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Disclaimer

Certain statements in this release concerning our Company objectives,
future prospects, expectations may be forward-looking statements, which
Involve a number of risks, and uncertainties that could cause actual results
to differ materially from those in such forward-looking statements. The risks
and uncertainties relating to these statements include, but are not limited to,
risks and uncertainties regarding fluctuations in earnings, our ability to
manage growth, intense competition in I T services including those factors
which may affect our cost advantage, our ability to attract and retain highly
skilled professionals, time and cost overruns on projects, client
concentration, restrictions on immigration, our ability to manage our
international and domestic operations, reduced demand for technology In
our key focus areas, disruptions in telecommunication networks,political
Instability, changes in government regulations and general economic
conditions affecting our industry. Tata Infotech may, from time to time,
make additional written and oral forward looking statements, including our
reports to shareholders. The Company does not undertake to update any
forward-looking statement that may be made from time to time by or on
behalf of the company.
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Agenda
e Opening Address F. K. Kavarana
e Financials P. D. Karkaria
 The Challenge Charles Antony
The Strategy

— People & Processes: Harmonizing

— Service Offerings : Differentiating

— Operationa Efficiency : Raising the bar

— Go To Market : Leveraging convergence
The Change

e Q& A
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Financials

2003-04
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Performance Highlights

Rs. Cr.

600 -

550 A

500 A

450 A

400 +

350 A

300

Revenue & Profitability

12

586
A 59

8 —

9
475 /
453
4”30
A
2001-02 2002-03 2003-04

1 Revenue 1 Revenue Non-Operating =a=PAT

1. Highest Revenue (29% growth from 2002-03)
2. Highest Profit (95% PAT growth from 2002-03)
3. All Segments Profitable
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Segment Results
2003-04 vs 2002-03

Segment Revenue Segment Profit
700 - 80 -
589 68
600 - 70 1
. 50 4
G 400 A 368 S a0 38
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x 30 16 19
200 1 o, 108 20 1
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Total S| MFG ES -10 - Total Sl MFG 6 ES
|I:| Revenue 2002-03 O Revenue 2003-04 | |E| PBIT 2002-03 O PBIT 2003-04 |

1. Segment revenue increase by 29%
2. Sl revenue increases by 24%
3. MFG revenue increased by 68%

Segment profits increases by 129%
Sl profits increases by 133%

MFG profits increase by 50%

ES also turned profitable
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Segment revenue breakup
2003-04

Segmentwise Revenue Breakup 2002-03 Segmentwise Revenue Breakup 2003-04

MFG
18%

MFG
14%

ES

5% 4%

0
81% 78%

Sl Revenue Breakup 2002-03 Sl Revenue Breakup 2003-04

S| - Domestic

S| - Domestic 31%

37%

Sl - Overseas
63% - Overseas

69%
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Onsite Vs Offshore 2003-04

Onsite/Offshore by revenue 2002-03 Onsite/Offshore by revenue 2003-04

Offshore
35%

Onsite
65%
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Sl Overseas Revenue Source
Q1 2004-05

Revenue Sources _
2003-04 -

S| Overseas Revenue Source
2003-04

Channel
Partners
8%

Direct
88%

S| Overseas Revenue Source
2002-03

Channel
Partners
12%

Channel
Partners

Direct 24%

76%
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Rs. Cr.
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Q1 2004-05

Segment Revenue Breakup

Q1 - 2003-04 Q1 - 2004-05

MFG
11%

ES
sl 2%
87%

Q1 - 2003-04 Q1 - 2004-05

O SI Overseas B S| Domestic

O Sl Overseas B S| Domestic
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Sustaining
Performance

«(17 Locations)

\!ngg;re\\,

Revenue Trend
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Q1 - 0304 Q2 - 0304 Q3 -0304 Q4 - 0304 Q1-0405

Highest Revenue (29% growth from 2002-03)
Highest Profit (95% PAT growth from 2002-03)
All Segments Profitable
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The Challenge

Align the Organization Structure with customer needs
by focusing on industry and technology Domains
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Neaw Vison & New Focus

Customer Focus and Major Account Management
Domain and Core Competency Leadership
End-to-end offering alignment

I'T Telecom Convergence

Partnering and Alliance M anagement

Process Orientation

Employee Satisfaction and Retention

Ownership and empowerment

© O O O O O O o o

Business Performance and Profits
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Expected Outcome of
New Organizational Model

Customer Focused
Stronger account mgmt Business Performance($) 1T
Profits

End-to-end offering alignment
Customer Satisfaction T
Flat, Hierarchy Organization
with clear ownership Employee Retention T
& Satisfaction

Service Level Agreements

Performance Measures Empowerment 1T
New Leadership Customer acquisition 1T
Domain based organization Domain Leadership i)

Stronger Project Management
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Positioning

Customer Focused Global Systems Integrator
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Sl - Global Opportunity

° Fastest growing market segment in Telecom & IT

° Increasing complexity of technology driving client towards S
partners

° The market will grow from $66bn to $ 84bn

Global System Integration Market 2003 to 2008

90000 -
85000 -
80000 -

75000

Revenues in $M

70000 -

65000 +

60000

2003 2004 2005 2006 2007 2008
Source: IDC
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Customer Focus

Strategy

SO, SEI CM mEM, TL9000
Empowerment, Accountability, Retention

GotoMarket Service Portfolio

eec IT m
Co ce

ITP
Dom core

Vau ing N Co cy
< b
End to End

offering alignment

Eco-partner

Oper ational Efficiency

Metrics & measur board, Bulls Eye
Project Accounting, O Accounts Recelvables

Resource Management and retooling
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People - Our assets
. Field v.
B

Sds
B D =D
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Employee Satisfaction

Empowerment
Succession Plan

Job Hosting
Technical Ladder

Goal Setting

Reaching out - Face to Face
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Quality initiatives

e |SO 9000

« SEICMM 5
e P-CMM

e BS7799

e TL90OO

« TBEM
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Proposal Qualification Process

[Improved Customer responsiveness]
[Improved marging| [Improved pricing]

Delivery Cell Commercial Cell

Approved gross margin

Competitive estimation of Time

: . : erms and conditions of contract
Planning and provision of skills

Technical Cdl

Better solution/service proposition
Competitive estimation
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Performance to Plan

Balanced Scorecard
| DelveryExecuton |

1.00 index

Projects Delivery

All on schedule

W

TATA

Key Delivery Milestones

All on schedule

Delivery Cost Deviation

Some over
forecast

Delivery Schedule Deviation

Delivery Quality

S18 above plan

Delivery Issues / Risk

none

o | (20| = [1L] |1 |||

Sales Risk /Issues

Customer Issues/Risks

Resources Issues/Risk

Level 3

t upward trend from last period !. downward trend form last period ﬁ no change from last period . End State

B indicates At or Above Plan [] Indicates Marginal Performance to Plan [ Indicates Behind Plan
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Customer Focus

Strategy

SO, SEI CM mEM, TL9000
Empowerment, Accountability, Retention

GotoMarket Service Portfolio

eec IT m
Co ce

ITP
Dom core

Vau ing N Co cy
< b
End to End

offering alignment

Eco-partner

Oper ational Efficiency

Metrics & measur board, Bulls Eye
Project Accounting, O Accounts Recelvables

Resource Management and retooling
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Unigue Differentiator

IT Services

Infrastructure
Services

Y ) Education
& ’ Services

. Forefront Of [

@...Sinverg enceQ// :

°
oy .o
., .
'''''''

Telecom
Solutions
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Telecom Services

Wireless S

/  Wireless
Testing
. & Tools

Wireless
Applications
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Wireless Si

* Pre-Bid Consultancy
 RF Planning & Optimization

* Network Design / Planning &
Implementation

 In-building Planning and Implementation
 Program Management

e Operation & Maintenance

 Network Audits
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Wireless Applications

* Offering i o o

— Yellow pages

— mCash

— eCoupon .

— OneWallet

— MDPfor 2ME :
appS milzeh paymant systerm —I[ -

E’?I él.lsuwmm

purchzsn
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Customer Focus

Strategy

SO, SEI CM mEM, TL9000
Empowerment, Accountability, Retention

GotoMarket Service Portfolio

eec IT m
Co ce

ITP
Dom core

Vau ing N Co cy
< b
End to End

offering alignment

Eco-partner

Oper ational Efficiency

Metrics & measur board, Bulls Eye
Project Accounting, O Accounts Recelvables

Resource Management and retooling
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Operational Efficiency

e Leadership meetings

 Focused Revenue & Profit tracking

* Metrics & Measurements

e Order to Cash

e |nventory

* Accounts Recelvables

e Resource Management and Retooling
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Management Dashboard

| -= Q@R A QI BD-SuE » =R

@lw

TATA My Company Inc.

Gary White

Main DashBoard

[=] Main Dashboard
Select Group : |Sales j Owner: Sales Head
Dashboard
Gauge Manager
26 32 a3g 112 2% 14z an 190450
[E] Group Manager 19 45 o8 g0 20
. . i
13 51 84 71 70 30
Dashhoard Manager
6 ‘ 58 70 26 60 5o 40
32 120.0 112.0
0 : 55 50 : 55
16Dec03/ 15Decos Dirill 27Aprﬂ4.r"2l].ﬂ.prﬂ§uu 16Dec03,/ 15Decod " Lol 16Dec03/15Dec03""
FAGQ # of Mew Customers Defn Revenue (%) Den I TOP-10 Revenue [9:]) Defn Order ¥alue (9:]) Defn
Sl |Customers Account Fj Go | |Revenue Details j 5o | Ha Report Mo Report
Return To Rays
# of New Customers Revenue (%) TOP-10 Revenue (%) Crder Value (5%
St 50 53 59
32 15 62) ®, 58] o B
= P =" = L Y s7
Reach us &0 T 56 el
;‘D* ;Z e Ea 55
Important to us: = P s o g? i g; “w
Your Feedback 12 Sep ©ck  Mov  Dec 53 Jan | Feb  Mar | Apr 56 Sep  Qck Nov | Dec 52 Sep  Qct | MNow | Dec
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Bulls Eye— Project V

J File Edit Wiew Insert Format Tools Data Window Help
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=191 x|
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| Retail VI | 5026- TP Eiling Phase I Relea » I - | - | Cluality | @ Initiation {_'Last Approved |
j Last T .
;";’eg Proposal Initiation approved Accourt . Am Size e AL 3
udg
22-Aar-03 S0-Oct-03 20-Apar-04 Project type Cevelopment  |Cnsite 1 PM : Sunil
onsite Effort 14 14 17 _|in person- Paymert term Fixed Price Offshore 9| PSC Chair |Milesh oen: §
Offshore Effort 42 42 55 |months Sizing unit a YWork Packages
Ciher Cost 9,500 9,500 15,000 FFP Project management 20-A00-04
Start date 20-Oct-03 20-Oct-03 Effort costed at (in USD per pm) Initiation 4-Mory-03
End dlate 2d-Jun-04 20-&ug-04 onsite effort Requirements 7 -Mory-03
Revenue . N (W0 Ciffshore effort i HLD 26-Dec-03: @
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d ST 4-Jun-04
L S T AU . X
\ s D AT 23-Jul-04
3 3 = =
= = 7 = Prodimp B-Aug-04
= _ @ w2
(2 7-- = . SSUCR—=EL Closure 20-200-04
[ I e R R L L EE P EE PR - =
(1) Sheseeme E e s m ot o e S E e E s Sm s o e b Eme Sem s Se s o e S S SE e S S S S s S s e - R
(8) z =
e AN B
Effort Deviation {in Person-months) Project Contribution (in USD)
. ™y T
5
1]
g
& i
10y 1 =—¢ 2 3z 3 =z 3 -
€ = = = = c =
. 2 2 5 5 B o5 & 2 3 Z
(20) i
A

=




W

TATA INFOTECH TATA

Project Accounting

Project Accounting

:
§ Time Accounting Cost Accounting
L] L] ] ||
i
§ ~ 100% compliance ~ Attaching cost to time
! ~ Bucketing of time ~ Strict control on Project Budgets

~ Associating other project related

costs

~ Empowering Project Managers ~ Project P & L

! ~ ldentification of available resources ~ ldentification of Cost Overheads
1
§
' ~ Channelising time ~ Overhead reduction programs
! ~ Productivity enhancement
§ programs
]
P[] U [ ] B iL [ ]
i Increased Efficiency Guidelines for pricing
]
1
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Customer Focus

Strategy

SO, SEI CM mEM, TL9000
Empowerment, Accountability, Retention

GotoMarket Service Portfolio

eec IT m
Co ce

ITP
Dom core

Vau ing N Co cy
< b
End to End

offering alignment

Eco-partner

Oper ational Efficiency

Metrics & measur board, Bulls Eye
Project Accounting, O Accounts Recelvables

Resource Management and retooling




Business Acquisition

Customer M anagement 1S
From Existing & New Customers

Go to Market

S | T-Telecom Conver gence

Customer New Major

/

Relations

Closing
Opportunities

| nnovations

Short Term : Current Quarter

'~ EcoPartners

Sales

TP

GCG

CoE

L ead
Generation Niche Skills
In Criticad
Solutions/ Mass

Accounts

Maturing
Opportunities

Domain
Solutions

Technology
Leadership

Long Term : Future Quarters
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@

Focus
On Acquiring
M aj or
Customers

N

(@

A

Expand
Solution
Offerings

E

Large
Multiple
Engagements

J/

Global Consulting
Group

il

(@

Enhance
M ar ket
Reach

W

TATA

E

L ong
Term
Relationship

o
S

Build
Strategic
Partner ships

J
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Rs. Cr.

180 1

170 A

160 -

150 -
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130 +

120

5 Qtr Performance

Revenue Trend

174

165

147
142

132

Q1 - 0304 | Q2 - 0304 | Q3 - 0304 | Q4 - 0304 | Q1 - 0405
More direct customers

Larger value engagements

40 new customers

Continuing customer’s revenue up by 40%
Senior Management engagements
Increased customer Visits to our centers
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SEI CMM Level 5

Assessment findings

Tata Infotech strengths

o Tatabrand

e Customer Focus

» Face- to-Face sessions with the President
o Skilled resources and Learning culture

e Open Culture and Team Spirit

o Ethicsand TATA Code of Conduct

» Sharing of good practices
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Dataquest — IDC Customer Satisfaction Audit 2004

Thel T Services Scorecard

2003 2004
CMS 8 1 PN
Wipro 6 2 =
HP services 3 3 [ ]
Tata Infotech 7 4 A
HCL Infosystems 4 5 4

Tata Infotech rated highest in ‘quality of interaction’ in the pre-sales & marketing category.
The survey conducted between 400 CIO’ spread across six citiesin India
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Moving up The
Value Chain

Organizational Syner
- Consistency
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The Change & the Results

Customer Focused
Account management

End-to-End
offering
alignment

Flat Organization
Defined ownership

Metrics &
M easurements

New Leadership

Business Performance & Profits

oJ
c
=
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o
o
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o
S
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S
g
12
3

Customer Acquisition
Customer Satisfaction

Domain based organization.

Empowerment
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Thank you



