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Moderator:

Ladies and gentlemen, good day and welcome to the Saregama India Limited Q1 FY2020
Earnings Conference Call, hosted by Anand Rathi Shares and Stock Brokers 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, please signal an operator by pressing “*” then “0” on your touchtone phone.
Please note that this conference is being recorded. I now hand the conference over to Mr.
Shobit Singhal from Anand Rathi. Thank you and over to you Sir!

Shobit Singhal:

Thank you Robert. Good morning to all of you. Welcome to the Q1 FY2020 earnings
conference call of Saregama India Limited. From the management side, we have today Mr.
Vikram Mehra, Managing Director, Mr. Vineet Garg, CFO and Mr. B.L Chandak, the
Executive Director. Now I would like to handover the floor first to Mr. Vikram Mehra for his
opening remarks post that we can start with the Q&A session. Over to you Sir!

Vikram Mehra:

Good morning everyone. I will say this financial year for us is a year where we people want
to change the mould. If we want to take this company to the next scale, we decided some
major radical things need to happen and especially on the Carvaan front and those changes
have started happening from this quarter and I will tell you about those things in much more
details as I take you through.
Our overall revenue grew on a year-on-year basis by 9% in this quarter. We have touched
income from operations at 171 Crores in this quarter. The key part, the bedrock of our
business, which is licensing income that grew by 16%. While I am saying 16%, we still
maintain our stand that on a year-on-year basis, we will be able to grow this income by
something 25% odd plus/minus 2. Let me try to explain 16 versus 25. Overall, in this business,
seasonality plays a much bigger role and we see every time that festival contributes. First
quarter is the quarter where licensing income does not increase to that high, but the big
increases start happening from Q3 and Q4 onwards.
Also a big chunk of our income come from societies and that money get disbursed typically
in third or the fourth quarter and our accounting policies on money that comes from societies
is very clear, we recognize it only when we receive the income and on an accrual basis. The
big contributor for our growth, the licensing income continues to be the new content that we
are acquiring. We did acquire movies like Total Dhamaal and Ek Ladki Ko Dekha Aisa Laga
and India's Most Wanted and some of the other acquisitions we are making 102 Not Out.
Overall if you see from a 2017-2018, when we have done huge investment.
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We spent around 5.5 Crores in financial year 2017-2018 and in 2018-2019 we have taken that
money up to 32 Crores. This is a big step on the licensing side whereas the company will
recognize the fact that we cannot continue making money only on the basis of the older
content to make this company ready for 2025-2030-2040 we need to constantly now invest
in new film music content so that 20-30 years down the line, this company still remains
equally relevant. I am happy to see that we are moving in the right direction. Despite all those
investments that we are making, we are showing a pretty healthy profitability growth on the
licensing side.
Now let us talk more about the product on which large investments are happening, which is
Carvaan. On Carvaan, we identified at the end of the last year, there are three big issues that
we were facing. Carvaan as many of you guys will recollect had started as a product where
there was some amount of doubts in the minds of lot of people whether it will be a long-term
sustainable game or not, we have been able to prove for two years’ quarter and quarter, there
is a steady number that is coming for Carvaan and there is a large market sitting in out there.
Now, we have decided if that large market has to be tapped faster than the rate at which we
are growing, three barriers need to be resolved immediately. One, Carvaan was becoming a
completely top 10 town phenomenon only, majority of our sale actually was coming from
only the top 10 towns, which was directly correlated to advertising, we were doing only
digital based advertising, we were not going mainstream, we were using social media to
promote, which helped a lot in terms of maintaining profitability, but was not allowing us to
expand beyond these top 10 towns.
Second, Carvaan is becoming more of a Diwali and Christmas gifting phenomena and not
going beyond that. We wanted to go back and break that part too, so that all around the year
there should be reason given to people to go back and gift Carvaan to their loved ones. Third
issue that we identified in the Carvaan that it was becoming a product only for the older
people and we said something needs to be done to widen the appeal people in their 30s and
40s and 50s also. It should not just be a 50 plus product going at any particular time.
So keeping these three things in mind, we made some big moves here, one in this quarter
onward as we had announced in the last quarter call itself, we have up’d the marketing
investments needed to create awareness, which goes beyond the top 10 towns. This is to create
the pull and to start building sales infrastructure. Please understand company like Saregama
have no retail presence as such, we do not offices around, we do not have people out there,
we were B2B Company.
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In order to move it to the next level you need your sales people in various big districts of the
country, we cannot go back and manage the volumes we are looking at with having only 1
person handling the entire state. So manpower investments have been happening, marketing
investments have been happening in this quarter. The great news out of that which give me a
lot of comfort that the contribution of the outside top 10 towns has gone up from 36% to 43%,
which is very clearly telling us that if we make that upfront investment in creating awareness
in the smaller towns, there is a large enough market ready to be tapped for Carvaan product.
The second big thing on the Carvaan side was a launch of two new products. The task of these
products is to widen the appeal. Now, Carvaan Go was launched so that we can talk to a 40year-old person, who does not have too much time to listen to Carvaan at his home, he wanted
to carry his music along with him, hence this product has been put out, as with every other
product of ours, we have done it with Carvaan, we did it with Mini, same thing we are doing
it with Go. The first few months we take it slow so that we keep on getting feedback on the
product, on Go, we have already got the feedback, we are making further modifications in
the product.
We are very confident that Go will also have a large number as we get into the festival season,
more importantly widening the base of Carvaan. When we launched this product called
Carvaan 2.0, it is a very important product in the milestone of Carvaan range because it is
suddenly widening the appeal of the product from older people who are listening to music to
younger people who may be listening on their Carvaan now Wi-Fi based content, which can
be updated on a daily basis connected to health, jobs, careers, astrology, story, so we are
widening. Suddenly a 32-year-old also had no issues turning into Carvaan and listening to
content of his or her choice. It also gives us an option to allow third party to stream their
content on to Carvaan provided with a payable fee.
There are already brands that are talking to us and saying they want to take a station on the
Carvaan 2.0, which means as the population of Carvaan 2.0 starts growing up, there may be
an additional source of revenue that may start coming in. So Carvaan 2.0 does multiple things,
product to platform. Additional sources of revenue may be hopeful in future and widens the
appeal to every member of the family rather than being limited only to the older people
listening to retro music.
On the Carvaan side, we are maintaining the gross margins at 25%. We had mentioned this
earlier that increasing anything beyond this will be a difficult task. So the gross margins are
fully maintained, there is no hit that we are taking out there. As far as the profitability of the
company is concerned, this quarter there is not much pressure, it’s a temporary phasing where
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the marketing investments have been done more upfront, this investment will help us as we
get into the festival season.
Television is the area we still have some concern going on. The ratings of our programs are
doing very, very well, which is good news. We had launched a new program of Roja in Tamil,
it has already been taken even in Telugu and Kannada language. Performance wise and rating
wise it is doing very, very well. The advertising market is still very, very tight. We have not
been able to sell all the inventory that we create, so still there is a pressure on the television
business. Though it is a small part of the company. We are hopeful that festival season is in
front of us and TV business will also start throwing money in the days to come. What I can
assure you is that we are maintaining it, almost the status quo, which is going on in the
television. Television is taking no more investments from our side.
On the film side, because there was a World Cup and IPL, it was a conscious call taken by us
to not to do anything major on the film side in this quarter. The only film that went out in
Netflix in this quarter, which was Hamid, incidentally Hamid also ended winning two
National Awards this year. It is making the reputation of Saregama as a quality content player
stronger and stronger, which will help us in future in our commercial negotiating power.
We also have some films getting ready for Hotstar. In the quarters to come you will be seeing
us releasing films on Hotstar too.
Overall, on the business side, what I would like to maintain is that we are on the right track.
There is a quarterly saving, which is happening despite marketing expenses on Carvaan.
However, we will be seeing the results of our investments in the days to come. Licensing and
films business are on a very solid ground.
There is another thing which I would like to add, there has been a lot of investors feedback,
which had been coming over the Couple of years, saying that we need to move the stock
appreciation rights to ESOP because of the simple reason that SAR has to be mark to market
and it has to be taken on a quarterly basis in our books. We have planned to move all the
stocks to ESOP over the period of next three years. That is all from my side.
Moderator:

Thank you very much. We will now begin the question and answer session. The first question
is from the line of G Vijay from GS Investments. Please go ahead.

G Vijay:

Good morning and I have raised this query earlier also, does Saregama has any plans of
monetizing its land bank, shares, open magazine, which we are throwing the good money bad
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and nothing is coming out of it and it leaves a very poor impression about the corporate
governance structure of the company, public shareholders have been taken for a ride and all
this investments, which is not making any return is absolutely destroying the company value?
Vikram Mehra:

Sir, all I can say, land is taking no investment, it is a very, very old land, which is laying out
there with Saregama.

G Vijay:

But evaluation was done for the land?

Vikram Mehra:

That was done around 5 years’ back

G Vijay:

No, FY2019 by 12 Crores, what was the need for it?

Vikram Mehra:

Sir, there were regulatory hurdles, we have to end the plan. We need to find a way to use that
land. You will be hearing something in the days to come on the land side. As far as the shares
of other group companies is concerned, they are there and we get a dividend income, there is
no fresh investment going, that is the way the structuring of all group company. Open
magazine has been there with Saregama from day one. At the time when Open Magazine was
conceptualized, it was believed that it will make a lot of synergy because all the media
companies were together at this juncture. Open loses are not going up and there will be
management change to find ways to control the loses even more.

G Vijay:

Sir, the type of movies for which we are getting the music rights does not provide much
confidence to be honest, India’s Most Wanted, Yamla Pagla, these movies come and go and
somehow, I believe, I am not very sure about the profitability from these companies’ music
rights actually?

Vikram Mehra:

If you see, last year numbers have been able to increase the revenue from licensing income
to the extent we have, these movies played a very big role there. Please understand, I will
give you example of some movie, Babumoshai Bandookbaaz, it is a Nawazuddin Siddiqui
movie, general perception will be what will this movie do in terms of music, it is one of our
most profitable movie that we acquired till now. Typically, what happens, music does not
necessarily move in the same space how big a commercial hit the movie is. Sometimes music
takes off in a very big fashion. If we have been able to increase our revenues to a great extent,
it is actually these movies. There is no other magic we have on our hand, it is these movies
that are coming, which are improving our negotiating power. Also for us these were the
stepping stone, the movies that you are talking about were relatively cheaper movie, we have
not done any buying for 10 years, if you are coming in the game of buying, we need to be
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very careful that we do not end up burning huge amount of cash without being fully confident
how to monetize it, we did it with a smaller movie then came Ek Ladki Ko Dekha To Aisa
Laga, which is the third biggest musical hit of the year, though commercially the movie has
not done very, very well. Total Dhamaal is one of the fourth commercially and music wise
big. There are bigger movie songs are doing pretty well, if you see Mungda song from Total
Dhamaal already crossed 100 million number on You-Tube. They are doing pretty well for
themselves and we will be taking even more high-profile movies in the days to come. We
take 66% of the content cost and 100% of the marketing cost in the year of acquisition, so
whatever numbers we are showing we have already taken for the content cost and then
showing a profitability.
G Vijay:

Sir, this is the first quarter where the consolidated results are coming, what has been the
impact for and what is the impact for converting SAR in to ESOP on profitability and why it
was done and even for such as poor performance in this quarter and can it be reversed please?

Vikram Mehra:

Sir, when you are seeing such a poor performance, what one can do. We can’t go back and
spend any money upfront on marketing and let the numbers continue the way they are
growing then there is no way Carvaan can get to the next level, we did around 900,000 units
in the last year and would have maintained at that particular level only. It is a conscious call
that we have taken. From a B2B company, trying to move into the B2C space and wants to
make a big name which require upfront investments. We have not done it for the first two
years for Carvaan, just to convince everybody and the entire investor community that Carvaan
has potential, otherwise normally we should have done this upfront. We are doing it now to
take it to the next level, so this is the process that we need to put in so that we can reap the
dividends at a later juncture.

G Vijay:

ESOP part and impact of consolidated results Sir?

Vikram Mehra:

Vineet Garg, if you take that.

Vineet Garg:

Yes, consolidated result if you ask me honestly it is only the Open Magazine loss, there is no
too much of difference. Previously we used to consolidate that number once in a year, now
we start consolidating every quarter. Open Magazine have a loss of around Rs.1 Crores a
month, which we take a provision. So the only delta amount, the interest amount we used to
pay for Open investments, we used to take the impact on the P&L which is only Rs.1.5 Crores.
Hence, there is no too much of impact on the consolidation number side. Now, the second
part on your SAR accounting treatment, so SAR to ESOP conversion is going to be a gradual
process. We have not yet converted any SAR to ESOP, it is going to be converted in next 2
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to 3 years’ time. So in current P&L, there is no impact of ESOP and SAR in this quarter is
negative Rs.26 lakhs, a very small impact.
G Vijay:

So, we have to be very, very cautious on the corporate governance part unfortunately I had
raised the query earlier. Kolkata based companies unfortunately do not enjoy a great
reputation and somehow we have to doubly cautious in today’s time….

Vineet Garg:

I would rest assure that corporate governance going to be at the top most level, we will not
go into compromise on this front at any point in time under any circumstances, whatever we
do we are going to follow the prescribed rules and regulations, there is zero tolerance on the
corporate governance side.

G Vijay:

Few fees, which are there like legal consultancy, traveling expense, advertising, sale
promotion, printing communication, etc., appear to be on the higher side. Reevaluation of
land again does not leave a good impression

Vineet Garg:

Valuation was there in 2015 a time of Ind-As because it was a requirement of the time. After
that reevaluation has not been done and we have no plan to do reevaluation. Land is the asset,
which is lying, whenever we decided to take any action we will come back and share with
you the complete detail around it. Investment side, I think, Vikram already explained, last
year we have to do a small investment on that, it is not a very investment and it is a year back,
there is no further investment we are doing in that property at all.

G Vijay:

Thanks a lot.

Moderator:

Thank you. The next question is from the line of Dhwanil Desai from Turtle Capital. Please
go ahead.

Dhwanil Desai:

Hi Vikram and team, I have three questions. First one is related to the investment that we
intent to make in terms of ad spend, distribution network on Carvaan, so I think how do you
look in terms of, when you decide to make X amount of investment, how do you look at it in
terms of payback because the only challenge that we see is this is a onetime sale and the
replacement demand for that is going to come after few years or maybe never. So once you
make the sale, the transaction is done and then the demand is kind of catered to, so when we
make this kind of a larger investment, how do we think in terms of payback periods and do
we actually do any such investment or it is more of a high level view that we need to make
investment to take it to the next level?

Page 8 of 19

Saregama India Limited
August 14, 2019
Vikram Mehra:

Let me answer this question first. On Carvaan part, it will be a 25% gross margin product this
year and from the next year it will be low single digit net margin product. Carvaan on its own
on a full year basis should be in black and not in red. It is just a phasing issue, because April,
May and June being the cricket season. However, we will get the dividend of this entire
investments as we get into the festival season. The other point you raised is Carvaan being a
one-time sale. I agree with you fundamentally. But there are two things out here. One, around
23% odd of Mini and Carvaan Go sale has actually being done to existing Carvaan customer,
so we are seeing a higher propensity to the guy who has bought the first product to buy the
second or the third or the fourth product also, he may buy for himself, or he may end up
buying it and gifting it to somebody since you are already that bigger fan for that particular
product. So in top 10 towns, a re-sale or a second sale also happening. Carvaan 2.0, as that
product starts picking up, there is a possibility. If the numbers are shaping up decently for
Carvaan 2.0, there is a potential for advertising revenue, subscription revenue, carriage fee
revenue, which means in future you can have an ongoing monetization happening of the
customer who has bought your Carvaan upfront, it is not a one time sales story. That is where
the transition of Carvaan is happening from product to platform.

Dhwanil Desai:

That is helpful. My second question is Vikram, if I remember correctly, we were thinking
about spending around 180 to 200 Crores in the next three years for new music acquisition,
so most or all of this will be internally funded and there would not be any debt in the balance
sheet. Now, in the revised scheme of spending money on Carvaan advertisement, the margins,
contribution or the cash flow from that is going to go down. Does anything change on the
music acquisition strategy for us?

Vikram Mehra:

No, at this moment, we maintain that we will be doing the investment of 180 to 200 Crores
on new music acquisition over the period of next three years and we are in a position to
internally fund it. Please understand on Carvaan, the moment we get on a full year basis, the
marketing investment are upfront, the dividend that is coming at the later part of the year,
Carvaan will not be sucking in cash.

Dhwanil Desai:

Right, but it would not be generating much cash?

Vikram Mehra:

Licensing revenue itself generate enough amount of cash for us to do the investment upfront
on the music side and when we people are doing the music deals; we are clear that we
structure the deals the way that the cash outflow does not happen in a single go.

Dhwanil Desai:

Got it and last question is on the film and television, I think on the television we have been
kind of waiting for things to change for us for almost couple of years now, and inventory is
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getting banked, so that is a good part, but I think do you see any light at the end of the tunnel
on the television side and on the film side, I also feel that with the kind of deals that we are
doing which is the output deal, we probably marginally losing money too, probably we will
be making money, so if you can comment on that?
Vikram Mehra:

On the TV side, I will not run away with the facts, yes, it has been disappointing and hence
the conscious call was taken from our side that no more investment needs to happen on the
television business, we are completely out of the Hindi television business. On South
television, we are just ensuring that the loses do not go up, we need to liquidate it, honestly
July has been a decent month and I am hopeful that the festival season spends take up and we
will be able to liquidate this inventory. All I can say, let us wait for the Q2 and Q3, we will
be in a better position to know where we are moving on television, we are making no more
investments on the TV content creations side. If anything we will do, we will do on the digital
side where the money is more assured rather than the vagaries of television advertising.
On the film side, it is literally no profit- no loss at this junction. The structure in which we
are going, we have been able to slowly build a reputation. Please understand we were known
as a music label company. For us to get into physical product like Carvaan or a digital films
business they are newer areas. On the digital side, there are lot of people in making films and
a platform look at them seriously. It has taken one and half years of good quality films to
build the reputation. We will be going forward in the next couple of years. Will the money
be massive? No, because we do not make big budget films, we are very, very clear, our films
are going to be the relatively smaller budget films, and the margins that you are talking on
the film business will be anything between 20% to 30%.

Moderator:

Thank you very much. The next question is from the line of Manav Vijay from Essel Finance.
Please go ahead.

Manav Vijay:

Thank you very much. Sir, first of all, I think the move that you have taken on the Carvaan,
I think it is a very bold move, so I wanted to understand that when you say that you want to
spend extra amount of money and want to build a base, if you really build this product really
big, what amount of money are we talking, let us say for this year, are we taking 50 Crores
kind of a money to spend to build a team of marketing and for advertisement, because now I
can see adds coming on national TV as well?

Vikram Mehra:

Yes, let me put it this way. We are committing to you, 25% gross margin and low single digit
net margins. This is because we have spent money in the first quarter and will be spending
money in the second quarter also. We will see which way the results start coming in, we are

Page 10 of 19

Saregama India Limited
August 14, 2019
monitoring the results very closely. Somebody else has asked me this question, do we have a
clear correlation, yes! Every time spending is done, we dig those spends on the basis of TRP
of the TV channels, which state how much investment is going in and are we getting sales
number with a lag of three months or are we getting proportion amount of number results
back. We monitor and then take a call, but overall basis, I am assuring you a positive net
margin. It is easy to save marketing expenses. Carvaan, which is a 900,000 units can never
become bigger and bigger than this. We may be sitting on something very big and can give
us a better opportunity. We want to establish this product. Remember it is a new category,
when the brand is getting built, you need big investments, out intention is building a category
itself. People have never heard of something of this sort, so it will require both in terms of
manpower and marketing some upfront investments, but overall basis it will be still be net
margin positive.
Manav Vijay:

Vikram, a couple of questions, so last year on an average Carvaan realization was around
Rs.3200 per unit, now this year since you have launched a smaller version of the Carvaan Go,
I believe for us Carvaan 2.0 is concern where you will have better realizations, so let us say
what kind of realization dip should we build in for FY2020 if you can share any number?

Vikram Mehra:

See, there will be a downward trend out here, because the Go, which has hopefully become a
bigger and bigger. Go is Rs. 4000 product and not a Rs. 6000 product like Mini, which is
moving faster in the smaller towns. In another quarter we will be able to give a little more
precise number on this. What we internally maintain is that whichever product we are selling,
minimum 25% gross margin have to be there and the pricing will be done based on that. We
do not take the percentage wise of cut anywhere, but since the average check value starts
coming down there will be an impact. Is the impact huge right now? No, we will know when
the volume start getting up in a bigger fashion with the festival season that is the time we will
start understanding the impact better.

Manav Vijay:

Sure, let us say since you want to spend in this portion to actually build on the Carvaan
product, is there a thought process to sell the land that you have or the investment that you
are holding, let us say more than one-time thing because whatever investments in land that
you are generating relatively lower amount of return and the product that you are trying to
build there is a high probability that you might build up a better yielding product?

Vikram Mehra:

I do not see a situation where we are selling the land, we are trying to find ways in which this
land can be put in better use, it is prime property next to Kolkata airport. As far as the funding
of Carvaan is concerned, we are clear that whether it is Carvaan funding or licensing revenue
funding the new music content, everything is being done using our own cash flows. We are
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not picking up debt from anywhere else. We are confident that where we people sit apart from
short-term working capital issues on a long-term basis, we should be able to fund all our
investments ourselves.
Manav Vijay:

Thank you.

Moderator:

Thank you. We take the next question from the line of Ashwin Reddy from Samatva
Investment. Please go ahead.

Ashwin Reddy:

Thank you for the opportunity. Couple of questions from my side. Firstly, can you talk about
what is being the single biggest change in your thought process on Carvaan in the last six
months?

Vikram Mehra:

Actually, I think over a year now. As a management team, we believe in the potential of
Carvaan being much bigger than I think what we have been credited, we are looking at a 25
million to 30 million potential market for Carvaan where we literally can say as a monopoly,
but people need to know about Carvaan, we wanted first everybody to have the confidence
that Carvaan has the potential to become big before we start spending money. We use 20182019 as a way to say that we make smaller investments in only the bigger towns, which can
you manage through digital advertising much more easily. Carvaan move from 380000 units
to 900000 units right a period of one year. In the last call we have said this year you will see
an up in the marketing spends in a substantial basis with a commitment at the end of the year
it will still be low single digit net margin, it will not get into loses. We want to build
awareness for this product outside the top 10 towns. All the research feedback coming back
to us tell that people have never heard of Carvaan, the moment we start getting into a Jodhpur
or Ajmer or a Kanpur, it is an unknown product for them. The only way it can happen that
we get into mainstream television advertising because still that is the only medium that
reaches the audience. We believe this will be happening, let the festival season come then the
number will be relatively large, which will justify the investments that have been made.

Ashwin Reddy:

Sure, understood. Sir, point taken and we appreciate the fact that you have chosen to think
long-term over short-term, but what I also appreciate is in line with gearing with this bold
thinking that you have, if you can cut the losses at Open Magazine and improve the capital
allocation that will give much more comfort to the investors. Because I understand you are
building a platform and not just a product, but at the same time it does not make sense for us
to see on one hand you are taking such initiatives and building a long-term product, but on
the other hand, the money you spent, it is not going anywhere as such, so some thoughts
would be helpful and when can we get clarity on the Open Magazine?
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Vikram Mehra:

I heard your points completely, we will come back to you once if there is a clarity, it is
happening tomorrow, Open going out? No. What I can tell you that the Open losses have
been maintained at this level for the last two to three years and if anything they should be
going down rather than going up in future.

Ashwin Reddy:

Sir, if we talk about low single digit net margin for Carvaan, the kind of profits that we make
in Carvaan, it would probably be equal to the kind of cash outflow on this magazine right,
that is what it is, I cannot understand, why we kind of cut the losses at Open Magazine.
Because whatever money you are making is for working capital, so I cannot figure out here
on one hand you are trying out such big things and on the other hand, how we can have the
losses?

Vikram Mehra:

I heard you, come back to the Carvaan part, I am again maintaining what I said in the last call
and the call before that, 2019-2020 and 2020-2021 are going to be the years where you will
be seeing low single digits, our understanding of the brand curve is that by the time we are in
2021, the market spends are going to become disproportionately much lower and you will
start looking at very high single digits profitability for Carvaan, so this year and the next are
going to be low single digits.

Ashwin Reddy:

Alright. Thank you and good luck.

Moderator:

Thank you. The next question is from the line of Ritwik Rai an Individual Investor. Please go
ahead.

Ritwik Rai:

Good morning Sir. Sir, what I wanted to ask you is that it is all very well that you are thinking
of expanding Carvaan to such a great degree or whatever, but what I was wondering is, is
there really a chance that it may not have that market right because I have seen first hand
about the degree of popularity of the product in relatively small towns, it is known pretty
well, even with whatever initiatives you have done so far and so on.

Moderator:

We seem to have lost the line for Ritwik. We will move to the next question. The next
question is from the line of Savi Jain from 2 point 2 Capital. Please go ahead.

Savi Jain:

Vikram, so you mentioned that you will have low single digit margins on Carvaan, so what
is the kind of margin you will have on the licensing business on a free tax basis?

Vikram Mehra:

The licensing income margin after charging for the new content we are acquiring are very,
very high double-digit number. The profitability of the company even in 2018-2019 is
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primarily coming from licensing, Carvaan is in the initial stages, we do not build factory, we
do not have capital expenses, there the only investment that we are marking to build the brand,
with the marketing or manpower, there is no other expense that we have right now. In that
sense we are building a product without having any capex, which is sitting in there, it was a
single digit margin last year also, it will continue this year, the profitability comes from the
licensing revenue at this juncture and we will continue doing even in this financial year. It is
the income which is going steady and our projection on that source of income is 25% at which
that income will continue growing.
Savi Jain:

Right, so that PBT before SAR margin guidance that you have given that does not hold
through anymore?

Vikram Mehra:

It does, we are still on an annual basis seeing that we are holding on to that.

Savi Jain:

Okay, because this quarter was pretty much?

Vikram Mehra:

Again, if you have been following Saregama over sometime remember Q1 is always the
weakest, quarter one does not have festivals, the music, the big movie releases, which are
connected to revenue now the music that we are acquiring are also all happens more closer to
the Diwali time, the collections that we do from public performance is all happen in
Christmas, Diwali, New Year’s time, Q1 is always for our industry the weakest on top of that,
our physical product gone out there in the upfront marketing investment in this quarter rather
than waiting and doing everything in the Diwali quarter, then we would not be able reap the
benefits.

Savi Jain:

So, this increase in royalty that was also because of the…?

Vikram Mehra:

New content acquisition.

Savi Jain:

Right, so it that run rate going to be maintained for the year?

Vikram Mehra:

It will go up, so we will be investing in new content what you are seeing in royalty the content
we already acquired. The licensing revenue is not growing on its own, the industry is not
growing in this rate, industry grows 10% to 12% on an annual basis and in this quarter they
would have also grown 6% to 7% if we are going faster than the industry is because we are
combining the power of our catalogue content with the newer music that we are acquiring
and hence we are able to grow at double the rate.

Page 14 of 19

Saregama India Limited
August 14, 2019
Savi Jain:

Right, so this quarter your volumes for Carvaan used significantly, but I am assuming that if
you would have been much lower because if I back calculate the revenue do not seem to have
grown so much?

Vikram Mehra:

Yes, there is a change of mix which led to majority of the issues which will not be seen in Q2
and Q3

Savi Jain:

Thank you for the clarification.

Moderator:

Thank you. The next question is from the line of Jaydeep Merchant from Janak Merchant
Securities. Please go ahead.

Jaydeep Merchant:

Vikram, just wanted to understand if you can give more detail on this advertising and
marketing spend that you do, you mentioned previously that lot of it is television advertising,
but what is Saregama person doing in store and you putting one guy in a big store in a small
town or what is the nature of the expense vis-à-vis percentage of the revenue, which is very
high?

Vikram Mehra:

Manpower you are talking about, so there are three spends that you are talking about, two
which have gone up in this quarter onwards, which is television advertising just putting your
30 second add in mainstream television channels and you will be seeing much more of
Carvaan advertising coming in now, so that has gone up and which is the increase that you
are seeing on a year-on-year basis on ad and sales promotion around 7 Crores in this quarter,
the second part we are doing, 25000 retailers across the country, we started realizing keeping
this very thin manpower of own payroll people having one person for the entire state or two
people for the state of Madhya Pradesh were making actually no sense, hence we were
nowhere close to any of the larger companies, but from our side we have gone up and
increased the manpower much more so that almost every major district of this country should
have at least one person of ours who can keep on guiding the retailer on a daily basis about
what to stock and how to sell, so these are the two areas in which big investments have gone
up. In many of the stores we are also putting up demonstrator. The third level expense starts
going up more during the festival season where lot of people walk into the store to buy a new
television and that is the time if you have your own man sitting in the store he can reach these
customers

Jaydeep Merchant:

Is that because it is a little complicated now, the newer version?
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Vikram Mehra:

It is a newer concept, even the older product, you and I have been living for two years on this
product, to a new person and unlike what other gentlemen was saying, there is massive
quantitative study have been done, which is telling us that the moment we are going outside
the top 10 towns, either people have never heard of or they think yes some thing has come,
but do know what it is, you are not talking to a 25 year old tech savvy guy, you are talking to
a older smaller town guy. People want to touch and feel, the moment they listen to an R. D.
Burman song or Kishore Kumar voice, that is the time excitement starts catching up and they
are able to do it. Understand in this quarter, Q1 if you follow all the electronic companies is
going to tell you footfalls are fallen in the store. There are not that many number of walk-ins
that are happening to the stores to buy electronics. So, to create a pull, advertising in this
quarter will help in Diwali and I think that is what has helped us to maintain our volumes.

Jaydeep Merchant:

Related question to this, what is the mix breakup between online and offline sale?

Vikram Mehra:

Majority offline.

Jaydeep Merchant:

Lastly what is the previous person asked you that the money is well spent on trying to drive
this business rather than to putting it down the tube in the Open Magazine, so I am a paid
subscriber of the Open Magazine and I do not see any reason why there should be an Open
Magazine, so if you are putting 1 Crore a month in Open Magazine I think money is wasted,
so please take that suggestion for the time now.

Vikram Mehra:

Sure.

Jaydeep Merchant:

Thank you.

Moderator:

Thank you. The next question is from the line of Aakash Chatuvedi from Torero Capital.
Please go ahead.

Aakash Chatuvedi:

Vikram Sir, I have a couple of questions, how is this new music rights acquisition accounted
for and which line item is its appearance?

Vikram Mehra:

The content cost will be sitting as a part of royalty and the market cost will be sitting as part
of advertising and sales from us, but typically what happens when we acquire a movie say
for Rs.100, Rs.75 is what we pay for content and Rs.25 the commitment that we have to make
to the film producer that will spend on marketing. Whatever we spend on marketing we take
a 100% charge of in the year in which the movie released and whatever we are spending on

Page 16 of 19

Saregama India Limited
August 14, 2019
content we take 66% charge of in the first 12 months and then remaining over the next three
years.
Aakash Chatuvedi:

Alright, and can you confirm your PBT margin guidance?

Vikram Mehra:

We maintain a number of 13%.

Aakash Chatuvedi:

Thank you Sir.

Moderator:

Thank you. The next question is from the line of Avni Shah from Karvy Capital. Please go
ahead.

Avni Shah:

Sir, I just wanted to confirm you are saying that this advisement cost is the upfront cost, is
that only for this quarter the excess advertisement cost or is it something that you are going
see every quarter?

Vikram Mehra:

You will see this year, next year there will be higher marketing spend on Carvaan, that on a
net basis you will be seeing Carvaan still be showing profit.

Avni Shah:

That is a low single digit that you are talking about?

Vikram Mehra:

Low single digit profitability on Carvaan very high double-digit profitability on licensing.

Avni Shah:

What will be the total advertising cost for the year, what are you expecting?

Vikram Mehra:

I am not able to specify number like that, I will maintain overall 25% gross margin, so the
number is clear 1.2 million Carvaan units is our guidance, 25% gross margins, low single
digit net margins.

Avni Shah:

Thank you.

Moderator:

Thank you. The next question is from the line of Arjun Khanna from Kotak MF. Please go
ahead.

Arjun Khanna:

Sir, thank you for taking my question. Just in terms of domestic production we talked earlier
of shifting some of the production onshore, how is that actually going ahead?

Vikram Mehra:

No, we have three of our partners in China and one in India, we have not seen any saving
coming out of shifting it to India because majority of the component are still being imported
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by that guy from China, we did it out there in India to help us manage the vagaries of
consumer demand a little better because logistics time reduces a lot if there is somebody out
here. The guy who is sitting in India is far better to manage the ups and downs. Suppose, a
particular colour is selling a lot, we get to know this in short notice from the Indian guy. Are
we looking at more people out here? Yes. We are looking more in India, but as production
capacity overall we people have a capacity to do. On an annual basis, we produce double the
size of what we are projecting as a sales number, the assembly line can produce up to 2.5
million units per year.
Arjun Khanna:

Sure, secondly in terms of profitability while you maintain for the year low single digit, does
it mean in certain quarters you may actually be in the red?

Vikram Mehra:

If you have this conversation it is because this quarter has been a larger volume money spent
on marketing and according to me you have already seen the tough quarter. Purchases start
happening more towards the Dashara, Diwali, Christmas and New Year, we should not do
advertising spends, but we took a call that in the long run it make sense to do the advertising
expenses upfront to create awareness and then to reap the benefits at the later time.

Arjun Khanna:

Sure, and my final question, just if you could talk about this product how it is doing outside
of India, we had pulled back our efforts as you articulated in the last conference call, but has
there been any re-think out there and how would?

Vikram Mehra:

What we have done is reduced the marketing expenses happening in International market.
when I am talking about US, UK and Canada, we have brought the pricing, which is almost
at par with the India pricing, which means we no longer have the flexibility to spend some
substantial amount of media cost there, it has been retailed primarily to the e-commerce
platforms in those country. Only in UAE, we have appointed a distributor. We will be going
through the conventional retail route. Number are not that huge on the international side, it is
in the Indian airports which are selling far higher to people going abroad than people buying
it there.

Arjun Khanna:

Sure, perfect. Thank you.

Moderator:

Thank you. We will take that as the last question. I would now like to hand the conference
back to the management team for closing comments.

Vikram Mehra:

Thank you guys. Thanks for your patience. I know there is lot of repetition looking at that the
numbers have suddenly fallen, please I want to remind everybody that it is a thought-out
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decision of what we are doing, we want to take this company to the next level. On the
licensing side, things are going very solid and we maintain that we will be able to increase
the licensing income by 25% plus/minus 2 by the end of the year. We will continue our
endeavor to keep on acquiring new film music and the game is going to be up slowly and
steadily into larger and larger films. On overall basis, licensing income will continue giving
us very high double-digit margin numbers. On the Carvaan side, we maintain all the three
guidance as 1.2 million units, 25% gross margin, low single digit net margin, Carvaan will
not get into a loss, we are all fully aware of that part, but to take this to the next level, these
investments were needed and hence we did and we will continue doing this in Q2 and Q3
also. You should be seeing a newer product of another variant of Carvaan called Carvaan
Karaoke coming in, the key selling story of Carvaan Karaoke will be that karaoke has to be
used connected to a television set, our karaoke will be able to give the lyrics on the Carvaan
set itself so that it becomes a portable unit and you can carry it with you wherever you are
going. You can sit in your balcony and do karaoke, we provide the mikes so you can take it
with you to a picnic or wherever you want to go. So this is going to be the big one. We focus
on expanding Carvaan distribution and building awareness for the Carvaan as product
category outside top 10 towns, you will be seeing in smaller towns much more work
happening from our side and our effort is to widen the appeal of Carvaan not just limit it to a
retro-music targeted at old people, but to have other varied content also coming in so that it
starts making sense to every member of the family, which also helps me to grow Carvaan 2.0,
which helps us to have an ongoing revenue stream potential from the customer, there will be
effort happening on that side. On the films business, our deal with the Hotstar is done, films
are ready, the sales will start happening. So, 5 to 6 films revenue will start coming in over
the next three quarters. On the television side, we are clearly looking at Q2 and Q3. My
commitment is that loses are not going to go up, our investments are not going to go up, if
anything there will be it is going to be good news rather than any bad news. Overall basis,
management is very confident, we understand economy is in a bit of difficult position, but
we believe that the festival season will be a decent festival season, all the building blocks are
need to be put in place and we will be able to reap rich dividend over the next three quarters.
On Carvaan side while licensing with the new music income will continue showing a very,
very strong growth trend. Thanks a lot.
Moderator:

Thank you very much. On behalf of Anand Rathi Share and Stock Brokers Limited that
concludes the conference. Thank you for joining us ladies and gentlemen. You may now
disconnect your lines.
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