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Highlights: Q3 FY26…

Repro has entered into a binding MOU with “STT Global Data Centres India Private Limited 
(STT GDC)” for sale of its Mahape property admeasuring 14,093 sq.mtrs for an 
consideration amount of Rs 282 crores. 

Established in 2014 by ST Telemedia and headquartered in Singapore, STT GDC is one of the 
world’s fastest-growing and most diversified data centre platforms with 2.3GW of design 
capacity across 12 major markets in Asia Pacific and United Kingdom and Europe. It 
provides critical services including high-quality colocation, connectivity and round-the-clock 
support services. As demand for AI and cloud services continues to accelerate, it is fuelling 
the need for new data centres to drive resource-intensive workloads.

The consideration amount is before tax and other property related expenses. The Mahape
property is presently held as a non-operational immovable asset in the books, hence there 
will be no impact on ongoing business operations.  



Digital biz vertical Q3 FY26 revenue has grown by 14% YoY to ~ Rs 98.4 cr. 

Platform vertical, subset of Digital biz, revenue in Q3 has grown by 33% YoY & 17% QoQ to ~ Rs 
71 cr. Growth Momentum in platform vertical is expected to continue due to tech enabled 
demand generation for Publishers across multiple domestic & international platforms (Amazon, 
Flipkart, Bookscape, Amazon US & UAE), 

Digital Books per day @ 44698 : YoY growth @ 11% Publishers Onboarded 798: YoY growth @ 
14%, Direct content in repository touch 1.15 million books: YoY growth @ 15%. 

Gross Margins continue to be stable @ ~ 42% with diversified product offerings to major 
domestic & international publishers ranging from Print on demand, micro POD facilities, import 
substitution offerings & integrated print solutions..

Consolidated Q3 FY26 Revenue @ ~ Rs 131.4 cr is the highest quarterly revenue the company has 
reported in their history.  

Consol Q3 EBIDTA @ ~ Rs 11.6 cr vs ~ Rs 7.7 cr QoQ.  PBT @ Rs 0.78 cr vs  loss of Rs 2 cr in Q2. 

Consolidate Q4 FY 26 revenue expected to grow in double digits with similar EBITDA margins.

Highlights: Q3 FY26…



Orders fulfilled in our 
Digital business in last FY10 Million +

1000 
+

1Million +

8 Mil Titles Approx.

OUR PARTNERS

and many more..



• Scalable, nationwide print-
on-demand infrastructure

• System-led publisher 
onboarding and content 
integration

OUR JOURNEY

Phase 1
Infrastructure

• Top-tier strategic partner for 
Amazon & Flipkart

• Category leadership with 
sustained market share gains

• Marketplace-optimized pricing, 

logistics, and visibility systems

Phase 2
Distribution Leadership

• Integrated end-to-end platform 
architecture

• Centralized data intelligence and AI-led 
decision systems

• Multi-channel monetization across 

B2B, D2C, and International markets

Phase 3
Platform (Current)

Foundation to Platform



Total ISBNs Aggregated

India’s Book Market
India’s book market remains largely untapped online.

Total Book Market (India)
~ ₹1,00,000 Cr

Online Books Market
~ ₹4,000 Cr

2024 2025 Growth

Amazon* 2320 ~2400 ~3.4%

Repro 125 165 ~32%

2024 2025 Growth

Flipkart* 781 ~888 ~14%

Repro 56 75 ~34%

Repro Share in Amazon’s Marketplace: 7% Repro Share in Flipkart’s Marketplace: 8%

* Amazon & Flipkart numbers are estimated 



Total ISBNs Aggregated

• AI-assisted metadata normalization
• Auto-quality scoring
• Zero-friction onboarding

INTELLIGENT INGESTION

• Real-time margin optimization
• Competitive response systems
• Automated Dynamic Pricing

AUTONOMOUS PRICING ENGINE

• Buy-box Intelligence
• Demand forecasting
• Competition Intelligence

MARKETPLACE INTELLIGENCE

TECHNOLOGY
Technology is our primary growth lever for market leadership

• Utilizing delivery data for Micro-pod 
placement and minimizing “Last-Mile" 
distance through order-pattern 
analysis.

SPEED



INCREASING THE NUMBER OF CHANNELS

TWO GROWTH LEVERS

TRANSFORMING THE SUPPLY CHAIN USING TECHNOLOGY



CHANNELS

• Leveraging RBL’s Unique Offerings: We 

have devised strategic partnerships with 
both Amazon and Flipkart

• Collaboration with Amazon: As the 

second-largest bookseller on Amazon, we 

closely collaborate with the platform 
sharing extensive data on publishers, 

titles, and growth levers to enhance 

visibility.

• Leadership on Flipkart: As the largest 

bookseller on Flipkart, RBL has 

successfully partnered with both 

publishers and Flipkart, ensuring growth 

and profitability for all parties involved.

• Strategic International Partnerships: We 

have successfully onboarded two major 
global channels; Amazon US and Ingram 

Global Distribution Program.

• Increasing Global Demand: There is a rising 

global demand for Indian publishers, 
regional content, test preparation materials, 

and academic content, particularly in the 

GCC region.

• Indian Diaspora Leverage: With the largest 

Indian diaspora worldwide, Repro has a 

unique advantage. We have already 

collaborated with over 600 leading Indian 

publishers, positioning us to effectively cater 
to this demand.

• Repro, with over four decades of rich industry 

experience, created Bookscape to address 
the major challenges faced by publishers and 

readers.

• Bookscape’s unique properties help 

publishers offer genuine books, addressing a 
significant issue that often leads to negative 

reviews and revenue loss. For readers, it 

offers a vast and varied catalog, allowing 

them to choose the best titles.

• With advanced machine learning and AI 

capabilities, Bookscape curates 

personalized title recommendations for 

readers, similar to how Netflix and Spotify 
recommend content.

“We plan to open up to 10 channels of sales by the coming year”

IN PIPELINE: AMAZON UAE 1 2 CPI X GARDNERS 3 Bookvault x Paperback 
Shop

4 Walmart US/Canada



SUPPLYCHAIN  EFFICIENCY THROUGH TECH  

POINT OF CONSUMPTION

MICRO POD

Staying close to the point of consumption enables 
us to efficiently meet customer demands, ensuring 
quicker delivery and improved satisfaction.

REDUCE SLA:
• Minimizes shipping and delivery times, ensuring 

faster fulfillment of orders.
• Enhances customer satisfaction by meeting and 

exceeding expected delivery times.

REDUCE LOGISTICS COST:
• Cuts down on transportation expenses by 

shortening the distance between warehouses 
and customers.

• Lowers overall operational costs, leading to 
better pricing strategies.

GET BUYBOXES:
• Increases the likelihood of winning the Buy Box 

on all channels (function of SLA and selling 
price).

• Boosts visibility and sales by offering 
competitive pricing and fast delivery.

• Establishing MINI POD facilities across India improves our ability to serve regional markets 
efficiently.

• The first MINI POD facility in Bangalore will help us effectively serve the South India market.
• MINI POD facilities can also be used as warehouses for physical inventory storage, providing 

greater flexibility in stock management.
• By positioning MINI POD facilities strategically, we can significantly reduce lead times for 

high-demand regions.
• These facilities allow for better demand forecasting and inventory planning by being closer 

to local markets.

WAREHOUSE INTEGRATION
• A new project focused on optimizing supply chain operations through advanced technology.
• Utilizing technology to seamlessly connect to publisher warehouses, transforming them into 

strategic points of sale.
• These connected warehouses function as darkstores, allowing us to fulfill orders directly 

without owning any physical inventory.
• By leveraging publisher warehouses, we eliminate the need for owning inventory, reducing 

costs and risks.
• This integration enables faster and more efficient order processing, improving customer 

satisfaction and operational agility.
• Expanding our sales network without the overhead of traditional inventory management, 

driving growth and market reach.



The Repro Solution

Repro Business Vertical Overview
Repro has structured the business into separate verticals with clear strategies of their own

Repro Books Ltd (RBL)Repro India Ltd (RIL)

Long Run Print Services

• High volume printing for top 
publishers in the K-12 segment 
(E.g. Cambridge/ Pearson/ 
Oxford/Macmillan)

Digital Print Services

• Print on Demand and Just in time 
inventory replenishment for demand 
generated by domestic publishers

• Eliminating the need for International 
publishers to import high priced 
books into India by printing and 
supplying to their channels in India 
on demand (Import Substitution)

• Print Revenue from books sold on 
Online Marketplaces by RBL

Online 
Marketplaces

Global 
Distribution

eBooks 

Distribution via 
Amazon, Flipkart, 
Meesho, etc.

Distribution
for eBook 
platforms

Distribution via 
global e-com & 
offline channels 
(access to 30,000 
channels across 
14 countries)



Long run print services –



Revenue growth: 
QoQ growth % →

Digital Business (Digital Print Services+ Platform)

0% 9% 4% 8% 2.9% 4.6% 4% 4% 3%



Number of books/day – Last 9 Quarters – Digital Business

YoY growth @ 11%



Digital Business -- Number of Direct Publishers

# of Direct 
Publishers

Potential market of ~ 5000 Publishers identified 

Focus on acquiring relevant publishers and monetizing the existing catalogue. Key segments to focus on Academic, MNC 
Publishers, Domestic Trade & Journals, Import Substitution from International Publishers..



Direct 
Content
( # titles in 
Lakhs)

Additional 8 mn titles via the exclusive partnership with Ingram Content Group

Digital Business – Direct content in our repository

Focus would continue on monetization of existing catalogue vs catalogue additions from existing publishers



Snapshot of – Q3 FY26

Company on track to achieve highest annual revenue in FY 26. 

Source: Repro Internal MIS  Notes: [1] – Includes E-books & GDP,  includes SRDP

Gross profit margins in stable range due to diversified 
product offerings across different geographies



Operating Expenses as % of sales in control…
EBITDA Margin Trends: Stable as proportion of platform 
business is more than 50%

Snapshot of Q3 FY26



Rs. In lacs

Q3 FY26- Financials Consolidated



The Indian Book Market & Repro Opportunity



The Traditional Publishing Model
Growth is stunted due to supply chain & working capital inefficiencies

180 Days of Credit

Sold BooksUnsold 
books 

Unsold 
books

Unsold Books : A Publisher’s Liability 
Unpaid by downstream partners, Holding Cost & Risk of becoming Obsolete

Sold Books : Delayed Realization  
Huge Credit balance with distributors, 180 days of Credit Terms

Unpaid



The New Publishing Model – RBL Enabled
An efficient supply chain along with levers for market expansion

NEGATIVE WORKING CAPITAL CYCLE



The Domestic Content Opportunity – Market Expansion
Bringing the dormant content of Indian publishers into active distribution will expand the market

~1.3 lakh1

New Titles registered in 
India/annum

2) Digitization / Translation – Majority of content is stored in non-digital format; regional replication is the next frontier

~10 Million2

All-time titles
in Indian Market 

By ~9000 Publishers

80-90K

titles

<1%
Actively Distributed ~INR 66,000 Cr 

Revenue/annum

1) Monetisation – Distribution of dormant titles across India & abroad

Notes: [1] - International ISBN Agency and CERLALC, [2] - Repro Internal Market Research

Opportunity:

Lack of Content Digitisation in India has led to over 95% sales coming from merely 1 Lakh titles  



Source  -- Statista



The Future of the Publishing Industry is here!

Books on Demand… Anytime. Anywhere!
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Highlights: Q3 FY26…

Repro has entered into a binding MOU with “STT Global Data Centres India Private Limited 
(STT GDC)” for sale of its Mahape property admeasuring 14,093 sq.mtrs for an 
consideration amount of Rs 282 crores. 

Established in 2014 by ST Telemedia and headquartered in Singapore, STT GDC is one of the 
world’s fastest-growing and most diversified data centre platforms with 2.3GW of design 
capacity across 12 major markets in Asia Pacific and United Kingdom and Europe. It 
provides critical services including high-quality colocation, connectivity and round-the-clock 
support services. As demand for AI and cloud services continues to accelerate, it is fuelling 
the need for new data centres to drive resource-intensive workloads.

The consideration amount is before tax and other property related expenses. The Mahape
property is presently held as a non-operational immovable asset in the books, hence there 
will be no impact on ongoing business operations.  



Digital biz vertical Q3 FY26 revenue has grown by 14% YoY to ~ Rs 98.4 cr. 

Platform vertical, subset of Digital biz, revenue in Q3 has grown by 33% YoY & 17% QoQ to ~ Rs 
71 cr. Growth Momentum in platform vertical is expected to continue due to tech enabled 
demand generation for Publishers across multiple domestic & international platforms (Amazon, 
Flipkart, Bookscape, Amazon US & UAE), 

Digital Books per day @ 44698 : YoY growth @ 11% Publishers Onboarded 798: YoY growth @ 
14%, Direct content in repository touch 1.15 million books: YoY growth @ 15%. 

Gross Margins continue to be stable @ ~ 42% with diversified product offerings to major 
domestic & international publishers ranging from Print on demand, micro POD facilities, import 
substitution offerings & integrated print solutions..

Consolidated Q3 FY26 Revenue @ ~ Rs 131.4 cr is the highest quarterly revenue the company has 
reported in their history.  

Consol Q3 EBIDTA @ ~ Rs 11.6 cr vs ~ Rs 7.7 cr QoQ.  PBT @ Rs 0.78 cr vs  loss of Rs 2 cr in Q2. 

Consolidate Q4 FY 26 revenue expected to grow in double digits with similar EBITDA margins.

Highlights: Q3 FY26…



Orders fulfilled in our 
Digital business in last FY10 Million +

1000 
+

1Million +

8 Mil Titles Approx.

OUR PARTNERS

and many more..



• Scalable, nationwide print-
on-demand infrastructure

• System-led publisher 
onboarding and content 
integration

OUR JOURNEY

Phase 1
Infrastructure

• Top-tier strategic partner for 
Amazon & Flipkart

• Category leadership with 
sustained market share gains

• Marketplace-optimized pricing, 

logistics, and visibility systems

Phase 2
Distribution Leadership

• Integrated end-to-end platform 
architecture

• Centralized data intelligence and AI-led 
decision systems

• Multi-channel monetization across 

B2B, D2C, and International markets

Phase 3
Platform (Current)

Foundation to Platform



Total ISBNs Aggregated

India’s Book Market
India’s book market remains largely untapped online.

Total Book Market (India)
~ ₹1,00,000 Cr

Online Books Market
~ ₹4,000 Cr

2024 2025 Growth

Amazon* 2320 ~2400 ~3.4%

Repro 125 165 ~32%

2024 2025 Growth

Flipkart* 781 ~888 ~14%

Repro 56 75 ~34%

Repro Share in Amazon’s Marketplace: 7% Repro Share in Flipkart’s Marketplace: 8%

* Amazon & Flipkart numbers are estimated 



Total ISBNs Aggregated

• AI-assisted metadata normalization
• Auto-quality scoring
• Zero-friction onboarding

INTELLIGENT INGESTION

• Real-time margin optimization
• Competitive response systems
• Automated Dynamic Pricing

AUTONOMOUS PRICING ENGINE

• Buy-box Intelligence
• Demand forecasting
• Competition Intelligence

MARKETPLACE INTELLIGENCE

TECHNOLOGY
Technology is our primary growth lever for market leadership

• Utilizing delivery data for Micro-pod 
placement and minimizing “Last-Mile" 
distance through order-pattern 
analysis.

SPEED



INCREASING THE NUMBER OF CHANNELS

TWO GROWTH LEVERS

TRANSFORMING THE SUPPLY CHAIN USING TECHNOLOGY



CHANNELS

• Leveraging RBL’s Unique Offerings: We 

have devised strategic partnerships with 
both Amazon and Flipkart

• Collaboration with Amazon: As the 

second-largest bookseller on Amazon, we 

closely collaborate with the platform 
sharing extensive data on publishers, 

titles, and growth levers to enhance 

visibility.

• Leadership on Flipkart: As the largest 

bookseller on Flipkart, RBL has 

successfully partnered with both 

publishers and Flipkart, ensuring growth 

and profitability for all parties involved.

• Strategic International Partnerships: We 

have successfully onboarded two major 
global channels; Amazon US and Ingram 

Global Distribution Program.

• Increasing Global Demand: There is a rising 

global demand for Indian publishers, 
regional content, test preparation materials, 

and academic content, particularly in the 

GCC region.

• Indian Diaspora Leverage: With the largest 

Indian diaspora worldwide, Repro has a 

unique advantage. We have already 

collaborated with over 600 leading Indian 

publishers, positioning us to effectively cater 
to this demand.

• Repro, with over four decades of rich industry 

experience, created Bookscape to address 
the major challenges faced by publishers and 

readers.

• Bookscape’s unique properties help 

publishers offer genuine books, addressing a 
significant issue that often leads to negative 

reviews and revenue loss. For readers, it 

offers a vast and varied catalog, allowing 

them to choose the best titles.

• With advanced machine learning and AI 

capabilities, Bookscape curates 

personalized title recommendations for 

readers, similar to how Netflix and Spotify 
recommend content.

“We plan to open up to 10 channels of sales by the coming year”

IN PIPELINE: AMAZON UAE 1 2 CPI X GARDNERS 3 Bookvault x Paperback 
Shop

4 Walmart US/Canada



SUPPLYCHAIN  EFFICIENCY THROUGH TECH  

POINT OF CONSUMPTION

MICRO POD

Staying close to the point of consumption enables 
us to efficiently meet customer demands, ensuring 
quicker delivery and improved satisfaction.

REDUCE SLA:
• Minimizes shipping and delivery times, ensuring 

faster fulfillment of orders.
• Enhances customer satisfaction by meeting and 

exceeding expected delivery times.

REDUCE LOGISTICS COST:
• Cuts down on transportation expenses by 

shortening the distance between warehouses 
and customers.

• Lowers overall operational costs, leading to 
better pricing strategies.

GET BUYBOXES:
• Increases the likelihood of winning the Buy Box 

on all channels (function of SLA and selling 
price).

• Boosts visibility and sales by offering 
competitive pricing and fast delivery.

• Establishing MINI POD facilities across India improves our ability to serve regional markets 
efficiently.

• The first MINI POD facility in Bangalore will help us effectively serve the South India market.
• MINI POD facilities can also be used as warehouses for physical inventory storage, providing 

greater flexibility in stock management.
• By positioning MINI POD facilities strategically, we can significantly reduce lead times for 

high-demand regions.
• These facilities allow for better demand forecasting and inventory planning by being closer 

to local markets.

WAREHOUSE INTEGRATION
• A new project focused on optimizing supply chain operations through advanced technology.
• Utilizing technology to seamlessly connect to publisher warehouses, transforming them into 

strategic points of sale.
• These connected warehouses function as darkstores, allowing us to fulfill orders directly 

without owning any physical inventory.
• By leveraging publisher warehouses, we eliminate the need for owning inventory, reducing 

costs and risks.
• This integration enables faster and more efficient order processing, improving customer 

satisfaction and operational agility.
• Expanding our sales network without the overhead of traditional inventory management, 

driving growth and market reach.



The Repro Solution

Repro Business Vertical Overview
Repro has structured the business into separate verticals with clear strategies of their own

Repro Books Ltd (RBL)Repro India Ltd (RIL)

Long Run Print Services

• High volume printing for top 
publishers in the K-12 segment 
(E.g. Cambridge/ Pearson/ 
Oxford/Macmillan)

Digital Print Services

• Print on Demand and Just in time 
inventory replenishment for demand 
generated by domestic publishers

• Eliminating the need for International 
publishers to import high priced 
books into India by printing and 
supplying to their channels in India 
on demand (Import Substitution)

• Print Revenue from books sold on 
Online Marketplaces by RBL

Online 
Marketplaces

Global 
Distribution

eBooks 

Distribution via 
Amazon, Flipkart, 
Meesho, etc.

Distribution
for eBook 
platforms

Distribution via 
global e-com & 
offline channels 
(access to 30,000 
channels across 
14 countries)



Long run print services –



Revenue growth: 
QoQ growth % →

Digital Business (Digital Print Services+ Platform)

0% 9% 4% 8% 2.9% 4.6% 4% 4% 3%



Number of books/day – Last 9 Quarters – Digital Business

YoY growth @ 11%



Digital Business -- Number of Direct Publishers

# of Direct 
Publishers

Potential market of ~ 5000 Publishers identified 

Focus on acquiring relevant publishers and monetizing the existing catalogue. Key segments to focus on Academic, MNC 
Publishers, Domestic Trade & Journals, Import Substitution from International Publishers..



Direct 
Content
( # titles in 
Lakhs)

Additional 8 mn titles via the exclusive partnership with Ingram Content Group

Digital Business – Direct content in our repository

Focus would continue on monetization of existing catalogue vs catalogue additions from existing publishers



Snapshot of – Q3 FY26

Company on track to achieve highest annual revenue in FY 26. 

Source: Repro Internal MIS  Notes: [1] – Includes E-books & GDP,  includes SRDP

Gross profit margins in stable range due to diversified 
product offerings across different geographies



Operating Expenses as % of sales in control…
EBITDA Margin Trends: Stable as proportion of platform 
business is more than 50%

Snapshot of Q3 FY26



Rs. In lacs

Q3 FY26- Financials Consolidated



The Indian Book Market & Repro Opportunity



The Traditional Publishing Model
Growth is stunted due to supply chain & working capital inefficiencies

180 Days of Credit

Sold BooksUnsold 
books 

Unsold 
books

Unsold Books : A Publisher’s Liability 
Unpaid by downstream partners, Holding Cost & Risk of becoming Obsolete

Sold Books : Delayed Realization  
Huge Credit balance with distributors, 180 days of Credit Terms

Unpaid



The New Publishing Model – RBL Enabled
An efficient supply chain along with levers for market expansion

NEGATIVE WORKING CAPITAL CYCLE



The Domestic Content Opportunity – Market Expansion
Bringing the dormant content of Indian publishers into active distribution will expand the market

~1.3 lakh1

New Titles registered in 
India/annum

2) Digitization / Translation – Majority of content is stored in non-digital format; regional replication is the next frontier

~10 Million2

All-time titles
in Indian Market 

By ~9000 Publishers

80-90K

titles

<1%
Actively Distributed ~INR 66,000 Cr 

Revenue/annum

1) Monetisation – Distribution of dormant titles across India & abroad

Notes: [1] - International ISBN Agency and CERLALC, [2] - Repro Internal Market Research

Opportunity:

Lack of Content Digitisation in India has led to over 95% sales coming from merely 1 Lakh titles  



Source  -- Statista



The Future of the Publishing Industry is here!

Books on Demand… Anytime. Anywhere!
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