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Initial Public Offer 

Kotak Securities Limited has two independent equity research groups: Institutional Equities and Private Client Group. This report has been prepared by the Private Client Group. 

 
ROUTE MOBILE LTD 
  NOT RATED 

Offer Details  
The price band is in the range of Rs.345-350/share. The total issue size is of 
Rs.600 cr (at Rs.350/share). It includes fresh issue of Rs240 cr and an Offer For 
Sale (OFS) of up to Rs360 cr. 

Offer details 

Particulars Details 

Price band (Rs/share) Rs345-350 
Opening date of the Issue September 9th, 2020 
Closing date of the issue September 11th, 2020 
No. of shares pre-issue (nos. cr) 5.0 
No. of shares post-issue (nos. cr)* 5.686 
Fresh Issue (nos. cr)* 0.686 
Offer for sale (nos. cr)* 1.028 
Issue size (Rs cr)* 600 
Bid Lot  
Book Building QIBs 50% 
Non-Institutional 15% 
Retail 35% 
Lead managers ICICI Securities Limited, Axis Capital Limited, 

Edelweiss Financial Services Limited and IDBI 
Capital Markets & Securities Limited 

Source: Company RHP, * Based on upper price band 

Shareholding Pattern 

 Pre Issue Post Issue 

Promoter holding (%) 96.00 66.33 
Public shareholding (%) 4.00 33.67 
Total (%) 100.00 100.00 

Source: Company RHP 

Objects of the offer 

Particulars (Rs cr) 

Repayment/prepayment in full or part, of certain borrowings of the company 36.5 
Acquisition and other strategic initiatives 83.0 
Purchase of office premises in Mumbai 65.0 
General Corporate Puposes NA 

Source: Company RHP 

Background 
Route Mobile Ltd provides cloud-communication platform as a service 
(“CPaaS”) to enterprises, over-the-top (“OTT”) players and mobile network 
operators (“MNOs”). According to the ROCCO Report 2020, they were ranked as 
a tier one application-to-peer (“A2P”) service provider internationally. Further, 
the company was ranked second globally as a tier one A2P service provider in 
2017. (Source: ROCCO Report 2017). Route Mobile was also ranked first for 
‘value added services’ provided, their ‘implementation process’ and ‘uptime 
performance’ among tier one vendors. (Source: ROCCO Report 2017). Route 
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Mobile enterprise solution comprises two primary components – the front-end 
that provides an interface for enterprises to integrate with, and a back-end which 
is directly integrated with over 240 MNOs, and provides access to over 800 
MNOs across the globe, as of June 30, 2020, enabling the company to leverage 
their SMS and voice channels for digital communication (“Super Network”). 
Further, the backend is also integrated with OTT business messaging solution 
providers, and is capable of supporting Rich Communication Services (“RCS”) 
business messaging, offering multiple channels of communication to 
enterprises. Route Mobile omni-channel platform enables enterprises to 
leverage various modes of digital communication to engage with their 
stakeholders – including customers, employees and vendors. 

Route Mobile’s range of enterprise communication services include application-
to-peer (“A2P”) / peer-to-application (“P2A”) /2Way Messaging, RCS, OTT 
business messaging, voice, email, and omni-channel communication. Further, 
the company also offers SMS analytics, firewall, filtering and monetization, SMS 
hubbing and Instant Virtual Number (“IVN”) solutions to MNOs across the globe. 
Their clients include some of the world’s largest and well-known organisations, 
including a number of Fortune Global 500 companies. 

The company was incorporated in 2004 and is headquartered in Mumbai, India. 
As of June 30, 2020, the company has serviced over 30,150 clients, cumulatively 
since inception, across sectors including social media, banking and financial 
services, aviation, retail, internet/ e-commerce, logistics, healthcare, hospitality, 
media and entertainment, pharmaceuticals and telecom. As on the date of the 
Red Herring Prospectus, company’s global operations included nine direct and 
12 step-down subsidiaries serving their clients through 18 locations across 
Africa, Asia Pacific, Europe, Middle East and North America. Consistent with 
their strategy of pursuing inorganic growth to deepen company’s relationship 
with MNOs and broaden their product and service portfolio, the company 
acquired 365squared Limited with effect from October 1, 2017, which operates 
in SMS analytics, firewall, filtering and monetization. Further, Route Mobile also 
acquired Call2Connect, effective April 1, 2017, a company which offers voice, 
non-voice and consulting BPO services to some of the largest enterprises in 
India. 

Robute Mobile’s operations are internally aligned into the following business 
verticals: (i) enterprise; (ii) mobile operator; and (iii) business process 
outsourcing (“BPO”). 

Enterprise: Enterprise vertical primarily provides cloud based communication 
platform to enterprises to enable digital communication through multiple 
channels including RCS, A2P / P2A messaging, 2Way Messaging, OTT business 
messaging, enterprise email and URL shortening; and Mail2SMS. Company’s 
platform also provides enterprise voice application services including 
interactive voice response, Click2Call, missed call facility and outbound dialer, 
which enable enterprises, to connect incoming and outgoing voice calls to their 
applications and systems. 

Mobile Operator: Route Mobile’s main service offerings in this segment include 
SMS analytics, firewall, filtering, monetization and CPaaS and hubbing 
solutions. Company’s analytics based SMS firewall solution helps MNOs 
identify grey route traffic terminating on their networks, block grey route traffic, 
identify the source of such grey route traffic, and monetize such traffic. 

Business Process Outsourcing (BPO): The company provides a range of BPO 
services including client support, technical support, booking and collection 
services. Route Mobile strategic objective is to integrate BPO capabilities with 
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its enterprise voice platform and deliver end-to-end offerings to enterprise 
customers. 

Company Products and Solutions 

 
Source: Company RHP 

 

Management Background  

Name Age Designation Background 

Mr. Chandrakant Gupta 67 Chairman and Non-Executive Director He received the higher secondary school examination 
certificate from Board of High School and Intermediate 
Education, Uttar Pradesh. He has been a Director on 
Board since 2007. 

Mr. Rajdipkumar Gupta 45 Promoter, Managing Director and Group CEO He has been associated with the company since 
inception. He has more than 18 years of experience in 
the field of software designing and development. He is 
responsible for the company’s growth and business 
development. 

Mr. Sandipkumar Gupta 46 Promoter and Non-Executive Director He has been associated with the company since 
inception. He has over 18 years of experience in audit 
and accounts and business analysis, and over 15 years 
of experience in SAP configuration and software 
system consulting. 

Mr. Gautam Badalia 39 Chief Strategy Officer He has 13 years of experience in investment banking, 
mergers and acquisitions and structured finance. He is 
responsible for development and execution of strategic 
initiatives to support long term growth of the company 
and enhance shareholders value. 

Mr. Rahul Pandey 44 Chief Credit Officer He has 16 years of experience in telecommunications 
industry. He is responsible for coordinating the debts of 
existing creditors and deciding whether to allow credit 
to a debtor and overall managing all money borrowed or 
owed to the business. 

Mr. Suresh Jankar 45 Chief Financial Officer He has 10 years of experience in finance sector. Prior to 
joining company, he has worked with the Capricorn 
Lifestyle Private Limited. He leads the finance and 
accounts team and is responsible for activities 
pertaining to the accounts of the Company in India. 

Mr. Ramesh Helaiya 37 Chief Technical Officer He has over 12 years of overall work experience in the 
information and technology sector. He is responsible 
for company’s messaging platform and technology 
related to the platform. 

Source: Company RHP 
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Business response to COVID-19 
Since the onset of the COVID-19 pandemic in March 2020, the company has 
responded swiftly by implementing various processes to ensure its operations 
and services to its customers continue seamlessly. They maintain a robust VPN 
infrastructure, which has enabled and equipped its employees to work from 
home to ensure no service disruptions and provide support to its customers. 
This meant that almost its entire team was able to work from home from March 
23, 2020 when a national lockdown came into force in India. The company has 
also deployed security systems to safeguard assets and customer data as well 
as issued detailed work from home protocols to enable secure usage. 

Its platform is designed to handle any increases in traffic and its servers 
maintain excess capacity, which can be scaled in real time as well. Its servers 
and platform are maintained in Tier III datacenters and all components are 
managed remotely by authorized personnel only and through secured 
connections. Further, its support teams continue to operate and are reachable 
through the same channels available to its customers, clients as before. They 
have conducted internal processes as usual including payroll and hiring as well 
as revenue closure and invoicing. They consider that its swift response and 
proactive steps taken have mitigated the impact of COVID-19 pandemic on its 
business and personnel thus far. 

Acquisitions and Investments 
The company has made several acquisitions and certain strategic investments 
in Fiscal 2017 and in subsequent periods. The following table sets forth certain 
information relating to the various acquisitions and investments announced in 
Fiscal 2017 and in subsequent periods, and where applicable, the closing date 
of the relevant transaction. 

Acquisitions and investments 

Sr.  Acquisition / Effective  Shareholding Transaction Revenue from Revenue from 
No. Investment Date Acquired Consideration Operations of  Operations of Acquired 
     Acquired Entity /  Entity / Investee in the 
     Investee in  three months ended 
     Fiscal 2020 June 30, 2020 
     (Rs Cr) (Rs Cr) 

1 365squared Ltd October 1, 2107 100% Euro 10 million upfront  115.776 21.387 
    Plus earn-out payments  
    in accordance with the  
    relevant share purchase  
    agreement  
2 Call2Connect April 1, 2017 100% Rs 5.67 cr 30.254 4.912 
3 Cellent Technologies September 9, 2016 100% Rs 11.274 cr 4.328 0.222 
4 Start Corp September 9,2016 100% Rs 2 cr 1.6170.232 

Source: Company RHP 

In addition, the company has entered into a business transfer agreement dated 
June 15, 2020 to acquire certain technologies and related contracts from a 
Bengaluru-based company specializing in development of telecom related 
solutions, which includes, inter alia, multimedia messaging service center and 
short message service center platforms on a going concern basis. 
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Strengths 

Omni-channel cloud communication platform service provider with 
diversified service offerings for enterprises 
The company is among the leading CPaaS providers to enterprises, OTT players 
and MNOs. According to the ROCCO Report 2020, the company was ranked as 
a tier one A2P service provider internationally. Further, they were ranked second 
globally as a tier one A2P service provider for 2017 (Source: ROCCO Report 
2017). Being an associate member of the GSMA and an accredited open hub 
connectivity solution provider allows them to manage both A2P and P2P traffic 
for enterprises and MNOs. In addition, Route Mobile (UK) Limited is also an 
associate member of GSMA. 

The company assists enterprises in their digital communication strategy by 
enabling multiple channels of communication to deliver messages to their 
stakeholders – including customers, suppliers, and employees. Enterprises can 
choose to communicate with the end user through select channels, for example 
SMS, or through multiple channels including SMS, OTT business messaging, 
voice and email amongst others. For example, in a typical online financial 
transaction, a customer receives OTP from his bank through multiple channels 
including, SMS, email and / or an automated voice call. Additionally, they have 
developed a single unified API, an ‘omni-channel platform’, which incorporates 
communication modes such as A2P / P2A / 2Way Messaging, email, RCS 
messaging, voice and OTT business messaging, allowing enterprises to reach 
customers on both traditional and all leading OTT platforms. 

 

 
Source: Company RHP 

With growing internet penetration, business models are evolving and cloud 
communication services are being used by enterprises for streamlining back-
end operations as well as for engaging with customers, employees and other 
stakeholders. The size of the global A2P messaging market (including only 
directly connected A2P revenue) was US$ 37.9 billion in 2017 and is estimated 
to grow at a CAGR of 4.4% (Source: Juniper Reports). In Fiscal 2018, 2019 and 
2020, through their in-house developed cloud communications platform, Route 
Mobile processed more than 21 billion, 24.74 billion and 30.31 billion billable 
transactions, respectively, while in the three months ended June 30, 2020, the 
company processed more than 6.95 billion billable transactions. Their 45 
member technical team, as of June 30, 2020, are engaged in developing new 
and customized solutions for clients across sectors and industries. Further, 
their competitive position is enhanced by their ability to leverage their existing 
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relationships with their clients, whom they will continue to target for increasing 
spend on cloud-based communications by cross-selling newer offerings, and 
expansion into newer sectors and geographies. 

MNO focused suite of products 
Globally, telecom providers lost over $11 billion in revenues in 2018 due to 
delivery of messages through “grey routes” (Source: Juniper Reports). With the 
use of Route Mobile’s analytics based SMS firewall, it assists MNOs in 
identifying and plugging such revenue leakages due to grey routes, driving 
additional revenues for them, and for us. 

Route Mobile is able to diversify its service offerings in the mobile operator 
segment with its acquisition of 365squared to include SMS analytics, firewall, 
filtering and monetization solutions. It proactively help MNOs identify A2P 
revenue leakage and monetize the same. In addition, it assists MNOs in securing 
their networks and improve their understanding of how A2P messages 
terminate on their network. On an average, its SMS firewall contracts with MNOs 
have a tenure of three years, with certain contracts providing for automatic 
renewal for further two years, which provides Route Mobile with reasonable 
visibility and stickiness of revenue from such business. 

Route Mobile also offers its CPaaS to MNOs by which they help them extend 
A2P messaging services to enterprises and other aggregators. Further, its SMS 
hubbing solution allows inter-connectivity between smaller MNOs to connect to 
global operators, and expand their network and services to their subscribers 
when they roam across the globe. Route Mobile added the IVN solution for 
MNOs. This solution enables MNOs to offer additional mobile number to 
existing subscribers, on the same mobile device, without any additional KYC 
requirements or SIM cards. The virtual number is assigned instantly and is 
linked to the subscribers existing KYC profile. The company believes that this 
solution will help them to further deepen relationships with its MNO clients. 

Global connectivity through established relationships with MNOs 
As of June 30, 2020, Route Mobile had direct relationships with over 240 MNOs 
(“Super Network”) and provided its enterprise clients with access to over 800 
mobile networks. 

Route Mobile also has 6 strategically located data centres. Its global presence 
enables them to offer its clients the flexibility of multiple routes, better speed of 
delivery and an ability to optimize cost of delivery per message. They are able 
to serve its clients better as a result of its direct relationship with MNOs. As of 
June 30, 2020, it had direct relationships with 161 MNOs in EMEA, 32 MNOs in 
the APAC region, 48 MNOs in North America and South America, 6 MNOs in India 
and 1 MNOs in Australia. As of June 30, 2020, they have served over 30,150 
clients, cumulatively since inception, globally through its offices across Africa, 
Asia Pacific, Europe, Middle East and North America. 

Based on its Super Network, Route Mobile is an attractive partner for enterprises 
allowing it to communicate cost-effectively across multiple geographies. The 
significant number of its direct relationships with a broad range of MNOs allows 
them the ability to provide its services at a competitive cost and helps ensure 
high quality of service for its enterprise clients. 

Route Mobile’s existing direct and indirect reach to mobile subscribers globally 
provides them to attract varied categories of enterprises that need to 
communicate with their clients. Their established presence in all major 
geographies provides an opportunity to leverage the growth in the cloud-
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communications space. Following its acquisition of 365squared the company 
have further strengthened its direct arrangements with MNOs. 

Diversified and global client base across industries serviced locally 
Route Mobile has a diverse enterprise client base across a broad range of 
industries including social media companies, banks, financial institutions, e-
commerce entities, travel aggregators and other client facing companies. 
Additionally, its MNO clients include over 25 operators across four continents, 
as of June 30, 2020. In addition, its client base is spread across four continents 
and as of June 30, 2020, they had served over 30,150 clients, cumulatively since 
inception. In Fiscal 2018, 2019 and 2020 and in the three months ended June 
30, 2020, its ten largest clients accounted for 36.08%, 46.00%, 52.50% and 
63.65% of their revenue from operations, respectively, while their single largest 
client accounted for 6.49%, 19.86%, 14.58% and 15.45% of its revenue from 
operations in such periods. Its diverse global client base helps them limit its 
dependency on a specific client, industry or geography and reduces financial 
risk. The company believes their leadership position as a cloud-communication 
service provider is supported by its global operations with 18 locations, as of 
June 30, 2020, allowing them to serve their clients locally in the jurisdiction they 
operate. 

Its track record of delivering quality and innovative solutions across various 
segments enable the company to develop and strengthen its relationships with 
their clients and increase business from existing clients. They are in regular 
communication with its clients through dedicated client teams that include 
sales and engineering personnel, which allows the company to work closely with 
its clients on an ongoing basis and provide them end-to-end services. Route 
Mobile has historically experienced strong client retention and have derived a 
significant proportion of revenues from existing client accounts that have 
continued to grow. 

Route Mobile has also leveraged its diversified client base to up-sell to existing 
clients as and when they launch new services and features or when its clients 
expand their operations and use cloud-communications for new services. For 
example, Route Mobile has sold voice services to a messaging client and vice-
versa. The company’s believe that increased integration of new services 
increases client engagement and, over the long-term, client loyalty. As a result, 
they have been able to strengthen their relationship with clients across sectors. 

Scalable delivery platform supported by robust infrastructure 
Company’s cloud-based delivery platform enables them to build and manage 
applications without having to create and maintain the underlying infrastructure 
for each client. They are therefore able to provide enterprises with solutions to 
operate applications without purchasing, configuring or managing the 
underlying hardware and software. They currently operate at a throughput 
capacity of over 10,000 messages per second. Its six strategically located data 
centres provide its operations with the resilience required to meet the 
requirements of its clients. The company has adopted secure protocols and 
offer 128-bit encryption to its clients. Additionally, its scalable platform requires 
limited capital expenditure as and when they add new clients or new services or 
when traffic volumes increase. Company’s platform allows its clients to scale 
elastically without having to redevelop their applications or change their 
communications infrastructure. 

According to the ROCCO Report 2017, Route Mobile has been ranked first in 
terms of its ‘implementation process”, its ‘uptime performance’ and its ‘route 
monitoring and management’. These parameters ensure low latency and high 
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availability for clients. In addition, they have the ability to serve its clients 
through 18 locations across Africa, Asia Pacific, Europe, Middle East and North 
America. its ability to consistently deliver on stringent service level agreements 
with its clients reflects its robust infrastructure. 

Robust business model and consistent financial track record 
The company has a number of clients on a pre-paid business model where the 
client pays upfront allowing them to reduce the overall working capital cycle. Its 
total revenue increased at a CAGR of 37.61% from ₹ 504.95 crore in Fiscal 2018 
to ₹ 956.25 crore in Fiscal 2020 and was ₹ 309.61 crore in the 3 months ended 
June 30, 2020. In Fiscal 2018, 2019 and 2020, and in the 3 months ended June 
30, 2020, 41.77%, 24.99%, 17.01% and 15.47% of its revenue from operations, 
respectively, were prepaid. The standard terms of the agreements with its post-
paid clients require payments to be made within 30 - 60 days. 

In addition to a security deposit or a credit line paid in advance by the company, 
they are typically required to pay MNOs within a specified period, usually 
ranging between 45 and 60 days. This business model provides them with a 
negative working capital cycle and supports flexibility in pricing its services. 
Further, its revenue is directly linked to usage based on each transaction or 
communication sent by clients and is based on a pricing model where they have 
an ability to change the prices offered based on prevailing market rates or owing 
to increase in rates by MNOs as a result of regulatory action or legislation. Its 
pricing control mechanism also ensures that relationship managers and system 
administrators are unable to price services below a certain base, which also 
ensures margin protection. 

Route Mobile has experienced sustained growth in its business in recent years. 
They have not required any capital infusion in the company since Fiscal 2007. 
They have been consistently profitable since the last decade. Its sustained 
growth is attributable to its high operating margins and low-cost base. 

Experienced Promoters and senior management team  
Its Promoters, Sandipkumar Gupta and Rajdipkumar Gupta have approximately 
2 decades of experience in the software and the communications sector. 
Rajdipkumar Gupta has extensive experience in the field of software designing 
and development and has wide technical and management expertise having 
worked with a number of organizations in India and abroad. Sandipkumar Gupta 
is a qualified chartered accountant and a SAP certified solution consultant - 
mySAP Financials - Managerial and Financial Accounting with over 19 years of 
experience in audit and accounts and business analysis, and over 16 years of 
experience in SAP configuration and software system consulting. Their 
experience in the software and telecommunications field, including extensive 
knowledge of the software life cycle and implementation strategy, is 
supplemented by its senior management team, which includes seasoned 
technology professionals with global experience, as well as professionals with 
deep experience in product development, strategy development, designing and 
installation of IT networks and network user management. Its senior 
management team has significant experience in all aspects of its business 
operations. Their management team’s in-depth understanding of target markets 
and client demand and preferences for communications applications have 
enabled them to grow its business and expand its operations. Their 
understanding of industry trends, demands and market changes have enabled 
them to adapt and diversify its offerings and leverage market opportunities. 
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Strategies 

Continue to develop omni-channel digital communication offerings and 
innovative solutions 
Route Mobile has continuously focused on retaining and deepening 
relationships with its existing customer base with the help of a dedicated key 
accounts management team. They have grown its revenues with respect to 
particular customers and intend to focus on revenue expansion through cross-
selling and up-selling a wider range of services and solutions to its existing 
customers. Its R&D team has augmented their CPaaS platform with several new 
channels of digital communication, which will drive growth in the near term. 
Route Mobile intends to leverage newer solutions with its existing customers 
and position themselves as the partner of choice for these customers. This will 
increase stickiness of its relationship with its existing customers and augment 
the ability to serve start-ups and young enterprises. 

Route Mobile has made significant investments in developing its 
communication services and solutions. These investments have enabled them 
to expand its product and service offerings to include major mobile 
communication channels, including messaging, email, OTT and voice. The 
company continuously track new technologies, industry segments and market 
trends in the mobile technology sector. They intend to leverage its existing 
platform, diverse enterprise client base and Super Network to capitalize on the 
growth opportunity in cloud-communications space and endeavour to be a one-
stop communications solution provider to such enterprise clients and MNOs. 

Continue to focus on developer community program  
Route Mobile API Developer or RAPID network is an initiative to formally launch 
its developer community program. The objective of this program is to enable 
developers to leverage the capabilities of its CPaaS platform and seamlessly 
deploy communication features within their applications / software. Through 
the developer community program, they are in the process of adopting a bi-
modal go-to-market strategy. The developer community program primarily will 
focus on agility, enabling developers and their enterprises to experiment with its 
APIs and leverage its platform to improve their digital communication solutions. 
Their business partners, system integrators and third party developers will have 
access to an online portal with APIs allowing them to integrate with its platform 
and develop digital communication solutions for end-users.  

Enhance service offerings through inorganic opportunities  
Since Fiscal 2017, Route Mobile has expanded its operations through a number 
of acquisitions and successfully integrated these businesses into its 
operations. They continue to focus on building its presence in new markets and 
addressing the need for cloud-communications services in new industries. They 
intend to continue its strategic expansion plans through inorganic growth 
opportunities in new markets and geographies allowing them to complement its 
existing operations. Through strategic acquisitions, Route Mobile intends to 
increase the scale of its operations, access new clients and enter high-growth 
geographies in a cost-effective manner.  

In conjunction with its organic growth strategies, Route Mobile intends to 
pursue strategic acquisitions or investments by selectively evaluating targets 
in order to increase its product and service offerings, expand its existing client 
base and its geographic reach to strengthen its position as a global cloud-
communication platform services provider.  
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Grow presence in additional markets to serve clients locally  
With its leading position in the cloud-communication space coupled with the 
anticipated growth in this sector, Route Mobile intends to continue to grow in 
the markets where they currently operate and further expand its offerings in 
additional markets. They intend to meet the requirements of a broader range of 
global developers and enterprises. In order to attract and secure new clients, 
they will continue to develop its network of offices to increase awareness 
amongst enterprises. They also plan to focus on further strengthening its 
position in certain important enterprise markets, such as Africa and Latin 
America, which have significant potential for cloud-communication services. 
They have operations in Kenya, Ghana, Uganda, Zambia and Nigeria, through its 
subsidiaries, Route Connect (Kenya) Ltd., Route Mobile Ltd., Route Mobile (U) 
Ltd., Route SMS Solutions Zambia Ltd. and ROUTESMS Solutions Nigeria Ltd., 
respectively. It also has operations in the Americas, where they anticipate 
significant potential to serve OTT and enterprise clients. In addition to the 
aforementioned, Route Mobile continue to target expansion into newer 
geographies directly through strategic acquisitions.  

Leverage the CPaaS platform and BPO expertise to deliver virtual 
contact centre solutions  
Route Mobile added BPO capabilities through the acquisition of Call2Connect, 
with effect from April 1, 2017. Its strategic objective is to integrate its BPO 
capabilities with their enterprise voice platform and deliver end-to-end offerings 
to enterprise customers. Its CPaaS offerings enable enterprises address their 
digital communication requirements while its BPO services intend to address 
customer/vendor/partner requirements to interact with a human interface. 
Further, they intend to leverage Call2Connect’s expertise in call centre and other 
BPO services, combined with its expertise in technology driven digital 
communication enablement to create a new revenue stream through virtual 
contact centre solutions.  
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Financials 
Balance Sheet 

Y/E Mar (Rs. Cr) FY18 FY19 FY20 Jun'20 

ASSETS     
Non-current assets     
Property, plant and equipment 20.7 21.7 22.4 21.3 
Goodwill 84.1 83.1 85.5 85.1 
Right-of-use assets 21.0 15.3 9.7 8.3 
Other intangible assets 75.5 64.4 59.1 55.7 
Intangible assets under development - 2.1 - - 
Financial assets     
Other financial assets 4.3 4.7 16.2 27.5 
Deferred tax assets (net) 6.8 7.5 3.8 2.7 
Non-current tax assets (net) 5.8 9.0 18.3 16.4 
Other non-current assets 9.5 16.3 7.5 2.1 
 227.7 224.1 222.5 219.1 
Current assets     
Financial assets     
Investments - 10.7 11.9 12.4 
Trade receivables 97.3 144.7 203.7 184.0 
Cash and cash equivalents 23.5 29.4 61.5 114.0 
Other bank balances 79.1 66.3 41.1 44.7 
Other financial assets 4.2 9.6 10.6 11.6 
Other current assets 15.6 21.1 75.2 49.1 
Total assets 447.4 505.8 626.5 634.8 
 
Equity and liabilities     
Equity     
Equity share capital 50.0 50.0 50.0 50.0 
Other equity 110.9 161.8 220.4 247.0 
Equity attributable to owners of the Holding Company160.9 211.8 270.4 297.0 
Non-controlling interests -0.7 -1.9 -2.2 -2.3 
Total equity 160.2 209.9 268.2 294.7 
Liabilities     
Non-current liabilities     
Financial liabilities     
Borrowings 3.6 4.0 3.7 3.7 
Lease liabilities 17.3 11.8 5.6 4.7 
Provisions 1.4 1.6 2.2 2.4 
Deferred tax liabilities (net) 0.0 0.0 0.5 0.5 
 22.3 17.3 12.1 11.3 
Current liabilities     
Financial liabilities     
Borrowings 77.8 73.2 37.4 38.8 
Lease liabilities 4.8 5.4 5.9 5.3 
Trade payables     
Total outstanding dues of  
micro enterprises and small enterprises     
Total outstanding dues of creditors  
other than micro enterprises and small enterprises 56.1 59.7 181.3 171.7 
Other financial liabilities 100.1 105.3 88.0 58.5 
Provisions 0.8 0.6 0.8 0.8 
Current tax liabilities (net) 3.8 11.6 24.4 30.3 
Other current liabilities 21.5 22.8 8.5 23.3 
 264.9 278.6 346.3 328.8 
Total equity and liabilities 447.4 505.8 626.5 634.8 

Source: Company, RHP 
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Profit and Loss Statement 

Y/E Mar (Rs. Cr) FY18 FY19 FY20 Jun'20 

Revenue     
Revenue from operations 504.9 844.7 956.3 309.6 
Other income 4.5 7.7 11.9 2.7 
Total revenue 509.5 852.4 968.1 312.3 
Expenses     
Purchases of messaging services 340.7 667.0 764.2 249.4 
Employee benefits expense 50.5 55.4 58.2 13.0 
Finance costs 7.8 13.1 4.9 1.0 
Depreciation and amortisation expense 15.8 21.9 22.7 6.0 
Other expenses 38.1 30.0 34.1 9.5 
Total expenses 453.0 787.4 884.0 279.0 
Profit before tax 56.5 65.0 84.1 33.3 
Tax expense     
Current tax 10.9 11.2 10.8 5.2 
Deferred tax charge/(credit) -1.1 -0.7 4.2 1.2 
 9.8 10.5 15.0 6.4 
Profit for the period/year 46.7 54.5 69.1 26.9 

Source: Company, RHP 

Cashflow Statement 

Y/E Mar (Rs. Cr) FY18 FY19 FY20 Jun'20 

Cashflow from Operating Activities 32.2 28.5 93.4 81.1 
Cashflow from Investing Activities -130.2 -5.0 0.2 -27.7 
Cashflow from Financing Activities 42.4 -22.6 -62.3 -1.1 
Currency fluctuations arising on consolidation -2.1 5.0 0.8 0.1 
Net increase/ (dec) in cash and cash equivalents -57.7 5.9 32.1 52.5 
Opening balance of cash and cash equivalents 80.8 23.5 29.4 61.5 
Cash and cash equivalents taken over on acquisition 0.4 - - - 
Closing balance of cash and cash equivalents 23.5 29.4 61.5 114.0 

Source: Company, RHP 

 

 

  



 

Kotak Securities – Private Client Group Please see the Disclosure/Disclaimer on the last page For Private Circulation  13 

SEPTEMBER 8, 2020 

 
 
 
 
 
 
 
 
RATING SCALE (PRIVATE CLIENT GROUP)  
Definitions of ratings 
BUY  – We expect the stock to deliver more than 15% returns over the next 12 months 
ADD – We expect the stock to deliver 5% - 15% returns over the next 12 months 
REDUCE – We expect the stock to deliver -5% - +5% returns over the next 12 months 
SELL – We expect the stock to deliver < -5% returns over the next 12 months 
NR – Not Rated. Kotak Securities is not assigning any rating or price target to the stock.  
  The report has been prepared for information purposes only.  
SUBSCRIBE  – We advise investor to subscribe to the IPO. 
RS – Rating Suspended. Kotak Securities has suspended the investment rating and price target 

for this stock, either because there is not a sufficient fundamental basis for determining, or 
there are legal, regulatory or policy constraints around publishing, an investment rating or 
target. The previous investment rating and price target, if any, are no longer in effect for this 
stock and should not be relied upon. 
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Disclosure/Disclaimer (Private Client Group) 
Kotak Securities Limited established in 1994, is a subsidiary of Kotak Mahindra Bank Limited. Kotak Securities is one of India's largest brokerage and distribution 
house.  
Kotak Securities Limited is a corporate trading and clearing member of BSE Limited (BSE), National Stock Exchange of India Limited (NSE), Metropolitan Stock 
Exchange of India Limited (MSE), National Commodity and Derivatives Exchange (NCDEX) and Multi Commodity Exchange (MCX). Our businesses include stock 
broking, services rendered in connection with distribution of primary market issues and financial products like mutual funds and fixed deposits, depository services 
and Portfolio Management.  
Kotak Securities Limited is also a depository participant with National Securities Depository Limited (NSDL) and Central Depository Services (India) Limited (CDSL). 
Kotak Securities Limited is also registered with Insurance Regulatory and Development Authority as Corporate Agent for Kotak Mahindra Old Mutual Life Insurance 
Limited and is also a Mutual Fund Advisor registered with Association of Mutual Funds in India (AMFI). We are registered as a Research Analyst under SEBI (Research 
Analyst) Regulations, 2014. 
We hereby declare that our activities were neither suspended nor we have defaulted with any stock exchange authority with whom we are registered in last five years. 
However SEBI, Exchanges and Depositories have conducted the routine inspection and based on their observations have issued advise/warning/deficiency letters/ or 
levied minor penalty on KSL for certain operational deviations. We have not been debarred from doing business by any Stock Exchange / SEBI or any other authorities; 
nor has our certificate of registration been cancelled by SEBI at any point of time.  
We offer our research services to clients as well as our prospects. 
This document is not for public distribution and has been furnished to you solely for your information and must not be reproduced or redistributed to any other person. 
Persons into whose possession this document may come are required to observe these restrictions. 
This material is for the personal information of the authorized recipient, and we are not soliciting any action based upon it. This report is not to be construed as an 
offer to sell or the solicitation of an offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal. It is for the general information of 
clients of Kotak Securities Ltd. It does not constitute a personal recommendation or take into account the particular investment objectives, financial situations, or 
needs of individual clients. 
We have reviewed the report, and in so far as it includes current or historical information, it is believed to be reliable though its accuracy or completeness cannot be 
guaranteed. Neither Kotak Securities Limited, nor any person connected with it, accepts any liability arising from the use of this document. The recipients of this 
material should rely on their own investigations and take their own professional advice. Price and value of the investments referred to in this material may go up or 
down. Past performance is not a guide for future performance. Certain transactions -including those involving futures, options and other derivatives as well as non-
investment grade securities - involve substantial risk and are not suitable for all investors. Reports based on technical analysis centers on studying charts of a stock's 
price movement and trading volume, as opposed to focusing on a company's fundamentals and as such, may not match with a report on a company's fundamentals. 
Opinions expressed are our current opinions as of the date appearing on this material only. While we endeavor to update on a reasonable basis the information 
discussed in this material, there may be regulatory, compliance or other reasons that prevent us from doing so. Prospective investors and others are cautioned that 
any forward-looking statements are not predictions and may be subject to change without notice. Our proprietary trading and investment businesses may make 
investment decisions that are inconsistent with the recommendations expressed herein. 
Kotak Securities Limited has two independent equity research groups: Institutional Equities and Private Client Group. This report has been prepared by the Private 
Client Group.  
We and our affiliates/associates, officers, directors, and employees, Research Analyst(including relatives) worldwide may: (a) from time to time, have long or short 
positions in, and buy or sell the securities thereof, of company (ies) mentioned herein or (b) be engaged in any other transaction involving such securities and earn 
brokerage or other compensation or act as a market maker in the financial instruments of the subject company/company (ies) discussed herein or act as advisor or 
lender / borrower to such company (ies) or have other potential/material conflict of interest with respect to any recommendation and related information and opinions 
at the time of publication of Research Report or at the time of public appearance. Kotak Securities Limited (KSL) may have proprietary long/short position in the above 
mentioned scrip(s) and therefore may be considered as interested. The views provided herein are general in nature and does not consider risk appetite or investment 
objective of particular investor; readers are requested to take independent professional advice before investing. This should not be construed as invitation or solicitation 
to do business with KSL. Kotak Securities Limited is also a Portfolio Manager. Portfolio Management Team (PMS) takes its investment decisions independent of the 
PCG research and accordingly PMS may have positions contrary to the PCG research recommendation. Kotak Securities Limited does not provide any promise or 
assurance of favourable view for a particular industry or sector or business group in any manner. The investor is requested to take into consideration all the risk factors 
including their financial condition, suitability to risk return profile and take professional advice before investing. 
The analyst for this report certifies that all of the views expressed in this report accurately reflect his or her personal views about the subject company or companies 
and its or their securities, and no part of his or her compensation was, is or will be, directly or indirectly related to specific recommendations or views expressed in this 
report. 
No part of this material may be duplicated in any form and/or redistributed without Kotak Securities' prior written consent. 
Details of Associates are available on www.kotak.com 
1. “Note that the research analysts contributing to the research report may not be registered/qualified as research analysts with FINRA; and  
2. Such research analysts may not be associated persons of Kotak Mahindra Inc and therefore, may not be subject to NASD Rule 2711 restrictions on communications 

with a subject company, public appearances and trading securities held by a research analyst account 
Any U.S. recipients of the research who wish to effect transactions in any security covered by the report should do so with or through Kotak Mahindra Inc. (Member 
FINRA/SIPC) and (ii) any transactions in the securities covered by the research by U.S. recipients must be effected only through Kotak Mahindra Inc. (Member 
FINRA/SIPC) at 369 Lexington Avenue 28th Floor NY NY 10017 USA (Tel:+1 212-600-8850). 
Kotak Securities Limited and its non US affiliates may, to the extent permissible under applicable laws, have acted on or used this research to the extent that it relates 
to non US issuers, prior to or immediately following its publication. This material should not be construed as an offer to sell or the solicitation of an offer to buy any 
security in any jurisdiction where such an offer or solicitation would be illegal. This research report and its respective contents do not constitute an offer or invitation 
to purchase or subscribe for any securities or solicitation of any investments or investment services. Accordingly, any brokerage and investment services including 
the products and services described are not available to or intended for Canadian persons or US persons.” 
Research Analyst has served as an officer, director or employee of subject company(ies): No 
We or our associates may have received compensation from the subject company(ies) in the past 12 months.  
We or our associates have managed or co-managed public offering of securities for the subject company(ies) in the past 12 months: No 
We or our associates may have received compensation for investment banking or merchant banking or brokerage services from the subject company(ies) in the past 
12 months. We or our associates may have received any compensation for products or services other than investment banking or merchant banking or brokerage 
services from the subject company(ies) in the past 12 months. We or our associates may have received compensation or other benefits from the subject company(ies) 
or third party in connection with the research report. Our associates may have financial interest in the subject company(ies). 
Research Analyst or his/her relative's financial interest in the subject company(ies): No 
Kotak Securities Limited has financial interest in the subject company(ies) at the end of the month immediately preceding the date of publication of Research Report: 
No 
Nature of financial interest is holding of equity shares or derivatives of the subject company. 
Our associates may have actual/beneficial ownership of 1% or more securities of the subject company(ies) at the end of the month immediately preceding the date of 
publication of Research Report. 
Research Analyst or his/her relatives has actual/beneficial ownership of 1% or more securities of the subject company(ies) at the end of the month immediately 
preceding the date of publication of Research Report: No.  
Kotak Securities Limited has actual/beneficial ownership of 1% or more securities of the subject company(ies) at the end of the month immediately preceding the date 
of publication of Research Report: No  

http://www.kotak.com/
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By referring to any particular sector, Kotak Securities Limited does not provide any promise or assurance of favourable view for a particular industry or sector or 
business group in any manner. The investor is requested to take into consideration all the risk factors including their financial condition, suitability to risk return profile 
and take professional advice before investing. Such representations are not indicative of future results. 
Subject company(ies) may have been client during twelve months preceding the date of distribution of the research report. 
"A graph of daily closing prices of securities is available at https://www.nseindia.com/ChartApp/install/charts/mainpage.jsp  
and http://economictimes.indiatimes.com/markets/stocks/stock-quotes. (Choose a company from the list on the browser and select the "three years" icon in the price 
chart)." 
Kotak Securities Limited. Registered Office: 27 BKC, C 27, G Block, Bandra Kurla Complex, Bandra (E), Mumbai 400051. CIN: U99999MH1994PLC134051, Telephone 
No.: +22 43360000, Fax No.: +22 67132430. Website: www.kotak.com/www.kotaksecurities.com. Correspondence Address: Infinity IT Park, Bldg. No 21, Opp. Film City 
Road, A K Vaidya Marg, Malad (East), Mumbai 400097. Telephone No: 42856825. SEBI Registration No: INZ000200137 (Member ID: NSE-08081; BSE-673; MSE-1024; 
MCX-56285; NCDEX-1262), AMFI ARN 0164, PMS INP000000258 and Research Analyst INH000000586. NSDL/CDSL: IN-DP-NSDL-23-97. Our research should not be 
considered as an advertisement or advice, professional or otherwise. The investor is requested to take into consideration all the risk factors including their financial 
condition, suitability to risk return profile and the like and take professional advice before investing. Investments in securities market are subject to market risks, read 
all the related documents carefully before investing. Derivatives are a sophisticated investment device. The investor is requested to take into consideration all the risk 
factors before actually trading in derivative contracts. Kotak Securities Limited is a Sub-Syndicate member for the public issue of Route Mobile Ltd. 
Compliance Officer Details: Mr. Manoj Agarwal. Call: 022 - 4285 8484, or Email: ks.compliance@kotak.com.  
In case you require any clarification or have any concern, kindly write to us at below email ids: 
 Level 1: For Trading related queries, contact our customer service at 'service.securities@kotak.com' and for demat account related queries contact us at 

ks.demat@kotak.com or call us on: Toll free numbers 18002099191 / 1860 266 9191 
 Level 2: If you do not receive a satisfactory response at Level 1 within 3 working days, you may write to us at ks.escalation@kotak.com or call us on 022-42858445 

and if you feel you are still unheard, write to our customer service HOD at ks.servicehead@kotak.com or call us on 022-42858208. 
 Level 3: If you still have not received a satisfactory response at Level 2 within 3 working days, you may contact our Compliance Officer (Mr. Manoj Agarwal) at 

ks.compliance@kotak.com or call on 91- (022) 4285 8484. 
 Level 4: If you have not received a satisfactory response at Level 3 within 7 working days, you may also approach Managing Director / CEO (Mr. Jaideep Hansraj) 

at ceo.ks@kotak.com or call on 91-(022) 4285 8301. 
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