like to do is, you can take up more shares in your name, you can declare more dividends, like Infosys, they have got a cap, directors will not take more than 10 lakh salary per month, any director, any position, anyway the company is going and then on the shares which they have got, they get more dividends, just minority shareholders, we also get more dividends sir and sir, we had skipped dividends last year, earlier to that, we were paid only 1.20 paise, now you should have increased the dividend this year at least to more than 2 rupees, of course I am very happy that you have started again paying dividends, your intensions are good and we appreciate and we really appreciate your intentions to give dividends but sir, there should be some rational about it. Last year also, I told you about the same thing but sir think about it, you take your salary but let it be a little bit reasonable sir and sir, the 8 employees who are there on page 41, pay them a little bit more sir, anyway you are going to get deduction for salaries paid sir, 100% deduction, so make them happy sir, you are giving them in the range of 40 to 55 thousand per month sir, that is very less, our employee working for the last 30 years in the company and you pay only 40 thousand to 55 thousand is less sir. 
So again, I would not like to elaborate more, I am very happy with the results and I hope that next year, see, last year sir, our price was only 55 rupees at the AGM. Today, it is 258. Sir, you have given us 6 times the returns. So, next time, can I expect 6 times the rate for the current rate sir. Simple question. Sir, I wish you all the best and I know, sir, again our advantage is, I will tell you our advantage, our advantage is we are small, we are nimble footed, that nimble footed ness in the business, that nimble footed ness helps you tremendously compared to the 4 big people who are making the same thing and Mr. Vinay Pathak, Vijay Pathak ji, you are a very, very experienced person sir, 36 years of experience you have got, bring all your experience in the functioning with your qualifications, it must be exploited fully for the benefit of this company sir and then whatever is the proposed salary to you, something like 55 lakhs, I will propose a salary of one crore to you from my side sir if the company prospers. Devika ji, you also will get one crore or more salary if we really show good progress. I dot mind sir, but section 197 is there, section 205 is there for taking your salary, 5% is the limit, you can take that, I don’t mind sir but this is a time where you have to hold hands of the people who are in the lower strata of your company, the workers, the staff, everybody, the shareholders, I am very happy that this year you have declared dividend. I did not expect a dividend this year sir but you have declared a good dividend, 2 rupees to start with again is a very good dividend sir and thank you all for that, the entire board for this collective wisdom that you have expressed in giving us dividends. I wish you all the best and if there are any questions, sir, only one complaint is there sir. I written an email to your company secretary sir, 3 or 4 months ago, in July I think, after the results were declared and that reply was not given in the email. Sir, see to it that we get replies properly sir, that is very important, otherwise there is no chance of you meeting you or talking to you and sir, next year, God willing, we should meet personally sir. These VC meetings are a headache to us because since morning 8 o’clock, 9 o’clock to now I have already attended 14 meetings, I am going mad now. See, I have to attend two more meetings, thank you very much and wish you all the best. Devika ji, all the best to you, thank you.
Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Thank you.

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
Thank you, thank you, Mr. Dinesh Kotecha. The next gentleman.

Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
I don’t think he is here, Mr. Kirti Sharma.

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
No?

Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Mr. Kirti Sharma.
Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
Not there, so we will listen to Mr. Sharma.

Mr. Navin Sharma- Shareholder, Hindustan Hardy Ltd:
Good afternoon to you sir.

Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Good afternoon, Mr. Sharma.

Mr. Navin Sharma- Shareholder, Hindustan Hardy Ltd:
Thank you, sir, thank you so much for giving me the opportunity. I have a few questions. I prepared it all.

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
Can we see your face?

Mr. Navin Sharma- Shareholder, Hindustan Hardy Ltd:
Yes, hello, so my questions are, first question is what was our capacity utilization in Q4, last year, last full year, in Q1, 2022. Can we continue to improve our margin based on the cost realization going forward? Third question is are we working on any new products for more value addition in our Putlock portfolio, can you please provide some details on what kind of product we are working on. What kind of revenues from the existing capacity and what kind of expected Capex in our next 2 to 3 years? How much of the output are we exporting? When will we be able to pass the differences between MEIS and RoDTEP to our clients or when does this need to be margin compression-ed? The second last is what are the major products and clients as of now. The last one is, why has the Sensex muted over a large period of time. We have improved our margins but the scale of business has remained pretty much on the same since 2013. What are we doing to increase the revenue worth potential in the business? At the end, I must also compliment on the quality of the commentary that you have provided in the annual report. Thank you so much and all the best for the future.

Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Thank you.

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
Thank you, now Mr. Kapoor.

Mr. Vijay Narhar Pathak- COO & Executive Director, Hindustan Hardy Ltd:
He is on mute.

Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Mr. Kapoor.

Mr. Vijay Narhar Pathak- COO & Executive Director, Hindustan Hardy Ltd:
He is on mute.

Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Can we unmute you?

Mr. Saket Kapoor - Shareholder:

Hello Sir. 

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
Yeah, now I can hear.
Mr. Saket Kapoor - Shareholder:

Just starting the video for the purpose of regulatory…

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
Yeah.

Mr. Saket Kapoor - Shareholder:

Namaskar Saran Saab and namaskar Pathak ji.

Mr. Vijay Narhar Pathak- COO & Executive Director, Hindustan Hardy Ltd:
Namaste, namaste sir.

Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Namaste.

Mr. Saket Kapoor - Shareholder:

Namaskar madam.

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
Good afternoon, yeah.

Mr. Saket Kapoor - Shareholder:

Yeah, good afternoon sir. Thank you for this excellent opportunity to the OVM platform, that we are able to participate in the AGM, otherwise it was a Herculean task for us to be present in Nashik to attend an AGM but sir, we found our story to be very exciting, the way things have turned around for the company over the last couple of quarters. So, I have some basic questions and I also think that sir, AGM being a platform, we have a very limited time span to spend to ask these questions and get reply to all the questions, not feasible. Sir, post the AGM, if I could check with Pathak sir or Devika ma’am with my remaining questions or some of the questions regarding the outlook going forward, that would definitely suffice. Sir, firstly, I believe as you have mentioned in Our Annual report also on the website, our main product is Propeller shaft and what is our current market share sir and with the current industry trend, sir, just give me one second? 

Mr. Vijay Narhar Pathak- COO & Executive Director, Hindustan Hardy Ltd:
What happened?

Mr. Saket Kapoor - Shareholder:

just give me, just give me a minute, give me 20 seconds.

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
I hope he comes back.

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
I would suggest, let Devaki start answering questions, when he comes back, we will continue, you have to answer Mr. Kotecha’s questions, just go through them and whatever you can answer, then we will stop and let him keep on, if that is alright with everyone.

Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Yeah, I think that is fine. I have a customer call later on, so. So, I hope Mr. Kotecha noted them all down.

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
Get back, he is here.

Mr. Saket Kapoor - Shareholder:

Very sorry for the interruption sir. I also got a call sir.

Mr. Vijay Narhar Pathak- COO & Executive Director, Hindustan Hardy Ltd:
Alright, no issues.

Mr. Saket Kapoor - Shareholder:

Yeah, yeah, it’s alright. It is our trading time, so I have to.

Mr. Vijay Narhar Pathak- COO & Executive Director, Hindustan Hardy Ltd:
sure, sure please continue
Mr. Saket Kapoor - Shareholder:

Yeah, a very small point, firstly what are the current industry trends relating to our product and how EB is acting as a destructor, if you can tell me and I would also like some understanding in raw materials, what is our current capacity, the impact of foreign exchange on the number, the utilization level for the first quarter and for the whole year, what is the outlook from our OEMs, currently what is the business outlook and the key customers I found, tractors and farm equipment, so what is the percentage for them and from the other industries and can you confirm whether BSP Pillars are one of our customer profiles and what percentage of our shares is towards the aftermarket. sir, demand side also, since the cyclical business could give some color on how the demand is shaping up and what percentage is towards the export and two things of acceptance, the ‘hundis’ from the suppliers, I couldn’t make sense of, please tell me that and sir, this technical fees line items, what is its requirement, to provide to Saran Saab, why not in other fees or director fees, what is the significance of using this technical fees term. It’s not that he draws a salary or something like that, a special line item has been created for Saran Saab, for a 3150000 rupees and I would again request the management to provide me an opportunity to dig deeper into and have more understanding than the AGM forum sir, since it has been a chapter also and we have capacity of time 3 to 4 minutes, we have to communicate everything. Saran Saab, if you understood my suggestion, then please give me an opportunity to talk even after the AGM.

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
Why don’t you, what I would suggest Mr. Kapoor, do this, send an email with all your questions, then we will reply, someone will reply to that email and then when you have an interaction, we will save a lot of time.

Mr. Saket Kapoor - Shareholder:

I will do that.

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
That is the best way to do, otherwise what happens is, it can become a very infructuous discussion, just goes on and on and on.

Mr. Saket Kapoor - Shareholder:

No sir, I will send a mail and I will wait for the answer firstly and sir, you just explain the outlook that how do you view the future and what is the utilization levels right now, for the current year, what do you understand is the business outlook and in future, are there going to be any product changes sir, I have just these few points, that’s it, thank you. Thank you, madam, thank you very much.

Mr. Vijay Narhar Pathak- COO & Executive Director, Hindustan Hardy Ltd:
Thank you.

Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Thank you. So, I will do my best to answer all the questions, I think I have noted everything down. The first question was regarding the impact of steel prices in commodity increases. Mr. Kotecha, actually we have, in the domestic market, it’s quite clear that what the settlements are, the export market is where it is harder. So far, because most of the export customers don’t ask us for the foreign exchange benefits, so we don’t ask for the raw material impact. Again, this is something that we are reviewing on a case-by-case basis because we have to keep in mind those cases that we are not the only people who are applying them. So, becomes a business call as to how much to ask and at what point.

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
May I interrupt. To just elaborate further, what she means is, that when the rupee depreciates against the foreign exchange, they could very well tell us that we want to, we will do all the pricing of your products in rupees, alright, then we get no benefits if the rupee depreciates. So, the understanding and the decision that this company has taken is not to jeopardize the orders, so what we do is, we try and manage the foreign exchange and try and set it off against other increases in commodities like steel, yeah.

Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Okay, then the second question was regarding the working for Q1, 2021, so in that, the number of non-working days because there was a lockdown in Nashik for 10 or 11 days and all companies were forced not to have any production. It’s a little hard to quantify but days lost in the quarter was also due to the manpower restrictions but as of now, there are no restrictions for operating as normal. The third question was in new customers, new products and areas for value addition.  So again, I cannot reveal customer names on this because I don't want my competitors to find out. If you go on our website whatever details are there on the public domain there is a list there, so I don't want to go into too much detail because we have got a fairly good amount of details on our website which would also help us get traction from customers. New products, we are working on related products in the same segment to see if we can get more wallet share from the existing customers and also trying to assess market demand. Again, I do agree with Mr. Kotecha’s point that value addition with the customers with whom we have good relationships, we are trying to identify ways to give them more products that they need and move into things where there is more value addition rather than moving down the value chain. Regarding the BSE fine of 42,000 I do agree with Mr. Kotecha I was quite upset about this, as a company we should ensure that everything is on time. This was unfortunately during the whole Covid pandemic that the filing was done, the uploading didn’t happen because of connectivity issues from home and we have written to BSE regarding this and they have waived it understanding the circumstances. Cost, I mean electricity monitoring and scaling, again this is an ongoing effort so we have installed meters at various points across the factory, this is monitored on a daily basis. One thing hopefully which, I mean not now because the investment is huge, what we would like to go into is solar power. One from a cost perspective I think it is very important and the second is from an environment perspective, and both as corporate responsible citizens and also from a customer’s point of view everyone is very focused on sustainability and again environmentally friendly. In fact, a lot of the time customers spend 50% on the technological aspect and also with any customers have CSR audits to see, like how we are being good responsible corporate citizens. In terms of business challenges, again it is a competitive market where there is a number of competitors both in India and global. So, one of the challenges is growing up as presence with OEMs without undercutting yourself in price because I don't really think it is a good strategy to grow your turnover at the expense of your bottom line. The outlook for the agriculture market and that was another one of Mr. Kotecha’s question, it is difficult to say unfortunately because in India especially the agricultural market is very dependent on the monsoon. So, when you have a good market, I mean if you have a good monsoon the market performs well, and when even there is expectation of lower normal monsoon people just don't buy. The government policy is incentivizing and there are several things they are doing to incentivize agriculture and there are certain subsidies and benefits that they are offering. So hopefully that has had and will continue to help the agricultural market. The after sales market definitely there is a huge challenge in terms of cost and the way you compete against the low-cost suppliers is by establishing a brand. The other reason Mr. Kotecha had asked us why there is a royalty to XLO because when we were entering the after sales market at Hindustan Hardy without a presence because this is historically not an area in which the company has concentrated whereas XLO had a very strong brand presence. So we did a lot of market research and the feedback we got back from the dealers is use that brand if possible because that brand has dealer recognition. And we have managed to get quite a lot of traction.
Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
Consumer, not dealer, consumer recognition.
Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Consumer recognition. And it is recognized for quality because otherwise any new entrants into the market you don't want to be competing as a low-cost supplier because as a company of our reputation we cannot really compete and we don't want to compete in terms of price with absolutely low-cost suppliers from the north. Export rejection and market failures, that is negligible, if we had a lot of those I think we would surely I mean quite quickly lose our export customers because once you get their trust, they trust you, but then if you start having failures then they take that very seriously. So, if that happened that would be a very not good thing for our business. In terms of preparations for the third wave, yes, this is something that we are also worried about so within our limitations we are doing everything we can, we have insisted that all our employees are vaccinated. We organized a vaccination drive and the people were able to get it quicker than before. We got the bulk vaccines, we have reimbursed everyone’s vaccination for everyone in the factory, not just the permanent employees, so I think this is important.
Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
And we also insist that suppliers who come to visit should be vaccinated, because the supplier can also carry an infection, so we are very careful about who we let into the factory. And same applies to a customer but we cannot shall we say put restrictions on customers because it would create a situation where they may get annoyed so we have to be a bit delicate on that issue. But we try and explain to them that this is our policy and all that and by and large they follow it, because they themselves have that kind of policy.  
Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
And again, all the safety protocols continue in place wearing masks, sanitization, and we just hope that the discipline in the country continues so the third wave was not like the second wave. So, I think that we have done in the best of our ability what we can to safeguard our employees and now it just depends on what happens in the country. You had another question of have we added any more robots we have not, we have added a couple more machines, but then again with all the uncertainty going on with Covid we have put capex on hold till the market situation became clearer. 
Another point you raised about was employee remuneration, and I, 100% agree with Mr. Kotecha that I do hope as our performance improves, we definitely want to be able to reward our employees because without them the success of the company would not be possible. In fact, I am very happy to hear Mr. Kotecha say that because I recall last year, he was a bit upset that we have not cut the employees’ salaries during Covid. I think everyone has worked tremendously hard this year; it has been a very difficult year both in terms of uncertainty also employee safety because as a manufacturing company you cannot work remotely. And it was very brave for everyone to come even when the cases were rising because that is what the situation demanded. 
In terms of again dividend, yes, hopefully if we can give higher dividend in coming years, I think it is in everyone’s interest. But we can’t do everything the first year we do well. I mean we need to have some reserves to invest for our future growth, and as I think what we have done is quite good for this year and hopefully with everyone’s hard work and all the blessings of our shareholders things will improve going forward. In terms of capacity utilization so right now we work two shifts and as when needed in the third shift so we could utilize our third shift. I would say capacity utilization is now about 75 or 80%. Margin improvement again is the turnover improves when you do get the benefit of more utilization but again the commodity prices are a challenge. And so, for that the margin improvement is a challenge, we are working on that constantly evaluating, negotiating with our suppliers. Unfortunately, especially production related all costs are going up. Oil is expected to touch 100$ a barrel. Steel hopefully now with the whole China and Evergrande and their power crisis that at least will remain stable. We continue the cost reduction and value engineering efforts, but I don't see much scope for margin expansion today. Capex again we are being quite conservative because we don't really to want to undertake a huge expansion and have something what happened last year happen again. So for this year we had planned about 2 crores of new machines which hopefully should come by March and we have not yet finalized the amount for the future year, it will depend on the condition of the economy, it will also depend on what new business we see fructifying because again certain projects have all been delayed with Covid, especially some customers were not able to test in the last several months. Yes, I do agree that sales have been quite muted in the last few years, and it is not something that we are satisfied or happy about. We did lose market share with one of our major customers which is what has caused the drop of sales, and hopefully we will see some sales growth going forward. The current market share is quite hard to say because in the global and Indian market our competitors are much larger than us so definitely our market share is smaller, if you took the entire propeller market in India I would say the market share might be about, what do you think, Mr. Pathak, 10-15%.
Mr. V.N. Pathak – Executive Director & COO, Hindustan Hardy Ltd:
10-15%.
Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Industry trends I think again people are focusing I mean everyone wants more warranty life, there is a move to hire larger trucks. So, what I am saying as the infrastructure improves the vehicles sizes are getting larger, there is a move to more four-wheel drive in the terms of the off-highway segment. Our major raw materials are casting, forging and steel tubes. I think that was one of Mr. Kapoor’s questions. We do not currently supply the bsp pillars, Mr. Kapoor, so if you can help us, we will be very happy for that if you know someone in the SV. Demand in the aftermarket again this is an area that has big potential, it is challenging to crack. So right now, we are still trying to balance because through the sales there is a lot of investment required in terms of manpower and marketing material, and again what happened with Covid we are still a bit cautious to undertake any large discretionary expenditure which is not going to have immediate returns. So, this is one area we are focusing on and exploring the scope and figuring out how we can best position ourselves against the low-cost suppliers. We have definitely got some brand traction ever since we launched, I mean people like our product, they like the name XLO, I think we have got some quite nice packaging if you go on our website and you can see, and hopefully that will increase. 

So, I think I have answered all the questions. 
Mr. Saket Kapoor - Shareholder: 
Ma’am, if I may interrupt, ma’am, about these two machines which you mentioned I could not understand, and secondly, firstly, ma’am, will this recording the entire part of the AGM be submitted on our website, uploaded on our website because I missed a lot of part of your opening remarks on this question due to another AGM overlapping. So, whatever you have answered, everything will be uploaded on the exchange sit, on your website of your company?
Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Jigyasa, do we have to upload it? I don't know I have to check technologically if it is...
Ms. Jigyasa Ved:
The transcript will be uploaded.
Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Mr. Kapoor, there will be a transcript.
Mr. Saket Kapoor – Shareholder:
Okay, ma’am, I missed two points, firstly about this machines part, you spoke about two machines, what is the relevance of that. And secondly how is the current year shaping up depending on your OEM requirements because you have to put your production lines according to the OEM requirements only, correct me if I am wrong there, so how are those things looking going forward, ma’am, if you can shed some more light. 

Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
I think your questions, I was not talking about two machines, I was talking about our expenditure that we have budgeted so far, more than two machines, it is 2 crores for the financial year. 
Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
He heard 2, so it is 2 crores, not 2 machines.
Mr. Saket Kapoor – Shareholder:
2 crores, that means therefore any capacity expansion we are doing definitely.... 

Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
There are two aspects in this, one is, you know, for export people look at quality.  So, what you do is you update and enhance your quality and therefore you can enter certain markets. And the second thing is capacity expansion. And the third thing which is very important and she has touched already with Mr. Kotecha, one of the great expenditures in manufacturing is rejection. So, what we have to do is we have to make sure that forget your customer rejection, we have to make sure that in-house rejection is minimized therefore you have these machines so that the steel and all that doesn't get wasted. So, it is multifarious reasons that you buy these machines, capacity, quality, stop wastage, sometimes new methodology of manufacturing so it is a mix. 
Mr. Saket Kapoor - Shareholder:
And sir, on the order book part, sir, do our business works say on quarterly, two quarters, three quarters order booking, if you could throw some light on that.
Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
They give us monthly schedules. 
So, at the end of the month we receive schedules for the next month. They ask tentative indications that they give but these are not that accurate. So as I said earlier unfortunately the agricultural market is slowing down because the monsoon is over, so across all our customers, commercial vehicles have not yet picked up, I think there will be some time before they pick up because the government announced the Scrappage Vehicle Policy, it is not very effective, because the way the policy is structured it has not had and it will not have the desired effect. So I think people are saying maybe after January the commercial vehicle sales will pick up but again it is quite hard to put that. 
Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
To be very clear everyone in industry today in India is frightened, they don't know what is going to happen, correct, a lot of people have suffered tremendously and the worst thing that has happened to industry is the small like my suppliers have not been able to sustain survival. So now what is happening is that people are scrambling to get the tier 3 and tier 4 suppliers, now if those can’t be developed, no matter what orders I have, I will not be able to supply and the worst thing is that I will not be able to export which is really my bread and butter.  So, what I am saying is the scenario is quiet, it is complicated and no one can predict.
Mr. Saket Kapoor - Shareholder: 

Yes, sir, that was the point, so we have to wait for more visibility, what I was trying to conclude again was the way we posted our numbers for last year and the turnaround if I may use the terminology, was it one-off due to some pent up demand and it is not very likely that we repeat the same, sir, or structure change dikh raha hai aap ko.
Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
In the pent up demand and definitely was some pent up demand for, because there was one and half months and there was no production where I think the government policy is helping, they are trying to push infra like agriculture so hopefully it will continue but it is very hard to predict how the year will turn out, it will actually be a wonderful scenario for us if we got 2-3 quarter firm schedules from our customers.
Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
No, I would answer that, if my customer is able to predict and feels confident in predicting that this is going to be his sales, correct, they will give you a schedule. What is happening today, our customers are in a situation that they really don't know what to do, and what is worse that there are a lot of good citizens in terms of companies, have supported their people during Covid, they have given them salaries, some of them have given them medical benefits, etc. That is taking an effect on suppliers and people. And what I am saying is you take the hit and you see your numbers where you are supposed to make X amount and suddenly you are down to 0.5X, maybe top management doesn't get frightened, but down the line everyone is shaky and then your supplier gets shaky because he doesn't know what's going on. So right now, thanks to the Chinese we have a very, very potpourri of what's going on. So, we need to wait and see how things are going to pan out. It is very difficult to predict; we are not magicians or fortune tellers or soothsayers and I don't go to astrologers to ask them what's going to happen. As I said it is not possible really to answer your question perfectly and be fully confident that what I am saying is going to happen. Devaki.
Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Yes, I think those are all the questions, maybe we can continue with the proceedings and conclude. Once again I would like to thank everyone who attended and would like to thank all the shareholders who in detail read the directors’ report and I am happy that people read what we spent so long in writing in great detail, appreciate the interest in our performance and the detailed questions. 
Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
One question you haven’t answered of Mr. Kapoor is am I why is shown as a technical advisor or technical fees, that has something to do with legality, so I mean I feel we have taken advice that is the best way to do it. 
Okay, any further questions, all those who have not got clarified please unmute otherwise I am going to continue and conclude the meeting. No one seems to be there. 

Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
You can conclude the meeting.
Mr. Sanjay Saran - Chairman, Hindustan Hardy Ltd:
So, I thank all the shareholders for their questions, comments and suggestions. Members may note that the voting on the NSDL platform will continue to be available for the next 15 minutes therefore members who have not cast their vote yet are requested to do so. The board of directors have appointed Ms. Jigyasa Ved, practicing company secretary as a scrutinizer to supervise the e-voting. Further I hereby authorize the company secretary to declare the results of the voting and place the results on the website of the company at the earliest. The resolution as shared in the notice shall be deemed to be passed today subject to receipt of requisite number of votes. Thank you all for attending the meeting and I hereby declare the proceedings as closed. Thank you very much and see you next year. With that the meeting is concluded. Thank you everybody.
Ms. Devaki Saran - CFO, Hindustan Hardy Ltd:
Thank you.
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