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Disclai m er

Certain word s and st ate ments in this communicat ion concer ning Balaji Telef ilms Limited (ñthe Compa nyò)and its pr ospects, and 
ot her state ments relat ing to the Companyˤsexp ected financial posit ion, business st rate gy, the future development of the 
Companyˤsope ra t ions and t he gener al econo my in In dia & global markets, are for war d looking state ments.

Such state ments involve known and u nk nown risks, uncer ta int ies and ot her facto rs, which may ca use actual resu lts, per for mance 
or achievement s of th e Comp any, or industr y results, to diff er mat erially fr om th ose exp ressed or imp lied by s uch forward- looking 
state ments. Such for ward - looking state ments are based on num erous assumpt ions regard ing the Companyˤspr esent and future 
business st rate gies and t he e nvironment in which the Compa ny will ope ra te in the future. The impor ta nt facto rs that cou ld ca use 
actual resu lts, per for mance or achievements to diff er mate rially fr om such for war d- looking state ments include, among 
ot hers, ch anges in government policies or regulat ions of In dia and, in par t icular, changes relat ing to the administ rat ion of the 
Companyˤs industry, and ch anges in gener al econo mic, business and cre dit con dit ions in In dia.

The infor mat ion cont ained in this pr esen tat ion is on ly cu rr ent as of its date and h as not been indepen dent ly ver ified. No express or 
implied represen tat ion or warra nty is made as to, and no reliance shou ld be placed on, the accuracy, fa irness or comp leteness of 
the infor mat ion pr esen ted or cont ained in this pr esen tat ion.

None of the Compa ny or any of its aff ili ates, advisers or represen tat ives accepts any liab ilit y whatsoe ver for any loss howsoever 
ar ising fr om any infor mat ion pr esen ted or cont ained in this pr esen tat ion. Please note that the past per for mance of the Company is 
no t , and shou ld not be cons idered as, indicat ive of future resu lts. Furthermore, no person is autho rized to give any infor mat ion or 
make any represen tat ion which is not cont ained in, or is incons istent with, this pr esen tat ion. Any such e xt raneous or incons iste nt 
infor mat ion or represen tat ion, if given or made, shou ld not be relied upon as hav ing been autho rized by or on behalf of the 
Company.

The Company may alte r, modify or ot herwise c hange in any manner the con tents of this pr esen tat ion, without ob ligat ion to no t ify 
any person of such revision or changes. Persons shou ld consu lt t heir own financial or tax adviser if in doubt about the t reatment 
of the t ransact ion for themselves These mate rials are con fident ial, are being given solely for your infor mat ion and for your
use, and may not be cop ied, reproduced or redist ributed to any ot her person in any manner. The dist ribut ion of this pr esen tat ion
in cer ta in ju risdict ions may be rest r icted by law . Accord ingly, any persons in possess ion of this pr esen tat ion shou ld inform 
themselves about and obser ve any such rest r ict ions.

This pr esen tat ion was last updated in April 2 01 7
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Balaji Telefilmôs entertaining journey for over 2 decades
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üStarted with 1st 
fiction thriller on 
Zee TV - Mano 
Ya Na 
Mano, followed 
by successful 
comedy show -
'Hum Paanch ' 

1994

2000 2004 2008 2012 2015

üProduced most 
popular shows 
which dominated 
Star Plus ïKyunki 
Saas Bhi Kabhi 
Bahu Thi , Kahaani
Ghar Ghar Ki and  
Kasautii Zindagii
Kay

üStar Group 
acquired 
21 % stake in 
Balaji
Telefilms 

üIncorporation of 
Balaji Motion 
Pictures Limited 
(BMPL)

üCo-produced 
Shootout at 
Lokhandwala with 
Sanjay Gupta -
first film under 
BMPL banner

üLaunch of ALT  
Entertainment 
(Movie sub 
brand)

üRelease of 'Once 
Upon a Time in 
Mumbaai ' year

üSameer Nair joined as 
Group CEO

üAcquired a controlling 
stake in Marinating 
Films Private Limited 
(MFPL) to showcase 
Box Cricket League

2001 2007 2010 2014 2016

2017

üProduced 1st 
film - KyoKii ... 
Main Jhuth
Nahin Bolta

üEntered movie 
distribution by 
acquiring the 
domestic 
distribution rights

üYear of hit 
films ï
Shor in the 
City, 
Ragini
MMS, Taryanch
e Bait and The 
Dirty Picture

üLaunch of Bade 
Achhe Lagte
Hain

üRelease of Main 
Tera Hero , Ek
Villain

üIncorporated LT 
Balaji Digital 
Media 
Entertainment 
Ltd - an over - the -
top (OTT) 
platform offering 
SVOD services

üExit of Star 
Group

üLaunch of 
Naagin Series 1

üLaunch of 
Naagin Series 
2, Kavach

üRelease of 
Azhar , Udta
Punjab, and A 
Flying Jatt

üCommissioned 
Tech trials for 
ALT Balaji



Exemplary track record in content creation across genres and 
target groups

Kyunki Saas Bhi Kabhi Bahu Thi
OVER 1800+ EPISODE LONG DAILY

DRAMA

Kahaani Ghar Ghar Ki 
RAN SUCCESSFULLY FOR 8 YEARS

WITH 1500+ EPISODE

Kasauti Zindagi Ki 
OVER 1000 EPISODE LONG DAILY

DRAMA

Hum Paanch
FAMILY COMEDY SERIES

Jodha Akbar 
PERIOD DRAMA DAILY SHOW

Gumrah
YOUTH BASED I NDIAN CRIME SERIES

Naagin 2
SUPERNATURAL FANTASY SERIES

Kavach
SUPERNATURAL PHENOMENON BASED

WEEKEND SHOW

Nach Baliye 7
DANCE BASED REALITY SHOW

Chandra Nandini
H IGH COST DAILY DRAMA

FICTION

Ye Hai Mohabbatein
OVER 1000 EPISODE LONG

DAILY SHOW

Pavitra Bandhan
ROMANTIC DAILY DRAMA ON

N ATIONAL TELEVISION

Kasthuree
REGIONAL (T AMIL ) DAILY FAMILY DRAMA

Bade Acche Lagte Hai
MATURE LOVE STORY BASED DAILY

SHOW

A proven ability in gauging the pulse of masses through the years
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Established infrastructure and ecosystem

Ë Only successful production house in India to 
have presence across TV, movies and digital01

02
Ë Established infrastructure enabling high quality 

production
ï 26 Shooting floors | Ready access to leading 

production and editing facilities

Ë Strong brand to attract talent and leverage existing 
relationships
ï Pre production / production and post production talent
ï Advertisers for better sponsorship and ad rates

03
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Group Structure

Balaji Telefilms
Market Capitalisation : $111mn (Rs 720cr) **

Promoter holding : 42.2% 

Public holding : 57.8% 

Balaji Motion Pictures ALT Balaji Digital Media Other subsidiaries

Ë 100% subsidiary

Ë Leading movie studio in 
India

Ë Marquee productions across 
genres

Ë Production* and distribution 
capabilities 

Ë 100% subsidiary

Ë Over - the - top subscription 
video -on-demand platform 

Ë Focussed on original and 
never -seen -before Indian 
content

Marinating Films Pvt Ltd (51%)

Chhayabani Balaji Ent . Ltd 
(50%)

Event Media LLP (51%)

Bolt Media (100%)* 

ÅCurrently being merged into Balaji Telefilms Ltd.
Å** as on 31 st March, 2017
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Led by a strong and credible management team

EKTA KAPOOR

JOINT MANAGING DIRECTOR

A con t ent maestro - t h e creative brain b ehind
Balaji

Ë Leading Indian TV and film producer . Under her
creative guidance, Balaji has won almost every
major TV award

Ë Stellar work in creating a large content
conglomerate at a young age garnered her several
distinguished awardsòThe Economic Times
(Businesswoman of the Year 2002 ), E&Y
(Entrepreneur of the Year 2001 ) and the American
Biographical Institute (Woman of the Year 2001 )

Ë IMPACT placed her at the No. 1 position among ó50
Most Influential Womenô(2016 ) in the Indian
marketing, advertising and media ecosystems

SAMEER NAIR

GROUP CEO

TV and media veteran with a stellar track
record

Ë Former Programming Head, COO, CEO of Star
India, and Founder/CEO of NDTV
Imagine, later christened Turner General
Entertainment Networks .

Ë Chairman of PROMAX India from 2005 -2011 and
the only Indian representative on the board of
PROMAX Worldwide

Ë Catapulted Star Plus to pole position in 2000 by
launching game changers such as Kaun Banega
Crorepati (KBC), Kyunki ... Saas Bhi Kabhi Bahu
Thi and Kahaani Ghar Ghar Kii

Ë A proven track record of leading, managing and
mentoring large, young creative and revenue
teams in the media and entertainment space
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The Visioné

8

Build a DIGITAL B2C business
through OWN and curated 
content, this will become an important 
part of the business going forward

01 Digital

02 Television

KEEP GROWING , selective foray into 
IP Ownership and NON - FICTION 
making selective RISK - REWARD plays

03 Movies

SELECTIVE PROJECTS AND RISK 
SHARING MODEL to scale and 
become PROFITABLE



Opportunity to participate across successful formats & audiences

D IGITALTV MOVIES

Ë Commissioned television 
programming has been the 
core business

Ë Unmatched track record 
with string of hit shows 
and newer IP based shows

Ë Proven ability in gauging 
the pulse of masses ï
current shows continue to 
garner strong TRP 

Ë 10 Primetime shows on 
leading GECs and National 
Television *

Ë Producing modest budget 
but high -concept movies

Ë Balance of creativity and 
profitability

Ë Emphasis on film content 
rather then the star cast

Ë Global Subscription based 
video streaming platform

Ë Premium , Original and  
Exclusive content

Ë Allow users to watch high 
quality content across 
devices

* In Q3 FY17
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Television Production



Our Television business has been the cornerstone of the Indian TV 
industry

11

Built on producing 
commissioned programming 

for broadcasters

Entry of newer broadcasters 
and digital platforms - leading 

to more demand for variety 
and content

Serials broadcast across all 
channels including 

Star, Sony, Colours , Zee,  Do
ordarshan , Channel V, Life 

OK and &TV

Gumraah , Savdhan and MTV -
Webbed - examples of 
new, younger genres of 
content that has seen success

Rich experience in entertainment 
and a proven ability in gauging the 
pulse of masses

Past track record has been 
exemplary with a string of hit 
shows in Hindi and Regional 
television

Some of our past successes are 
Kahaani Ghar Ghar Ki, Kyunki
Saas Bhi Kabhi Bahu
Thi , Kkusum , Kasamh Se, Bade 
Ache Lagte Hain , Jodha
Akbar, Naagin

Current programs like KumKum
Bhagya , Yeh Hain Mohabbatein and 
most recently Naagin and 
Bhramarakshas well accepted by 
viewers, reflected in its strong TRPs



We are well diversified across the General Entertainment Channels

Revenue contribution for FY16

13%

42%18%

26%

Sony Star Viacom Zee

Show line up at the end of Q3

Channel Show Name Time slot Days

Colors Naagin 2 20.00 - 21.00 Sat - Sun

Star Plus Ye Hai Mohabbatein 19.30 - 20.00 7 days

Zee Kumkum Bhagya 21.00 - 21.30 Mon - Fri

Star Plus Pardes Mein Hai Meraa Dill 20.00 - 20.30 Mon - Fri

Star Plus Chandra Nandini 20.30 - 21.00 Mon - Fri

Zee Brahma Rakshas 21.00 - 22.00 Sat - Sun

Colors Kasam Tere Pyar Ki 22.00 - 22.30 Mon - Fri

Life Ok Kalash 20.30 - 21.00 Mon - Fri

DD Pavitra Bandhan Do Dilo Ka * 20.30 - 21.00 Mon - Fri

Colors Kawach Kaali Shaktiyon Se * 19.00 - 20.00 Sat - Sun

* Ended during Q3
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Consistent Slot leaderships that drive channel TRPs

Sr
no.

Shows  Channel  Time  Ratings*  
Star 
Plus  

Zee  
Life 
Ok  

Colors  

1 Ye Hai Mohabbatein Star Plus 19:30 - 20:00 3.2 3.2 0.6 - 2.1

2 Pardes Mein Hai Mera Dil Star Plus 20:00 - 20:30 2.6 2.6 1.6 - 2.6

3 Chandra Nandini Star Plus 20:30 - 21:00 2.5 2.5 1.4 - 2.3

4 Kalash Life Ok 20:30 - 21:00 0.6 2.5 1.4 0.6 2.3

5 Kumkum Bhagya Zee 21:00 - 21:30 2.8 2.3 2.8 - 2.4

6 Kasam Tere Pyaar Ki Colors 22.00 - 22.30 1.7 3.1 1.0 - 1.7

7 Naagin 2 Colors 20:00 - 21:00 3.3 1.8 - - 3.3

8 Brahma Rakshas Zee 21:00 - 22:00 1.8 - 1.8 - 2.0

BARC ratings for the week 7 (11 th ï17 th Feb 2017)

# Life OK - Data not available for Non Balaji Telefilms Serials 

All of Balaji Telefilms programming  on a single channel would 
make it a leading general entertainment channel 
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Growth drivers for the television business

1

2

ËTV penetration continues to grow
across India and expected to be
nearly 200 m homes by 2020

Ë Increasing demand from satellite
channels for premium television
serials

Ë Increase in number of channels
and hours of original programming
ï such as afternoon slot
programming

Growth in TV market 

ËGrowth through expanding
presence in Format and weekend
programming, IP creation and high
cost fiction

ËNew block deal with National
broadcaster DD to produce and
monetise content on weekday
primetime slots

Growth through changes 
in content strategy

3

ËJV with regional content
producers to produce content
for regional audiences

ËDeveloping IPRs for events
such as Television Style
Awards (TV awards), Box
Cricket League (a celebrity
based cricket league)

Growth through 
related opportunities
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Summary financials

In Rs Mn FY14 FY15 FY16 9m FY17 *

Hours of Programming 590 962 1002 719

Revenue 1,315 2,097 2,568 1,991

EBITDA 48 127 347 208

EBITDA Margin % 4% 6% 14% 10%

PAT 100 123 437 182

PAT Margin % 8% 6% 17% 9%

¶ Revenue improvement on account of increase in hours of programming coupled 
with higher realization shows

¶ FY16 PAT includes interest charged on loans given to subsidiaries and profit on 
sale of investments
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* 9m FY17 based on  IND -AS accounting standards, FY14 to FY16 based on IGAAP



Digital ïALT Balaji



ALT Balaji to create a digital B2C business

Existing TV value chain

Content 
production

Broadcasting
Distribution

(Cable/DTH)

Balaji currently operates in content production with no connect to the end 
consumer and no IP ownership (which is owned by the broadcaster) 

Digital value chain

Distribution 
(Through ALT Balaji OTT 

platform)

Digital provides an opportunity to break this cycle and own the consumer 
as well as the content IP

Content 
production/
aggregation
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The digital opportunity is now for real
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ALT Balaji seeks to address the content gap in the market 

19

ÅMajority of content available online is re - run or DIY, leaving a big 
opportunity to offer  original content

ÅUrban masses is looking for entertainment content outside TV to 
watch at their convenience


