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Message from the Board

Mr. Shirish Anjaria
Chairman & Managing Director

Mr. Parag J Dalal
Executive Director

Mr. Dharmesh S. Anjaria
Executive Director and CFO

l l FY2026 was another year of strong execution and profitable growth for Dynacons. Revenue

from Operations grew 12.4% YoY to 1,424 crore, while EBITDA increased 41.4% YoY to
146 crore, resulting in EBITDA margin expansion to 10.2%. The year reflects the strength
of our integrated solutions platform, disciplined execution, and increasing contribution
from higher-value infrastructure and managed services engagements.

As of 31 March 2026, the Company’s order book stood at 2,230 crore, providing strong
revenue visibility. Supported by continued order inflows, the order book further increased
to 2,964 crore as of 30 May 2026, reinforcing confidence in our growth outlook and
reflecting the strength of our market positioning across key technology segments. During
the year, we secured several marquee wins across the BFSI and public sector segments,
including cloud infrastructure, SD-WAN, Digital Workplace Solutions, Core Banking as a
Service, and Device-as-a-Service projects. These wins reinforce our strong positioning in
mission-critical enterprise IT transformation programs.

Demand momentum remains robust across data centre modernization, cloud
infrastructure, cybersecurity, managed services, and Al-ready technology environments.
The increasing adoption of Al workloads, automation, and data-driven operations is
accelerating investments in modern digital infrastructure, creating significant opportunities
for Dynacons to support customers through their transformation journey.

With strong execution capabilities, deep relationships with leading technology partners, a
nationwide delivery footprint, and a growing portfolio of recurring services, Dynacons
remains well positioned to capitalize on emerging opportunities while continuing to drive
sustainable growth and profitability.
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Earnings at a Glance : Q4 & FY2026 O

DYNACONS
m 3402 cr 36 cr 25 cr 19cr
122.4% YoY 125.7% YoY 12.6% YoY 14.3% YoY

1,424 cx 3146 cr 114 cr ¥85cr

2026 [ 112.4% YoY 1 41.4% YoY 117.3% YoY 117.0% YoY

01 02 03

Strong order book
ensuring visibility: Order
book stood at ¥2,230 crore
as of 31 March 2026 and
further increased to ¥2,964
crore as of 30 May 2026,
providing strong revenue
visibility and supporting
future growth.
D § <«

Steady growth with margin
expansion: FY26 Revenue
from Operations grew
12.4% YoY, while EBITDA
margin improved to 10.2%,
driven by operating leverage
and an improving solutions
mix.

Al-led demand driving future
growth: Rising adoption of Al-
ready infrastructure,
automation, and intelligent
data centre solutions is
accelerating enterprise IT
investments, strengthening
Dynacons’ growth outlook.




Operating Highlights: FY2026 O

DyYyNACONS

Strategic Wins & Large Orders Strengthening Enterprise & Digital Industry Recognition & Strategic
Infrastructure Capabilities Partnerships

o, Secured marquee cloud and enterprise

application orders from Punjab & Sind ¥ Partnered with Cygeniq to deliver Al-

01 Bank (3108.88 crore) and the Reserve 01 driv:en (t:.yberselc:-rity and Trusltedq Al
i protection solutions across India,
Bank of India (3249.15 crore). Executing Software-Defined Wide the Middle East, and APAC regions.
— Area Network (SD-WAN) and
— Strengthened BFSI presence through 01 adv'anced dlgltal'lnfrgstruc'ture
02 a DaaS project from Jammu & _propctg for leading financial
Kashmir Bank (374.99 crore) and Institutions. ¥ Recognized by Lenovo as the Lenovo
Core Banking as a Service orders 02 360 TruScale DaaS Growth Partner
worth ¥51.28 crore. of the Year - Asia Pacific.
Won strategic technology contracts, . . .
¥ including SBI's SD-WAN project (362.98 o=,  Receivedindustry recognition for
03 crore), Bank of Baroda CTS Scanner . . . 03 technology leadership, including Versa
orders (318.84 crore), and LIC's Digital g Expanding ng[ce-as-a-Serwce Networks’ Systems Integration
Workplace Solutions contract (Daa\.‘.‘») and Digital W(‘)rkplace‘ Partner of the Year award for Secure
(138.44 crore). 02 offerings, strengthening annuity- SD-WAN transformation and HPE’s
based revenue streams. Partner/Solution Provider of the Year
2025 awards.

Delivered a successful rollout of Core
—_— Banking as a Service (CBaaS), enabling
04 38 banks to go live under NABARD’s
initiative for the State Cooperative _—
Banking ecosystem. 04

Honored among “India’s Leading ESG
Entities 2025” by Dun & Bradstreet for
its commitment to sustainable and
responsible business practices.
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Key Financial Highlights — Q4 & FY2026 O

DyYyNACONS

Total Income (In Cr.) EBITDA*(In Cr.) Profit After Tax (In Cr.)

22% 26% 4%

Q4FY25 Q4FY26 Q4FY25 Q4FY26 Q4FY25 Q4FY26

12% 1% 17%

FY2025 FY2026 FY2025 FY2026 V2025 V2026

* Excludes Other Income
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Q4 and FY2026 Financial Performance

Particulars (Rs. Cr) Q4FY26 Q4FY25 - Q3FY26 FY2026 FY2025 -

O

DyYyNACONS

Revenue from Operations 22% 1,424 1,267 12%
TotalExpenditwe égg ”””””” 555 ”””””” 2% 355 ””””” 1278 1164 10%
esOA* 3 29 2% an e 108 a%
EBTDAMagn% 00%  88%  24bps  11.9%  102%  81%  210bps
 Depreciation & Amortization g e 091% ' 5% 1 2 83%
ProfitBefore Interest&Tax 30 28 o 7 3 102 20%
FnanceCost AN § 2% o . 3 noo mx
otherincome 2\ 25 2% R &/ L 7 5%
ProfitBeforeTax 25 25 % n e 7 7%
R RN\ 6+ A 2% s 20 25 18%
CNetProft TR TR o 23 85 7 7%
Eamingspershare®s) 492 13 o 1846 6664 5701 7%
*Excludes Other Income
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II. Business Overview




Dy-verse Tech, Powering the Next

Dynacons is a leading Indian system integrator and managed service provider

21,424 cr
FY2026 Revenue

27%

FY21-26
Revenue CAGR%

1000+

Employees

o uHE B2 §%
State Bank of India

With you - all rhe way

AtO®S P PayPal

146 cr
FY2026 EBITDA

32,964 cr

Orders on hand as on
30t May 2026

1300+

Locations covered
in India

QLC Qe cermDd

Gartner

S&P Global

India focused IT system integrator company
with expertise in delivering comprehensive
solutions and services for diverse clients across
the country.

Key offerings include data centre and cloud
infrastructure, network & security, and digital
workplace solutions.

The company has attained top partnership
status with forefront technology brands like
Apple, Microsoft, Cisco, Oracle, HP Enterprise,
Dell, Lenovo, VMWare, Nutanix etc.

( 05 Blue-Chip Clientele

e  CEEER
Mahindra Central Bank of India

S “7  Uber
n GODREJ & BOYCE

ﬂICICI Bank

O

rrrrrrrrrrrrrrrrrrrrr

( 03 Business Segments

Data Centre and Network and

Cloud Infrastructure Security
Digital Workplace IT Managed
Solution Services

( 04 Key Customer Segment Focus

Global &
Enterprises

Leading partner for transforming IT
infrastructure of marquee customers in BFSI,
public sector, global and other enterprises

BFSI PSUs

@ Union Bank 5 mﬁﬁm N Booking.com

of India NATCH L BT EORICAATR OO it

amazon facebook
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Integrated IT Solutions Portfolio

Broad range of infrastructure technology solutions and services with integrated capabilities to build, manage and secure

O

DYNACONS

SOLUTIONS THAT EMPOWER

Offerings

O

Data Centre and
Cloud Infrastructure

End-to-end capabilities to design,
build, optimise and modernise data
centre infrastructure

Custom designed and cost-efficient
solutions for future business needs

Long term contracts with key domestic
and global clients

Integrated IT Solutions Portfolio

High output network design and
monitoring with centralized
management solutions

Complete bouquet of
to meet rising
automation needs

Integrated cybersecurity solutions for
early risk assessment and mitigation

Solutions strengthening workplace

Leading clients in the BFSI space Serves large pool of BFSI and global

enterprises like etc.

(1) For the year ending Mar'26

Revenue Contribution

IT Managed
Services

Full spectrum of embedded and
independent managed services

Well diversified customer base with
large global and PSU client pool

Superior service delivery with
implementation and managed services
for leading technology brands like
Apple, HPE, Cisco, Microsoft etc.

MM 11 e
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Data Centre and Cloud Infrastructure (D)

Dynacons provides a robust portfolio of data centre and cloud infrastructure solutions DYNACONS

08 01
Private Cloud Solutions Hyper Converged Infrastructure

Hybrid Cloud Solutions Al Infrastructure

DR automation

Software Defined Storage

Data Replication — physical, virtual,
database

05 04 Enterprise Backup & Recovery Solutions
( 01 | overview ( 02 ' segment Revenue INR cr
( Advanced Data Centre and Cloud Solutions tailored to meet the evolving 14% 19% 24% 30% 37% 34% @icici Bank
_______ f needs of modern businesses
Qn g 55
o urate
(’ Secure, scalable, and cost-effective solutions, bridging the gap between +52% f}.}_;ép;f‘ 9, il osotion
% on-premises infrastructure and cloud environments CAGR Ny o e
»
(" . Enterprise-grade hardware configurations, allowing clients to optimize / OsBl NECh
_______ ¢ performance through diverse CPU types, RAM sizes, and storage options 195
ST HERTSE i
Bank of Maharashtra U Umon Bgmg

125
( Flexibility to customize server operating systems and software 60
N installations -

R ecurity through firewall management, intrusion detection, an smap A dl'd ballk
o: obust security through fire gement, intrusion detection, and FY21 FY22 FY23 FY24 FY25 FY26 @l cemlmko”ndia Canara Bank

DDoS protection mechanisms

MM 12 e



Data Centre Segment Driving Growth Momentum (D)
Data centre is our main growth engine, with rising revenue mix driving margin improvement DYRAsons

India Data Centre Market / Installed Base in Thousand Megawatt Global Data Centre Market / USD billion

Q3% o
*

/

2025 2031 2025 2035

Source: Mordor Intelligence Source: Precedence Research

Data centre revenue grew 2.5x from FY23 to FY26, reflecting strong execution and rising
01 . customer demand. Metric Global Position
02 Higher da"ca centre revenue mix is driving overa!l margln_lmp_rovement, supported by Data _ Among Highest #1 per user usage

‘ better project economics and value-added service contribution. Consumption

'. _ : \| _ pL Capgeity ~2.8% Underpenetrated
03 . Alworkloads and sovereign/data-residency needs are driving accelerated DC investments Share

Growth Outlook  Very High FaSt:Stt growing
04 . This tailwind benefits integrators who can design, deploy, secure and manage at scale. markets

—MW» 13 e



Networking and Security (D)

Dynacons provide comprehensive network and security offerings to enable a secure access to a high-speed, agile, and scalable network ~ BYNASENS

( 01 . Overview ( 02 ' Segment Revenue INR cr ( 03 ' Key clients
( Advanced security solutions, designed to bolster the client . - 5% 5% i3 i y
........ ’ organization's defence 3% A b % 3 A

dynamic spectrum of security threats

BSNL
Conmictiog loctia
-~ Solutions ensure regulatory compliance, and safeguard against the / ( » CIDCO g

(. Orchestration and Response Solution provides a synergy between 105

CAGR 169
Integrated Security Information and Event Management and Security I OSBI

"""" advanced threat detection and automated incident response Ly @E,Eﬂ
a1 y. sidbi
( Enables dynamic network adjustments through centralized control and 13 e
! leveraging software-based device management | - @9 Municpa Crportin

FY21 FY22 FY23 FY24 FY25 FY26

3P 14 <«««e




Digital Workspace Solutions O

Dynacons delivers a unified, secure and intelligent workspace, enabling employees to work efficiently, while maintaining high-quality user experience DYNACONS
IT Asset Management Services Mobile Workforce Enablement
Encompassing the entire lifecycle of IT assets — / \ L — Facilitating access to personalized workstations
MS Infra Management Tools Q D /0 Virtual Desktop Infrastructure (VDI)
Efficient management of resources with automation o -o = Secure, centralized, and fault-tolerant virtual environment
Monitoring Management and End-User Support \ / BYOD Implementation Integration & Migration
Proactive identification of potential issues Use of personal devices within the workplace
( 01 What Dynacons solves ( 02 ' Segment Revenue INR cr ( 03 ' Key clients

Employee Challenge 65% 56% 42% 36% 29% 31%
=« Work from anywhere
@ g +10% Uber

=" Fast, simple setup -

+ Same office-like experience / 00 =< > Q
376 ]

" 366 335 %5 CEa U J&K Bank
Enterprise Challenge S p
(-‘ """ Y Secure access to company apps/data l I I
~="« Lower hardware & management effort P

FY21 FY22 FY23 FY24 FY25 FY26
» Easy to scale up/down

amazon

3 15 e



Managed Services (D)

. . . D
Dynacons offer a complete range of managed services that cater to the intricate demands of modern IT ecosystems SNARERE
Data Centre Managed Services Workplace Managed Services Network and Security Managed Services
gmb?dded » Datacentre operations and maintenance » Service desk management services » SD-WAN management
i Services
* Migration, consolidation and virtualisation * End user services with incident and problem * Network monitoring and performance management
management management

» Managed firewall and intrusion detection services

» Database management services « T asset lifecycle management services . . .
» Managed endpoint security services

. rver an lication managemen \ . . .
Reeandispplicalicniyi=nayemelt » Security compliance and audit services

P Managed Services - Other Independent Managed Services Contracts
( an Independent

/ Services « |IT Staff augmentation services + Assessment and consulting services
e + Digital transformation services + Service desk and help desk
( 01 : overview ( 02 ' segment Revenue INR cr ( 03 | Key clients
Dynacons' managed services empower organizations to focus on 19% 20% 21% 21% 21% 23% !@’

(. i core competencies, taking responsibility of its IT management T i T e
st n eed S. Government of Rajasthan
+32% @ m

CAGR 321 EXIM INDIA ===b|OCk '] ) SBI
( Provides continuous monitoring, maintenance, and optimization to / 260 '
-+ ensure technological alignment with client’s business objectives. o 216 facebook oo
132 Hyel
Services are either embedded in the procurement contract or 8 fvvly £ |
( . independently contacted for Embedded services offer the - o e i 1| TACOBS. ‘ @ﬂ!'ﬁ.lngm
...~ advantage of complete lifecycle support and specialized
knowledge about the asset. FY21 FY22 FY23 FY24 FY25 FY26 (6) & Wm E] pnb

MAHANAGAR
GAS
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Proven Execution Across Mission-Critical & Nationwide IT Programs (D)
Deep domain expertise built through large-scale, multi-location and high-complexity deployments across India DYNASONS

( 01 Private Cloud Solutions: Secure and scalable private cloud deployments for large enterprises and BFSI clients.

( 02 Nationwide SD-WAN Rollout: Pan-India SD-WAN rollouts across distributed branch networks with centralized management.

( .03‘” Core Banking as a Service: Managed infrastructure for mission-critical core banking environments with high uptime.

(04 Large-Scale Data Centre Augmentation: Design and expansion of data centres supporting cloud, Al and data localization needs.
( ..05‘” E-Passport Services: Execution of complex, multi-location government IT infrastructure programs.

(06 IT Asset Lifecycle Management: End-to-end asset deployment, monitoring, refresh and reverse logistics across India.

(. .07‘” IT Managed Services: Embedded and independent managed services with strong recurring revenue visibility.

( 08 Al & Smart Data Centre Programs: Al-ready infra, AIOps monitoring, automation and capacity optimization.

( 09 Cyber Resilience for BFSI/Enterprises: SOC-led monitoring, incident response readiness, IAM/PAM and compliance audits.

MM 17 e



Integrated Value Proposition for Customers & OEMs O

Dynacons sits at the center of the ecosystem for both end-users and vendors, minimizing supply chain inefficiencies

DyYyNACONS

Comprehensive Solutions and Services Platform

To OEMs and Technology Value
Partner... Proposition

...To Customers

Extensive access into customer’s
technology roadmaps

Inventory and demand management

——————

IT asset lifecycle management
Distribution capabilities

SOLUTIONS THAT EMPOWER

Ability to localize solutions across

Trusted solutions and services remote locations
provider to the largest and
fastest growing companies in

India and abroad

Expertise in outsourcing complex
implementations

Extensive support through flexible and
agile operations

-

Proactive customer service

Commercial and technical Knowledge

Leading solutions in workspace, of IT products and services

cyber, networking and cloud

M 18 e



Mission-Critical Role in the IT Ecosystem (D)

Positioned between customers and vendors, Dynacons play a mission critical role in fulfilling the needs of both OEMs and customers ~27NASENS
Service Customers 01 s .
Providers . Favourable Tailwinds for Sls
@ ( Systems Integrators play a pivotal role in fulfilment of IT objectives due to their
-~ close-proximity with the customers
Procurement Dynacons ( Customers prefer System Integration services viz-a-viz direct channels to address
OEMs | & 5 ' 7 mmimn | N " their niche and customized IT requirements
? O%. = Cross selling of managed services makes Sls one stop solution for all the enterprise
T @
G5 [—— o’ IT needs
=
( Customers favour outsourcing of IT services to their Sls for added benefit of cost

saving, reduced complexities and access to expertise

Critical role of System Integrators

For Vendors For Customers

Access to customer Service
network advantage

Sls, with established local presence and Through Sls, vendors can focus on Sis tailor solutions to meet the specific Sls provide end-to-end support, from the
customer relationships, provide strategic product development and manufacturing, needs of enterprises. This customization initial planning and design stages
entry into diverse markets, allowing leaving the complexities of solution ensures alignment with the unique through deployment and ongoing
expansion without the need for a direct integration, deployment, and support to requirements of the business and meet maintenance ensuring smooth operation
presence the Sls. scalability objectives throughout the lifecycle of product

M 19 e



Why Dynacons? O

One of the fastest growing independent platforms of scale in India DYRAsons

/ =
[ "1
-

Pl N
Data Center Advanced Execution at Scale with Strong Global OEM Consulting-Led Approach
Modernization & Cloud Cybersecurity & Nationwide Delivery Ecosystem & with Strong Execution &
Transformation Capability Managed SOC Footprint Technology Alliances Delivery Discipline
Expertise

Consulting-led + disciplined

Highest level of . N
execution: positioning as

Al-ready DC modernization Cybersecurity depth Execution at scale: 1300+ Partnership with Leading .
capability: from HCI/SDS to hybrid with managed SOC locations coverage and Vendors like Apple, strategic partner
cloud + Al ops automation. portfolio: SIEM/SOAR, deep BFSI/PSU delivery Microsoft, Cisco, Dell, CMMI 5 & IS0 certifications (incl. ISO
IAM/PAM, IR, experience. HPE, Lenovo, VM Ware, 27000/27001 family) and long-term
compliance. Nutanix RedHat etc. delivery track record

3D 20 e



Indian IT Market: Strong Demand Tailwinds (D)

Massive opportunity to scale up given attractive tailwinds in the Indian IT solutions and services space DYRAsons

Key factors driving IT spending
/ in India

Rapid Data Centre Expansion

( 02 :}Summary Financials

Rising cloud adoption, Al workloads, and data Indian IT spending to reach US$176bn+ by 2026 / uss$bn

localization norms are driving strong investments
in data centre infrastructure, accelerating IT CAGR: 1%
spending in India. l

Digitisation of Workplace

Growing demand for work flexibility in terms of
work-life balance.

Adoption of bring your own device (BYOD)
opportunities at workplace.

Replacement of Legacy System > 2025 2026E

Increasing inclination toward cloud computing to
boost operational efficiency. S S I

Organizations ensuring seamless connectivity and

real time responsiveness_ Compe"ing Sub-Sector Growth Rates (%) 2025/2026

Cyber Risks and Security Concerns

Increasing government compliances and stringent

data protection regulations. Data Centre Systems

Growing sophistication levels of cyber-attacks to
drive investment by organizations.
Workplace IT Devices

Lack of in-house expertise and resources

Growing reliance on IT infrastructure to enhance

productivity is anticipated to spur demand for Managed and Professional IT Services
specialized service providers.

Cost effectiveness of outsourced services.

M 21 e



Strong Financial Performance with Margin Expansion (D)
Strong top line growth combined with a robust margin expansion strategy DYRAsons

Revenue from Operations INR cr; FYE March

Strong Consistent Revenue Growth 27% CAGR v

27%+ revenue CAGR (FY21-26) from expanded

1,267 1,424
wallet share, cross-sell and new logos

1,024

804
654

436
Robust pipeline of new and reoccurring clients . .
High Share of re-occurring and repeat business
including new projects from existing clients FY21 FY22 FY23 FY24 FY25 FY26

Improving EBITDA Margins EBITDA* and Margins INR cr ;FYE March

We have achieved a significant improvement in
our EBITDA margins and expect to sustain these

levels going forward. 8.1% 10.2%

7.6% /
6.8%
4.2% V
Growing wallet share from existing clients

New projects from existing clients to boost top 78
line growth with marginal increase in costs & m
FY21 FY22 FY23 FY24 FY25 FY26

* Excludes Other Income

MWD 22 e




Ill. Strategic Focus




Clear Pathway to Scalable Growth

Clear pathway to leverage the Dynacons platform to capitalise on numerous market opportunities

Growth within existing customers

Increase wallet share from existing clients.

* Provide nationwide coverage.

Expansion of Solution Offering

Launch new solutions by leveraging premium
association with key tech partners.

Global technology service delivery from India.

Inorganic opportunities

+ Actively monitoring potential target
opportunities to consolidate market position

and enhance service capabilities.

Y { LT e
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DyYyNACONS

New Customer Acquisition

* Add new logos from existing customer
segments of BFSI, PSU and Global
enterprises.

» Target expansion into new verticals.

Synergistic expansion into new regions both
in domestic and global markets.

Opportunity to further expand in geographies
like APAC and Europe.

Indian back-office for global expansion.

M 24 e




Strategic Priorities I: Data Centre and Al Focus
Dynacons is scaling an integrated platform to build Al-ready infrastructure, run smart operations, and secure enterprises end-to-
end across BFSI, PSU and global enterprises.

Modernize and expand data centres using next-gen architectures (e.g., HCI / software-defined / virtualization) and hybrid cloud deployments.

Deliver business continuity, DR, backup and secure workload placement with scalable designs for mission-critical environments.

Provide managed operations for improved efficiency, uptime, and long-term customer stickiness.

Al Solutions + Al-Ready Infrastructure

Investing in Al infrastructure and Al-driven solutions, enabling customers to adopt automation, predictive analytics and intelligent operations at scale.

Building Al-optimized platforms (cloud + infrastructure) to support Al workloads with faster deployment and operational efficiency.

Applying Al to operations: resource orchestration, predictive analytics, automated capacity planning to reduce downtime and improve performance.

e - - — —~

Cybersecurity

A structured cybersecurity portfolio across Risk & Compliance, Threat Management, and Protection/Integration.
Managed Security Services + Next-Gen SOC: 24x7 monitoring, threat detection, threat hunting, incident response readiness

Expanding Al-driven cybersecurity capabilities through strategic partnership-led solutions (GRC, automated red teaming, Al threat intelligence).

MM 25 e
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Strategic Priorities IlI: Organic Growth Through Cross-Sell & Upsell (D)

Dynacons is well positioned to benefit from its ever-growing customer base DYRAsons

( 01 Cross-selling opportunity between solutions and services

e 30 o © 2 , , .
B oo - m!'a!ngw BSNL. «  Dynacons offers a full suite of integrated products and services

* There is a clear path to begin cross-selling managed services
OSBI Clpnb amazon ° into the large BFSI, enterprise and PSU procurement customer
base, and vice versa
» Presents an extremely attractive opportunity for the business
going forward

Data Centre and Cloud Infrastructure / Networking and Security
Digital Workplace Solution / Managed Services

( 02 Cross-selling opportunity between solutions and services

9 *( ) Integrated offerings provides significant
value addition to clients. 03 )

S R
e 9 9 9 ’*( ) Remote access and superior service
delivery. ° Leading PSU

Banks Multiple Deployment of Private cloud through deeper

e 9 9 - engagement

9 ’$< ) Efficient and cost-effective solutions

9 compared to larger competitors . Leading PSU Higher coverage for SDWAN solutions to include new and

Banks remote branches

WM 26 ce—



Strategic Priorities Ill: Geographic Expansion- Next Phase of Growth (D)

DyYyNACONS

Dynacons’ expansion into geographies like APAC and Europe will drive the next phase of growth

( 01 Potential market for Dynacons ( 02 Geographic expansion plans for Dynacons

Phased expansion plan covering major strategic locations

Phase 1: High priority expansion region

(» With a large number of growing businesses and promising startups - APAC
®  particularly.Southeast Asia is likely to be a high growth market for Dyancons.

. Dynacons can look to penetrate countries such as: Thailand, Hong Kong, Japan,
( South Korea, Philippines, Indonesia, Vietnam, Australia through established and new
partnerships.

. Dynacons global enterprise customer base continues to expand their global headcount
( into new regions. This trend represents a massive market opportunity for Dyancons to
cover their glgbal offices as well.

Phase 2: Longer term expansion region

(» Europe and Middle East are other key locations that Dynacons can explore for global
~  expansion

( This presents a potential opportunity to cover the global business of Dynacons’ enterprise
customers in these geographies

—MD 27  LEe—



Strategic Priorities IV: Inorganic Growth Opportunities

Perfectly positioned to be the leading acquirer of IT services and procurement assets with a strong future vision

01

02

03

Acquisition Targets

Al infrastructure
specialists:
GPU/AI platform
integration,
MLOps/observabili
ty, AlOps tooling

Cybersecurity
services: SOC
operator,
IR/forensics team,
GRC/compliance
specialists

Data centre lifecycle
capability: DC design
+ build + managed
operations
augmentation

Agentic Al engineering: Autonomous agents for IT &
security ops with human oversight.

Al-enabled operations (AlOps): Al orchestration, predictive
analytics & automated capacity planning.

Al advisory & governance: Risk monitoring, compliance
mapping & responsible Al frameworks.

Al-ready infrastructure: HCI/SDS & cloud-native platforms
optimized for Al workloads.

Next-Gen SOC expansion: Automated detection, threat
hunting & intelligence-led monitoring.

Incident response & forensics: Standardized IR, cyber drills
& on-demand forensic services.

Al-driven cybersecurity: Al threat intelligence, assisted
investigations & automated red teaming.

Integrated control stack: SIEM/SOAR, IAM/PIM, DLP, NAC,
NGFW & cloud security integration.

DC design & assessment: Design, consulting & continuity
audits as lifecycle programs.

Modernization initiatives: Consolidation, migration,
virtualization & HCI/SDS upgrades.

Managed DC operations: Server, storage, backup,
monitoring & security management.

Al-ready data centres: AlOps, predictive operations &
capacity planning by default.

>»» 28
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DyYyNACONS

Strategy / Rationale

Customers are moving from pilots to enterprise-scale Al adoption and want partners who can
deliver both Al-ready infrastructure + Al-driven operations as outcomes.

Agentic Al improves speed/quality of operations (IT + security) and increases managed
services attach + stickiness.

Cybersecurity is increasingly a managed/recurring spend category; scaling SOC-led offerings
strengthens annuity revenues.

Al-native security is becoming mainstream; the Al led Cybersecurity direction helps accelerate
Al-led differentiation (GRCortex Al / Hexashield Al / Cyber TiX Al).

Customers want a single partner to build — run — modernize — secure data centres over
multi-year cycles, which increases lifetime value and cross-sell into managed services and
security.

Strengthening lifecycle ownership improves quality of revenue (recurring/annuity mix) and
margin profile through service attach.

LKLK«e



End-to-End IT Lifecycle Management Capabilities

p Catalogue
rocure Management
-
Debl Zero Touch
eploy Provisioning
03 (
. A _—
M Asset
anage Management

i C
—

Recycle /

Retire / Dispose E-Waste

Procurement Asset

Portal Planning

Home / Asset
Office Deliveries Tagging

Service Managed Service
Desk Services Pool

Resell of Reverse
Assets Logistics

-

Warehousing /
Stock Holding

.

Configuration Services —
Autopilot, ABM

.

Online
Dashboard

-

Employee
Offboarding

3V 20 e
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(

IT
Kitting

-

Refresh /
Reconfigure



Highly Sticky and Diversified Customer Base (D)

Re-occurring business model of Dynacons ensures consistent top-line contribution from key customers DYRAsons

/¢ FYEMarch'26

By Industry

M crsi B Global Il PsuU
Global and Enterprise

High customer
stickiness across
sectors with

Loy i nd )

5 R B!?IiL " a accen?ure @ airbnb repeat &
i 2y re-occurring

business

amazon  Ates &)
s
Central Bank of India

I

@

EXIM INDIA r
crmd € é

BRITISH el jay
AIRWAYS

q'f
g
i

/. GP PARSIK BANK o
7 CEPARSIK BANK ICICI Bank >
Gartner ~ Google Top Clients
$G Y ® oty ) Il Top 5 Customers [l Top 6-10 Customers
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Deep Partnerships with Global Technology Leaders

Premium relationships with market-leading vendors to deliver best results for clients

Data Centre and Cloud
Infrastructure

( 01 Key Technology Partnerships

Network and
Security

Digital

O

DyYyNACONS

( 02 Top Partnership Highlights

atlean]e,
CISCO

—

Hewlett Packard
Enterprise

BY Microsoft

NUTANI>{

Q redhat

VeeAM

£

M NetApp

ORACLE

’ symantec.

B vmware

Q\ Arete

ARISTA

QC audiocodes

Al
= 7 BLACKKITE

cisco Q;CHECKPOWT- F::RTINET

22278 (URadar |nf0b|OX 0,.: JUHLRQr

I McAfee 4 paloalto @ Qualys

RSA oz'o rubrik A siverpeak

tenable WVersa

5 vmware

Workplace Solutions

acer [ Apple
Canon D<LL
EPSON
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Jabra Zjamf
lenovo logitech

BY Microsoft
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New Customer Acquisition Strategy

Several significant investments made in the sales team, marketing channels and brand building will position.

existing and fast-growing new verticals

( - Strategy to win new (
/ customers

Focus on additional new verticals
showing significant potential

+ Addition of new team members across key —
Sales Team verticals < Technolo
Expansion , . .. . / gy
» New hires focusing on specific offerings
) + Identify upcoming players having X
Intensw.e significant potential < ) Healthcare
Prospecting ) /
+ Adoption of land & expand strategy
—
Reputation & « Invest heavily to build a stellar reputation < ) Fintech
Brand Building in IT procurement and services /
* Leverage key relationships to win new =
Relationship & contracts < ) Education / Ed-tech
Referrals « Build extensive network of OEM and client
relationships
bound h h TN
* New inbound contracts throug < .
omni-channel marketing K ) Smart Cities

» Expert marketing

O

Dynacons to win new customers in DYNACONS

rrrrrrrrrrrrrrrrrrrrr

( 03 Strong order momentum

Bidding Pipeline

Opportunity (% cr)
DC & Cloud 2,525
Networking 1,100
Workplace Solutions 925
Managed Services 550
Total 5,100

Note : The Company has historically maintained a win
rate of approximately 30% on its order pipeline,
supporting strong conversion visibility.
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Large BFSI & PSU Digital Transformation Opportunity O

The trend towards digital transformation within the BFSI and public sector undertakings represents a massive tailwind to the Dynacons growth story DYNACONS
Large Indian
IT solutions US$113Bn ° ~US$11Bn ~US$45Bn
and services
PSU Market BFSI Market

market.... Indian Market

..with BFSI and PSU organisations facing multiple traditional systems constraints

Presence of outdated ‘legacy’ IT
systems that are an inhibitor to both
operational efficiency and customer
service delivery

Lack of expertise and resources
in-house to deploy and maintain
sophisticated IT systems

Need for technology partners
in their digital journey

W, v,

P Direct presence and coverage at more than 1300 locations in India ensures access to remote branches of PSU companies and
banks.

Dynacons is
well positioned
to exploit this
opportunity

@® Strong and growing relationship with legacy clients shows Dynacons’ experience in cross selling its services.

Successful execution of projects like e-passport demonstrates its ability to handle complex digital transformation projects.
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Robust Financial Performance

Revenue from Operations

27% CAGR i
1,424
1,267
1,024
804
654

436 I

FY21 FY22 FY23 FY24 FY25 FY26
B Revenue

EBITDA* & EBITDA Margin

51%

CAGR

8%
8%
7% °

4%

h EE
- bal

FY21 FY22 FY23 FY24 FY25
mmm EBITDA ——Margin

* Excludes Other Income

10%

FY26
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Gross Profit & Gross Margin

36% CAGR i

13% 2
13%
9 12%
1% 10%

\/

mE

FY21 FY22 FY23 FY24 FY25 FY26

= Gross Profit ——Margin

PAT & PAT Margin

58%

CAGR i
6%

FY21 FY22 FY23 FY24 FY25 FY26

mmm PAT —Margin

O
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Healthy Balance Sheet & Working Capital Discipline O

DyYyNACONS

Net Working Capital Days Net debt & Debt to Equity

25 0.2x
17
FY21 FY22 FY23 FY24 FY25 FY26 FY21 FY22 FY23 FY24 FY25 FY26
m Net Working Capital Cycle mmm Net Debt ——Net debt-to-equity
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Pan-India Presence Backed by Strong Talent Pool
Skilled employee pool with deep domain expertise backed by a highly experienced management team

PAN India
Coverage
with Direct
Presence at
Multiple
Locations

Delhi Patna

‘ Bhubaneshwar
’ Lucknow
&
Bhopal

Kolkata

Gurgaon

Ahmedabad

K,

Mumbai

Hyderabad

Goa

ke

\

Bengaluru

Chennai

O

DyYyNACONS

SOLUTIONS THAT EMPOWER

1100+

Full Time Employees

1000+

Technical and
Engineering Team

40+

Years of
Management Experience

o1 {=2o
==

Dynacons efficiently caters to
remote branches of its BFSI and
PSU customers through its vast
network of regional offices and

warehouses

Highly experienced management
team ensures long term business
continuity with legacy customers
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Dynacons’ Growth Journey & Milestones (D)
Company has built strong foundation to become a complete system integrator and IT service provider for its clients

SOLUTIONS THAT EMPOWER

2019 - 2023 and beyond
Ambition to become a global IT solutions and services provider

2 (&) 2 )

2001 - 2019
Addition of key customer accounts and strategic partnerships

1995 - 2000
Foundation of the firm

) (O) ) (O) 2 (O) 2 () S (W)

1995 1998 2000 2002 2006-08 2011-12 2020 2021 2025 & Beyond
Incorporation and Associated with Dynacons listed on Receipt of major Sl Receipt of orders Strategic Major contract wins Multiple Al infrastructure, data
became ‘Genuine Intel, Inc. as a ‘Intel the Indian stock orders from from key BFSI clients partnership with in the category of Recognitions and centre modernization,

Intel’ dealer by Premier Provider exchange government and for managing their IT key OEMs such as Hyper-Converged Awards from and cybersecurity
selling Intel PSUs infrastructure and IBM Global Infrastructure, Technology (especially SOC-led
Processor based networking for their Technology Private Cloud and vendors and managed security)-
servers and offices and branches. Services, Vmware, SD-WAN Industry bodies built on Dynacons’
desktops Apple, Godrej, Aruba integrated delivery

platform and
repeat/recurring
revenue model

Recent Industry Awards and Recognitions

FT

Hewlett Packard

Enterprise " VE RSA LenOVO Eﬁg&gﬁ;ﬂkﬂd

dun&bradstreet
HPE Solution System Integration Best Lenovo DaaS India’s Leading ESG Financial Times Partner of the year
Provider of the Year Partner of the Year Partner of the Year Entities 2025 High-Growth Award
2025. 2025 2025 Companies Asia- 2025

Pacific
2025
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Experienced Leadership & Board

Mr. Shirish Anjaria
Chairman & Managing Director

Business leader with 50+ years of experience across industries, with

strong expertise in business management, corporate affairs,

stakeholder relations, and CSR. Under his leadership, Dynacons forged

strategic alliances with global IT majors such as IBM, Intel, HP,
Microsoft, Lenovo, Sony, and Cisco, and he also founded the
Millennium PC initiative, recognized by Intel (USA).

Independent Director

IT professional with 28+ years of experience in enterprise knowledge
management consulting, training, and engineering design solutions. He
has extensive exposure in AutoCAD/engineering consulting, 2D/3D CAD

modelling, and large enterprise implementations. He holds a B.E.

(Mechanical), is a Member of the Institute of Engineers (MIE), and has

completed an Executive Development Program in Finance Management
(Jamnalal Bajaj Institute, Mumbai).

Mr. Parag J Dalal
Executive Director

Technology and business professional with 35+ years of
experience in IT, software services, and business strategy. He
drives Dynacons’ PAN-India growth across key sectors
including BFSI, Government, Education, and Shipping, while
leading initiatives in cloud, business continuity, and ICT-led
transformation to improve operational efficiency..

Independent Director

Seasoned Chartered Accountant with 33+ years of
experience across statutory audits, forensic
accounting, taxation, ERP implementation, and fraud
detection. He has advised nationalized banks, PSUs,
insurance companies, and multiple industries,
contributing deep strength in corporate governance,
risk management, and financial advisory.

O

DyYyNACONS

SOLUTIONS THAT EMPOWER

Mr. Dharmesh S. Anjaria
Executive Director and CFO

Brings 28+ years of experience and leads the company’s Managed
Services business, providing strategic direction on technology
initiatives aligned with organizational goals. He also oversees finance,
taxation, and corporate affairs, and plays a critical role in global
customer management and alliance partnerships, ensuring scalable
delivery with cost and risk control.

Independent Director Company Secretary & Compliance Officer

Chartered Accountant with strong expertise in
accounting, auditing, corporate advisory, and tax
planning. She has hands-on experience in
conducting statutory audits of nationalized bank
branches and listed companies, bringing strong
capability in regulatory compliance, governance,
and financial reporting.

Member of the Institute of Company
Secretaries of India. She is also a law
graduate and holds a Bachelor's degree in
Commerce. She has experience in
Corporate Secretarial functions and
meeting compliance requirements of the
companies.
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Historical Income Statement O

DYNACANS

Revenue from Operations 1,024 1,267 1,424

eGPt J ) | TR gg *************** gé ************** e 6 2
Cemmoas o s ® s s
EmoAMagny e ooy s v 02%
here———— > > 5
EamingsBefore Interest&Tax, 1 b » > B % w2 SR
FieneCost s no o no S
Cotherincome Qe Lt | NERSL L/ Yy ey 7 6
eer 2 s n 7 e
e N\ XU IS e VS no wr ) 25 %
CNetproft T s T
EamingsPershare®PS)mRs. 1536 e Y so1 666s

* Excludes Other Income
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Historical Balance Sheet DYNQDNS

Particulars (INR in Cr) FY 2022 | FY2023 FY2024 FY2025 FY2026 Particulars (INR in Cr) FY 2022 | FY2023 FY2024 FY2025 FY2026
Shareholder's Equity ~ Non-Current Asgets
Share Capital 11 13 13 13 13 . Property, Plant and Pquipment | N\ 4 S & 8
Other Equity 57 92 145 218 302 Rightofuse aspets AN 2 e s 2. 2 0
”””””””””””””””””””””””””””””””””””””””””””””” Capital work-in-progress - - 0.3 24 3
Non-Controlling Interest 7 - 0 0.1 O I T i I LI LRSI
ffffffffffffffffffffffffffffffffffffffffffffffffffffffffffffffffffffffffffffff Investments 1 1 1 1 1
Total Equity 68 105 158 231 BT S e R R T T T T T s I S R R T T T R T T T T T T T T T e s e e e
,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,, Other Financial Assets 1 2 3 60 35
| Non-Current I,"?,b,'l,'t,'?s ,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,, Deferred Tax Assets (Net) 0.4 0.4 1 1 6
Long term Borrowings 12 16 9 3 2 Other Non Current assets - 4 - 38 32
Lease Liabilities 2 3 2 64 114 Total Non Current Assets 8 9 10 133 235
Long Term Provisions 2 3 3 4 5 | Current Assets ,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,
777777777777777777777777777777777777777777777777777777777777777777777777777777 Inventories 71 37 73 58 16
Other Long Term Liabilities 0.1 0.1 0.2 0.2 o2 o /27 s U A X /N A A
,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,, Trade receivables 176 301 402 437 602
_ Total Non-Current Liabilitles e\ AN L AN TN 20 Cash and cash equivalents 9 16 3 35 13
Current Liabilities 7777777777777777777777777777777777777777777777777777777777777
,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,, Other balances with banks 27 30 85 70 99
Short Term Borrowings 50 49 24 49 2 e =g O O e B e O O OO O OO
”””””””””””””””””””””””””””””””””””””””””””””” Short-term loans and advances 0.1 0 1 4 4
Lease Liabilities 1 1 1 23 N I B R e et i i R 8 Rttt S R R R R R
—————————————————————————————————————————————————————————————————————————————— Other financial assets 8 6 7 27 35
Trade Payables 161 219 382 396 T N i I I/ /e
,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,, Other current assets 0.3 3 7 14 9
~ Other Current Liabilities 4 NN 8 AR = Total Current Assets 291 393 578 644 778
Total Current Liabilities 215 277 415 475 578 v oTotalAssets /| /. /) 209 403 587 777 1 ,’0’1’3’ N
Total Equity and Liabilities 299 403 587 777 1,013
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Disclaimer

This presentation and the accompanying slides (the “Presentation”), which have been prepared by Dynacons Systems and Solutions (the “Company”), have been prepared solely for
information purposes only and does not constitute any offer or invitation, directly or indirectly, in any manner, or inducement to sell or issue, or any solicitation of any offer to purchase
or subscribe for any securities of the Company in any jurisdiction and no part of it shall form the basis of or be relied upon in connection with any contract or 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 is not
a prospectus, disclosure document, a statement in lieu of a prospectus, an offering circular, an advertisement or an offer document under the Companies Act, 2013, and the rules
made thereunder, as amended, the Securities and Exchange Board of India (Issue of Capital and Disclosure Requirements) Regulations, 2018, as amended, or any other applicable law
in India. This Presentation should not be considered as a recommendation that any investor should subscribe for or purchase any securities of the Company or its subsidiary
(collectively, the “Group”) and should not be used as a basis for any investment decision.

The information contained in this Presentation is only current as of its date and has not been independently verified. The Group will not update you in the event the information in the
Presentation becomes stale. Moreover, both express or implied representation or warranty is made as to, and no reliance should be placed on, the truth, accuracy, fairness,
reasonableness or completeness of the information presented or contained in this Presentation and nothing in this Presentation shall be relied upon as a promise or representation in
this respect, whether as to the past or the future. None of the Group or any of its affiliates, advisers or representatives accept any liability whatsoever for any loss howsoever arising
from any information presented or contained in this Presentation. Furthermore, no person is authorized to give any information or make any representation which is not contained in,
or is inconsistent with, this Presentation. Any such extraneous or inconsistent information or representation, if given or made, should not be relied upon as having been authorized by
or on behalf of the Group. This Presentation is being given solely for your information and for your use, and may not be copied, reproduced or redistributed to any other person in any
manner. The distribution of this Presentation in certain jurisdictions may be restricted by law. Accordingly, any persons in possession of this Presentation should inform themselves
about and observe any such restrictions.

This Presentation is not a complete description of the Company. Certain statements in the Presentation may contain statements regarding the Company’s market opportunity and
business prospects that are individually and collectively forward-looking statements. All forward-looking statements are based on judgments derived from the information available to
the Company at this time. Such forward-looking statements are subject to risks, uncertainties and assumptions that could cause actual results to differ materially from those
contemplated by the relevant forward-looking statement. Any opinion, estimate or projection herein constitutes a judgment as of the date of this Presentation, and there can be no
assurance that future results or events will be consistent with any such opinion, estimate or projection. The Company assumes no obligation to update any forward-looking
information contained in this Presentation. Any forward-looking statements and projections made by third parties included in this Presentation are not adopted by the Company and
the Company is not responsible for such third-party statements and projections. Given these uncertainties and other factors, viewers of this Presentation are cautioned not to pla
undue reliance on these forward-looking statements. All information contained in this Presentation has been prepared solely by the Company based on information and data
Company considers reliable. This Presentation may not be all inclusive and may not contain all of the information that you may consider material.



Investor Relations Contact :

Company Contact : Khushbu Singhania Tanishka Tanvi
: Go India Advisors Go India Advisors
Pooja Patwa g N e N
Company Secretary and Compliance Office Mail id: khushbu@GolndiaAdvisors.com - Mail id: tanishka@GolndiaAdvisors.com
+91 8591190410 +91 92977 61958

Mail ID: investor@dynacons.com
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