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Agenda

● What is RateGain?

● Promoters.

● Key business verticals.

● Valuations.

● Unique propositions.

● Key risks.



What is RateGain

B2B technology company providing various solutions to travel 

tech companies in distribution, marketing and pricing 

domains.

Key customers are - hotels, airlines, OTAs, cruises, etc.



Industry Size and TAM

- Total size of the travel tech market - 30 billion USD

- B2B SaaS booking TAM - 2 to 5 billion USD.

- RateGain has penetrated - 150 million USD.

- Company’s goal is to increase their wallet share in the 

TAM.



Key Business Verticals



Key Business Verticals



Competitors

1. Distribution

a. SiteMinder (1b USD, listed in Australia)

2. DaaS

a. Amadeus (370m USD, listed in Spain)

b. Duetto

3. MarTech

a. Cedyn



How to evaluate SaaS businesses

1. Churn Rate - Percentage of revenue lost in a year.

2. Net Revenue Retention - How much revenue is retained 

from existing customers including up-sells and 

downgrades.

3. Lifetime Value / Customer Acquisition Cost - Revenue 

generated by a customer versus the cost of acquiring the 

customer.







Promoter

Mr Bhanu Chopra

Graduate from Indiana University.

Started his career at Deloitte Consulting in Chicago 

and later founded his own company called Riv 

Consulting.

During this time he identified gaps in online travel 

agency’s pricing methods and RateGain was 

founded.

Promoters hold 48.17% of the company.



Valuations



Sales and Earnings Growth



Balance Sheet



Some P/E Calculations

● P/E - 26.6

● Market Cap - Reserves = (5559 - 1671) cr = 3888 cr

● Other Income - Taxes = (76 - 23% of 76) cr = 58 cr

● PAT - Other Income (after taxes) = (209-58) cr = 151 cr

● True P/E = 3888/151 = 25.74 ~ (fairly valued?)



More PE Calculations

● FY26 Revenue Growth Guidance - 6 to 8%

● FY26 EBITDA Margin Guidance - 15%

● FY26 Revenue - 1163 cr

● FY26 EBITDA - 174 cr

● FY26 PAT - 174 cr - 23% tax = 134 cr

● FY26 PE (today's market cap) - 3888 / 106 = 29 (~overvalued?)



Unique Propositions

1. Under-promise and over-deliver.

Source: SOIC Video



Unique Propositions

2. Acquisition Specialists

● DHISCO - Increase scale in Distribution vertical.

● BCV Social - Entry into Hotel MarTech vertical.

● MyHotelShop - European expansion in Distribution and 

MarTech verticals.

● Adara - Bought at 0.7 times sales. Main revenue 

contributor in MarTech and DaaS verticals.



Unique Proposition

3. Honest Management

● Underestimating Sales and GTM investments. Course 
correction by 5 million USD investment in GTM and SDR.

● Acknowledged leadership gaps in US and APAC. Course 
correction by hiring Rohan Jain, Anurag Mittal and Toby 
March.

● Admitting organic growth is below-par. Fixing issues by 
more cross selling and newer products like - UNO, VIVA, 
DemandBooster and Smart ARI.



Unique Propositions

4. Resilient and adaptive to technological developments.

● Data is the new oil - Has one of the biggest data sets for travel 

intent and pricing intelligence. There is nothing concrete yet, 

but their next leg of growth might come from this.

● VIVA - AI Agent for hotel reservations has been shipped to top 

hoteliers. This would decrease the percentage of dropped calls 

and increase reservation rates.

● Increase usage of AI will increase operational efficiency.



Organic Growth Roadmap

1. 3 engines of organic growth
a. Product innovation

i. Launching AI enabled products to address customer pain-points
ii. Examples - UNO, VIVA and Smart ARI.

b. Geographical expansion
i. GTM investments with focus on Middle East and APAC.
ii. Revenue contribution from these regions has grown from 11% to 

14% in 2 years.
c. Cross-selling

i. Building sales and software capabilities to increase up-selling 
and existing client revenue.

ii. NRR is consistently more than 110%.



Key Risks

1. Geographical concentration - 55% of revenue comes from North 
America. Though it has been declining from 65%.

2. Industry Risk - Travel is a discretionary spend, company’s revenue is 
directly tied to economic downturns. Transaction based revenue 
which accounts for approximately 40% of company’s revenue might 
be at risk.

3. High Competition - Technology is a rapidly evolving space with 
lower barriers to entry. Can be easily disrupted by other players.

4. Acquisition Risk - Company’s inorganic growth strategy might 
backfire if an acquisition goes wrong.



THANK YOU!
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