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This presentation and the accompanying slides (the “Presentation”), which have been prepared by Nazara Technologies Ltd. (the
“Company”), have been prepared solely for information purposes and do not constitute any offer, recommendation or invitation to
purchase or subscribe for any securities, and shall not form the basis or be relied on in connection with any contract or binding
commitment whatsoever. No offering of securities of the Company will be made except by means of a statutory offering document
containing detailed information about the Company.

This Presentation has been prepared by the Company based on information and data which the Company considers reliable, but the
Company makes no representation or warranty, express or implied, whatsoever, and no reliance shall be placed on, the truth,
accuracy, completeness, fairness and reasonableness of the contents of this Presentation. This Presentation may not be all inclusive
and may not contain all of the information that you may consider material. Any liability in respect of the contents of, or any omission
from, this Presentation is expressly excluded.

This presentation contains certain forward-looking statements concerning the Company’s future business prospects and business
profitability, which are subject to a number of risks and uncertainties and the actual results could materially differ from those in such
forward looking statements. The risks and uncertainties relating to these statements include, but are not limited to, risks and
uncertainties regarding fluctuations in earnings, our ability to manage growth, competition (both domestic and international),
economic growth in India and abroad, ability to attract and retain highly skilled professionals, time and cost over runs on contracts,
our ability to manage our international operations, government policies and actions regulations, interest and other fiscal costs
generally prevailing in the economy. The Company does not undertake to make any announcement in case any of these forward-
looking statements become materially incorrect in future or update any forward-looking statements made from time to time by or
on behalf of the Company.

Safe Harbour
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Q2FY24: 30% EBITDA and 53% PAT growth in Q2; H1FY24 EBITDA margin of 11.1%

We are delighted to report consistent year-on-year growth in both revenue and profit for Q2 and H1FY24. Our strategic focus remains 
strong as we lay a robust foundation not only for the remainder of FY24 but also for FY25.

We recognize the substantial 'Make In India' potential within the gaming industry, where Indian developers have the opportunity to 
create top-tier games for both the domestic and international markets. Our newly launched initiative, 'Nazara Publishing,' is geared to 
offer capital and support services to empower developers in delivering high-quality games to the expanding consumer base.

During this quarter, we successfully secured fresh capital of INR 510 crore from investors like Nikhil Kamath, a prominent tech 
entrepreneur in India, and SBI Mutual Fund, the country's largest mutual fund. With a consolidated cash position of around INR 1,300 
crore, Nazara is exceptionally well-positioned to seize acquisition opportunities and expedite our growth in the years ahead."
We wish you all a Happy Diwali!

Nitish Mittersain
Joint MD and CEO



4

13% revenue growth, 30% EBITDA and 53% PAT growth in Q2FY24

(All figures in INR Cr) Q2FY24 Q2FY23 YoY% H1FY24 H1FY23 YoY%
Revenue from operations 297.2 263.8 13% 551.7 486.9 13%
Purchases, Content, event and web server 130.5 101.7 216.8 172.9
Advertising and promotion 47.4 71.3 93.1 146.3
Commission 16.7 14.6 34.5 25.8
Employee benefits 48.9 34.4 94.3 62.8
Others 25.8 20.4 52.1 36.7
Total expenses 269.4 242.4 490.7 435.5
EBITDA 27.9 21.4 30% 61.0 51.4 19%
EBITDA% 9.4% 8.1% 11.1% 10.6%
Impairment Loss 1.2 7.6 1.3 7.6
Finance costs 2.7 0.9 3.9 1.3
Depreciation and amortization 15.1 11.9 30.3 26.2
Other income 12.3 23.2 24.0 29.8
PBT before share of profit / (loss) from associate 21.2 24.2 49.5 46.1
Tax expenses -1.3 8.9 6.2 15.0
PAT before share of profit / (loss) from associate 22.5 15.3 43.4 31.2
Share of profit / (loss) from associates 0.0 0.0 0.0 0.0
Profit from Discontinued Operations 1.7 0.5 1.7 0.5
Final PAT 24.2 15.8 53% 45.0 31.7 42%
PAT% 8.1% 6.0% 8.2% 6.5%
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Cash balance of INR 820+ Cr as of Sep-23, Proforma Cash of INR 1,300+ 
Cr post Fund Raise

Assets Sep-23 Mar-23

Property, Plant and Equipment 7.2 7.1

Goodwill & other intangible assets 591.0 576.0

Non-current Financial Assets & Other Assets 73.2 68.4

Income Tax & Deferred Tax Asset 17.7 20.6

Cash balance, Bank FDs and Current Investments 829.2 628.3

Other Current Assets 428.6 401.4

Total Assets 1,946.9 1,701.8

Liabilities Sep-23 Mar-23

Equity Share capital & other Equity 1,176.0 1,104.9

Non Controlling Interest 311.8 211.7

Non-current Financial Liabilities & Provisions 19.6 10.4

Current & Deferred Tax Liabilities 40.6 50.6

Borrowings 90.8 30.4

Other Current Liabilities 308.1 293.8

Total Equity and Liabilities 1,946.9 1,701.8

Breakup of Cash & cash equivalents Sep-23 Mar-23
Nazara 311.4 360.6
Paperboat 141.0 92.9
Nodwin 226.2 47.8
Absolute 54.4 49.9
Publishme 2.6 1.3
Openplay 47.2 40.5
Nextwave 15.2 14.5
Datawrkz 19.5 18.5
Wildworks 11.9 2.4
Total 829.2 628.3

Cash on 30th Sep: 829.2
Fund Raise through Pref:    510.0
Proforma Cash:                   1,339.2

(All figures in INR Cr)
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H1FY24 : Gaming margin at 22.7%, eSports at 6.9%, Adtech at 6.4% in H1FY24

Revenue: 213.9 (+19% YoY)

EBITDA: 48.5 (+43% YoY)
EBITDA Margin: 22.7%

Revenue: 289.9 (+21% YoY)
EBITDA: 19.9 (+16% YoY)

EBITDA Margin: 6.9%

Consolidated 
(Pre-Unallocated Corporate Costs):

Revenue: 551.7 (+13% YoY)
EBITDA : 71.7 (+24% YoY)

Margin : 13.0%

Revenue: 50.2 Cr (-26% YoY)

EBITDA: 3.2 Cr (-52% YoY)
EBITDA Margin: 6.4%

Gaming eSports Adtech

Intersegment Revenue : -2.3

Unallocated Corporate Costs : -10.7

Consolidated 
(Post-Unallocated Corporate Costs):

Revenue: 551.7 (+13% YoY)
EBITDA : 61.0 (+19% YoY)

Margin : 11.1%(All figures in INR Cr)
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Q2FY24: Gaming margin at 20.9%, eSports at 5.8%, Adtech at 6.2%

Revenue: 104.3 (+14% YoY)

EBITDA: 21.8 (+46% YoY)
EBITDA Margin: 20.9%

Revenue: 172.0 (+26% YoY)
EBITDA: 10.0 (+61% YoY)

EBITDA Margin: 5.8%

Consolidated 
(Pre-Unallocated Corporate Costs):

Revenue: 297.2 (+13% YoY)
EBITDA : 33.2 (+36% YoY)

Margin : 11.2%

Revenue: 22.5 Cr (-37% YoY)

EBITDA: 1.4 Cr (-59% YoY)
EBITDA Margin: 6.2%

Gaming eSports Adtech

Intersegment Revenue : -1.6

Unallocated Corporate Costs : -5.3

Consolidated 
(Post-Unallocated Corporate Costs):

Revenue: 297.2 (+13% YoY)
EBITDA : 27.9 (+30% YoY)

Margin : 9.4%(All figures in INR Cr)
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SPORTS & GAMING
A DIVERSIFIED & PROFITABLE

ECOSYSTEM
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Core tenets on which Nazara ecosystem is built

eSports

Adtech

& others

Gaming

& others

Our ecosystem

Intrinsic defensibility 
against macro shocks

Reinvestments stemming 
from healthy internal 
cashflows

Focused IP driven play

Profitable growth in a 
capital efficient manner

Core Nazara DNA



10

Track record of successfully scaling assets to leadership positions

Note: UA - User acquisition ; 1. Source: Industry report in gaming & programmatic advertising by Redseer

7.0

FY2023

388.7

FY2018

1.617.0

EBITDA EBITDARevenues Revenues

35.7220.6-4.058.2

EBITDA EBITDARevenues Revenues

FY2023FY2020

Amounts in INR Cr

Expansion strategies deployed Scale up post Nazara acquisition

Acquisitions

Acquired in 
Jan-2018

Acquired in 
Sep-2019

Acquired in 
Jan-2020

Launched eSports 
and MMA

Launched NBA 
and NFL

Scaled wrestling in 
viewership

Data driven UA 
spends

Content updates

Business model 
optimization

Consolidating 
position as #2 
grossing app1

38.8122.41.314.2

EBITDA EBITDARevenues Revenues

FY2023FY2020

23x growth in scale

9x growth in scale

4x growth in scale

2
IPs in 2018

50+
IPs currently

0 
FY18

INR 81.6 Cr
FY23

Media rights 
revenues

Asia and Africa 
Expansion

IP development

5
# of acquisitions

PFN Acquisition

Pakistan Bangladesh

(Year of acquisition)

(Year of acquisition)

(Year of acquisition)

Africa
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Nazara is well diversified across demographics, geography and business models

Note: 1. Revenue contribution across businesses for H1FY24; RoW – Rest of the World; RMG – Real Money Gaming

Target segment

Business Model1

Geography1

Caters to users across all ages 

46%
India

15%
RoW

39%
North 

America<10yrs 
Gamified Early 

Learning

10-18yrs
Freemium & 

eSports

18yrs+ 
eSports & 

RMG

Caters to all types of gamers

Casual
Freemium

Mid-core
RMG

Hard-core
eSports

( % Revenue Contribution of overall business)

so

35% 29% 28%

18%

14%

Sponsorship, Media Rights and Retail

Advertising

Subscription

Platform Fees

In-app Purchases

( % Revenue Contribution of overall business)
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OUR GROWTH PLANS
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Growth Strategy: Stage set for acceleration of growth and profits

Sustainable 
playbook

Diversified play

Ability to adapt

Platform 
synergies

Core IP focus Focus across segments on developing IPs and creating multiple 
monetization models around them

Growth combined with profitability and healthy internal cashflows 
creating a sustainable business model

Ability to identify macro trends early-on and adapt business models 
to navigate through dynamic markets

Business diversified across business models, geographies and target 
segments, building defensibility against macro shocks

Tangible value addition by Nazara platform to scale the acquired 
assets and make them self-sustaining
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We have raised INR 510 crores from SBI MF and Zerodha Co-founder Nikhil Kamath



M&A Strategy: Our focus is to acquire game studios with established IP and 
profitability 

Midcore
(Strategy, Shooter)

Social Games
(Free to play games)

Casual
(Puzzle, Simulation )

Women & Kids Centric 
IPs

Engagement

Scale : Downloads, MAU, DAU
Engagement : Time spent
Retention : D1, D7, D30..

RoAS

LTV/CAC for paid users
RoAS by channel/ campaigns

15

Target Genres Target Evaluation Matrix

Studio Features

Multiple IPs 
Scaled business- Stable/ Growing Revenues and 
EBITDA profitability

Nazara Acceleration Platform

Leverage Internal Synergies:
Harness the collective skills of our diverse 
internal talent and state-of-the-art tools to fuel 
organic growth.

Data-Driven Decision Making:
Utilize BI and Analytics to gain insights and 
support sustained growth trajectories

Monetization Strategies:
Craft compelling in-game monetization loops to 
enhance user experience and revenue

Community Engagement:
Develop retention patterns that promote active 
community interaction and foster brand loyalty

Monetization

Paying conversion funnel, Paying user churn,
ARPU, ARPDAU, Ad Monetization, eCPM

Ecosystem Relationship:
Better access to ecosystem players, engage in 
knowledge exchange

Skill based 
RMG

In addition, we will also continue to look at M&A opportunities in eSports and Adtech segments
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Nazara Publishing: We have launched India’s first comprehensive game publishing 
platform (1/2)

Nazara to partner with Global developers to localize and publish their games for the regional markets; as well as 
partnering with Indian developers to publish their games globally

Nazara’s role as a publisher

User acquisition, Monetization  

QA testing, Market testing of Game 

Inputs on localization, live ops, 
customer feedback,  

Providing ecosystem relationships to 
game development studio

Brand building and Community 
Management 

Our goal: 
• To empower the next generation of leaders in India's gaming industry, utilizing Nazara's extensive experience in 

elevating prominent gaming enterprises and profound expertise in the gaming domain
• To bring best of the world’s games to India and other regional markets 

Game Developers will engage in game development and engineering required for improvement, localization and Live Ops etc



Ecosystem Support

Value proposition

Investment

Launch
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Nazara Publishing: We have launched India’s first comprehensive game publishing 
platform (2/2)

Outreach to Indian developers launched at India's 
leading event for the developer community (IGDC) 
received a good response

Nazara will commit a minimum of INR 1 Crore per game 
and aims to publish up to 20 games over the next 18 
months

Scale games leveraging Nazara’s capabilities on game 
design, localization (including regionally within India), 
data analytics, beta testing and quality assurance, user 
acquisition (including performance marketing and 
influencer marketing), enhanced monetization and 
strong distribution

Holistic support of industry experts, mentors, Nazara’s
partner organizations will empower game studios

Launch of Nazara Publishing at IGDC 2023



Revenues: INR 213.9 Cr

EBITDA: 22.7%

Gaming
Revenues: INR 289.9 Cr

EBITDA: 6.9%

eSports
Revenues: INR 50.2 Cr

EBITDA: 6.4%

Adtech

Note: Revenue and EBITDA for H1FY24 18
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Gaming: Building leading IPs to capture the large gaming market opportunity

Brand / IP

Note: 1 Based on App Annie Top Grossing rank for Kids under 5 in the United States (iPhone)
2. Based on App Annie Top Grossing rank for Kids between 9-11 years in the United States (iOS devices)

Demographics Key Market Monetization 
Model

Market 
Positioning

Kids- 2-12 years of 
age 

In-App Purchases, 
Subscription

#1 Grossing app in 
its category1

US (80%+)
#2 Grossing app in 

its category2

13-45 years old South Asia 
(96%)

Advertising, In-App 
Purchases

World’s largest 
cricket simulation 

game

18-45 years old India (100%) Platform Fees
Among Top 10 

players in Rummy in 
India 

Sub-segment

Gamified Early 
Learning

Freemium

Skill based Real 
Money Gaming 

(RMG)3

Financials 
H1FY24, INR Cr

Revenue: 157.8
EBITDA: 39.0

Margin: 24.7%

Revenue:12.6
EBITDA: 3.6

Margin: 28.6%

Revenue: 25.2
EBITDA: 3.3

Margin: 13.2%

H1FY24: Revenue: 213.9 Cr YoY Growth: 18.6% EBITDA Margin: 22.7%

18-45 years old Middle East, 
Africa

SubscriptionTelco Distribution
Revenue: 18.2

EBITDA: 2.6
Margin: 14.3%

Preferred partner 
for Telcos and game 

developers



Note: * Based on App Annie Top Grossing rank for Kids under 5 in the United States (iPhone) 20

Gaming -> Kiddopia: #2 Grossing* App for Kids (Under 5 years) in the US

Geographies: USA 80+%; RoW 20%
Audience: 2-8 years old
Revenue Model: Subscription

Gamified 
Early Learning
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Gaming -> Kiddopia: Continued revenue and EBITDA growth 

Revenue EBITDA

EBITDA%

53.4 56.3

8.8 12.9

Q2FY23 Q2FY24

16.5% 22.9%

+5.5%

Q2FY24: EBITDA margins at 22.9% Quarterly KPIs

Key Metrics Q2FY23 Q3FY23 Q4FY23 Q1FY24 Q2FY24

CPT1 ($) $37.9 $37.3 $35.9 $39.3 $38.9

Marketing Spend (Mn) $3.1 $3.4 $3.2 $2.6 $2.7

Avg. Activation Rate 70% 70% 68% 68% 66%

Avg. ARPU $6.77 $6.76 $6.81 $6.77 $6.63

Avg. Churn 6.5% 5.9% 6.4% 5.9% 6.2%

Subscribers 299,965 310,981 311,758 301,714 292,488

Subs. Growth (QoQ) -0.6% 3.7% 0.2% -3.2% -2.7%

▪ We have continued to focus on acquiring customers at an optimal cost to ensure healthy EBITDA margins, resulting in
margin expansion to 25.5% in H1FY24

▪ Seasonally weak quarter (back to school post summer break) coupled with inability to scale up spends has led to decline in
subscribers

▪ We are working closely with various ad networks to enhance scale of user acquisition spends within optimal range of CPT
▪ Minor decrease in ARPU on account of summer win back offers

Note: 
1. Metrics for iOS
2. CPT= Cost per Trial 

105.9 113.9

18.5
29.0

H1FY23 H1FY24

+7.6%

17.5% 25.5%



Note: Ranking Based on App Annie Top Grossing rank for Kids between 9-11 years in the United States (iOS devices)

Gamified Early Learning
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Geographies: USA 80% RoW 20%
Audience: 8-12 years old (Majority girls)
Revenue Model: IAP, Subscription

Gaming -> Animal Jam: #1 Grossing* App for Kids (9-11 years) in the US

22.4 22.0 21.9

2.6
5.0 5.3

Q4FY23 Q1FY24 Q2 FY24

Quarterly Financials (INR Cr)

Rev EBITDA EBITDA%

11.6% 22.5%
24.0%

Focus so far has been on optimizing costs to 
deliver EBITDA margin. We have also improved 

monetization loops within the game which should 
support revenue growth going forward 
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Gaming -> Animal Jam: Strategic transformation of a cherished IP

Key recent business updates

Improved 
New User 

Monetization

ARPDAU

• Animal Jam enjoyed an ARPDAU improvement over 46% 
from Q2FY23 to Q2FY24

• Due to significant increases in compelling IAPs that 
resonated with players, the average revenue per daily 
active user has risen by 35% since acquisition

• Improvement in new user experience and prominent 
monetization placement including trials & welcome 
bundles

• D30 monetization of paid users has increased from 1.4% 
to 2.0% since our acquisition

• Introduction of rewarded ads is underway to capitalize 
on the high user engagement 

$0.15 $0.16
$0.18

$0.21 $0.21

Q2FY23 Q3FY23 Q4FY23 Q1FY24 Q2FY24

ARPDAU

1.42% 1.44% 1.38% 1.37% 1.46%

1.90%
2.06%

Q4FY22 Q1FY23 Q2FY23 Q3FY23 Q4FY22 Q1FY24 Q2FY24

New User Monetization
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Geographies: India- 65% of MAU
Audience: 13-45 years old
Revenue Model: Advertisement, IAP

Freemium

Note:1. Source: Udonis Blog

Gaming -> WCC: India’s leading Cricket Simulation game

https://www.blog.udonis.co/mobile-marketing/mobile-games/mobile-gaming-statistics
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Gaming -> WCC: Disrupting the Status Quo of the WCC Franchise

Key recent business updates

Product
• Transitioned to online only mode of game play
• Improving ad monetization stack and introducing new ad networks
• Reduced file sizes, gameplay improvements, new live ops feature, 

Live Ops
• World Cup ‘23 Live Ops exclusive content and challenges with lucrative rewards 
• New Implementation of licensed players in WCC3 (Star League Tournaments)
• Scaling UA budgets for higher new user acquisition 

WCC Blitz
• Push of easy to play / more casual version of WCC for a broader audience base
• Currently in production with an exciting new core loop and redesigned game 

mechanics, to be launched starting Jan

User 
Acquisition

• Scaling up user acquisition in markets with higher concentration of Indian 
diaspora – with focus on UK, Middle East & North America

• Focus on targeting users with higher propensity for In-App Purchases



1.16
1.711.451.721.50

2.03

Q2FY24Q1FY24Q4FY23Q3FY23Q2FY23Q1FY23

DAU (Mn)

26

7.4
10.588.7210.288.90

11.66

Q2FY24Q1FY24Q4FY23Q3FY23Q2FY23Q1FY23

MAU (Mn)

95%

5%

Geographical Split
(MAU H1FY24)

South Asia ROW

76%

24%

Revenue Split
(H1FY24)

Ad Revenue OthersRevenue EBITDAFigures in Rs. Cr EBITDA%

5.3 5.4

0.9 1.1

Q2FY23 Q2FY24

17.4% 20.8%

Gaming -> WCC: Maintaining Revenue and profitability while setting the 
stage for future growth

12.0 12.6

3.5 3.6

H1FY23 H1FY24

29.4% 28.6%

In Q2, we transitioned our main titles WCC2 and WCC3 to "online-only" mode, where customers who want to play offline have to pay and/or 
watch a rewarded video ad. This resulted in lower daily (and monthly) active users, but no dip in ad revenue. Further, this gives us more clarity 

on the true LTV of our players, so we can increase spend on user acquisition (which in turn allows us to drive higher revenue in coming months).

x
1.3x 1.1x

Q4FY23 Q1FY24 Q2FY224

Impressions (X)

Y 1.1Y
1.4Y

Q4FY23 Q1FY24 Q2FY24

Impressions / DAU (Y)
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Gaming -> Classic Rummy: GST regime kicked in from 1st October 2023

Revenue EBITDAFigures in Rs. Cr EBITDA%

13.8 14.0

2.9 3.1

Q2FY23 Q2FY24

20.8% 22.1%

• In July 2023, the GST Council decided to levy a 28% tax
on the entry fees of real money games. This has come
into effect from 1st October, 2023.

• Due to implementation of new GST tax rate from Oct 1,
we expect Classic Rummy to post an EBITDA loss in
Q3FY24, before stabilising to break even by Q4FY24

• Now that there is much more clarity on taxation, Nazara
will be actively seeking consolidation opportunities in
this sector

26.4 25.2

5.6 3.3

H1FY23 H1FY24

21.1% 13.2%



Revenues: INR 213.9 Cr

EBITDA: 22.7%

Gaming
Revenues: INR 289.9 Cr

EBITDA: 6.9%

eSports
Revenues: INR 50.2 Cr

EBITDA: 6.4%

Adtech

Note: Revenue and EBITDA for H1FY24 28
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eSports -> Nodwin: #1 eSports company in India with a 360 degree offering for the 
eSports fan

Robust Flanking Strategy to expand offerings / adjacencies across markets

[PSH] 
Gaming  merch.

Apr-2022

Ability to 
capitalize and 

build on 
gaming 
fandom

Dominant 
Position in South 

Asia and Sub-
Saharan Africa

Asia Pacific IPs
Apr-2023

Access to 
marquee 

international 
IPs and South 

East Asian 
markets

M&A driven expansion of offerings / adjacencies across emerging markets

 Live events and IP 
business
Oct-2021

Live 
experiences 

beyond gaming 
with adjacency 
to music and 

comedy

Gaming & 
eSports 

Content IPs
Feb-2022

Create 
entertainment-
first gaming IPs 

for GenZ

Feb-2022

Strengthen 
moats 

through foray 
into 

influencer 
business

Unpaused 
Entertainment

Gaming 
accessories 
April 2022

Strengthening 
D2C play with 

gaming 
accessories

Expanding 
presence 

across Middle 
East eSports 
ecosystem

Marketing Agency
Oct 23
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eSports -> Nodwin Gaming: Multiple IPs conducted in the last few months
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eSports -> Nodwin Gaming: Gearing up for H2 with multiple key IPs announced



321. includes Rusk Distribution, Superhero and Brandscale (Wings) financials
Note: Nodwin  exercises control over Brandscale  and hence Brandscale has been consolidated as a subsidiary

146

74

377

37

136

78

221

19

Partners

Distribution (100 hours)

Content Views (In Mn)

Media Revenue (%)

H1FY24 H1FY23

eSports -> Nodwin Gaming: 20% revenue growth in Q2FY24; stage set for future growth

Revenue EBITDAFigures in Rs. Cr EBITDA%

▪ A significant development in H1FY24 was the return of BGMI. Nodwin conducted the second season of BGMI Master Series for India, which
was telecast on Star Sports and Rooter. Multiple events including PUBG MOBILE Club Open (PMCO) and the PUBG MOBILE Pro League South
Asia (PMPL) were held in international markets.

▪ In addition, new season of acquired IPs such as All That Matters were also conducted
▪ New IPs such BGMI India Series along with prominent IPs including Dreamhack and NH7 Weekender are on the calendar for H2FY24.
▪ Furthermore, in anticipation of the festive period, Wings is amplifying its marketing initiatives to enhance the visibility of our imminent

product releases, which feature an array of gaming-centric laptops, innovative smartwatches, and audio products

104.5
125.4

0.6 1.3

Q2FY23 Q2FY24

168.9
194.0

1.4

-3.5

H1FY23 H1FY24

0.6% 1.1% 0.8%
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eSports -> Sportskeeda: Proven Operational Success in India and US

The Sportskeeda Playbook

Ø Process led setup to consistently drive efficiencies with each sport having its own P&L 

Ø Sharp focus on a data-driven approach to dispassionate decision making across all business functions

Ø Robust operating playbook perfected over time; replicable at scale and pace across sports and platforms

Content Distribution Monetization

§ Experienced writer network 
enabling agility in content 
throughput

§ Proprietary in-house CMS to 
enhance content quality 

§ World class SEO capability 
resulting in predominantly organic 
audience

§ 330mn+ sports fans reached each 
month globally

§ Superior ad ops with 3rd party 
integrations optimized

§ Growing yield despite macro 
challenges and volatility in ad 
markets

Differentiated 
Approach

A B C

Key Pillars of Playbook
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Source: 
1) Ranking based on unique visitors

eSports -> Sportskeeda: PFN ranked as the #2 NFL-focused website in the US for 
September 2023

Acquisition Rationale: Growing US Footprint

§ Leading voice in NFL (ranked #3); multi-format 
publisher

§ Exclusive contracts with celebrity NFL journalists

§ Doubling SK’s NFL presence (4mn to 10mn in MAUs)

§ Attractive entry point (valued at ~1.2x LTM sales) 
with clear path to profitability

Initial Results Successful

SK Content Playbook
Lean on Sportskeeda’s 
capabilities to enhance 

content throughput

Tech Intervention
Leverage SK’s proprietary 

technology to enhance SEO, 
user acquisition

Cost Optimization
Overhead reduction across 

business functions

Offerings

§ PFN (Pro Football Network) reached #2 
NFL ranking in September as per Similar 
web 

§ First month of EBITDA profitability in 
September

§ Significant scale up in user base (100%+ 
YoY Growth)
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eSports -> Sportskeeda: 50% revenue and 44% EBITDA growth in H1FY24

71.3
76.6 76.6

71.3

81.6 83.2

Q1FY23 Q2FY23 Q3FY23 Q4FY23 Q1FY24 Q2FY24

Average Monthly MAU (million)

1.16x

35.6
56.4

17.2

19.4
5.3

11.4

H1FY23 H1FY24

Revenue Split by Geography

US India Others
Revenue EBITDA

Figures in INR Cr

EBITDA%

21.0
37.1

15.8

18.810.2

14.4
11.2

16.9

H1FY23 H1FY24

Revenue Split by Sports

Combat Sports Cricket Esports Others

58.1

87.2

58.1

87.2

Average Time 
Spent (Minutes: 

Seconds)

Q1FY23 Q1FY24

3:41

4:38
1.3

x

1. Q2FY24 and H1FY24 financials includes PFN

28.1

41.4

7.3 9.6

Q2FY23 Q2FY24

58.1

87.2

17.4
25.1

H1FY23 H1FY24

23.2%26.0% 29.9%
28.8%

Sportskeeda crossed the 100 million active 
users in September 2023

Sportskeeda EBITDA margin declined due to 
PFN, which reported a loss in Q2FY24. PFN 

turned profitable in September 2023 

Figures in INR Cr
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Sportskeeda Heroes of Tomorrow – Supporting talent at grassroots level 

‘Heroes of Tomorrow’ initiative focuses on the development of sports talent at grassroot levels. We directly support athletes 
and also partner with foundations that share our vision, such as Anju Bobby Sports Foundation and Nurturing Excellence in 
Sports Trust (NEST)

Harmilan Bains
(Winner of Silver Medals in 

800M and 1500M at the 
2023 Asian games)

Harmilan Bains was part of the 
Sportskeeda "Heroes of 

Tomorrow" initiative since well 
before the Asian Games, and 

we're proud our support helped 
her achieve her goals!



Revenues: INR 213.9 Cr

EBITDA: 22.7%

Gaming
Revenues: INR 289.9 Cr

EBITDA: 6.9%

eSports
Revenues: INR 50.2 Cr

EBITDA: 6.4%

Adtech

Note: Revenue and EBITDA for H1FY24 37



35.5

22.5

6.7 6.03.4 1.4

Q2FY23 Q2FY24

67.6

50.2

12 12.3
6.8 3.2

H1FY23 H1FY24
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Note: 1. Gross Profit Contribution by business line
Note: Nazara exercises control over Datawrkz and hence Datawrkz has been consolidated as a subsidiary post 13-April-2022 when Nazara acquired 33% stake. Nazara has sent intimation in Dec-22 to Datawrkz to acquire 
additional 22% stake as per SHA (expected to be completed by Aug-23)

Note: All financials are pre intersegment revenue

Adtech -> Datawrkz: Focused efforts for future EBITDA growth

Gross margin%
Figures in Rs. Cr

Revenue* Gross profit*

-37%

9.5% 6.2%

• Datawrkz, our Adtech business was acquired in April 2022. Over the last year, we've been focusing on reducing low-margin work and moving towards
higher-margin business clients and simultaneously expanding our client base to minimize dependency on a few customers. This has resulted in a Y-o-Y
decline of revenue from to 50.2 Cr for H1FY24, compared to 67.6 Cr for H1FY23. However, the gross margin percentage has sharply improved from 18.0% to
24.6%, and total gross margins have also increased from 12.0 Cr to 12.3 Cr in the same period, showing that this revised approach is beginning to pay off.

• While gross margins have improved, Datawrkz’s EBITDA has declined from 6.8 Cr in H1 FY23 to 3.2 Cr in H1FY24. This reflects a significantly higher
investment in our sales and marketing efforts – in the form of team overheads as well as marketing events. These investments in marketing during Q2 FY24
and the ongoing efforts in the current third quarter have significantly bolstered our pipeline, and started leading to a higher conversion rate from our sales
pipeline and the formation of key partnerships.

• Additionally, we've recently welcomed a senior marketing head who will spearhead marketing initiatives across all verticals
• Mediawrkz, the dedicated Publisher Monetization Solutions Division of Datawrkz, has earned the prestigious Google Certified Publishing Partner (#GCPP)

certification. This is expected to help with increased market penetrations in conjunction with new ad monetization products being rolled out by Mediawrkz

18.8%
26.6%

EBITDA* EBITDA%

85% 72% 74% 68% 59% 63%

15% 28% 26% 32% 41% 37%

Q1 FY23 Q2 FY23 Q3 FY23 Q4 FY23 Q1 FY24 Q2 FY24

Increasing Contribution of High Margin 
Business1

Demand side business Other business line

18% 24.6%

10.0% 6.4%

-26%
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Company : Investor Relations Advisors :

Nazara Technologies Limited
CIN: U72900MH1999PLC122970

Mr. Rakesh Shah
Chief Financial Officer
Ms. Anupriya Sinha Das
Head of Corporate Development

investors@nazara.com

www.nazara.com

Strategic Growth Advisors Private Limited

Rahul Agarwal / Karan Thakker
rahul.agarwal@sgapl.net / 
karan.thakker@sgapl.net
+91 982143 8864 / +91 81699 62562

www.sgapl.net

Contact Us

http://www.nazara.com/
mailto:rahul.agarwal@sgapl.net
mailto:karan.thakker@sgapl.net
http://www.sgapl.net/
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