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Having a unique vision and taking the
right steps to become the leader is just
one part of the story. The other, and
the more crucial part, is to sustain this
position over the foreseeable future.

Forward-looking statement

We have exercised utmost care in the preparation of this report. It contains forecasts
and/or information relating to forecasts. Forecasts are based on facts, expectations,
and/or past figures. As with all forward-looking statements, forecasts are connected
with known and unknown uncertainties, which may mean the actual results may
deviate significantly from the forecast. Forecasts prepared by the third parties, or
data or evaluations used by third parties and mentioned in this communication, may
be inappropriate, incomplete, or falsified. We cannot assess whether information in
this report has been taken from third parties, or these provide the basis of our own
evaluations, such use is made known in this report. As a result of the above-mentioned
circumstances, we can provide no warranty regarding the correctness, completeness,
and up-to-date nature of information taken, and declared as being taken, from third
parties, as well as for forward-looking statements, irrespective of whether these
are derived from third parties or ourselves. Readers should keep this in mind. We
undertake no obligation to publicly update any forward-looking statements, whether
as a result of new information, future events or otherwise.
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In recent years, at Just Dial, we faced two alternatives - accept the industry
reality and let competition overcome us, or strengthen internal competencies
and revitalise focus on core strengths to become synonymous with local
search in India.

We chose the latter, and
focussed on being the
go-to-destination for search.

We have worked on being more relevant and meaningful to our users and
customers. We evolved by adopting a robust 5-pillar internet strategy to
bring back focus on our core offerings, augmenting them with new products
necessary in this fast-changing environment. We launched communication
campaign repositioning ourselves as the first name and the last word for
localised search.

Our focus is what we have
always been renowned for
and what has been at the core

OT our pusiness. Sefq rch
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Our focus is on Engagement,
Efficiencies, Expansion and Execution.



An Insight Into Just Dial

17.9 mn

Total business listings as on
(9 March 31, 2017

m 79.9 mn
@ Average Quarterly Unique

Visitors” across platforms
(Mobile, PC, Voice) in
FY 2016-17

3705mn

Ratings and Reviews as on
March 31, 2017

]4,35,360

Active paid campaigns as on
March 31, 2017

AUnique visitors are aggregated across various mediums - Voice,
Desktop/PC, Mobile: these may not necessarily be mutually exclusive
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Just Dial is India’s leading local
search platform offering a host of
services to SMEs enabling them
to grow their businesses, while
providing consumers reliable and
relevant information which aids
their decision-making of buying
goods and availing services.

Profile

Just Dial commenced operations in 1996 as a local
search engine. Offering users a host of services
through its search plus platform and providing the
advantage of convenience, information accuracy,
ratings and reviews and geographical maps across
multiple platforms, it is one-of-its-kind service provider
in the country. Headquartered in Mumbai, we have
branch offices in Ahmedabad, Bengaluru, Chandigarh,
Chennai, Coimbatore, Noida, Hyderabad, Jaipur,
Kolkata and Pune.

Mission
To provide fast, free, reliable and comprehensive

information to our users, connecting buyers to sellers
anytime, anywhere.



Mobile

JD (Justdial) app, JD Lite
app, and mobile site
(t.justdial.com)

e Android, iOS & Windows Apps
e Predictive Auto-Suggest

e Company, Category, Product
Search

Map View of Category Search
Location Detection

Voice Search

App Notifications

JD Pay

JD Social

Maps & Directions
Location-based Search Service
Ratings & Reviews

Friends’ Ratings

Favourites

Search Plus

Desktop / PC

www.justdial.com

Predictive Auto-Suggest
Company, Category, Product
Search

Location Detection

Maps & Directions
Operating Hours

Business Logos

Pictures & Videos

Ratings & Reviews

Friends’ Ratings

Favourites

Search Plus

Popular Category Searches

Voice / SMS

8888888888

Operator-assisted Hotline
Number One across India

24 Hours a day x 7 Days a week
Multi-lingual Support

Zero-ring Pickup

Personalised Greeting

Multiple queries in one call
Instant Email & SMS

FY 2016-17 traffic break-up
(%)

¥ Mobile ™ Desktop / PC " Voice / SMS

Products and services
Search

e Local MSME information through predictive autosuggest e Location-
based search e Voice-based search e Maps and directions e Operating
hours e Pictures e Videos e Ratings and reviews e Friends’ Ratings

O

Search plus

e Book a Cab e Shop Front / Shop Online e Order Food, Flowers, Books,
Grocery, Medicines / Pharmacy e Book Train, Bus, Flights, Movie Tickets
e Book Table, Doctors Appointment e Bill Payments and Recharge
o Hotels @ Lab Tests / Pathology / Diagnostic @ Automobiles e Forex
e Loans e International SIM Cards e Spa & Salon e Insurance e Jobs

e Options of Wallets for Payment

Annual Report 2016-17 | 3
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Competencies Enabling
Business Transformation

Business Model

We follow an asset-
light approach,

which has enabled

us to maintain zero
receivables and zero
debt. Besides, our
prepaid model results
in our working capital
being negative. In
addition to this, the
uniqueness of our
business enables us
to rapidly scale up
through direct, mobile
and repeat traffic. The
model also facilitates
us in frequently
adding new features
targeted towards
millennial such that
value proposition of
both users and MSMEs
keeps growing.

We follow a policy of reaching
out to more MSMEs and getting
them listed on our system for
free. Post listing, we assist them in
understanding the benefits of paid
listing that would enable them
grow their business.

4 | Just Dial Limited

Primary objective of our business model

Continuously enhance platform with new features
and make it more engaging

Get more businesses listed on the platform
Get more traffic on the platform

Encourage businesses to opt for paid packa

Results/listing ?¢ Search

Just Dial interface

Pay for listing ’ N
"4

Beee 000
000 000
000 000

Paid listing Free listing

oy
8 1S

Non-premium Premium




The 5-pillar internet strategy

At Just Dial, driven by the increasing penetration and importance of internet in the modern day business context, we
have developed a 5-pillar internet strategy to facilitate MSMEs in becoming internet ready and have a ready online
strategy. This shall be critical for them to stay relevant to changing consumer mindset and cater to their customers as

per requirements.

Improve MSME's visibility

Business requirement

Consumer preferences are
increasingly shifting towards online
channel

Just Dial solution

Just Dial being India’s leading local
search engine and online market
place facilitates MSMEs to get listed
on its platform and provide them
the necessary online visibility

</>

Assist MSMEs to possess
their own website

Business requirement

Online presence is now a must
for businesses, consumers trust
businesses more which have
prominent online presence

Just Dial solution

Just Dial facilitates MSMEs to
instantly create comprehensive
websites that are responsive,
mobile-ready, optimised for
search engines, and dynamic with
transactional capabilities

Facilitate MSMEs to enhance
brand goodwill

Business requirement

Consumers today rely more on
ratings and reviews to make buying
decisions

Just Dial solution

JD Ratings tool (online link) enables
MSMEs to garner more ratings and
reviews from their customers to
attract more prospective buyers

cgj]l

Facilitate MSMEs to
promote brand

Business requirement

Consumers are leveraging social
media to connect with each other
and even businesses

Just Dial solution

JD Social, a social media platform
loaded with curated content,
facilitates in proliferating
information relating to MSMEs
across a wide user base thereby
providing immense visibility

Enable MSMEs to offer
hassle-free transaction
facility

Business requirement
Consumers today prefer going cash-
less and want ease of payment

Just Dial solution

Just Dial's easy online payment
mechanism, JD Pay, facilitates
consumers to instantly pay to
MSMEs via debit card, credit card,
net-banking, wallets and other
online payment options

Annual Report 2016-17 | 5
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STRENGTHS

First-mover advantage: Being pioneers of the segment in India, we
have created a robust presence with huge business listing base, strong
relationships and deep penetration even in remote areas of Tier Il & IlI
cities where others don't have a presence.

India’s leading local search engine.

Strong brand recognition: Our strong relationships with MSMEs and
a successful track record of facilitating them in growing their business
makes us one of the most trusted and recognised brands.

Several of our customers have been
continuously associated with us over the
years.

Attractive value proposition for local MSMEs: Our value-added
offerings of detailed information, reviews and ratings, and transactions,
all in one place as per user convenience facilitates us in offering MSMEs
an attractive value proposition.

Total number of listings and paying
customers, both continue to witness
healthy growth.

Deep local expertise: With a strong and widespread sales force, years
of experience and in-depth local market knowledge, we enjoy significant
expertise in the interior regions of the country. Besides, our healthy
relation with existing MSMEs enables us to get referrals and repeat
business.

21 years of experience, presence in 250+
cities in India.

Scalable: Employing experts in the field, we have developed robust
search engine platform, the application of which is not just limited to
search. The platform integrates a diverse range of features and options
to make it more engaging and attract more users.

23 search plus verticals offered on a single
platform.

Sustainable business model: Our business does not require any
working capital, besides it generates significant free cash flows owing to
high gross margins. These margins are effectively reinvested to enhance
product offering and features.

17.5% adjusted operating EBITDA margin in
FY 2016-17.

6 | Just Dial Limited

Performance in FY 2016-17

7,186.10

Operating Revenue (X Mn)

8,056.73

Total Revenues (including Other
Income) X Mn)

1,254.95

Adjusted Operating EBITDA*
R Mn)

17.5%

Adjusted Operating
EBITDA Margin %

1,213.42

Profit After Taxes (X Mn)

1,362.01

Net Cash Flow from Operations
& Mn)

Note - Figures of FY 2016-17 and FY 2015-16 are based
on Ind AS accounting vis-a-vis IGAAP for earlier years
and hence won't be comparable to that extent

* Adjusted Operating EBITDA is arrived at after
adjustment of ESOP and one-time expenses to the
Operating EBITDA. The Operating EBITDA is arrived
at by reducing operating expenses i.e. employee
expenses and other expenses from operating revenue.
It does not include interest, taxes, depreciation and
amortisation expenses or other income



Performance Over the Years
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From the Desk of the
Managing Director and
Chief Executive Officer

Dear Shareholders,

| am delighted to report another year

of healthy performance marked with
implementation of several critical
initiatives that shall enable us to embark
on the next level of growth.

What makes me very
optimistic of our business

is the fact that internet-
driven ecosystem is expected
to drive the next phase of
evolution in India.

8 | Just Dial Limited

It was two decades ago that we started
with an idea that was way ahead of

its time — a telephonic-based search
platform facilitating small and medium
businesses (SMBs) to expand their
business, while empowering users to
get instant access to local information.
Leveraging the prowess of some of the
best minds in the industry and putting
in innumerable man-hours of dedicated
efforts, today, we have taken this idea to
an altogether different level. Providing
advanced search plus features and a
gamut of value-added services, our
business, listing customer base and user
base have grown multifold.



Macro-economy

2016 has been yet another difficult year for the global
economy manifested by several unpredictable outcomes.
While rising crude prices improved sentiments, the Brexit
phenomenon and the USA presidential elections added
to the global anxiety. Market volatility, weak trade, and
policy uncertainties across key nations dragged down
the overall growth momentum. However, with positive
developments (reviving manufacturing, reducing
inventory drags, improving scenario among emerging
markets and developing economies, stabilising interest
rates, and firming oil prices) towards the end of the year,
the global economy is likely to rebound with growth
pegged at 3.5% in 2017.

Back at home, things were much different as India
continued to remain resilient to global gloom while
retaining its tag of the fastest growing major economy.
With reducing bottlenecks, a trend of declining
inflation and interest rates, increasing forex reserves
and expected implementation of Goods and Services
Tax (GST), the country’s outlook remains positive. The
recently concluded state assembly elections in favour
of the present Central Government is also a positive
sign for stable governance and shall facilitate in passing
important bills.

The crucial initiative of demonetisation undertaken
by the government, though creating a brief period of
lull, has facilitated in channelising massive amounts of
idle funds back to the economy and at the same time
paved the path for digitalising the country. | believe the
country’s march towards mass scale digitisation along
with declining internet tariffs shall have trickle-down
effect on our business.

Industry optimism

What makes me very optimistic of our business is the
fact that internet-driven ecosystem is expected to drive
the next phase of evolution in India. With internet-based
content rising and tariff rates declining, the internet
penetration in India that is abysmally low, especially in
non-urban areas, is rapidly growing. Availability of low-
cost smartphones is further catalysing this momentum.

Under the given scenario, internet users in the country
are likely to grow exponentially from 330 million users
in 2015 to 730 million users by 2020. Interestingly, it is
estimated that 75% of the new internet user growth will
come from rural areas, while 75% of the new users would
prefer using content in local language. Besides, with the
declining tariffs rates, 4G roll-out and reliable internet
services, the mobile data traffic in the country is likely to
grow by 7.4x over the next five years leading to 2021, a
CAGR of 49%. (Source: NASSCOM, CISCO)

Presently, an astounding 68% of Indian small and medium
businesses (SMBs) are completely offline, while only 2%
are actively selling or promoting their business online.
It is expected that the rising internet penetration along
with increasing adoption from SMBs, their contribution

Under the given scenario,
internet users in the
country are likely to

grow exponentially from
330 million users in 2015 to
730 million users by 2020.

7.6%

Increase in operating revenue during
the year

to GDP would grow by 10 percentage points by 2020.
Further, digital SMBs would be able to cater as much
as 51% customer beyond city boundaries compared to
a mere 29% for offline counterparts, enabling them to
grow profits twice faster.

Performance and key developments,

FY 2016-17

The total revenues during the year increased 7.8% from
%7,476.85 mnin FY 2015-16 to ¥ 8,056.73 mn in FY 2016-
17. Operating revenue during the year increased 7.6%
from ¥ 6,676.56 mn in FY 2015-16 to ¥ 7,186.10 mn in
FY 2016-17. Operating EBITDA, adjusted for non-cash and
one-time expenses, and PAT margins for the year stood
at 17.5% and 15.1%, respectively, compared to 25.6% and
19.1%, respectively, in the previous year.

The decline in margins was primarily attributable to
the fact that the Company is steadily increasing focus
towards the Tier Il and IlI cities where the average ticket
size of campaigns is comparatively lower than that in
top 11 Indian cities. In addition to this, we have also
undertaken expansion plans by adding employees in
sales and technology departments and spending a sum
of ¥ 321.14 mn towards mass media advertising. While
the increased manpower shall enable us to enhance SMB
listings through deeper penetration across the small
cities and towns, the advertising shall facilitate in brand
promotion and enhancing confidence in our brand.

The result of this was partly witnessed during the year, as
our business listings grew by 9.5% to 17.9 mn and paid
campaigns by 18% to 4,35,360. Another encouraging sign

Annual Report 2016-17 | 9
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We have also focussed on
making our search engine
platform more interactive and
engaging by providing options
for ratings and reviews with

a unique feature of getting
notification in case of rating
or review by friends.

9.5«

Growth in business listings during
the year

was the growth in traffic - our overall traffic, measured
through unique visitors, grew by 8.8% to 79.9 mn in
FY 2016-17 (Average Quarterly unique visitors®) with
mobile platform now contributing 56.1%. For quarter
ended March 31, 2017, unique visitors stood at 86.8 mn,
witnessing a growth of 21.6% YoY compared to quarter
ended March 31, 2016.

We have also focussed on making our search engine
platform more interactive and engaging by providing
options for ratings and reviews with a unique feature of
getting notification in case of rating or review by friends.
For encouraging more people to rate, we initiated
the ‘Rate and Win' contest whereby lucky individuals
were given attractive gifts on a daily, weekly basis. This
resulted in the number of ratings and reviews on our
search engine increasing by 16.2% from 60.6 mn in FY
2015-16 to 70.5 mn in FY 2016-17.

This is indicative that we are moving in the right direction
and a proper execution of these strategies shall have
greater impact on our business in the coming years.

Strategic decision-making

Being a proactive organisation, we understand that
going forward businesses with online presence will have
competitive advantage over their offline counterparts
and grow more rapidly. This industry reality would make
it extremely vital for SMBs to have an online presence
along with a robust online strategy to remain relevant.

AUnique visitors are aggregated across various mediums - Voice,
Desktop/PC, Mobile: these may not necessarily be mutually exclusive

10 | Just Dial Limited

To capitalise on this opportunity, we have developed a
5-pillar internet strategy that shall facilitate us in evolving
ourselves to assist SMBs in smoothly transitioning
towards this shift.

Our first step towards this was to focus on sustaining
our position as India's leading local search engine
by improving offerings to become a robust online
marketplace where every SMBs are attracted to get
listed. To make this possible, we worked towards
making our platform much more engaging, holistic and
loaded with value-added services to enhance traffic.
Further, to tap users having low-end smartphone
with limited memory, we developed an ultra-light and
efficient app, Justdial Lite. This app provides a range of
offerings under one platform and consumes minimal
data, thereby eliminating the need to download
multiple apps and functioning well even on low speed
internet connection.

In addition to this, a country-wide advertisement
campaign featuring Megastar Amitabh Bachchan
was launched to communicate the strengths of the
Company and regain consumer and SMB trust. We
even undertook the important initiative of educating
the SMBs about the dramatic change in ecosystem
from voice to internet, whereby consumers no longer
call for queries; instead they rely on online data, and
reviews and ratings. This was vital to make SMBs
understand the inherent benefits of the online model
in terms of better understanding consumer behaviour,
analytics, reaching out to wider target audience, and
influencing consumer behaviour.

Secondly, as the business and consumer community
converges towards online, website/mobile site plays
a crucial role in divulging business information and
creating the firstimpression. To address this opportunity,
we have strengthened competencies to assist SMBs in
instantaneously creating personalised sites having all
relevant information along with facility to transact online.
Having value-added features such as being responsive,
mobile-friendly, search engine optimised and dynamic

For quarter ended March

31, 2017, unique visitors
stood at 86.8 mn, witnessing
a growth of 21.6% YoY
compared to quarter ended
March 31, 2016.




Moreover, with a robust debt-
free balance sheet - a net
worth of ¥9,051.82 mn, cash
and investment position of
$10,172.23 mn as on March
31, 2017, we continue to be in
a strong financial position.

16.2%

Increase in the number of ratings
and reviews during the year

transactional capabilities, these websites facilitate in
enhancing brand goodwill and enhancing consumer
confidence.

Thirdly, with rising proportion of consumers transacting
online and resorting to digital means of payment, it is
essential to offer consumers an easy mode of digital
payment. While most SMBs do not have the required
technology or support to accept digital payment,
we assist in facilitating this shift through our JD Pay
platform which empowers the SMBs to accept digital
payments instantaneously. This eliminates the chances
of consumers unable to transact due to lack of payment
facility. Besides, JD Pay provides the added benefit
of saving user details enabling consumers to make
payments in one click on subsequent transactions.

Fourthly, with spending behaviour (especially online)
increasingly getting impacted by online ratings and
reviews, it is essential for SMBs to serve customers
in @ manner to gain ratings and reviews to influence
consumer spending behaviour. Our offering JD Rating
tool facilitates SMBs to leverage the advantage of ratings
and reviews to grow their business.

Finally, with online community increasing at a rapid pace
and online marketing gaining prominence like never
before, it is essential to have social media presence. For
this, we have launched an engaging platform, JD Social,
which encourages users to connect with each other,
view each other’s ratings and reviews, and gain access to
curated content. This allows SMBs to reach out to wider
audience and improve their brand goodwill.

| believe these five pillars of our internet-strategy shall
facilitate us in bringing back our focus on core business
and lead to growth of our business. Apart from this,
we rationalised our non-core staff, automated several
processes and took initiatives to improve productivity of
employees across functions.

Message to the shareholders

| take this opportunity to thank all our stakeholders for
their continued trust and support. We have brought
together all the right pieces - right people, right product,
right services and right strategy, and now it is just an
excellent execution that shall facilitate us in bouncing
back strongly. | am confident that the excellence of our
solutions would not only create excitement amongst
the working age population, it shall also captivate the
tech-driven millennial, who are our future users and
customers.

Moreover, with a robust debt-free balance sheet - a net
worth of ¥ 9,051.82 mn, cash and investment position of
¥ 10,172.23 mn as on March 31, 2017, we continue to be
in a strong financial position.

| would also like to thank all our employees who have
worked diligently towards developing robust solutions,
spreading our market reach, supporting our operations
year after year for making Just Dial a household name.

Warm regards,

V.S.S. Mani
Managing Director and Chief Executive Officer
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Exciting Industry Opportunities

While we are preparing to make swift turnaround in our business
operations by bringing back focus on core business, the industry offers

immense opportunities.

India’s internet journey to 2020

Q
730 mn

Influence of internet on business of SMBs

B
CJ 10 percentage points

internet users, up from 330 mn in 2015

755

Increase in SMB's contribution to the country’s GDP by 2020

&g 2,

of new internet users growth will come from rural areas

Aol 75%

Digital SMBs will grow twice as fast as offline counterparts

O
2 51%

of new internet users to consume content in local language

83%

Of digitally-enabled SMBs will be able to cater to custom-
ers beyond city boundaries compared to 29% of offline

K 5y

compounded growth in mobile video content during
FY 2016-2020

175 mn

no. of online shoppers, 3.5 times the current level

.

" 70%

E-commerce transactions via mobile phones

50%

of travel transactions to come from online mode

12 | Just Dial Limited

Digital SMBs would employ five times more employees
compared to offline ones



How Just Dial Is Responding

At Just Dial, we are responding to this opportunity by bringing back focus
on the core business as we work around in the areas of engagement,
efficiencies, expansion and execution.
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-Ngagement

Multi-generation. Multi-featured. Multi-modal.

Business realities are changing fast. Youths
today rely more on online ‘word of mouth’,
reviews and ratings from known circle,
want convenience of anything-anytime-
anywhere, and want to transact online.

Years ago search started with getting information over the phone and ended with users struggling
to locate the stores and transacting physically. Today, the classification of search has changed.
Users search online, spend time online to choose the best deals and make informed decision
and end up transacting online. At Just Dial, we sensed this transformation long back. Undertaking
critical decision, employing best talents to develop a superior one-stop destination product for all
needs, and adding engaging features, we made Just Dial a ‘go-to-destination’ for everything.




Making search multi-modal

We have leveraged our technology prowess to develop
robust multi-modal search platform that can be availed
through phone, PCs and mobile devices. This enables
us to be relevant and cater to all generations, segments
and socio-economic background of customers as well
as diverse businesses making it a versatile platform.
Besides, with rapidly growing smartphone users and
internet consumption, mobile site and mobile apps are
steadily emerging as the centre of universe.

Enhancing engagement

Going forward, our ability to continuously grow traffic
on Just Dial platform shall make us more effective
to businesses listed with us. In view of this, we are
constantly adding new features which lead to higher
user engagements either through connecting with
social media friends, chatting with merchants, viewing
images and videos of merchant stores or organising
‘Rate and Win’ contest whereby the winners were offered
attractive rewards on daily and weekly basis. We have
also educated our listed merchants to send online link
to their customers to encourage them to rate and review
their business and services. Better ratings of merchants
facilitates them to grow business, while higher traffic
on our platform attracts new merchants and motivates
them to sign up for premium listing on Just Dial.

Becoming relevant to millennial

As the search business is rapidly migrating towards
mobile-based, it is essential to enhance the mobile
site and app user interface, and depth and breadth of
information. Millennial prefer going online to search for
information, instantly connecting with friends online,
and having a service that makes them appear ‘cool'.
Besides, our newly launched robust small-sized mobile
app, Justdial Lite, provides multiple offerings under one
platform and eliminates the need to download multiple
apps, making it highly relevant to the consumers of
today's era.

AUnique visitors are aggregated across various mediums - Voice,
Desktop/PC, Mobile: these may not necessarily be mutually exclusive

Jeo

We have also educated our listed
merchants to send online link to their
customers to encourage them to rate
and review their business and services

17 1%

Compounded growth in the number of average
quarterly unique visitorsA.

18.64%

Compounded growth in the number of business listings

(Q:]]] 20 . 5%*

Compounded growth in the number of paid campaigns

*represents five years compounded growth during FY 2012-13 to FY 2016-17
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Eificiencies

Optimising operations through automation. Reducing costs.

Enhancing productivity. Responding faster.

Until now, the first-mover advantage of

a pioneering concept had enabled us to
unlock a massive business opportunity
and capitalise on the same. We now intend
to leverage the fast-mover advantage to
spread and respond to industry challenges
faster.

We intend to enhance our operational efficiency through automation across functions and improve
productivity of our workforce to regain the growth momentum that we had witnessed over the
past few years. This shall enable us to grab a significant pie of the industry at controlled costs.




Rationalising non-core staff and focus on
automation

We have reduced focus on certain non-core activities
while rationalising non-core and under-performing staff.
This shall allow us to divert our energy and focus back on
the core business, which is the key revenue generator.
Besides, reduction in excess manpower would also result
in overhead cost reduction. Further, automation across
functions such as customer support, database and
content, and other support functions, has enabled us to
achieve higher output with lesser workforce.

Facilitating offline to online shift

With the user base rapidly migrating from phone-
based search to internet-based search, our product
developmentinitiatives are highly skewed towards online
platforms, especially mobile, where a gamut of offerings
can be provided. This has facilitated in users spending
more time on our platform searching for relevant
information, getting the benefit of viewing ratings and
reviews of other users and even their friends, and taking
informed decisions. Moreover, online platform facilitates
us to efficiently operate the growing network, provide
improved services and get the users to spend more time
with us with lower resources

Data accuracy and enrichment

Over the years, we have undertaken significant work
in the back-end to maintain and enrich our database
by regularly updating it with accurate information and
curated content (photos, videos, geocodes) through
our unparalleled feet-on-street team spread across the
country. We have also developed a detailed and accurate
in-platform map pertaining to local search. As far as local
search is concerned, our product by far exceeds any
competition in terms of its value proposition.

Enhancing operations

Our ability to provide over 18 synergistic products on
search plus platform further enables us to reach wider
customer base. We are working on enhancing the quality
of our sales team to increase conversion rates to paid
campaigns. We also intend to reduce wastages, bring in
automation and reduce unwanted resources wherever
required to further optimise operations.

D23

Jo

Automation across functions such

as customer support, database and
content, and other support functions,
has enabled us to achieve higher output
with lesser workforce.

Our ability to provide over 23 synergistic products on
search plus platform further enables us to reach wider
customer base.
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EX[pansion

New geographies. New customers.

Vs
y

i wy
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As businesses understand the importance
of internet in today’s digital era, there will
be an unprecedented demand for going
online. Every businesses would want to list
online and we would urge them to take
advantage of paid campaigns.

With the power of internet becoming inevitable, we are rapidly expanding and aggressively
promoting ourselves to reach out to more businesses to facilitate them in understanding the
changing dynamics.



Expanding core marketing network

Given the vastness of the country and numbers of
businesses operating in it, we continue to add employees,
especially feet-on-street, to our sales force to enable us
to reach out to more customers. As on March 31, 2017,
we had 4,350 employees in tele-sales, employees who
reach out to the vast business community through
telephonic calls and messages, 1,484 feet-on-street who
attend meetings/appointments generated from tele-
sales and 2,055 employees as Just Dial Ambassadors
(JDAs). These JDAs, spread across the country, educate
small businesses to avail benefits of free listing. They also
advise them to go for the paid listing to get visibility in
category searches on Just Dial ahead of their competitors.
We have started proactively training these teams and
analysing their performance to enhance the conversions
rates to paid listing.

Covering new regions

With majority of our revenue coming from top 11 cities,
we are now putting in more efforts to expand network
in the Tier Il and Ill cities, especially the 30-odd identified
cities where we expect majority of the new growth to
come in from. For this, we have even launched various
attractively priced packages to suit requirements
of customers in these locations. Moreover, with the
potential of Tier | cities remaining under tapped, we
would continue to explore opportunities from untapped
pockets.

Growing user base

With our ability to bundle several product verticals
(i.e., hotel booking, rail, air and movie ticket booking,
doctor appointment, food ordering, table reservations,
recharge, bill payments, etc.) on one platform, focus on
becoming more engaging and a one-stop destination, we
expect our user base to significantly surge in the coming
years. This shall enable us to entice more customers to
opt for paid campaign.

Jo

With majority of our revenue coming
from top 11 cities, we are now putting in
more efforts to expand network in the
Tier Il and lli cities, especially the 30-odd
identified cities where we expect majority
of the new growth to come in from.

A
& 4,350

Tele-sales employees

i/ 1,484

Feet-on-street employees

& 2,055

Just Dial Ambassadors (JDAS)
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Execution

Improving product. Massive promotion.

India with a massive population of 1.34 bn is
home to nearly 51 million MSMEs. Of these, we
have 17.9 million MSMEs listed on our platform
and less than 1% of the total number of MSMEs
as paid listings. With such huge untapped
opportunity, proper execution of a well-devised
strategy and expansion plans shall facilitate us
in capturing significant market share.

As we bring back focus on the core business, reaching out to new customers, growing user base,
improving the product quality and building a strong brand resonance shall be critical. Focussed
on a robust execution effort in these areas we have undertaken several initiatives, which include:



Mega advertisement and promotion initiative
In FY 2016-17, we have spent a sum of ¥ 321.14 mn for
promotion and advertisement campaigns directed towards
strengthening our brand visibility and recall. We launched
the advertisement campaign starring Mega Star Mr. Amitabh
Bachchan both on television and on digital media. These
advertisements emphasised the versatility of Just Dial's new
small-sized ‘All in one’ lite app for any day-to-day search
related query and transactions. The campaign also reiterates
the massive area coverage of Just Dial and the convenience
that it offers. In the coming years, we shall continue to spend
aggressively on advertisements and promotional activities
focussed on growing user base, repetitive usage, and
attaining revenue growth similar to the historical high levels.

Launching versatile app

Keeping pace with the evolving trends, we have launched
a robust Justdial Lite App having an incredibly small size
of less than 2 MB compared to the 16 MB regular version,
which enhances loading speed and is crucial for customer
engagement. The JD Lite app loaded with similar features
as the regular version, provides more convenience to the
customer by functioning in low-internet connectivity areas
as well. It shall also enable us to reach out to individuals
having low-end smartphones with low storage space. We
shall continue to upgrade our apps with more information,
better features and added convenience as an endeavour to
provide the best in Search.

Strengthening database and platform

As we continue to strengthen the core marketing workforce,
our focus in the coming years shall be on enhancing the
breadth and depth of our database. Covering newer region
and deepening presence in existing region, primarily
focussed on Tier Il and Il cities, we intend to have a solid
database, which in turn shall be incidental in pulling up the
number of paid-campaigns.

Besides, we shall continue to strengthen our platform with
added features, improved maps, and enhanced search and
transaction features. This shall make our platform more
engaging and relevant to the millennial who would be our
primary customers in future.

Educating customers

As the voice-based search system is rapidly giving way to
internet-based search, we have trained our sales teams to
assist customers in understanding this shift and effectiveness
of Just Dial as an advertising platform to reach millions of
users online on a daily basis. Overall, we are confident that
our 5-pillar internet strategy to facilitate MSMEs in becoming
internet ready shall enable us to grow our partner MSMEs
and ourselves.

Jo

Keeping pace with the evolving trends,
we have launched a robust Justdial Lite
App having an incredibly small size of
less than 2 MB compared to the 16 MB
regular version, which enhances loading
speed and is crucial for customer
engagement.

A
X ¢321.14mn

Spent on promotion and advertisement campaigns
during FY 2016-17
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Board of Directors

B. Anand

Chairman and Independent Non-Executive Director

He is a Commerce graduate from Nagpur University and
an associate member of the ICAI. He has been on the
board of the Company since August 2, 2011. Having over
30 years of experience, he has expertise in the areas of
finance, strategy and investment banking. Presently, he
is the Chief Financial Officer of Trafigura India Private
Limited. In the past, he was associated with the Future
Group, Vedanta Resources plc, Motorola India Private
Limited, Credit Lyonnais Bank SA, HSBC Bank plc,
Infrastructure Leasing & Financial Services Limited and
Citibank, N.A.

V.S.S. Mani

Managing Director and Chief Executive Officer

He is the founder of the Company and has been a part
of it since inception. A visionary and an experienced
management professional, he has successfully steered
the organisation to its present position. He has over 29
years of experience in the field of media and local search
services. He was also the co-founder of Ask Me Services
and has a stint of experience working with United
Database India Private Limited.

He is responsible for exploring possibilities for
technological innovation and undertaking strategic
decisions to adapt the business model to suit changing
market conditions. He is also involved in the formulation
of corporate strategy and planning, overall execution
and management, and concentrates on the growth and
diversification plans.

Ramani lyer
Non-Independent, Whole-time Director

He holds a Diploma in Hotel Management from Delhi
Institute of Management & Services. He is the co-founder
of the Company and has been associated with it since
inception. He was appointed on Board since October
28, 2005. He has over 24 years of experience working
with the Company in the field of strategic planning and
execution. He has been instrumental in undertaking
business development, business expansion, operations,
strategic planning and execution activities.
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V. Krishnan
Non-Independent, Whole-time Director

He is the co-founder of the Company and has played
a crucial role by undertaking business development,
business expansion, operations, strategic planning
and execution responsibilities. He has been on the
Board since October 28, 2005. He has over 24 years of
experience working in the field of strategic planning and
execution.



Sanjay Bahadur

Independent, Non-Executive Director

He is a Civil Engineering graduate from the Delhi College
of Engineering. He has been on the Board since August
2, 2011. With over three decades of experience, he has
an expertise in the field of construction and is currently
the Chief Executive Officer of Pidilite Industries Limited
for its Global Constructions and Chemicals division. Prior
to this, he had a stint of working with Larsen & Toubro
Limited, Aeons Construction Products Limited, Unitech
Prefab Limited and ACC Concrete Limited.

Pulak Chandan Prasad

Non-Independent, Non-Executive Director

He is a Non-Independent, Non-Executive Director of
the Company. He was appointed as Additional Director
of our Company on October 26, 2016. He is a B. Tech
from IIT Delhi and an IIM Ahmedabad alumni. He has
approximately 25 years of experience in the fields of
management consulting and investing. He is the founder
and Managing Director of Nalanda Capital. He has
previously worked with Warburg Pincus, McKinsey, and
Unilever.

Malcolm Monteiro
Independent, Non-Executive Director

He is an Electrical Engineering graduate from the Indian
Institute of Technology, Mumbai and a post-graduate
in Business Management from the Indian Institute of
Management, Ahmedabad. He has been on Board since
August 2, 2011. He is the Chief Executive Officer of DHL
Express, South Asia, a member of the DHL Asia Pacific
Management Board, and a Director on the Board of Blue
Dart Express Limited.

Anita Mani
Non-Independent, Non-Executive Director

She is a History graduate from University of Delhi.
Amongst one of the promoters, she has been associated
with the Company since its incorporation. She has
nearly 24 years of experience in the field of general
management.
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Corporate Social Responsibility

Just Dial has been conducting socially beneficial drives in the fields of education, environment and disaster relief, rural
development, health care and social welfare. These activities are carried out in the most efficient and holistic manner
possible. We aim to organise and carry out more such activities, within these fields. The Company has adopted Sri Sri
Ravi Shankar Vidhya Mandir (SSRVM) School at Dharavi, Mumbai and financially supports its operations. Few photos
taken during various activities at SSRVM are below:

Computer Lab - SSRVM
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Yoga Day - SSRVM ' ’ Students - SSRVM
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Corporate Information

BOARD OF DIRECTORS

Mr. B. Anand (DIN: 02792009)

Chairman (Independent and Non-Executive Director)

Mr. V.S.S. Mani (DIN: 00202052)
Managing Director and CEO

Mr. V. Krishnan (DIN: 00034473)
Whole-time Director

Mr. Ramani lyer (DIN: 00033559)
Whole-time Director

Mr. Pulak Chandan Prasad (DIN: 00003557)
Non-Independent and Non-Executive Director

Mr. Malcolm Monteiro (DIN: 00089757)
Independent and Non-Executive Director

Mr. Sanjay Bahadur (DIN: 00032590)
Independent and Non-Executive Director

Mrs. Anita Mani (DIN: 02698418)
Non-Independent and Non-Executive Director

COMPANY SECRETARY AND COMPLIANCE
OFFICER

Mr. Sachin Jain

EXTERNAL COMPANY SECRETARY

V. B. Kondalkar & Associates
Practicing Company Secretaries,
Mumbai

STATUTORY AUDITORS

S. R. Batliboi & Associates LLP
Mumbai

REGISTRAR AND SHARE TRANSFER AGENT

Karvy Computershare Private Limited
Unit: Just Dial Limited

Karvy Selenium Tower B,

Plot 31-32, Gachibowli Financial District,
Nanakramguda, Hyderabad - 500 032.
Phone: +91-40-6716 1500, 3321 1000
Fax: +91-40-2342 0814, 2300 1153

Toll Free No.: 1800-345-4001

Email: einward.ris@karvy.com

Website: www.karvy.com

REGISTERED OFFICE OF THE COMPANY

501/B, 5% Floor, Palm Court,

Building - M, Besides Goregaon Sports Complex,
New Link Road, Malad (West),

Mumbai - 400 064.

Tel: +91-22-2888 4060

Fax: +91-22-2882 3789

Email: investors@justdial.com

BANKERS TO THE COMPANY

HDFC Bank Limited
Axis Bank Limited
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Management Discussion & Analysis

Economic Review

Global

The world economy witnessed flattish growth in 2016
over 2015 at 3.2%. However, the cyclical recovery
towards the end of 2016 resulted in economic growth
gaining momentum in the fourth quarter of 2016, which
continued to sustain during the first half of 2017. With
upbeat sentiments in the financial markets and a long-
awaited cyclical recovery in manufacturing and trade
underway, the world economy is expected to grow
by 3.5% in 2017 and likely to sustain the pace with an
estimated 3.6% growth in 2018. (Source: IMF)

Growth picked up in the United States of America (USA)
in the second half of 2016 as firms grew more confident
about future demand and as inventories started
contributing positively to growth after five quarters of
drag. Growth also remained solid in the United Kingdom
(UK), where spending proved resilient in the aftermath
of the June 2016 referendum in favour of leaving the
European Union (Brexit). Activity surprised on the upside
in Japan also due to robust net exports, as well as in
the Euro area countries, such as Germany and Spain,
because of strong domestic demand.

Growth inthe emerging and developing nations remained

6.7% in 2016 versus 6.9% in 2015, despite high base,
reflecting continued policy support. In India, activity (in
terms of Gross Value Added) has slowed to 7.1% in 2016
versus 8.0% in 2015, mainly due to the impact of the
demonetisation initiative.

Alongside the pickup in economic activity, commodity
prices have also strengthened. Oil prices increased by
approximately 20% in the second half of 2016, in part due
to the agreement to cut production by OPEC and other
producers. Similarly, prices for natural gas and coal have
also firmed up slightly. Among non-fuel commodities,
metal prices have been supported by higher real estate
investment and capacity reduction efforts in China and
the anticipated fiscal policy easing in the USA. Agriculture
commodity price rose by approximately 4% in 2016.

Global growthis forecasted to increase marginally beyond
2018, to reach 3.8% by 2022. This pickup in global activity
is expected to come from developments in emerging
markets and developing economies. The growth is likely
to be led by strengthening in commodity-based countries,
an acceleration of activity in India resulting from the
implementation of important structural reforms, and a
successful rebalancing of China’s economy.

constant at 4.3% in 2016. China's growth sustained at (Source: IMF)
World GDP growth rate
(%)
N
q; e}
n N q
| i | I | | I I
2011 2012 2013 2014 2015 2016 2017 (P) 2018 (P)
Source: IMF
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India

India’s GDP grew 7.1% in FY 2016-17 (as per second
advanced estimates of Central Statistics Office) versus
a healthy 7.9% in FY 2015-16. The slowdown in growth
can be attributed partly to the demonetisation of large
currency notes and sharp decline in fixed investment
by corporate sector, which itself is pressurised with
stressed balance sheets. However, implementation
of the Seventh Pay Commission provided some relief
along with the recovery in exports. Exports grew 2.3%
versus approximately 16% decline witnessed in the
previous year.

India’s GDP growth rate
%)

As per IMF, growth is expected to accelerate to 7.2%
and 7.7% in FY 2017-18 & FY 2018-19 respectively,
underpinned by a recovery in private investments.
India’s growth is expected to remain resilient with
inflation being low, fiscal prudence, contained current
accountdeficitand benign commodity prices (especially
crude). Policy actions are expected to boost financial
stability via increasing capital buffers for PSUs, better
targeting of subsidies and structured tax reforms led
by the implementation of Goods and Services Tax
(GST), which is expected to benefit the economy in the
long term.

2012-13 (3rd RE) 2013-14 (3rd RE)

7.2

2014-15 (2nd RE)

7.9

2015-16 (1st RE) 2016-17 (2nd AE)

RE: Revised Estimates; AE: Advanced Estimates
Source: Central Statistics Office

Industry Overview

Telecommunication & Internet

Approximately 3.7 billion people used internet globally in 2016, reflecting almost 10% growth over 2015 with a
penetration level of 49.5% versus 46.4% seen in 2015. About 462 million Indians used internet in 2016 making India the
second highest country in terms of internet users globally after China. Close to 60% of urban India with an estimated
population of 444 million uses internet. In rural India, with an estimated population of 906 million, only 17% use internet.

Global Internet Users

4.5 © o 60.0
0 o «Q
4.0 9 ™ ™
o R o« - B 50.0
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3.0 9 z 3 40.0
~
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o 10.0
0.5
0.0 0.0
2011 2012 2013 2014 2015 2016 2017*
B World internet users in billion ~ —=—9% change YoY (RHS) Penetration level (%) (RHS)
*Up to June 2017

Source: Internet World Stats
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India Internet Users
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Mobile Internet Users in India (in million)
Particulars Rural Urban Total
Jun-12 4 21 25
Jun-13 21 70 91
Oct-13 25 85 110
Jun-14 36 101 137
Oct-14 40 119 159
Dec-14 45 128 173
Mar-15 49 143 192
Jun-15 68 171 239
Oct-15 80 197 277
Dec-15 87 219 306
Dec-16 NA NA 389
Jun-17 NA NA 420

Source: IMAI and IMRB

With 1.21 billion total telephone subscriber base as at
end of June 2017, India is the world's second-largest
telecommunications market after China. The market
continues to be wireless-dominated with 98% of total
telephone subscriptions.

A new player marked its entry in 2016 and turned the
telecom sector from being voice-driven to data-centric
by introducing aggressive tariff plans with free voice calls
and low-cost data. This led to other players too cutting
their prices and aligning their respective service offerings.

Internet-enabled mobile phones

With cellular phone being the primary device for Indians
for their digital needs, mobile device penetration in India

28 | Just Dial Limited

is steadily growing - the number of smartphones touched
292 millionin 2016 and is expected to touch 470 million in
2021.As per KPMG India-FICCl report on Indian Media and
Entertainment Industry 2017, the average selling price
for internet-enabled mobile phones is approximately
% 9,000, almost half of that in China (the biggest market
for mobile devices). This growth in internet-enabled
mobile phones coupled with sharp reduction in data
tariffs, has ensured that mobile internet consumption
is rapidly growing. According to TRAI, 15% of internet
consumption in 2016 was through mobile phones and is
expected to increase to 30% by 2021.



Smartphone Users in India

(in million)
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It is expected that 4G connections will grow five-fold
from 2016 to 2021 at approximately 38% CAGR and 3G
connections will surpass 2G connections by 2019 as
per KPMG analysis. Also 3G and 4G connections which
currently form 25% of overall connections is expected
to touch 80% by 2021. Along with high-speed affordable
data, improved penetration of internet access has led
to increase in India’s mobile data traffic by 1.7 times
in 2016.

Data tariffs fall drastically post the new entrant

The average mobile connected end user device generated
almost 240 MB data traffic per month in 2016 versus
137 MB in 2015, as per TRAI This mobile data traffic is
set to rapidly increase especially given the war on data
prices post the entry of a new player in the market. The
impact has been so strong that data costs, which used to
be almost ¥ 250/GB in the period before the entry of the
new player in the sector, have dropped overnight to as
low as % 10/GB post its launch.

X 250 per GB

@

X 10 per GB
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E-commerce

Electronic commerce (e-commerce) which entails buying
and selling of the products and services exclusively
through digital/online channels is rapidly becoming
commonplace in India. With 462 million internet users
in India, the e-commerce industry is pegged at around
¥ 2,110 billion (USD 30 billion as per ASSOCHAM-
Forrester) having grown over 30% CAGR between 2011
and 2016. The growth potential is humungous given
the Indian e-commerce industry is still 1/25th the size
of China’s e-commerce market (which stood at USD 752
billion in 2016 according to China’s National Bureau of
Statistics) and 1/13th the size of US e-commerce market
(USD 394.86 billion as per US Commerce Department).

Until recently, internet-based purchases were primarily
travel-related. But companies selling other goods online
such as electronics, clothes and household items have
surged in popularity in the recent past, with consumers
becoming comfortable and more confident with making
purchases over the internet. Online retailing has had a
heady impact on the sales turnover of brick and mortar
stores. E-commerce players which act as platforms for
connecting buyers and sellers have grown rapidly and
gained loyalty. A part of the growth in e-commerce is
also attributable to the thrust on cashless economy by
the Indian Government. Paying cash on delivery and easy
return programme is a common practice which enables
the consumer to evaluate the goods before paying and
thereby increasing the trust on online shopping.

As per a study by KPMG, almost 85% SMEs in India who
sell their merchandise online, saw a growth in their sales.
Companies that adopted the digital commerce route saw
a 51% increase in their revenues and a 49% increase in
profits. Rural India too is seeing an upswing in online
spends. With demonetisation in place, combined with
exponential growth in digital wallets, online shopping
experience is becoming more convenient.

According to a study by Forrester Research,
approximately a fifth of total retail sales will take place
online by 2021 in Asia Pacific, with 78% of that coming
from mobile, up from 63% in 2016. The study adds that
online retail via mobile will grow at a CAGR of 15.6%, to
reach USD 1 trillion in 2020, up from USD 539 billion in
2016. China accounted for nearly 80% of online sales
in Asia Pacific and is expected to be the first market to
reach USD 1 trillion by 2020. China is the largest market
for e-commerce globally, followed by the USA; but it is
India that is the fastest-growing e-commerce market.
World over, apparel is the largest category for online
retail, followed by consumer electronics and computer
hardware. However, grocery, beauty and cosmetics,
home appliances and furniture are the fastest-growing
categories.

Industry Growth Drivers
Internet penetration and usage: The entry of a new
player in the Indian telecommunication market in 2016
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which has led to a dramatic change in offerings by players
from voice-centric to data-centric. With affordable
internet enabled phones, cheaper data rates and high
internet speeds, an exponential increase in internet-
usage in India is being witnessed. Increasing number of
people are using internet reflected in higher data traffic
per month. Prevalence of online shopping has risen
multi-fold owing to ease and convenience.

Average Sale Price of Mobile Phone in India

(in USD)
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Source: Counterpoint Research

Product portfolio vast in both width and depth:
E-commerce has evolved as a platform for almost
everything from every day needs to luxury; all categories
find their place on this platform from grocery, fashion,
mobiles, electronic gadgets, household care, food, taxi
services, home appliances, lifestyle accessories, travel
booking, books, medicines, cosmetics, health care,
movie tickets, matrimonial sites, financial products etc.
More so even services are now being offered through
the e-commerce route like beauty, cleaning, repairs,
healthcare for senior citizens etc. Every player needs
to ensure that it offers a unique product / service to
the consumers to choose from. This acts as a major
differentiating factor for the users to select the player
who is not only reliable but also offers a relevant wide
range of products.

Cashless economy: Post demonetisation and the
announcement of the Government's intent to promote
cashless economy, digital payments have become the
latest buzz word. The Government also launched UPI,
BHIM and BharatQR code to push the cause for cashless
economy. BharatQR code allows users to make digital
payment without having to enter any details of the
merchant by just scanning the code with the help of
any of the bank apps that is compatible with BharatQR
code. BHIM is a simple and light app, sized merely 2 MB,
allows speedy transactions for bank-to-bank payments.
Similarly, UPI interface is also gaining popularity with
growing number of bank partners. Currently, UPI is
offered by more than 50 banks in the country including
all PSUs and most of the large private banks. The National



Payment Corporation of India is also looking to add small
finance banks and a large number of merchants to UPI.
Monthly volume of transactions through UPI-mode has
seen a steady increase from 7.2 million transactions
during April 2017 to 11.63 million transactions during July
2017. Popularity and use of other mobile wallets has also
grown many fold leading to fierce competition among the
wallet players which in turn has benefited the consumer
in terms of deep discounts and freebies on online
purchases. Credit and debit cards continue to be all-time
favourites with banks also offering various discounts and
offers on different e-commerce sites. With inherent love
for discounts by Indian consumers, these offers have led
to a strong pick up in e-commerce sales. For traditional
customers, net banking and cash on delivery continue to
be offered as options for payment.

Secure and safe payment: Online payment is not only
easy and convenient but is also very secured reflected
in the multiple layers of security checks that a user has to
go through in order to make a payment. Sites use various
authentication measures apart from passwords like one-
time passwords, transaction passwords, use of grids and
CWV to ensure safe and secure payment. The linking of email
IDs and mobile numbers help to keep the customer updated
about transactions and avoid the instances of fraud.

Easy documentation to help grow mobile users:
Another revolution came in with the entry of a new
player in the telecom sector, who leveraged Aadhaar-
based authentication to verify customer credentials.
This facilitated the customers to avoid hassles of
submitting multiple proofs and awaiting verification,
as the customer's Aadhaar profile details along with
the biometric authentication details are shared online
with UIDAI server for real-time authentication. Post this
authentication, the customer details can be fetched
online from UIDAI server and the customer mobile
connection can be processed for immediate activation.
With the mandatory KYC process getting easier, mobile
users are likely to increase meaningfully.

Growing importance of Omni channel route: In
early stages of e-commerce, players would operate
only through desktop websites. But with the advent of
smartphones and e-commerce becoming commonplace,
most players have realised the need and importance of
going digital and having to build mobile sites and apps
to make the consumer buying experience smooth. The
players are thus well-equipped to grab customer’s share
of spends no matter what mode the customer adopts to
make his purchases.

Online advertising: Since users spend a lot of time
online, impact of online advertising is high which in turn
helps growth of the industry. E-commerce growth is also
attributable to growth in online advertisements which
prompts user to explore buying options while surfing.

Rapid growth in SMEs: The Ministry of Micro, Small and
Medium Enterprises (MSMEs) estimates that in terms

of value, SMEs account for about 6% of the India’s GDP,
close to 33% of the India's manufacturing output and
approximately 45% of the total exports, and employs
more than 110 million people. As per the FY 2015-16
annual report of the Ministry of Micro, Small, and Medium
Enterprises, there are estimated to be about 51 million
MSME businesses having a combined fixed asset value
of nearly % 15 trillion. The Government of India’s ‘Make
in India’ initiative along with fiscal sops like 25% income
tax rate for entities with less than ¥ 500 million revenues
is expected to provide impetus to MSME sector growth.

Business Review

Just Dial (hereafter also referred to as “the Company”)
was the pioneer in providing pan-India search service
which has been effectively bridging the gap between
users and businesses by providing fast, free, reliable and
comprehensive information about providers of products
and services. It is available to users across multiple
platforms, such as the internet, mobile internet, over the
telephone (voice) and text (SMS).

Being the first of its kind search service, it attracted a
lot of businesses who found Just Dial to be an easy and
convenient platform to reach out to vast number of
users in a cost-efficient manner. The Company offered its
services to sellers via various modes namely free listing,
paid listings and premium listings. The seller can choose
to be a priority listing by paying for premium listing. To
assist sellers further, the Company introduced weekly/
monthly/annual packages, which helped enrol a huge
number of sellers including smaller ones who had access
to small funds. It has enabled the Company to create a
huge database of sellers and buyers which is not easy to
replicate, thus creating a moat.

Local Search service is the core business of the Company
and being one of the first players in the space, it enjoys
strong brand equity making it difficult for competitors
to enter this lucrative segment. The Company’s strength
lies in being able to upgrade itself with the ever-changing
industry trends and reshaping the business to ensure
sustainable growth. The Company has kept evolving over
the years by launching several new services like JD Pay,
Search Plus, JD Maps, JD Social, JD Omni, etc. to keep pace
with changing times. However, search business remains
its core business segment, a strong forte of Just Dial.

Business Model

Financial stability: The Company has a solid revenue
stream which provides the capability to invest and grow
the business further. Since the Company collects upfront
payment for its listings, either through complete annual
payment plan or monthly/weekly advance payment for
ECS payment plan, it enjoys negative working capital and
healthy positive free cash flows.

Pan India presence: The Company has a nationwide
presence and ~84% of its revenue is driven by the top
11 cities given that the internet penetration and reach is
much higher there.
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Customised revenue model: The Company follows
a flexible pricing strategy depending on whether the
advertiser is from main cities or Tier 2 / 3 cities. Pricing
also varies as per business category of the advertiser,
type of listing opted (premium vs. non-premium) and
other relevant factors. Further, advertisers are offered
multiple payment options like fixed monthly, weekly or
annual fees.

Listing through transparency: The advertisers can opt
for premium or non-premium packages which determine
their preference inlisting. Premium advertisers (Platinum,
Diamond and Gold) get priority in category searches and
hence have higher visibility.

Empowering businesses: The Company runs special
focussed campaigns in various cities across India to
benefit advertisers. It also acts as a unique vast platform
for MSMEs to get easy, convenient and low cost access
to a large consumer base. As of March 31, 2017, the
Company had 4,35,360 active paid campaigns up 18%
versus 3,68,800 paid campaigns as of March 31, 2016.

Strong ground force: The Company has 4,350 tele-
sales employees and 1,484 feet-on-the-street selling to
SMEs and 2,055 Just Dial Ambassadors (JDASs). Its robust
manpower network deployed across 250 plus cities cover
11,190 pin codes in India.

Service Platforms

With the vision to become a one-stop solution to all search
and transaction-related needs of Indian consumers, Just
Dial has established pan India presence and is available
across the platforms like internet, mobile internet,
mobile applications, voice and SMS so that it can encash
all opportunities to serve its existing as well as potential
customers.

Internet: As one of the first companies to offer local
search services in India, it has a first-mover advantage
among consumers seeking information on the local
businesses. Just Dial is a well-known and established
brand on the internet. The Company prides in having
built the technology in-house. It uses open source
platforms and exploits its expertise in technology to
ensure enriched user experience. The Company truly
stands on its ‘life made easy philosophy’ with features
like predictive auto-suggest, maps and directions, ratings
and reviews and search by Category, Company and
Product.

Mobile internet: Keeping in sync with the exponential
growth in mobile internet users, the Company has
devised its mobile-app across the operating platforms
like Android, i0S, Windows and Blackberry. As on March
31, 2017, there have been 13.25 million downloads of
the application through mobile. With growing preference
for lighter apps, the Company has launched new JD Lite
Android App which is less than 2 MB in size but retains
most features of the regular version Android app, making
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it easy to use even on low-end mobile phones and in
weak internet connectivity areas.

Voice & SMS: Since the late 1990s when internet usage
was much lesser popular than it is today, the Company
used the voice and SMS search platforms. These
platforms are still commonly used by people who are
not technology-savvy. The Company allows the search
to be made in multiple languages given its pan India
presence. To enable smooth customer experience via
these platforms, the Company has a 24x7 national
hotline number (88888-88888) and eight local numbers
specific to certain cities. SMS search is more relevant for
users who are in search for non-internet service but with
minimal human interaction.

The Company, a pioneer of the search business, with its
vast database and strong consumer connect with both
buyers and sellers, ensures that its leadership in the
space is not easily challengeable.

Extending Value Proposition

The consistently growing user ratings and reviews up
nearly 16% in FY 2016-17 versus FY 2015-16 and the total
number of app downloads being 13.25 million as on
March 31, 2017 speak volumes of Just Dial's popularity
and brand equity. The Company in its endeavour to
become one-stop solution for all type of searches and
transactions for products and services is constantly
improvising its customer database. Features like D
Maps, JD Social and friend's ratings further enhance the
overall user experience, and increase trust and loyalty of
both buyers and sellers for the unique service that the
Company provides.

Listings

Advertisers in order to gain easy and quick access to a
large consumer base, list with Just Dial. These advertisers
are the primary source of revenue for the Company. They
pay fixed monthly / weekly / annual fees to the Company,
which varies depending on the category of business,
location of the advertiser and type of listing, premium
(Platinum, Diamond and Gold) versus non-premium. A
large number of MSMEs from different industry sectors
make use of this platform to advertise in a cost-effective
manner. Overall, listings have grown 9.5% to 17.9 million
as on March 31, 2017 over as on March 31, 2016.

Ensuring Data Integrity and Quality

Since its database is of utmost importance, the Company
ensures efficient data management and timely updation
and enrichment. All the relevant business details are
verified by the database team which is also responsible
for periodic review of this data. The team constantly
monitors the data and ensures it is properly updated in
the system and is accurately reflected on demand. The
Company uses geo-coding and data analytic tools to not
only simplify the searches but also refine the list so as to
be relevant for the consumers.



Operational Review

Sales and Marketing: The Company has an employee
base of 11,334 comprising 4,350 tele-sales executives,
1,484 feet-on-the-street and 2,055 Just Dial Ambassadors
as on March 31, 2017. Since the sales and marketing
teams are responsible for driving business by bringing
new listings, converting free listing to paid listings and
further to upgrade to premium listings, the team has to
undergo regular training and motivational programmes.
For business expansion, the Company introduces various
attractively priced packages for businesses which aid the
sales team in achieving their targets. In FY 2016-17, the
Company had undergone a rationalisation exercise in
various non-core departments and continues to review
the performance of its sales force especially those who
consistently do not meet their targets. However, with
expanding business needs, the Company expands its
workforce through recruiting people who are aligned to
the organisation’s vision.

Marketing and business development: The Company
constantly thrives to grow both its seller base and buyer/
consumer base through effective business development
and marketing. To convert free subscriptions to paid,
the Company has a team of 2,055 Just Dial Ambassadors
and 1,484 feet-on-the-street, who are entrusted with the
responsibility of educating the buyers about the services
provided by the Company, updating the seller database
and marketing the brand to them. The effectiveness
of the team is well reflected in 18% growth in paid
campaigns in FY 2016-17 to 4,35,360 versus FY 2015-16.
On the branding front, the Company has strong brand
equity with presence across social media platforms,
TV ads, OOHs. The Company has recently launched a
new advertisement campaign to attract both users and
customers by highlighting the strong value proposition
that Just Dial offers to make life simple for consumers by
providing answers for local search needs.

Focus on Core Search

With virtual /online marketplace becoming an inevitable
reality, MSMEs in India face the dire need to create a
meaningful online presence along with an online strategy
to reach out to customer, strengthen brand goodwill and
remain visible. As this transition from offline to online
happens at a rapid pace, MSMEs face the challenge of
choosing a business partner that can assist it in this
change.

Understanding this void and opportunity it poses, Just Dial
focussed on evolving itself by devising a 5-pillar internet
strategy to handhold MSMEs in its online journey. These
pillars include:

e Listing: Being India’s leading local search engine
platform and an online marketplace with unmatched
traffic and database, Just Dial shall focus on
attracting more MSMEs to get listed on its platform.
This shall provide them significant online visibility
and exposure to prospective buyers.

e Own website: Once this visibility is attained, Just Dial
shall assist in developing customised website / mobile
sites such that prospective buyers can get maximum
information about the MSMEs and its product
and service offerings. Besides having smart user
interface, these sites would be responsive, mobile-
friendly, search engine optimised, and dynamic with
transactional facilities to attract more traffic.

e Online payments: Just Dial through its JD Pay tool
shall also facilitate in conducting digital transactions
between the buyers and sellers. Having the
advantage of simplicity and speed, JD Pay focusses
on providing highest level of convenience to help
SMEs grow their business.

e Ratings: The Company, through its JD Ratings tool,
focusses on providing SMEs an opportunity to
enhance their market reputation and attract more
customers. Better product / service quality and
competitive pricing shall enable them improve their
ratings and get positive reviews which is crucial for
users when making buying decision.

e Reach: Just Dial, through its social media platform
JD Social, shall provide an engaging platform where
users can chat, view ratings and reviews, get curated
content and get information on business trends.
This shall facilitate business listed on Just Dial to get
immense visibility.

While these 5-pillar internet strategies facilitate in
Just Dial's evolution to cater to the changing business
scenario and bring back focus on core search business,
the Company's management has also undertaken
several other initiatives that intends to bring back growth
to historical levels.

The recently launched campaign starring Mr. Amitabh
Bachchan is directed in line with this renewed focus on
core Search. The advertisement featuring both on TV
and digital media emphasises superiority of Just Dial's
app as an ‘All in one’ app for any day-to-day search and
transaction requirements. The campaign even reiterates
the benefits of Just Dial as the only app to make local
search needs simple and easy.

Keeping pace with the evolving trends, the Company
has launched a Lite Android App - having a reduced
size of less than 2 MB compared to 16 MB of the earlier
version - to enhance loading speed, which is the key to
customer engagement. The app having similar features
to the original one, provides more convenience to the
customer reflecting the Company’s continued endeavour
to provide the best in Search.

With Tier-2 and 3 cities, accounting for only 16% of total
revenues, the Company continues to strengthen its sales
force to further penetrate into these cities. The Company
has been instrumental in growth of SMEs in these cities
and enjoys a strong reputation with them. The Company
is also now expanding its marketing focus on Tier 1 and
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Metro cities which provide ample opportunities to grow
with a number of budding SMEs.

Just Dial is thus focussing on improving its execution
capabilities, impactful customer engagement, better
operational efficiencies and expansion of database and
paid listings.

Technology and Infrastructure

It is imperative for the Company to have access to the
latest technology and infrastructure in order to provide
quick and effective service to its users and customers.
The Company's experienced technology team of 400
plus experts develop new software applications for
the ever-changing business operations enabling it to
ensure minimal possible turnaround time for its queries
and requests. Internet Data Centres (in-house as well
as external) ensure security of systems infrastructure,
database and regular internet connectivity, which is
further safeguarded by continuous monitoring by a
strong engineering support team. More than 1,100 plus
servers power the open source platforms for various
intranet and extranet applications.

Security

Possessing information of users and businesses,
the Company maintains a stringent security on the
information database. It has strong controls, policies
and procedures pertaining to information security which
ensure prevention of any fraud or loss of information.
All the installed servers of the Company at all data
centres and offices are secured with firewalls and latest
technologies to prevent any hacking attempts.

Financial Review

In FY 2016-17, the Company continued with its efforts
to revive the core business by strengthening team,
aggressive marketing, adding new services and growing
paid campaigns. The Company has also focussed on
widening and deepening presence in Tier 2 and 3 cities.
Ability to consistently upgrade technological excellence,
value-added offerings and efficiently manage operations
has resulted in consistent growth in revenues and
sustained profitability over the years.

Particulars
Revenue from operations (X Mn) 7,186.10
Other income (X Mn) 870.63
Total income (R Mn) 8,056.73
Adjusted Operating EBITDA* (X Mn) 1,254.95
Adjusted Operating EBITDA Margin (%) 17.5%
Profit before tax (X Mn) 1,564.83
Profit after tax (X Mn) 1,213.42
Net profit margin (%) 15.1%
Earnings per share (Basic) (%) 17.46
Cash Flow from operations ( Mn) 1,362.01
Return on Net Worth (%) 14.8%

FY 2015-16  FY 2014-15  FY 2013-14| FY 2012-13
6,676.60 5,897.98 4,612.93 3,627.68
800.25 488.55 399.49 136.43
7,476.85 6,386.53 5,012.42 3,764.11
1,706.33 1,839.59 1,424.20 1,010.82
25.6% 31.2% 30.9% 27.9%
1,931.28 1,905.42 1,648.56 984.28
1,427.38 1,388.90 1,206.08 684.57
19.1% 21.8% 24.1% 18.2%
20.25 19.76 17.23 10.30
1,479.49 1,846.53 1,330.36 1,023.18
19.1% 23.0% 25.1% 25.7%

Note - Figures of FY 2016-17 and FY 2015-16 are based on Ind AS accounting vis-a-vis IGAAP for earlier years and hence won't be comparable to earlier

years to that extent

Highlights

1. Operating Revenue from search & services increased
by 7.6% y-0-y from % 6,676.60 million in FY 2015-16
to ¥ 7,186.10 million in FY 2016-17.

2. Other income for the year increased 8.8% from
¥ 800.25 millionin FY 2015-16 to ¥ 870.63 millionin FY
2016-17. This growth was on account of Company's
increased investment in tax-free bonds during
the year (from % 2,179.60 million in FY 2015-16 to
¥ 3,193.40 million in FY 2016-17) resulting in increase
in interest earned and gain in market values on the
same.

3. The total income increased by 7.8% from ¥ 7,476.85
million in FY 2015-16 to ¥ 8,056.73 million in FY
2016-17 representing an overall growth in business
during the fiscal year.

4. Adjusted operating EBITDA margin* decreased from
25.6% in FY 2015-16 to 17.5% in FY 2016-17, as the
Company ploughed back part of its gross margins
into development of new products and increased
spend on advertising and promotions for brand
building.

* Adjusted Operating EBITDA is arrived at after adjustment of ESOP and one-time expenses to the Operating EBITDA. The Operating EBITDA is arrived
at by reducing operating expenses i.e. employee expenses and other expenses from operating revenue. It does not include interest, taxes, depreciation

and amortisation expenses or other income.
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5. Consequenttotheabove, Profit before tax decreased
by 19% y-o0-y from % 1,931.28 million in FY 2015-16 to
¥ 1,564.83 million in FY 2016-17. Profit after tax for
the year decreased by 15% from ¥ 1,427.38 millionin
FY 2015-16 to % 1,213.42 million in FY 2016-17.
The net profit margin was 19.1% in FY 2015-16 as
compared to 15.1% in FY 2016-17.

6. Cash flows from operations stood at ¥ 1,362.01
million in FY 2016-17 compared to ¥ 1,479.49
million in FY 2015-16. ¥ 321.14 million was spent on
advertising and promotion in FY 2016-17 compared
to ¥ 252.76 million spent in FY 2015-16.

7. Diluted earnings per share stood at ¥ 17.35 in
FY 2016-17 against ¥ 20.08 in FY 2015-16.

Revenue

The Company's primary source of revenue from local
search operations is through SME subscription to either
the premium packages (Platinum, Diamond and Gold)
or non-premium packages. The fixed weekly/monthly/
annual listing fees is paid by the SMEs through upfront
payments or instalments under Electronic Clearing
Service (ECS) scheme. The difference between the
collected amount and accrued revenue is accounted as
unearned revenue in the Balance Sheet. The increase in
unearned revenue reflects the growing popularity of the
Company.

Employee Benefit Expense

The employee benefits expense increased by 16% from
¥ 3,799.33 million in FY 2015-16 to ¥ 4,408.83 million in
FY 2016-17 primarily due to proportionate increase in the
headcount and restructuring of payroll. The employee
benefits expense as a percentage of total expense in
FY 2016-17 has remained in line with the previous year
at approximately 67.9%. The employee benefits expense
as a percentage of total revenue has increased from
50.8% in FY 2015-16 to 54.7% in FY 2016-17. The number
of employees has increased to 11,334 employees in
FY 2016-17 from 11,142 employees in FY 2015-16.

Finance Costs
With no debt on the books of the Company, the interest
cost continues to remain nil.

Depreciation and Amortisation Expense

The depreciation and amortisation expense hasincreased
by 29.1% from ¥ 311.03 million in FY 2015-16 to ¥ 401.40
million in FY 2016-17 due to addition in Fixed assets/
Capital expenditure outlay during the year. Addition
in Fixed assets was primarily towards procurement of
computers, servers and related infrastructure required
to provide the best possible technological support for
conducting the operations.

Other Expenses
Other expenses have increased by 17.2% from 1,435.33
million in FY 2015-16 to ¥ 1,681.68 million in FY 2016-

17. The increase in other expenses is due to increase in
advertising and sales promotion, database and content
charges, rental expenses, and repairs and maintenance.

Income Taxes

The Income Tax provision (current tax) decreased from
% 503.90 million in FY 2015-16 to ¥ 351.41 million in
FY 2016-17. The Company had paid taxes under Minimum
Alternate Tax (‘MAT).

SWOT Analysis

Strengths

Experienced management: The success of the Company
in terms of growth, brand equity and evolving with the
ever-changing landscape is a reflection of the strong
business acumen and vast experience of its promoters
and the management team.

First mover advantage in having an unparalleled
database: Being the introducers of search concept in
the country, the Company enjoys a vast database of 17.9
million listings that continues to grow. It is commendable
that the Company is steadily evolving to a one-stop
solution for all search and transaction related needs.

Strong relationship with paid advertisers: Just Dial
was the first local search service which enabled sellers
to get access to a vast pool of buyers. The Company
offered a host of services to the advertisers with flexible
packages and payment options. Advertisers have built
robust connect with the Company. This long-standing
relationship with advertisers creates a strong entry
barrier for new competition.

Strong brand recognition: Early mover advantage has
helped build strong brand equity and thereby making the
Company the first choice for new sellers and buyers.

Attractive value proposition for local SMEs: The
Company provides instant vast reach to local SMEs in a
cost effective manner.

Expansionin small towns: Inthe interiors of the country,
sellers consider Just Dial to be the greatest plausible
influencer to get new customers and grow business. The
Company is witnessing substantial growth from these
markets.

Advanced and scalable technology platform: With
a strong team of technology experts, the Company
boasts of being ahead of the technology curve and
rapidly evolving with changing industry landscape. Bulk
of the technology that powers user-facing products and
applications used by employees has been built in-house
by software development team.

Efficient and profitable business model: The Company
operates on a negative working capital cycle and
generates strong free cash flows enabling it to grow its
cash reserves and make periodic investments to meet
the ever-changing technological needs.
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Weakness

Low revenue share from rural areas: ~84% of the
Company's revenue is earned from top 11 cities. The
Company needs to improve its penetration in other
areas.

Relevance and connect with millennials: The Company
had established itself strongly at a time when internet
use was limited. The Company needs to establish
connect and become more relevant with millennials who
are extensive users of internet and who will become the
decision makers in the coming years.

Opportunities

Online market: The growing prevalence of e-commerce
provides a great opportunity for the Company to expand
its business and cater to a wider audience as it provides
a master app wherein all online facilities are available at
a single place.

Mobile internet: Increasing availability of low priced
internet-enabled phones and data packs coupled
with growing use of 3G/4G networks provide an ever-
increasing consumer base to cater to the Company.

Innovation: The Company's expertise in technical know-
how and rich experience provide it with the opportunity
to innovate unique product and service offerings to meet
the ever-changing needs of the industry.

Risk Management

Threats

Continuous innovation: The Company needs to
constantly improve, upgrade and expand its technology
and infrastructure to combat the risk of becoming
obsolete in the rapidly changing industry. Inability to
maintain current levels of service as customer base
expands or as the Company enters newer verticals could
pose risk to its goodwill.

Cost-efficient: As the technological needs grow, it is
imperative for the Company to upgrade but at the same
time remain cost-efficient to maintain growth in its paid
listings.

Dependency on search engines: The Company needs
to focus on strong marketing campaigns to reduce its
dependency on search engines and have users reach to
its platforms directly.

MNC competition: The Company faces competition
from global search engine who have deep pockets and
are looking to venture into the local search market and
from vertical-focussed players who are willing to spend
aggressively on customer acquisition through cashbacks
and discounts. The Company is way ahead of any local
search competition given its already deep database and
strong brand equity. Increasing user experience in each
of the verticals is a key focus area for the Company.

Being aware of the various risks the Company faces, it has incorporated a strong risk mitigation strategy to anticipate

and manage the risks.

Technology | Risk definition:

Inability of the Company to keep pace with the ever-changing technological

Risk innovations pose a threat to business revenue.

Risk mitigation:

With an effective team in place to ensure timely and periodic upgradation of

technology and infrastructure systems, the Company is able to meet the rapidly
evolving needs of the users.

Inability to innovate on services and products’ front could lead to loss in customer

The Company has always ensured it stays ahead of the curve to understand new
needs of the consumer. With an experienced team comprising domain experts,
the Company has been upbeat in terms of product innovation - launch of Search
Plus, JD Pay, JD Ratings, JD Social, JD Maps, JD Omni and other products.

Over dependence on top 11 cities for revenue could result in concentration risk.

Business Risk definition:

Risk base and thus revenue.
Risk mitigation:

Geographic |Risk definition:

Risk

Competition | Risk definition:

Risk

Risk mitigation:

Risk mitigation:

The Company is constantly striving to increase its penetration in rural and semi-
urban areas with the help of strong marketing team and Just Dial Ambassadors.

Increasing competition from local and global search engine players as the space
gets increasingly lucrative.

First mover advantage has enabled the Company to build a database which is not easy
to replicate. As the Company keeps itself updated on technology and infrastructure
while ensuring high brand visibility and recall, it is unlikely to lose business to new
competition whose reliability and credence will have little historic backing.
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Road Ahead

The Company plans to focus on its core Search segment
and strengthen its footing in the segment. While the
management has undertaken in-depth study of the
market and future business scenario to devise a robust
5-pillar internet strategy, the focus going forward shall
be excellence execution of this strategy to deliver strong
performance. This shall assist the Company in regaining
its historic growth and enhance the depth and breadth
of its database, paid listings, which is its core business.

The Company constantly thrives to innovate and actively
engage with the customer with innovative services
like Search Plus, JD Maps, JD Pay, JD Ratings, etc. The
Company remains focussed to grow its paid listings
and penetrate deeper into non top 11 cities with ever-
expanding sales force. The Company will also lay strong
focus in marketing and communication via digital and
offline media.

Human Resource Management

The Company is cognizant of the importance of human
capital in a technological industry it operates in. The
Company strives hard to retain its experienced team rich
in domain expertise as it recognises their importance in
the growth of the Company. Nurturing people is a key
organisational goal and leadership mandate. Training
and employee motivation is an integral part of the
Company. The Company has taken on itself to ensure
that the children of all the blue-collared employees of the
organisation have access to quality education.

Internal Audit & Controls

The internal control system is designed to ensure that
financial and other records are reliable for preparing
financial information and other data, and for maintaining
accountability of assets. The internal control system is
supplemented by an extensive programme of internal
audits, reviews by management, and documented
policies, guidelines and procedures. The internal
audit findings provide input for risk identification and
assessment. Further periodic assessment of business
risk is carried out to identify significant risks to the
achievement of business objectives.

Disclaimer

Statements in this management discussion and analysis
describing the Company's objectives, projections,
estimates and expectations are categorised as ‘forward-
looking statements’ within the meaning of applicable laws
and regulations. Actual results may differ substantially or
materially from those expressed or implied. Important
developments that could affect the Company's
operations include an onward trend in the telecom and
internet infrastructure, competition, employee cost
and significant changes in the political and economic
environment in India, environmental standards, tax laws,
litigation and labour relations.
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DIRECTORS’ REPORT

Dear Members,

We, the Directors of Just Dial Limited, (the “Company”) are delighted to present 23 Annual Report along with the
audited accounts of the Company for the year ended March 31, 2017, (the “Report”).

1. FINANCIAL HIGHLIGHTS

(% in million)

Particulars Standalone Consolidated
2015-2016 IPTIEELIFA  2015-2016
Revenue from Operations 7,186.10 6,676.60 7,186.10 6,676.60
Other Income 654.60 632.60 654.35 632.63
Financial Income 216.03 167.65 215.89 167.67
Total Revenue 8,056.73 7.476.85 8,056.34 7,476.90
Profit/Loss before depreciation 1,966.23 2,242.31 1,966.43 2,242.57
Less: Depreciation 401.40 311.03 401.39 310.97
Profit Before Tax 1,564.83 1,931.28 1,565.04 1,931.60
Less: Provision for tax 351.41 503.90 351.43 503.88
Profit After Tax 1,213.42 1,427.38 1,213.61 1,427.72
Other Comprehensive Income 278.72 11.00 278.72 11.00
Total Comprehensive Income 1,492.14 1,438.38 1,492.33 1,438.72

Note: The above figures are extracted from the standalone and consolidated financial statements prepared in compliance with Indian
Accounting Standard (IND AS). The Financial Statements of the Company complied with all aspects with Indian Accounting Standards
(IND AS) notified under section 133 of the Companies Act, 2013 (the Act) [Companies (Indian Accounting Standards) Rules, 2015] and

other relevant provisions of the Act.

INDIAN ACCOUNTING STANDARDS (IND AS)

The Ministry of Corporate Affairs (MCA), vide its
notification in the Official Gazette dated February 16,
2015, notified applicability of Ind AS to a certain class
of Companies. Accordingly, Ind AS was applicable to
your Company for the accounting period beginning
from April 1, 2016 with a transition date on April 1,
2015. Your Company has adopted the IND AS and the
financial statements comply with all aspects with Indian
Accounting Standards (IND AS) notified under Section
133 of the Companies Act, 2013 (the Act) [Companies
(Indian Accounting Standards) Rules, 2015] and other
relevant provisions of the Act.

The comparative financial information of the Company
for the year ended March 31, 2016 and the transition
date opening balance sheet as at April 1, 2015 included
in the Standalone and Consolidated IND AS financial
statements, are based on the previously issued statutory
financial statements for the years ended March 31,
2016 and March 31, 2015 prepared in accordance with
the Companies (Accounting Standards) Rules, 2006 (as
amended) and adjustments to those financial statements
for the differences in accounting principles adopted by
the Company on transition to the Ind AS.
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Transition to IND AS was smooth and did not have any
significant financial impact as Company was already
following prudent accounting policies similar to IFRS
standards. The Board of Directors complimented finance
team for smooth transition to IND AS.

2. STATE OF COMPANY’'S AFFAIRS, BUSINESS
OVERVIEW AND FUTURE OUTLOOK

The Revenue from operation has increased by about
7.63% on accrual basis to ¥ 7,186.10 million in the
financial year ended March 31, 2017 as compared to
¥ 6,676.60 million in the financial year ended March
31, 2016.

The Company's Operating Earnings before interest
depreciation and taxes (EBITDA) margin stands at
15.25% of the operating income in the financial year
ended March 31, 2017. The profit before tax (PBT)
of the current financial year decreased by 18.97% to
¥1,564.83 million as compared to ¥ 1,931.28 million
for the preceding financial year.

The Company's profit after tax (PAT) of the current
financial year decreased by 14.99% to ¥ 1,213.42
million as compared to ¥ 1,427.38 million for the
preceding financial year.



The operations of the subsidiaries in financial year
2016-17 were not significant and the performance
of subsidiaries is reflecting in the financial highlights
mentioned hereinabove.

During the year, there were no changes in the nature
of business of the Company, the detailed discussion
on Company's overview and future outlook has been
given in the section on ‘Management Discussion and
Analysis’ (MDA).

DIVIDEND

To conserve the resources of the Company, the
management has decided not to recommend any
dividend for this financial year.

DIVIDEND DISTRIBUTION POLICY

As per Regulation 43A of the SEBI (Listing Obligation
and Disclosures Requirements) Regulations,
2015 (the Listing Regulations), the top 500 listed
Companies shall formulate a Dividend Distribution
Policy. In compliance with the said requirements, the
Company has formulated its Dividend Distribution
Policy, which is enclosed as ‘Annexure - 1
to this Report and also available on the website of
the Company and may be viewed at https://www.
justdial.com/cms/investor-relations/policies.

TRANSFER TO RESERVE

The Company has not transferred any amount in
the general reserve of the Company, during the year
under review, however ¥ 270.30 Million has been
transferred to Capital Reserve being the difference
between fair value of consideration paid and fair
value of net assets taken pursuant to Scheme of
Arrangement between the Company and Just Dial
Global Private Limited.

DEPOSIT

During the year, your Company has not accepted any
deposits within the meaning of sections 73 and 76 of
the Companies Act, 2013 read with the Companies
(Acceptance of Deposits) Rules, 2014, hence there
are no details to disclose as required under Rule 8 (5)
(v) and (vi) of the Companies (Accounts) Rules, 2014.

DETAILS OF SUBSIDIARIES/JOINT VENTURES/
ASSOCIATE COMPANIES

The Company has following two subsidiaries as on
March 31, 2017.

i. Just Dial Inc., USA - wholly owned subsidiary
of the Company.

The revenue and expenses for the financial year
2016-17 is 0.19 Million USD and 0.18 Million
USD, respectively which is same as previous
financial year 2015-16. The company had
recorded growth in Profit after tax from USD
7,955in FY 2015-16 to USD 8,832 in FY 2016-17.

ii. )DInternational Pte. Ltd., Singapore - wholly
owned subsidiary of the Company

JD International Pte. Ltd. has not yet started its
operations.

During the year under review, the Company does
not have any Material Subsidiary.

Pursuant to requirements of Regulation 16 (c)
of the Securities and Exchange Board of India
(Listing Obligations and Disclosure Requirements)
Regulations, 2015, the Company has formulated
‘Policy on determining Material Subsidiaries’ which
is posted on website of the Company and may be
viewed at https://www.justdial.com/cms/investor-
relations/policies.

During the year under review, neither any Company
has become nor ceased as Subsidiary. The Company
does not have any joint venture or associate
Company.

CONSOLIDATED FINANCIAL STATEMENT

The Audited Financial Statements for the year ended
March 31, 2017 of Just Dial Inc., USA and Unaudited
Financial Statement of JD International Pte Ltd.,
Singapore, wholly-owned subsidiary companies,
are available on website of the Company i.e. www.
justdial.com. JD International Pte Ltd., Singapore
has not yet started its operation, hence the Audit
of the Financial is not mandatory as per the law
of Singapore, therefore the Financial Statement of
JD International Pte Ltd., Singapore is unaudited.
The Statement containing salient features of the
financial statements of the subsidiary companies in
the prescribed format i.e. AOC-1 is appended as an
“Annexure - 2’ to the Board's Report. The statement
also provides the details of performance and
financial position of subsidiary companies, however
looking at the performance of the Subsidiaries,
which do not contribute significantin the growth and
performance of the Company. These documents will
also be available for inspection on all working days
except Saturdays, Sundays and public holidays at
the registered office of the Company.

The Consolidated Financial Results represents those
of the Company and its wholly-owned subsidiaries
viz. Just Dial Inc., USA and D International Pte Ltd.,
Singapore. The Company has consolidated its results
in accordance with the IND AS 110 - ‘Consolidated
Financial Statements’ pursuant to section 133 of the
Companies Act, 2013 read with Companies (Indian
Accounting Standards) Rules, 2015.

SHARE CAPITAL

. Pursuant to order passed by Hon'ble National
Company Law Tribunal on March 22, 2017 in
respect of Scheme of Arrangement between the
Company and Just Dial Global Private Limited,
the face value of preference share of the
Company has been sub-divided from ¥ 10/- per
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Preference share to X 1/- per preference share
and accordingly the number of preference
shares in the authorised share capital has been
increased from 12,00,000 preference shares of
% 10/- each to 1,20,00,000 preference shares
of ¥ 1/- each. Therefore, the authorised share
capital of the Company is ¥ 1,01,20,00,000/-
divided into 10,00,00,000 Equity Shares of face
value of ¥ 10/- each and 1,20,00,000 Preference
Shares of X 1/- each.

*  During the year under review, the paid-up
share capital of the Company has increased
from % 694.74 million to ¥ 695.38 million.

«  During year under review, the Company has
allotted 64,841 Equity Shares of ¥ 10/- each
to its employees upon exercise of options
granted to them under the ESOP Schemes of
the Company.

+  The Company has not issued any equity shares
with differential rights as to dividend, voting or
otherwise, during the year under review.

+  The Company has not issued any sweat equity
shares to its Directors or employees, during the
year under review.

. Pursuant to order passed by Hon'ble National
Company Law Tribunal on March 22, 2017 in
respect of Scheme of Arrangement between
the Company and Just Dial Global Private
Limited, the Company needs to issue and allot
11,25,068 preference shares of ¥ 1/- per share
to the shareholders of Just Dial Global Private
Limited. The provision for this purpose has
been made in the books of accounts of the
Company and the same has been shown as
suspense account in the statement of changes
in equity for the year ended March 31, 2017.

10. DIRECTORS AND KEY MANAGERIAL PERSONS

The Company has 8 (Eight) Directors on the Board,
of which 3 (Three) are Independent Directors,
2 (Two) are Non-executive Directors and 3 (Three)
are Executive Directors including one Managing
Director as on March 31, 2017.

a. Appointments/Resignations from the board
of directors

During the year under review Mr. Ravi Chandra
Adusumalli (DIN: 00253613) and Mr. Shailendra
Jit Singh (DIN: 01930079) have resigned from
the Directorship of the Company on May 27,
2016 and June 13, 2016, respectively. The Board
of Directors placed on record its appreciation
for the valuable services rendered by them
during their tenure as directors and wishes
them very best in all their future endevours.

Mr. Pulak Chandan Prasad (DIN: 00003557)
was appointed as an Additional Director (Non-
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Independent & Non - Executive) on the Board
with effect from October 26, 2016 to hold
office up to the date of ensuing Annual General
Meeting.

Directors Retiring by Rotation

In terms of Section 152 of the Companies Act,
2013, Mrs. Anita Mani (DIN 02698418) being
director liable to retire by rotation shall retire at
the ensuing Annual General Meeting and being
eligible for re-appointment, offers herself for
re-appointment. The information as required
to be disclosed under Regulation 36 of the
Securities and Exchange Board of India (Listing
Obligations and Disclosure Requirements)
Regulations, 2015 (the “Listing Regulations”)
in case of re-appointment of directors will
be provided in the notice of ensuing Annual
General Meeting.

Independent Directors

The Company has received declarations/
confirmations from each Independent Directors
under section 149(7) of the Companies Act,
2013 and the Securities and Exchange Board
of India (Listing Obligations and Disclosure
Requirements) Regulations, 2015 (the “Listing
Regulations”) confirming that they meet
the criteria of independence as laid down
in the Companies Act, 2013 and the Listing
Regulations .

The Board members are provided with all
necessary documents/report and internal
policies to enable them to familiarise with the
Companies Procedures and practices. The
various programs undertaken for familiarizing
independent directors with the functions and
procedures of the Company are disclosed in
the Corporate Governance Report.

Appointments/Resignations of the Key
Managerial Personnel

Mr. V. S. S. Mani (DIN:00202052), Managing
Director and Chief Executive Officer; Mr. Ramani
lyer (DIN:00033559), Whole-time Director,
Mr. V. Krishnan (DIN: 00034473), Whole-time
Director, Mr. Ramkumar Krishnamachari,
Chief Financial Officer, and Mr. Sachin Jain,
Company Secretary of the Company are the
key managerial personnel as per the provisions
of the Companies Act, 2013 and rules made
thereunder.

There is no change in the key managerial
persons, during the year under review, except
the Board of Directors on recommendation of
Nomination and Remuneration Committee has
reappointed Mr. V. S. S. Mani (DIN:00202052),
as Managing Director and Chief Executive
Officer of the Company and Mr. V. Krishnan



1.

12.

13.

(DIN: 00034473), as Whole-time Director of the
Company for a period of 5 years with effect
from August 1, 2016 and the said appointments
have been approved by the shareholders of the
Company at the Annual General Meeting held
on September 30, 2016.

NUMBER OF MEETINGS OF BOARD OF
DIRECTORS

5(Five) meetings of the Board of Directors of the
Company were held during the year under review.
Detailed information of the meetings of the Board
is included in the Report on Corporate Governance,
which forms part of this Report.

DIRECTORS’ RESPONSIBILITY STATEMENT

Pursuant to the requirement under Section 134(3)
(c) of the Companies Act, 2013, the Directors hereby
confirm and state that:

(@) in the preparation of the annual accounts for
the financial year ended March 31, 2017, the
applicable accounting standards have been
followed along with proper explanation relating
to material departures;

(b) the Directors have selected such accounting
policies and applied them consistently and
made judgments and estimates that are
reasonable and prudent so as to give a true and
fair view of the state of affairs of the Company
at the end of the financial year and of the profit
and loss of the Company for that period;

(c) the Directors have taken proper and sufficient
care for the maintenance of adequate
accounting records in accordance with the
provisions of this Act for safeguarding the
assets of the Company and for preventing and
detecting fraud and other irregularities;

(d) the Directors have prepared the annual
accounts on a going concern basis;

(e) the Directors have laid down internal financial
controls to be followed by the Company
and that such internal financial controls are
adequate and were operating effectively; and

(f) the Directors have devised proper systems to
ensure compliance with the provisions of all
applicable laws and that such systems were
adequate and operating effectively.

POLICY ON DIRECTORS' APPOINTMENT AND
REMUNERATION

The Company has in place the ‘Nomination and
Remuneration Policy’ in respect of appointment and
remuneration of Directors, key managerial persons
and senior managerial persons detailing the criteria
for determining qualifications, positive attributes,
independence of a Director and other matters. The
policy is annexed as an ‘Annexure - 3" and forms
part of this Report.

14.

15.

The Nomination and Remuneration Policy may be
viewed at https://www.justdial.com/cms/investor-
relations/policies.

PERFORMANCE EVALUATION OF THE BOARD

The Nomination and Remuneration Committee of
the Company has laid down the criteria for
performance evaluation of the Board, its Committees
and individual directors including independent
Directors covering various aspects of the Board's
functioning such as adequacy of the composition
of the Board and its Committees, Board culture,
execution and performance of specific duties,
obligations and governance.

Pursuant to the provisions of the Companies Act,
2013 and Regulation 17 of the Listing Regulations,
based on the predetermined templates designed
as a tool to facilitate evaluation process, the Board
has carried out the annual performance evaluation
of its own performance, the Individual Directors
including Independent Directors and its Committees
on parameters such as level of engagement
and contribution, independence of judgment,
safeguarding the interest of the Company and its
minority shareholders etc.

COMMITTEES OF THE BOARD

The Company has several committees which have
been established as a part of the best corporate
governance practices and are in compliance with
the requirements of the relevant provisions of
applicable laws and statutes:

The Committees and their Composition are as
follows:

>  Audit Committee

1. Mr.B. Anand Chairman
2. Mr. Sanjay Bahadur Member
3. Mr. Malcolm Monteiro Member
4. Mr.V.S.S. Mani Member

> Nomination and Remuneration Committee

1. Mr. Malcolm Monteiro Chairman
2. Mr. Sanjay Bahadur Member
3.  Mr.B. Anand Member

> Stakeholders Relationship Committee

1. Mr. Sanjay Bahadur Chairman

2. Mr.V.S.S. Mani Member
3. Mr. Ramanilyer Member
4,  Mr. Ramkumar Krishnamachari Member
5

Mr. Sachin Jain Member
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16.

17.

»  Corporate Social Responsibility Committee

1. Mr.B. Anand Chairman
2. Mr.V.S.S. Mani Member
3. Mr. V. Krishnan Member
4. Mrs. Anita Mani Member

»  Risk Assessment and Management Committee

1. Mr.B. Anand Chairman
2. Mr. Sanjay Bahadur Member
3. Mr. V. Krishnan Member
4.  Mr. Ramkumar Krishnamachari Member
» Management Committee
1. Mr.V.S.S. Mani Chairman
2. Mr. V. Krishnan Member
3. Mr. Ramanilyer Member

The details with respect to the powers, roles and
terms of reference etc. of the relevant committees
of the Board are given in detail in the Corporate
Governance Report of the Company which forms
part of this Report.

CORPORATE SOCIAL RESPONSIBILITY( CSR)

Your Company understands responsibility towards
the society, community, employee and environment
and positively contributed its share for betterment
of society and environment. The Company was
voluntarily into CSR activities before enactment of
statutory requirement of CSR. The Company has
broadly identified the sectors such as education,
rural development, healthcare, environment
and water conservation for its CSR activities. The
Company believes in a meaningful contribution in
CSR and in furtherance of its commitment to the
CSR, a Trust in the name of Just Dial Foundation has
been formed to carry out its CSR activities.

In accordance with the provisions of Section 135 of
the Companies Act, 2013 read with the Companies
(Corporate Social Responsibility Policy) Rules 2014,
the company has formulated and posted CSR Policy
on its website which may be viewed at https://www.
justdial.com/cms/investor-relations/policies.

The Annual Report on CSR Activities in accordance
with the Companies Corporate Social Responsibility
Policy) Rules 2014, undertaken by the Company
during the year is attached as an ‘Annexure - 4’ to
this Report.

MANAGEMENT DISCUSSION & ANALYSIS
REPORT

The Management Discussion and Analysis Report
for the year under review as stipulated under
Regulation 34(2)(e) of the Listing Regulations is
presented in a separate section and forming part of
this Report.
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18.

19.

20.

CORPORATE GOVERNANCE

The corporate governance is an ethical business
process to create and enhance value and reputation
of an organization, accordingly your directors
functions as trustee of the shareholders and seek
to ensure that the long term economic value for its
shareholders is achieved while balancing interest of
all the stakeholders

The Report on Corporate Governance as stipulated
under Regulation 34(3) of Securities and Exchange
Board of India (Listing Obligation and Disclosure
Requirements) Regulations, 2015 is presented in a
separate section and forming part of this Report.
The report on Corporate Governance also contains
certain disclosures required under the Companies
Act, 2013.

A certificate from V. B. Kondalkar & Associates,
Practicing Company  Secretary, conforming
compliance to the conditions of Corporate
Governance as stipulated under Regulation 34(3) of
the Listing Regulation, is annexed to this Report.

VIGIL MECHANISM / WHISTLE BLOWER
POLICY

In terms of the provisions of Section 177 of the
Companies Act, 2013 and Regulation 22 of Securities
and Exchange Board of India (Listing Obligation and
Disclosure Requirements) Regulations, 2015, the
Company has implemented a whistle blower policy
pursuant to which whistle blowers can raise concern
in relation to the matters covered under the policy.

Protected disclosures can be made by a whistle
blower through an e-mail to the ethics officer and
also have direct access to the Chairman of the Audit
Committee, in exceptional cases. The functioning
of the Vigil Mechanism is reviewed by the Audit
Committee from time to time. During the year under
review, no whistle has been blown in the Company.
The whistle blower policy is available at the link:
https://www.justdial.com/cms/investor-relations/
policies.

STATEMENT ON RISK MANAGEMENT POLICY

The Company has in place a Risk Assessment
and Management Committee, which has been
entrusted with the responsibility to assist the Board
in (a) Overseeing and approving the Company's
enterprise-wide risk management framework; and
(b) Overseeing that all the risks that the organization
faces such as strategic, financial, market, security,
operational, personnel, IT, legal, regulatory,
reputational and other risks.

The Ris