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Q3 FY22: PBT up by 40% and OIBCID by 44% YoY
Riding the Digital Revolution

Mumbai, January 19, 2022: Saregama, India’s oldest music label and the youngest movie studio,
announced its financial results for the 3rd Quarter of the Financial Year 2021-22.

Q3 FY22 PBT is Rs.580 Mn against Rs.414 Mn in the corresponding quarter last year (i.e. 40% growth
YoY).

Company’s Operating Income before Content Charge, Interest and Depreciation (OIBCID) increased
to Rs.629 Mn in Q3 FY22 from Rs.436 Mn in corresponding quarter last year (i.e. 44% growth YoY)

On YTD 9 months ended FY22, Company’s Revenue from Operations has grown by 26% while PBT
has grown by 38% compared to 9 months ended FY21

The Board has declared an interim dividend of Rs. 30 /- per share (300 %).

During this quarter, Saregama Acquired music rights of Karan Johar’s next directorial film Rocky Rani
Ki Prem Kahani starring Ranveer Singh and Alia Bhatt. Company released 165 film and non-film
“Original” songs across Hindi, Telugu, Tamil, Bhojpuri, Gujarati, Malayalam, Punjabi, Haryanvi, Bengali
and Marathi languages. Company signed a global music licencing deal with short format video app
Chingari. The other highlight of the quarter was the use of our songs by brands like Nestle, Amazon,
PhonePe, Vivo, Himalaya etc in their ad films.

Carvaan sales improved during the quarter in sync with festive season. Company sold 141k units during
the quarter compared to 103k units in Q2.

Saregama’s Tamil serial Roja and Anbe Vaa continued to be the Slot Leaders in their respective prime
time slots. A new comedy series Naanga Vera Maari was launched on YouTube and received good
response from the audiences.

Company is close to completing shoot of 2 Web Series for which Licensing deals are closed. The
delivery is expected over next 4 months. Saregama recently announced its next Hindi web series ‘The
Biscuit King’ based on the life of Rajan Pillai starring Prithiviraj Sukumaran.

The rapid digitisation-of-India, further buoyed by the recent stay-at-home phenomenon, is the key
driver of change in content consumption habits. This trend is expected to continue for a long time,

and Saregama has aligned its content strategy to ride on this digital wave.

About Saregama India Limited:

Formerly known as The Gramophone Company of India Ltd., Saregama owns the largest music
archives in India, one of the biggest in the world. The ownership of nearly 50 percent of all the music
ever recorded in the India also makes Saregama the most authoritative repository of the country’s
musical heritage. Saregama has also expanded into other branches of entertainment — publishing, film
production and digital content.
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About RPSG Group:

RP-Sanjiv Goenka Group is one of India’s fastest growing conglomerates with a significant global
presence. The Group’s businesses include power and energy, carbon black manufacturing, retail, IT-
enables services, FMCG, media and entertainment and agriculture.

For further information, please contact:

Honey Sheth | honey.sheth@mslgroup.com | 9870097011

Arzoo Chhabra | arzoo.chhabra@mslgroup.com | 9504432768
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web: www.saregama.com, Email id: co.sec@saregama.com, Phone no: 033-2551-2984

Saregama India Limited
Registered Office: 33, Jessore Road, Dum Dum, Kolkata - 700 028

CIN:L22213WB1946PLC014346

(Rs. in Lakhs)

Stat t of C. lid. ial Results for the Three Months and Nine Months Ended 31 D ber 2021
sl 3 Months ended 3 Months ended 3 Months ended 9 Months ended 9 Months ended Year ended
No. Particulars 31 December 2021 30 September 2021 | 31 December 2020 31 December 2021 31 December 2020 | 31 March 2021
(U lited) (Unaudited) (Unaudited) (Unaudited) (Unaudited) (Audited)
1 [Income
(a) Revenue from operations 15,034 14,509 13,391 40,039 31,851 44,196
(b) Other income 812 515 341 1,607 1,222 3,086
Total Income 15,846 15,024 13,732 41,646 33,073 47,282
2 |Expenses
(a) Cost of material consumed/ Contract manufacturing charges 1,541 794 917 3,525 1,004 2,106
(b) Cost of production of films and television serials 2,900 2,745 1,734 6,889 3,145 4,650
(c) Changes in inventories of finished goods and work-in-progress (1,164) (128) 1,013 (2,230) 2,014 2,452
[(increase) /decrease]
(d) Employee benefits expense 1,815 2,075 1,703 5,565 5,244 6,953
(e) Finance costs 94 141 80 303 256 345
(f) Depreciation and amortisation expense 354 276 124 860 377 561
(g) Advertisement and sales promotion 1,297 1,371 1,200 3,507 2,501 3,750
(h) Royalty expense 1,586 1,764 1,469 4,792 4,322 5,661
(i) Other expenses 1,622 1,453 1,354 4,422 4,047 5614
Total Expenses 10,045 10,491 9,594 27,633 22910 32,092
3 |Profit before exceptional items and tax (1-2) 5,801 4,533 4,138 14,013 10,163 15,190
4 |Exceptional Items - - - - - -
5 |Profit before tax (3-4) 5,801 4,533 4,138 14,013 10,163 15,190
6 |Tax Expense
(a) Current Tax 1,437 1,171 964 3,582 2,550 3,773
(b) Deferred Tax (net) 10 (18) 14 (36) (15) 71
Total tax expense 1,447 1,153 978 3,546 2,535 3,844
7 |Profit for the period (5-6) 4,354 3,380 3,160 10,467 7,628 11,346
8 |Other Comprehensive Income (net of taxes)
(a) Items that will be reclassified to profit or loss 53 7 (13) 64 (23) (5)
(b) Items that will not be reclassified to profit or loss (1,485) 3,532 384 5,874 3,487 3,081
Total other comprehensive income (1,432) 3,539 371 5,938 3,464 3,076
9 |Total comprehensive income for the period (7+8) 2,922 6,919 3,531 16,405 11,092 14,422
10 | Profit for the period attributable to:
(a) Owner of the Company 4,340 3,380 3,158 10,439 7,552 11,255
(b) Non-controlling Interest * 14 0 2 28 76 91
11 | Other Comprehensive Income for the period attributable to:
(a) Owner of the Company (1,443) 3,536 374 5,923 3,470 3,079
(b) Non-controlling Interest 11 3 3) 15 6) 3)
12 | Total Comprehensive Income for the period attributable to:
(a) Owner of the Company 2,897 6,916 3,532 16,362 11,022 14,334
(b) Non-controlling Interest 25 3 (1) 43 70 88
13 [Paid-up Equity Share Capital (Face Value of Rs. 10/- each) 1,928 1,743 1,743 1,928 1,743 1,743
14 |Other equity 48,836
15 |Earnings Per Share (Face Value Rs. 10/- each): #
(a) Basic (Rs.) 23.56 19.45 18.44 58.94 44.00 65.61
(b) Diluted (Rs.) 23.52 19.41 18.25 58.82 43.57 64.97

*Represents value of less than Rs. 0.50 Lakh.
#Figures for three months and nine months are not annualised.
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web: www.saregama.com, Email id: co.sec@saregama.com, Phone no: 033-2551-2984

Saregama India Limited
Registered Office: 33, Jessore Road, Dum Dum, Kolkata - 700 028

CIN:L22213WB1946PLC014346

(Rs. in Lakhs)

C lid wise R ue, Results, Assets and Liabilities for the Three Months and Nine Months Ended 31 December 2021
si ) 3 Months ended 3 Months ended 3 Months ended 9 Months ended 9 Months ended Year ended
No Particulars 31 December 2021 30 September 2021 | 31 December 2020 31 December 2021 31 December 2020 | 31 March 2021
(Unaudited) (Unaudited) (Unaudited) (Unaudited) (Unaudited) (Audited)
1 [Segment Revenue
(a) Music 13,333 12,158 11,420 34,671 28,419 38,548
(b) Films/Television serials 1,558 2,235 1,856 4,986 3,107 5,210
(c) Publication 143 116 115 382 325 438
Total Segment Revenue 15,034 14,509 13,391 40,039 31,851 44,196
Less: Inter Segment Revenue - - - - - -
Total Revenue from Operations 15,034 14,509 13,391 40,039 31,851 44,196
2 [Segment Results
(a) Music 6,367 5,675 5,168 16,685 14,077 18,795
(b) Films/Television serials 323 321 152 750 (292) “)
(c) Publication (244) (334) (277) (859) (927) (1,203)
Total 6,446 5,662 5,043 16,576 12,858 17,588
Less:
(a) Finance costs 94 141 80 303 256 345
(b) Other unallocable expenditure net of unallocable income 551 988 825 2,260 2,439 2,053
Total Profit Before Tax 5,801 4,533 4,138 14,013 10,163 15,190
3 [Segment Assets
(a) Music 47,409 45,519 37,960 47,409 37,960 40,156
(b) Films/Television serials 8,761 6,715 5,124 8,761 5,124 5,724
(c) Publication 603 560 498 603 498 456
(d) Unallocated 1,14,906 38,858 30,628 1,14,906 30,628 32,064
Total Segment Assets 1,71,679 91,652 74,210 1,71,679 74,210 78,400
4 |Segment Liabilities
(a) Music 20,408 18,186 15,647 20,408 15,647 16,485
(b) Films/Television serials 2,361 1,050 1,044 2,361 1,044 909
(c) Publication 387 354 397 387 397 285
(d) Unallocated 7,615 7,358 6,425 7,615 6,425 9,829
Total Segment Liabilities 30,771 26,948 23,513 30,771 23,513 27,508
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NOTES:

The aforementioned results for the three months and nine months ended 31 December 2021 have been reviewed and recommended by the Audit Committee in their meeting held on 19 January 2022
and approved by the Board of Directors of the Parent Company at their meeting held on even date. These results have been subjected to "limited review" by the Statutory Auditors of the Parent
Company who have issued an unmodified review report on the consolidated financial results for the three months and nine months ended 31 December 2021.

The Consolidated financial results are prepared in accordance with the principles and procedures as set out in Ind AS 110, notified by Ministry of Corporate Affairs. The consolidated financial
results of the Company include its six subsidiaries (including one step-down subsidiary), i.e. Saregama Limited (formerly known as Saregama Plc.), RPG Global Music Limited, Saregama FZE,
Kolkata Metro Networks Limited, Open Media Network Private Limited and Saregama Inc. (Step-down subsidiary of Saregama India Limited) (hereinafter referred as "Group") combined on a line-
by-line basis by adding together the book values of like items of assets, liabilities, income and expenses eliminating intra-company balances and transactions and resulting unrealised gains/losses.
The Consolidated financial results are prepared applying uniform accounting policies. The Group has one joint venture i.e. Saregama Regency Optimedia Private Limited, which is under liquidation
with effect from 19 September 2016. Accordingly, this entity has not been consolidated by the Group.

Based on the guiding principles given in Ind AS 108 on "Operating Segments", the Group's business activity falls within three operating segments, namely:
(a) Music

(b) Films/Television serials

(c) Publication

Segment Revenue, Results, Assets and Liabilities represent amounts identifiable to each of the segments. Other "unallocable expenditure net of unallocable income" mainly includes interest income,
expenses on common services not directly identifiable to individual segments and corporate expenses.

Segment Assets and Segment Liabilities are as at 31 December 2021, 30 September 2021, 31 December 2020 and 31 March 2021. Unallocable corporate assets less unallocable corporate liabilities
mainly represent investment of surplus funds and cash and bank balances.

The Board of Directors of the Parent Company in their meeting held on 19 January 2022 has declared an interim dividend for the financial year 2021-22 of Rs. 30/- per share (300% on the face value
of Rs.10/- each).

In view of pandemic relating to COVID — 19, the Group has considered internal and external information available up to the date of approval of these consolidated financial results and has
performed analysis in assessing the recoverability of its assets including trade receivables, inventories, investments, other financial and non-financial assets, for possible impact on these consolidated
financial results. The Group has also assessed the impact of this whole situation on its capital and financial resources, profitability, liquidity position, etc. On the basis of its present assessment and
current indicators of future economic conditions, the Group does not anticipate any material impact on these consolidated financial results. However, the actual impact of COVID — 19 on the
Group’s financial results may differ from that estimated and the Group will continue to closely monitor any material changes to future economic conditions.

For more details on Results, visit Investor Relations section of our website at http:/www.saregama.com and Financial Results under Corporates section of www.nseindia.com and
www.bseindia.com.

For and on behalf of the Board of Directors of Saregama India Limited
VIKRAM Digitally signed by
VIKRAM MEHRA
M E H RA Date: 2022.01.19
12:16:55 +05'30"
Vikram Mehra

Mumbai Managing Director
19 January 2022 DIN: 03556680
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Saregama India Limited

Registered Office: 33, Jessore Road, Dum Dum, Kolkata - 700 028

web: www.saregama.com, Email id: co.sec@saregama.com, Phone no: 033-2551-2984
CIN:L22213WB1946PLC014346

(Rs. in Lakhs)
of S Financial Results for the Three Months and Nine Months Ended 31 December 2021
sl 3 Months ended 3 Months ended 3 Months ended 9 Months ended 9 Months ended Year ended
No‘ Particulars 31 D ber 2021 30 September 2021 31 December 2020 31 December 2021 31 December 2020 31 March 2021
(Unaudited (Unaudited) (Unaudited) (Unaudited (Unaudited) (Audited)
1 |Income
(a) Revenue from operations 14,658 14213 13,117 39,094 31.325 43.425
(b) Other income 816 519 343 1,617 1.178 2.908
Total Income 15,474 14.732 13.460 40,711 32,503 46.333
2 |Expenses
(a) Contract manufacturing charges 1,488 748 899 3,417 1.071 2.172
(b) Cost of production of films and television serials 2,900 2.745 1.734 6,889 3.145 4.650
(c) Changes in inventories of finished goods and work-in-progress [ (increase) /decrease | (1,190) (174) 969 2,329) 1.943 2361
(d) Employee benefits expense 1,529 1.711 1.398 4,595 4.285 5.689
(e) Finance costs 9% 141 80 303 256 345
(f) Depreciation and amortisation expense 352 274 120 854 364 540
(g) Advertisement and sales promotion 1,483 1.715 1.761 4,215 3.833 5.446
(h) Royalty expense 1,586 1.764 1.468 4,792 4321 5.666
(i) Other expenses 1,536 1.330 1.235 4,092 3.520 4919
Total Expenses 9,778 10.254 9.664 26,828 22.738 31.788
3 |Profit before exceptional items and tax (1-2) 5,696 4478 3.796 13,883 9.765 14.545
4 |Exceptional Items - - - - - -
5 |Profit before tax (3-4) 5,696 4.478 3.796 13,883 9.765 14.545
6 |Tax Expense
(a) Current Tax 1,438 1171 964 3,583 2.548 3.755
(b) Deferred Tax (net) 10 (18) 14 (36) (15) 38
Total tax expense 1,448 1.153 978 3,547 2.533 3.843
7  |Profit for the period (5-6) 4,248 3.325 2818 10,336 7.232 10.702
8 |Other Comprehensive Income (net of taxes)
(a) Items that will be reclassified to profit or loss - - - - - -
(b) Ttems that will not be reclassified to profit or loss (1.212) 2879 310 4,923 2841 2,509
Total other comprehensive income (1.212) 2.879 310 4,923 2841 2,509
9 | Total comprehensive income for the period (7+8) 3,036 6.204 3.128 15,259 10,073 13211
10 |Paid-up Equity Share Capital (Face Value of Rs. 10/- cach) 1,928 1.743 1.743 1,928 1.743 1.743
11 |Other equity 49.211
12 |Earnings Per Share (Face Value Rs. 10/- each): #
(a) Basic (Rs.) 23.06 19.13 16.45 58.36 42.14 62.39
(b) Diluted (Rs.) 23.02 19.10 16.29 58.24 41.72 61.78

#Figures for three months and nine months are not annualised.
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Saregama India Limited
Registered Office: 33, Jessore Road, Dum Dum, Kolkata - 700 028
web: www.saregama.com, Email id: co.sec@saregama.com, Phone no: 033-2551-2984
CIN:L22213WB1946PLC014346

(Rs. in Lakhs)

S

Segment wise Revenue, Results, Assets and Liabilities for the Three Months and Nine Months Ended 31 December 2021

s1 3 Months ended 3 Months ended 3 Months ended 9 Months ended 9 Months ended Year ended
No‘ Particulars 31 December 2021 30 September 2021 31 December 2020 31 December 2021 31 December 2020 31 March 2021
. (Unaudited (Unaudited) (Unaudited) (Unaudited (Unaudited) (Audited)

1 [Segment Revenue
(a)  Music 13,100 11.978 11.261 34,108 28218 38215
(b)  Films/Television serials 1,558 2,235 1.856 4,986 3.107 5.210
Total segment revenue 14,658 14213 13.117 39,094 31325 43,425
Less: Inter Segment Revenue - - - - - -
Total Revenue from Operations 14,658 14213 13.117 39,094 31.325 43425

2 |Segment Results
(a)  Music 6,013 5.280 4.540 15,682 12,732 16,922
(b)  Films/Television serials 323 321 152 750 (292) [©))
Total 6,336 5.601 4692 16,432 12.440 16918
Less:
(a)  Finance costs 94 141 80 303 256 345
(b)  Other unallocabl diture net of unallocable income 546 982 816 2,246 2419 2.028
Total Profit Before Tax 5,696 4478 3.796 13,883 9.765 14.545

3 [Segment Assets
(a)  Music 46,729 44984 37.658 46,729 37.658 39.687
(b)  Films/Television serials 8,761 6,715 5,124 8,761 5,124 5,724
(¢)  Unallocated 1,13,900 37.537 30.730 1,13,900 30.730 32,074
Total Segment Assets 1,69,390 89.236 73512 1,69,390 73.512 77.485

4 |Segment Liabilities
(a)  Music 19,846 17.613 15.254 19,846 15.254 15933
(b)  Films/Television serials 2,361 1.050 1.044 2,361 1.044 909
(¢)  Unallocated 7,360 7.067 6.260 7,360 6.260 9.689
Total Segment Liabilities 29,567 25.730 22.558 29,567 22.558 26.531
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NOTES:

1 |The aforementioned results for the three months and nine months ended 31 December 2021 have been reviewed and recommended by the Audit Committee in their meeting held on 19 January 2022
and approved by the Board of Directors of the Company at their meeting held on even date. These results have been subjected to "limited review" by the Statutory Auditors of the Company who have
issued an unmodified review report on the standalone financial results for the three months and nine months ended 31 December 2021.

2 |Out of the 53,38,628 equity shares of Rs. 10/- each issued for cash at a premium of Rs. 35/ (issue price - Rs. 45/-) pursuant to the Rights Issue in 2005, allotment of 5,290 equity shares (relating to
cases under litigation / pending clearance from concerned authorities) were in abeyance till 31 December 2021.

3 |During the quarter ended 31 December 2021, the Company has issued and allotted 18,50,937 equity shares of Rs. 10 each at an issue price of Rs. 4,052/ per equity share, aggregating to Rs. 74,999.97
lakhs (including security premium of Rs. 74,814.87 lakhs) on 10 November 2021. The issue was made through eligible Qualified Institutions Placement (QIP) in terms of Securities and Exchange
Board of India (Issue of Capital and Disclosure Requirements) Regulations, 2018 as amended and other relevant provisions of the Companies Act, 2013.

4 |Based on the guiding principles given in Ind AS 108 on "Operating Segments", the Company's business activity falls within two operating segments, namely:

(a) Music

(b) Films/Television serials

Segment Revenue, Results, Assets and Liabilities represent amounts identifiable to each of the segments. Other "unallocable expenditure net of unallocable income" mainly includes interest income,
expenses on common services not directly identifiable to individual segments and corporate expenses.

Segment Assets and Segment Liabilities are as at 31 December 2021, 30 September 2021, 31 December 2020 and 31 March 2021. Unallocable corporate assets less unallocable corporate liabilities
mainly represent investment of surplus funds and cash and bank balances.

5 |The Board of Directors in their meeting held on 19 January 2022 has declared an interim dividend for the financial year 2021-22 of Rs. 30/- per share (300% on the face value of Rs.10/- each).

6 |In view of pandemic relating to COVID — 19, the Company has considered internal and external information available up to the date of approval of these standalone financial results and has performed
analysis in assessing the recoverability of its assets including trade receivables, inventories, investments, other financial and non-financial assets, for possible impact on these standalone financial
results. The Company has also assessed the impact of this whole situation on its capital and financial resources, profitability, liquidity position, etc. On the basis of its present assessment and current
indicators of future economic conditions, the Company does not anticipate any material impact on these standalone financial results. However, the actual impact of COVID — 19 on the Company’s
financial results may differ from that estimated and the Company will continue to closely monitor any material changes to future economic conditions.

7  |For more details on Results, visit Investor Relations section of our website at http:/www.saregama.com and Financial Results under Corporates section of www.nseindia.com and www.bseindia.com.

For and on behalf of the Board of Directors of Saregama India Limited
VI KRAM Digitally signed by
VIKRAM MEHRA
MEHRA Date: 2022.01.19
12:18:03 +05'30'
Vikram Mehra

Mumbai Managing Director
19 January 2022 DIN: 03556680
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Saregama Strengths
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India’s only entertainment company with IP offerings across media channels (music, film, TV and print), delivery
platforms (physical and digital) and business models (licensing and retail)

O Large intellectual property portfolio of 130K+ songs, 62 films and 6K+ hours of TV content
\// Strong licensing relationships with streaming and social media platforms for music and video
Increasing IP library with a growing presence in all leading Indian languages

@ Capabilities in data analytics and infringement tracking for content acquisition and IP protection

m Strong financial position with track record of revenue growth, margin expansion and cash flow generation

Experienced and creative leadership through Management Team and Promoter Group

oi:-:
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DIGITISATION DRIVING GROWTH

Increase in
Demand for
Content

Increase
in App Usage

Video/Music Streaming
Netflix / Spotify / Gaana

Social Media I\F/I_lIJS'C
> YouTube / Facebook 1ms
700M smart phones driving Video Sharing driving Games

Cheap Data
#stay-at-home

Instagram/ Tik Tok / Josh / Triller
Gaming

E-Commerce
Amazon/Flipkart

Chat/Mail
WhatsApp / Gmail

Web Series
TV Series
Podcasts

130k+ Songs | 62 Movies | 6k+ hrs of TV Series | Advantage Sa regama
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To be a Pure PIay Content Company capitalizing on the global content consumption boom
driven by the ever-increasing Digitization

. . @ > Through licensing to EVERY 3rd party Digital (music, video, social) and TV platform.
Monetisation
of Existing IP ﬁ: >

Carvaan transitioning from being a Product with only one-time margin to a Platform with
upfront margin and recurring advertising and subscription revenue.

2 > Cementing leadership position with New film and non-film music acquisition across Hindi,
p Tamil, Bhojpuri, Gujarati, Punjabi, Telugu, Malayalam and other regional languages.

Building
of New IP . P Producing Thematic films and Web Series, with Story as the only hero, targeted at youth.
> Revenue primarily from licensing to digital platforms. Scale allowing lower cost of
production.

IP Creation over next 3-5 years

@ Market Leadership @ 60 New Films and 1200 - 1500 hrs
in Music Segment

Web Series Episodes of new TV serials content




Saregama wants to take Market Leadership position in Indian Music

Disproportionate
share of
New Content
across Hindi &
Regional Languages

—

Strategic Acquisitions
to help
Plug the Content
Gaps of last 25 years
and strengthen our
new content play

Catalogue Strength

Artiste Management




Saregama Music IP
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Fast Growing
Licensing Revenue ™

Licensing Revenue (INR Mn)

Fy18

Fy17

* One time income of INR 155 Mn (FY21) and INR 21 Mn (FY20) are excluded

On account of

A. Saregama’s Focus on New Music

Share of Saregama’s Songs by Decades

1981-2000 29%

Till 1960 15% g

Count of Songs M Revenue

B. Growing customer interest in Retro Music

Catalogue Usage (Bn) Share of Saregama’s Songs by language

Kannada,

2%
Gujrati
2%

Malayalam
5%

Marathi
5%

Fy21
Hindi
FY20 29%

FY19

FY18

Punjabi

6% Bengali

20%

Fy17

Telugu
6%  Tamil
9%

C. Presence across all Indian Languages

A typical movie has 5 songs. Assuming a music label acquires 1000 movies in a year, it will get bk songs. By comparison, Saregama owns 130k

songs, each digitised with rich metadata behind it, giving it a big competitive advantage



Our Music licensing Partners o
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Music Streaming Partners Broadcasting Partners Video Streaming Partners
4 N 4 4 N
& Spotify [ gaana @Bsaavn % star 8 NETFLIX primevideo
e ’ N\ )
D YoulubeMusic [y  @wnikmusic .
$p bk INDIAY B <o IS
bhungama & Music @) anghami ; liv hotstar JioCinema
teresso P v I PLANET, (
pandora @ m e:s
@napster 2l deezer‘ BALAJI
N / \_ /

Social Media Platforms Brands

ﬂYouTubeﬁ © c* 2 moi [ .’ (5 amazon @ ETR & M @opeamn O vivo

marico PhonePe




OPERATIONAL HIGHLIGHTS




Music Segment Operational Highlights g

Licensing; YOUTUBE VIEWS (BILLIONS) PER QUARTER

* Music licenses to following brands:

Nestle, Amazon, PhonePe, Vivo, Himalaya etc.
 Digital Content Licenses: -

Mere Jeevan Saathi (Balaji Telefilms), Leke Pahela Pahela Pyar (Endemol) etc. o4 26 2 30 =
» Signed a global music licencing deal with short-format video app “Chingari”

Q2-FY21 Q3-Fy21 Q4-Fy21 Q1-FY22 Q2-FY22 Q3-FY22

’ Entered |nt0 ||CenC|ng deal Wlth W0r|d S ﬂrSt Marathl OTT Platform Planet Includes all views related to Saregama IP across its Owned Channels and User Generated Content
Marathi” Q2-FY22 views is under reconciliation with YouTube

WHAT'S NEW

* Acquired music rights of Karan Johar’s next directorial film Rocky Rani Ki Prem
Kahani starring Ranveer Singh and Alia Bhatt

* Released music of hit Telugu (Shyam Singha Roy) and Malayalam (Kurup) films.
Non-film hit songs of the quarter were Pani Pani Bhojpuri, Pyar Di Kahani
(Punjabi), Do Ghoont (Hindi), Habit (Hindi), Jindigi Nachave (Gujarati)

* Overall, 98 new non film songs released this quarter. This includes 28 Hindi,
33 Bhojpuri, 19 Gujarati, 6 Tamil, 4 Haryanvi, 2 Punjabi, 3 Bengali songs

* 67 new film songs released during this quarter — 19 Tamil, 18 Telugu, 11
Malayalam, 10 Kannada, 8 Hindi and 1 song in Marathi




Music Segment Operational Highlights g

Retail: .
Carvaan Sales (units ‘0O00s)

Carvaan sales improved during the quarter in sync with festive season

L . 138 141
Covid impact was felt only during last week of Dec ond Wave

110 Lockdown

103

Supply situation improving, but chip shortage still a reality
81

Steady increase in consumption of on-demand podcasts

Q2-FY21 Q3-FY21 Q4-FY21 Q1-FY22 Q2-FY22 Q3-FY22

CHULULE T

Future Outlook

editorji

S(I(UI(;(II’U
ISHA

FOUNDATION

'DAKAAR @ | W*] g
. )SR&KA

= Reliance on Natural Pull from the market

= Tight cost controls to continue




Films, Web Series & TV Segment Operational Highlights

Films and Web Series

« Completing shoot of 2 Web Series. Licensing Future Outlook

deals closed. Delivery expected over next 4 mos e Marathi Movie Zombivli
expected to be released

* Announced our next Hindi web series “The in Q4
Biscuit King” based on the life of Rajan Pillai

starring Prithiviraj Sukumaran

* Production ongoing on 1 Malayalam and
1 Punjabi film

a IN CINEMAS THIS REPUBLIC DAY

TV Segment
Future Outlook
* Roja and Anbe Vaa being the Slot Leader in their e TV business expected to be
respective prime time slots. impacted in Q4 due to Covid-

led lockd
« Saregama TV Shows YouTube channel garnered 4 IocKAOWNS

588 Mn views in Q3 « Unlocking the value of existing
* Comedy series “Naanga Vera Maari” launched IP through language remakes,

on YouTube, received good response from the new platform licensing and
audiences syndication
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Quarterly Financial Summary s
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Particulars (INR Mn) Q3 FY22 Q2 FY22 Q-0-Q Growth Y-0-Y Growth
'Revenue from Operations . , , , ,
'+ Music | 1,333 | 1,216 | 10% | 1,142 | 17%
«  TV&Films | 156 | 223 | (30)% | 186 | (16)%
'+ Publication | 14 | 12 | 17% | 11 | 27%
'Revenue from Operations , 1,503 . 1,451 , 4% , 1,339 , 12%
Operating Income before Content Charge, 629 535

. 18% 436 44%
Interest and Depreciation (OIBCID) ° | | °
Content Charge include the following charges related to the new content during the year:

1) Amount amortised against the Minimum Guarantee advance paid in case of Royalty based deals 2) Amount amortised again the one-time fee paid in case of Outright purchase-based deals 3) Marketing of new content
Content charge does not include any royalty paid post recoupment of the Minimum Guarantee amount

Revenue from Operations (INR Mn) OIBCID (INR Mn) & OIBCID Margin

0,
40% 42.A)
11 { J 37%
35.% 339 33%/ \o
11 \.O’.
1,004 1,216
Q2-FY21 Q3-Fy21 Q4-FY21 Q1-FY22 Q2-FY22 Q3-FY22 Q2-FY21 Q3-Fy21 04-FY21 Q1-FY22 Q2-FY22 03-FY22

® Music ®TV MPublication = OIBCID =o=0I|BCID Margin 13



OIBCID to PAT

Q2-FY22

Particulars (INR Mn) Q3-FY22
Revenue from Operations (A) 1,503
| Total Expenses (B) | 874
| OIBCID (C= A-B) | 629
| OIBCID Margin (%) | 42%
| Content Charging Cost (D) | 115
| Depreciation (E) | 6
| Finance Cost (F) | 9
| Other Income (G) | 81
| PBT (C-D-E-F+G) | 580
| Tax | 144
| PAT | 436
| PAT Margin (%) | 29%
| Diluted EPS | 23.52

1,451

916
535
37%
114
6
14
52
453
115
338

23%

19.41

Content Charge include the following charges related to the new content during the year:

1) Amount amortised against the Minimum Guarantee advance paid in case of Royalty based deals
Content charge does not include any royalty paid post recoupment of the Minimum Guarantee amount

4%
(5)%

18%

1%

(36)%
56%
28%
25%

29%

1,339
903
436
33%

42

34
414
08
316
24%

18.25

12%
(3)%

44%

174%

13%
138%
40%
A47%

38%

4,004
2,419
1,585
40%
297
18
30
161
1,401
354
1,047
26%

58.82

2) Amount amortised again the one-time fee paid in case of Outright purchase based deals

3,185
2,146
1,039
33%
100
19
26
122
1,016
253
763
24%

43.57

26%
13%

53%

197%
(5)%
15%
32%
38%
40%

37%

3) Marketing of new content



Balance Sheet

Equity and Liabilities (INR Mn)

Shareholder's fund
(a) Equity share capital
(b) Other equity*
Net worth
(a) Non-controlling interest
Non-current liabilities
(a) Financial liabilities
(i) Lease liabilities

(b) Employee benefit obligations
(c) Deferred tax liabilities (net)
Current liabilities
(a) Financial liabilities

(i) Lease liabilities

(if) Trade payables

(iii) Other financial liabilities
(b) Other current liabilities
(c) Provisions
(d) Employee benefit obligations

Total

e i

As at 31st
Dec’ 2021

193
13,862
14,055

36

11
46
591

649
356
518

889
13

17,168

As at 31st
March’ 2021

174
4,884
5,058

31

42
505

563
648
255

709
18

7,841

oi:-:

Assets (INR Mn)

Non-current assets
(a) Property, plant and equipment *
(b) Right-of-use assets
(c) Investment properties
(d) Intangible assets
(e) Intangible assets under development
(f) Financial assets
(i) Investments
(ii) Other financial assets
(g) Other non-current assets
Current assets
(a) Inventories
(b) Financial assets
(i) Investments

(ii) Trade receivables
(iii) Cash and cash equivalents
(iv) Bank balances other than (iii) above
(v) Loans
(vi) Other financial assets
(c) Current tax assets (net)
(d) Other current assets

Total

* Include INR.96 Mn arising on account of Revaluation of land during the quarter ended 30 June, 2021 with corresponding credit to Other Equity.

As at 31st

2,140
14
22

333
18

1,696
3,713
158

983

4,010
910
527

1,039
184

53
201
1,167
17,168

As at 31st
Dec’ 2021 March’ 2021

2,046
11
23

179
20

1,114
19
112

692

252
874
111

1,338

92
42
197

719
7,841
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Cash Flow Statement

—— — . — e et — e —

Particulars (INR Mn) OM-FY22 FY 21

Pre-Tax Profit 1,401 1,519

Change in other operating activities ( including non-cash ltems) (19) (176)

Change in Working capital (249) 692

Taxes Paid (362) (139)

Net cash generated from Operating Activities (A) 771 1,896
Redemption/(Investment) in Fixed Deposits with maturity > 3m (3,742) (971)
Redemption/(Investment) in Mutual Fund (3,746) (250)

Net cash used in Fixed assets and other Investing activities (223) (139)

Net cash used in Investing Activities (B) (7,711) (1,360)
Net cash generated from/(used in) Treasury Shares 26 (17)

Repayment of Short-term Borrowing - (92)

Proceeds from Issue of Share Capital # 7,327 1

Repayment of Lease Liability (3) (6)

Dividend paid (349) (26)

Interest paid (1) (6)

Net cash generated from/(used in) Financing Activities ( C) 7,000 (146)
Net increase in Cash and Cash Equivalent 60 390
Cash and Cash Equivalents at the beginning of the period 460 70
Effect of Translation of foreign currency cash and cash equivalents 7 0
Cash and Cash Equivalents at End of the period * 527 460

# Net of Issue expense of INR 173 Mn
* Balance as on 31 March 2021 include cash earmarked for Dividend declared on 23rd March 2021 - INR 349 Mn
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Financial Performanc

Particulars (INR Mn)

Q3-FY22

. —

Q2-Fy22

Turnover
Other Income
Total Revenue
Total Expenses
Depreciation & Amortisation
Finance Cost
PBT
| Tax
| PAT
| PAT Margin (%)

Diluted EPS

1,466
82
1,548
935

35

569
145
424
29%

23.02

1,421
52
1,473
984
27
14
448
115
333
23%

19.10

3%
58%
5%
(5)%
30%
36%
27%
26%

27%

1,312
34
1,346
946

12

380
98
282
21%

16.29

12%

141%

15%

50%

48%

50%

3,909
162
4,071
2,568
85
30
1,388
355
1,033
26%

58.24

3,132
118
3,250
2,212
36
26
976
253
723
23%

41.72

25%

37%

25%

16%

136%

15%

42%

40%

43%
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Balance Sheet_ Lo

As at 31st As at 31st Assets (INR M As at 31st As at 31st
Dec’2021  March 2021 [l Assets (INR Mn) Dec’2021  March 2021

Equity and Liabilities (INR Mn)

Non-current assets

Shareholder's fund o | g . e 2 045
a) Property, plant and equipment , :
(a) Equity share capital 193 1ra Eb; Rigrr:t-of)-/uze assets o 14 11
(b) Other equity* 13,790 4,921 (c) Investment properties 22 22
Net worth 13,983 5,095 (d) Intangible assets 333 179
L (e) Intangible asset under development 18 19
Non-current liabilities (f) Investment in subsidiaries and joint venture 186 186
(a) Financial liabilities . .
(g) Financial assets
(i) Lease liabilities 11 7 (i) Investments 1,387 912
(b) Employee benefit obligations 39 36 (i) Other financial assets 3,713 19
(c) Deferred tax liabilities (net) 566 492 (h) Other non-current assets 155 112
c liabilit Current assets
urrent liabilities (a) Inventories 956 655
(a) Financial liabilities (b) Financial assets
(i) Lease liabilities 4 4 (i) Investments 4,010 252
(”) Trade payables 614 526 (ll) Trade receivables 923 896
_ S 396 630 (iii) Cash and cash equivalents 449 63
(iiOther financial liabilities (iv) Bank balances other than (iii) above 1,039 1,338
(b) Other current liabilities 496 234 (v) Loans 206 113
(c) Provisions 887 708 (vi) Other financial assets 53 39
. L (c) Current tax assets (net) 190 189
(d) Employee benefit obligations 13 17 (d) Other current assets 1144 599
Total 16,939 7,749 Total 16,939 7,749

* Include INR.96 Mn arising on account of Revaluation of land during the quarter ended 30 June, 2021 with corresponding credit to Other Equity.

19



Financial Charts (Consolidated) et

A— e —— — i

Revenue from Operations Music Licensing Revenue .
(Turnover) (INR Mn) (INR Mn) PAT (INR Mn) Diluted EPS (INR)
*
o o
H E = K e
1?;" N o e N o
= S o) e
S < S B
e % = 2
2 : l . B l
o 00
[ | [

Fyl7 FY18 FY19 FY20 FY21 FY17 FY18 FY19 FY20 FY21 FY17 FY18 FY19 FY20 FY21 FY17 FY18 FY19 FY20

* One time income of INR 155 Mn (FY21) and INR
21 Mn (FY20) are excluded

Debt to Equity Ratio Return on Equity (ROE) Book Value Per Share Dividend per Share
(%)* (INR) (INR)
@ o
S S S S
o o
< 10
S =
3 R < B
o S 2 2 I 3 I 0 3 3 o
S 3 - =
[ [ |
FY17 FY18 FY19 FY20 FY21 FY17 FY18 FY19 FY20 FY21 FY17 FY18 FY19 FY20 FY21 FY17 FY18 FY19 FY20 FY21
* As on 315t Mar'21, Debt is Nil * ROE = PAT / Shareholders Equity

* Shareholders Equity = Equity share
capital and free reserves 20



Capital Market Data

600%

500%

400%

300%

200%

100%

0%
Jan-21 Feb-21 Mar-21 Apr-21 May-21 Jun-21 Jul-21 Aug-21 Sep-21 Oct-21 Nov-21 Dec-21
-100%

—Saregama e Sensex

Shareholding Pattern as on 315t December2021

Price Data (As of 31st December 2021) INR

Face Value 10.0
' Others

Market Price 5,251.4 22.16%

2 Week H/L 487. 1.

5 eek H/ | 5,487.0/801.3 oIl .

Market Cap (INR Mn) 1,01,252.0 3.64% Promoters
| 57.65%

Equity Shares Outstanding (Mn) 19.3

1 Year Avg. Trading Volume ('000) 39.1
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Disclaimer

Saregama India Ltd. Disclaimer:
No representation or warranty, express or implied, is made as to, and no reliance should be placed on, the fairness, accuracy, completeness or correctness of the information or

opinions contained in this presentation. Such information and opinions are in all events not current after the date of this presentation. Certain statements made in this presentation
may not be based on historical information or facts and may be "forward looking statements" based on the currently held beliefs and assumptions of the management of Saregama
India Ltd., which are expressed in good faith and in their opinion reasonable, including those relating to the Company’s general business plans and strategy, its future financial
condition and growth prospects and future developments in its industry and its competitive and regulatory environment.

Forward-looking statements involve known and unknown risks, uncertainties and other factors, which may cause the actual results, financial condition, performance or
achievements of the Company or industry results to differ materially from the results, financial condition, performance or achievements expressed or implied by such forward-looking
statements, including future changes or developments in the Company’s business, its competitive environment and political, economic, legal and social conditions. Further, past
performance is not necessarily indicative of future results. Given these risks, uncertainties and other factors, viewers of this presentation are cautioned not to place undue reliance
on these forward-looking statements. The Company disclaims any obligation to update these forward-looking statements to reflect future events or developments.

This presentation is for general information purposes only, without regard to any specific objectives, financial situations or informational needs of any particular person. This
presentation does not constitute an offer or invitation to purchase or subscribe for any securities in any jurisdiction, including the United States. No part of it should form the basis of
or be relied upon in connection with any investment decision or any contract or commitment to purchase or subscribe for any securities. None of our securities may be offered or
sold in the United States, without registration under the U.S. Securities Act of 1933, as amended, or pursuant to an exemption from registration there from.

This presentation is confidential and may not be copied or disseminated, in whole or in part, and in any manner.
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Moderator:

Bhupendra Tiwary:

Vikram Mehra:

Saregama India Limited
January 20, 2022

Ladies and gentlemen, good day and welcome to Saregama India Limited Q3 FY2022
Earnings Conference Call hosted by ICICI Securities Limited. As a reminder, all participant
lines will be in the listen-only mode and there will be an opportunity for you to ask
questions after the presentation concludes. Should you need assistance during the
conference call, please signal an operator by pressing “*” then “0” on your touchtone
phone. | would now like to hand the conference over to Mr. Bhupendra Tiwary from ICICI

Securities Limited. Thank you and over to you Sir!

Thank you Janice. Good evening everyone. On behalf of ICICI Securities, we welcome you
all to Q3 FYY2022 results conference call of Saregama India Limited. From the management,
we have Mr. Vikram Mehra, who is Managing Director, Mr. B L Chandak, who is an
Executive Director, and Mr. Pankaj Kedia, who is Vice President, Investor Relations. We
will begin with the opening comment by Mr. Mehra post which we will take the question
and answer. Over to you Vikram. Thank you.

Thank you. Good evening to all of you guys. The digital revolution is changing India, and,
by extension, the fortunes of Saregama. As digitization accelerates in India, we will
continue riding on the digital wave. Hope to keep on growing both the revenue and the
profitability of the company. We had a very good FY21 and this year we have been able to
successfully build on it. Our nine months revenue from operations as of Q3 touched Rs.400
Crores, which is a 26% growth over last year. Meanwhile, our PBT has touched Rs.140
Crores, which is a 38% growth over last year. If | come specifically to Q3, our revenue
from operations grew at 12% while PBT grew at 40%. On the quarterly numbers you have
to keep in mind that revenue as well as profitability should be seen on a rolling 12 months
basis. This is also because the films business is a big contributor to revenue for us.. Q3 last
year, we had a movie called Comedy Couple that had got released. This year all the
schedules had gone a little haywire so the chances are that most of the revenue of films will
come in Q4 and Q3 became blank. Some amount of aberration keeps on happening on a
quarter-to-quarter basis. It is better we watch and check the numbers on a rolling 12 months

basis.

Our operating income before content charge interest and depreciation was Rs.63 Crores,
which grew by 44% compared to last year. Now this is a very important metric for us as we
people go ahead. As | have stated in the past, we will be constantly investing in new
content, which will have their charge off coming in. So this metric actually just shows the
impact of revenue and our profitability just before the content charge off and even if the

content investments keep on going up, this number should constantly grow. As | said, we
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grew by 44%. The OIBCID number as | see it as a percentage of revenue was at 42% for
this quarter. Now we will love to get a pat on our back for such a great job, but I will be
honest here. This is a quarterly aberration because no film got released during this quarter.
Film is a lower margin game for us. Hence the play of music licensing went up during the
quarter. As a result you are suddenly seeing the OIBCID number touching 42% of revenue.
Our guidance to the market is that on an annual basis this number should be hovering in the
range of 32% to 33%. That is a number that we stand behind. The biggest profitability
driver for us over the last many quarters has been music licensing and this quarter was no
different. We are on a path of 20% growth year on year for over 12 quarters. Every quarter |
am coming out and revalidating this fact.

Over the last nine months, a lot of new content is being released from our side. | would
have loved had the Hindi, Tamil and Telugu films also started getting released in the
market. Unfortunately, with a very short window during which some of the movies got
released we just managed to scrape through only one big movie of ours in Hindi called Bell
Bottom. Another big Malayalam movie called Kurup, which is a Dulquer Salmaan movie
and one other big Telugu movie called Shyam Singha Roy. So, we could manage only three
movies before the lockdown once again came back and hit us. So we had to rely on non-
film music for a major part of the year. This also helped because it allowed us to sharpen
our skills on the non-film side. In Q1 of the financial year, we had released the song called
Paani Paani which became one of the biggest hits of 2021 in India. The good part is it was
not a one-off success. We have been tasting success after that also in multiple languages
whether it is Tamil, Bhojpuri, Gujarati, Punjabi, and Haryanvi. There is constant amount of
song supply that is coming out. Over 165 songs have been released during this quarter alone
and the content charge that we people have taken is Rs.11.5 Crores. This is Rs.7 Crores
higher on a year-on-year basis compared to the same quarter last year. So our PBT is
growing in spite of the fact that we are investing in more content and taking a charge off. If
you do intelligent investments, then the returns also should start coming in sync with the
charge off that we people are taking and we should be able to balance it out. Even licensing
business that we are talking about, the big revenues as you know are from the OTT
streaming applications, YouTube and the various kinds of kinds of licenses issued to
brands, TV channels and films. During this quarter there were two new deals that we have
signed. One is the short format app called Chingari and a Marathi app called Planet Marathi.
Both were issued licenses for using our music in their respective apps. A lot of new brands
like Vivo, Amazon, Nestle, and Himalaya also ended up taking a license from us for using
our music in their advertisements. This growth of 20% plus as stated earlier is coming from
a combination of industry growing around 11% odd and constant increasing market share.

The market share is going up only and only for the simple reason that we are investing more

Page 3 of 25



N

Saregama India Limited
January 20, 2022

and more in newer content. Now that we people also have raised funds through a recently
concluded QIP, we have a strong war chest for us to start expanding our new content
appetite. You will see us in multiple languages going out there and picking up aggressively
newer music that is coming out, both film and non-film. But we will play smart. We are not
going to pick up any content at any cost. Over the last 5-6 years we have invested heavy on
technology, data analytics, and on predictive models. These tools are extensively used to
assist us in picking the right content at the right pricing. You will not see us going out there
and just for the heck of it picking up expensive content. We know that we have to grow our
revenue and we will grow it handsomely but not at the expense of profitability. We live, eat,
and sleep by the ROI metric here. Content is being picked up with a clear understanding
that content has to give a good return on investment. The only dampening news this quarter
ended up being public performance i.e. licensing revenue from 5-star parties, concerts,
shows etc. where music is getting played. A large amount of this revenue is actually
generated in the last 10 days of December around Christmas and New Year, and it typically
hits our books in Q4. Now this will be the second consecutive year or maybe third
consecutive year wherein this revenue is going to get affected. Q4 may not be getting the
typical revenue boost that it used to get because of public performance revenue.

On the Carvaan side even though for majority period of Q3 there were no lockdowns as
such except may be the last seven days here and there yet the footfalls in the retail stores
were still very low. I will call it a damp Diwali from that perceptive. We did not see too
many walk-ins happening in the electronic stores. There was also a chip shortage
happening which resulted in some of the television brands not being stocked up fully. That
resulted in lesser footfalls at the retail stores. Despite that, we logged in sales of Carvaan to
the tune of 141,000 units. This is much better than Q2, but it is very similar to our
performance in Q3 last year. All this, | will reiterate is coming with zero marketing spends
and no push on the distribution side from Saregama. This is all based on consumer pull. We
continue maintaining our stand that till the time the entire impact of COVID does not go
away and retail markets do not fully open up, we have no plans to invest on the marketing
side or the distribution side of Carvaan. We will wait and watch with a very cautious
approach towards this product. We commit that like last year, we will be able to get at least

a breakeven and possibly a very minor profit on Carvaan.

During the quarter there were no films or series released from the Yoodlee side. Yet, the
good part is that two of our web series are now very close to completion. The shoots are
going on in full swing. Both the series have already been licensed out. As we finish the

shoot of the film and deliver the content, we should be able to recognize the revenue. This
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should be happening over the next three to four months. It may come in Q4. It may go to

Q1 next financial year.

On the television side, all our programs are maintaining their respective leads and positions,
so it was pretty stable from the TRP perspective. From the revenue perspective, it was a
good quarter because advertising revenue in Q3 is typically the highest in the country. That
is the time most brands advertise especially around the time of Diwali and Dussehra... So
we had a positive impact through both the value of advertising slots that we get from Sun
TV as well as YouTube revenue. That is the reason that in spite of no film getting released,
we will still be able to maintain our margins in the TV and the films business. So overall, it
has been a good quarter and one that gives us lot of satisfaction that we are on the right
track. We are picking up the right music and we are able to monetize that music in a proper
fashion. Similarly, as regards our work on the films and series side, we have a very strong
foundation. We are preparing this company for big growth on both these fronts in the days
to come. Thank you and happy to take your questions now.

Thank you very much. Ladies and gentlemen, we will now begin the question-and-answer
session. The first question is from the line of Ravi Naredi from Naredi Investment Private
Limited. Please go ahead.

Thank you for nice result. Here Ravi Naredi. Sir why not you opt for buyback in stock
dividend and one side we are issuing QIP? On the other side, higher dividend we are paying

and taxes is paying so why this is going on in our company? That is my first question?
Sir | will request you to direct this question to the Board...

Sir can you tell how much revenue we earned in music license to Nestle, Amazon, PhonePe,

and Vivo?

Sir, we can’t give individual license values. It might result in giving out our competitive
information to the market. You are seeing the overall revenue growth. Every quarter we

people do brand licensing and different brands keep coming in.

Okay and Sir our main earnings from music can you tell in future film can overcome music

if yes how many years it will happen?

Sir as a company at this juncture, we believe music is far bigger. In the films business, we

have no intent to get into large budget Bollywood films. We will continue making films and
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series only on a pre-licensed basis. This means it would primarily either be given to the
digital platforms like Netflix, Hotstar, MX Player etc. or small budget regional cinema for
theatres.

What price we bought music right of Rocky Rani Ki Prem Kahani can you tell this figure?
Sir that is competition sensitive information. Cannot share that.
Thank you Vikram. You are doing fantastic. All the best.

Thank you. The next question is from the line of Aditya Nahar from Alpna Enterprises.
Please go ahead.

Thanks Vikram, hope you are doing well.
| am absolutely okay.

Vikram again congratulations and hope you keep executing as well as you do. My question
was on the Carvaan Musicbar with the subwoofer so just been sort of exploring the option
to buy an assortment discounted by nearly 40% to 45% just wondering is it a logic to it or

there is a strategic move that you have done? Can you just talk about that?
It is a strategic part. This industry functions in this fashion only. You will find all the music
bars in that price category doing a similar kind of discounting. When you are doing a

buildup on the pricing part, you already factor-in this level of discounting on the sticker

price.Aditya Nahar:  The point | was getting to | hope you are breaking even?

Yes. There is no Carvaan unit getting sold at a negative margin. Otherwise, why will we do

it? All our Carvaan branded hardware units are at an operating profit level.

Yes Vikram thank you so much. That is all.

Thank you. The next question is from the line of Sahil from SS Capital. Please go ahead.

Sir one question | have is when we look at your YouTube channel, there are roughly 5000

videos we can find and we own 130,000 songs so like why is it that we only see 5000

videos on YouTube channel?
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I am a little surprised right now as to which channel you are referring to . We have 25

different Saregama channels.

Actually, | added up all of them, if you add up all of them it might be around 20,000 to
30,0007 It is not 130,000, but the main channel is the one you are referring to? The main
channel has Saregama?

I will get back to you on that. Since you are throwing specific numbers by the time
hopefully the call ends we will have that data. But please bear in mind that we only have the
audio rights for a majority of the older content. Pre 1990s, when film music rights used to
be sold, it used to be only the audio rights and not the music video rights. Whatever
YouTube revenue we are making right now is coming on the back of only audio. And we
are one of the largest YouTube revenue makers in the country.

I completely understand, but in this case let us say we only have audio rights for an old
song would we be able to put it up on YouTube at least? We might not have the video, but
can we put up the audio?

Yes, we do put up the audio. Often, we combine 10 songs audio and post it as a single
video. There is also some amount of advertising revenue we can make because the customer

stays on that video for a longer time than usual. | hope you are clear.

Yes | think that helps? | would just say that maybe we should probably consider having the
individual songs? In case someone wants to listen to just that one song they might search
for that song by name and not find it right? They will find the 50 minute video?

Fair enough. | will be surprised if any song owned by Saregama, does not have an
individual video as well. Nevertheless, your point is well taken. Let me ask the team to

have a look at this in case we might have missed something.

Thank you so much. The second question | have is like we know your Carvaan sales and
music streaming revenue for the last year like we can make some rough estimates like how
the streaming revenue has been in these three quarters and it seems to be roughly flat for the
three quarters? It is definitely 20% to 25% higher than last year, but quarter on quarter it
seems roughly flat? My question to you is with these contracts that we have with these OTT
apps are they basically renewed once a year or like we should expect quarter on quarter

growth for the streaming revenue?
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You are making a lot of conclusions based on your assumptions, which | can neither
confirm nor deny. You will be able to see these numbers at the end of the year. We are
going to be declaring both licensing and Carvaan numbers separately as we do every year.
That will answer your question, but whenever you are looking at revenues, please look at it
on an annual basis because our contractual rights are typically one year or two year
contracts. All my contracts are minimum guarantee basis contracts, so we recognize the
minimum guaranteed amount over the contractual period and when the contract is getting
over, that is the time whatever overflows are coming they get recognized. That is the policy
which is a conservative policy from our side we have been following all throughout. That is
why there will be bumps here and there that you will find quarter to quarter. Check the
number at the annual level and I assure you right now we have been growing at 20%.

Thank you so much.

Thank you. The next question is from the line of Vivek Gautam from GS Investment.
Please go ahead.

Yes sure it is a pleasure to go through your concall with such a clarity you have, it is always
we look forward to it and basically just wanted to know what is the progress on the paid
service part? | believe that is a good trigger for revenue for the number of subscriber or still
most of them are still would like to go in for the free route and what is the progress over

there?

That is a pain point for us and me in particular. Unfortunately, it is not in our hands. It is in
the hands of our partners - the streaming platforms of the country. There are nine streaming
platforms in India to whom we have licensed our music. They have to eventually move
towards a paid economy. Even today we are not seeing that much of a push happening
towards creating a paid economy. | was just checking out the global numbers. Globally, the
total number of paid subscribers have now crossed 500 million - 530 million to be precise.
In India, the video streaming services numbers have also started picking up big time during
COVID. | am personally very hopeful. Give it another year or two the market dynamics are
going to ensure that music streaming platforms will move towards the paid economy. You
cannot sustain this business only on advertising. The move towards a paid economy is great

news for both the platforms and the content owner.

This pandemic has it turned out to be a sort of boom for our movie business in the sense

that our competition film business has turned out very nicely that Bhoot Police or whatever
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the movie they had produced so how has been the progress for us in this front any positive

trigger happening due to pandemic as people are sort of confined to home?

It will be wrong to say pandemic was good. | think the pandemic has been bad for anybody
and everybody. But the fact of life is that because of the pandemic more people stayed at
home. When they were staying at home, they consumed more content both on the music
side and entertainment side and the impact of which is evident. The streaming numbers
have gone up. YouTube numbers have gone up both for music as well as video content. The
other change that happened is with the people in their 50s, 60s and 70s who were very
apprehensive about adopting newer technologies to consume music. These are the people
who may be living in a Jabalpur or Ujjain and whose first reaction was my son or daughter
will come out and put some music on my phone and | will listen only to that. They were not
playing around with the streaming applications. When they were locked during COVID at
their homes with their kids and grandkids, they got exposed to these apps and now they
have started using the apps. Now, when a 60-year-old uses the app, he does not listen to the
newer content. He or she ends up listening to Kishore Kumar and Mohammed Rafi. So to
that extent we had a big advantage coming in the space of music. On the film side, the bad
news was that there were a lot of delays in terms of shoots. But the good news was that we
being just a four year old company in the films and series space have already made 17 films
that have been licensed out in the last four years to various digital platforms. The film
business has already become a profitable business without depending too heavily on what
happens in theatre because our business is more a platform dependent business than a
theatre dependent one. | am very bullish as we people go ahead right now in the films and

series business without taking risks on big Bollywood films.

This Pani, Pani was a big hit for us thanks to Badshah and other people. Any other step we
are taking for the single song by large brand singers like probably Badshah or Pawan Singh
in Bhojpuri or we are going in for sort of on our own and trying to nurture the new talent

and that has turned out to be quite a good hit?

At this moment as | talk to you we are betting and working with the top talent and not
nurturing our own. We are not trying to make anybody big. We are just going out there with
the biggest names and working with them. First, we are investing in film music in a huge
fashion. So Karan Johar’s next movie is Rocky Rani Ki Prem Kahani which is with us,
Sanjay Leela Bhansali’s next movie Gangubai is with us, his next to next film Baiju Bawra
is also sitting with us, Ranveer Singh’s next movie with South India’s top director called
Shankar is with us, Ishan Khattar’s next movie is with us and Vicky Kaushal’s next movie

is with us. So we are investing a lot on film music content in Hindi and also in Telugu,
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Malayalam and Tamil. On the non film side we are working with all the A category artistes.
As we go forward, we are very keen to start the artist management business also within
Saregama whereby we can identify young talent, nurture them, and then the talent works for
a limited period exclusively with us. That is a business we are looking at. Right now music
is being done with all the A category stars in the market. Paani Paani is the most visible
because it is the number one song. You can only have one song as a number one song. But
if we start looking at the top songs of the year, we have multiple songs in that list.

Any acquisition plans Sir in the offering?

One of the reasons why we people have raised funds also was to constantly look at strategic
acquisitions whether of catalogue or of companies in the space of music or related to music.
The moment something is ready we will let you know.

Thank you Sir. Keep up the good work.

Thank you. The next question is from the line of Saket Mehrotra from Tusk Investments.
Please go ahead.

Thanks Vikram. Great set of numbers. Just two questions. I think this year like this is more
of an observation, | just noticed that you guys were really up there on the whole Instagram
game with respect to let us say recreating Koi Sehri Babu and then also getting those two
stars on the video so like in continuation to this do you also see other platforms becoming

serious contenders on this trend?

When you say other platforms becoming serious you mean, | am not clear about your

question.

So while | understand obviously | use Instagram so that is how | get to know it | am
guessing like are the other platforms also almost at par when it comes to the usage of our

catalogue or they are also strategically important?

They are right now. We have licensed our content not just to Instagram, but to Josh, Moj,
Sharechat, Triller and now Chingari. These are relatively newer platforms compared to
Instagram, but they are moving very, very fast. Some of these platforms have got a huge
pull on the regional language side and may not be big in Hindi and English. Without taking
names one of them is very big on Bhojpuri, one is very big in Gujarati and in South Indian

languages. There are dedicated teams within the system for each of the platforms.

Page 10 of 25



ey E—

Saket Mehrotra:

Vikram Mehra:

Saket Mehrotra:

Vikram Mehra:

Saket Mehrotra:

Moderator:

Swechha Jain:

Vikram Mehra:

Saregama India Limited
January 20, 2022

Got it and Vikram another question just in continuation to what Sahil was mentioning
earlier so like for example | own the physical compact disc of Cassini’s Division which
was earlier with HMV and now with Saregama, but for some reason | was not able to find it
on Spotify so is there any way let us say we can reach out to someone in your team to help

us get may be a digital format of those form?

Not there on Spotify will be shocking for me if that happens. Please immediately write to
us. On YouTube there is still a chance because some of the audio, which is very, very old
and there is no video connecting to it we may not have created a slate based video for that
song. On Spotify or Gaana or Saavn of the world the entire catalog is put up, so if you note
anything, I think you are connected to Deepak right.

I had tweeted this out so | will again probably write an email to Deepak?

It will be a great help to us if there is something which is missing and nobody in my system
has noticed it then anyway, | am going to pull up my own system too. Every song has to be
there.

Thanks a lot Vikram. That is it from my side.

Thank you. The next question is from the line of Swechha Jain from ANS Wealth. Please

go ahead.

Thanks for giving this opportunity. Sir | just wanted to understand some kind of unit
economics about having paid subscribers versus the ad-based model, what kind of EBITDA
margins or per unit realization typically we get paid in these two models if you could just

help me understand that?

I will help you on a very broad level here. On the free side typically we get paid 10 paisa
per stream so every time you hear a Lag Ja Gale on any of these apps, on an average we get
paid 10 paisa. Now let us look at the paid model. Once again typically our deal on all the
paid subscription is that whatever platform gets we get 50% of that. This 50% is treated as
content pool, which will be distributed across all the songs heard by that subscriber during
the month. Suppose you are a Gaana or JioSaavn subscriber and they make Rs.100 from
you, then on an average the content pool will become Rs.50. If you are a very heavy user of
the app and suppose you hear 100 songs in a month that means every song stream is now
worth Rs.50 paisa. Now assume you did not come in at Rs.100, but at a discounted pack so

even if you come at Rs.50 then also you are talking of 25 paisa per stream compared to a 10
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paisa of free so the upside potential is massive the moment you start moving to a paid

economy.
What I understand is 50% is what we make right?

So whatever platform makes from the customer, it earmarks 50% of that amount under
content pool. Basis whatever number of songs the customer is hearing, if all of them happen
to be Saregama songs then the entire money will come across to me.

Understood. If I am spending the entire Rs.50 bucks on only listening to Saregama songs on
that platform we get the entire Rs.50 bucks, right?

Yes.
Understood. Thank you so much.

Thank you. The next question is from the line of Arpit Shah from Stallion Asset

Management. Please go ahead.

I just wanted to understand what will be our capital allocations after we have raised the QIP
money, where are we looking to use the cash and the growth that you have been targeting

for the next three years 25% to 30%, that is all organic or it includes inorganic part?

So the entire fund raise of INR 750 crores that has happened is purely for the music
business. Those funds are not going to be used for our films or our Carvaan business. The
other businesses are well capitalized and they will be able to manage to run on their own.
So this is dedicated only for music business and our projection of 25% to 30% revenue
growth that we are giving is a combination of both organic new content purchase as well as

some inorganic purchases.
In organic you mean the music label, right?

Yes, it may be a music label and it may be in allied business that you are talking about like
artist management and anything which is in the space of music. We are not going to go

outside the world of music as far as this capital allocation is concerned.

Just wanted to understand on the Carvaan part, we are currently not investing any marketing

money for that, so the sound bar that we have launched like what are the intentions there
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and what are we trying to do with the sound bar because we are not trying to invest on

Carvaan or anything?

The sound bar as a product was ready before COVID hit us. We put it on hold when the
pandemic hit us. After a point we realised that there was no point holding that much stock
and wait for markets to recover. So we waited for some time and then finally decided that
we will launch it without any marketing support. It is not that we have a large supply. The
inventory of Carvaan is very, very lean at this moment. We are not sitting on large supplies
and whatever we had right now is just moving on its own in the market.

Just wanted to know you mentioned about talent management like what are you trying to do

with talent management?
Sorry in what.
In talent management? You just mentioned something about talent management?

This is the artist management part. Our intent is that we identify younger talent in multiple
languages and nurture this talent by giving them breaks in big music videos that are done by
Saregama. Make that talent big and then monetize on that talent so that every time the talent
goes away for singing in a shaadi or a corporate function or does an Instagram post or does
a ribbon cutting, we get a commission out of it. This vertical will help us in two ways. One
is to defend our core business of music so that we always have artistes who are working
with us and second it can create an altogether new revenue stream for us as we people go
forward. Remember we people anyway will be needing a lot of talent to launch non-film

music videos on a regular basis. So why not sign up that talent on the roster of Saregama.
Got it. Thanks. Thank you Sir.

Thank you. The next question is from the line of Nitin Sharma from Moneycontrol

Research. Please go ahead.

Thanks for letting me in. | have a quick question. Just wanted to understand what is the
typical investment in the web series? What kind of target returns that are in mind that we

need to make? Further what is typical time line to recover that investment?

I will give a broad answer to this. The web series budget varies a lot depending on which

platform is it going to and how big an actor you are getting into that web series. But our
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model of web series is very clear. We started spending money on a web series only after
securing a licensing deal. We do not make the series and then go and try to license it with
our platform. We pre-licence it and only then start spending money. In that sense the risk is
close to zero unless there is a cost overrun on our side, which has not happened till date in
any project of Saregama. Once the web series is going to be released the entire cost of the
series is going to be charged off during that year itself. We do not capitalize anything on a
web series or films. The moment we get the first digital revenue we write off the entire cost.
After writing off the entire cost, we are looking at a 15% to 20% margin while the IP stays

with us for long term monetization ability.

Sir just one more question if | can squeeze in? Where do you see your topline growth in the
next 12 months and what is the potential margin expansion if you can talk about it?

I will answer in two ways. | am not going to give you a number on the overall growth
because on Carvaan we are following a very cautious approach and hence cannot project.
On music licensing and the films business we are looking at 25% to 30% growth in the next
year. As far as margins are concerned our guidance is that our operating income before
content cost interest and depreciation that number should be hovering between 32% to 33%.

Thanks Sir.

Thank you. The next question is from the line of Anika Mittal from Anvil Research. Please
go ahead.

Once again thanks for these numbers. It is making us more and more exciting and looking
at Saregama as one of the best investment opportunities for long term perspectives so
thanks for that Vikram. | am just taking a step back and then thinking like when you think
about this regional music right? Basically, | am from South so there is one niche area,
which is on carnatic music right where there are multiple artists and there is a huge demand
on Southern side on this carnatic music are we trying to do anything on those areas as well
Vikram?

I will be upfront with you. We did a lot of investments on the Carnatic and the Hindustani
side till I think 2018. Unfortunately, the returns on those investments are not that high. We
people try to monetize it through YouTube, through streaming applications, and having
some dedicated Carvaan variants that we own. We have not been able to get large returns. It
does not mean that we will stop investing, but it is not an area, which is taking the most

aggressive investments from our side any longer.
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Great. Thanks Vikram and anything specifically on regional stuff that you are looking in

terms of acquisition? | think we spoke about it during this call on December?

On new regional content we are very aggressive so in Malayalam we have picked up Kurup,
which was Dulquer Salmaan movie. The music was with us. We have a Prithviraj Sukumar
movie coming in. We have a Tovino Thomas movie coming in. The music is all sitting out
there with us. Of the two series that | spoke about, one of them is a Malayalam series that
we are licensing to a digital platform, and which has got the biggest stars from Malayalam
featuring in it. In Telugu, we just released a Nani film. We have got a Mahesh Babu film,
which is coming up. In Tamil we have just announced that we will be picking up the music
of a Surya film, Dhanush film, and three or four Prabhu Deva films. In the Punjabi space we
have picked up music of Ammy Virk and Amrinder films. You are going to find us getting
very, very active on the regional side. For each of the languages there are dedicated setups
within the company which look after content acquisition, marketing and monetization and
these are all managed by language experts.

One final question Vikram. On this tie up with OEMs any new automobile that is coming
on road so you said that you are actively working on those lines as well so is there any
update that you want to say?

As | said last time, we have had this dialogue multiple times with the car manufacturers.
Right now getting a car itself is the difficult part with a seven/eight month waiting period.
So we have gone slow on that dialogue and nothing has materialized till now for various
reasons. Either it is financially not making sense or the amount of changes they want from
our side is not making sense so it is an ongoing thing. | have nothing new to share on that

front.
That is it from my side. Thanks Vikram.

Thank you. The next question is from the line of Aman Vij from Astute Investment

Management. Please go ahead.

Good evening Sir. My first question is on the volume and pricing growth. When we talk
about 11% industry growth and we are targeting 25% to 30% overall revenue growth in
music streaming, so if you can roughly give what kind of volume and pricing growth are we

seeing in the industry as well as for us?
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This is all revenue. This is not a hardware unit. At the end of the day some of the revenue
cannot be linked directly to the number of streams or the number of YouTube views so you

have to take this as revenue growth in music business alone. Carvaan is not a part of this.
No | am not taking about Carvaan? Say for example every year industry is growing at 11%?
Revenue.

Yes revenue, but revenue will always have two parts. One is the overall pricing growth that
the people are seeing? For example if earlier because of our inventory we were getting
Rs.0.9 paisa per stream? Now we are getting Rs.0.10 paisa per stream so this is always this
pricing growth also which we would be seeing every year or every second year?

Fair enough. Let me try and answer your question. We always have been able to manage
approx. 10 paisa pricing. We are one of those few labels who maintain that pricing from the
word go. We are seeing growth that will come out of more consumption happening rather
than per stream rate moving up or down. This growth is going to come in because more
people in India are jumping onto the digital bandwagon and get their smartphone. After
they consume some of the other apps they end up joining and downloading the music
streaming apps. So, the new customer coming in and that customer who has the app is now
listening to more songs. | will share with you my favorite stories that always happen is
when | was younger and we people used to have free time, | remember going out waiting
for meetings and | used to sit at the reception either reading a newspaper or daydreaming.
Now nobody daydreams. Anybody who is free for two minutes also, just picks up the phone
and starts doing something. The amount of time we people are spending on a mobile phone
is going through the roof and it will further go up. We may say it is good or bad, it does not
matter. That is the reality of our culture. We all our stuck to our phones. While you are
travelling to the office and going home and if | am stuck for even five minutes my phone
comes out. That means that much more consumption is going to be happening so more
people jumping on the bandwagon and they are spending more time on this device called
mobile phone, which means great news for us. Either they will listen to a song and we get
paid. Or they will watch some videos from where our song may be getting used. Somebody
is using our song in the background then also we get paid or they will be watching an ad
where our song is coming and then we get paid or they will be watching a series on Netflix
which may be our series and then we get paid or it may be somebody else’s series, but our

song is running in the background we get paid.
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Sir broadly when we say we are present on all the nine streaming apps and all those things
so irrespective of how much of our content is there on the app or may be irrespective of the
size of the streaming company broadly | am not talking about exact numbers then that
Rs.0.10 paisa per stream remains intact? It is not sometimes it will be Rs.0.15 and

sometimes it will be Rs.0.07 and the average is Rs.0.10?

| can’t be that specific. But the rates remain fixed during the period of a contract if that is

your question.

But say two year revision of contract then there should be a pricing escalation if I am not
mistaken?

I will leave it right now to the commercial negotiations. At this juncture, we believe that the
Rs.0.10 paisa price is the price that is going to hold for us.

Sure Sir. My second question is on the OTT streams and YouTube streams numbers so
YouTube streams number has grown quite well for us from a billion per quarter stream if |
go back say eight quarters back to now 3 billion we are crossing 3.3 billion, same for OTT
stream if you can give a number because the last number we have is for say it is like one
year back number when the streaming number was 1.7 billion roughly so has that number
also grown like YouTube streams or the growth is much lower as compared to growth in
YouTube?

Firstly, let me correct, on YouTube from this quarter onwards we are giving a count of all
streams not just the streams coming on our channel but also streams that are coming from
user generated content where our song is getting used and Saregama gets paid for it and that
is 32 billion per quarter and not 3 billion. If you see our latest presentation which has been
uploaded because the data you are referring to is only our own channel not including
everything in which we get paid. YouTube growth in the country has been phenomenal
because this is one of the first apps people go out there and download. Streaming numbers
also have grown in a very, very significant fashion. In fact | will just quote industry level
numbers here not connected to the Saregama. The understanding is that the streaming may

be growing in terms of numbers may be growing at 30% to 40% year on year.
So we are seeing growth on both sides YouTube stream as well as our OTT streams?

Yes, otherwise industry would not have grown. These are the only two triggers that are

growing the industry today.
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Sure Sir and so this 32 billion numbers we used to give earlier YouTube streaming and
OTT streaming which was like 2 billion to 3 billion number each if you can give a rough

breakup of the broader segments?

The OTT numbers were going out and was creating some amount of issues with the
platforms also. Further, it was hurting our competitive part and that is the reason. It was
getting used in every commercial negotiations and then we decided we will not publish that.
But I can assure you it is growing in a very healthy fashion otherwise | will not be able to
write a 20% increase in revenue year on year. On YouTube from this quarter onwards we
have taken a call that we will give the full number rather than giving only channel number
so whether it is my channel or it is user generated content or if the user generated content is
using an IP which belongs to me and Saregama is the party that will get the commercial
benefit out of it. We include all of this.

Sure Sir. The final question is on the Yoodlee films part? Sir we have talked about our
vision three to four years back, it seems to be doing well? We have done like 17 odd films
in the last three to four years, but when do we see the next level of scaling of like doing 10
films a year or 15 films a year that level of scaling so that we can we be at Rs.100 Crores
numbers which we have talked about?

It is clear right now. So let us talk about Rs.100 Crores number. Let us not talk about
number of films we will do to get that. What happens when you do a series one series at
time will be given into four or five films. The numbers that you are talking about right now
is a number which is there in the close vicinity. It is not a bizarre number that you are

throwing at me. A couple of years we should be able to go back and reach that number.
Thank you.

Thank you. The next question is from the line of Suhrid Deorah from Paladin Capital.

Please go ahead.

Good afternoon. Thank you for taking my question. |1 am sorry | am a little bit new to the
business so | just wanted a clarification on a couple of points, which you talked about? One
is you mentioned that the contract we renew on an annual basis the music contracts? Is there
a particular quarter in which these take place and could you explain the overflow concept

that you mentioned earlier?
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Let me explain the overflow concept first to you. Suppose | have a deal with a platform X
whereby the broad contours of the deal are that every time my song is heard by a free
customer | get paid Rs.0.10 paisa and if it is a paid customer say 50% of the money that the
customer is paying is going to be to my content pool and we get a share of that 50% basis
the number of Saregama songs heard. Now all these are variable ways in which we make
money. We protect ourselves by commanding a minimum guarantee to protect us from any
potential downside that may happen in the future. If the actuals are higher, we end up
getting an overflow. It is very basic concept of MG overflow happening here. In terms of
which quarter, it depends. It depends on deal by deal by deal actually that which deal
because every time we people are getting an overflow, we are ensuring that the next deal
gets the minimum guarantee goes up by that much amount so then the growth has to be
even bigger right now for an overflow to come in so it varies a lot for us on the overflow
concept.

When you are so confident about the growth being 20% and higher and you mentioned that
the pricing you expect will remain at Rs.0.10 paise for the free stream months so the growth
ultimately will only come from more streams per song going forward and that is what you
are forecasting is going to reach 20%?

Actually two parts right now why | am sounding confident about 20% growth . Earlier we
used to give a guidance of 20%. Now we are saying 25% to 30% instead is because earlier
numbers were primarily projected on the fact that the industry was also growing and more
people were coming in and since we were able to monetize our content better than many of
the smaller labels hence we were getting a larger proportion of that revenue the company
was making from the customer. But the bigger change, which has now happened is that
with the funds that we people have raised we are now in a position that we can invest
aggressively in new content. Primarily, this is a country of younger people. You will find
more 20-year-olds and 25-year-olds right now using this digital apps compared to the
middle aged and older people. The younger people right now obviously want to hear the
latest music much more than music which is 20 years old. We did not have a big play in that
space. As we are going ahead our play is going to become more and more significant which
is a market share fight, and we believe we will be able grab enough amount of share from
all our competitors. It is already showing in our numbers that we are grabbing share now
from our competitors. This gives us the confidence that we will be able to grow the revenue
at 25% to 30% while the industry is not going to change. The industry will remain at 11%.
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That is very clear so you will be taking share in terms of the content is more relevant to the
younger audiences and the number of streams and | guess over a period of time, which may

be a longer period of time the mix will change from free to paid?

That is a altogether free to play which I never factored in any of our projections. The jury is
still out on whether it may happen or not happen. | am very bullish on it and | confess this
in every meeting, |1 am very bullish on it. There are a lot of people in the industry who are
not. | believe there is no way but to go to a paid side, but time will tell. Our projections of
25% to 30% growth and revenue are not based on going paid. This is assuming industry

remains the way it is.

The revenues could show up in a lumpy fashion as you mentioned when the overflows take
place and that could show up in a particular quarter?

If you are looking at it right now my request will be please check us on an annual basis. It is
easier that way. It is not that you will ever have it that in one quarter music is growing by
5% and in the other quarter it is growing by 40%. It is not going to happen, but a few
aberrations keep on happening. On a rolling 12-month basis right now we are committing to
25% to 30% growth.

Thanks and one very basic question? | know you mentioned that it has been hard to
monetize physical performances, but how does any company including yourself how do you

monetize private events?
Private events?

Yes somebody is playing your song at a wedding for example or some private location? Do

you make money on that?

Yes we do. Let us keep wedding out for the moment here. You are having your 50%
birthday, you are having your kid’s birthday, 25" marriage anniversary - for all those events
we end up monetizing. So, what we have done rather than each of these companies doing it
themselves all the music labels have come together and created a society called PPL whose
mandate is to go out there, work with various hotels, work with various event organizers
and ensure right now that every time they are doing an event they end up clearing the

license first. They collect the money and that money gets distributed across to all of us.

Got it. Thank you. Thanks very much.
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Thank you. The next question is from the line of Dipen Sheth from Buoyant Capital. Please
go ahead.

I have two questions. One is more of maintenance or bookkeeping question and the other
one which is a little more strategic so the first one is you recently raised money and
naturally you are running a heavy treasury as we speak so what is the internal decision that

has been taken on deploying this money where it is parked?

We people are following an extremely conservative approach out there to ensure that the
capital is well protected. It is a combination of fixed deposits and debt funds.

That is it? You are not carrying any equity on your books at all?

Not through this. We have some of our group investments that are sitting out here, but they
have been there from legacy reasons. But the funds that we have deployed is Rs.750 Crores
that we have collected, and we have parked them in these two places only.

So | can naturally look this up from your annual report but what is the legacy holding that
you have or exposure to your group companies?

I will share that with you. We have a share of CESC and Philips Carbon Black.
We will figure that out so that is mostly legacy right?
It is not a question of which. It is very, very old.

In your stated financials the other comprehensive income bit relates to the debt fund

exposure the adjustments on the debt fund exposures and nothing else?
Can you come again; | will ask my colleague to answer this.

So, you have another comprehensive income line which changes, and it is pretty significant
in material every quarter for the last two to three quarters, so | am assuming that it is mostly
got to do with your debt fund exposures and nothing else.

These are basically related to the investments in group companies.

Okay, so we will have to fish that out. Okay, I will figure that out. So, you are basically

marking them up and down with the market.
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Yes, these are mark to market.
And these are equity exposures?
Yes.

Do you have on top-of-mind number on what this equity exposure would be as of 31
December. So if you can throw a number there and in the meanwhile | will ask my strategic

question if Vikram will permit me.
This is 136 Crores.

It is 136 Crores, so it is not too scary. In any case, these are good solid companies, would be
Philips Carbon and CESC right, most.

These are CESC and RPSG ventures.

Now the strategic bit sir, if | may ask, so you are sitting on cash which is a great thing to be
in a market where a whole lot of new content is getting created, how do | know that you
would not overpay for it in some of the minimum guarantees that you give out, what is the

early evidence here or what is the rule book here, what is your right to win here?

The rule book out here is the structure in which we people work. All the content that is
picked up during our financial year, we have committed to the board that the payback
period of that has to be five years, it cannot be longer than five years. It has taken us four
years to convince our own board from 2017 till 2021 by proving them year after year after
year by doing smaller investments in new content and showing them that we have a
performance track record that is better than five years and we are sticking to our promise.
Based on that only we finally got a go ahead from the board to go and make larger
investments. So both these things are going to go hand in hand. We need to invest in newer
content to manage our topline growth. But while we are doing it, we are sticking to a
payback period of five years and OIBCID number right now of 32% to 33%.

So, again it is like you are like an investment manager? That you are taking a call on and
hoping that something will payback for itself in less than five years and like any manager

you can go right, and you can go wrong?

That is fair enough, it is the way you are doing your homework before you make an

investment. There are couple of fashions right now, we have done the same part on the
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world of music, so there is a lot of data mining and predictive modeling. To share with you
every song which is there in India is part of our system and we track basis of which we get a
lot of data and we have hired a top data scientist within our system. These are the guys who
used to run the entire data analytics for me at Tata Sky. That team is sitting in here and they
are the guys who are mining these data and building predictable models which if you are
film producer and come to me and say this is my movie and this is the songs and things like
lyricist, composer, actor and choreographer- our model based on the last three years of
performances of these artists is able to throw a good understanding about what is the

probability of success.

And having said that showbiz is a lot like stock markets, you will never know what will

work and what will bounce?

I do not know if | can agree with that completely. This is a little bit more scientific. Second,
this is then combined with the listening session of the song done only by people under the
age of 30 in my company. Anybody over the age of 30 is not allowed to decide which song
to pickup or not including me. It is under 30 kids who listen to the music and then the
qualitative feedback that comes out, whether the song is going to work or song is not going
to work. So you are working on the immediate past track record of all the artists who are
involved in it on a mathematical basis combining it with the listening test that is happening

here and then you book it. But is it risk free, | am sure nothing is risk free.

No this is very inspiring, that list bit which you said about people under 30 that is a great
thing you are doing. Great and all the best.

I do not think just because | am the managing director of the company, | may have the
greatest ear for music. | know in and out of our business, but at the age of 50 if | say | know
what a 21-year-old wants, | am sure my son is the first one who will go back and say that
dad has gone bananas. It is reality. Younger people’s music should be tested and checked
by younger people, not by us.

I think that is a fabulous thing for you to say. Thanks very much. This is very inspiring.
Thank you. The next question is from the line of Sahil from SS Capital. Please go ahead.
I had just a couple of more questions. One thing is if at all possible, could you start sharing

some qualitative numbers on like how much of our revenue comes from subscriptions and

how much of it comes from the free or the ad paying customers, even if not in a quarterly
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basis, annual basis, that would be really helpful in tracking how that piece is playing out.
We know concretely are people shifting and how that is reflecting in our financials? So, it is

more of a suggestion if you can share it may be once a year also it would be wonderful.

That will be difficult. But what | can tell you is on the music streaming side there is no
comparison, it is only and only advertisement today. There is very little subscription going
in. On a separate chat later | can tell you my views as to why subscription is not picking up

and | do not think it has got much to do with the customer.

So essentially just to understand better if at all you might be able to share like why is it
difficult to share with us in terms of the breakup?

Subscription and advertisement breakup we will not be in a position to share as this is
sensitive information and we do not want to go out there and give that out. Every label has a
different kind of a deal going on, so we do not want to put all that information in the public
domain. But whenever we believe that subscription income is becoming even slightly
significant, we will come back to you and share the good news with you guys.

That is all, thank you.

Thank you. Ladies and gentlemen, that was the last question for today. | would now like to
hand the conference back to the management for closing comments.

Thank you everyone. This is one long call. I am happy right now with the amount of
interest that all of you guys are showing in our company. | will just repeat our guidance. We
believe that the music business as we people go over the next three to five years should be
growing between 25% to 30% y-0-y. The films and series business, we believe that business
should also start to grow between 20% to 25% y-o0-y. That is an increase compared to what
we used to say earlier. We are seeing the foundation becoming even stronger in that
business. On the profitability, our guidance remains that operating income before content
interest and depreciation should remain in the range of 32% to 33% of the revenue from
operations as we go ahead. Our big focus is going to be new music content investments. As
market starts opening up and movies start getting released, you will see much more of
Saregama coming from all sides. So, while we people keep on striving to grow our revenue
between 25% to 30%, we have an eye always and always on the profitability of the
company. Hopefully, with your help and blessings, the company grows stronger from here.
Thank you.
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Moderator: Thank you. On behalf of ICICI Securities Limited this concludes this conference. Thank
you all for joining. You may now disconnect your lines.
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