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Zomato is well-poised to leverage the large, growing opportunity in the 

food services ecosystem due to its market leading positioning, strong 

balance sheet and diversified offerings across the value chain. The 

company also remains well-placed to explore growth opportunities in 

adjacent hyper local delivery verticals. We believe robust industry 

tailwinds such as improving tech penetration and rising number of 

digitally native millennials/GenZ within the income share should support 

the company’s growth ambitions. 
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Zomato 

Conveniently positioned to deliver 

Food Services presents a large, growing addressable market: Food 
services in India is slated to be a USD 110bn opportunity by CY25 
(Redseer estimates). Zomato - due to its strong balance sheet, presence 
across the value chain and favourable industry tailwinds - can be a 
major beneficiary. We expect the company to deliver GOV/Revenue 
CAGR of 48% over FY21-26 in its flagship food delivery business. We 

also expect a strong ramp-up in the Hyperpure business (revenue CAGR 
of 59%) but note that the decision to shut international market 
operations would negatively impact dining-out business in the near 

term. Overall, we forecast 46% revenue growth at the group level for 
Zomato over the next five years.     

Focus on scale unlikely to hinder path to profitability by FY25: We 
believe order volumes and contribution margin per order are two key 

variables that would determine Zomato’s path to profitability. Our 
analysis suggests the company can turn profitable in FY25 on a cash 
EBITDA basis if it were to reach annual order volumes of 1bn (2.5x 
FY20 levels) and a contribution margin of ~INR 21/order.       

Ramp up beyond food ecosystem can provide incremental growth: We 
expect Zomato to aggressively explore growth opportunities beyond 
the food services ecosystem based on its balance sheet strength, recent 
investments in Grofers (grocery) and Fitso (healthy food & snacks) and 

global peer trends. Likely other adjacent hyperlocal delivery verticals 
that the company can invest in include alcohol delivery, pharmacy 

delivery, insta-shopping and on-demand delivery services.  

Initiate with a ‘BUY’ and TP of INR 170 per share: We value Zomato as 
of Mar’30 at 11x EV/Adj. Sales to better capture in the company’s long-

term growth potential and then discount this valuation back to Sep’22 
to derive our target price of INR 170 per share (~28% upside from 
CMP) and initiate coverage with a ‘BUY’ rating. 

 

 

 

 

 

 

 

 

Recommendation and Price Target  Financial Summary     (INR mn) 

Current Reco                                                        BUY 
 Y/E March FY20A FY21A FY22E FY23E FY24E 

Current Price Target (12M)                                   170 
 Net Sales 26,047 19,938 33,474 52,789 76,392 

Upside (%) 27.9% 
 Sales Growth (%) 98.4 -23.5 67.9 57.7 44.7 

  EBITDA -23,047 -4,672 -12,670 -9,196 -4,560 

  EBITDA Margin (%) -88.5 -23.4 -37.8 -17.4 -6.0 

Key Data – ZOMATO IN  Adjusted Net Profit -22,451 -4,881 -9,924 -5,052 -516 

Current Market Price INR133  Diluted EPS (INR) -5.1 -0.9 -1.2 -0.6 -0.1 

Market cap (bn) INR1,042.6/US$14.0  Diluted EPS Growth (%) 0.0 0.0 0.0 0.0 0.0 

Free Float 100%  ROIC (%) -2,375.9 -86.0 -79.7 -48.8 -27.3 

Shares in issue (mn) 7,845.2  ROE (%) -135.7 -11.1 -8.1 -3.1 -0.3 

Diluted share (mn) 8,319.6  P/E (x) NA NA NA NA NA 

3-mon avg daily val (mn) INR0.0/US$0.0  P/B (x) 81.8 8.8 6.4 6.5 6.3 

52-week range 148/114  EV/EBITDA (x) NA NA NA NA NA 

Sensex/Nifty 52,579/15,746  Dividend Yield (%) 0.0 0.0 0.0 0.0 0.0 

INR/US$ 74.5   Source: Company data, JM Financial. Note: Valuations as of 27/Jul/2021 

   

Price Performance   JM Financial Research is also available on: Bloomberg - JMFR <GO>, Thomson Publisher & Reuters, S&P Capital IQ, 

FactSet & Visible Alpha 

You can also access our portal: www.jmflresearch.com 
Please see Appendix I at the end of this report for Important Disclosures and Disclaimers and Research Analyst Certification. 

%                                        1M 6M 12M  

Absolute 0.0 0.0 0.0  

Relative* 0.0 0.0 0.0  

*To the BSE Sensex  
Swapnil Potdukhe 

swapnil.potdukhe@jmfl.com 

Tel: (91 22) 62241876 

Sachin Dixit 
sachin.dixit@jmfl.com 

Tel: (91 86) 30513614 

Manik Taneja 
manik.taneja@jmfl.com 

Tel: (91 22) 66303089 
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Zomato is poised to leverage the decadal growth opportunity in 

India’s on-demand hyperlocal delivery ecosystem. The company 

is a market leader in the food delivery vertical and (like some of 

its global peers) could explore adjacent growth opportunities. 

We advocate a) scale and b) penetration in India’s online 

segment should be the key metrics that the company should be 

evaluated on in the near term, given the huge opportunity size. 

Our proprietary analysis of global peers indicates that 

profitability would be the natural outcome of economies of 

scale; the absence of the latter could have a detrimental impact 

on long-term viability, as seen for a few global peers (refer to 

page 14). Robust industry tailwinds such as improving tech 

penetration and rising number of digitally native 

millennials/GenZ within the income share are likely to support 

the company’s growth ambitions. We expect expansion of the 

Hyperpure vertical to have a positive influence on the flagship 

delivery business. We forecast CAGR of 48%/46% for Zomato 

in Food GOV/ Group revenue terms over FY21-26, while 

factoring in operational profitability only in FY25 (mainly driven 

by economies of scale). We value Zomato as of Mar’30 using 

11x EV/ Adj. Sales multiple (Doordash currently trades at ~11x 

CY22E EV/Sales) to better factor in its long-term growth 

potential. We discount this valuation back to Sep’22 to derive 

our TP of INR 170 per share and initiate with a ‘BUY’ rating. Key 

downside risks to our TP include 1) slower-than-expected 

penetration of tech-enabled transactions in India and 2) a sharp 

rise in competitive intensity in the near term.   

http://www.jmflresearch.com/
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Key Charts 

 Online Channel Market Size across major hyperlocal delivery verticals Exhibit 1.

 
Source: Mobikwik DRHP, Redseer, JM Financial 

 

 Global Food delivery companies: Active adjacent businesses  Exhibit 2.

 
Source: JM Financial. Note: * indicates through its minority investment in Grofers 

 

 Food Delivery: Key growth drivers Exhibit 3.

 
FY20 FY21 FY22E FY23E FY24E FY25E FY26E 

Orders (million) 403 239 445 696 991 1,332 1,647 

Change (YoY) 111% -41% 86% 57% 42% 34% 24% 

AOV (INR) 278 397 377 377 388 400 412 

Change (YoY) -1% 43% -5% 0% 3% 3% 3% 

GOV (INR bn) 112 95 168 262 385 533 679 

Change (YoY) 108% -15% 77% 57% 47% 38% 27% 

Revenue (INR bn) 17.6 15.0 26.4 41.3 60.6 83.9 106.9 

Change (YoY) 
 

-15% 76% 57% 47% 38% 27% 

Take rate 15.66% 15.82% 15.75% 15.75% 15.75% 15.75% 15.75% 

Change (bps) 
 

20bps -10bps 0bps 0bps 0bps 0bps 

Source: Company, JM Financial 

 

USD 2.7-3bn 
USD 1.5bn 

USD 3.7bn 

USD 13-14bn USD 12-16bn 

USD 22-27bn 

Food delivery eHealth eGrocery

Online Channel Market Size
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 We forecast group revenue CAGR of 46% over FY21-26.. Exhibit 4.

 
Source: Company, JM Financial 

 …with operating profitability only by FY25 Exhibit 5.

 
Source: Company, JM Financial 

 

 Valuation Methodology for Zomato Exhibit 6.
Adj. Revenue (INR bn) - FY31 

  
252.2 

Target 12-month forward EV/Sales multiple 
  

11.0 

Enterprise value (INR bn) - FY30 
  

2,774 

Discount rate 
  

11.0% 

Period to discount (in Yrs) 
  

7.50 

Discounted Enterprise value (INR bn) – Sep’22 
  

1,268 

Net cash (INR bn) – Sep’22 
  

142 

Market value (INR bn) – Sep’22 
  

1,410 

Diluted equity shares (bn) 
  

8.32 

1-year forward target price (INR per share)     170 

Upside from CMP    +27.9% 

Source: JM Financial 
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Investment Thesis 

Food Services presents a large, growing addressable market   

Food Delivery: The number of online product shoppers in India is expected to grow to 300-

350 million by FY25 from 100-110 million in FY20 according to Bain & Company. With 

around 10 million monthly active users, the current penetration rate for Zomato within the 

online product shopper base works out to ~10%. We expect this penetration to increase to 

~15% over the next 5 years, effectively growing the monthly active user base of Zomato to 

45 million by FY26. We expect this growth to be driven by the growing share of 

millennials/GenZ in the ‘earning’ population and fast-growing e-commerce penetration 

beyond Tier-1 cities. However, we forecast only a marginal increase in average monthly 

ordering frequency to 3.05x by FY26 from 2.85x in 4QFY21. This is because an increase in 

order volumes from older cohorts would be offset by the significant rise in a new user base. 

Additionally, the continued low female participation rate in the labour force could have an 

impact. Further, we see some downward adjustment to average order value (AOV) once the 

Covid situation normalises and professionals who are currently working from home return to 

office. Therefore, we assume ~5% reduction in AOV in FY22 (from FY21 levels) and broadly 

build a nominal inflation-linked increase thereafter until FY26E. Lastly, we do not see much 

upside to take rates hereon as Zomato already earns one of the highest commissions per 

order globally (in percentage terms) amid the growing clamour from industry bodies on the 

high take rates charged by Indian food delivery aggregators. Overall, we forecast CAGR of 

48%/47%/48% in gross order value (GOV), order volumes and food delivery revenue for 

Zomato over FY21-26E.     

Hyperpure: Hyperpure reported 86% YoY revenue growth in FY21 despite significant impact 

of the Covid-19 crisis on the entire food services industry. In fact, the number of restaurants 

procuring raw material supplies through Zomato grew 4x to 9,200 during this period. Gross 

margins also improved 540bps YoY to 4.2%. We expect a sharp scale-up in this business over 

the next 5 years, due to inherent benefits for Zomato such as access to a wider addressable 

market and increased loyalty from restaurants as well as customers. Accordingly, we forecast 

59% revenue CAGR for the business over FY21-26E. However, we expect gross margins to 

reach only about 8.5% in FY26 (versus 4.2% in FY21) due to the trading nature of the 

business.          

Dining-out: In the near term, we expect significant impact on the dining-out business due to 

the company’s strategic decision to shut down operations in several international markets. 

Zomato's international business was largely advertising focused and accounted for a 

significant portion of dining-out revenue. Thereafter, we anticipate gradual growth in the 

business on the back of an increase in Zomato Pro memberships as well as a recovery in the 

dining-out market leading to higher advertising spends by restaurants in India. Overall, we 

factor in revenue CAGR of ~12% over FY21-26E.   

 Segment-wise addressable market in the Food Services ecosystem Exhibit 7.

 
Source: Company, Redseer, JM Financial 

USD 65bn 

USD 8bn 

USD 0.3bn 

 USD 110bn 

USD 17bn 
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Food delivery B2B Supplies Advertising

Addressable Market
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Total Food Consumption in India: USD 600bn 
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Ramp-up beyond food ecosystem can provide incremental growth 

We expect Zomato to follow global peers in terms of expanding beyond food delivery and 

explore adjacencies in the form of grocery delivery, alcohol delivery, medicine delivery, on-

demand delivery and insta shopping. We see its recent investment in Grofers (Zomato picked 

up ~9.25% stake for a financial investment of ~USD 100mn) and a majority stake in Fitso (a 

fitness-focused business that can boost Zomato’s growth in healthy foods and snacks) as 

validation of expansion into adjacent areas. We note that the Grofers acquisition gives 

Zomato a foothold in India’s online grocery delivery segment, which is a USD 3.7bn market as 

of FY21 and expected to grow to USD 25bn by FY26. 

 Global Food delivery companies: Active adjacent businesses  Exhibit 8.

 
Source: JM Financial. Note: * indicates through its minority investment in Grofers 

Market’s duopolistic nature can help Zomato build scale moats 

India’s food delivery services market is broadly a duopoly today after the consolidation seen 

over the last few years. However, low barriers to entry remain a concern, especially if cash 

rich players were to enter fray (Amazon has been lurking). The ‘Direct Ordering’ channel is 

also becoming a threat considering the growing clamour from restaurants against certain 

business practices followed by the two incumbents. For now, Amazon has restricted its food 

delivery operations to a few pin-codes in Bengaluru (despite being active for more than a 

year) while the ‘Direct Ordering’ channel is more suited towards large restaurant 

chains/brands (that means the addressable market for Direct Ordering as of FY20 was just 

~USD 7bn versus ~USD 65bn for food delivery aggregators). We therefore believe existing 

competition (ex-Swiggy) is only peripheral in nature that in turn gives an open runway to 

Zomato to build scale moats without compromising significantly on unit economics. Business 

expansion in adjacent business verticals, loyalty programmes (Zomato Pro/co-branded credit 

cards) and enhanced engagement with restaurants (through Hyperpure) can further deepen 

these moats for the company. Nevertheless, recent fundraises have strengthened the 

company’s balance sheet and that by itself can act as a strong deterrent to new competition 

in the near term.         

 Addressable market for Direct Ordering Channel Exhibit 9.

 
Source: Barbeque Nation RHP, JM Financial. Note: We assume Addressable Direct Ordering Opportunity = Chain Restaurant Market Size + 
10% of Organised Standalone Restaurants Market Size 
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Robust growth to enable economies of scale that would deliver profitability in the 

medium term 

While Zomato is a clear market leader in the broadly duopolistic Indian online food delivery 

space, the segment itself accounted for just ~8.5% of the total food delivery services market 

as of FY21. Our analysis of a few online food delivery players indicates that market leaders 

that choose profitability over growth when the online penetration itself is miniscule, are more 

likely to be disrupted compared with those who prefer the latter. For example, both Grubhub 

and Just Eat were clear leaders in their respective markets (US and UK, respectively) with Adj. 

EBITDA as a % of GOV ~5% during their peak. However, the penetration of the online 

segment within the underlying food services market was relatively low. This offered new 

competition (such as Doordash/Uber in the US and Deliveroo/Uber in the UK) enough 

manoeuvring space to disrupt. The net result was that the incumbents could neither defend 

their margins nor redial for growth, in the process losing their leadership positions and 

eventually independent existence (both are now part of Just Eat Takeaway). On the contrary, 

companies such as Meituan, Doordash and Uber (Delivery) who have largely continued to 

chase growth (over short-term profits) have been able to consolidate their position to such an 

extent that the very question about disruption appears moot. In fact, two of these three 

companies have also hit profitability in CY19/CY20, primarily due to benefits of volume 

leverage. We therefore believe Zomato’s primary focus should be to rapidly expand the online 

segment penetration, rather than focus on achieving profitability. Accordingly, we expect 

Zomato to report CAGR of 48%/46% in Food delivery GOV/Group revenue terms over FY21-

26, while hitting operational profitability at consolidated level only in FY25. 

 We forecast group revenue CAGR of 46% over FY21-Exhibit 10.
26.. 

 
Source: Company, JM Financial 

 …with operating profitability only by FY25 Exhibit 11.

 
Source: Company, JM Financial 

Asset-light platform business with cash optionality and decadal growth potential to 

drive premium valuations 

Historically, Zomato has consciously stayed away from building asset-heavy business models. 

The company has neither invested in a cloud kitchen set-up (like its arch-rival Swiggy) nor has 

it invested in building its own delivery fleet (delivery partners have to arrange their own 

vehicles). Despite passing on these investments, Zomato has managed to scale up its business 

in a matter of a few years, likely indicating efficient deployment of cash. Moreover, platform 

businesses such as Zomato typically benefit from having strong asset turnover, as operating 

expenses/capex tend to grow at a significantly slower rate than the top line.  

Following the successful completion of its fresh issue of shares worth INR 90bn, we expect 

the company’s net cash balance to rise to INR 144bn by FY22E. With Zomato likely to 

continue to focus on volume growth/new user additions, we believe the strong cash balance 

would act as a strong buffer if competitive intensity were to surge while at the same time 
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providing optionality towards other organic as well as inorganic growth opportunities. In fact, 

the company has earmarked INR 67.5bn (~75% of the total new funds raised during the IPO) 

for investments in organic and inorganic growth initiatives. 

 Post-IPO, Zomato to have ~USD 2bn of assets in cash Exhibit 12.
and investments… 

 
Source: Company, JM Financial 

 … that would not only support its flagship food delivery Exhibit 13.
business but also organic/inorganic investments 

 
Source: Company, JM Financial. Note: Avg. monthly cash burn equals total EBITDA loss (adjusted for 
ESOP expenses) divided by 12. 

In the near-to-medium term, we expect Zomato to report robust growth due to current levels 

of tech under-penetration in India as well as the growing proportion of millennials/GenZ 

within the income share. In fact, we expect the company’s stock to trade at a premium (on 

near term multiples) to its listed global peers such as Doordash, Meituan and Uber due to a 

decadal growth opportunity in the food services ecosystem as well as adjacent initiatives the 

company could embark on through organic as well as inorganic investments. Finally, while 

we feel that home-cooked food will continue to account for the dominant share of food 

consumption, Zomato, along with its competitor Swiggy, would continue to make gradual 

inroads by providing assortment with convenience to the increasingly digital population base 

in India.    

 Valuations Comps: Doordash, Meituan and Uber versus Zomato Exhibit 14.

  EV/ Food GMV (x) EV/ Revenue (x) EV / EBITDA (x) 

Company CY20A CY21E CY21E CY22E CY23E CY21E CY22E CY23E 

Zomato# 9.2x 5.2x 26.3x 16.7x 11.5x nm nm nm 

Doordash 2.3x 1.5x 13.2x 10.9x 8.4x 267x 147x 64.3x 

Meituan* 1.0x 0.6x 5.9x 4.3x 3.3x nm 147x 37.5x 

Uber* 1.2x 0.7x 5.9x 4.2x 3.3x nm 64.9x 27.6x 

Source: Bloomberg, JM Financial. Note 1: # indicates Zomato valuations are based on JMFL estimates. Consensus Bloomberg estimates are 
used for other companies. Note 2: For Zomato CY20=FY21E, CY21=FY22E and so on. Note 3: CY21E GMV forecasts for companies 
excluding Zomato are based on their guidance range/annualised 1QCY21/1HCY21 numbers. Note 4: * indicates we have assumed 40% of 
the total trading value is attributable to Food Delivery business in order to derive EV/Food GMV multiple for these two companies. Rest 

multiples for these companies are at Group level. Note 5: Valuations are as of 27
th
 Jul’21. 
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Addressable market 

Food Services Ecosystem 

India’s total food consumption was worth ~USD 607bn in CY20, according to Redseer 

estimates. However, the share of non-home cooked food (or restaurant food) consumption at 

~10% remains significantly lower than the US (47-50%) and China (42-45%). This indicates 

significant room for addressable market expansion due to changing consumption behaviours, 

increasing disposable incomes and the growing share of millennials/GenZ population in the 

workforce. Accordingly, the total addressable food services market was estimated around 

USD 65bn in CY19 and is expected to grow at an annualised rate of 9% to reach USD 110bn 

by CY25E. Our analysis also indicates significant opportunity for the likes of Zomato within 

the B2B supplies (restaurants) market in GMV terms. Finally, with over 40 million monthly 

unique visitors (MAUs) in FY20, Zomato can also leverage the traffic to provide an advertising 

platform to its partnering restaurants. 

 Segment-wise addressable market for Zomato Exhibit 15.

 
Source: Company, Redseer, JM Financial.   

Grocery Delivery   

The total grocery market was valued at ~USD 573bn in GMV terms in CY20 according to 

Redseer estimates. However, the online penetration was abysmally low at 0.6% (total online 

grocery market size in CY20 was USD 3.3bn), compared to 8%, 4% and 6% penetration in 

the US, the UK and China, respectively. Driven by Covid-19 tailwinds, the online grocery 

delivery market is expected to report a CAGR of ~49% over the next 5 years to reach USD 

24bn by CY25, thus also improving the penetration rate to ~3%.  

 Online grocery penetration in India  Exhibit 16.

 
Source: Redseer Report – Indian eGrocery (Jan’21), JM Financial 

 Online grocery: Addressable market/households in India Exhibit 17.

 
Source: Redseer Report – Indian eGrocery (Jan’21), JM Financial 
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Online Channel Market Size across Major Hyperlocal delivery verticals 

Redseer estimates the online food delivery market to grow to USD 13bn-14bn by FY26, 

implying a CAGR of 35%+ over the next 5 years. We believe Zomato - due to its market-

leading position and presence across more than 500 towns and cities in India - can 

outperform market growth. We also highlight significant opportunities for the company in 

other adjacent hyperlocal delivery verticals such as grocery delivery, pharma delivery, alcohol 

delivery, insta shopping and on demand services.    

 Online Channel Market Size across major hyperlocal delivery verticals Exhibit 18.
 

 
Source: Mobikwik DRHP, Redseer, JM Financial  
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Drivers for Food Delivery Business  

India’s online shopper base is likely to reach 300-350 million by FY25 

Bain & Company estimates India had 100-110 million online product shoppers in FY20; this 

can grow to 300-350 million by FY25. Based on the sharp increase expected in the number 

of online product shoppers and our analysis of historical increase in transacting user base for 

global food delivery companies, we estimate Zomato’s monthly transacting user base for 

food delivery to gradually grow to 45 million by FY26 from 10.7 million in FY20. A major 

proportion of this rise would be driven by millennials/GenZ generation as well as the 

substantial increase in adoption of food delivery services even in lower-tier cities. This would 

essentially imply ~15% penetration for Zomato among online shoppers in India.  

 Online product shoppers and Zomato penetration Exhibit 19.

 
Source: Bain & Company report – ‘How India Shops Online’, JM Financial forecast for Zomato  

Expect limited avg. ordering frequency growth due to new user additions/habits 

Zomato reported average monthly ordering frequency of 3.14x/2.93x in FY20/FY21. Despite 

the fact that ordering frequency growth for global food delivery companies historically has 

increased rapidly over the years, we assume only a marginal increase to 3.05x per month by 

FY26E. This is because we believe an increase in order volumes per active user especially from 

older cohorts would be partially offset by a substantial rise in the new user base. Additionally, 

cultural eating habits also point to a continued bias for home-cooked food that is supported 

by a female labour force participation rate of only 20%. 

We also look at global peers in terms of the average order value trends and find that peers 

such as Doordash (in a well-developed market for food ordering/eating out) have annual 

average ordering frequency of ~41 orders/active diners or a monthly ordering frequency of 

3.4x. Similarly, Meituan has seen a rise in its average order frequency over the years, 

although the average monthly orders per user are still <2.2x. 

 Avg. monthly ordering frequency for global food delivery companies Exhibit 20.

 
Source: Company, JM Financial. * Note 1: Based on monthly average active user base. Meituan and Doordash report annual active user 
base. Note 2: For Zomato CY17=FY18, CY18=FY19, CY19=FY20 and CY20=FY21 in this exhibit.      
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AOV may see some downside pressure in the near term 

Zomato saw a step jump in AOV in FY21 to INR 397 v/s INR 278/282 in FY20/19. As 

mentioned earlier, this was aided by the benefits of the WFH phenomenon where people 

ordered for more number of people at the same time as well as some shift towards premium 

restaurants due to hygiene/safety concerns. Apart from these factors, AOV has also 

benefitted from the increased delivery/packaging charges that Zomato is charging from 

customers. The delivery charges per order being collected from the client have increased from 

~INR 15.3 in FY20 to ~INR 27.0 in FY21. We reckon that the AOV will see some downward 

adjustment once the situation normalises and we see the workforce’s gradual return to 

offices. Thereby we assume the AOV seeing ~5% reduction from FY21 levels in FY22 and 

build in a nominal inflation linked increase on this front over FY22E-FY26E. 

Limited upsides to take rates for Zomato from current levels 

Our analysis indicates Zomato’s average restaurant take rates (revenue from commissions for 

Zomato as a % of net sales value for restaurants) range at 18-19%. We believe these take 

rates are higher than that charged by Doordash (~18%) as well as Meituan (monetisation 

rate of only 13-14%). Add to that, the fact that restaurants in India also have to bear an 

additional 18% GST on all commissions paid to Zomato while another 1% of the net sales 

value is deducted by aggregators as tax deducted at source (TDS). All these factors put 

together significantly impact the profitability as well as cash earnings of restaurants.  

The already high take rates charged by food delivery players relative to global competition as 

well as the increasing adoption of ‘Direct Ordering’ by more restaurants is going to limit the 

take rates for Zomato, in our view. We therefore continue to expect the take rates to be 

~15.8% of order value over the next few years in our estimates. 

 Effective restaurant take for Zomato  Exhibit 21.

All numbers in INR mn FY20 FY21 

GOV 1,12,209 94,829 

(-) Delivery fees collected from customers 6,154 6,599 

(-) Discounts given by restaurants + packaging fees collected (@INR 20*) 8,062 4,778 

(-) GST on food delivery @5% of order value 4,666 3,974 

Net sales value for restaurants on which Zomato charges a commission 93,327 79,478 

Revenue from restaurant commissions as reported by Zomato 17,575 15,003 

Effective restaurant take rate for Zomato 18.8% 18.9% 

Source: Company, JM Financial Analysis * JM assumption. 
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Path to Profitability  

Our analysis indicates that online food delivery players that hit profitability without sufficient 

scaling-up are more prone to disruption compared with those who focus on building scale 

moats. For example, both Grubhub and Just Eat were clear leaders in their respective markets 

(US and UK, respectively) with Adj. EBITDA as a % of GOV ~5% during their peak. In fact, 

both these players were profitable even before hitting annualised GOV of USD 2bn, 

indicating that the online segment penetration within the underlying food services market 

was relatively low. This gave new competition (such as Doordash/ Uber in US and 

Deliveroo/Uber in UK) enough manoeuvring space to disrupt. The net result was that the 

incumbents could neither defend their margins nor redial for growth, in the process losing 

their leadership positions and eventually independent existence (both are now part of Just Eat 

Takeaway). On the contrary, companies such as Meituan, Doordash and Uber (Delivery) that 

have largely continued to chase growth (over near-term profits) have been able to 

consolidate their position to such an extent that the very question about disruption in the 

near term appears moot. Importantly, two of these three companies have also hit profitability 

in CY19/20 primarily owing to the benefits of economies of scale.  

 Grubhub: GOV and EBITDA margin trends  Exhibit 22.

 
Source: Company, JM Financial 

 Just Eat: GOV and EBITDA margin trends Exhibit 23.

 
Source: Company, JM Financial. Note: Constant currency used for GMV conversion to USD. 

 Doordash: GOV and EBITDA margin trends Exhibit 24.

 
Source: Company, JM Financial 

 Meituan: GOV and EBIT margin trends Exhibit 25.

 
Source: Company, JM Financial. Note: Constant currency used for GMV conversion to USD. 
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We therefore believe Zomato’s primary focus in the near term should be to rapidly expand 

the online segment penetration within the food services market rather than managing key 

profitability drivers such as AOV, take rates and discounts/promotions. Having said that we 

also believe, Zomato’s profitability metrics are likely to see gradual improvement year-on-year 

(after an initial decline in FY22 due to waning of the Covid-19 crisis factors) on rationalisation 

of customer incentives and economies of scale (like in the case of Meituan/Doordash), leading 

to eventual operating level profitability by FY25. That is to say, two key variables that could 

ultimately determine Zomato’s ability to turn profitable going ahead are 1) Order volumes 

and 2) Contribution margin per order. We therefore use sensitivity analysis on these two 

variables to broadly illustrate various scenarios, under which Zomato can achieve profitability 

by FY25, assuming our remaining key assumptions remain unchanged. 

 

 Zomato break-even analysis in FY25: Order volumes and contribution margin that Exhibit 26.
could make the company profitable 
Contribution Margin per order (INR) Number of Orders Implied Food Delivery Market share 

15 1,402 65% 

17 1,236 58% 

19 1,105 52% 

21 999 47% 

23 912 43% 

25 839 39% 

Source: JM Financial. Note: To achieve profitability we assume the company will have to recover total fixed costs worth INR 21bn in FY25 
through its food delivery business. In our assumption, fixed costs mainly include Employee expenses (ex-ESOP), Internet/Server expenses and 
Other expenses.   

 

 

 

  

Learning’s from Meituan 

Meituan was the second largest player in China in CY15 with a GOV of USD 2bn+ (CNY 16bn) and market share of 32% (then market leader 

Ele.me had 37% share). Since then, the company reported GOV CAGR of 99% to reach of USD ~71bn (CNY 489bn). We believe the most 

important aspect in Meituan’s success has been its relentless focus on growth. Monetisation rates of only 13-14% over last several years 

despite significant market share gains year on year and declining competitive intensity due to consolidations, has been a hallmark of the 

company’s growth strategy. We believe, lower monetisation rates eased the company’s expansion in lower tier cities and simplified new 

restaurant partner acquisition/retention that in turn would have led to faster user acquisition/ ordering frequency through its platform. Today, 

the company not only controls two-thirds of the total food delivery market in China but is also >2x the second largest peer. While the 

company eventually reported operating profits in its food delivery vertical in CY19, more importantly though it rendered the question on likely 

disruption from competition moot.   
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Financial Analysis  

Food Delivery  

Food delivery to remain main-stay for the company in the near term: Food delivery 

contributed ~75% to Zomato’s revenues in FY21 despite the substantial adverse impact of 

Covid crisis and we expect it to continue to drive growth for the company in the near-to-

medium term. We forecast 47% CAGR in food delivery orders for Zomato over FY21-26E 

driven by strong growth in average monthly transacting user base and a marginal increase in 

average monthly transactions per active user. However, we expect the AOV to see some 

downward adjustment once the situation normalises and we see a gradual return to office. 

Therefore, we assume the AOV would drop ~5% from FY21 levels in FY22 and build in a 

nominal inflation linked increase on this front over FY22E-FY26E. We also see limited upside 

potential in take rates as the company already charges one of the highest take-rates globally, 

the growing push-back from restaurant associations and growing popularity of the direct 

ordering channel. Accordingly, we forecast GOV and revenue growth of 48% over FY21-26E.  

 Food Delivery: Key growth drivers Exhibit 27.

 
FY20 FY21 FY22E FY23E FY24E FY25E FY26E 

Orders (million) 403 239 445 696 991 1,332 1,647 

Change (YoY) 111% -41% 86% 57% 42% 34% 24% 

AOV (INR) 278 397 377 377 388 400 412 

Change (YoY) -1% 43% -5% 0% 3% 3% 3% 

GOV (INR bn) 112 95 168 262 385 533 679 

Change (YoY) 108% -15% 77% 57% 47% 38% 27% 

Revenue (INR bn) 17.6 15.0 26.4 41.3 60.6 83.9 106.9 

Change (YoY) 
 

-15% 76% 57% 47% 38% 27% 

Take rate 15.66% 15.82% 15.75% 15.75% 15.75% 15.75% 15.75% 

Change (bps) 
 

20bps -10bps 0bps 0bps 0bps 0bps 

Source: Company, JM Financial 

Unit contribution may decline in near term; expect getting back to FY21 levels by FY26 

Zomato reported sharp improvement in its per order unit economics with contribution profits 

improving to INR 20.5 per order in FY21 (v/s a loss of INR 30.5 in FY20). This was aided by 

higher AOV (AOV increased to INR 397 in FY21 v/s average of ~INR 280 in both FY19/FY20), 

higher delivery fees collected from customers (average delivery charge collected from the 

users averaged <INR 6.5 per order in FY19 and has increased to INR 27 per order in FY21) 

and lower discounting/promotions expenses (per order discounts dropped to INR 8.3 in FY21 

v/s INR 21.7 in FY20). We believe some of these factors may not sustain as normalcy returns 

and therefore contribution profit per order is likely to drop sharply in the near term before 

reporting a steady improvement thereafter towards normalised levels of INR 15-20 per order 

as highlighted by Zomato in its mid-Covid 19 Performance Report (dated Jul’20). 

 Food Delivery: Unit Economics Exhibit 28.

All numbers are in INR per order FY20 FY21 FY22E FY23E FY24E FY25E FY26E 

Commission and other charges 43.6 62.8 59.4 59.4 61.2 63.0 64.9 

Customer delivery charge 15.3 27.0 30.9 34.3 37.8 41.2 44.5 

Delivery cost -52.0 -45.7 -48.0 -50.4 -52.9 -55.3 -57.8 

Discounts -21.7 -8.3 -14.3 -14.0 -13.6 -13.2 -13.2 

Other variable costs -15.7 -15.3 -15.8 -15.5 -15.2 -14.8 -14.5 

Contribution Profit/Loss -30.5 20.5 12.2 13.9 17.2 20.9 23.9 

as a % of AOV -11.0% 5.2% 3.2% 3.7% 4.4% 5.2% 5.8% 

Source: Company, JM Financial 
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Hyperpure 

We believe Hyperpure is strategically important for Zomato due to inherent benefits such as 

access to a wider addressable market, increased loyalty from restaurants and using quality 

assurance as a key differentiating factor versus competition. Since its inception in Aug’18, the 

company has managed to quickly ramp-up the business to 9,200 restaurants despite it being 

operational in only 6 cities and the impact of Covid on the overall food services industry. 

Going ahead, we expect Zomato to continue to focus on Hyperpure business expansion from 

a strategic perspective and forecast 59% revenue CAGR over FY21-26E. However, we expect 

gross margins to reach only about 8.5% in FY26 (versus 4.2% in FY21) due to the trading 

nature of the business. 

 Hyperpure: We forecast 59% revenue CAGR over FY21-26  Exhibit 29.

 
FY19 FY20 FY21 FY22E FY23E FY24E FY25E FY26E 

Revenue (INR bn) 0.14 1.08 2.0 5.31 8.92 12.56 16.40 20.20 

Change-YoY 
 

668% 86% 165% 68% 41% 31% 23% 

Restaurant partners (no.) 486 2,256 9,225 18,450 25,830 33,579 40,295 46,339 

Source: Company, JM Financial 

Dining-out 

In the near term, we expect significant impact on the dining-out business due to the 

company’s strategic decision to shut down operations in several international markets. 

Zomato's international business was largely advertising focused and accounted for a 

significant portion of Dining-out revenue. Thereafter, we anticipate gradual growth in the 

business on the back of an increase in Zomato Pro memberships as well as recovery in the 

dining-out market leading to higher advertising spends by restaurants in India. Overall, we 

factor in revenue CAGR of 12% over FY21-26E.  

 Dining-out: We forecast ~12% revenue CAGR over FY21-26E Exhibit 30.

 
FY20 FY21 FY22E FY23E FY24E FY25E FY26E 

Revenue (INR bn) 6.48 2.93 1.76 2.53 3.19 4.02 5.07 

Change-YoY 
 

-55% -40% 44% 26% 26% 26% 

Source: Company, JM Financial 

Group Revenue and Profitability 

We believe Zomato will continue to focus on scale rather than profitability in the near term, 

as profits without sizeable scale can make it susceptible to disruptions from competition (as 

highlighted earlier in the report with examples of Grubhub and Just Eat). Nonetheless, we 

anticipate steady improvement in contribution profit per order after initial dip in FY22. We 

also expect the company to benefit from several cost optimisation efforts made during FY21 

and accrue incremental benefits from continued investments in process automation/ machine 

learning/ artificial intelligence. Lastly, as is typical to most platform-driven businesses, the 

company is likely to benefit from scale leverage i.e. top line growth is likely to exceed rise in 

major fixed costs such as employee expenses, IT support and server expenses and other 

operating expenses. Accordingly, we forecast Zomato to hit profitability at operating levels in 

FY25. 

 Group: Revenue and Profitability Exhibit 31.
  FY20 FY21 FY22E FY23E FY24E FY25E FY26E 

Group Revenue (INR bn) 26.0 19.9 33.5 52.8 76.4 104.4 132.2 

Change (YoY) 98% -23% 68% 58% 45% 37% 27% 

EBITDA (INR bn) -23.0 -4.7 -12.7 -9.2 -4.6 3.4 12.4 

% EBITDA Margin -88.5% -23.4% -37.8% -17.4% -6.0% 3.3% 9.4% 

Change (bps) 8,244bps 6,505bps -1,442bps 2,043bps 1,145bps 927bps 610bps 

Source: Company, JM Financial 
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Valuation Methodology  

We initiate coverage on Zomato with a ‘BUY’ rating, TP of INR 170 per share 

We believe Zomato is well-poised to leverage the large, growing opportunity in the food 

services ecosystem due to its market leading positioning, strong balance sheet and diversified 

offerings across the value chain. The company also remains well-placed to explore growth 

opportunities in adjacent hyperlocal delivery verticals. To better factor in these opportunities 

we believe Zomato should be valued with a longer term bias that would also dilute the 

impact of distorted financials in the near term due to one-offs (Covid crisis and P&L reporting 

changes).  

We therefore value Zomato as of Mar’30 at 11x EV/Adj. Sales, the current CY22E EV/Sales 

trading multiple of its most comparable global peer Doordash. We consciously exclude other 

listed global food delivery companies due to company/stock specific issues such as significant 

value being derived from non-comparable business interests (Uber/Meituan), low delivery 

order share (Just Eat Takeaway), corporate governance issues (Deliveroo) and M&A’s (Delivery 

Hero). We then discount the Mar’30 valuations of Zomato back to Sep’22 assuming a 

discount rate of 11.0%. Our TP of INR 170 per share implies ~28% upside to the CMP, 

despite the strong listing gains for the company. We initiate coverage on Zomato with a 

‘BUY’ rating.  

 Brief summary of our long term estimates  Exhibit 32.
  FY20 FY21A FY22E FY23E FY24E FY25E FY26E FY27E FY28E FY29E FY30E FY31E 

Food Delivery                         

Orders (million) 403 239 445 696 991 1,332 1,647 2,009 2,419 2,880 3,393 3,960 

Change (YoY) 111% -41% 86% 57% 42% 34% 24% 22% 20% 19% 18% 17% 

GOV (INR bn) 112 95 168 262 385 533 679 853 1,058 1,297 1,574 1,892 

Change (YoY) 108% -15% 77% 57% 47% 38% 27% 26% 24% 23% 21% 20% 

Revenue (INR bn) 17.6 15.0 26.4 41.3 60.6 83.9 106.9 134.3 166.6 204.2 247.8 297.9 

Change (YoY) 

 

-15% 76% 57% 47% 38% 27% 26% 24% 23% 21% 20% 

Hyperpure                         

Revenue (INR bn) 1.1 2.0 5.3 8.9 12.6 16.4 20.2 24.0 28.0 32.2 36.7 41.4 

Change (YoY) 

 

86% 165% 68% 41% 31% 23% 19% 16% 15% 14% 13% 

Dining-out                         

Revenue (INR bn) 6.5 2.9 1.8 2.5 3.2 4.0 5.1 6.0 7.0 8.1 9.2 10.4 

Change (YoY) 

 

-55% -40% 44% 26% 26% 26% 18% 16% 15% 14% 13% 

Group                         

Revenue (INR bn) 25.1 19.9 33.5 52.8 76.4 104.4 132.2 164.3 201.6 244.5 293.7 349.8 

Change (YoY) 

 

-21% 68% 58% 45% 37% 27% 24% 23% 21% 20% 19% 

Discounts and availability fees (INR bn) 23.6 6.3 13.9 20.9 28.5 36.4 43.7 51.8 61.5 72.6 84.7 97.6 

Change (YoY) 

 

-73% 121% 50% 36% 28% 20% 19% 19% 18% 17% 15% 

Adj. Revenue* (INR bn) 1.6 13.6 19.5 31.9 47.9 68.0 88.5 112.5 140.1 171.9 209.1 252.2 

Change (YoY)   766% 43% 63% 50% 42% 30% 27% 24% 23% 22% 21% 

Source: Company, JM Financial. Adj. Revenue = Reported Group Revenue minus discounts and availability fees in food delivery business  

 

 Valuation Methodology for Zomato Exhibit 33.
Adj. Revenue (INR bn) - FY31 252.2 

Target 12-month forward EV/Sales multiple 11.0 

Enterprise value (INR bn) - FY30 2,774 

Discount rate 11.0% 

Period to discount (in Yrs) 7.50 

Discounted Enterprise value (INR bn) – Sep’22 1,268 

Net cash (INR bn) – Sep’22 142 

Market value (INR bn) – Sep’22 1,410 

Diluted equity shares (bn) 8.32 

1-year forward target price (INR per share) 170 

Upside from CMP  +27.9% 

Source: JM Financial 
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 Food Delivery: Global Valuation Comps Exhibit 34.
  

  

  

Food GMV 

(USD bn) 
EV/ Food GMV (x) EV/ Revenue (x) 

Rev  

CAGR 
EV / EBITDA (x) 

EBITDA  

CAGR 

Company 
MCap  

(USD bn) 

EV  

(USD bn) 
CY20A CY21E CY20A CY21E CY21E CY22E CY23E 21-23E CY21E CY22E CY23E 21-23E 

Zomato# 14.0 11.9 1.3 2.3 9.2x 5.2x 26.3x 16.7x 11.5x 51% nm nm nm nm 

Doordash 60.0 55.8 25 37 2.3x 1.5x 13.2x 10.9x 8.4x 25% 267x 147x 64.3x 104% 

Meituan* 172.9 168.6 71 111 1.0x 0.6x 5.9x 4.3x 3.3x 34% nm 147x 37.5x nm 

Uber* 87.9 92.2 30 50 1.2x 0.7x 5.9x 4.2x 3.3x 34% nm 64.9x 27.6x nm 

Deliveroo 7.4 6.9 6 9 1.1x 0.8x 2.7x 2.2x 1.8x 24% nm nm nm nm 

Just Eat Takeaway 17.6 17.6 26 34 0.7x 0.5x 3.5x 2.5x 2.1x 28% nm 154x 32.5x nm 

Delivery Hero 37.6 37.8 27 40 1.4x 1.0x 5.7x 3.9x 2.7x 45% nm nm 88.7x nm 

Average (ex-Zomato)         1.3x 0.9x 6.1x 4.7x 3.6x 32% 267x 128x 50.1x 104% 

Source: Bloomberg, JM Financial. Note 1: # indicates Zomato valuations are based on JMFL estimates. Consensus Bloomberg estimates are used for other companies. Note 2: For Zomato CY20=FY21E, CY21=FY22E 
and so on. Note 3: CY21E GMV forecasts for companies excluding Zomato are based on their guidance range/annualised 1QCY21/1HCY21 numbers. Note 4: * indicates we have assumed 40% of the total trading 

value is attributable to Food Delivery business in order to derive EV/Food GMV multiple for these two companies. Rest multiples for these companies are at Group level. Note 5: Valuations are as of 27
th
 Jul’21.  
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Key Risks 

Downside risks: 1) Tech penetration in India is slower than forecasted by industry reports: Our 

volume growth assumptions for the food delivery vertical are based on the assumption that 

growing share of digitally native millennial/GenZ population in income share would lead to 

significant increase in tech-enabled transactions. However, if tech-enabled transactions 

penetration in India were to not materialise at the rate forecasted by industry reports it could 

have significant impact on Zomato’s ability to quickly scale up and thereby report sustainable 

profits. 2) Sharp rise in competitive intensity: The hyperlocal delivery market is characterised 

by few entry barriers and low switching costs for customers/delivery partners/store partners. 

This means there is the threat of new competition entering the market and disrupting the 

market shares of established players by incentivising various stakeholders to switch to its own 

platform. 3) Stakeholder conflicts: Food delivery aggregators off late have had to face several 

allegations of unfair trade practices from food services industry bodies such as NRAI, amongst 

others. As a consequence few branded/chain restaurants have gravitated towards the ‘Direct 

Ordering’ channel either through third-party service enablers or their own platforms, in order 

to reduce their dependence on aggregators for online orders/discovery. Such lingering issues 

can lead to more restaurants diversifying their order channel and in turn harming the growth 

prospects for food delivery aggregators. 4) Regulatory risks: At present, there exists 

uncertainty around the likely implications for tech-platforms like Zomato if the new labour 

laws were to be implemented in India. If these laws were to mandate payment of social 

security benefits to ‘gig workers’/’platform workers’, it could significantly increase the 

operating costs for Zomato thereby affecting its profitability metrics. 5) Organic/inorganic 

investments fail to deliver: In the past Zomato had made several organic as well as inorganic 

investments in India as well as abroad to drive growth. However, many of these investments 

have failed to deliver on expectations eventually forcing the company to liquidate/sell them.   

Upside risks: 1) Sharp rise in transacting users: The share of working age digitally native 

millennial/GenZ population continues to grow every year in India. Therefore there is the 

possibility that tech-enabled transactions penetration could grow at a much faster rate than 

expected. This in turn could lead to faster than anticipated rise in transacting user base in 

Zomato’s food delivery vertical, thereby significantly upending its volume growth. 2) Better 

than expected AOV growth: We expect a decline in AOV of Zomato’s food delivery business 

in FY22 due to waning of the Covid related one-off factors that drove its growth in the first 

place. However, if the company manages to report better AOV than our assumptions, it 

could lead to higher commissions per order and in turn top line growth as well as 

contribution margin per order. 3) Synergy benefits from rapid expansion of Hyperpure and 

dining-out businesses: We believe Zomato can derive significant synergy benefits from its 

Hyperpure and dining-out businesses if they were to quickly ramp-up in major towns/cities 

where Zomato operates. This is because offerings across the food services value chain could 

widen the company’s access to a wider addressable market as well as improve loyalty from 

restaurants as well as customers. The Company could also derives several revenue/cost 

synergies such as offering bundled services/packages to restaurant partners and maintaining 

an unified sales team to cross sell/up sell these offerings. 4) Significant value accretion from 

organic/inorganic expansion in adjacent verticals: While our report highlights significant 

growth opportunities for Zomato beyond its current horizon either through organic or 

inorganic route, our model/valuations do not accrue any incremental value to such expansion. 

However, given the opportunity size there is high probability that such expansions could turn 

out to be significantly value accretive for Zomato.       
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Company Overview 

Zomato (the erstwhile Foodlet/Foodiebay) began its journey in the year 2008 as a restaurant 

discovery, review and ratings platforms for tech-savvy consumers seeking dining out options 

in their neighbourhoods. Over the next few years, the company focused on expanding its 

restaurant discovery and search business in several international markets through organic as 

well as inorganic means. In 2015, as part of a strategic move the company entered the 

budding but highly competitive online food delivery services vertical, while simultaneously 

continuing to invest in its core discovery platform business. The investments from Ant Group 

in 2018 were one of the most defining moments for the company, as they led to a massive 

ramp-up in its food delivery operations over the next 2-3 years (until Covid-19 impact 

derailed the momentum). With competition falling apart due to funds squeeze, massive cash 

burn or inability to scale-up beyond a few cities, Zomato managed to consolidate its position 

and ultimately became a market leader in the food delivery services vertical following its 

merger with Uber Eats India (in Jan’20). While the company was on an expansion spree in 

food delivery, it also continued to experiment with adjacent services, couple of which that 

can be termed fairly successful include the premium membership programme (Zomato 

Gold/Pro) and B2B supplies business (Hyperpure). In Jun’21, the company announced a 

financial investment of ~USD 100mn in Grofers, a leading player in India’s grocery delivery 

space that would effectively give it a foothold in the USD 3.7bn market as of FY21. Earlier in 

Jan’21, the company had acquired ~65% stake in Fitso, a fitness focused business that can 

drive Zomato’s growth in healthy foods and snacks.     

 Brief timeline of key historical events  Exhibit 35.

 
Source: Company, JM Financial 

In its online food delivery vertical, the company primarily earns revenues in the form of 

commissions (as a percentage of total order value) for each successful order that the partner 

restaurants receive through Zomato’s platform. While a majority of restaurant listings on the 

company’s food delivery as well as dining-out platform are free (freemium business model), 

some restaurant partners pay advertising fees either for running their advertisement 

campaigns or for helping them generate traffic on their storefronts (on a pay per click basis). 

The Company also earns subscription revenues through its premium membership Zomato Pro 

(a customer loyalty programme that offers flat discounts to consumers at select restaurant 

partners for both online food delivery as well as dining-out services). Lastly, the company 

earns trading revenues by supplying restaurant partner’s fresh, high quality food ingredients 

and other supplies that it sources directly from farmers, mills, producers and processors. 

Going ahead, Zomato also intends to charge platform fees to its food delivery partners. 
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 Business-wise revenue streams Exhibit 36.

 
Source: Company, JM Financial. Note: Zomato presently does not charge platform fees to delivery partners and so it has been italicised. 

 

The food delivery vertical remains the mainstay business for Zomato. In FY21, the company 

earned three-fourth of its total revenues from this vertical despite it bearing significant impact 

of the Covid-19 crisis. The Company is also rapidly scaling up its two-year old venture 

‘Hyperpure’ and it now accounts for ~10% of the company’s total revenues. On the other 

hand, dining-out which accounts for 15% of the company’s revenues is likely to get 

impacted in the near term by the company’s decision to shut down operations in several 

international markets (company had international operations in 23 countries as of 31 

Mar’21).      

 Business wise revenue break-up (FY21) Exhibit 37.

 
Source: Company, JM Financial 

 Region-wise revenue share Exhibit 38.

 
Source: Company, JM Financial 
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 Monthly active users (MAU’s) Exhibit 39.

 
Source: Company, JM Financial. Note: Company defines MAU’s as number of unique devices (laptops, 
mobile phones etc.)  which have recorded at least one visit to a page / screen on Zomato’s website/ 
mobile application in India in a month. 

 Zomato Pro: Revenue and memberships in India Exhibit 40.

 
Source: Company, JM Financial 

 

To better understand Zomato’s food delivery business model, we try to piece together ‘the 

economics of a typical food delivery order’ based on the company disclosures (FY21 unit 

economics) and a few of our own assumptions in an illustrative example shown hereafter.  

 Economics of a illustrative food delivery order for Zomato Exhibit 41.
Zomato unit economics Per Order 

Cost of food (A) ₹ 350 

Restaurant discount (B) ₹ 10 

Zomato discount (C) ₹ 8 

GST (D) ₹ 17 

Packaging cost (E) ₹ 5 

Delivery fee (F) ₹ 27 

Zomato GOV (A+D+E+F) ₹ 399 

Tip (G) ₹ 5 

Amount paid by customer (A-B-C+D+E+F+G) ₹ 386 

  
Cost of food (A-B-H) ₹ 277 

Packaging cost (E) ₹ 5 

Restaurant partner gets (A-B-H+E) ₹ 282 

  
Delivery fee (F) ₹ 27 

Availability fee (I) ₹ 19 

Tip (G) ₹ 5 

Delivery partner gets (F+I+G) ₹ 51 

  
Commission (H) ₹ 63 

Zomato Discount (C) ₹ 8 

Availability fee (I) ₹ 19 

Zomato gets (H-C-I) ₹ 36 

  
GST (D) ₹ 17 

Government gets (D) ₹ 17 

  
Revenue reported by Zomato (H) ₹ 63 

Revenue as a % of GOV 16% 

Source: JM Financial 
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New revenue recognition methodology since Oct’19 

Zomato changed its revenue recognition methodology for its food delivery business on 28 

Oct’19. Until then, the company used to recognise delivery fees collected from end customers 

as revenues. Some discounts were also netted off against the customer delivery charges 

collected (on a transaction to transaction basis). Further, all payments made to the delivery 

partners as part of delivery charges were recognised as ‘outsourced support cost’ in the P&L.  

From 29 Oct’19 onwards, the company started identifying itself as a technology platform 

provider for delivery partners. Therefore delivery fees collected from end customers are now 

directly passed on to the delivery partners, such that they do not get recognised as either 

revenue or costs in the company’s P&L statement. Only payments made to delivery partners 

by the company in excess of the delivery fees collected from end customers are classifieds are 

recognised in ‘outsourced support cost’ (as availability fees). Further, all customer discounts 

are recognised in ‘advertisement and sales promotion expenses’. 

On account of these changes, we believe the reported revenue of Zomato prior to FY20 

cannot directly be compared to its global peers. To make them comparable, we use the 

company disclosures and try to derive the gross revenues (similar to how Europe based food 

delivery companies report) and net revenues (similar to how Doordash/Uber report) as shown 

below. 

 Zomato: Alternate revenue recognition methods Exhibit 42.

All numbers are in INR mn FY18 FY19 FY20 FY21 Comments 

Revenue from operations 4,660 12,794 25,130 19,938 As per new accounting policy applicable from Oct'19 

(+) Delivery charges 
 

1,227 6,154 6,599 Delivery fees collected from customers (excluding Tip) 

Gross Revenue 4,660 14,021 31,284 26,537 If revenue were recognised similar to European food delivery companies 

(-) Total delivery partner payments 
  

20,961 10,918 Delivery fee (Collected from Customer) + Availability fee (Paid by Zomato) 

(-) Discounts 
  

8,747 1,983 Discounts given to customers 

Net revenue 
  

1,575 13,637 If revenue were recognised similar to Doordash/Uber 

Source: Company, JM Financial. Note: * We have calculated delivery partner payments and total discounts by multiplying the total delivery orders with average delivery order cost for Zomato and average delivery 

order discounts, respectively. 
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Board of Directors and Key Management Personnel 

 Details on Board of Directors Exhibit 43.

Name Position 
Director 

Since 
Education 

Total 

experience 
Experience Other Directorships 

Kaushik Dutta Chairman and 

Independent 

Director 

1 Mar'21 Fellow member of the Institute of 

Chartered Accountants of India 

25 years of 

experience 

Thought Arbitrage Research Institute 

(Co-founder), Price Waterhouse & 

Co., Chartered Accountants LLP, and 

Lovelock & Lewes, Chartered 

Accountants. Expert on Corporate 

Governance - the Indian Institute of 

Corporate Affairs of the Ministry of 

Corporate Affairs 

Newgen Software Technologies Ltd., NDTV 

Convergence Ltd., NDTV Labs Ltd., Digilife 

Distribution and Marketing Services Ltd., New 

Delhi Television Ltd., NDTV Networks Ltd., 

Newgen Software Inc. (USA), Carthero 

Technologies Pvt. Ltd; Zomato Internet Pvt. Ltd., 

Thought Arbitrage Research Institute and HCL 

Infosystems Ltd. 

Deepinder 

Goyal 

Managing 

Director and 

CEO 

18 Jan'10 Integrated Master’s degree of 

Technology in Mathematics and 

Computing from the Indian Institute of 

Technology, Delhi 

NA Bain and Company Zomato Media (Pvt.) Ltd., Sri Lanka and Samast 

Technologies Pvt. Ltd. 

Sanjeev 

Bikhchandani 

Non-Executive 

Director 

(Nominee of 

Info Edge) 

13 Apr'18 Bachelor’s degree in Economics from 

the University of Delhi and a Post 

graduate diploma in management from 

the Indian Institute of Management, 

Ahmedabad 

NA Founder and an executive director on 

the board of directors of Info Edge 

Info Edge (India) Ltd., MakeSense Technologies 

Ltd., Naukri Internet Services Ltd., Startup 

Investments (Holding) Ltd., Startup Internet 

Services Ltd., Allcheckdeals India Pvt. Ltd., 

Jeevansathi Internet Services Pvt. Ltd., Highorbit 

Careers Pvt. Ltd., Calangute Advisory Services 

Pvt. Ltd., Redstart Labs (India) Ltd., International 

Foundation for Research and Education and CIIE 

Initiatives 

Douglas 

Lehman Feagin 

Non-Executive 

Director 

(Nominee of 

Alipay) 

28 Feb'18 Bachelor’s degree of Arts from the 

University of Virginia and Master’s 

degree in business administration from 

the Harvard Business School 

22 years of 

experience 

Alipay U.S., Inc. (Senior Vice 

President) and Goldman Sachs 

Group, Inc. (MD - IBD division) 

Alipay (India) Pvt. Ltd., Alipay (Australia) Pty. 

Ltd., API Holdings Ltd., Ant International Co. 

Ltd., Ant Unicorn Ltd, Golden Peak Investment 

Holding Company Ltd., Ant International Co. 

Ltd. and Ant Financial Holding Ltd., amongst 

several other Ant Group companies 

Aparna Popat 

Ved 

Independent 

Director 

19 Apr'21 Bachelor’s degree in Commerce from 

the University of Mumbai and a 

Master’s degree of business 

administration from the Sikkim Manipal 

University 

NA Professional badminton player Sportsvkan Pvt. Ltd. 

Gunjan Tilak Raj 

Soni 

Independent 

Director 

19 Apr'21 Bachelor’s degree in Engineering in 

Computer Science from the Barkatullah 

Vishwavidalaya, Bhopal and a Post 

graduate diploma in business 

management from XLRI, Jamshedpur 

NA Zalora Group (CEO), Myntra Jabong 

India Pvt. Ltd., Star India Pvt. Ltd., 

and Mckinsey & Company, Inc. 

Red Carpet Retail Pvt. Ltd., Zalora (Hong Kong) 

Ltd., Jade EServices Malaysia Sdn Bhd, BF Jade 

E-Services Philippines Inc, Jade e-Services 

Singapore Pte. Ltd., Zalora South East Asia Pte. 

Ltd., Entrego Fulfillment Solutions Incs and 

Reliant Logistics Holdings Co. Inc. 

Namita Gupta Independent 

Director 

1 Mar'21 Integrated Master’s degree of 

Technology in Mathematics and 

Computing from the Indian Institute of 

Technology, Delhi 

NA Airveda Technologies Pvt. Ltd. 

(Founder), Facebook, Inc. and 

Microsoft 

Airveda Technologies Pvt. Ltd. 

Sutapa Banerjee Independent 

Director 

12 Apr'21 Post graduate honours diploma in 

Personnel Management and Industrial 

Relations from the XLRI School of 

Management, Jamshedpur and is an 

advanced leadership fellow at the 

Harvard University 

NA ABN AMRO Bank and Ambit Capital 

Pvt. Ltd. 

Manappuram Finance Ltd., Niyogin Fintech Ltd., 

JSW Holdings Ltd., Camlin Fine Sciences Ltd., 

Godrej Properties Ltd., Polycab Industries Ltd., 

JSW Cement Ltd. and Axis Capital Ltd. 

Source: Company, JM Financial 
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 Details of Key Management Personnel Exhibit 44.

Name Position 
Current 

role since 
Education Total experience Past Experience 

Remuneration 

in FY21 

Gunjan 

Patidar 

Co-founder and 

Chief Technology 

Officer 

NA Bachelor’s degree of Technology in Textile Engineering 

from the Indian Institute of Technology, Delhi 

11 years of 

experience with 

Zomato 

NA INR 15.0mn 

Akriti Chopra Co-founder and 

Chief People 

Officer 

9 Jun'21 Bachelor’s degree course in Commerce from Lady Sri Ram 

College, Delhi University and an associate member of the 

Institute of Chartered Accountants of India 

13 years of total 

experience, of which 

10 years is with 

Zomato 

Zomato - CFO (Nov'19-Nov'20), Lovelock 

& Lewes, Chartered Accountants 

(PricewaterhouseCoopers group) 

INR 16.25mn 

Surobhi Das Head of 

Customer 

Experience 

18 Aug'20 Bachelor’s degree of Architecture from the School of 

Planning and Architecture, New Delhi and a Post graduate 

diploma in management from the Indian Institute of 

Management, Ahmedabad 

10 years of total 

experience, of which 

8 years is with 

Zomato 

Zomato - Chief of Staff to Founder/CEO 

(Apr'17-Jun'18),  Bain & Company India 

Private Limited 

INR 5.58mn 

Daminee 

Sawhney 

Head of Human 

Resources 

NA Bachelor’s degree course in Business Administration from 

the Amity University and a Master’s degree of Science in 

International employment relations and human resource 

management from the London School of Economics and 

Political Science, UK 

10 years of 

experience with 

Zomato 

Zomato (Feb'11 - Nov'11), Radisson MBD 

Hotel 

INR 13.41mn 

Gaurav 

Gupta 

Co-founder and 

Head of Supply 

1 Mar'21 Bachelor’s degree of Technology in Chemical engineering 

from the Indian Institute of Technology, Delhi, and a Post 

graduate diploma in computer aided management from 

the Indian Institute of Management, Calcutta 

16 years of total 

experience, of which 

6 years is with 

Zomato 

A.T. Kearney Limited INR 37.0mn 

Akshant 

Goyal 

Chief Financial 

Officer 

9 Nov'20 Bachelor’s degree of Engineering in Computer Science 

from the University of Delhi and a Post graduate diploma 

in management from the Indian Institute of Management, 

Bangalore 

14 years of total 

experience, of which 

4 years is with 

Zomato 

Zomato - Head of Corporate 

Development (Apr'17 - Nov'20), Kotak 

Mahindra Capital Company Ltd. and a 

fin-tech start up 

INR 32.63mn 

Rahul Ganjoo Head of Food 

Delivery 

1 Oct'20 Bachelor’s degree of Engineering in Computer Science 

from the University of Pune and a Master’s degree of 

Science in software engineering from the Birla Institute of 

Technology & Science, Rajasthan 

20 years of total 

experience, of which 

4 years is with 

Zomato 

Zomato - VP/ Head of Product 

Management (Aug'17-Oct'20), Wipro 

Ltd., ThoughtWorks Inc., Symantec 

Corporation, SAY Media (formerly 

SixApart), Twitter Inc., and Jasper Infotech 

Private Ltd. (Snapdeal) 

INR 29.05mn 

Mohit Gupta Co-founder and 

Head of new 

businesses 

1 Oct'20 Bachelor’s degree of Engineering in Mechanical from 

Sardar Patel University, Gujarat and a Post graduate 

diploma in management from the Indian Institute of 

Management, Calcutta 

22 years of total 

experience, of which 

3 years is with 

Zomato 

Pepsi Foods Private Ltd. and MakeMyTrip 

(India) Private Ltd. 

INR 38.88mn 

Sandhya 

Sethia 

Company 

Secretary and 

Compliance 

Officer 

21 Jan'19 Bachelor’s degree in Commerce (honours) from University 

of Delhi and is an associate member of the Institute of 

Company Secretaries of India 

8 years of total 

experience, of which 

2 years is with 

Zomato 

JHS Svendgaard Laboratories Ltd., 

Mideast Integrated Steels Ltd. and Affle 

India Private Ltd. 

INR 5.24mn 

Damini Bhalla General Counsel 26 Mar'21 B.A. B.L. (Honours) degree from NALSAR University of 

Law, Hyderabad and is a qualified, non-practising solicitor 

of England and Wales 

12 years of total 

experience 

L&L Partners, New Delhi (formerly known 

as Luthra & Luthra Law Offices) 

INR 0.28mn 

Source: Company, JM Financial 
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Shareholding Structure 

Post IPO, Info Edge will continue to be the single largest shareholder in Zomato with an 

outstanding stake of 15.2% on an undiluted basis (~14.4% on a fully diluted basis). The Ant 

Group with effective stake of 14.1% (through Alipay Singapore and Antfin Singapore) will be 

the second largest shareholder followed by Uber, Sequoia, Temasek and Tiger Global with 

effective shareholding of 7.8%, 6.2%, 5.3% and 5.1% respectively.   

 Post IPO Shareholding Structure (Undiluted) Exhibit 45.

 
Source: Company, JM Financial 

Human Resources 

As on 31 Mar’21, Zomato had 3,755 permanent employees worldwide (24% lower than 

FY19 employee base of 4,952). A significant percentage of these are engaged in sales 

enablement (42%) and business enablement (28%) functions, respectively. In addition, the 

company had a temporary workforce of 866 non-payroll personnel.    

 Function-wise employee break-up (Mar’21) Exhibit 46.

 
Source: Company, JM Financial 
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Huge market opportunity but safeguarding stakeholder interests 

also important 

In our report ‘Crystal gazing on Zomato’s bull and bear cases’, we highlighted that food 

services industry bodies such as NRAI and others, have recently been very vocal against the 

high commission rates that restaurants have to bear when accepting orders from food 

delivery aggregators, the practice of coercing restaurants to discount more and more, 

restricting restaurants from using their own/third-party delivery services, significant delays in 

settling outstanding payments to restaurants from the aggregators and the practice of 

customer data masking. Naturally, a few restaurants have gravitated towards ‘Direct 

Ordering’ channel, which does address these issues to a certain extent.  

Having said that, we also do acknowledge the limitations in ‘Direct Ordering’ channel such as 

limitations on restaurant discovery due to limited expertise in digital marketing, success is 

highly contingent on  restaurant type (chain / branded restaurant are more likely to succeed 

who have their own loyal customer base), on-demand per order delivery costs through third 

party players can be higher than specialised food delivery players and multi-partner 

integrations can affect customer experience.  

We therefore expect online food delivery aggregators to counter some of the threat of ‘Direct 

Ordering’ medium by partnering with restaurants and being open to work as a’ pure Delivery 

partner’ for this channel. This is akin to the Doordash Drive model where Doordash becomes 

the delivery partner for restaurants, who may intend to use it only for delivery. We reckon 

that local food-techs in India may also be open to this value proposition going forward. In 

fact, as per recent media reports Swiggy has already initiated a direct ordering pilot ‘Swiggy 

Direct’. The potential for such partnerships can be gauged from the fact that Doordash alone 

contributed to a fifth of Olo’s (B2B SaaS company enabling Digital Ordering for restaurants in 

the US) total revenues in CY20.   

Another way to safeguarding restaurant interest is capping/rationalising the take rates. This is 

because the average restaurant take rates for Zomato (revenue from commissions for Zomato 

as a % of net sales value for restaurants) that range between 18-19% are higher than global 

peers. For example, Doordash has take rate of ~18% and Meituan’s monetisation rate ranges 

between 13-14%. Add to that, the fact that restaurants in India also have to bear an 

additional 18% GST on all commissions paid to Zomato while another 1% of the net sales 

value is deducted by aggregators as tax deducted at source (TDS). All these factors put 

together significantly impact the profitability as well as cash earnings of restaurants. 

 

  

https://www.jmflresearch.com/JMnew/JMCRM/analystreports/pdf/%5bJMFL%5d%20INFOE_Zomato_Crystal%20gazing_15Jun2021.pdf
https://economictimes.indiatimes.com/tech/startups/swiggy-pilots-direct-ordering-product-in-mumbai/articleshow/84427994.cms


Zomato  28 July 2021 

JM Financial Institutional Securities Limited Page 29 

Grofers Investment 

On 28 Jun’21, Zomato invested INR 7.4bn (~USD 100 mn) in Grofers India Pvt. Ltd. (that 

operates a grocery marketplace) and Hands On Trades Pvt. Ltd. (that is involved in B2B 

wholesale trading and provides warehousing services) for 9.25% and 9.27% stake, 

respectively. The investment was a significant milestone as it publicly spelled out Zomato’s 

desire to expand beyond food delivery verticals and also gives it a strong foothold in one of 

India’s fastest growing hyperlocal delivery verticals despite being a late entrant.  

Grofers Business Model 

Grofers’ started operations in CY14 in the B2B space but transitioned towards the hyperlocal 

B2C marketplace model by the end-CY14/early-CY15 picking up products from local kirana 

stores and delivering to the customers. In this model, the biggest challenge was the lack of 

depth of the distribution network as the presence of middle-men created uncertainty with 

respect to product availability for companies like Grofers (it had no control over store owner’s 

inventory). This also added an extra layer of cost, making the model difficult in terms of unit 

economics. The Company therefore pivoted to the current business model, where it started 

working with brands/manufacturers, started operating warehouses and partnering local store 

owners (like kirana stores) with extra space to operate its micro delivery warehouses. For door 

step deliveries, the company partners with local delivery partners who widen its distribution 

reach, as they even deliver to some of the difficult to reach households in cities (like slums in 

Mumbai). This is important for the company as its target customers are urban lower-middle 

income earners who spend 50-60% of their monthly income on essentials.  

 Grofers: Business model illustration Exhibit 47.

 
Source: Redseer Report – Indian eGrocery (Jan’21), JM Financial 
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 Grofers unit economics: Contribution margins improved during Covid-19 crisis Exhibit 48.

Parameters Dec’19 Jun’20 Comments 

Commission/Margin (including 

other income) 
12% 15% 

Higher sale of private labels, coupled with brand tie 

ups during COVID, led to higher commissions 

Cashback -6% -1% 
Significant drop in discounts as online grocery gained 

organic preference during COVID 

Supply chain cost -9% -8% 

Customer category penetration increased during 

COVID, driving higher AOV and hence lower cost of 

delivery as % of order value 

Payment gateway cost -1% -1% No major change 

Marketing expense -8% -1% 
Significant reduction in marketing spend as eGrocery 

adoption was mostly organic during COVID 

Contribution margins -12% 4% 
 

Source: Redseer Report – Indian eGrocery (Jan’21) 

 

 Grofers: Key operating subsidiary financials Exhibit 49.

All numbers in INR mn FY16 FY17 FY18 FY19 FY20 

Grofers India Private Limited      

Revenue 80 132 298 701 1,653 

EBITDA -2,279 -2,809 -2,661 -4,484 -6,420 

EBITDA Margin -2,847% -2,123% -892% -639% -388% 

PAT -2,251 -2,683 -2,583 -4,480 -6,375 

Hands on Trade Private Limited      

Revenue 56 1,163 5,029 12,122 21,239 

EBITDA -38 -391 -694 -1,363 -2,378 

EBITDA Margin -68% -34% -14% -11% -11% 

PAT -39 -437 -784 -1,751 -3,480 

Source: VCC Edge, JM Financial 
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Financial Tables (Consolidated) 

Income Statement   (INR mn) 

Y/E March FY20A FY21A FY22E FY23E FY24E 

Net Sales 26,047 19,938 33,474 52,789 76,392 

Sales Growth 98.4% -23.5% 67.9% 57.7% 44.7% 

Other Operating Income 0 0 0 0 0 

Total Revenue 26,047 19,938 33,474 52,789 76,392 

Cost of Goods Sold/Op. Exp 0 0 0 0 0 

Personnel Cost 7,989 7,408 10,741 13,427 16,112 

Other Expenses 41,106 17,202 35,402 48,558 64,839 

EBITDA -23,047 -4,672 -12,670 -9,196 -4,560 

EBITDA Margin -88.5% -23.4% -37.8% -17.4% -6.0% 

EBITDA Growth 0.0% 0.0% 0.0% 0.0% 0.0% 

Depn. & Amort. 842 1,377 1,400 1,450 1,524 

EBIT -23,889 -6,049 -14,070 -10,646 -6,084 

Other Income 1,254 1,146 4,110 5,557 5,532 

Finance Cost 0 0 0 0 0 

PBT before Excep. & Forex -22,636 -4,904 -9,960 -5,089 -552 

Excep. & Forex Inc./Loss(-) 0 0 0 0 0 

PBT -22,636 -4,904 -9,960 -5,089 -552 

Taxes 0 13 0 0 0 

Extraordinary Inc./Loss(-) 1,220 3,248 0 0 0 

Assoc. Profit/Min. Int.(-) -184 -36 -36 -36 -36 

Reported Net Profit -23,672 -8,128 -9,924 -5,052 -516 

Adjusted Net Profit -22,451 -4,881 -9,924 -5,052 -516 

Net Margin -86.2% -24.5% -29.6% -9.6% -0.7% 

Diluted Share Cap. (mn) 4,367.7 5,366.4 8,319.6 8,319.6 8,319.6 

Diluted EPS (INR) -5.1 -0.9 -1.2 -0.6 -0.1 

Diluted EPS Growth 0.0% 0.0% 0.0% 0.0% 0.0% 

Total Dividend + Tax  0    0   0   0    0 

Dividend Per Share (INR)   0.0   0.0   0.0     0.0   0.0 

 Source: Company, JM Financial 

Cash Flow Statement                                                     (INR mn) 

Y/E March FY20A FY21A FY22E FY23E FY24E 

Profit before Tax -23,856 -8,151 -9,960 -5,089 -552 

Depn. & Amort. 842 1,377 1,400 1,450 1,524 

Net Interest Exp. / Inc. (-) -155 -99 -4,110 -5,557 -5,532 

Inc (-) / Dec in WCap. 153 -7,567 -8,385 -1,862 -1,165 

Others 1,899 4,075 2,628 2,891 3,180 

Taxes Paid -321 186 -4 -131 -130 

Operating Cash Flow -21,436 -10,179 -18,431 -8,298 -2,675 

Capex -214 -104 -336 -381 -495 

Free Cash Flow -21,650 -10,284 -18,767 -8,680 -3,170 

Inc (-) / Dec in Investments 17,314 -52,237 0 0 0 

Others  251 -95 4,185 5,628 5,618 

Investing Cash Flow 17,352 -52,436 3,849 5,247 5,122 

Inc / Dec (-) in Capital 3,916 66,055 90,000 0 0 

Dividend + Tax thereon 0 0 0 0 0 

Inc / Dec (-) in Loans -199 -166 -195 124 123 

Others -128 -1,870 -75 -71 -86 

Financing Cash Flow 3,589 64,019 89,729 53 37 

Inc / Dec (-) in Cash   -495   1,403  75,148   -2,999   2,484 

Opening Cash Balance   2,167  1,662   3,065    78,213   75,214 

Closing Cash Balance     1,672   3,065   78,213   75,214   77,699 

 Source: Company, JM Financial 

 

Balance Sheet  (INR mn) 

Y/E March FY20A FY21A FY22E FY23E FY24E 

Shareholders’ Fund 7,098 80,987 1,63,692 1,61,530 1,64,195 

   Share Capital 0 0 0 0 0 

   Reserves & Surplus 7,098 80,987 1,63,691 1,61,530 1,64,194 

Preference Share Capital  0 0 0 0 0 

Minority Interest -65 -57 -93 -129 -165 

Total Loans 15 14 14 14 14 

Def. Tax Liab. / Assets (-) -697 -498 -502 -633 -764 

Total - Equity & Liab. 6,351 80,446 1,63,110 1,60,781 1,63,279 

Net Fixed Assets 15,247 14,787 13,906 13,063 12,304 

   Gross Fixed Assets 1,103 1,137 1,473 1,854 2,350 

   Intangible Assets 14,881 14,553 13,601 12,711 11,880 

   Less: Depn. & Amort. 739 904 1,169 1,502 1,925 

   Capital WIP 2 0 0 0 0 

Investments 5,167 63,989 63,989 63,989 63,989 

Current Assets 7,894 7,761 92,094 93,892 99,578 

   Inventories 37 148 266 376 457 

   Sundry Debtors 1,231 1,299 1,819 2,809 2,633 

   Cash & Bank Balances 1,672 3,065 78,213 75,214 77,699 

   Loans & Advances 0 0 0 0 0 

  Other Current Assets 4,953 3,249 11,796 15,493 18,790 

Current Liab. & Prov. 21,956 6,092 6,879 10,164 12,593 

   Current Liabilities 17,421 3,823 4,201 6,310 7,475 

   Provisions & Others 4,535 2,269 2,678 3,854 5,118 

Net Current Assets -14,063 1,669 85,215 83,728 86,985 

Total – Assets 6,351 80,446 1,63,110 1,60,781 1,63,279 

 Source: Company, JM Financial 

 

 

Dupont Analysis                                                    

Y/E March FY20A FY21A FY22E FY23E FY24E 

Net Margin -86.2% -24.5% -29.6% -9.6% -0.7% 

Asset Turnover (x) 1.1 0.4 0.3 0.3 0.5 

Leverage Factor (x) 1.5 1.2 1.0 1.0 1.0 

RoE -135.7% -11.1% -8.1% -3.1% -0.3% 
 

Key Ratios                                                      

Y/E March FY20A FY21A FY22E FY23E FY24E 

BV/Share (INR) 1.6 15.1 20.9 20.6 20.9 

ROIC -2,375.9% -86.0% -79.7% -48.8% -27.3% 

ROE -135.7% -11.1% -8.1% -3.1% -0.3% 

Net Debt/Equity (x) -1.0 -0.8 -0.9 -0.9 -0.9 

P/E (x) 0.0 0.0 0.0 0.0 0.0 

P/B (x) 81.8 8.8 6.4 6.5 6.3 

EV/EBITDA (x) 0.0 0.0 0.0 0.0 0.0 

EV/Sales (x) 39.8 48.9 26.9 17.1 11.8 

Debtor days 17 24 20 19 13 

Inventory days 1 3 3 3 2 

Creditor days 20 44 26 30 27 

Source: Company, JM Financial 
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Definition of ratings 

Rating Meaning 

Buy Total expected returns of more than 10% for large-cap stocks* and REITs and more than 15% for all other stocks, over the next twelve 
months. Total expected return includes dividend yields. 

Hold Price expected to move in the range of 10% downside to 10% upside from the current market price for large-cap* stocks and REITs and 
in the range of 10% downside to 15% upside from the current market price for all other stocks, over the next twelve months. 

Sell Price expected to move downwards by more than 10% from the current market price over the next twelve months. 

* Large-cap stocks refer to securities with market capitalisation in excess of INR200bn. REIT refers to Real Estate Investment Trusts. 
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The Research Analyst(s), with respect to each issuer and its securities covered by them in this research report, certify that: 
 
All of the views expressed in this research report accurately reflect his or her or their personal views about all of the issuers and their securities; and  
 
No part of his or her or their compensation was, is, or will be directly or indirectly related to the specific recommendations or views expressed in this research 
report. 
 
Important Disclosures 
 
This research report has been prepared by JM Financial Institutional Securities Limited (JM Financial Institutional Securities) to provide information about the 

company(ies) and sector(s), if any, covered in the report and may be distributed by it and/or its associates solely for the purpose of information of the select 

recipient of this report. This report and/or any part thereof, may not be duplicated in any form and/or reproduced or redistributed without the prior written 

consent of JM Financial Institutional Securities. This report has been prepared independent of the companies covered herein.  

JM Financial Institutional Securities is registered with the Securities and Exchange Board of India (SEBI) as a Research Analyst and a Stock Broker having trading 

memberships of the BSE Ltd. (BSE), National Stock Exchange of India Ltd. (NSE) and Metropolitan Stock Exchange of India Ltd. (MSEI). No material disciplinary 

action has been taken by SEBI against JM Financial Institutional Securities in the past two financial years which may impact the investment decision making of the 

investor.  

JM Financial Institutional Securities renders stock broking services primarily to institutional investors and provides the research services to its institutional 

clients/investors. JM Financial Institutional Securities and its associates are part of a multi-service, integrated investment banking, investment management, 

brokerage and financing group. JM Financial Institutional Securities and/or its associates might have provided or may provide services in respect of managing 

offerings of securities, corporate finance, investment banking, mergers & acquisitions, broking, financing or any other advisory services to the company(ies) 

covered herein. JM Financial Institutional Securities and/or its associates might have received during the past twelve months or may receive compensation from 

the company(ies) mentioned in this report for rendering any of the above services.  

JM Financial Institutional Securities and/or its associates, their directors and employees may; (a) from time to time, have a long or short position in, and buy or sell 

the securities of the company(ies) mentioned herein or (b) be engaged in any other transaction involving such securities and earn brokerage or other 

compensation or act as a market maker in the financial instruments of the company(ies) covered under this report or (c) act as an advisor or lender/borrower to, 

or may have any financial interest in, such company(ies) or (d) considering the nature of business/activities that JM Financial Institutional Securities is engaged in, 

it may have potential conflict of interest at the time of publication of this report on the subject company(ies). 

Neither JM Financial Institutional Securities nor its associates or the Research Analyst(s) named in this report or his/her relatives individually own one per cent or 

more securities of the company(ies) covered under this report, at the relevant date as specified in the SEBI (Research Analysts) Regulations, 2014. 

The Research Analyst(s) principally responsible for the preparation of this research report and members of their household are  prohibited from buying or selling 
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The Research Analyst(s) principally responsible for the preparation of this research report or their relatives (as defined under SEBI (Research Analysts) Regulations, 

2014); (a) do not have any financial interest in the company(ies) covered under this report or (b) did not receive any compensation from the company(ies) covered 

under this report, or from any third party, in connection with this report or (c) do not have any other material conflict of interest at the time of publication of this 

report. Research Analyst(s) are not serving as an officer, director or employee of the company(ies) covered under this report. 

While reasonable care has been taken in the preparation of this report, it does not purport to be a complete description of the securities, markets or 

developments referred to herein, and JM Financial Institutional Securities does not warrant its accuracy or completeness. JM Financial Institutional Securities may 

not be in any way responsible for any loss or damage that may arise to any person from any inadvertent error in the information contained in this report. This 

report is provided for information only and is not an investment advice and must not alone be taken as the basis for an investment decision. 
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The investment discussed or views expressed or recommendations/opinions given herein may not be suitable for all investors. The user assumes the entire risk of 

any use made of this information. The information contained herein may be changed without notice and JM Financial Institutional Securities reserves the right to 
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Securities"), a U.S. registered broker-dealer and member of the Financial Industry Regulatory Authority ("FINRA") in order to conduct certain business in the 
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1934 (the "Exchange Act"), as amended, and as interpreted by the staff of the U.S. Securities and Exchange Commission ("SEC") (together "Rule 15a-6"). 
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