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ResAvenue – Hospitality Solution
ResAvenue CRS: Central Hub for Distribution of Hotel Inventory

Direct Connect: Complete Central Reservation Solution (CRS)

DIRECT 
CONNECT

Hotel Booking

Engine

Channel Connect: Technologically Advanced Channel Management Solution

Rate/Inventory
Management 

Bulk Updates Room Mapping

Competitor Analysis Room-Rate Linkage Booking Updates

Allocation Alerts Intuitive Dashboard Reports & Analytics

Yield Management PMS Lite Promotions

Packages

Booking Engine

Stay Enrichment

Booking Engine

Social Media

Booking Engine

Invoice

Payments

ResAvenue

PhonePay

Discounts &

Promotions
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ResAvenue – Hospitality Solution
Strong brands driving strong online growth

1000+ Hotels Live with ResAvenue, integrated with major Online Travel Agents (OTA)
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Integrated
with major 

OTAs

1500+
room nights 

booked 
everyday

ResAvenue – Hospitality Solution
Fragmented market and digital adoption driving strong growth

Subscription + Transaction based revenue model

 Channel Manager Q3 FY19

• Bookings generated for our hotel clients of 

INR 737 million (up 17% QoQ)

• Room nights 138,500 (Q2: 136,300) for 

our 444 hotels (Q2: 316)

 Internet Booking Engine Q3 FY19

• Bookings generated for our hotel clients of 

INR 91 million (up 42% QoQ) for our 904 

hotels (Q2: 836)

1000+
Hotels

2015-2016 2016-2017 2017-2018

YOY Growth of Booking Amount ResAvenue

>2x

>4x

2015-2016 2016-2017 2017-2018

YOY Growth of Bookings on ResAvenue

>2x

>4x



17

Government e Marketplace (GeM)
Slated to become India’s largest online marketplace

“GeM will be doing transactions worth $25 billion in three years and $100 billion in seven 

to eight years” 

Mr. Suresh Prabhu

India Commerce & Industry Minister

Transaction-based Revenue Model 

About GeM

 End-to-end online marketplace for products, services & project works for Central & State Govt. Ministries

 Provides tools of e-bidding, reverse e-auction and demand aggregation, user ratings, online payment system, 
etc. to facilitate government users achieve best value for their products or services sold on GeM

 Infibeam Avenues is a key technology partner; GeM is built on BuildaBazaar platform

Opportunity

 Currently used by Central Government; State and Local governments to follow (23 States and 5 Union 
Territories have signed MOU)

 GeM on-boarded start-ups

 Indian railways has committed INR 10,000 crore worth of procurement in FY20

 GeM platform is also being used to place orders for World Bank projects

 Government to open it up for private sector companies for their procurement

600 6,000 17,500 25,000

200,000

700,000

FY 2017 FY 2018 31 Jan 2019 FY 2019E FY 2022E FY 2025E

GeM Cumulative GMV (INR crore) (c. US$ 100 bn)

Source: www.gem.gov.in, Livemint, Business Line, ET

More the GMV, more revenue for Company

>180,000
INR

c.150,000
AVERAGE ORDER VALUE 

OF EACH SALE ON GeM
SELLERS & SERVICE 

PROVIDERS ON GeM

http://www.gem.gov.in/
https://www.livemint.com/Politics/F8r8Bfjwe3jwHdeszW4uiN/Govts-emarketplace-aims-to-pip-Amazon-Flipkart-in-transac.html
https://www.thehindubusinessline.com/economy/policy/centre-may-allow-private-players-to-tap-its-e-market-platform-gem/article24874698.ece
https://economictimes.indiatimes.com/news/economy/policy/government-emarketplace-looks-to-clock-deals-worth-rs-2-lakh-crore-in-the-next-5-years/articleshow/62781977.cms?utm_source=contentofinterest&utm_medium=text&utm_campaign=cppst
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Government e Marketplace (GeM)
Strong growth recorded in 2018 with high savings for buyers
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National Mission on GeM – 6th Sept – 17th Oct 2018

• 57% growth in average daily transaction volume

• 1.26 times growth in average daily transaction of the States

• Registered Buyers and Sellers – 3662 and 18611 respectively

Jan-Dec 2018

• 186% growth in the number of users on GeM

• 772% increase in volume terms and 599% in value terms

• saving of approximately 25% on an average across categories
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Suvidhaa’s Business Model
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Infrastructure Created By Suvidhaa

90,000+ Retailer Partners

• Across Metros, Urban & Semi-Urban areas (30,000+ engaged as BC - Agents)

• Manned & Trained Touchpoints

• Equipped with PC/Tab/Mobile, Printer, Broadband Connection

• 2000+ touchpoints equipped with biometric scanner for Aadhaar-based eKYC Authentication

Fully Compliant, Robust & Customizable Technology Platform

• Home-grown proprietary platform - capable to transact upto 45mn TRXs / month

• Real-time & near real-time transaction fulfilment

• Configurable System  Validations, Velocity Checks & SMS Alerts 

• Value Add: Multiple Delivery Platforms @ Mobile & Tab - Multiple Payment  Options: Cash, Card & Wallets 

Customer Support

• 24x7 Call Center Infrastructure

• In-house Quick Resolution Team (QRT), Customer Support & Tech Support Teams supported by robust CRM

• About 85% (Industry Avg. 40%) of Wrong A/c Transfers resolved & refunded to senders

Customer Base

• Over 40 mn Unique Customers (predominately unbanked & underbanked)
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Divestment of Infinium (India) Ltd. 
Focus on core business; platforms and payments

Deal details

 Divestment of wholly-owned subsidiary, Infinium (India) Ltd (IIL), to Ingenius E-commerce Pvt Ltd for INR 600 million

About Ingenious

 Ingenius E-commerce owns and operates B2B aggregator portal Tradohub for industrial goods

 tradohub.com is world's first global e-distributor of industrial goods and expanding into other categories

 It is a leading integrated supplier of food & agriculture, chemicals, pharma, polymers & additives and other industrial raw materials 

globally

Reason for divesting (use the wordings from press release)

 To focus on the core e-commerce and payment solutions including Government e Marketplace (GeM), BaB for Enterprise, Payment 

Gateway services, BBPS, .OOO and international expansion of these web services
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Investment in Instant Global Paytech
Tap and strengthen offline payments in smaller towns and cities

Deal details

 Rs. 6 crore investment for 48% stake in Instant Global Paytech Private Limited (IGPL), to enable access of digital payment platform for 

unbanked and underbanked individuals with deeper penetration of digital payment capabilities

About IGPL

 IGPL offers money transfer, mobile recharges, bill payments, travel booking and BBPS

 Company largely caters to Tier II and Tier III markets and plans to further penetrate these markets as cash transactions in these 

markets are relatively higher

 It will use the infused capital to acquire customers and merchants, to ramp up its technology as well as strengthen its team

Opportunity

 An estimated 90% of the transactions in the country are still cash-based and >700 million people who fall into the category has access 

to cash and digital instruments but are not comfortable transacting in the digital world
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PERFORMANCE
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Financial & Operational Summary – Q3 FY 2019
Strong revenue growth led by strong performance by payment solutions business

Standalone only

Particulars (INR mn)

Q3 

FY2019

Q2 

FY2019

QoQ

Growth 

Q3 

FY2018

YoY 

Growth 

Revenue 1,503 1,348 11% 736 104%

EBITDA 457 131 248% 187 145%

EBITDA Margin 30.4% 9.8% - 25.3% -

Profit Before Tax 332 7.5 4324% 64 422%

Profit After Tax 266 -45 - 19 1294%

Key Metrics – Web Services Units Q3 FY2019 Q4 FY2018

Merchants excl. “.OOO” Nos. >600,000 >400,000

Value of Payments Processed INR Bn 115 70.6

Successful Payments Transactions Mn 30 22
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STRATEGY  &  OUTLOOK



30

COMPANY GROWTH STRATEGY

Focus on 
Transaction

based
revenue

model to scale
business
further

Offer end-to-end
e-commerce 

platforms
and payment
solutions and

go deeper
in the value

chain

Build
customized

solutions
to expand across

industry 
verticals 

(example: 
ResAvenue)

Expand
internationally,
particularly in
high-growth

emerging
markets

Focus on
profitability
to generate

positive cash
flows and
reinvest in

growth

Transactional 
revenue model

End-to-end 
solutions

Customised
solutions

International 
expansion

Focus on 
profitability

Growth Strategy
Focus on core platforms and payments and scale through transaction based revenue model
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 We expect to achieve strong growth during FY 2019

• Continued growth of ecommerce industry in India and in the International markets we 

operate in 

• Growth in transaction based revenue streams including 

o growth in order value on Government e-Marketplace

o growth in Bill Payments through BBPS

• Growth of Payments Solutions business in Middle East

• Addition of Unicommerce helping us to strengthen our end-to-end offering

• Ability to cross-sell our solutions under web services to existing merchants

 Lower capex for the full year, excluding any M&A, as we are forward invested

Outlook – FY 2019
Positive

Sustainable 
long term 

growth

Positive 
free cash 

flow

Value
for all 

stakeholders
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Summary

Strong e-commerce market growth in India in the long-term, supported by Government’s digital initiatives

End-to-End offering to merchants will improve customer stickiness

Strong Business Model with transactional-based revenue model to help business to scale

International expansion will fuel growth and improve margins

Diversified customer base and verticalized web-services solutions to offer broad scope for growth

Focus on profitability to create wealth for shareholders

Strong core founding team with long-term vision

Strong performance by the Company
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THANK YOU

Investor Relations - Purvesh Parekh

purvesh.parekh@ia.ooo

+91 9930554588

Visit us at:

www.ia.ooo  |  www.ccavenue.ooo


