
 
 

 

MHRIL Q4FY21 

Financial Results & Highlights 

Brief Company Introduction 

Club Mahindra Holidays is an Indian travel company founded in 1996. It is a part of the Mahindra Group 

and provides holidays on a timeshare basis. Mahindra Holiday & Resorts India Limited (MHRIL) is a part of 

the Leisure and Hospitality sector of the Mahindra Group. Vacation ownership is its key offering and "Club 

Mahindra" is its flagship brand. MHRIL offers family holidays primarily through vacation ownership 

memberships for over a period of 25/10 years. Today The boast a fast growing customer base of over 

235,000 members and 50+ resorts at some of the most exotic locations in both India and abroad. 

Standalone Financials (In Crs) 

  Q4FY21 Q4FY20 YoY % Q3FY21 QoQ % FY21 FY20 YoY% 

Sales 255 256 -0.39% 246 3.66% 909 1037 -12.34% 

PBT 32 29 10.34% 55 -41.82% 169 124 36.29% 

PAT 25 -169* -114.79% 41 -39.02% 126 -108* -216.67% 

Consolidated Financials (In Crs) 

  Q4FY21 Q4FY20 YoY % Q3FY21 QoQ % FY21 FY20 YoY% 

Sales 496 631 -21.39% 515 -3.69% 1847 2431 -24.02% 

PBT -11 41 -127% 7 -257.14% 2 101 -98.02% 

PAT -10 -162* 94% -1 -900.00% -14 -134* 89.55% 

*contains a one time impact of Rs 200 Cr on tax expense due to change in tax rate 

Detailed Results 

1. The quarter was down for the company with a fall in consolidated revenues of 21% YoY while PBT 

fell to a loss of Rs 11 Cr and PAT was at a loss of Rs 10 Cr. 

2. FY21 performance was down with 24% YoY revenue decline and PAT loss of nearly Rs 14 Cr mainly 

due to the fall in Q1. 

3. The deferred revenue pool was at Rs 5081 Cr. 

4. Strong cash position at Rs 940 Cr and receivables were at Rs 1205 Cr. 

5. Occupancy (of operational rooms) was at 85% for Q4. MHRIL added 9 resorts in FY21. 

6. The member additions in FY21 were at 12031 with 4789 in Q4.  

7. Room inventory increased by 465 rooms to a total of 4197. 

8. Digital referral and member engagement rose to an all-time high of 55% in FY21. 34% of new 

member sales was to the age group of 25-40. 38% of new members were from tier 2 & 3 cities.  

9. 80% of bookings done online with 64% done through app.   

10. The company reduced overall costs by 22% YoY in FY21 with a major reduction of 23% and 30% in 

Sales & Marketing and Other Expenses respectively while rent & employee expenses were down 

32% and 11% respectively. 



 
 

 

11. Standalone EBITDA margin improved 200 bps YoY to 24.9% in Q4. Fy21 EBITDA margin rose 820 bps 

to 31.5%. 

12. Standalone revenues were flat YoY while PBT rose 10% YoY. 

13. The company has identified and cancelled 13,962 overdue memberships. The revenue impact of 

these cancelled memberships was Rs 8.6 Cr and the deferred cost impairment was at Rs 11.7 Cr. 

14. Fixed assets for the company stand at Rs 2143 Cr as of 31st March 2021. 

15. Revenues for HCRO were down 39% YoY. Spa hotel revenues were down 56% YoY due to limited 

operations and resort closure. 

16. The unit delivered an operating loss in Q4 of 1.57 million euros and PAT loss of 4.62 million euros. 

17. Consolidated EBITDA margin improved 130 bps YoY to 18.9% in FY21 but fell 370 bps YoY in Q4 to 

15.1%. 

Investors conference call Highlights 

1. The cumulative member base was at 254,431 at the end of FY '21. 

2. MHRIL launched Club Mahindra Assonora Resort in Goa with 152 rooms. It is also the only resort in 

the country with a mini water theme park with a lazy river. 

3. The management reiterated that the company is aiming to go to 5500 rooms in the next 4 years. 

4. MHRIL aims to add 57 more rooms to the new 157 room resort in Goa. 

5. It is now in very advanced stages of getting approval for 150 rooms project in Ganpatipule. 

6. It is also looking to start an expansion project at Kandaghat Shimla with additional 160 units. 

7. The deferred cost on the deferred revenue pool I expected to be Rs 550 Cr for 25 years which yields 

a profit of Rs 4500 cr in the period according to the management. 

8. Total savings on lease rentals was at Rs 52 Cr in FY21. 

9. HCRO is expected to open up soon as vaccinations are going at a very fast rate in Finland and the 

country has already vaccinated 30% of its population. 

10. The one-time impact from the cancellation of the overdue memberships is reflected in other 

expenses. 

11. With the planned new inventory goal of 5500, the company is also aiming to add as many members 

to maintain a ratio of members to rooms of 60 times i.e. a member count of 5500*60=3,30,000. 

12. The management remains optimistic about the future of the tourism industry as it is a big source of 

employment and the emergence of drivable destinations because of the pandemic.  

13. Although the EMI scheme generates a significant interest income as the schemes are financed by 

MHRIL itself, the focus remains to get higher down payment paying customers to ensure commitment 

to the product. This shift is also why the cash position is growing consistently. 

14. The management has stated that MHRIL doesn’t need to depend on rental savings in the future as 

resort income and food and bev margins will rise as occupancy comes back to normal levels. 

15. The company has also received incentives of 1.5 million euros from the Finland govt for HCRO. 

16. HCRO has a debt of 26 million euros and a cash position of 12 million euros. 

17. Given the customer experience over the years, the company is now also looking to target more 

members with a stable source of income or salaried customers. 

18. The company is waiting for a resolution from the Ministry of Corporate Affairs on how to distribute 

its earnings as dividends. 



 
 

 

19. The company’s EMI program is of 4 years and it has 45,000 members on it currently. A large portion 

of the company’s debtors is formed from the pending EMIs from these members. 

20. The owned to leased ratio is 60-40 currently. Even in a lease resort, it takes at least 1.5 years for 

refurbishment and transformation before the company can open it up for its customers. 

21. The focus for resort acquisition for MHRIL is firmly in India with major states and Maharashtra, Gujarat 

& Rajasthan always on the radar while on the lookout for new states to enter like Odisha. 

 

Analyst’s View 

MHRIL is the leading vacation ownership company in India. It has a unique business model where the 

company funds its Capex from customer’s advance money. Because of this model, they are in a much 

better position against other hotels in terms of Balance Sheet strength. The company saw a good 

standalone performance in India with resort occupancy rising to 85% in Q4 and 465 new room additions. 

It has a big cash chest of above Rs 940 Cr which it plans to utilize to expand room inventory to 5500 rooms 

and in resort acquisitions in both major states and new states. Although it has done a one-time 

cancellation of overdue 13962 overdue members, the overall impact was mitigated to a large extent due 

to adequate provisions. On the other hand, HCRO has seen performance fall due to limited operations 

and resort closure. But the management remains confident of HCRO’s prospects shortly as the vaccination 

speeds up in Finland. Even though travel and tourism is a sector that seems to take a long time to recover 

and come back to normalcy, MHRIL is utilizing its firepower (read Balance Sheet strength) to continue its 

expansion plans in Goa and other sites. It remains to be seen how long will it take for sentiments to 

normalize in the travel sector especially given the rise of the 2nd wave of COVID-19 in India, and whether 

the company will be able to capitalize on its resilient balance sheet and cash reserves to make any 

aggressive moves on Capex. Nonetheless, given the company’s resilient model and the current valuation 

is not too far from its replacement cost, MHRIL can turn out to be a pivotal travel sector stock in the times 

ahead. 

 

If you found this report useful and would like to receive more such investing insights, you can subscribe 

to our updates.  
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