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“Matrimony.com Limited 21st Annual General 
Meeting” 

 

August 12, 2022 
 

Moderator: Good morning sir. This is moderator here. You can start a discussion. 

Murugavel Janakiraman: Good afternoon everyone. Dear shareholders, it is indeed a great pleasure to welcome each 

one of you present through video conference on behalf of the management for the 21st Annual 

General Meeting of the company. Since the quorum for the meeting is present, I call the 

meeting to order. Before I begin with the business of the meeting, let me introduce the 

directors present for the meeting today. 

 I would like to introduce Mr. George Zacharias - Non-Executive & Independent Director. He is 

the Chairman of Risk Management Committee. Mr. S M Sundaram - Non-Executive & 

Independent Director. He is the Chairman of the Audit Committee. Mr. Milind Shripad Sarwate 

- Non-Executive & Independent Director. He is the Chairman of Nomination and Remuneration 

Committee of the company. Mrs. Akila Krishnakumar - Non-Executive Women Independent 

Director and Mrs. Deepa Murugavel - Non-Executive Women Director. I am also joined by Mr. 

Sushanth S. Pai - our Chief Financial Officer, Mr. Vijayanand S - Company Secretary and 

Compliance Officer and Mr. Sushanta Swain who is our Vice President Finance. 

The representative of the statutory auditor M/s. S R Batliboi & Associates LLP and internal 

auditor M/s R.G.N. Price are also present. The secretarial auditor, Mr. V. Suresh is also present 

for the meeting. 

With the consent of the members present, I take the notice as read. The auditor's report on 

the accounts for year ended 31st March 2022 being an unqualified one, clean report is not 

required to be read out at the Annual General Meeting as per the provision of section 142 of 

the Company's Act 2013. With the consent of the members present, I take the auditor's report 

as read. 

Before moving to the items of the notice, members are informed that the certificate have been 

obtained from the statutory auditor and the practicing Company Secretary regarding the 

compliance with SEBI (Share Based Employee Benefits) Regulations, 2014. The certificate and 

the registers and other records which are required to be kept open for inspection are available 

for inspection. Members who want to inspect may do so by sending an email to 

compliance@matrimony.com. 
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Let me give an update on the company and its operations.  

Dear shareholders,  

The financial year commenced with the onset of a severe second wave of the COVID-19 

pandemic. It gravely impacted people and businesses, lives and livelihoods. However, when 

the second wave abated, the Indian economy resiliently bounced back in FY 2022 primarily due 

to the learnings of FY 2021, vaccine progress, policy interventions and the indomitable spirit of 

the people. 

Our organisation too capitalised on past learnings and stepped up resiliently to meet the 

challenges impacting the business and our people. We introduced several COVID-related aid to 

help employees tide the crisis. We supported the extended community by donating INR 50 

lakhs to the Chief Minister’s Public Relief Fund. I am proud of the leadership team and all our 

passionate associates who were steadfast in their support towards achieving the desired 

outcomes and keeping the customer’s purpose at the forefront. This has enabled us to innovate 

faster, increase our relevance, grow bigger and deliver an all-round good performance. 

FY 2022 was a year of many firsts. The main highlight was the launch of Jodii, a new matrimony 

service in 10 vernacular languages that caters to the needs of the common people and offers 

affordable packages and simple user experience. As industry pioneers—with our offerings of 

regional, language and community-based sites and personalised services such as Assisted and 

Elite—we have continued this trend with Jodii. 

The organisation has established itself in new lands with the launch of small-scale operations 

in Bangladesh. Our first 100% acquisition of Boatman Tech Private Limited, promoters of 

ShaadiSaga.com – will enable us to scale up our presence in wedding services too. We have 

recently launched weddingbazaar 2.0, our integrated wedding planning platform with more 

than one lakh vendors, making it the largest player in the wedding services market. 

In terms of technology, we have migrated to the leading cloud platform AWS to host our 

services, which will help us to execute and scale faster. 

Among our social initiatives, we launched a memorable campaign #PehlePadhaiPhirShaadi, to 

invite parents of Jaisalmer, Rajasthan, to empower their daughters with the choice between 

education and marriage, providing them with scholarships to pursue college education. This 

campaign was well-received. 

All these initiatives have contributed to the organisation’s strong performance in revenue 

growth and profitability. During FY 2022, our matchmaking revenues grew by 14.5% to INR 

430.4 crore, adding 8.94 lakh of paid subscriptions, which is a growth of 6.8%, thus creating 
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104,000+ success stories. On a consolidated basis, revenue grew by 15% to INR 434.5 crore. 

This revenue growth combined with operational efficiency helped to improve our Profit After 

Tax (PAT) by 31.4% to INR 53.6 crore. This was achieved despite increase in matchmaking 

marketing expenses to INR 161 crore in FY 2022 from INR 137 crore in FY 2021. Excluding 

marketing expenses, our EBITDA margins in matchmaking are at 63% in FY 2022 as compared 

with 60% in FY 2021, indicating stability in our operational costs. 

In the marriage services segment, the business continued to show up some challenges due to 

the pandemic. However, with the acquisition of ShaadiSaga, this integrated wedding services 

platform was equipped with new technology, processes, and a competent team. We hope to 

revive business momentum with this new strength. In terms of losses, being prudent has 

helped to keep FY 2022 losses at the same levels as FY 2021. 

If we exclude the losses on the wedding services front, and the higher marketing costs in 

matchmaking due to competition intensity, the value of our intrinsic business is much higher 

than reported. We have also announced a share buy-back and a higher dividend, thereby 

enhancing our capital allocation to shareholders. 

The word ‘Matrimony’ has become synonymous with online matrimony and our marquee 

brands. Our relentless service through decades has resulted in a large number of marriages 

over the years. I thank our people and our leadership team who have stayed true to our mission 

– to create happy marriages and help people in one of the most significant decisions in their 

life. We have also relaunched happymarriages.com that will serve as a guide to joyful 

marriages. 

We will continually strive to improve our products and services to make this journey upbeat 

for our customers. With ‘Fostering Bonds’ and ‘Forging Ahead’, we can create new milestones 

and experiences. 

I thank our shareholders, customers and partners for their continued trust and support 

throughout our journey. I thank our distinguished Board for their consistent guidance and 

motivation to do better. 

I hope and pray that the world will be a better place for all of us to realise our dreams. 

Before allowing the floor for discussion by the speakers who have already registered on the 

matters set out in the notice, I request the members to seek clarification if any only on the 

matters set out in the notice. Members can take maximum of 3 minutes to enable other 

members and equal opportunity to participate in the discussion. Avoid raising the same 

question raised by other members. I will respond to the queries of all the members collectively 

at the end.  
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Members now could seek clarifications if any, on the audited accounts and on all other 

subjects, as well as set out in the notice. Since I’m an interested party pertaining to ITEM NO.4 

to the Notice of the Annual General Meeting, Mr. Milind S. Sarwate, Chairman of the 

Nomination and Remuneration Committee will provide clarifications if any on the above item 

Moderator: Thank you, sir. This is the moderator here. I will bring the pre-registered speakers one by one 

who are currently available. First speaker, Mr. P. Jaya Chand from Chennai has not joined the 

meeting at this moment. The second registered speaker, Mr. Yusuf Yunus Rangwala from 

Mumbai has not joined the meeting at this moment. Hence, we are returning the stage back to 

you. Thank you. 

Sushanth S Pai: Just wanted to add, Mr. Jaya Chand has sent us an email with some questions, many of those 

questions are actually not so relevant to our industry, but since he has asked those questions, 

I thought we should answer some of them which is relevant to us. So I will just go on with the 

questions and the answers for the benefit of all in the forum. 

So one is, he has asked on the impact of COVID-19, so you can see we had gone through 2 

waves of COVID-19, the first was in FY21 where we did take an impact, so our matchmaking or 

rather overall billings did fall to about Rs. 81 crores, but we have bounced back very well after 

the two waves and you can see that in quarter 4 we came back to Rs. 115 crores of billings. So 

we did take lot of measures in terms of people, productivity, improvements over the years. We 

didn’t have much of an impact in terms of supply chain because I think that is more a question 

for manufacturing, but overall we didn’t have any much of impact on the supply chain 

perspective. We did see a huge surge in profiles during those times, but that has stabilized now. 

We have also come back very strongly in terms of profitability as you can see last year, we grew 

31.4% in profitability as well and we did launch a war on waste during the first year, where we 

looked at all cost items and that is all you can see our other expenses has been stable, some 

costs reduced and now it is slowly coming back because of all the retail outlets opening and so 

on and so forth. So that is the impact on COVID-19. 

He has also asked something on employees termination etc., we have not terminated any 

employees, in fact in the last 2 years, we did provide increments, for example this year we have 

given about 9 to 10% increments to people, so that also shows our resilient operations, we 

have good amount of cash, we ended the year with Rs. 334 crores of cash, we had a good year 

in terms of revenue as well at double digit growth, so we didn’t take any sort of very strong 

measures in terms of people and we were very supportive in that journey. 

He has also asked something on innovations and product launches. I think one of the key 

innovations and product launches was Jodii where we have launched in 10 vernacular 

languages. We consider this as the first in the industry. 
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Yes, what is the way forward, I think we have already indicated to the market that our 

aspiration is to continuously grow double digit on a year-on-year basis and slowly improve 

profitability which is what we have shown and we continue to maintain the trend as we go 

along. He has also asked certain things on improving ratios, on debtors and interest coverage. 

Many of these are not applicable because we are a debt free company, we don’t have debtors 

because everything is received, our packages are all in advance. Our ROCE has improved over 

the last 2-3 years because of our increasing profitability. 

How does the company improve image through investor relations, I think since we are a listed 

company we have a rhythm like every quarter, we have an analyst call, we have an investor 

presentation uploaded to the website, we keep interacting with the institutional investors, so 

everything is on our website, we had published data sheet. Obviously, we have AGM every 

year. So that has a lot of traction, we have about few analysts who cover us as well. So we have 

a lot of traction on the investor relations. If there is any further things you would require, then 

please get in touch with me. 

He also asked some details on what are this other current liabilities? The other current liabilities 

mainly comprise of deferred revenue as you know that we all get advance in terms of our 

subscriptions. As per the accounting rules, we charge it over the period of revenue and the 

remaining is taken as deferred revenue. So that is the main component of other current and 

non-current liabilities. You can also refer to schedule 18 on page 202 of the consolidated 

reports, you can have a look on the other current liabilities as well. Contingent liabilities, the 

nature of those contingent liabilities, again there is a lot of details on 2018 to 2020 of the annual 

report, but however, just to give a brief, our contingent liabilities are mainly in the nature of 

payment of bonus, some disputes in PF demand, IT dues, consumer litigations and service tax. 

These are the main components and together the contingent liabilities added to Rs. 25.7 crores. 

What are the management efforts to reduce other expenses, like I told you earlier that our 

other expenses have been as percentage revenue hasn’t improved much because of all the 

efforts. There has been some increase last year because we moved to AWS cloud and some of 

the expenses in IT has increased, but broadly as a percentage to revenue has remained 

constant there. 

Credentials, the new and existing directors bring on the table for the next phase of growth. 

Actually, we are very proud of our board. I believe that the board bringing in various dimension 

to the table. We also have a separate section on page 54 and 55 with all the skills of the 

directors that they bring to the table, especially in the areas of strategy, finance, risk, IT because 

of their background as well they are very well versed and equipped to deal with various things 

in these areas and I should say that they have a lot of value in all our issues at the board. So 

the further details are also available on how each of the board bring different types of skills. 

Last year, we also had addition with Mr. Sundaram joining our board and he is also the Audit 

Committee Chairman now. 
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Dividend policy, as you know that we have a capital allocation policy, depends on the plan, 

depends on the cash position and that is why the buyback has also happened. We have also 

increased our dividend from Rs. 3.5 to Rs. 5. It depends on the profits, it depends on the 

allocation policy that we follow and we will continue to do that. So at this time, the payout 

ratio has been close to 21-22% which is slightly higher than the last year. We will have to see 

how it grows along in terms of our business and accordingly our dividend paid out based on 

the profits and the plan that we achieve. So I think that is all about his questions and some of 

the questions are not related to our industry, so I will not take up that. Any further questions, 

I don’t think there are any further questions. If anybody has joined, we are happy to take such 

questions. 

Moderator: Sir, already you have covered everything. 

Sushanth S Pai: So Mr. Murugavel will continue. 

Murugavel Janakiraman: The company has provided remote e-voting facility for the resolution to be considered at the 

Annual General Meeting. For members who are present through video conference and have 

not availed the remote e-voting facility, insta-poll options have been provided. Such persons 

are required to exercise their voting on resolution through the insta-poll option. Mr. V. Suresh, 

the Scrutinizer appointed for this purpose will consolidate the results of the remote e-voting 

and the insta-poll and the results of each of these resolutions will be announced within 48 

hours. The results will also be published in the company website. 

Moderator: Thank you sir. Now, we will be playing the insta-poll panel list. Insta-poll is activated. 

Murugavel Janakiraman: I declare the meeting is closed. I once again thank all the members present for the support in 

the journey. Thank you so much. 
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