1 N
‘V‘ SEBI REGISTRATION NUMBER: INH100006427
7,

\ — BSE ENLISTMENT NUMBER: 5308

MipToMEGA.cOMm
I

CAMPUS ACTIVEWEAR LIMITED ¢+~ CAMPUS

RECOMMENDATION BUY FACE VALUE 5

MARKET PRICE XXX BSE CODE 543523

AS OF XX XX XXXX

TARGET PRICE XXX NSE CODE CAMPUS



()

MipToMEGA.com
—

ABOUT THE COMPANY

Campus Activewear Limited is India's largest sports and athleisure footwear brand by

v v ”
m NEW ARNYAL

volume, headquartered in New Delhi. The Company designs, manufactures, and markets
a wide range of sports shoes, casual sneakers, and active lifestyle footwear for men,
women, and children. With a strong focus on value-for-money offerings, Campus has

built a mass-market appeal across urban and semi-urban India.

The Company operates an integrated business model encompassing in-house design,
manufacturing at its facilities in Uttarakhand and Himachal Pradesh, and distribution
through a pan-India network of exclusive brand outlets, multi-brand stores, and
e-commerce platforms. Campus products are sold across all major online marketplaces
and through an extensive offline retail presence spanning thousands of touchpoints

nationwide.

Campus Activewear is focused on strengthening its brand positioning in the fast-growing
| athleisure segment, expanding its direct-to-consumer channels, and deepening its
'Cé‘c?n‘:\;i?t haij product range across performance and lifestyle categories. The Company aims to capture

tka » a larger share of India's underpenetrated branded sports footwear market through

continued investment in design innovation, supply chain efficiency, and retail expansion.
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CAMPUS - India’s Largest & Fastest Growing Scaled Sports & Athleisure
Footwear Brand

o
— : : Revenue from Operations*
50.6% 29,000+ e e P o
50.6% Reverue Contribution from Direct-to- 29,000+ Retailers across 700+ districts and 28 Q3 FY26: INR 588.6 Cr (+14.3% YoY Gr%)
Consumer Channels during Q3 FY26 vs 48.2% states Q3 FY25: INR 514.9 Cr
during Q3 FY25 FY25 : INR 1593.0 Cr (+10.0 YoY Gr%)

— EBITDA

Q3 FY26: INR 115.8 Cr (19.5% of Sales)
Q3 FY25: INR 85.9Cr (16.6% of Sales)
FY25 : INR 258.2 Cr (16.1% of Sales)
8.3 mm pairs sold in Q3 FY26 (86% YoY Gr%) 20. 1% Return on Cap|‘ta| Emp|0yed
) _ Profit After Tax
7.6 mm pairs sold in Q3 FY25

- L Q3 FY26: INR 63.7 Cr (10.7% of Sales)
Q3 FY25: INR 46.5 Cr (9.0% of Sales)
FY25: INR 121.2Cr (7.5% of Sales)

c AM Pus *Revenue from Operations comprises of Sale of Goods along with other operating revenue

SOURCE: COMPANY FILINGS
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Product — Placement — Promotion Interplay Generating Business MOAT

Internal Strengths Curated Over the Years Across Product Design, Supply Chain, Distribution and Marketing is Onerous to Replicate

sl

Sustained focus on Product Innovation and Design Integrated Manufacturing Ecosystem

30.7 mm Exclusive ancillary

. 45+ i i
i & - £y st assemily il
600+ Active Styles = New Designs Launched &) capacity Sole Vendors
During Q3 FY26 — During Q3 FY26
Highly experienced in-house Global design consultancy

80-100 days
Manufacturing lead-time
(vs industry avg: 90-120 days) (V)

Channel Wise Region Wise

based out of India sourcing tie-ups

design team of 30+ designers %\‘ network and design

&1+~ CAMPUS

#1 S&A Footwegr
Brand in India”

INR 65.0 Cr Advertising & sales promotion spend during Q3 FY26
Building Fashion Authority

TV

e m North
Newspaper wniieer

> i E rt South
—700, F‘!“grarﬁlt‘ ) ¥ = nf’{)_;f, Gl L]

7o 8 - £
| L = West

=
N

m Central

B Exports

m Distributor m Online m Retail

Strong Brand Recognition and Innovative Marketing : i = Revenue Mix (Oct-Dec’25)

Source: Company data. All metrics as of Dec 31, 2025.
Note: EBO — Exclusive Brand Outlets ; LFS- Large Format Stores
c AM P Us (1) Source: Technopak Report =
(2) Largest in terms of value and volume in FY21
(3) 1800+pairs sold per style

SOURCE: COMPANY FILINGS




MipToMEGA.com
—

Experienced Management & Professional Board at the Helm of Affairs

Mr. H.K. Agarwal

-
"~ 8 Chairman & = One of the
= .
b 8 Managing Promoters of
Director the Company

D

Footwear industry

Prerna Aggarwal

Chief Innovation Officer

m Holds diploma in digital video
— production and has also passed

Intermediate Exam held by Institute of
Chartered Accountants of India

Rajneesh Sharma
Chief Technology
Officer

~25
IT sector

® DLF Brands
® |TC Limited

Archana Maini

&
- General
' Counsel &

m Usha
Company international
Secretary = ViCC

D

CAM P Us Source: Company data

Key Management

Mr. Nikhil

Aggarwal
CEO & Whole-Time

Director

Footwear industry

Uplaksh Tewary

(W "=l Chief Business
=

Officer.

~16 Lifestyle and
sportswear

Murlidhar Mishra
Head-Production

~25 Manufacturing
sector

®u One of the

Promoters of
the Company

= Adidas

m Puma Sports

= Reebok

= Titan Industries

m Alpine Shoes
= SSIPL
® BATA India

Sanjay Chhabra

) i X ® Whirlpool
Ch:.ef Financial u Carlsberg
Oﬁrcer Breweries

® Dr Reddy's Lab

~25 Accounting and m OTIS Elevators
finance

Gaurav Sharma

Board of Directors

Mr. H.K. Agarwal
Chairman &
Managing
Director

Ms. Madhumita

= BATAIndia (1
Chief Marketing o < 1ohnson G?jngul' d
g Independent
Officer = Perfetti Van Melle e
Director
~14 ® Hershey's
Retail & FMCG
= Member of Executive
1t at HDFC Limited
Alka Monga Mr. Anil
Head HR m Reliance Brands Chanana
Iy m Genesis Luxury Independent
m The Spa Group Director

1 People & Culture

= Past associations

@D vears of Experience

m Ex-CFO of HCL Technologies

Mr. Nikhil
Aggarwal
CEO & Whole
Time Director

Mr. Nitin Savara
Independent
Director

A
4

= Ex-Partner at Ernst & Young

Mr. Jai Kumar
Garg
Independent
Director
= Ex-Executive Director at UCO Bank

® Ex-MD and CEO of Corporation
Bank

SOURCE: COMPANY FILINGS
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Key Pillars of Business MOAT

Superior Product
Innovation and Design o
Capabilities

Innovation,
partnerships,
exclusives enabling
differentiated
offerings, latest designs
customised for the
Indian market

Source: Company data

CAMPUS

Vertically Integrated
Manufacturing
Ecosystem

Annual assembly
capacity of 30.7 mm
pairs enabled through
blend of in-house
manufacturing and
outsourcing with
commitment to
product quality

Omni-Channel
Customer Experience

Pan-India omni-
channel distribution to
meet our customers
where they are

E L"GAT E

LET'S

——{TOTHE}——
NEXT LEVEL

Innovative Marketing
Capabilities

Move from stand-
alone trade led
marketing to
consumer-oriented
marketing enabling
consumers to discover
our brand & product
offerings and
increase brand
acceptance

Digitization of Sales
Process

Advanced technology
solutions across
functions enabling
digitization of our
sales process and
agile product flow

SOURCE: COMPANY FILINGS
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SOURCE: COMPANY FILINGS



