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About the Company 

Incorporated in 2004, Route Mobile Limited is among the leading Communications 

Platform as a Service (CPaaS) provider and a tier-one application-to-peer (A2P) service 

provider. Its enterprise communication services include new age solutions in Messaging, 

Voice, Email, and SMS Filtering, Analytics & Monetization. The company operates in 3 

business verticals: enterprise, Mobile Operator and Business Process Outsourcing (BPO). 

As of June 30, 2020, Route Mobile has serviced over 30,150 clients, cumulatively since 

inception, across sectors including social media, banking and financial services, aviation, 

retail, internet / e-commerce, logistics, healthcare, hospitality, media and entertainment, 

pharmaceuticals and telecom, including several Fortune Global 500 companies. As of 

June 30, 2020, Route Mobile had made 23 applications for registration of various 

trademarks, including, ‘Route Mobile’, ‘RouteSMS’ and ‘Route’ of which they have received 

registration for 12 trademarks.

Strength

Omni-channel cloud communication platform service provider with diversified 

service offerings for enterprises: Route Mobile is among the leading CPaaS providers to 

enterprises, OTT players and MNOs (Mobile Network Operator). They were ranked 2 nd 

globally as a tier 1 A2P service provider for 2017 (Source: ROCCO Report 2017). Being an 

associate member of the GSMA and an accredited open hub connectivity solution provider 

allows them to manage both A2P and P2P traffic for enterprises and MNOs. In Fiscal 2018, 

2019 and 2020, through its in-house developed cloud communications platform, it has 

processed more than 21 billion, 24.74 billion and 30.31 billion billable transactions, 

respectively, while in the three months ended June 30, 2020, it processed more than 6.95 

billion billable transactions. Its 45 member technical team, as of June 30, 2020, is engaged 

in developing new and customized solutions for clients across sectors and industries. With 

growing internet penetration, business models are evolving and cloud communication 

services are being used by enterprises for streamlining back-end operations as well as for 

engaging with customers, employees and other stakeholders. The size of the global A2P 

messaging market (including only directly connected A2P revenue) was US$ 3,790 crore in 

2017 and is estimated to grow at a CAGR of 4.4% (Source: Juniper Reports). In Fiscal 

2018, 2019 and 2020, through its in-house developed cloud communications platform, 

they processed more than, 2,100 crore, 2,474 crore and 3,031 crore billable transactions, 

respectively, while in the 3 months ended June 30, 2020, they processed more than 695 

crore billable transactions. Its 45 member technical team as of June 30, 2020 is engaged in 

developing new and customized solutions for clients across sectors and industries. 

Further, its competitive position is enhanced by its ability to leverage its existing 

relationships with the clients.

MNO focused suite of products:  Route Mobile is able to diversify its service offerings in 

the mobile operator segment with its acquisition of 365 squared to include SMS analytics, 

firewall, filtering and monetization solutions. It proactively helps MNOs identify A2P 

revenue leakage and monetize the same. In addition, it assists MNOs in securing their 

networks and improves their understanding of how A2P messages terminate on their 

network. On an average, its SMS firewall contracts with MNOs have a tenure of 3 years, 

which provides Route Mobile with reasonable visibility and stickiness of revenue from such 

business.
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Issue Highlights

Industry Mobile

Total Issue (Shares) - Offer for sale 10,285,714

Total Issue (Shares) - Fresh Issue 6,857,143

Net Offer to the Public 17,142,857

Issue Size (Rs. Cr.) 591-600

Price Band (Rs.) 345-350

Offer Date  9-Sep-20

Close Date 11-Sep-20

Face Value  10

Lot Size 40

Issue Composition

Total Issue for Sale  17,142,857

QIB  8,571,429 

NIB  2,571,429 

Retail  6,000,000 

In shares

Shareholding Pattern (%)

Retail 0.00% 10.55%

NIB 4.00% 8.04%

QIB 0.00% 15.08%

Total 100.00% 100.00%

Promoters & promoters group 96.00% 66.33%

Particulars Pre-issue Post -issue

*calculated on the upper price band

Objects of the Issue

2.  Acquisitions and other strategic initiatives;

1. Repayment or pre-payment, in full or part, of certain 
borrowings of the company;

The company proposes to utilise the Net Proceeds towards 
funding the following objects:

3.  Purchase of office premises in Mumbai; and

4.  General corporate purposes.

SMC Ranking

(3/5)
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Global connectivity through established relationships with MNOs: As of June 30, 2020, it had 

direct relationships with over 240 MNOs (“Super Network”) and provided its enterprise clients with 

access to over 800 mobile networks. Route Mobile also has 6 strategically located data centres. Its 

global presence enables them to offer its clients the flexibility of multiple routes, better speed of 

delivery and an ability to optimize cost of delivery per message. It is able to serve its clients better as a 

result of its direct relationship with MNOs. As of June 30, 2020, it had direct relationships with 161 

MNOs in EMEA, 32 MNOs in the APAC region, 48 MNOs in North America and South America, 6 

MNOs in India and 1 MNOs in Australia. As of June 30, 2020, they have served over 30,150 clients, 

cumulatively since inception, globally through its offices across Africa, Asia Pacific, Europe, Middle 

East and North America.

Diversified and global client base across industries serviced locally: Route Mobile has a 

diverse enterprise client base across a broad range of industries including social media companies, 

banks, financial institutions, e-commerce entities, travel aggregators and other client facing 

companies. Additionally, its MNO clients include over 25 operators across 4 continents as of June 30, 

2020. In addition, its client base is spread across 4 continents and as of June 30, 2020, they had 

served over 30,150 clients, cumulatively since inception. In Fiscal 2018, 2019 and 2020 and in the 3 

months ended June 30, 2020, its 10 largest clients accounted for36.08%, 46%, 52.50% and 63.65% 

of its revenue from operations, respectively, while their single largest client accounted for 6.49%, 

19.86%, 14.58% and 15.45% of its revenue from operations in such periods. Its diverse global client 

base helps them limit its dependency on a specific client, industry or geography and reduces financial 

risk.

Scalable delivery platform supported by robust infrastructure: Its cloud-based delivery platform 

enables the company to build and manage applications without having to create and maintain the 

underlying infrastructure for each client. It is therefore able to provide enterprises with solutions to 

operate applications without purchasing, configuring or managing the underlying hardware and 

software. It currently operates at a throughput capacity of over 10,000 messages per second. Its six 

strategically located data centres provide its operations with the resilience required to meet the 

requirements of its clients.

Robust business model and consistent financial track record: It has a number of clients on a pre-

paid business model where the client pays upfront allowing it to reduce the overall working capital 

cycle. Its revenue from operations increased at a CAGR of 37.61% from ₹ 504.95 Cr in Fiscal 2018 to 

₹ 956.25 Cr in Fiscal 2020 and was ₹ 309.61 Cr in the three months ended June 30, 2020. In Fiscal 

2018, 2019 and 2020, and in the three months ended June 30, 2020, 41.77%, 24.99%, 17.01% and 

15.47% of its revenue from operations, respectively, was prepaid. The standard terms of the 

agreements with its post-paid clients require payments to be made within 30 – 60 days.

Strategies

Continue to develop omni-channel digital communication offerings and innovative solutions: 

It has continuously focused on retaining and deepening relationships with its existing customer base 

with the help of a dedicated key accounts management team. The company intends to leverage 

newer solutions with its existing customers and position itself as the partner of choice for these 

customers. It believes that offering a one-stopsolution addressing enterprises’ communication 

requirements across all digital channels will increase stickiness of its relationship with its existing 

customers and augment its ability to serve start-ups and young enterprises. The company has made 

significant investments in developing its communication services and solutions.  It intends to 

leverage its existing platform, diverse enterprise client base and Super Network to capitalize on the 

growth opportunity in cloud-communications space and endeavits to be a onestop communications 

solution provider to such enterprise clients and MNOs.

Continue to focus on developer community program: Route Mobile API Developer or RAPID 

network is an initiative to formally launch its developer community program. The objective of this 
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Acquisitions are subject to various risks: Its acquisitions are subject to various risks, including 

risks relating to the integration of these acquired businesses with its existing operations. It may in the 

future continue to make strategic acquisitions to grow its business and further diversify service 

offerings. An inability to identify, complete and successfully integrate such acquisitions could 

adversely affect its business prospects, results of operations and financial condition.

program is to enable developers to leverage the capabilities of its CPaaS platform and seamlessly 

deploy communication features within their applications / software. Through the developer 

community program, it is in the process of adopting a bi-modal go-to-market strategy. The developer 

community program primarily will focus on agility, enabling developers and their enterprises to 

experiment with its APIs and leverage its platform to improve their digital communication solutions. Its 

business partners, system integrators and third party developers will have access to an online portal 

with APIs allowing them to integrate with its platform and develop digital communication solutions for 

end-users.

Enhance service offerings through inorganic opportunities: In conjunction with its organic 

growth strategies, the company intends to pursue strategic acquisitions or investments by selectively 

evaluating targets in order to increase its product and service offerings, expand its existing client base 

and its geographic reach to strengthen its position as a global cloud-communication platform services 

provider. The company has acquired 365squared, Call2Connect, Start Corp and Cellent 

Technologies, which has resulted in the expansion of its operations across Europe, Middle East, 

Africa and Asia-Pacific and has enabled it to supplement its product and service offerings to include 

SMS filtering, analytics, and monetization. It also intends to leverage its inorganic growth and 

strategic acquisitions and partnerships to increasingly cross-sell its products and services to its 

expanded client base.

Grow presence in additional markets to serve clients locally: With its leading position in the 

cloud-communication space coupled with the anticipated growth in this sector, it intends to continue 

to grow in the markets where it currently operates and further expand its offerings in additional 

markets. It intends to meet the requirements of a broader range of global developers and enterprises. 

In order to attract and secure new clients, it will continue to develop its network of offices to increase 

awareness amongst enterprises. It also  plans to focus on further strengthening its position in certain 

important enterprise markets, such as Africa and Latin America, which have significant potential for 

cloud-communication services.  It has  operations in Kenya, Ghana, Uganda, Zambia and Nigeria, 

through its subsidiaries, Route Connect (Kenya) Limited, Route Mobile Limited, Route Mobile (U) 

Limited, Route SMS Solutions Zambia Limited and ROUTESMS Solutions Nigeria Limited, 

respectively.

Leverage its CPaaS platform and BPO expertise to deliver virtual contact centre solutions: It 

has added BPO capabilities through the acquisition of Call2Connect, with effect from April 1, 2017. Its 

strategic objective is to integrate its BPO capabilities with its enterprise voice platform and deliver 

end-to-end offerings to enterprise customers. Its CPaaS offerings enable enterprises address their 

digital communication requirements while its BPO services intend to address customer / vendor / 

partner requirements to interact with a human interface. Further, it intends to leverage Call2Connect’s 

expertise in call centre and other BPO services, combined with its expertise in technology driven 

digital communication enablement to create a new revenue stream through virtual contact centre 

solutions.

Risk Factor

Depend in part on the success of its strategic relationship with third parties: The company 

depends in part on the success of its strategic relationship with third parties, particularly its direct 

relationships with mobile network operations (“MNOs”). Its inability to enter into or maintain such 

relationships, particularly with MNOs may adversely affect its business, financial condition and 

results of operations. 

Company Total Income  PAT  EPS  P/E  P/BV  BV  FV  Price  Mcap

Intellect Design 1349.99 55.21 4.17 45.91 2.43 78.87 5 191.45 2536.72

Majesco 1092.50 66.59 22.64 33.56 3.20 237.40 5 759.70 2234.80

Mastek 1210.00 141.98 58.02 12.52 2.25 323.06 5 726.45 1777.71

Newgen Software 661.91 78.77 11.26 18.66 2.67 78.61 10 210.10 1469.77

Nucleus Soft. 525.13 108.76 37.45 13.39 2.60 193.14 10 501.30 1455.81

Happiest Minds* 698.21 71.71 4.88 34.00 6.50 25.56 2 166.00 2437.94

* FY20 Annualised financials are taken for valuation
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Operate in a highly evolving market: The company operates in a highly evolving market and any 

inability to respond to such changing conditions could adversely affect its business and results of 

operations.

Revenues depend on a limited number of clients: Its revenues depend on a limited number of 

clients and a loss of such clients could adversely affect its financial condition and results of 

operations.

Peer comparison

As per the company, there are no listed entities in India whose business portfolio is comparable with 

that of its business.

Valuation

Considering the P/E valuation on the upper end of the price band of Rs. 350, the stock is priced at pre 

issue P/E of 25.32x on its actual annualised FY20 EPS of Rs. 13.82.  Post issue, the stock is priced at 

a P/E of 28.80 x on its  EPS of Rs. 12.15.  Looking at the P/B ratio at Rs. 350 the stock is priced at P/B 

ratio of  6.53x on the pre issue book value of Rs.53.64 and on the post issue book value of Rs. 89.38 

the P/B comes out to 3.92x.

On the lower end of the price band of Rs.345 the stock is priced at pre issue P/E of 24.96x on its 

annualised FY20 EPS of Rs. 13.82.Post issue, the stock is priced at a P/E of 28.39x on its EPS of Rs. 

12.15. Looking at the P/B ratio at Rs. 345, the stock is priced at P/B ratio of  6.43x on the pre issue 

book value of Rs. 53.64 and on the post issue book value of Rs. 89.38, the P/B comes out to 3.92x.

Industry overview

Cloud communication is an entirely new way to build, deploy, and scale enterprise communications 

systems. It includes, but is not limited to Voice over Internet Protocol or VoIP, Communication as a 

Service or CPaaS and Unified Communications or UC. Mobile channels are becoming increasingly 

important for brands and enterprises to connect with customers, with service providers emerging that 

look to offer a comprehensive platform that enables the management of this communication. SMS 

technology appeals highly as a communication channel due to its ubiquity on smartphones. It is 

expected that this will be the case over the next five years; it is anticipated that 88% of A2P traffic will 

be attributable to SMS, falling from 98.8% in 2018. Internet of Things or IoT is, at present a focus area 

for many enterprises. Efficiency gains, cost savings and new revenue models are the principal 

benefits accruing from IoT. High rate of IoT adoption and deployment in enterprises can be attributed 

to the value-add and business cases being very clear and measurable. It is widely acknowledged that 

the real value of connected IoT units will be derived through the conversion of data into actionable 

information. The reason for this is that the majority of connected units will be M2M modules, 

producing small amounts of data each, albeit at large scale i.e. Big Data. Consequently, where nearly 

the entirety of the Internet’s history has involved the analysis of human-produced data, frequently 

composed of relatively large, organized chunks of data, the IoT landscape presents a scenario.

Outlook

Route mobile is a niche player that provides cloud-communication platform as a service to 

enterprises, over-the-top players and mobile network operators. However, its business depends on 

the success of their relationship with mobile network operations. It relies on 3rd party technology 

systems and Infrastructure where defects, delays and failures can adversely affect its business. Its 

revenues come through a limited number of clients. A high risk investor may opt the issue.
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Annexure

Consolidated Financials

Profit & Loss Rs. in Cr.

Particulars Period ended Period ended Period ended

PBDIT 40.30 111.67 99.96

Depreciation 6.02 22.68 21.87

PBIT 34.28 88.99 78.09

Interest  0.99 4.87 13.09

PBT  33.29 84.12 65.00

Tax 6.35 15.02 10.47

Other Income 2.68 11.85 7.71

OPM% 12.15 10.44 10.92

Operating Profit 37.62 99.82 92.25

Total expenditure 271.99 856.43 752.41

Total Operating Income 309.61 956.25 844.67

 30-Jun-20 (6 Months) 31-Mar-20 (12 Months) 31-Mar-19 (12 Months)

Profit After Tax 26.93 69.10 54.53

Balance sheet is on next page

Exchanges

EVENT INDICATIVE DATE

  (On or about)

Bid/Offer Opens Date September 09, 2020

Bid/Offer Closing Date September 11, 2020

Finalisation of Basis of Allotment with the Designated Stock  September 16, 2020

Exchange

Initiation of refunds (if any, for Anchor Investors)/unblocking  September 17, 2020

of funds from ASBA Account

Credit of Equity Shares to depository accounts of Allottees September 18, 2020

Commencement of trading of the Equity Shares on the Stock September 21, 2020

An Indicative timetable in respect of the Issue is set out below:
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Balance Sheet

        Cash and Bank balances 113.99 61.52 29.40

Other bank balances 44.70 41.12 66.25

        Other financial assets  11.58 10.64 9.58

Other current assets 49.06 75.21 21.09

Total current assets  415.75 404.09 281.69

Total Assets  634.83 626.55 505.78

Liabilities   

Non-current liabilities   

Financial liabilities    

Borrowings 3.70 3.71 3.95

Lease liabilities 4.73 5.62 11.78

Provisions 2.41 2.23 1.56

Deferred tax liabilities (net) 0.49 0.51 0.02

Total non-current liabilities  11.33 12.08 17.31

   

Current liabilities    

Financial liabilities   

Borrowings 38.82 37.36 73.16

Lease Liabilities 5.33 5.88 5.38

Trade payables 0.00 0.00 0.00

Total outstanding due to micro enterprises 0.00 0.00 0.00

 and small enterprises

Total outstanding due to creditors other than 171.74 181.26 59.74

micro enterprises and small enterprises

Other financial liabilities 58.46 88.03 105.32

Provisions 0.82 0.83 0.58

Current tax liabilities (net) 30.32 24.38 11.64

Other current liabilities 23.33 8.54 22.76

Total current liabilities  328.81 346.28 278.57

Total liabilities 340.14 358.35 295.88

Asset-Liabilities 294.69 268.19 209.90

Net worth represented by:   

Equity share capital  50.00 50.00 50.00

Other equity  247.02 220.37 161.78

Equity attributable to owners of the  297.02 270.37 211.78

Holding Company 

Non-controlling interests -2.33 -2.17 -1.88

Particulars As on 30-Jun-20 As on 31-Mar-20 As on 31-Mar-19

Non-current assets   

Property, plant and equipment  21.28 22.43 21.72

Good Will 85.15 85.45 83.12

Other intangible assets 55.68 59.09 64.40

Right-of-use assets 8.28 9.66 15.28

Intangibles assets under development 0.00 0.00 2.13

Financial assets   

Other financial assets 27.51 16.20 4.71

Deferred tax assets (net) 2.69 3.83 7.51

Non-current tax assets (net) 16.42 18.28 8.95

Other non-current assets 2.08 7.52 16.27

Total Non- Current Assets 219.08 222.45 224.09

Current assets   

Financial assets   

Investments 12.39 11.90 10.67

        Trade Receivables 184.02 203.70 144.71

Total equity (Net Worth) 294.69 268.19 209.90

Rs. in Cr.
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Corporate Office:

11/6B, Shanti Chamber,

Pusa Road, New Delhi - 110005

Tel: +91-11-30111000

www.smcindiaonline.com

E-mail: smc.care@smcindiaonline.com

Disclaimer: This Research Report is for the personal information of the authorized recipient and doesn't construe to be any investment, legal or taxation advice to the investor. It is only for private circulation and use. 
The Research Report is based upon information that we consider reliable, but we do not represent that it is accurate or complete, and it should not be relied upon as such. No action is solicited on the basis of the 
contents of this Research Report. The Research Report should not be reproduced or redistributed to any other person(s)in any form without prior written permission of the SMC. The contents of this material are 
general and are neither comprehensive nor inclusive. Neither SMC nor any of its affiliates, associates, representatives, directors or employees shall be responsible for any loss or damage that may arise to any person 
due to any action taken on the basis of this Research Report. It does not constitute personal recommendations or take into account the particular investment objectives, financial situations or needs of an individual 
client or a corporate/s or any entity/s. All investments involve risk and past performance doesn't guarantee future results. The value of, and income from investments may vary because of the changes in the macro and 
micro factors given at a certain period of time. The person should use his/her own judgment while taking investment decisions. Please note that SMC its affiliates, Research Analyst, officers, directors, and employees, 
including persons involved in the preparation or issuance if this Research Report: (a) from time to time, may have long or short positions in, and buy or sell the securities thereof, of the subject company(ies) mentioned 
here in; 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 subject company(ies) discussed 
herein or may perform or seek to perform investment banking services for such company(ies) or act as advisor or lender/borrower to such subject company(ies); or (c) may have any other potential conflict of interest 
with respect to any recommendation and related information and opinions. All disputes shall be subject to the exclusive jurisdiction of Delhi High court.

SMC Global Securities Ltd. (hereinafter referred to as “SMC”) is regulated by the Securities and Exchange Board of India (“SEBI”) and is licensed to carry on the business of broking, depository services and related 

activities. SMC is a registered member of National Stock Exchange of India Limited, Bombay Stock Exchange Limited, MSEI (Metropolitan Stock Exchange of India Ltd) and M/s SMC Comtrade Ltd is a registered 

member of National Commodity and Derivative Exchange Limited and Multi Commodity Exchanges of India and other commodity exchanges in India. SMC is also registered as a Depository Participant with CDSL 

and NSDL. SMC’s other associates are registered as Merchant Bankers, Portfolio Managers, NBFC with SEBI and Reserve Bank of India. It also has registration with AMFI as a Mutual Fund Distributor. 

SMC is a SEBI registered Research Analyst having registration number INH100001849. SMC or its associates has not been debarred/ suspended by SEBI or any other regulatory authority for accessing /dealing in 

securities market. SMC or its associates or its Research Analyst or his relatives do not hold any financial interest in the subject company interest at the time of publication of this Report. SMC or its associates or its 

Research Analyst or his relatives do not hold any actual/beneficial ownership of more than 1% (one percent) in the subject company, at the end of the month immediately preceding the date of publication of this 

Report. SMC or its associates its Research Analyst or his relatives does not have any material conflict of interest at the time of publication of this Report. 

SMC or its associates/analyst has not received any compensation from the subject company covered by the Research Analyst during the past twelve months. The subject company has not been a client of SMC 

during the past twelve months. SMC or its associates has not received any compensation or other benefits from the subject company covered by analyst or third party in connection with the present Research Report. 

The Research Analyst has not served as an officer, director or employee of the subject company covered by him/her and SMC has not been engaged in the market making activity for the subject company covered by 

the Research Analyst in this report.

The views expressed by the Research Analyst in this Report are based solely on information available publicly available/internal data/ other reliable sources believed to be true. SMC does not represent/ provide any 

warranty expressly or impliedly to the accuracy, contents or views expressed herein and investors are advised to independently evaluate the market conditions/risks involved before making any investment decision. 

The research analysts who have prepared this Report hereby certify that the views /opinions expressed in this Report are their personal independent views/opinions in respect of the subject company.

RANKING METHODOLOGY

WEAK

NEUTRAL

FAIR

GOOD

EXCELLENT

Mumbai Office:

Lotus Corporate Park, A Wing  401 / 402 , 4th Floor , 

Graham Firth Steel Compound, Off Western 
Express Highway, Jay Coach Signal, Goreagon 
(East) Mumbai - 400063

Tel: 91-22-67341600, Fax: 91-22-67341697

Kolkata Office:

18, Rabindra Sarani, Poddar Court, Gate No-4,

5th Floor, Kolkata - 700001

Tel.: 033 6612 7000/033 4058 7000

Fax: 033 6612 7004/033 4058 7004
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