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Where Experience Meets

Intelligence

Every craft that we have carried through 
found new hands, but kept its truth, where 
experience leads, intelligence is bred: this 
is the engine that waits ahead.

Once the plow was pulled by hand and bone, 
reading soil, reading sky alone,
now a shadow lifts from the very same ground, 
an eye above where instinct once was found.`

Once the drum sent word across the land,
a pulse of skin beneath a steady hand,
now the signal lives inside a screen,
a thousand voices, broadcast unseen.

Once the chisel struck the stone in turn, 
carving stories only hands could learn, 
now the print head hums, layer by layer, 
shaping form for a newer maker.
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Where Experience Meets

Intelligence
In a world where intelligence is becoming 
more accessible, experience remains too 
personal to copy. And to bring the two 
together, you need creativity. 

When everyone has access to the same tools, 
the difference between good work and 
forgettable work stops being about who has 
better software. It comes down to who has 
better creative instincts using it. 

This is how we work. We build rather than buy 
when it comes to putting our own knowledge 
to use. We say no to partnerships that look 
good on paper but do not feel right in 
practice, and we back plans harder when 
something in us says they are worth it, even 

That is where experience meets intelligence. It is not one decision or one tool. It is how we 
choose to make decisions, and it is the foundation on which we intend to keep building.

before the data catches up. None of these are 
purely data decisions. Each one starts with 
years of experience, gets tested against what 
the intelligence is telling us, and holds up only 
because someone in the room was willing to 
think differently about what to do with both. 

One version of that thinking became a 
system. Instead of letting years of experience 
live only in people's heads, we used AI to give 
it structure, built into something the whole 
business can draw on rather than something 
that walks out the door when one person 
does. Creativity brought experience and 
intelligence together. AI is simply how we 
made that durable. 
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CMD’s Letter
There is a moment every industry goes through when the ground shifts faster than the map can be 
redrawn. B2B marketing, the space we are in, is living through that moment now. For two years, the 
conversation around AI was largely theoretical. Conferences were full of predictions, LinkedIn was full of hot 
takes, boardrooms were full of caution.  

Last year, that theory turned into practice, and the gap between agencies that adopted AI as a feature 
and organizations that rebuilt themselves around it became impossible to ignore. I am proud to report 
that Toss the Coin sits firmly in the second category, and our numbers this year reflect it. 

Judgment should stay human, and scale should 
come from AI, not the other way around. That is the 
idea behind the newly launched 

(our senior-strategist-plus-RayAI 
operating model) 

Marketeroid

where we chose to encode our fourteen years of B2B 
pattern recognition into a working system rather than 
simply bolt a chatbot onto our existing process.  

We built our business this year
around a simple conviction

Three changes are reshaping B2B marketing

Buyers now do most of 
their research before a 
salesperson ever enters 
the picture, often through 
AI-mediated search 
rather than a Google 
results page, which 
means visibility itself is 
being redefined; being 
findable to an answer 
engine is becoming as 
important as being 
findable to a search 
engine.  

The economics of 
marketing delivery are 
being rewritten. Clients no 
longer accept a binary 
choice between an 
expensive full-service 
agency, a slow-to-build 
in-house team, or a 
shallow AI tool that 
produces volume without 
judgment. They expect 
senior strategic thinking 
and production speed in 
the same breath.  

CMOs are being asked to 
absorb more mandates 
like brand, demand 
generation, content, sales 
enablement, website, 
analytics without a 
proportional rise in 
headcount or budget. The 
marketing function is 
being asked to do more 
with the same resources 
or fewer.
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The results have validated the bet through 
faster campaign delivery, meaningful lift in 
organic engagement on AI-assisted content, 
and revenue growth achieved without 
doubling our team. Just as importantly, our 
clients tell us the work still feels considered, not 
templated, which was always the real risk of 
this transition, and the one we were most 
determined to avoid. 

Looking ahead, I believe the next phase of B2B 
marketing belongs to organizations that treat 
AI as infrastructure rather than a feature 
invisible in the output and indispensable in the 
process. The differentiator ahead will be about 
whose AI carries the deepest, most specific 
pattern recognition, and whose humans know 
what to do with it. We don't intend to follow this 
shift; we intend to define it, and RayAI already 
puts us several steps ahead of an industry still 
catching up to the question. And as more of 
our clients are asked to do more with smaller 
teams, our model, senior thinking deployed at 
production speed, is set to move from a 
differentiated offering to the way the entire 
industry works, with Toss the Coin having 
written the playbook.  

None of this happened by accident. Every 
choice we made this year, including the people 
we hired, the systems we built, and the clients 
we chose to deepen our relationships with, was 
made with this moment in mind, and I could 
not be prouder of how deliberately we got 
here. What excites me most isn't just the 
growth behind us, but how much room there 
still is ahead: markets we haven't entered, 
capabilities we're only beginning to build into 
RayAI, and client relationships that are still in 
their early chapters.  

Our growth ambition for the year ahead is not 
incremental but structural. Having proven the 
need for a Marketeroid model in the US and 
India, we see a clear runway to take it into new 
geographies where B2B companies face the 
same pressure to do more with leaner 
marketing teams, particularly across the UK, 
Europe, and the Middle East. As we take this 
model global, our conviction only deepens: We 
believe the agencies that combine deep 
human expertise with intelligent scale will 
define the next era of B2B marketing, and we 
intend for Toss the Coin to lead that story well 
beyond the markets we call home today. That 
calls for strengthening our Growth team on the 
field closer to the markets we wish to focus on. 

To our team, our clients, and our 
shareholders, thank you for 
building this with us and for 
trusting us to build it right. Toss 
the Coin's best work is still in front 
of it, and I have never been more 
certain of that than I am today.

Jayan Narayanan
Chairman & Managing Director 
Toss The Coin Limited 

Annual Report 2025 - 26Toss The Coin Ltd 07



CFO's Message
This year, we focused on something more basic. Making 
sure what we learn doesn't go to waste, and that 
experience and intelligence work together instead of 
pulling in different directions.

We closed FY 2025-26 with

crores in revenue

70% 
representing year-on-year growth. 

What matters more to us is how this growth was 
built. It came largely from strengthening what 
we already had, not from constantly chasing 
something new, and it did not come at the cost 
of our margins. 

Numbers aside, this was a year of building 
the systems that will carry us into our next 
phase. Increasingly, we found that our 
biggest opportunity sat exactly where our 
experience and our newer tools could 
meet, not in choosing one over the other. 

our way of putting our own knowledge 
into a system instead of leaving it in 
people's heads. In a services business, 
that's always the risk. Someone senior 
leaves, and years of learning walk out 
with them. RayAI means what we learn 
on one account doesn't stay with one 
person. It becomes something everyone 
on the team can use. We didn't build this 
just to move faster. We built it so the 
quality of our work doesn't slip as we 
grow. That difference also reduces a 
cost we don't usually put a number on, 
the cost of relearning what we already 
knew. 

RayAI 

This year we took the step of formalising  
RayAI as our own intellectual property*. It 
is no longer just an internal tool we use 
quietly in the background. It is now an 
asset the business owns outright, 
something that sits on our books the 
same way any other piece of intellectual 
property would. That matters for a 
services business like ours, because it 
means the value of what we have 
learned does not disappear when a 
person moves on or a project ends. It 
stays with the company, and it can be 
built on, licensed, or expanded in ways a 
person's individual knowledge never 
could be. 

One of the biggest shifts this year 
was building

ext 

our 

er. 

Annual Report 2025 - 26Toss The Coin Ltd 08



On the U.S. front, we moved from intent to action. We formalized 
a partnership for advisory support and lead generation, giving 
us a structured way to access decision-makers and build a 
pipeline that does not depend entirely on founder-led 
relationships. We are also bringing on a fractional sales head in 
the U.S, someone who can build outbound motion on the 
ground instead of managing it from a distance. 

This ties into a broader shift in how we think about growth. For 
years, our business grew largely through referrals and 
reputation. That will always matter, but it is not a scalable 
engine on its own. This year we made a conscious investment in 
sales as a function, with a sharper focus on outbound business 
generation. We are no longer waiting for the right client to find 
us. We are going out and making the case for why we are the 
right partner. 

Towards the end of the year, we also began building Branding 
Before the Bell, an IPO readiness vertical shaped by our own 
experience going public. It helps companies build the visibility, 
credibility, and investor narrative that numbers alone don't 
provide, well before they get to the listing stage. 

Together, they represent one idea. A business built on creativity 
and client trust can also be built to last, with systems that do 
not depend on any one person or any one deal. 

As we look ahead, our priorities today are RayAI, our US 
presence, sales, and IPO readiness. But we know priorities can 
shift fast in this market. We are keeping a close eye on where AI 
and global conditions are heading, so that we can move early 
rather than catch up late. 

To our clients, our team,
our partners and our 
shareholders, thank you for 
continuing to back us 
through this stage of the 
journey. The trajectory is 
holding. Now we are 
building the structure to 
keep it that way 

Reshma Budhia 
CFO 
Toss The Coin Limited 

o e ea y

* The Company is taking necessary steps for getting the 
same registered with trademark authorities.
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Financial 
Highlights 
2025-26

PnL Statement As on 31 Mar 2025 As on 31 Mar 2026

Income from Operations 884.22 1527.06

Expenses -715.94 -1165.99

Profit before Tax 168.28 361.07

Tax Expenses -42.77 -90.65
Profit/(Loss) for the period
from continuing operations

125.51 270.42

Profit(Loss) for the Period 125.51 270.42
Earnings Per Share 8.17 14.31
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Balance Sheet

Cash Flow Statement

Equities & Liabilities As on 31 Mar 2025 As on 31 Mar 2026

Assets

Share Holder Funds 1298.31 1417.54

Non-Current Liabilities 14.3 0

Current Liabilities 110.07 141.11

Total 1422.68 1558.65

Total 1422.68 1558.65

Non-Current Assets 221.5 335.59

Current Assets 1201.18 1223.06

From Operating activities 14.15 221.01

From Investing activities -487.4 -145.47

From Financing activities 730.48 -153.05

Net Increase in Cash & Cash Equivalents 257.23 -77.51

Cash & Cash Equivalents at beginning of the period 291.7 548.93

Cash & Cash Equivalents at end of the period 548.93 471.42
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Historically, corporate knowledge management 
functioned as a passive archive a fragmented 
collection of static repositories and wikis where 
valuable insights were frequently lost to 
organizational silos. In 2026, the global 
enterprise landscape is undergoing a 
fundamental shift. Driven by advancements in 
generative and agentic AI, the market for. The 
market for AI-powered knowledge systems has 
surged past $11 billion this year. 

The defining trend of this era is the active 
institutionalization of institutional memory. 
Forward-looking organizations are no longer 
just capturing data; they are transforming 
unstructured human experience into an active, 
self-sustaining corporate asset to mitigate the 
structural risk of "brain drain" and accelerate 
operational velocity. 

Forward-thinking is 
becoming the default

Over the past fourteen years, with every 
engagement, we have deepened our 
understanding of how businesses position 
themselves, communicate value, generate 
demand, and build enduring brands. Along 
the way, we developed frameworks, refined 
methodologies, and sharpened our judgment 
through thousands of strategic decisions. 

That question led to the 
development of RayAI. 

As the organization grew, however, 
an important question emerged: How 
could this accumulated experience 
become an enduring organizational 
capability rather than remain 
distributed across individuals, teams, 
and projects?

The AI-Driven Enterprise: 
Institutionalizing Knowledge 
Through RayAI™ RayAI
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RayAI is our proprietary marketing 
intelligence infrastructure, built 
from the knowledge we have 
gathered across more than a 
decade of client work. The idea for 
it took shape through 2025, as our 
teams found themselves solving 
similar problems for different 
clients and repeating work that 
had already been done before. We 
started structuring that experience 
so it could be reused, and by 
February 2026 this had become 
RayAI, an internal accelerator that 
helps our teams work with more 
speed and accuracy on every 
assignment. It was never meant to 
automate creativity or replace 
strategic thinking. Its purpose is 
simpler: to make sure that what 
the organization has already 
learned is available the moment a 
new assignment begins, so no 
team has to start from zero.

01

Captures fourteen years of proprietary B2B 
marketing expertise developed through real 
client engagements. It brings together 
positioning frameworks, demand 
generation methodologies, buyer insights, 
messaging architectures, creative 
approaches, and strategic decisions that 
have been validated in practice. Unlike 
publicly available AI models that rely on 
generalized information, this knowledge 
reflects the distinctive thinking and 
experience developed within Toss the Coin. 

Knowledge Layer

03

Operationalizes this intelligence through 
more than 200 production-ready workflows 
spanning strategy, branding, content, 
websites, design, demand generation, sales 
enablement, and marketing operations. 
These are not demonstration workflows or 
experimental prompts. They are the 
operational workflows our teams use every 
day to deliver work consistently while 
continuously evolving as new knowledge is 
added to the platform. 

Workflow Layer 

02

Connects each client's objectives, 
competitive environment, historical 
engagements, and market dynamics 
before retrieving the most relevant 
knowledge and strategic frameworks. 
Every engagement therefore begins with 
context rather than a blank page, 
enabling better decisions and greater 
continuity across projects. 

Intelligence Layer

RayAI combines three complementary  
layers that work together to transform 
accumulated experience into repeatable 
organizational capability. 

Built Around Three 
Intelligence Layers
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The most significant contribution 
of RayAI lies not simply in 
improving operational efficiency, 
but in changing how the 
organization learns. 

Every successful engagement contributes 
to a growing body of institutional 
knowledge. Process improvements 
become available across teams, while 
new business challenges expand the 
organization's understanding. Experience 
no longer resides solely with the 
individuals who acquire it. Instead, it 
becomes part of the firm's collective 
intelligence, strengthening every 
subsequent engagement. 

This has fundamentally changed the way 
we work with our clients. Teams enter 
strategic discussions with deeper context, 
build on proven approaches more quickly, 
and devote a greater proportion of their 
time to solving business problems rather 
than reconstructing information that 
already exists. Decisions are informed by 
both institutional memory and 
contemporary intelligence, resulting in 
greater consistency, faster execution, and 
stronger strategic outcomes. 

Transforming 
the Way We Work 
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The impact of RayAI has 
been evident across both 
operational performance 
and business outcomes. 

Delivering
Measurable 
Outcomes 

Artificial intelligence will continue to evolve, and 
increasingly capable models will become widely 
available. We believe, however, that technology alone 
will not define long-term competitive advantage. The 
real differentiator will be an organization's ability to 
combine those capabilities with proprietary 
knowledge, accumulated experience, and sound 
business judgment developed through years of solving 
real business problems. 

RayAI represents that investment for Toss the Coin. It 
captures the knowledge accumulated over fourteen 
years of client engagements and strengthens how we 
serve clients today. Every engagement adds to a 
growing body of institutional knowledge, enabling the 
organization to learn continuously rather than 
repeatedly starting from scratch. In doing so, 
experience becomes an enduring organizational asset 
instead of remaining confined to individuals. 

As our experience continues to grow, RayAI grows with 
it. Every project adds to its understanding. Every 
successful outcome strengthens its recommendations. 
Every new challenge expands its capabilities. In doing 
so, RayAI ensures that the experience we earn today 
becomes the foundation for the decisions we make 
tomorrow, enabling the organization to create greater 
value for our clients year after year. 

Looking Ahead 
Preparation time for a 
typical engagement has 
been reduced.

75%

Of senior strategist 
capacity returned each 
month

150 hrs

Campaign delivery has 
accelerated.

60%

Average improvement in 
organic engagement 
through AI-assisted 
content.

40%

Perhaps more significantly, these improvements have 
enabled the business to scale more efficiently. During a 
year in which revenue grew by approximately 70%, we 
achieved this result without a proportional increase in 
marketing headcount. These are not pilot projects or 
isolated AI experiments. They are measured outcomes 
from a system that has become an integral part of how 
Toss the Coin delivers work every day. 
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Branding 
Before 
the Bell
Helping companies build 
the brand their numbers 
deserve 

Every year, companies with strong 
fundamentals walk into an IPO with a 
weak public presence. Their order books 
look healthy, their capacity is expanding, 
and their financials are in order. But when 
an analyst searches for them online, they 
find very little. The uncomfortable truth is 
that being ready on paper is not the same 
as being ready in the market's eyes. 

This is the gap Branding Before the Bell 
was built to close. It is our advisory offering 
for companies preparing to go public, and 
It draws directly from something few 
marketing firms can claim: We have been 
through the process ourselves. From a 
marketing and brand visibility standpoint, 
we know what analysts look for, what 
investors expect to see before they 
commit, and how the visibility gap 
actually plays out in the weeks before a 
listing. As a BSE-listed company, we have 
lived that gap firsthand, not just advised 
on it from the outside. 
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1,025×

The engagement covers the full brand journey 
a company needs before and after listing. It 
begins with a narrative blueprint, covering 
category positioning, brand architecture, and 
an investor-grade website. From there, we 
move into building visibility through PR, media 
credibility, and digital authority, followed by 
preparing the company to be market ready, 
with an investor narrative an analyst-facing 
presence that stays within SEBI's advertising 
and communication guidelines. The final piece 
is building founder capital, through a strategic 
LinkedIn presence and thought leadership that 
positions the founder as a credible voice in 
their category. 

In practice, this means we act as a company's 
dedicated brand office through the IPO journey, 
from preparation through six months after 
listing. A senior specialist leads each account, 
involved not only in execution but in the 
strategic decisions that shape how the market 
perceives the company. This includes the 
investor grade website, digital authority and AI 
search visibility, market recognition through 
awards and rankings, investor relations 
preparation for roadshows, brand positioning, 

Our own track record 
backs this up. 

We built that outcome using the same 
playbook we now offer our clients. 

Overall Subscription

90%
Listing Day Premium

For companies weighing an IPO, the offer starts simple. A free brand readiness 
audit, to see exactly where the gaps are before the market finds them first.

and media strategy across trade press and 
financial media. 

We are able to offer this with credibility 
because of who we are, a BSE listed, full suite 
marketing company with fourteen years of 
B2B experience and more than 150 clients 
willing to serve as references, ranging from 
startups to large organizations. 
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Showcasing B2B 
Creativity 

Corporate gifting has traditionally been approached 
as a procurement exercise. A product is selected, 
branded, packaged, and delivered. While this process 
is efficient, it often overlooks why the gift exists in the 
first place, to make someone feel valued, bring a 
smile to their face, spark conversations, and ensure 
they remember not just the gift, but the person who 
sent it.

We believe every memorable gift begins long before 
the box is assembled. It begins with understanding 
the person receiving it, the relationship it represents, 
and the moment it is meant to celebrate. That 
philosophy became the foundation of  everything 
Experiential Gifting, a solution within Toss the Coin's 
Experience Studio that treats gifting as a creative 
discipline rather than a sourcing exercise.

Every Gift Has a Story. We Design Both.

Experiential Gifting

Instead of selecting products from a catalog, we 
begin with a blank page. Every engagement starts 
with a story, who the recipient is, why the moment 
matters, and what the gift should make them feel. 
From there, our team develops a concept that is 
unique to the occasion, supported by carefully 
curated contents, thoughtful packaging, and a 
memorable unboxing experience. The result is more 
than a gift. It is an experience that reflects the 
relationship it represents.

The need for this approach continues to grow. The 
global corporate gifting market is expanding rapidly, 
yet recipients increasingly seek gifts that feel 
personal, relevant, and meaningful rather than 
generic or transactional. Companies are investing 
more in gifting, but memorable experiences remain 
surprisingly rare.
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Our portfolio is built around four key moments across the customer lifecycle: Swag Worth Saving, which replaces generic 
event merchandise with desirable, sustainably sourced items; The Account Break-In, designed to initiate high-impact 
conversations with strategic prospects; The C-Suite Gesture, created to honor significant leadership milestones; and 
The Valued Client, tailored to nurture long-term partnerships. While each targets a distinct stage, they all reflect the 
same core philosophy - prioritizing human connection and environmental stewardship over generic product placement

What makes this solution distinctive is the 
perspective behind it. The same strategists who help 
clients build brands, understand buyers, and develop 
go-to-market strategies also shape these gifting 
experiences. That combination of strategic insight 
and creative thinking enables us to create gifts that 
are personal, purposeful, and memorable.

Every idea begins with insight and strategy, but we are not afraid to explore an unexpected direction 
when it serves the story. We think of it as 80 percent creative discipline and 20 percent unexpected 
thinking. Strategy keeps every concept grounded. The unexpected is what transforms a gift into 
something people remember, talk about, and smile about long after it has been received.

Creativity requires courage, and every
now and then, a little bit of weird. 

Everything Experiential Gifting is not intended to 
replace high-volume promotional merchandise or 
catalog suppliers. It is designed for organizations that 
believe important relationships deserve greater 
thought and creativity. Sometimes the strongest 
business relationships begin not with a presentation 
or a proposal, but with a gift that tells a story worth 
remembering.
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Our Operating 

Principles 
At Toss the Coin, our values are the operating system 
for how we make decisions, build relationships, and 
deliver outstanding results. As we navigate a rapidly 
shifting AI and technology space, these four 
non-negotiable pillars guide our path forward. 

Creativity is not a spark; it is a muscle we hone 
every single day. And it is our ultimate moat.

In a world increasingly saturated with automated, commoditized content, true 
creativity is the ultimate differentiator. At Toss the Coin, we treat creativity as a 
discipline. It is a muscle we flex, stretch, and strengthen daily through rigorous 
experimentation, collaborative brainstorming, and a refusal to settle for the 
status quo. 

This relentless focus on creative excellence is what protects our clients' brands 
from the noise of the marketplace; it is our competitive moat. It is also a 
philosophy that yields tangible and industry-recognized success. By 
combining human-centered storytelling with bold innovation, we ensure our 
work always retains a soul. 

Creativity Always 
01

We foster structured spaces for 
creative play, design thinking, 
and cross-functional 
brainstorming to push past 
conventional boundaries.

In an era of generic AI outputs, 
our uniquely human creative 
touch is what drives real brand 
recall, emotional connection, and 
sustained market leadership. 

Our Daily Practice The Strategic Moat 
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We believe in a compounding ecosystem of value. When we invest in our 
people, they design stronger solutions for our clients, driving sustainable 
growth for our shareholders.

02
We succeed only when our ecosystem 
thrives. We design every strategy to 
deliver outsized value to our employees, 
clients, and shareholders.

Value-First 

For Our Shareholders
We maintain operational discipline and target high-yield, sustainable 
growth models that ensure Toss the Coin remains a resilient, highly 
valued enterprise for years to come. 

For Our Employees
We provide a workplace that respects their growth, fosters 
psychological safety, and offers challenging, meaningful work 
that builds their careers. 

For Our Clients
We move beyond the traditional vendor dynamic to act as true solutions 
architects. We build tailored strategies designed to solve complex business 
problems, optimize marketing tech stacks, and drive measurable, 
high-impact ROI. 
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We maintain a dedicated 
human-in-the-loop approach to 
preserve soul, empathy, and 
creative nuance across all 
digital channels.

The Human Touch
We build marketing 
architectures that don’t just 
capture attention, but sustain it 
by telling stories that matter to 
the audience

Narrative-Driven Strategy

Behind every modern consumer, B2B buyer, or 
corporate stakeholder is a human being who 
responds to emotion, resonance, and connection. 
While we take pride in building sophisticated 
technical frameworks and optimizing complex 
marketing engines, we know that technology is only 
as powerful as the narrative it carries. 

At TTC, storytelling is the heartbeat of our strategy. 
We dig deep to uncover the authentic human truth 
behind a brand, translating data points into 
compelling narratives that inspire action, build 
community, and leave a lasting impression.

Storytellers at Heart 

03
Data gives us the blueprint, but stories give 
us the soul. We anchor every technical 
framework in a human narrative.

keting 
that don’t just 
tion, but sustain it 
es that matter to 

Driven Strategy
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Trust takes years to build, seconds to 
break, and a lifetime to repair. For us, 
integrity is absolute.

At TTC, integrity is the foundation of our 
existence. We hold ourselves to the highest 
ethical standards, prioritizing long-term trust 
over short-term wins. Whether we are 
managing complex marketing datasets, 
reporting performance metrics, or navigating 
partner relationships, we lead with radical 
transparency and accountability. 

Integrity as
Non-Negotiable 

04

Radical Transparency
We speak the truth to our clients, our team, and our 
stakeholders, even when the conversations are difficult. 

Ethical Governance
We implement strict human-in-the-loop oversight to 
ensure that as we adopt cutting-edge marketing 
technologies, our work remains ethically sound and 
aligned with client values. 

Absolute Accountability
We own our results, celebrate our successes, and quickly 
course-correct our failures with honest reflections and 
actionable solutions. 
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Success 
Stories

Turning Complexity into
Strategic Identity
True creativity in the B2B space 
goes beyond aesthetics. It is about 
translating complex operational 
strengths into powerful market 
realities.

This year, our creative and 
branding studios pushed the 
boundaries of B2B storytelling 
through some landmark 
transformations, proving that 
strategic design can reshape 
market perception and ignite 
global growth. We have highlighted 
three such success stories here.

Showcasing B2B 
Creativity 
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As a global technology services firm with over 3,000 
employees, ThoughtFocus was rapidly shifting from 
a traditional IT provider to an AI-driven innovation 
powerhouse. They needed a bold, mature brand 
identity capable of reflecting this massive evolution 
to global stakeholders and enterprise clients.

The Challenge

Grounded in the core theme of "Clarity in 
Complexity," we designed a unified visual 
architecture centered around two symbolic 
anchors: The Thought Bubble (representing 
intellectual curiosity and AI-led intelligence) and 
The Focus Lens (embodying precision and strategic 
decision-making).

The Creative Solution

This complete brand strategy and identity rework 
successfully positioned ThoughtFocus as a 
future-ready innovation partner. The project 
achieved major industry validation, winning Best 
Brand Guidelines Design at the Economic Times 
Awards for Design & Creativity, establishing our 
ability to stand out against traditional B2C creative 
giants. 

The Impact

Redefining an AI-Led Enterprise 
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Showcasing B2B 
Creativity 
Despite their incredible operational speed and 
precision, Karkhana faced a critical perception gap. 
Larger OEMs often viewed them as a young, 
transactional digital aggregator rather than a 
mature, long-term partner. 

The Challenge

We executed a comprehensive brand overhaul, 
discarding transactional vendor language in favor of 
a structured, authoritative messaging framework. 
Visually, we engineered a new identity anchored in a 
stylized "K" built entirely from connected nodes and 
circuit-like geometry, embedding electronics 
manufacturing directly into the DNA of the logo. This 
was extended into a highly scalable visual language 
using precise, geometric patterns rather than 
generic decorative graphics. 

The Creative Solution

The rebrand successfully shifted Karkhana’s 
market position from a vendor to an 
indispensable electronics manufacturing 
services (EMS) partner. The new identity 
systematically addresses credibility gaps, 
projects operational maturity, and gives 
Karkhana a strategic runway. to dominate the 
domestic manufacturing ecosystem. 

The Impact

Elevating an Aggregator to a 
Strategic OEM Partner Whether we were 

distilling the intricate 
patterns of global AI 
labs or engineering 
visual credibility for 
advanced 
manufacturing, our 
work this year proved 
that deep strategic 
clarity paired with 
bold design is the 
ultimate multiplier for 
B2B brands. 
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Gambhir Cosmetic Medicine was a highly trusted, 20-year medical 
aesthetics practice looking to scale across new locations. 
However, the brand was deeply founder-dependent, relied heavily 
on low-value promotional discount messaging, and its exceptional 
clinical standards and philosophy of ethical restraint were 
completely invisible from the outside. 

The Challenge

Utilizing our proprietary PRISM+ framework and extensive research 
from 1,400 patients, we executed a complete strategic 
transformation. We transitioned the practice from procedure-led 
marketing to a premium position anchored in restraint as 
expertise. We decoupled the business from founder dependency 
by engineering the name Lunamé - fusing luna (the moon, 
symbolizing natural phases without losing core identity) with aimé 
(loved), and brought it to life visually through a luxury palette of 
sage green and soft neutrals, paired with a custom logo animation 
where a crescent moon gently tucks into the typography. 

The Creative Solution

The rebrand successfully institutionalized 20 years of trust, shifting 
the narrative from a local, founder-led clinic to a premium, 
scalable authority in medical aesthetics. By mapping a clear 
transition and delivering an internal playbook with reusable Canva 
design templates, Lunamé is now structurally and visually 
equipped to replicate its signature, premium patient experience 
seamlessly across a second, third, or tenth location. 

The Impact

Rebuilding a Founder-Led Practice 
into a Brand Built to Scale 

Annual Report 2025 - 26Toss The Coin Ltd 29



















































•

•

•

•















•

•

•

•































•

•

•

•

•

•

•

•

•

•

•





•

•

•

•

•



















(Rupees in Lakhs)

















•

•

•

•

o



•

•

•



•

•

•

•

•

•



•

•

•

•



•

•

•



•

•

•

•

•

•



•



•

•























































Toss The Coin Limited

Regd Off: Door No.1A, Bheemanna Mudali Street, 
Alwarpet, Teynampet, Chennai – 600 018

CIN: L72900TN2020PLC138199

www.tossthe.co.in

Caution Regarding Forward-Looking Statements

This document contains statements about expected future events and the financial and operating 
performance of Toss The Coin Limited that are forward-looking in nature. By their nature, such 
statements require the Company to make certain assumptions and are subject to inherent risks and 
uncertainties. There is a significant risk that these assumptions, estimates, and other forward-looking 
statements may not prove to be accurate. Readers are cautioned not to place undue reliance on 
forward-looking statements, as various factors could cause actual results, performance, or 
achievements to differ materially from those expressed or implied herein. Accordingly, this document 
should be read in conjunction with, and is qualified in its entirety by, the assumptions, qualifications, 
and risk factors set out in the Management’s Discussion and Analysis section of the Annual 
Report2025–26 of Toss The Coin Limited.
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