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This presentation and the accompanying slides (The Presentation), which have been
prepared by L.T. Elevator Ltd.(The Company) solely for information purposes and do
not constitute any offer, recommendation or invitation to purchase or subscribe for any
whatsoever shall not form the basis or be relied on in connection with any contract or
binding commitment whatsoever. No offering of securities of the Company will be
made except by means of a statutory offering document containing detailed
information about the Company.
This Presentation has been prepared by the Company based on information and data
which the Company considers reliable, but 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 contain forward-
looking the information that you may consider material. Any liability in respect of the
contents of, or any omission from, this Presentation is expressly excluded. Certain
- matters discussed in this Presentation may contain statements regarding the
. Company’'s market opportunity and business prospects that are individually and
I_collectively forward-looking statements. Such forward-looking statements are not
‘guarantee of future performance and are subject to known and unknown risks,
~ 7 uncertainties and assumptions that are difficult to predict. These risks and uncertainties
include, but are not limited to, the performance of the Indian economy and of the
\ economies of various international markets, the performance of the industry in India
*» and world-wide, competition, the company’s ability to successfully implement its
~ strategy, the Company's future levels of growth and expansion, technological
implementation, changes and advancements, changes in revenue, income or cash
flows, the Company's market preferences and its exposure to market risks, as well as
other risks. The Company's actual results, levels of activity, performance or
achievements could differ materially and adversely from results expressed in or implied
by this Presentation. The Company assumes no obligation to update any forward-
looking information contained in this Presentation.
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|l T ELEVATO R@ 15+ Years of Excellence

» in Vertical Transportation
An 1SO 9001 : 2008 Certified Company

Trusted, Engineering-Led Partner Across India

At a Glance 3% What Sets Us Apart @Im Business Verticals
® 3 5 5 + ‘) End-to-end Elevator Lifecyle M Passenger & Goods |
4 ) C Ownership fifl Etevators '
Employees Design - Install - O&M Elevators for people and cargo
Q/’ Engineering led Manufacturing e,

{Cgi} 800+ @b In-house capabilities ’@:9 Automated Parking

“Zs% Systems

Units Annual Capacity @ Certified Operatlgns Automated mechanical systems for
LA\ 1S014001:2015 certified efficient vehicle parking

e a ? » Pan-India Footprint m
S ¥
= ¥46 = 99 C r °;,8\;° Service & Maintenance present D2C Home Elevalg®

Revenue (H1 FY2026) across India Direct-to-consumer sales of
residential elevators



Creating Value Through D2C Expansion
Accelerating Growth in High-margin Markets
Proven Manufacturing Excellence Meets Distribution Expertise



Accelerating Adoption Driven Unique Market
by Structural Advantages Characteristics
A Compact Footprint n\-é/,. True D2C Demand Profile
o ~70% space required vs traditional elevators * Injividual homeowners place single-unit
orders
p e — . » Purchase driven by aesthetics, convenience &
/o No Civil Work Required trust
e No pit, no headroom, easy retrofit » Sales cycle resembles premium consumer
durables

’ Single-Phase Power

e Compatible with standard home electricity Fragmented Competitive Market

e Unorganized fragmented market with many

players

Premiumization of Housin
@ g e Untapped by MNC & legacy players

e Lifestyle + Aging supporting retrofits

Rise of Home Elevators: A High-Growth Niche Market

Market Size and Growth

&

Q

A structurally advantaged, under-penetrated D2C market — Ideally suited
for a focused, design-led, Digital native player : Ricardo Elevators

1. Management estimates

Signals

O~ 0
2] ~%2,000 Cr!

Rapidly expanding niche market

Growing faster than
traditional elevator segment

Early stage adoption with
long runway ahead




hvestment rationale Behind : RlCAREDQ Acquisition

JET T

Built for a Premium Early Proof of Scale and
D2C Market Economics
M\ Design-led Premium Brand Vv 2,000+ monthly enquiries F 2
« Indo-Italian aesthetics aligned with generated consistently "B e [okoin | [
premium home buyers =&
i&% Digital-first D2C Engine v ~2% conversion rate in a high-
« Lead generation, qualification, and consideration category
fulfillment using meta/instagram/google
(© Omnichannel Presence v/ %6 Cr monthly order booking
« Digital discovery supported by physical run-rate (last 4 months)
brand outlets
Z& Pan-India Footprint v 45 Cr+ order book® with 3-6
e 18+ experience centers across major months order execution
Indian cities

The acquisition shifts manufacturing in-house to LT’s engineering-led platform,
improving margins, quality, and execution certainty.

1. As of 1*" January 2026



"Eievating Shareholder Value: The Ricardo Acquisition

f.’ﬁ
Revenue Growth

New orders drive faster
growth & scale

$

Pricing Power
D2C brand comes with
customer recall and higher
pricing power

A strategically accretive acquisition with multiple value levers—growth,
margins, and scale—working in tandem from Day 1.

5%

Manufacturing Knowhow

Ricardo leverages LT’s engineering
led capabilities & expertise

g0

Economies of Scale

Consolidation drives cost savings
and efficiency

LIS
Distribution

LT gains Ricardo’s distribution
across India

minmn
Team Addition

Absorb Ricardo’s experienced
team into LT Elevators
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LT Elevator
Order Book*

X244 Cr

~\
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Scaling supply to meet demand

+

4 )
Ricardo
Order Book?
45 Cr
\_ y,

r

L

development

Land acquired; construction commenced

5x current size

2.5x installed capacity
Target Capex Go Live - Q4'FY27

o Integrated manufacturing facility under

~N

1. & 2, As of 1

**January 2026

Ambition to gain 15% market share
in home elevator market by 2030

®

<

¥ Demand Expansion and Capacity Readiness

( )
Combined
order book
X289 Cr

\_ .

90% orders executable in
next 18 months




Thank You

Company Contact

cs@ltelevator.com
www.ltelevator.com



