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Liberatha Kallat: 

Pulkit Singhal: 

Liberatha Kallat: 

Moderator: 

Saurabh Mehta: 

Giya Diwaan: 

Saurabh Mehta: 

Yes. I mean, coming to the services, I would say that the service standards or the offerings are 

almost similar to what the offerings are at the airports because they are all the private operators, 

even at the railways, the same operators who are managing the airport lounges are also managing 

the railway lounges as well. So, in terms of the service and the qualities which have been offered 

is almost similar to what is there at the airport. 

Coming to the pricing, yes, the pricing is different, and I would say, are more competitive as the 

railway is looking at the price structure for the railway standards. So yes, the pricing is different. 

But I would say in terms of the quality and the service, we're trying to match what is there at the 

airport. 

I meant on lounges sites, because railway stations have better space, I would think versus an 

airport? 

Yes. So, the lounges sizes are also in a larger space right now compared to what it used to be 

earlier called as a waiting room. So almost all the lounges, which have come up right now, are 

having larger space. And unlike airports here, there are multiple locations because there are 

different platforms. So obviously, the expansion on having multiple lounges, the opportunities 

are huge at the railways. 

Our next question is from the line of Saurabh Mehta with East Lane Capital. 

I wanted to understand like this year, we'll be closing the year, I'd say, somewhere about INR 8 

million. So going forward in the coming years, what is the sort of growth which we envisage, 

especially looking at the lounges, they all seem running at 100% utilization or more. So how do 

we see it growing? Is it -- as you mentioned about the Delhi and Bangalore lounges, is it newer 

lounges or the same airports or the newer airports will come up with lounges? Like what is the 

revenue of growth you're expecting, say, for coming next 3, 4 years, like 15%, 20% or much 

higher? That's my first question. 

Yes. So, there are clear drivers for this. One is definitely the credit card penetration, okay, which 

is -- so in a way, our growth would also be partially based on that growth. Ifwe look at credit 

card penetration and the number of cards in circulation, the growth in last 1 year, if I compare 

December '21 to December '22, it has -- the number of cards in circulation has grown at 18%. 

On top of it, the adoption rate in the credit card for accessing the lounge also has a room to grow. 

The infrastructure is also growing, as we spoke about, the lounge sizes are increasing, the 

number of lounges are increasing, we are adding new services. And on top of it, the air travellers 

data, ifwe look at, that's also growing quarter-on-quarter. In fact, month-on-month as well, there 

has been a good, recorded growth. Now all these factors have like tremendous growth rates 

coming in the future as well. Our growth would also be primarily driven by these set of drivers. 

Now we'll not be able to put any numbers for any of the year because we are also in the process 

of creating our guidance. 

Sure. But could you quantify, say, for example, in the coming year, in the large cities or the 

metro cities, how much square feet oflounges are we expecting to like is going to get added or 
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new lounges, which are going to get added like some-50,000 square feet of additional lounges, 

which is going to come in the key metro cities or something like that, some quantification for 

the coming year in terms of the infrastructure? 

So, it would be very difficult right now to actually tell you in numbers, but the way we are been 

seeing the changes or the progress happening at the airport, right? So, we would -- the way it is 

that the moment there is an expansion or lounge space are getting expanded in the existing 

airports. And whenever -- the airport also sees that, yes, whether the utilization is 100%, there 

is immediately a decision being done accordingly of additional space and expansion. 

So, in terms of additional terminals, obviously, it is at the airport level wherever they see that, 

yes, when the terminal is not able to accommodate or manage the airport traffic, and that's where 

the additional terminals are coming. So, I would say that it would be difficult at this time to 

quantify that. But yes, as we see the way the reports are in terms of additional airports coming 

in, the existing airports getting privatized, so I would say that these would obviously help in the 

growth ofDreamFolks numbers as well. 

Sure, ma'am. Could you talk about your international growth, how is it -- like how is it picking 

up? And when do we see the meaningful revenue from the international expansion? And do we 

require to invest in technology employees to grow that fees if you talk about that a little bit? 

So, if you have actually seen our business, it's an asset-light model and the way we have actually 

built it. So, I would say that even ifthere is an investment required globally as well, it would not 

be a heavy capex -- heavy thing or it would impact. So, it would be very minimal in terms of the 

IT infrastructure, which we will have to build up for these regions. And in terms of talking about 

our plans and what we have done so far. So yes, in Southeast Asia and Middle East, we have 

hired and also in process of hiring more team members in these regions. And we see that in the 

coming years, we will start seeing a good contribution to our business from these regions as 

well. 

So, like in 2, 3 years, can it contribute meaningfully 20% ofrevenue or 30% ofrevenue? Or it 

will still be less than 5%, 10%? 

It is too early for us to right now quantify or give any number to it, but I would say that, yes, in 

coming years, we will start seeing a contribution from these stations. 

And ma'am gaining traction in these markets is it much tougher than we've completely stuck the 

Indian market. So internationally, is it much tougher, much more challenging? And what are we 

doing to really grow there? 

So, the way we have built our business in India. So, we -- when we started the business in India 

as well, that time also we had international player existing in India market as well. The way we 

have seen the market leader is creating a differentiator in the market, right? When I say 

differentiator, it was more on the solution, the way the service -- or the process is what we have 

brought in place, which are required by our clients, I think -- and trying to improvise it and 

upgrading those systems . I think that's how we have created a differentiator. 
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So, as we have done it in the India market, even when there were larger international players 

already existing. So, it is very important to understand the client's requirement. And I think we 

understand the pulse of the industry now and we don't see that it would be a challenge rather 

understanding the client requirements, it is easy for us to actually get into these regions as well. 

Ma'am in India market, do you see any actions from the competition like Priority Pass and you 

want to start separate premium lounges? Or like any actions from the competition which we've 

seen we've had about Priority Pass trying to start premium lounges directly in discussion with 

the airports? Have you seen any such actions or like how we've seen the competition ... 

When started the business, all these players were already existing in India. It's not that they have 

come recently, or they have just entered this market. They have been in this market and they 

have been the global player across for more than 30 years now. So, in their presence, we have 

actually taken away the India share from them. So -- and there were -- and there are more and 

more who are trying to get into this area of business. 

But as I told you that it is very important for us also and the way we have built our business is 

creating a differentiator and regularly upgrading and enhancing the product portfolio as well. 

So, I think these are the strength ofDreamfolks, and we will continue doing that. So, we do not 

see that -- because there is -- it's always to be -- there has to be a good healthy competition as 

well. But I think that is keeping us move and do it better in this market. 

My last question is on the ESOP cost. You already shared the Q2, Q3 ESOP cost, but would just 

like to get a flavor in terms of what could be the total ESOP cost this year and the next couple 

of years? Is there a big ESOP cost there? Or it is going to remain at the same level? 

So, the pool which we have allotted in 2021, the total cost for that pool is close to INR 4 crores 

which will get booked over a period of time starting from FY '22 to '25. A major part of it would 

get booked into '22 and '23 and a smaller portion ofit would also come in '24 and '25. 

So that total cost you're saying is only INR 4 crores? 

Yes. For the stocks, which are already allotted. So, any new pool getting allotted would have 

additional cost to that. 

Okay. And nothing else is there immediately, like this is the current cost structure? 

This is the current situation. Yes. 

Yes. And last is on like our operating cost and the employee costs both have fallen this quarter. 

And so, what is the run rate which we are really expecting for the coming years? Like is it going 

to just inflationary increase in cost or 15%, 20% kind of increase in cost as we grow our 

business? Is there any significant cost? 

I would say for us, the right way to see the employee expenses instead of quarter-on-quarter, 

better to look at it YTD because then there are certain factors which drive a bit of variation in 
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quarter-on-quarter numbers. Like for this, it was an half yearly incentive paid in the quarter 2 

which was not there in Q3. So, you would get to see the reduction. Similarly, ESOP expenses, 

the way the accounting is done for ESOP expenses, which is higher in the earlier years and it 

keeps reducing in the later years. 

So, we spoke about Q2 ESOP cost, which was INR 62 lakhs, while in Q3, it was INR 29 lakhs. 

So, these factors drive in certain variations in quarter-on-quarter. However, if you look at the 

blended rate and look at nine-months FY '23, I think looking at that monthly average would be 

the right way. 

And last, if you could comment on the working capital, like, is there any significant change from 

the half year improvement or deterioration which we've seen? 

Well, we have seen the receivable cycles getting normalized, and we spoke about it last time 

that it's currently anywhere between 90 to 100 days. It may vary a little bit quarter-by-quarter. 

But this new normal actually has no impact on our business performance, which you can witness 

in our growth numbers. So -- and also, this doesn't have any impact on our interest cost because 

our internal accruals are good enough for us to fund our working capital and growth 

requirements. So, I think with this new normal of 90 to 100 days, we still seeing our balance 

sheet in a healthy state. 

Due to time constraints, that would be the last question of a question-and-answer session. I now 

hand the conference over to the management for closing comments. 

Thank you, everyone, for joining us in this earnings call. We, at Dreamfolks Services Limited, 

will continue to build upon progress made over the past few years. We find ourselves in a 

profitable position in a high-growth industry with multiple tailwinds guiding our journey. As we 

look to scale greater heights, the streamline operations enable talent pool and constantly 

upgrading high-quality offerings over and above our deep relationship and network build over 

the years, give us reasons to be confident about our path ahead. 

Thank you again, everyone, for joining the call. 

On behalf of Dreamfolks Services Limited, that concludes this conference. Thank you for 

joining us, and you may now disconnect your lines. 
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