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Moderator 
 
G ood  even ing ,  lad ies and  gentlemen .  I  am  P arima la ,  the  moderator for th is conference .   
W e lcome to  N ucleus S oftware  C onference C a ll.   For the  duration  of the  presentation ,  a ll 
participants’ lines will be  in  listen-on ly m ode .  I  will be  stand ing  by for the  question and  
answer session .  I  wou ld  like  to  handover to  Ms.  P oonam  B hasin  of N ucleus S oftware .   
T hank you  and  over to  Ms.  B hasin .  
  
P oonam  B hasin  
 
T hank you  P arima la .  G ood  even ing ,  lad ies and  gentlemen ,  I  am  P oonam ,  C om pany 
S ecretary,  N ucleus S oftware  E xports Ltd .   W e are  thankfu l to  you  a ll for jo in ing  us today 
to  d iscuss the  financia l resu lts for the  quarter and  ha lf year ended S eptember 30 ,  2005 .   
T oday,  we  have our Manag ing  D irector,  Mr.  V ishnu  R .  D usad ,  P resident G loba l D e livery 
H ead ,  Mr.  R .  P .  S ingh ,  and  C h ief F inancia l O fficer,  Mr.  P  K  S angh i,  P roduct 
Management G roup  H ead ,  Mr.  P rakash P a i,  and  G loba l S a les and  Marketing  H ead ,  Mr.  
N ira j V edwa ,  to  answer a ll your queries.   W e will commence  with  a  brief overview of the 
performance of the  company during  the  quarter and  ha lf year ended .   A fter th is,  we are  
open  to  questions.   I  now hand over to  V ishnu ,  Manag ing  D irector of N ucleus S oftware .  
 
V ishnu  R .  D usad 
 
T hank you ,  P oonam .   G ood  even ing ,  everybody.   W e thank a ll of you  for taking  time out 
to  be  with  us today on  th is ca ll for the  second quarter and  ha lf year resu lts,  ended  
S eptember 30th .  I  am  extreme ly happy to  announce an  increase of 48%  growth on 
year-on-year basis in  conso lidated  revenues from  software  products and  services to  R s.  
35 . 72 crore aga inst revenue of R s.  24 . 12 crore  in  the correspond ing  quarter of the  
previous year.   For the  ha lf year,  the  conso lidated  revenue is 52%  h igher at R s.  68 . 56 
crore  aga inst R s.  45  crore  in  the  correspond ing  ha lf-year period  in  the  previous year.   
N et profit of the  quarter is R s. 8 . 78  crore  aga inst R s.  3 . 38  crore  in  the  correspond ing  
quarter previous year,  an  increase of 159% .   N et profit for the  ha lf year is R s.  17 . 36  
crore  aga inst R s.  6 . 33  crore  in  the  correspond ing  ha lf-year,  an  increase of 174% .   E P S  
for the  quarter is R s.  5 . 45  aga inst an  E P S  of R s.  2. 11  for the  correspond ing  quarter 
previous year,  and  for the  ha lf year,  E P S  is R s.  10 . 81  aga inst R s.  3 . 93  for the  
correspond ing  ha lf year last year.    
 
A s you  know,  our focus has a lways been on  creating  world -class inte llectua l property 
and  we are  extreme ly encouraged by the  product business growth in  the  last three  
quarters.  P roduct revenues in  the  quarter are  R s.  12. 83  crore ,  wh ich  is 36%  of tota l 
revenue .   In  the  previous quarter,  p roduct revenue was R s.  11 . 32 crore ;  and  when I  say 
previous quarter,  I  am  referring  to  the  quarter end ing  June ,  wh ich  was 34 . 4%  of tota l 
revenue .  For the  ha lf year,  p roduct revenue is R s.  24 . 14  crore ,  wh ich  is 35%  of the  ha lf-
year revenue .   T o  provide  the  right perspective  for the  who le  year last year,  the  product-



re lated  revenue was R s.  26 . 42 crore ,  wh ich  was on ly 26%  of the  tota l revenue .   In  
comparison  with  the  six-month  period  last year,  p roduct segment revenue has increased  
by 186%  wh ile  revenue from  pro jects and  services has increased by 21% .   W e are  on  
target for growth of the  product segment,  and  today,  our products are  find ing  increasing 
acceptance a ll over the  world .   W ith  our business mode l continu ing  to  yie ld  positive  
resu lts,  we are  now p lann ing  to  invest further in  product deve lopment and  add new 
products to  the  portfo lio .   B anking  and  financia l services focus will continue  and  it is our 
dream  to  create  products,  wh ich  enab le  consumer loans of sma ll to  b ig  amount and  to  
be  h igh ly techno logy driven .   In  terms of emp loyee  strength ,  we continue  to  sca le  up .   
W e added 54  emp loyees during  the  quarter,  taking  the  tota l to  989  from  878 as on  
March  31 ,  2005 ,  and  now I wou ld  like  to  invite  my co lleague ,  R .  P .  S ingh ,  who is our 
P resident and  H ead ,  G loba l D e livery,  to  share  h is part of the update .  O ver to  you ,  R .  P .   
 
R .  P .  S ingh  
 
T hank you ,  V ishnu ,  and  good  even ing  everyone .  T h is quarter aga in  saw E urope’s 
contribution to  our revenue go  up a  notch ,  to  14 . 56%  from  12. 15%  last quarter.   For the  
entire  last year,  th is contribution  stood  at 4 . 53% .   Ind ia  grew to  9 . 46%  from  7 . 55%  in  the  
last quarter and  8%  in  the  last fu ll year.   S outheast A sia  and  the  Far E ast,  our la rgest 
contributors,  stood  at 68%  as aga inst 75%  in  the  last quarter and  80%  in  the  last year.   
O n  one  of our of key in itiatives,  the  imp lementation  at G MA C ,  Ita ly,  the  first E uropean 
country ro llout,  the  progress is moving  we ll,  and we shou ld  be  ab le  to  go  live  with in  the  
ca lendar year,  as p lanned .  T he  imp lementation  of our LO S  at G MA C  C h ina  is de layed  a  
b it because of infrastructure  read iness at the  customer site ,  but now we shou ld  be  ab le  
to  comp lete  the  pro ject with in  th is quarter.  T h is quarter,  we a lso  focused on  testing our 
product imp lementations for la rger sca le  on  the  sca lab ility front.   F innO ne ,  of course ,  is 
a lready supporting  portfo lios in  access of five  m illion  loans with  upwards of 3000  users 
working  on  it at the  same time ,  but with  the  growth envisaged in  the Ind ian  financing  
market and  our entry into  markets with  very la rge  sca le  operations,  these  tests g ive  us 
greater confidence of supporting  our customers on  the ir businesses,  and he lp  them  grow 
smooth ly.  
 
I ,  now,  handover to  P ramod ,  our C FO ,  for h is update .  
 
P ramod 
 
W e lcome ,  everyone!  I  will come to the  sequentia l numbers,  wh ich  I am  sure  of,  are  of 
great interest.  C onso lidated  revenue is up  by 8 . 76%  over the  previous quarter.   S oftware  
deve lopment expenses have increased to  56%  of revenue aga inst 51%  in  the  previous 
quarter with S G &A  expenses at 14%  of revenue aga inst 16%  in  the previous quarter.   
T he  E B IT D A  is at 30%  compared  with  32. 84%  in  the  quarter ended June 30 .   O perating  
marg ins have  fa llen  primarily due  to  increase in  staff costs,  as we have effected 
increments,  effective  Ju ly 1  for both  Ind ia  and  S ingapore  operations,  wh ich  accounts for 
95%  p lus of our peop le .  T ota l expenses on  personne l have  risen  in  the quarter by R s.  
1 . 65  crore ,  wh ich  is 4 . 6%  of the  quarter’s revenue .  W ith  genera l and  adm in istrative  
expenses fa lling  in  both  abso lute  and  percentage terms,  we have conta ined  the  impact 
to  2. 84%  at the  E B IT D A  leve l.  T he  impact of h igher product segment revenue is a lso 
favorab le  on  the  E B IT D A ,  but it is partly offset by the  lower marg ins in  the  services 
business.   D epreciation  for the  quarter is up  at R s.  1 . 4  crore  aga inst R s.  1 . 25  crore  in  the  
previous quarter,  as we have fu lly depreciated  software  licenses of R s.  0 . 25  crore ,  wh ich  
are  ind ividua lly be low R s.  5000 .   W e do  not expect th is kind  of expend iture  in  the  



immed iate  quarters aga in .   N et profit after tax is R s.  8 . 78  crore ,  up  by 2. 2%  over 
R s.  8 . 59  crore  in  the previous quarter and  we have la rge ly absorbed  the sa lary increase 
at least in  the  abso lute numbers if not in  the  operating  marg in  numbers at the  moment.  
T he  E P S  is 5 . 45  compared  with  5 . 34  in  the  previous quarter.  A s V ishnu has mentioned  
earlie r,  and  I  wou ld  a lso like  to  emphasiz e  that product revenue for the  ha lf year are  R s.  
24 . 14  crore  aga inst 8 . 43  crore  in  the  first ha lf-year of the  previous year and  R s. 17 . 98  
crore  in  the  second ha lf of the  previous year.  Y ou  know,  growth in  th is segment is far 
greater than  the  growth in  the  pro jects and  services space and  has enab led  us to  
increase and  ma inta in  marg ins.   In  terms of rece ivab les,  we are  runn ing  days of sa les 
rece ivab les at 59  days,  as of S eptember 30  aga inst 72 in  June ,  and  55  in  March .   W e 
had  mentioned  in  June that the  June figure  was an  anoma ly because of de lay from  one  
of our clients,  and  a ll of those  paym ents were  rea liz ed  in  Ju ly.   T ota l net rece ivab les are  
at R s. 23 . 3  crore .   In  terms of capex,  we spent about R s. 1 . 51  crore ,  la rge ly on  computers 
and  networking  equ ipment.   T he  expend iture  on  the  cafeteria  and  recreation  b lock will 
rea lly start com ing  in  th is quarter and  we wou ld  probab ly spend about R s. 4  crore  and  
comm ission  the  b lock by February-March ;  so ,  there  wou ld  be  some impact of 
depreciation on ly in  the  last quarter.   In  terms of fore ign  currency coverage ,  we continue  
to  cover about three  m onths.  W e have $ 3 . 6  m illion  covered  through van illa  forwards at 
th is po int of time .  W e continue  to  ho ld  R s.  61 . 33  crore  cash  in  terms of cash  in  bank and  
investments in  mutua l funds.  T he  operating  cash  flow for the  quarter has been  positive  
at about R s.  8  crore .  I  will now handover to  P rakash P a i,  who is H ead of the  P roduct 
Management team .   T hank you  very much .  
 
P rakash P a i 
 
G ood  even ing ,  everybody.   T he  product deve lopment continues to  enhance our product 
capab ilities to  he lp  our customers m eet new business cha llenges.   K eep ing  in  view the  
emerg ing  m icro  finance markets,  the  Lend ing  product is enhanced to  meet the 
requ irements of the  m icro-financing business.  O ur first imp lementation  wou ld  be  in  the  
first quarter of 2006 ,  with  one  of our customers.  T he  F innO ne lend ing  products have  
been enhanced to  meet the  requ irement of various regu latory requ isites,  such  as 
provision ing and  service charges,  thereby bring ing  it up to  regu latory requ irements.   T he  
new re lease of the  F innO ne C o llections product was comp leted  th is quarter,  and  the  
next re lease  of th is product will be  m ade in  March  2006 ;  so ,  we have just come out with 
a  new re lease  and  p lan to  get another one  in  March .  T he  new re lease of our C ustomer 
A cqu isition S ystem ,  wh ich  consists of the  loan  orig ination ,  cred it cards,  housing  finance ,  
and  corporate  loans,  is now be ing  imp lemented  in  S outh  E ast A sia ,  Midd le  E ast,  and  in  
the  Ind ian  market.  A t one  of our customers’ site  in  Ma laysia ,  the  C ash Management 
su ite  will go  live  next month .   O ur F raud  Management S ystem ,  wh ich  was until now 
focusing  on  the  card  transaction  frauds,  is now be ing  enhanced to  mon itor even  the  A T M 
transaction frauds,  and  in  line  with  our increased business vo lumes of our customers,  a  
ma jor focus in  the com ing  months wou ld  be  on  benchmarking  a ll our products on very 
h igh  vo lumes of both ,  accounts as we ll as transactions.   I  now hand over to  N ira j,  e  
H ead of G loba l S a les and  Marketing .  
 
 
 
 
 
 
 



N ira j  
 
G ood  even ing ,  everyone .   Just a  brief summary on  some of the  sa les wins that we had  
for the  quarter.  W e added six clients during  the quarter and  further strengthened our 
re lationsh ip  with  the  105  clients that we have spann ing  the  g lobe .  W e have bagged 
some sign ificant orders in  the  product space .  T wo of the  ma jor banks in  U A E  have 
p laced  orders with  us for our flagsh ip  product,  F innO ne ,  and  they will be  imp lementing  
the  comp lete  su ite ,  wh ich  includes Loan O rig ination ,  Lend ing ,  as well as C o llection  
systems.   N ow,  both  of these banks have substantia l market share  in  the  reta il banking 
space in  th is market.   A lso ,  one  of the  la rgest private  banks in  Ind ia  will be  imp lementing  
the  F innO ne C o llections product for automating  debt co llection  for reta il banking 
operations.   O ne  of the world’s la rgest banks will be  imp lementing  our product,  F inance 
A ga inst S ecurities,  for loans aga inst shares.   A nother la rge  mortgage company in  Japan 
will be  imp lementing  our F innO ne  H ousing  and  Mortgage product,  wh ich  wou ld  be  
imp lemented in  the  course  of the  next coup le  of months.   A lso ,  we had  announced 
earlie r that we had  one  cash  management dea l with  one  of Ind ia’s la rgest private  banks 
as we ll as one  of Ind ia’s la rgest pub lic sector banks.  W e have now enhanced the  
re lationsh ip  of these contracts to  include  many more  products and  will be  imp lementing 
the  comp lete  C ash Management so lution  for both  these banks in  Ind ia .   B etween the  two 
of them ,  they contro l a  ma jority stake  in  the  Ind ian  market.   S o ,  th is has been  a  very 
good  quarter for our product business and we have a  lot of requests from  customers.   
W e are  qu ite  hopefu l of continu ing  th is success story on  the  product wins.   D uring th is 
quarter,  we a lso  participated  in  one  of the  la rgest banking  events in  the  world ,  C Y B O S ,  
wh ich  was he ld  in  C openhagen .  O ur products were  very we ll rece ived  and  we have had  
a  lot of enqu iries for our products from  across the  g lobe .   T h is is just a  brief summ ary,  
especia lly on  the  products business.  I  now hand over to  P oonam .  
 
P oonam  
 
T hank you ,  N ira j.   W e are  now open for the  question-and-answer session .  
 
Moderator 
 
T hank you  very much ,  Madam .  W e will now beg in  the  Q &A  interactive  session .   
P articipants who wish to  ask question ,  p lease  press *1  on  the  touchtone-enab led  
te lephone keypad .  O n  pressing  *1 ,  participants will get a  chance to  present the ir 
questions on  a  first-in -line  basis.   P articipants are  requested  to  use  on ly handsets wh ile  
asking  a  question .   T o  ask a  question ,  p lease  press *1 ,  now.   F irst in  line ,  we have 
Mr.  A tu l from  E mkay S hares.   G o  ahead ,  S ir.  
 
A tu l 
 
G ood  even ing ,  S ir,  and congratu lations on  the  good  set of numbers.   S ir,  can  you  g ive  
us a  broad  outlook on  your product business.   A re  you  see ing  any increased number of 
inqu ires and how is your average  ticket siz e  moving? 
 
N ira j  
 
W e ll,  yes we have had  a  substantia l increase in  the  number of R FP s.  T hese  are 
requests for proposa l that we are  getting ,  and  we are  getting  them  from  a ll over the  
world .   It is from  Ind ia ,  from  Midd le  E ast;  we are  now getting  requests even  from  A frica ;  



we have started  getting  from  various parts of S outh  E ast A sia  as we ll as Japan ,  and the 
number of enqu ires that we have got in  comparison  with the  previous year’s first six 
months is a lmost up  by 40% ,  so ,  there  is a  substantia l increase in  number of responses 
that we have g iven  back during  the  year.  
 
A tu l 
 
O kay,  and  about the  average  siz e  of the  products so ld ,  how is that moving? 
 
 N ira j 
 
In  fact,  now the  inqu ires that are  com ing ,  a re  com ing  for a  fu ll su ite ,  so for examp le ,  if it 
is for reta il finance ,  they are  looking  at the  fu ll modu le ,  a ll the  three  modu les,  wh ich  
includes at the  front-end ,  the  Loan O rig ination S ystem  or the  C ustomer A cqu isition  
S ystem  that we have .  T hen ,  on  the  back-end ,  we have the  fu ll Lend ing  products and  
then  the  C o llection .  S o ,  the  who le  su ite ,  wh ich consists of three  or four modu les,  is 
genera lly what the  customers have  been asking  for,  and  on  the  cash  management side  
a lso ,  we used to  see the  products basica lly having  three  modu les.  S ome of the  
customers used to  ask for one  modu le ,  but now they have started  asking  for the  fu ll cash  
management so lutions.  S o ,  it is,  obviously,  on  the  increase .  
 
A tu l 
 
O kay,  g reat! A nd ,  what is the  order position  as of now and can  you  just g ive  the  break-
up  between products and  services? 
 
V ishnu  R .  D usad 
 
Y eah ,  th is is V ishnu .  T he  orders in  hand  today are  of R s. 110  crore and  out of th is,  
R s.  63  crore worth  of orders are  for products.  
 
A tu l 
 
R s. 63  crore .  
 
V ishnu  R .  D usad 
 
Y eah .  
 
A tu l 
 
O kay.   I  mean ,  we have seen a  marg in  decline  in  the  first ha lf.  I  mean ,  we had sa lary 
h ikes during the  previous two quarters.  W hat is the  outlook marg ins in  the  second ha lf?  
D o  we see  any marg ins go ing  back to  34-35% ? 
 
V ishnu  R .  D usad 
 
Y eah ,  I  th ink so  we shou ld  be  ab le  to  get back to  34% .  
 
 
 



 
A tu l 
 
O kay,  and  S ir,  lastly,  we have seen a  decline  in  tax rate  during  the  quarter,  so  go ing 
forward ,  what is the  kind  of tax rate  we can  work with? 
 
P ramod 
 
A tu l,  see  the  taxes;  there  are  two-three  components of the  tax.   O ur Ind ia  operations to 
the  extent of income from  Ind ia  is taxab le  in  Ind ia .   Ind ian  fore ign  exchange earn ings 
are ,  of course ,  exempted with in  Ind ia ,  and  then  of course ,  in  S ingapore  and  Japan ,  we 
have some taxation .   O n  an  overa ll rate ,  I  th ink it is slightly h igher than  before .   If you  
look at the  numbers,  we have  a  current provision  of R s. 58  lakh  in  th is quarter and  we 
had  about R s. 71  lakh  in  the  last quarter,  but then ,  for the  who le  year last year,  we had  
on ly R s. 130  lakh .  S o ,  I  wou ld  say,  if you  want to  look at it as a  percentage of turnover or 
someth ing ,  it wou ld  probab ly run  at about 2%  or so .  
 
A tu l 
 
O kay,  and  lastly,  V ishnu ,  you  ta lked  about introducing  new products.  C an  you  just 
e laborate  more  on  what is the  kind  of products you  are  looking  at? 
 
V ishnu  R .  D usad 
 
S ee ,  essentia lly,  we are  ta lking  about enhancing  our Lend ing  su ite  to  beg in  with .   For 
examp le ,  today we do  not have  m odu le  for someth ing  like  student loans,  so  those new 
modu les we wou ld  be  add ing  to  the Lend ing  su ite .   T hen ,  as far as our existing  modu les 
are  concerned ,  even  today,  our A uto-Loan modu le  is on ly 75%  comp liant of the  U S  
requ irement.   S o ,  we do  need  to  add  add itiona l 25%  requ isites to  make it 100%  U S -
ready.  T hose  are  the  areas we want to  focus on  now very aggressive ly and  our team  is 
working  in  that d irection .  
 
A tu l 
 
O kay.   T hanks a  lot and  a ll the  best.  
 
V ishnu  R .  D usad 
 
T hank you .  
 
Moderator 
 
T hank you ,  Mr.  A tu l.   P articipants,  who wish  to  ask questions,  p lease press *1  now.   
N ext in  line ,  we have Mr.  D ipen  Mehta  from  D ipen  Mehta  S hares and  S tockbrokers.  G o  
ahead ,  S ir.  
 
D ipen  Mehta  
 
S ure .   C an  you  te ll me what the  client concentration  is for the  second quarter for the  first 
six months? 
 



P ramod 
 
C lient concentration  in  the  first quarter was runn ing  at about 78%  and  it wou ld  be  
marg ina lly down to  about 76%  in  th is quarter as the  T op  5  clients.  
 
D ipen  Mehta  
 
O kay,  and  per se  th is ratio ,  I  mean ,  what appears to  be  on  the  h igh  side ,  so  what is the  
company’s strategy to  the  kind  of de-risk its business mode l? 
 
 
V ishnu  R .  D usad 
 
W e are  very much cogn iz ant of that,  and  we are  ta lking  to  a  coup le  of ma jor p layers in  
terms of deve lop ing  long-term  re lationsh ips.  S o ,  we are  reasonab ly confident that in  the  
next few quarters,  these re lationsh ips and  these d iscussions wou ld  fructify and  we wou ld  
be  ab le  to  bring  th is number substantia lly down .  
 
D ipen  Mehta  
 
D oes the  ma in  change from  quarter-to-quarter depend upon the  imp lementation  in  the  
order or genera lly the  T op  5  names rema in  the  same? 
 
V ishnu  R .  D usad 
 
T yp ica lly,  T op  3  rema in  the  same ,  fourth  and  fifth change sometimes.  
 
D ipen  Mehta  
 
O kay.   D epend ing  upon  the  orders on  hand ,  once  like ,  for examp le ,  you  have  got an  
order from  the  Midd le  E ast B ank,  so ,  maybe next quarter they maybe among the  top  5  
and  then  maybe once the  imp lementation  is over,  they wou ld  move away from  the  T op  5  
and  someone e lse  wou ld  come .  Is that the  correct understand ing? 
 
V ishnu  R .  D usad 
 
Y eah ,  that is how it happens as far as the  fourth  and  fifth are  concerned ,  but our effort is 
a lso  to  reduce the  contribution ,  not obviously the  abso lute  amount,  but reduce the 
contribution  of T op  3  itse lf.  W e are  targeting  to  bring  it down to  less than  40%  in  the  next 
four quarters.  
 
D ipen  Mehta  
 
T he  contribution  from  the  T op  5  down to  40%  in  the  next four quarter? 
 
V ishnu  R .  D usad 
 
O f T op  3 .  
 
 
 



D ipen  Mehta  
 
T op  3 ,  you  are  expecting  it to  be  40%  to  be  in  the  next four quarters? 
 
V ishnu  R .  D usad 
 
Y es,  that’s right.  
 
D ipen  Mehta  
 
A nd  as aga inst what,  they wou ld  be  at about 60%  just now? 
 
V ishnu  R .  D usad 
 
Y es,  that’s right.  
 
D ipen  Mehta  
 
O kay.   N orma lly,  once  you  get the  order,  what is the  average  imp lementation  period ,  if at 
a ll,  you  can  quantify? 
 
 R .  P .  S ingh  
 
T yp ica l imp lementation  period  wou ld  be  anywhere  between six and  n ine  months,  and  of 
course ,  it a lso  depends,  if it is the  imp lementation  of the  entire  su ite .  N orma lly,  these  are 
sequenced ,  to  be  dep loyed  one  after the  other.  
 
D ipen  Mehta  
 
O kay,  but we recogn iz e  the  revenue when the  comp lete  imp lementation  is done  to the 
satisfaction  of the  customer or when do  we recogn iz e  that,  okay now,  th is is product that 
we so ld .  
 
P ramod 
 
N o ,  we recogn iz e  revenue proportionate ly as the  work is comp leted .  
 
D ipen  Mehta  
 
O kay.  
 
P ramod 
 
W e d ivide  the  work in  various phases of design ,  deve lopm ent,  S IT ,  U A T ,  and  at each  
stage ,  we are  in  a  position  to  measure  the  tota l work done .  A nd ,  in  the  same percentage 
of course ,  the  expenses are  getting  booked and  revenues be ing  accrued .  
 
D ipen  Mehta  
 
O kay.  R ight now,  will it be  possib le  for you  to  d isclose the  tota l popu lation  of our 
products,  I  mean ,  how many customers wou ld  be  using  our software  in  tota lity? 



 
 N ira j 
 
S ee ,  in  terms of number of products and  modu les,  we have  more  than 150 ,  wh ich  are  
imp lemented .   T hese  are  imp lemented in  over 20  countries,  and  with  the  backlog  of 
orders that we have ,  we will be  ab le  to  cross 50  country m ark in  the  next two to  three  
years on  a  conservative  basis.   N ow,  in  terms of number of customers,  we have close  to  
100  customers,  who have imp lemented our products.  
 
 
D ipen  Mehta  
 
O kay.   T hank you .  
 
V ishnu  R .  D usad 
 
T hank you .  
 
Moderator 
 
T hank you  very much ,  Mr.  Mehta .   N ext in  line ,  we have Mr.  S urendra  G oya l from  S S K I 
S ecurities.   G o  ahead ,  S ir.  
 
S urendra  G oya l 
 
Y eah ,  G ood  even ing  S ir.  
 
V ishnu  R .  D usad 
 
G ood  afternoon .  
 
S urendra  G oya l 
 
If we look at the  quarterly P &L,  withho ld ing  taxes have come down sharp ly year-on-year.  
W hy is that? 
 
P ramod 
 
W ithho ld ing taxes are  primarily charged  on  our income from  Japan and  depend ing  on  
the  onsite-offshore  m ix,  it can  vary.  
 
S urendra  G oya l 
 
O kay,  so  what you  are  saying  is that your revenues from  Japan have been more  
offshore  in  the  quarter than  in  the  comparab le  quarter last year,  right? 
 
P ramod 
 
If it is lower,  then  the  offshore  wou ld  be  more .  
 
 

Deepshikha
Earlier, you said evening. Pls check.



 
S urendra  G oya l 
 
O kay,  and  second ly with  R s. 110  crore  odd  of order book,  you  have  good visib ility for 
F Y 06  for the  next two quarters.  C ou ld  you  just ta lk about visib ility.  W hat kind  of visib ility 
do  you  have  for F Y 07? 
 
P ramod 
 
S ee ,  in  terms of F Y 06  or 07 ,  you  are aware  that we don’t actua lly g ive  gu idance in  terms 
of numbers as such ,  right?  B ut,  if you  just look at the  product orders,  p roduct orders we 
have fetched are  of about R s.  63  crore  in  wh ich ,  of course ,  there  is a  G MA C  order 
component wh ich  is in  excess of R s.  40  crore ,  pend ing  to be  executed  over the  next 
three  years.  T he  ba lance  R s.  24  crore  we wou ld  expect to  execute  with in  the  next seven 
to  e ight months.  
 
S urendra  G oya l 
 
O kay.  
 
P ramod 
 
O kay,  and  the  pro ject business is large ly driven  from  our la rger clients and  it is a ll repeat 
business.  
 
S urendra  G oya l 
 
O kay,  thanks a  lot,  and  just one  last question : T oday’s newspapers just ta lk of Ind ia  and 
Japan to  take  up  the  issue  of withho ld ing  tax later th is week.  A ny com m ents on  that? 
 
 
P ramod 
 
T h is has been  go ing  on for years,  and  there  is a  20%  withho ld ing  tax from  Japan on  
whether it is software  or any other services,  depend ing  on  where  they are  performed and  
the  government on  both  sides have  been ta lking  to  each  other,  and  N A S S C O M has 
been representing  that th is shou ld  be  reduced because 20%  of revenue is a  huge  tax on  
profitab ility.  S o ,  let’s see  what happens,  but it works both  ways because the  Ind ian 
government a lso  has to  see  how much revenue it is go ing  to  lose  or not lose .  
 
S urendra  G oya l 
 
R ight,  but for them  it has a lready been reduced to 10%  for Japanese compan ies.  
 
P ramod 
 
N o ,  that’s a techn ica l issue ,  wh ich  was done in  the  budget.  T hat is a  very specific kind  of 
provision ,  wh ich  is not a  genera l provision  for everyone .  
  
 
 



S urendra  G oya l 
 
O kay,  thanks a  lot.  
 
V ishnu  R .  D usad 
 
T hank you .  
 
Moderator 
 
T hank you  Mr.  G oya l.   N ext in  line  we have Mr.  N itish  from  A mricorp  C ap ita l.   G o  ahead ,  
S ir.  
 
N itish  
 
H i,  th is is N itish  from  A mricorp .  Y our Far E ast numbers are  declin ing  in  quarter-on –
quarter.  W hat is happen ing  over here? 
 
V ishnu  R .  D usad 
 
W h ich  number are  you  looking  at,  N itish? 
 
N itish  
 
Y our revenue by geograph ica l segment has fa llen .  
 
P ramod 
Y eah ,  my Far E ast is showing  about 38 . 39%  in  June quarter and  about 37 . 62%  in  th is 
quarter,  so  it is more  or less steady.  Far E ast business is la rge ly the  p ro ject business 
, and  that is steady at the  moment.  W ith  the  new orders from  Japan in  the  mortgage 
business it will aga in  start rising .  
 
N itish  
 
O kay,  and  on  the  services side ,  what is your onshore-onsite  revenue m ix? 
 
P ramod 
 
In  th is services business,  I  wou ld  say a lmost 90%  of th is is onsite .  
 
N itish  
 
D o  you  see  a  trend  towards the  offshoring  or do  you  expect it to  continue  on  the onsite  
basis? 
 
 
 
 
 
 
 



P ramod  
 
S ee ,  th is is not a  focus area  for us.  S ee ,  there  are  two types of work wh ich  we do  ,  we  
do  la rge  engagements in  S ingapore  out of our subsid iary there ,  with  peop le  who are  
permanently based in  S ingapore  and  that is kind  of a  near shore  kind  of work rather than 
an  offshore and  onsite  kind  of work.   O therwise ,  we don’t rea lly get into  too  much of 
these engagements;  in  Japan a lso ,  we do  onsite  and  offshore  work for two of our la rger 
clients,  but in  other geograph ies,  we rea lly don’t rea lly do  much onsite-offshore  m ix.  It is 
a ll p roduct imp lementations,  for wh ich  of course ,  the  deve lopment takes p lace .  H ere ,  the  
custom iz ation  and  the  onsite  imp lementation  take  p lace  at the  requested  client site .  
 
N itish  
 
O kay,  fa ir enough .   A ny pressure  on b illing  rates or how the  b illing  rates are  shap ing  up? 
 
 
P ramod 
 
N one  whatsoever,  we have been at the  lower end  of the  spectrum  earlie r,  so  we a lways 
fee l that we can  get as we go  a long  with  our product maturity.  W e will get better rates in  
future .  
 
V ishnu  R  D usad 
 
W h ich  we have started  getting .  O ur rates for services re lated  to  products are  increasing  
and  even  otherwise  our rates are  e ither stab le  or increasing .  
 
N itish  
 
I  see  about like  what -- 5% ,  8%  upward .  
 
V ishnu  R   D usad 
 
F ive  percent,  we can  say.  
 
N itish  
 
F ive  percent,  a ll right,  and  congratu lations on  the  encourag ing set of numbers.  
 
 V ishnu  R  D usad 
 
T hank you .  
 
Moderator 
 
T hank you ,  S ir.   N ext in  line ,  we have Mr.  D harmendra  from  Artemis Advisors. G o  ahead ,  
S ir.  
 
 
 
 

Deepshikha
In terms of what???



D harmendra  
 
Y eah ,  good  even ing .   Just probab ly if I  have  m issed I  am  sorry,  but I  just wanted  to  ask 
you  about the  status of G MA C  imp lementation ,  and  second ly,  if you  can  g ive  me some 
break-up  of the  investment that you  are  ho ld ing  as on  S eptember 30 ,  2005? 
 
R .  P .  S ingh  
 
O n  the  G MA C  front as you  wou ld  know there  are  two in itiatives go ing  on .  one  is the  
imp lementation  of the  entire  servicing  su ite  in  Ita ly wh ich  is a  first of the countries of the 
g loba l ro llout.   T hat is a lready moving  on ,  and  the  product has been  insta lled  there .   T he 
U A T  etc are  in  progress,  and  we shou ld  be  ab le  to  get that live  before  th is ca lendar year,  
wh ich  was targeted .   T he  other in itiative  was the introduction of our orig ination  package ,  
wh ich  is the  LO S  to  be  in itiated  in  C h ina  first.   T hat pro ject is a  little  beh ind  schedu le ;  we 
shou ld  have probab ly had  it in  action  by now,  but because of some infrastructure  pre-
requ isites that had  to  be  mob iliz ed  or it to  be  used over the  Internet,  there  is a  little  de lay 
in  that,  but we shou ld  be  ab le  to  get that a lso  under wraps with in  th is quarter.  
 
 
P ramod 
 
T he  second part of your question-D harmendra ,  we are  ho ld ing  about R s.  61 . 34  crore  is 
cash  and  investment out of wh ich  R s.  18 . 4  crore  is banks and  fixed  deposits and  R s.  
42. 98  crore  is an  investment in  mutua l funds wh ich  is in  liqu id  mutua l funds or in  some 
FMP s of a  year.  
 
D harmendra  
 
H ow about your investm ent in  G MA C  Ind ia? 
 
P ramod 
 
G MA C  Ind ia  that is a  long-term  investment.   I  mean ,  I  am  not counting  those figures.  
 
Jagmohan 
 
B ecause 43  p lus 18  you  sa id ,  so  that’s 61 ,  you  are  not counting  that G MA C  Ind ia? 
 
P ramod 
 
I  am  not counting  G MA C  Ind ia .   T hat is a  R s.  13 . 50  crore  investment,  wh ich  is a  longer-
term  investment.  I  am  ta lking  of current investments in  terms of,  wh ich  can  be  liqu idated ;  
we ll apart from  the  FMP ,  it can  be  done  at a  day’s notice .  A nd ,  FMP s a lso  can  be  done  if 
you  want to  pay a  m inor pena lty on  that.   
 
D harmendra  
 
O kay,  com ing  back to  the  first question .   T he LO S  in  C h ina ,  when do  you  th ink you  will 
kick off,  and how much and  where  by the  end  of the  year you  will be  on  th is pro ject? 
 
 



 
R . P .  S ingh  
S ee ,  currently,  the  pro ject is on ly to  get it live  in  C h ina .  It has a lready kicked  off and  we 
have been ,  in  fact,  ready for de livery.  N ow,  it just needs to  be dep loyed  with  the 
infrastructure  ready and  that is,  I  am  sure ,  will be  through  th is quarter.   S o ,  once  th is 
goes live ,  that is when it gets considered  for whether th is is go ing  to  fit into  the  g loba l 
p icture  or not.  
 
D harmendra  
 
A nd ,  in  the  past three  quarters,  we have seen the  profits rema in ing  stagnant.   It is a lso 
the  fact that because you  were  ram p ing  up  the  who le  th ing .   W hen ,  do  you  th ink,   you  
can  g ive  us some gu idance as to  when do  you  th ink we can  see  some ticker happen ing  
in  that,  go ing  from  85-86  m illion  kind  of profitab ility that we have been do ing  in  the last 
few quarters? 
 
V ishnu  R .  D usad 
 
I  guess a ll that we can say is that we continue  to  be  very,  very bu llish  on  both  our 
p ipe line  as we ll as the  business in  hand .  A nd ,  the  other th ing  that you  need  to  appreciate 
is bu ild ing  cred ib ility in  product business is a  gradua l process,  but when it starts moving ,  
then  it can  move sudden ly,  so  it is very d ifficu lt to  put a  date  as to  when wou ld  it m ove  
from  the  85  m illion  to  the  next leve l.  
 
D harmendra  
 
B ut in  terms of pro ject schedu les that you  wou ld  have ,  is there  any defin ite  m ilestone 
that you  have  because you  were  earlie r ta lking  about m in ing  more  clients in  the  E urope  
as soon  as you  imp lem ent the  G MA C  pro ject? 
 
V ishnu  R .  D usad 
 
S ure ,  a ll those  th ing  are  abso lute ly go ing  on  schedu le  and  the  on ly th ing  aga in ,  one  has 
to  say is that that will a lso  take  time ,  it cou ld  be  two quarters,  four quarters,  six quarters 
before  someone p laces an  order.  
 
D harmendra  
 
A ny update  on  G MA C  U S  imp lementation  or pro jects that you  were  looking  at? 
 
V ishnu  R .  D usad 
 
S ee ,  in  the  earlie r part of the  ca ll,  we ta lked  about,  you  know 25%  products be ing  on ly 
75%  ready and  not 25%  ready;  that number has come out of d iscussions in  that d irection  
on ly.  
 
D harmendra  
 
B ut is there  any firm  d irection  that has been  taken up  from  the  pro ject? 
 
 



 
V ishnu  R .  D usad 
 
S ee ,  p rogressive ly,  we get a  fee ling  that whatever we have de livered  to  the  marketp lace  
and  even  to  organ iz ations like  G MA C  is more  and  more  re levant.   T hat is the fee ling  we 
get by interacting  with  our existing customers or T op  50 customers,  and  that is the  
fee ling  we have across the  board  and  that’s how we are  saying  that okay we will further 
acce lerate  our investment p lan .   T hat’s a ll I  can  say at th is juncture .  
 
D harmendra  
 
O kay,  thanks a  lot.  
 
Moderator 
 
T hank you ,  Mr.  D harmendra .  N ext in  line ,  we have Mr.  A n il S arin  from  P rudentia l IC IC I  
Mutua l Funds.   G o  ahead ,  S ir.  
 
A n il 
 
G ood  even ing ,  V ishnu ,  and  G ood  even ing ,  Mr.  S angh i.  C ongratu lations on  the  good  
resu lts.  
 
V ishnu  R .  D usad 
 
T hank you ,  A n il.  
 
A n il 
 
I  just wanted  to  know.   I  have  come in  a  little  late  in  the  conference ca ll and  I  just wanted 
to  know what is the  revenue from  products and  what is it from  services? 
 
P ramod 
 
A n il,  the  revenue from  products is R s.  12. 83  crore ,  and  from  pro jects and  services,  it 
wou ld  be  R s.  22. 89  crore .  
 
A n il 
 
C an  th is be  taken into  the  future  as we ll? 
 
P ramod 
 
Y ou  know the  product revenue was R s.  11 . 3  crore  last quarter and  was R s.  12. 83  crore  
th is quarter,  and  th is is runn ing  at about 36%  of the  tota l revenue .  T hat’s the kind  of 
number we expect to  m a inta in ,  and  the  tota l numbers wou ld  a lso  keep  on  rising .  
 
A n il 
 
Y eah ,  sure .   T h is th ing  now it is on  a  steady basis that one  can  ta lk about.   In  the  past,  
the  revenue from  products has gone  up  and  it has gone  down as we ll in  certa in  years? 



 
P ramod 
 
Y eah ,  it’s qu ite  right.  N ow the  orders wh ich  we have are  -obviously the  G MA C  order,  
wh ich  is imp lemented over four years g ives us a  la rge  visib ility of revenue from  that 
order over a  longer period  and  even  the  other,  in  the  first quarter,  you  know in  the  first 
quarter we had  booked five  orders for products.  I  can  share  that information  now that is 
first quarter of last year we had  booked z ero  products order.   S o  today the  non-G MA C  
business order book is about R s.  24  crore ,  wh ich  is probab ly the  h ighest we have had ,  
apart from  G MA C .  
 
A n il 
 
O kay,  when  does th is greater proportion  of orders start reflecting  in  the  marg ins from  the  
product business? 
 
V ishnu  R .  D usad 
 
It has started  reflecting  and  at the  same time what happens is,  for examp le ,  if 
professiona l services part of our business goes up ,  then  the  marg ins there  comes down 
and  likewise if Ind ian  part of the products business goes up ,  aga in  marg ins come down .   
S o  the  marg ins are  fa irly close ly linked  with  the  product m ix.  
 
A n il 
 
O kay,  thank you  so  much .  
 
V ishnu  R .  D usad 
 
T hank you  A n il.  
 
Moderator 
 
T hank you  Mr. S arin .  N ext in  line ,  we have Mr.  Ma lik from  Mata S ecurities.   G o  ahead sir.  
 
Ma lik 
 
H e llo  good  even ing  everyone .  
 
V ishnu  R .  D usad 
 
G ood  even ing .  
 
Ma lik 
 
V ery very congratu lations for a  good  resu lt.   I  have  a  coup le  of questions.  A ctua lly if the 
ha lf year revenue is R s.  68 . 56  crore ,  if for the  com ing  two quarters you  carry on  with  the  
same revenue ,  then  your revenue will be  R s.  137  crore ,  so  I  can  say 32. 5%  growth in  
the  top  line ,  is it so?  Y ou  will ma inta in  the  same growth for the  com ing  two quarters? 
 
 



 
V ishnu  R .  D usad 
 
O nce  aga in  I  repeat that we don’t g ive  gu idance .  T hat’s a ll.  
 
Ma lik 
 
T hat is true ,  but I  can  take  it as rough estimation? 
 
P ramod 
 
Y our arithmetic is as good  as yours you  know.   I  mean you  can  see  the numbers are  in  
front of you  for two quarters R s.  32. 84  and  R s.  35 . 72 crore ,  so  reasonab le  estimation  I  
am  sure  you  can  do .  
 
Ma lik 
 
O kay,  I  want to  know one more  th ing .   I  want to  know what is the contribution  from  
G MA C  side  in  your R s.  68 . 56  crore  revenue for the  ha lf-year? 
 
P ramod 
 
W e have pub licly stated  earlie r that the  G MA C  order,  wh ich  is around R s.  50  crore  for us 
and  it is be ing  revenued  at the  rate  of a lmost equa lly over 48  months. ,  S o  about you  can  
take  a  figure of anywhere  between R s.  6 . 5  to  7 . 5  crore .  
 
Ma lik 
 
O kay,  one  more  question .   H ow m any new pro jects your company is go ing  to  b id  for and 
what is your expected  success rate  in  that? 
 
N ira j 
 
O ur average  sa les cycle  wou ld  be  anywhere  from  five  to  six months,  and  in  the  first six 
months of th is year,  we have  b id  for more  than  60  pro jects.   N ow in  te rms of success 
ratios,  it is d ifficu lt to  say,  but I  can  just share  th is figure  that we have b id  for more  than 
50  pro jects.  T h is is on  the  products area  and  th is is from  a ll a round  the  world .   It is not 
centered  around one  reg ion ,  but it is across mu ltip le  geograph ies,  continents,  and  
countries.   S o  we have  started  see ing  some resu lts as we have announced a  coup le  of 
wins wh ich  have  happened in  the  last one  or two months.   W e are  qu ite  confident of 
many more  wins like  th is in  the  current quarter a lso .  
 
Ma lik 
 
I  want to  just know that what will be  your cap ita l expend iture  for F Y 06? 
 
P ramod 
 
F Y 06 ,  we shou ld  tota lly have  about R s.  8  crore .  
 
 



 
Ma lik 
 
R s.  8  crore .  O kay,  thank you ,  S ir.   B est of luck for the  com ing  quarters.  
 
V ishnu  R .  D usad 
 
T hank you  very much .  
 
Moderator 
 
T hank you ,  Mr.  Ma lik.   N ext in  line  we have Mr.  Jayesh G andh i from  B irla  Mutua l Funds.  
 
Jayesh G andh i 
 
H e llo ,  th is is Jayesh G andh i here .   F irst of a ll,  congratu lations on an exce llent set of 
numbers.   A ga in  pretty much in  line  with  what was expected .   I  have  just one  question .   
W ith  the  cash  kitty at your end  increasing  every quarter,  a re  we looking  at acqu isitions 
and  what strategy do  you  have  in  m ind  for that,  if you  cou ld  just e laborate  on  that? 
 
V ishnu  R .  D usad 
 
A s far as strategy on  acqu isitions is concerned we are  very much open .  If some good  
product company com es our way and  we find  it interesting  and  if the  cu ltures of the 
company m atch ,  etc. ,  etc. ,  then  we wou ld  be  very open  to  that kind  of an  idea .  A nd  
para lle lly,  we are  a lso ,  as we mentioned  in  the  earlie r part of the  ca ll that we are  getting  
slightly more  aggressive  on  investment on  the  product front.  S o  that wou ld  further g ive  
us better utiliz ation of th is cash ,  and in  any case we do  want to  keep some reasonab le  
cush ion  for ourse lves so  in  case there  is a  bad patch  for a  coup le  of quarters,  we shou ld  
be  ab le  to  see  it through without affecting  our investments on  the  product front.  
 
Jayesh G andh i 
 
O kay,  thank you .  
 
V ishnu  R .  D usad 
 
T hank you ,  Jayesh .  
 
Moderator 
 
T hank you ,  Mr.  G andh i.  N ext is a  fo llow-up question  from  Mr.  D ipen  Mehta  of D ipen 
Mehta  S hare  and  S tockbrokers.   G o  ahead ,  S ir.  
 
D ipen  Mehta  
 
I  just wanted  to  know a  little  b it more  about the  services business because you  d id  say 
that that was basica lly most of it was onsite .  S o ,  I  just wanted  to  understand if it is just an  
add-on  service  wh ich  will move more  or less in  line  with  the  growth in  the  products or is it 
a  separate focus area where  you  are  operating a  n iche service  onsite?  C ou ld  you  just 
g ive  an  overview of that particu lar business and  what are  the  ma jor growth drivers over 



there  and  how you are  do ing  the  marketing ,  and  how you are  trying  to  be  more  
competitive  in  that kind  of business? 
 
R  P  S ingh  
 
A  la rge  part of it wou ld  be  independent of the  product,  but defin ite ly in  the  banking 
doma in  and  services,  it wou ld  include  the  entire  variety.  For instance ,  of course  for 
trad itiona l eng ineering stuff like  custom iz ation  and  supporting imp lementations 
worldwide  from  our hub  in  S ingapore .  S ingapore  is our la rgest team  engaged in  services 
and  it is supporting  nearly 100  countries from  there  for one  of our la rge  customers in  
mu ltip le  app lications.  It is about 60  to  70  app lications,  wh ich are  supported .  T hat is one  
activity.   In  add ition  to  that,  we a lso  run  pro ject management services for a  handfu l of our 
la rge  customers,  and  as mentioned  last time ,  we have introduced testing  services as yet 
another capab ility and  that is a lso  be ing  dep loyed  for various testing engagements in  the  
A sia  P acific and  in  A merican  area .  
 
D ipen  Mehta  
 
W hat,  if you  d id  a  R s.  22 to  23  crore  is what we d id  in  services in  Q 2.  . H ow much wou ld  
it be  because we d id  R s.  14  crore  worth  of product,  most of th is will be  d irectly linked to  
product? 
 
R .  P .  S ingh  
 
I  th ink,  litera lly,  they are  independent of each  other.  
 
 
P ramod 
 
I  wou ld  like  to  mention  here  that the  product includes product-re lated  services of 
custom iz ation  and  imp lementation .  
 
D ipen  Mehta  
 
O kay,  what you  are  te lling  is that pro jects are a  comp lete ly d ifferent d ivision  and not 
re lated  to  products.  
 
P ramod 
 
N o ,  they wou ld  be  separate .   T here  cou ld  be  a  customer who has taken some products,  
like  the  customer in  S ingapore  has a lso  taken a product from  us,  but the  la rger part of 
the  business with  them  will be  pro ject-based where  we do  a  standard  app lication  
deve lopment and  subsequent ma intenance .  
 
D ipen  Mehta  
 
A nd ,  if you  cou ld  d isclose  in  terms of revenues product wise ,  a re  you  d isclosing  that,  o r 
even  approximate ly like  C A S  wou ld  be  how much ,  percentage of the  12. 83  wh ich  we d id  
in  Q 2? 
 
 



 
V ishnu  R .  D usad 
 
Large ly,  we are  two ma jor product lines,  one is the  F innO ne su ite ,  wh ich  is in  the  lend ing  
space and  the  other is the  C ash@will wh ich is the  who lesa le  banking  and  cash 
management so lution .   W e ll,  C ash  is a  recent product for us.   It rea lly started  in  2002-
2003 .   W e don’t g ive  these exact numbers,  but we cou ld  separate ly furn ish  them  to you .  
it’s not an  issue .   N orma lly,  I  wou ld  say that today maybe out of the  about R s.  12 crore ,  
about 25%  is now com ing  from  C ash ,  but it can  change because the  la rger amount and  
orders do  count at the  moment.  
 
D ipen  Mehta  
 
T he  idea  was to  understand the  dependency.  My idea  was that we try and  look at client 
concentration  and  I  was just trying  to  understand product concentration ,  how wou ld  that 
move because end  of the  day that’s one  of the  risks associated  with  a  product company.   
S o ,  if you  cou ld  throw some more  light on  the  product concentration? 
 
V ishnu  R .  D usad 
 
S ee ,  the  two products,  p roduct lines that we have ,  Lend ing  and  C ash Management,  we 
are  at a  very very nascent stage ;  g loba lly,  the reta il assets wou ld  be to  the  tune  of 
upwards of $10  trillion ,  and  as of th is moment,  our product supports someth ing  like  $ 20  
b illion  worth  of reta il assets.   S o ,  we are  less than  1%  clearly.  
 
D ipen  Mehta  
 
O kay.   T he  other question  re lates to the  license fees for these products.  A t least some of 
the  products wh ich  have  been around for maybe  two or three  years,  have  you  genera lly 
been  ab le  to  increase the  list price  for these products,  if you  cou ld  just throw some light 
on  that count.   I  am  sure  each  product pricing  wou ld  depend upon a  lot of other issues,  
like  wh ich  modu les are  taken imp lementation  and  maybe  d iscounts for bu lk licenses.   I  
am  sure  you  wou ld  have  a ll those  permutations and  comb inations,  but just to  get a  fee l 
of,  a re  you  ab le  to  se ll the  same coup le  for 10%  more  than  what you  d id  last year or year 
before  last.  G ive  us som e input over there .  
 
N ira j 
 
Y es,  I  th ink over the  last year,  yes,  we have been ab le  to ,  we have obviously revised  our 
prices a lso ,  and  we have introduced some d ifferent comb inations of pricing  wh ich  
include  portfo lio -based pricing ,  include  user-based pricing ,  so  we have introduced these 
various comb inations.   W e have a lso  introduced the  increase in  the modu le  price ,  if 
there  is a  bu lk comb ination  the  customer goes in  for,  and  then  we have obviously some 
d iscounts.   H owever,  at a  macro  leve l,  yes,  we  have been ab le  to  not on ly increase the  
license  prices,  we have a lso  been  ab le  to  increase the  onsite  and  the  offshore  services 
price .  
 
D ipen  Mehta  
 
W h ich  are  linked  to  the  product sa les? 
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V ishnu  R .  D usad 
 
T hat is right.  
 
D ipen  Mehta  
 
O kay,  and  I  was just observing  in  the  top  ho lders ho ld ing  more  than  1% .  T here  is an  
A run  Ja in ,  is it the  same P o laris or… ? 
 
P ramod 
 
Y es,  A run  Ja in  was the  co-promoter with  V ishnu  and  Y ogesh A nd lay when they started  
out in  1986 ,  and  he  still has a  ho ld ing  in  the  com pany,  but he  is not associated  with  the 
management.  
 
D ipen  Mehta  
 
O kay,  thank you .  
 
P ramod  
 
T hank you .   
 
Moderator 
 
T hank you ,  Mr.  Mehta .   N ext in  line ,  we have  Mr.  R amesh D aman i from  R amesh D am an i 
F inance .   G o  ahead ,  S ir.  
 
 
R amesh 
 
G ood  even ing ,  V ishnu  and  your team .  C ongratu lations on a  good  quarter.   I  guess a ll 
our questions have  been answered ,  but I  just wanted  to  congratu late you  on  a  good  
quarter,  and  keep  it up  for the  next ha lf of the  year.  
 
V ishnu  R .  D usad 
 
T hank you  very much ,  R amesh for be ing  here .   I  was wa iting to  hear your vo ice  and  you  
have  not d isappo inted .  T hank you .  
 
R amesh 
 
N o ,  I  listened and  en joyed  listen ing  to  the  con-ca ll.  S o ,  thanks aga in  and  good  luck for 
the  next quarter.  
 
V ishnu  R .  D usad 
 
T hank you  very,  very much .  
 
 
 



Moderator 
 
T hank you ,  Mr.  D aman i.   P articipants who wish  to  ask questions,  p lease press *1  now.   
N ext in  line ,  we have Ms.  A n ita  N eg i from  Ind ia  Info  line .  G o  ahead ,  Ma’m .   
 
A n ita  
 
H e llo ! 
 
V ishnu  R .  D usad 
 
Y es,  we lcome A n ita .  
 
A n ita  
 
T hank you ,  and  congratu lations on  a  good set of numbers.  I  just have  some basic 
question  about your onsite-offshore  m ix in  terms of revenue and  your number of 
emp loyees dep loyed? 
 
P ramod 
 
W e are  slightly d ifferent from  the  standard  services company.   W e are  in  the product 
space and  if you  wou ld  like  to  have  numbers,  I  can  probab ly g ive  you  some kind  of 
numbers that we have about 160  peop le  in  S ingapore .   W e have about 50  to  60  peop le  
onsite  in  Japan a ll the  time .   W e may have som e more  than 15  peop le  in  the  U S ,  but it’s 
not rea lly so .   O ur numbers are  not dependent on  th is onsite-offshore  kind  of m ix and  
work because we large ly do  product imp lementation ,  for wh ich  there  is a  license fee  
proportion ,  there  are  d ifferent buckets of revenues of custom iz ation  and  deve lopment 
taking  p lace ,  so  th is pattern  does not rea lly ho ld  for us.  
 
 
V ishnu  R  D usad 
 
Let me just add  one  more  line  to  what P ramod has mentioned .   W hat we essentia lly end  
up  do ing  is whenever our peop le  are  free  from  pro jects,  they move into  product 
deve lopment,  and  likewise ,  whenever we need peop le  for add itiona l peop le  for a  pro ject,  
they move from  product deve lopment side ,  so that way,  we are  ab le  to  keep  our teams 
100%  occup ied .  
 
A n ita  
 
O kay,  thanks a  lot and  a ll the  best.  
 
P ramod 
 
T hank you .  
 
 
 
 
 



Moderator  
 
T hank you ,  Ms.  N eg i.  P articipants who wish  to  ask questions,  p lease  press *1  now.   A t 
th is moment,  there  are  no  further questions from  participants.  I  wou ld  like  to  hand  over 
the  floor back to  Ms.  P oonam  B hasin  for fina l remarks.   O ver to  you ,  Ma’m .  
 
P oonam  
 
T hank you ,  P arima la .  W e thank you  a ll for the  participation  in  our investors’ conference  
ca ll and  we look forward to  speaking to  you  in  the  next quarter.   I  now hand over to  Mr.  
V ishnu  for the  closing comments.  
 
V ishnu  R .  D usad 
 
T hank you  very much ,  lad ies and  gentlemen .   It was very n ice  to  see so  many of you  
jo in ing  in  for the  ca ll and it does encourage  us to  continue  to  exce l in  terms of servicing  
our customers as a  who le .   T hank you  very much once aga in .  
 
P ramod 
 
T hank you  from  a ll of us.   T hank you .  
 
Moderator  
 
Lad ies and  gentlemen .   T hank you  for choosing  W ebE x conferencing service .   T hat 
concludes th is conference ca ll.   T hank you  for your participation .   Y ou  may now 
d isconnect your lines.   T hank you  and  have  a  n ice  even ing .  
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