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Company Overview

Broadband Cable Television

Hathway Cable & Datacom Limited (Hathway) promoted by Raheja Group, is one
of the largest Multi System Operator (MSO) & Cable Broadband service providers in

India today.

The company’s vision is fo be a single point access provider, bringing intfo the home
and work place a converged world of information, entertainment and services.

Hathway is listed on both the BSE and NSE exchanges and has a current market
capitalisation of approximately INR 28 Bn as on 30™ June, 2017.

Hathway holds a PAN India ISP license
and is the first cable television services
provider to offer broadband Internet
services

Approximately 4.4  Mn
broadband homes passed

Total broadband Subscribers — 0.66 Mn

High-speed cable broadband services
across 12 cities (4 metros and 3 mini
metros)

More than 52% share of the total MSO
cable broadband market in India

two-way

One of India’s largest Mulfi System
Operator (MSO), across various regions
of the country and transmitting the
same to LCOs or directly to subscribers.

Extensive network connecting 7.5 Mn
CATV households and 7.2 Mn digital
cable subscriber

Offers cable television services across
350 cities and major towns

15 in-house channels and 10 Value
Added Service (VAS) channels

hathw@y

Consolidated Revenue* (INR Mn) &
EBITDA Margin (%)

16.2%

FY16 FY17

FY17 Operational - Revenue Break-up

Activation  Other

% 2%

Cable Subscription
34%

Placement
21%

Broadband
37%

*As per Ind-AS
Note: All numbers are on consolidated basis excluding GTPL
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Hathway at a Glance hathw@y
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53.2% 25% 30.1% 14.6% 200 MBPS Upto 1 TB
YoY Revenue 3 Year CAGR in 3 Year CAGR of 3 Year CAGR of Maximum speed Data offered
growth ARPU Growth BfOGéjbOgd homes Broadband offered to its with average
passed and presence 1 i
INR 4,955 Mn INR 740 in 12 cifies (4 metros subscribers customers cons%nggon of
and 3 mini metros) 0.66 Mn Average of 40 MBPS
4.4 Mn

a & - i AE

24% 7.5 Mn 96% 350+ 31,000 Kms 170K
YoY Revenue growth Cable Universe in % of Digital Cable Presence in cities Fibre cable HD
of CATV Subscription 13 states subscribers and major towns network Subscribers
INR 4,728 Mn 7.2 Mn STBs UG - 500 Kms

Note: Information as of March 31, 2017 4



Leadership hathw,

Experienced management team with strong track record

. . Rajan Gupta - Managing Director — IIM Bangalore alumni with over 20 years of experience in blue
Sridhar Gorthi chip companies. Worked with Asian Paints, Coca Cola and Tata Tele Services in leadership role.

Chairman & Independent Director . . . . L .
Vineet Garg - CFO — A Chartered Accountant with over 23 years of experience in organisations like

Idea Cellular, Loop Mobile, Tata Teleservices and Reliance Communications. Worked in leadership

Rajan Raheja roles in areas of revenue assurance, system design, process reengineering and finance &
Non-executive Director controllership.

Rajaraman S - COO - Video Business — A chartered accountant with over 19 years of experience of
Akshay Raheja which 15 years have been spent in the Media and Entertainment space with leading global media
Non-executive Director companies like 21st Century Fox, NBCU.

. . Vivekanand Tripathi — CIO - Professional experience of 17 years with organizations like Infosys, Max
Viren Raheja Life, Aegon Life Insurance covering industries like IT and Insurance.

Non-executive Director . . . . .
Ajay Singh - Head-Legal, Company Secretary & Chief Compliance Officer — A Company Secretary

. and an MBA (Finance) with professional experience of 22 years across sectors like Telecom, ICT,
Vinayak Ag?""”f" Manufacturing and Real Estate. Worked across areas such as legal, secretarial, finance, treasury
Non-executive Director operations, project and risk management.

Ruzbeh Jaorewalla - CTO, West & North — An industry veteran with more than 30 years of experience
- specialising in setting up and managing headends and networks for Cable TV & Broadband.
Independent Director Actively involved in setting up the first dish antenna in the country for receiving satellite transmission
for Cable TV networks. Earlier worked with Business India Television & Star TV.

Sasha Mirchandani

Devendra Shroftri

. S.Naga Kishore - CTO, South & East — B.E. in Electronics and Telecommunications and MBA with an
Independent Director

Extensive experience of over 25 years with organizations like Tata Teleservices Ltd, Idea cellular,
. proficient in wireless, fransmission and wire line technologies and diversified functions like planning,
Ameeta Parpia implementation, operations and customer service management.

S Sarathy.KK - Chief Customer Service Head - MBA with a professional experience of 24 years having

. worked in organisations like RPG Enterprises, Bharti Airtel, and Tata Teleservices, specialising in areas
Rajan Gupta of Collections, Call Centre Management, Process Reengineering and Quality, using Six Sigma
Managing Director standards.



Key Milestones
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Promoter funding Acquired 2 lakh Providence Preferential Infroduced
and launch CATV Primary Acauired Equity allotment of :
subscribers 50%?Toke in acquires INR 4.5 Bn fo &, GPONdF.TTtH hlgr
GTPL NewsCorp Capital speed inierne
stake Research & service
. Tybourne ;
f - P
News Corp Chrys Capital IPO - Ralsed INR Preferential " Capital . rePAIq CATV Subscriber
; ; allotment of implemented
acquires 26% invests INR 2.6 Bn . base reaches
equity stake in Introduced ;NR 2'5f Bn fOLPn;?)G? Introduced 7 million mark
Hathway at INR @ HD PVR Ericsson Pr?\/%iﬁ?é subscrioers Hathway
3.4Bn boxes partnership - c t
] Equity & - onnec
Acquired 1.5 lakh others invest Oracle Billing portal for
CATV Primary & Revenue secondary Th bl
subscribers 6 Management subscribers te(lee(\:/icslior?
system .
implemented business has
DOCSIS 3.0 been spun off o
implemented a wholly owned
Infroduced HD subsidiary
boxes Reached a company
milestone of
5lakh
subscribers in
broadband
Successful IPO of
subsidiary - GTPL
o O = - ® ° o l - l
1998 2000 2003 2007 2008 2010 2012 2013 2014 2015 2016 2017



Geographical Presence

hathw

Strong market share in important regional cable markets in India

Haryana
Faridabad | Gurgaon | Panjpat

Delhi NCR

Madhya Pradesh
Bhopal City | Gwalior | Indore City
And 11 other cities

Rajasthan
Jaipur City | Nagaur | Sikar

Maharashtra
Mumbai | Pune | Aurangabad | Latur | Nasik
And 21 other cities

Goa

Karnataka
Bangalore | Belgaum | Mysore
And 24 other cities

® | CATV & Broadband o
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Uttar Pradesh
Allahabad | Ghaziabad | Noida
And 3 other cities

Sikkim
Gangtok

West Bengal
Darjeeling | Hoogly | Howrah | Kolkata
And 8 other cities

Odisha
Cuttack | Bhubaneshwar
And 8 other cities

Chhattisgarh
Raipur City
And 10 other cities

Telangana
Hyderabad | Khammam

Tamil Nadu
Chennai

CATV

® | Broadband




High Quality Infrastructure

hathw@y
Advanced technology and equipment provided by
leading technology vendors

Leading Technology Vendors
Overground: 27,000 Kms

icolor
LHCE Skyworth e
Health-tech Integration -
. . -
Underground: 500 Kms Head-ends/ ERICSSON ’
* Leased: 4,000 Kms Compression TAKING YOU FORWARD
technicolor Skyworth
B |
* 6 Primary Headends
and 7 Secondary
Headends

Health-tech Integration

Broadband speed upto 1 GBps NOC & OSS " | I (Y I [
* Passive Network (No Power)
i * VoD, OTT capabilities
GPON Technology

CISCO.
ORACLE

ERP & Billing
System
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>
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Awards and Accolades hathw,

8 Times 2011 2013 2015 2015 2016 2016 2017
. Star News Brand . Economic Times . .
Organized by Inimn Telly Excellence Euromoney AO.V'ShkC'r Best Tech Brand Aoylshkor - LACP Aqwshkor
wards Awards Media Group Award Media Group Vision Awards Media Group
Most
Outstanding Contributing Best MSO for .
Quality Cable ExceBnggge in Best Managed MSO Significantly to Broadband S'g(er ,ﬁ\wr:]rd ifr?r Best MSO
Categor TV and Diqital Products Media Broadband the growth of Business And Angﬁo?Rce:eor’r Bercsyodb ngr
gory Broadband ?or Internet Companiesin  Service Provider  Digital Cable Most develo mepn’r in BUsin N
Internet Services Sorvieos Asia And Best MSO  Televisioninthe  Outstanding e mgusﬂ UsINess
of the Year country National MSO Y




Group Holding Structure hathw@y

Broadband Business * Parent Company

1007
FDI

Hathway Cable & SISy .
. . automatic
Datacom Limited [y g CATV Business* Hathway Digital Private LimitedA route in Cable
(HCDL) and
Broadcasting
sector

allowed with
effect from

December
* Promoter company and owns 37.5% 2015
stake

= GTPL Hathway Limited*

* CATV Business includes JVs/Associates/Subsidiaries

* 5 subsidiaries companies will be merged in FY18 which will be line by line consolidation
# Equity method of consolidation

A line by line consolidation



GTPL Hathway Limited
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Strong Market Share in regional cable markets in India

i

#1
MSO in Gujarat

ﬁ.,.
~3.7 mn

Cable TV
Households

*

#2
MSO in Kolkata
& Howrah

‘.
~0.7 mn

Cable TV
Households

GTPL Code

NSE: GTPL
BSE: 540602

<
67%
Market Share

CATV &
Broadband
services

<
24%
Market Share

Cable TV
services

HCDL Holds

37.5% stake in
GTPL

Key Highlights (as of 31t Jan, 2017)

Present in 189 towns across 10 states
Cable Subscriber Universe

Digital Cable Subscribers

In Phase I/l areas

Broadband Homes Passed
Total Broadband Subscribers

Key FY16 9M Financials (Indian GAAP)

Revenue from Operations INR 845 Cr
EBITDA INR 272 Cr
Profit for the Year INR69 Cr

hathw

Advanced technology and equipment provided by leading
technology vendors

* Overground: 5,406 KMs
* Underground: 600 KMs

éphc Fibre Cable * Leased: 3,615 KMs
Network

* Main: 2 headends

¢ Support: 4 Headends

Digital Headends

* Seamless connectivity
* Higher broadband speed
GPON Technolo * VoD, OTT capabilities

Leading Technology Vendors

harmonic cuaneione SKywaorth
cisco.

Health-tech Integration

NAGRA/ISON magnaquest TELE System  (ZSterlite Tech
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Broadband Business Overview

Hathway holds a Category-A pan India ISP license and was the first
cable television services provider to offer broadband Internet
services.

The company is India’s largest cable broadband services provider,
with ~ 4.4 Mn two-way broadband enabled homes.

Broadband subscribers comprise of domestic households and
corporate subscribers.

The Broadband segment is a completely B2C business where
Hathway manages the entire value chain — from marketing, sales,
customer service, billing and collection, to call centre and technical
compliance.

Hathway holds 52% market share of the total MSO cable broadband
market in India.

Hathway pioneered the launch of high-speed 50 MBPS plans in India,
using DOCSIS-3.0 technology in partnership with CISCO and upto 200
MBPS plans using FTTH technology in partnership with ZTE.

The Marketing campaign of Hathway led by “R Madhavan”.

hathw@y

Consolidated Broadband Revenue (INR Mn)

3,234 -

FY16

4,955

FY17

Consolidated Homes Passed & Subscribers

3.4

0.5

FY16
B Homes Passed

4.4

FY17
m Subscribers

Consolidated ARPU (INR)

700

FY16
*As per Ind-AS

740

FY17




Broadband - Value Chain hathw,

S R S N N R R R R Ny,

EEE Hathway NOC / Data Centre

\

Bandwidth njxj g]afilll—ttell ‘/ vodafone rara communicarions Backbone'/

Conie;ﬂc Pctlacer::zg n G Yﬂll N ETFL Ix

Lc?coItLoc)ers ofnd FikTJr? ngf]ic ?.”9 1 Routing and switching BSS and OSS Engine
inirasiruciure irom 1ata, Bnanl, engine for bandwidth and Biling / Customer provisional

\c/ggr?;?:??odggP/s(\)Ar/i?h?rt\hgﬁgsto Traffic management / Authentication / Mailing

POP (CMTS / OLT) where local users R Access network for the distribution of
connect to ISP. Present in various Internet to end user over fibre and

geographies within cities cable infrastructure

Fibre optic cable owned
HE ond leased from telcos for .I

bandwidth \

=
! Cable Modem / ONU / Wifi

router installed in households

Last mile coax cable
provided by Hathway

NAP - Network Access Point POP - Point of Presence CMTS - Cable Modem Termination System NOC - Network Operations Centre
OLT - Optical Line Transmitter ONU - Optical Node Unit BSS — Business Support System OSS - Operational Support System



Broadband - Competitive Advantage

Technology /
Infrastructure

DOCSIS 3.0 and 3.1 — pioneers in
launching high-speed 50 MBPS
broadband.

GPON Fibre to home - capability to
offer speeds upto 1 Gbps

4.4 million “Home Pass” in major
metros.

Adoption of Oracle billing & revenue
management system ERP and other
customer interface.

%’ LCO partnership

Excellent coordination between
Broadband and Cable on ground
teams, co-creating expansion plans.

Customer / Service

R Madhavan as brand ambassador

Partnering with various content
providers, education portals and
other lifestyle improvement players

Self care app "Hathway Broadband”
has been launched to provide
customer to access their data usage
pattern, billing cycle and make
online payments

Content Tieup

Collaborative venture between
Hathway and Yupp TV providing a
host of customer centric services

hathw@y

Final Output

Maximum speed is up to

200 mbps

Subscribers increased

from 0.4 MnNin 2013
to 0.7 MnN in 2017
ARPU increased from
INR 350 in 2013 10

INR 740 in 2017

Monthly ARPU

>INR 800 from

new subscribers

Average monthly usage

per subscriber has

increased from 30 Gb
to /0 Gb inlast 12

months



Broadband Unit Economics

hathw@y

Revenue (INR) Cost (INR) Investment per Subscriber (INR)
Particulars INR / Unit % Particulars INR / Unit % Particulars INR / Unit
Consumer Price 885 118% Break-up of Cost Cost per Home Pass 600
GST 135 18% Bandwidth and 68 9% Penetration 20%
leaseline cost
NET REVENUE 750 100% Commission 75 10% Home Pass capex per subscriber 3,000
Call centre and 23 3% Last mile Capex (Per subscriber) 1,300
Network maintenance
Mgrke‘hng & 23 3% CPE (WI Fi Modem) 2,000
Advertisement
Fixed Cost 263 35% NOC Capex 2,000
TOTAL COST 450 60% Capital Cost per subscriber 8,300

EETIa.
-

EBITDA 40%

Payback period = Assumption:

28 months Home pass capex per
Capital cost/ subscriber penetration is
EBITDA per unit 20%



Cable Television



Cable Television Business Overview

Hathway offers its cable television services across 350+ cities and major
towns, operating in geographical regions which constitute important
markets for advertisers and broadcasters.

Hathway is one of India’s largest Multi System Operator (MSO), operating on
several head ends across various regions of the country and directly
downloading content from broadcasters and transmitting the same to LCOs
or directly to subscribers.

Hathway has a total digital base of 7.2 Mn subscribers - out of this, the
company has 0.3 Mn primary subscribers and remaining 6.9 mn secondary
subscribers managed through LCOs.

It has been one of the early proponents and adopters of digitisation, and
one of its early beneficiaries.

The company also generates revenue through advertisement spots on In-
House channels and various STB Properties.

Hathway has won 17 awards including Best MSO of the year and
Outstanding MSO providing “Technology and Service” under Distribution
sector, by the Avishkar Media Group.

hathw@y

Consolidated Total CATV Revenue (INR Mn)
8,489

8,134

FY16 FY17

Consolidated FY17 Total CATV Revenue Breakup

Cable
Subscription
4,728

56%

Other
211
2%

C&P Activation
2,725
32% 10%

*As per Ind-AS 18



Cable TV - Overview

hathw@y

FY17 - CATV Subscribers (Mn) FY17 - CATV STBs (Mn)

Digitized
7.2

Phase |

Phase Ill & IV
3.2

Non-Digitized
0.3

Phase Il
2.4

Dominant Market Share in Key Geographies

[ W \a & ) \3 RC W N\ WR
W OB e e ’*Oy\wo%‘@’*?"x PO 00T R 0P gre
®

B Hothway H Others

Note: All numbers are on consolidated basis excluding GTPL

FY17 - CATV Exit ARPU (INR)

105 95
50
FY17
mPhase| ®Phasell Phase I
HD Subscribers (‘000)

173

FY17



Cable TV - Value Chain

Broadcast

Downlink

»

Uplink from
Broadcasters
Production Packaging
| |

Content
Content Providers —
Developer HBO, AMC,
ESPN, etfc

Processing & Transmission

MSO - Major Digital Headend

Satellite signal receiver + encoders

IRD ﬂ» Encoder

RD =2l

IRD  ===p  Encoder

IRD — Encoder

\ A 4

hathw@y

Consumption

Primary

Subscribers

CAS
« NDS G Multiplexer
» CISCO Powerkey
\
QAM Modulator
{ NETWORK

Post Launch Amplifier

fo

\ 4

\ 4

P> D
»

I

Secondary
Subscribers

T

1}

LCO 1

LCO 2 —Nﬁ-ﬂ—bﬁ

P> CD =)

v

&

20



Cable TV - Competitive Advantage hathw@y

Final Output
Customer /
Technology / Infrastructure Service
Digital subscribers
at
* Hathway Connect enables LCOs to manage * Offering innovative packages as 79 in
their network independently & fransparently. per regions served. -£ Mnin 2017
* Subscribers can access their accounts on the * Enhanced content offering — 50+
Mobile app as well as web platform. HD channels. 24% YoY Revenue
* Regional head-end base architecture provides * Pre-paid services for primary growth of CATV
feed from é+ head-ends across the country. subscribers. Subscripfion
* Centralized Conditional Access System (CAS) * Unigue electronic programme
from CISCO (NDS) and STBs by Skyworth. guide (EPG). Primary Subscribers at
0.3 MnN in2017
Hathway'’s
%’ LCO partnership Existing channel 100% Primary subscribers
Porifolio migrated to
* Providing training and support to LCOs. In-house Channels VAS Channels Prepaid category
*  Uniform commercial policies * DJChannel ¢ Ibaadat
) ) * Hathway movies ¢ Insync
* Strong relationships. * Hathway * Comedywalas Online collection from
entertainment ¢ Yipee Hathway Connect at
(12 other channels) (6 other channels) "'35%

21



Cable TV Unit Economics hathw@y

Present Scenario Estimate

Particulars Phase | & Il Phase lll & IV

INR / Unit INR / Unit

Consumer Price 295 200

GST * 45 30

NET REVENUE 250 170
MSO Economics

Share to MSO 100 50

Cost (INR)

Particulars INR / Unit INR / Unit

Net Content Cost 48 28

Customer Service 5 5

Fixed Over Heads 35 25

Particulars INR / Unit INR / Unit

EBITDA 12 (8)

* Entertainment Tax could be levied in some states 22



TRAI Tariff Impact Analysis

Key Provisions
* Distributors can charge a maximum INR 130

(ex taxes) per sub per month as network
capacity fee

Maximum amount of INR 20 per sub per
month for each additional lot of 25 SD FTA
channels

Broadcasters are permitted to offer a
minimum of 20% distribution commission

In case of arriving at a SIA, MSO and LCO
share of service charges, network capacity
fee and distribution fee shall be split in the
ratio of 55:45

Impact on MSO
* Allows for complete pass through of pay

channel costs from broadcasters directly to
end subscribers

Network capacity fee is expected to
contribute to distributor’'s revenue

Mechanism in place to settle fee-share
related disputes with LCOS

Particulars Present

Content, Bundled Price for bouquet of
Carriage & channels with discount up to 0% on
Placement A-la-carte RIO Price of individual

channels.

Arbitrary increase in price of Content
every year.

Carrioge & Placement - Negotiated
based on DPO market share &
market relevance for the
broadcaster.

hathw

New Tariff order

Channels will be offered at a-la-
carte priced (MRP) decided by
Broadcaster, bouquet of channels
will be sum total of a-la-carte price
at nominal discount.

DPO will get margin on MRP any
increase in price will be passed on
fo consumer.

Carriage payouts are prescribed.

DPO decides Consumer Price, due to
bundled deal, all channels are
passed on the consumer with limited
packages, resulting in wide variance
in consumer price.

Customer Price

Consumer price prescribed as
network access fees & Pay
channel priced at MRP. This bring
symmetry of consumer price
across Platforms.

Cost Bundled pricing results in limited
packaging option. DPO can manage
operation with basic SMS generally

with couple of tariff plans.

Requires sophisticated SMS to
manage high volume of al-a-carte
choice to all subscribers. This may
have cost implication to DPO who
do not have required systems.

Fixed cost model encourage subsidy

Cost of Swap of ’
on incremental STBs.

a STB*

Variable cost model will be
deterrent to subsidy on STBs.

* Assumed INR 26 STB per month (STB's Cost INR 1,200 funded for 5 year 11%)
Note: Distribution Platform Operator (DPO) include all media distribution (i.e. MSO, DTH, OTT etc.]

23



Strategic Overview




Growth Strategy

hathw@y

Objective

Build Value for all
stakeholders in the
Value chain

Differentiated
customer
experience

Investment for

growth

Transform costs

Trendsetter in
broadband industry
on speed, GBs, Price
& Value For Money
equation

Increase broadband
subscriber base by
increasing
penetration in
existing geographies

Cost Leadership

» Shared services
model

+ Automation

» Cenftralization /
outsourcing

=
lnd
*

Leverage
broadband and Pay
TV presence to give
differentiated
content, services and
applications

Leverage Cable TV
network for
Broadband business
for accelerating sub
growth

e Bestin class
consumer/LCO
user interface in
Pay TV industry

* New tariff order
optimize content
cost

25



Financials




FY17 Financial Highlights as per Ind-AS

Income statement (INR Mn)

Total income

FY16

Standalone

FY16

Consolidated

Total expenditure 10,701 9.289
EBITDA 2,604 1,920
EBITDA margin % 19.6% 17.1%
Depreciation 3,008 2,545
Finance cost 1,103 895
Exceptional items 34 363
Share of Profit/(Loss) of Associates - -
PBT -1,541 -1,883
Tax = -
PAT -1,541 -1,883
PAT margin % -11.6% -16.8%
Other comprehensive income/ (loss) 3 -28
Total comprehensive income -1,538 -1,91
EPS -1.86 -2.27

hathw
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FY17 Financial Highlights as per Ind-AS

hathw

Statement of Assets and Liabilities (INR Mn) Standalone Consolidated
FY17 FY14 FY17 FY14
A. Equity and Liabilities
1.Shareholder’s Funds
a. Share Capital 1,661 1,661 1,661 1,661
b. Reserves and Surplus 8,114 9,652 7.293 9,227
Sub Total - Shareholder’s funds 9,775 11,313 8,954 10,888
2. Minority Interest - - 9 12
3. Current & Non-current liabilities
a. Long-term and Short-term borrowings 6,286 11,695 10,650 11,727
b. Trade payables — Long & Short 473 1,466 1,763 1,777
c. Other Liabilities 4,480 8,906 12,762 9,144
Sub Total — Current & Non — current liabilities 11,239 22,067 25,175 22,648
B. Assets
1. Non-current assets
a. Fixed Assets 6,730 16,295 16,896 16,541
b. Goodwill and other intangible Asset 156 934 1,869 1,806
c. Long term loan and advances 109 317 9 245
d. Other non-current assets 9,183 10,286 8,914 9,217
Sub Total = Non - current assets 16,178 27,832 27,688 27,809
2. Current assets
a. Trade Receivables 242 2,931 3,451 2,859
b. Cash and bank balances 138 272 509 416
c. Other current assets 4,456 2,345 2,489 2,464
Sub Total ~Current assets 4,836 5,548 6,449 5,739
TOTAL - ASSETS 21,014 33,380 34,137 33,548




Historical Standalone Financial Charts hathw@y

Revenue & EBITDA Margin (INR Mn)

13,305

11,209
19.6%

17.1%

13.6%
FY13 FY14 FY15 FY16 FY17
Revenue = EBITDA Margin
Net worth (INR Mn)

11,822 11,313

9,242 9,775

8.014

FY13 FY14 FY15 FY16 FY17

*FY16 & 17 financials are based on Ind-AS, and previous years on iGAAP
Note: FY17 is effect from demerger
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Capital Market Information

hathw@y

Share Price Performance

60%
— HATHWAY e SENSEX
40%
20%
_g—
0% o
-20%
\b \b \b \1 N \1 A1 A1 \1
O\Q,Q \l/r),Q .. Q o Q \O/qp ovqp qu \\,@0 o Q
o) e of (o) ) W PO e N
Price Data (30 June, 2017) INR Shareholding Pattern (30t June, 2017)
Face Value 2.0 Promoter
. 43.5%
Market Price 36.45
Public
H/L (INR) 49.5/24.0 18.2%
Market Cap (INR Mn) 30,271
Equity Shares Outstanding (Mn) 830.5 i DIl
33.6% 4.8%
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Disclaimer hathw,

Hathway Cable and Datacom Ltd Disclaimer:

The information contained in this presentation is only current as of its date. All actions and statements made herein or otherwise shall be subject fo the applicable laws and
regulations as amended from time fo time. There is no representation that all information relating to the context has been taken care off in the presentation and neither we
undertake any obligation as to the regular updating of the information as a result of new information, future events or otherwise. We will accept no liability whatsoever for any
loss arising directly or indirectly from the use of, reliance of any information contained in this presentation or for any omission of the information. The information shall not be
disfributed or used by any person or entity in any jurisdiction or counfries were such distribution or use would be confrary fo the applicable laws or Regulations. It is advised that
prior to acting upon this presentation independent consultation / advise may be obtained and necessary due diligence, investigation etc may be done at your end. You may
also confact us directly for any questions or clarifications at our end. This presentation contain certain statements of future expectations and other forward-looking statements,
including those relating to our general business plans and strategy, our future financial condition and growth prospects, and future developments in our industry and our
competitive and regulatory environment. In addition to statements which are forward looking by reason of context, the words ‘may, will, should, expects, plans, intends,
anticipates, believes, estimates, predicts, potential or continue and similar expressions identify forward looking statements. Actual results, performances or events may differ
materially from these forward-looking statements including the plans, objectives, expectations, estimates and intentions expressed in forward looking statements due to a
number of factors, including without limitation future changes or developments in our business, our competitive environment, telecommunications technology and application,
and political, economic, legal and social conditions in India. It is cautioned that the foregoing list is not exhaustive This presentation is not being used in connection with any
invitation of an offer or an offer of securities and should not be used as a basis for any investment decision

Valorem Advisors Disclaimer:

Valorem Advisors is an Independent Investor Relations Management Service company. This Presentation has been prepared by Valorem Advisors based on information and
data which the Company considers reliable, but Valorem Advisors and the Company makes no representation or warranty, express or implied, whatsoever, and no reliance
shall be placed on, the truth, accuracy, completeness, fairness and reasonableness of the contents of this Presentation. This Presentation may not be all inclusive and may not
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Abbreviations hathw@y

Average revenue per user

Conditional access system

Direct-to-home

Digital video recorder

Digital terrestrial TV

Digital subscriber lines

Free-to-air TV

Fiber-to-the-x, which refers to broadband network architecture that used optical fiber to provide last mile high-speed internet
communication

Local cable operator

Multi-system cable operator

Over-the-top

Pay-per-view

Set-top boxes

Subscription-based video-on-demand, delivered via open (i.e. OTT) networks

Transaction-based video-on-demand

Ultra-high definition TV

Value-added services

Video-on-demand
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