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Ladies and gentlemen, good day, and welcome toAthpro Limited Earnings Conference
Call. As a reminder, all participant lines will lie the listen-only mode. There will be an
opportunity for you to ask questions after the engation concludes. Should you need
assistance during the conference call, pleaselsignaperator by pressing “*' then ‘0’ on your
touchtone telephone. Please note that this corferém being recorded. | now hand the

conference over to Mr. Aravind Viswanathan. Thaok.yAnd over to you, sir.

Thank you, Inba. Good evening, and good morninglk of you. Wish you all a very happy
and prosperous new year. A warm welcome to allaf §o our quarterly earnings call. We
will begin the call with business highlights andeoview by T.K. Kurien — Executive Director
and CEO, followed by the financial overview by dtxecutive Director and CFO — Suresh
Senapaty. Post that, the operator will open thédgerifor questions and answers with the
management team. We have the senior managemenfeafipro present here to answer all

your questions.

Before Mr. Kurien starts, let me draw your attentio the fact that during this call, we may
make certain forward-looking statements within theaning of Private Securities Litigation
Reform Act 1995. These statements are based ongmamt's current expectations and are
associated with uncertainties and risks, which mayse actual results to differ materially
from those expected. The uncertainties and ristofachave been explained in the detailed
filing with SEC of USA. Wipro does not undertakeyasbligations to update forward-looking
statements to reflect events and circumstances thitedate of filing thereof. The conference
call will be archived and the transcript will beadleble on our websitewww.wipro.com
Ladies and gentlemen, let me now hand it over toKkdrien.

Happy new year to all of you. Good evening to ladl folks in India, and good morning to all
the folks who are calling in from North America.dta pleasure to talk to you. | am happy to
announce our results for the third quarter of fistd. We have achieved sequential revenue
growth of 2.9% in reported currency and 2.3% instant currency. We continue to see a
healthy pipeline in customers, especially in the WBo were previously in challenged sectors
are now more amenable to making discretionary imvests. While clients are still in the
process of finalizing their 2014 technology budgets expect budgets to remain stable or to
increase marginally. Within the technology spend,see increase in the change-the-business

budgets and pressure on the run-the-business lsudget
Account management continues to be a key areacasf@ur top 5 customers grew 4.7% and
the top 10 grew 3.8% sequentially. We saw good grow Healthcare and Life Sciences

7.6%; Financial Services 3.1%; and Energy & U&kti4.8%.

From a geography perspective, we also saw stroogthrfrom developed markets, with US

growing @3.2% and Europe growing @5.4%. We seeirnged momentum in our Global
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Infrastructure business, which grew 5.6% sequénti@iven the quality of the pipeline and
the order book, we expect the Global Infrastructowsiness to grow faster than company
average.

This quarter, our BPO business also turned suliglignipositive, and we grew 4.1%
sequentially. Overall, all the service lines, imthg Product Engineering Services, 3%, fired

fairly well for us.

Along with this business growth, our customer $atiSon also has been improving. Last
quarter, we have improved our customer satisfadgtidex by 4% compared to the same period
last year. As of this quarter, | am happy with thegress, and we continue to make

investments to position ourselves for the future.

I will talk a little bit about the key themes wellbe focusing on in the enterprise level. An
evolved digital strategy to deliver consistent useéeraction has become increasingly critical
for both acquiring and managing end-to-end custsm&Ye are making investments in
consulting platforms and intellectual property tettbr leverage our existing capability in
customer experience, analytics and mobility. Thidistic approach has delivered desired

outcomes with 4 new accounts this quarter.

On the back end, we see customer demand for praiegsification, standardization and
automation. Our proprietary ServiceNXT platform eeides Application Management,
Infrastructure Management, Cloud and Security dpers. in an integrated fashion. This is
delivered through a combination of machine learrdng hyper-automation. Last quarter, two
customers signed up for this, and they are seeniggs up to 40% beyond the labor arbitrage

savings.

As we drive these fundamental changes, our empdos@®ain engaged. The latest employee
survey conducted last month indicated the emplagsfaction had improved almost across
the board compared to our 2011 survey.

Thank you very much for your time, and | will nowrd it over to Senapaty. Thank you.

Good day, ladies and gentlemen. Before | delve o financials, please note that for the
convenience of readers, our IFRS financial statésneave been translated into dollars at the
noon buying rate in New York City on December'32013, for cable transfers in Indian
rupees as certified by the Federal Reserve Boarlest York, which was $1 equal to
Rs.61.92. Accordingly, revenues of our IT Servisegment that was $1,678 million or in
rupee terms Rs.103.27 billion appears in our egmirlease as $1,668 million based on the
convenience translation.

Page 3 of 19



WIPRO

Applying Thought

Moderator:

Joseph Foresi

T.K. Kurien

Joseph Foresi:

Wipro Limited
January 17, 2014

Total revenues for the quarter were Rs.113.3 billen increase of 18% year-on-year. Total
net income for the quarter was Rs.20.15 billion,raotease of 27% year-on-year. Excluding
the impact of non-recurring expenses related tsatem of Wipro-branded IT products, net
income grew 28% year-on-year.

In IT Services, our revenue for the quarter Mecember, 2013, was $1,678 million,
sequential growth of 2.9% on a reported basis. \&& $trong growth in Healthcare, Life
Sciences and Services business unit. The revemudhei business units grew by 7.6%
sequentially. Operating margins for the IT Servicesgment continued the strong
improvement. Our efforts towards increasing opereti efficiencies in the business yielded a
margin improvement of 54 basis points. We see lalesfaricing environment. However newer
deals are competitive. Coupon rates are not ur@sspre, but the customers are seeking more
value for money.

On the exchange front, our realized rate for tharignm was Rs.61.53 versus rate of Rs. 61.73
realized last quarter. As of period end, we hadual$i.5 billion of outstanding foreign
exchange contracts.

Our IT product business grew by 2% on a year-on-gaais. IT products revenue and margins
were impacted by the cessation of manufacturingMifro-branded desktops, laptops and
servers. The effective tax rate for the quarter ®a% as against 22.9% in the previous

quarter.

For the quarter, we generated operating cash ffoRso14 billion, which was 70% of our net
income. We generated free cash flow of Rs. 12l&bjlwhich was 62% of our net income.
We will be glad to take questions from here.

Thank you very much sit.adies and gentlemen, we will now begin the queséind-answer
session. Our first question is from Joseph Forésiamney Montgomery Scott. Please go
ahead.

I was wondering if you could talk a little bit aktoclient behavior over the last couple of
weeks. Any thoughts on IT budgets and spendin@®d# vs. 2013?

Overall, what we are seeing right now is that ibisadly steady to, | would say, marginally
positive. Again, we do not have all the data polmsause we are still collecting them. We
expect to have a clearer picture by the end ofalgnBut if you look at our customer base we
have covered about 35-40% of our customer baseésthdtat we are hearing from them.

Does that translate into a better potential outlémkthis year vs last year as some of your

competitors have put out there?
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Absolutely, no question about it, because if | latkthe demand environment, the demand
environment is clearly better. There is going todsessure in terms of pricing and value
clearly on the commoditized services, we are geéingee more and more of that as you go
forward. But discretionary budgets have started ingmin. The only problem with
discretionary budgets are that they are typicaltytivo quarters. We do not see any of those
long-term projects that we used to see in the algsdoming back. So to that extent, we just
have to remain agile. Our bench strategy has ta hbile different, especially for onsite, so
that we can be flexible when customers need it.dlr than that, | am not seeing any other

change in the market. But clearly, the demand enwirent is up from last year.

Are you seeing any shift from the traditional ADM®k to SaaS, how is that impacting your
models as people make that transition? Becauseow khe potential recovery this year is
going to be different than in the past. But | ammdexing how that fits into the full mix.

So for us, it is extremely critical that the Applion Management business that we have, we
have not yet seen a secular decline in that busibesause of the cloud, we have not yet
started seeing big impact of that. We are seeing the edges, we are seeing it in HR, we are
seeing it a little bit on CRM, but we are not sgemsecular trend. But what we are clearly
seeing is we are seeing opportunities, which areimg up where people want to variablize
their cost with or without the cloud. And that idarly big trend. So to that extent, | would
assume that from our perspective, the challengeitthpses for companies like us is that to
our risk profile quite a bit. But if that is the wéhe market is growing, we have no choice, but

to embrace that.

And then the last one for me, maybe you couldgis us an update on how you feel like you
are progressing towards returning to industry ghowtes at this point. | know you have put
some targets out there before, but maybe you gostdgive us an update on your movement

in that direction.

So we are fairly positive about our movement. l&iyook at the past couple of quarters, we
have been performing above average as far asdhstiy is concerned. To that extent, we are,
kind of, pretty happy about what we have done dher past couple of quarters. Our Q4
guidance also is with you. So to that extent, yan see where we are going to all land up.
Going forward, our ambition would be to make sunattwhether it is changed demand
environment, better execution and a market shame, gee expect that next year would

certainly be better.
Thank youOur next question is from Sandeep Agarwal of EdelsveéPlease go ahead.

Yes, | have a couple of questions for Kurien #reh probably one question for Senapaty. First
question is what is the different trend which yoe seeing in the IMS space, we have always

been very strong in this space, but probably hafeezas on emerging markets, and Africa has
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not let us a lot of benefit in past 3 quarters, bthink that is catching up now, so what is
differently happening there? And secondly, if yanglease throw some more light on the
digital space. | understand you are saying thatocusr interaction is becoming critical. But |

am a little worried that the current architectwjch are there in place, will they support the
big data going forward? And whether the client isntally prepared to spend that kind of
money again? Is privacy still a big concern? BeeamBen we are reading a lot of technology
reports, there is still mention about privacy adies being very aggressive. So if you can

answer these 3 questions.

There were three questions the way | understoddrie is on the Infrastructure space, what is
different. Second question was in privacy. Andtthied was in Digital. So G.K. Prasanna, who
has taken over the leadership of this particulairmss is right here with us. And since he is
the doyen of the Infrastructure space, he can gitea sense of what has changed over the
past couple of years.

Thanks, T.K. Firstly, Infrastructure Serviceslugdly is a very large space and it continues to
be very large. And it is been fairly secular for iasterms of various sectors where it is

growing. But particular to this quarter, we havallse had good growth in Healthcare, Life

Sciences as a vertical, and Europe is strong nowessee quite of lot of traction in Europe.

What has changed? Apart from the usual pressumdstn all the transitions that we have now
are all transformation-led. So there is a veryrggrsansformation component in them, process
transformation, technology transformation, lot ohsolidation and integrated delivery right

now, including private and public cloud and on-pigansegment. So there is a fairly strong
component of transformation that we have seen istmb the contracts that we do now.

Pipeline is healthy and is growing. We are conftdeinthe space we are in, the results are
showing that at this moment. Back to you, T.K.

On the Digital space, | will give you a quick viefwhat is going on. Fundamentally, we see
opportunity. If you look at three phases of custoawguisition and retention as being building
a pipeline, executing and converting the pipelind post-sale experience, ultimately, what we
see is that we see both the physical channel andidital channel kind of merging and data
from one being used in the others. That is redily big play that we see in this particular
segment. Fundamentally, what we are doing is mgldntellectual property around this and

offering this as a service. Now the top line frdmttsegment is not going to move the Wipro
meter very significantly over the next couple ofage but we clearly see that as an
opportunity, whereby we address that completely alass of buyers, and that is important for
us. So as waddress a new class of buyers, and the new cldssyefs starts investing more

and more in technology, we believe we are in a pokgtion to really exploit that segment. So
that is the play there. Is privacy going to be ssue? Absolutely, yes. But before we have
privacy issues, there are many other companies plénp on the net, who have far bigger

issues than we do. So to that extent, | think whafoing to happen is there are going to be
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rules that are going to come out as far as priv@cpncerned. It is not going to be immediate.
There is too much of vested interest in that ong.der a period of time, clearly, privacy will
become an issue, and that will challenge someeo$téindard models that we see today.

And the last question was on the architecture sBlecause most of the systems and
applications on the architecture side may not sttpppe big data which is coming in, so are

client ready for that kind of spend?

I will ask K.R. Sanijiv to answer that question. Bais an expert in the analytic space, and he

can take a view on that.

You are right, the architectures, which are auttyein place in most of the organization will
undergo a change, primarily because of the kindaté volumes and the kind of real time
nature, which is creeping into the application gpe®o you will definitely see a much more
multi-tiered architecture, replacing the existinggge-tier architecture, which exists typically
in the data space. And this multi-tier would be sisting of the conventional tiered standard
historical data layer. It will also consist of & laf appliances, which will speed up the data
processing, which is required in a real time envinent. And then thirdly, obviously, the
unstructured data, the data which is in a largemel, which needs to be stored and analyzed.
You will see a migration of the current architeetimto this kind of a multi-tiered architecture

to handle all these digital and the data volumésghvare creeping in.

Sanjiv, do you see artificial intelligence alsoesuting beyond robotics the way it was pre-
Lehman time. Post-Lehman actually, it all went awagrticularly the financial services time,
so do you see artificial intelligence becoming manel more relevant other than robotics, or it
is still mainly robotics?

Can we do one thing? At the end, if other peopleetesked a question at that time, we can

always answer that question if you do not mind.
Yes, sure. Go ahead..
Our next question is from Moshe Katri of Cowen.aBke go ahead.

This is a question for Suresh. Margins were up eetigly in IT Services. Can you talk about
some of the pluses and minuses that kind of drosteaage on a sequential basis? And then in
that respect, can you give us any kind of big pestatement about the outlook for margins

for the next 6-12 months?
Moshe, it is quite simple, so far as last quartas woncerned because the deltas we had on

currency or offshore was 10 basis points here hatkt Largely, all of it has been basically

productivity improvement. When you are talking abstandardization at the core and putting
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in a lot of productivity tools to be able to makeesthat the deployment, it does not have to be
as much as it was in the past, Hyper automatiaa ealled. | think all this has led to this kind
of margin improvement. It has been a journey fateggome time and still much more to be
accomplished. So, as you go forward, our expectasiovhile in the shorter term, there can be
some kind of plus and minuses, but on the mediutoriger term, we would expect that to
have a positive bias on an organic basis.

And then can you talk about some of the large dealsaybe quantify the number of large
deals that you won during the quarter. How does ¢bepare to the last quarter or two? And
then maybe talk about which verticals where you sgeing the most success in terms of
winning some of these large deals? And then in ¢batext, comment on your deal pipeline

for the next 6-12 months?

Moshe, if you look at the kind of deals, we havé sitared the number of deals or the order
book, etc. But it has been as decent as it waseipast few quarters, and it is looking good as
we go forward. | think the pipeline is also goocidAmost of the drivers that you have seen is
coming from Life Sciences, Healthcare, it has cdrme Global Infrastructure Services, it has
come from Financial Services and also in E&U vailtiSo these are the verticals, which has
given us a lot of kickers. And as you go forwardme of these particular verticals will
continue to be the growth drivers. So we have direseen traction on the GIS piece of the
business this quarter. We also got good growth fBR©O. We saw America coming back
because we had some kind of mutedness in the grewthwe have got some positiveness in
US. We are investing clearly in the Continental dpar, as you know, that we have a local
leadership established. And from that point of viewe are investing for the future in all new
geographies where we are underpenetrated todayefdhe, we think as you go forward, the
optimism continues to hold good.

So Moshe, it is pretty clear. If you look at thegsent that have performed last quarter,
Healthcare, we had an outstanding quarter; BankimdyFinancial Services done well. If you
look at our hunting pipeline, our hunting pipelineed our hunting wins in this quarter
compared to last year has absolutely doubled mgef new logos. And if you remember the
approach we laid out a couple of years ago wherstaged, this was that we only go after
accounts that we want, which are going to giveursvay for growth. To that extent, it has
been harder than we planned it out to be. But lgletlre ambition is clearly there, and the
hope is there that it will probably be more sucfigsSo that is broadly the kind of strategy
that we are following here.

And then just last question on Financial Servitdésiow this is a vertical that Wipro has been
trying to expand into. Can you talk about the pesgrin that strategy in your view? And then
how much of that success down the road is goingetattributed to your success in terms of

penetrating some of the countries in Europe, eafgdn Western Europe?
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I will hand it over to Shaji Farooq, who will takieat question.

It really goes back to T.K.’s comment earlierttbae of the secular trends we are seeing is the
shift of spending from run-the-business into chathigebusiness in our projects. And what we
have done is several things. One is we have renéweed on driving capabilities and domain
knowledge and creation of artifacts across abouwrlI® different themes, which we think are
extremely germane in the current context. Exampales things like risk and compliance,
simplification, resilience, payments of course, leamanagement. So these are areas that we
intend to invest in and drive our competency irg are believe this will support our growth.
We are also looking at how we should realign ouiveey engine to deliver very successfully

and repeatably as we move increasingly towardshhege-of-business kind of projects.
Thank you.The next question is from Sandeep Muthangi of lIPlease go ahead.

| was wondering if you could give us a similar aalbat you have already given on BFSI on
the other verticals and cover some of the challergel the demand trends that you are seeing
in these verticals? And probably summarize it uphvthe verticals where you are most

positive on and where you are a bit more cautious?

I will hand it over to Sangita to talk a little kibout Healthcare and Life Sciences. And | will
go to Ayan Mukerji who is on Telecom. And if youeanappy with those two, then you want

more, we can always have Bala on the line. Butuld/ask Sangita and Ayan.

In the Healthcare and the Life Sciences, in Wih Wipro strategy, we are continuing to see
momentum around mining of our large accounts. Huoeisd big growth momentum has really
come from our differentiated domain solutions that largely around four themes — one,
which is patient-centric consumerization; secondjictv is digitization, building digital
marketing platforms for our customers; third, whish compliance; and fourth, which is
innovation around R&D. We believe our twin strateggund mining our existing accounts, as
well as our differentiated domain solutions thatyide relevance to our customers would be

the basis for our growth.

As far as Global Media and Telecom is concernedslill give you the color across the the
segments that we operate in. If you look at theroamication service providers, we continue
to show strong order book and strong revenue groavtth our deals are essentially in the areas
of transformation, which is almost 50% of our dealsd the balance across cost savings and
customer experience. We are also seeing a lotrofergence between IT and networks. As far
as media is concerned, we continue to show stroogth too across the sectors of media,
cable and satellite. And our focus continues tomeligital marketing, online education, media
analytics and studios. And last and not least,aasa$ our Telecom equipment vendors are
concerned, that industry is stressed at the moriféatare seeing considerable stress as far as

R&D is concerned. But on a holistic basis, we aundi to see, as far as Global Media and
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Telecom concerned, we continue to be optimistic stagt with similar run rates with the rest
of the company.

From a manufacturing perspective, the tech seuatbich has been traditionally a problem for
us has bottomed out. | would say that what we ave seeing is improved account mining. We
have had increased market share in some of oumdopunts. We have at least one account in
the $100-million segment now and we have accotnsare more than $75 million for us. So
the account mining strategy has paid off quite ifigantly for us. Where we see the
opportunities going forward is in terms of our eptese customers wanting to move to the
cloud as part of their variabilization journey. Téés a significant push towards manufacturing
companies wanting to be more agile in the currentrenment, and we see that as an
opportunity, and that is being reflected in theefiipe. We have a fairly robust pipeline and
this time around in the US as well; US has beeditteanally not strong for us in the last 8
quarters or so, but we see recovery in that spaeeel. So overall, it is looking better than it
was in the past. We still have some ground to cavderms of catching up with industry
growth rates. But with the tech sector returningtdeast flat to marginally positive growth,

we are a little bit more optimistic about the cogguarters.

Just one question on the kind of demand commettiatyyou mentioned. We have seen quite
a few companies talking very positive about the alethconditions for the next year, including
discretionary spending in the digital stuff. Jusé@uick question on that, do you think we will
see the usual demand pattern where the first hatfilich better than the second half in the
sense that we will see a front-ended kind of a yeaFY '15, or what do you think the initial

indications are?

Sandeep, | think that question is a little too yé&ol call right now. So to that extent | prefer to
wait. We have just finished the half of the firsbmth. It is a little too early to call which way it
would go. In the April timeframe when we have thal | think we will have a fair idea of

which way we are heading.
The next question is from the line of Manish Hemnajof Oppenheimer. Please go ahead.

In your guidance, how much contribution have yoldahin from Opus acquisition, and what

contribution do you expect from Opus in 2014?

So last year, Opus top line was roughly in theaegf $43 million. Therefore, we estimate
that we are going to do it in the full year. Foe tuarter, we do not specifically guide what we
have baked in. But that is what we did last yeam ¥ould use your own estimate to figure out
how much is included as part of the guidance.

BPO showed good growth this quarter versus thentéoend. But ADM challenges seem to be

continuing. Can you dig a little bit deeper into Mbn the discretionary side and maintenance
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side? And how do you see piece of business playitg@ver the next year or so, especially as
we see a shift to SaaS model?

We see ADM business long-term going back to thepzom growth rates. We do not see that
kind of drag the company growth rates like too mugt to that extent, | guess, we would see
the turnaround in the next couple of quarters. Agdin, if you look at the ADM growth, it is

dragged the company average by roughly about omeipige point.

Your headcount levels were down sequentially thiartgr, we have not seen this in the last 8
quarters or so. What would you attribute that tofl &an you throw some light on your hiring
plans for the March quarter and maybe for the oé¢hhe calendar year? Also in the past, you
have talked about attrition range of 13-15% that yave been comfortable with, but this
quarter was above that, how are you looking to egkithat?

Let me answer the three questions. Number one terins of headcount, given the levels of
utilization that we have, we are fairly comfortatibat we can meet future demand. Our hiring
for last year continued on plan, we have not chdrgesingle number as far as hiring is
concerned. We have not deferred our hiring, weicaoatto hire exactly as we planned. This
year too we do not expect to see any changes o lpattern. And our belief is that long-term
secular hiring is far more important than shortrtdrursts. So we would continue to hire at the
same levels that we hired last year. We do not @xpebig change there, and we have
communicated the date to all the colleges that reehaing from, and we expect to remain
with the same. As far as the absolute headcounbigerned, the key is that for us it is
important that as we drive productivity, the mixtbé workforce has changed. We need more
people in front of the customer, more architectsialls, more people with more integrating
ability. And to that extent, the number of peoglattwe require at the back who are doing
regular coding is not going to be at the same legelve have seen in the past. So there is a
shift in workforce. So the traditional pyramid thve¢ see, especially with change-the-business

project is more like an hourglass rather than angtklse. It is more heavier at the top.
Thank you. The next question is Edward Caso of $\&dirgo. Please go ahead.

I think you talked about the US being relativetyosg, but did not mention anything on

Europe. What are you seeing particularly in Européhe discretionary side?

On the discretionary side, Ed, what we are seentyvo things. If you look at the demand
environment, US is strong. And UK, kind of, tendddg US by roughly about 3 to 6 months.
That is simply the way it works. Continental Eurppe& have seen bits and pieces of activity
driven primarily by industry segments. So there &@me industries, some part of
manufacturing which remains challenged, but dismnery spend is still very, very tight, yet

others which are kind of opening up their walletitke bit.
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The next one just on BPO. | was wondering if yowldotalk a little bit more about the
success, particularly in the BPO area that you leagkthis quarter; where you have seen the
strength and what has been driving it.

I think there are a couple of areas where we haee strength. Back office processes, we are
clearly seeing a significant level of strength eéheBut again, having said that, Ed, we really
like to grow BPO at an extraordinary rate. We thinks a little too early to kind of declare
success out there. We had one quarter of perforena®eing forward, we expect to see the
performance continuing, but | would rather watcld avait before | declare success as far as

BPO is concerned.

Then just on M&A, can you remind us what your siggtis there, particularly after you did
your first transaction | think in a little while,hat are you looking to get out of your M&A
program?

It is pretty simple, Ed. Our M&A program is prettyear. There are three areas that we are
looking at; #1 is new capabilities, #2 is new gepiries and #3 would be new vertical areas.
When 2 out of 3 can come together, then it makaseséor us to do it. If 2 out of 3 do not
come together, it just does not make sense. Souflgok at Opus, the acquisitions that we
have made recently, we consummated that only tlistim Last quarter's revenue does not
include anything from Opus. Fundamentally, whatgeaqed was an extension of our mortgage
portfolio. Shaji can give you a little bit of coloon strategy behind that, but that is

fundamentally what we are trying to do.

The focus really is to provide a holistic set s#rvices. And if you look at the kinds of
acquisitions we have made in the mortgage spait&llyy it was focused on building certain
product capabilities, and that is a story that éaslved very well for us, and continues to
evolve well. Opus extends our capabilities whertdines to providing BPO services for
mortgages, and in fact, raises the bar as well usec&# takes us into the space where the
services are of a higher value, focusing on riskhaggment. So | think that is a classic
example. Also something to keep in mind is thas tlsi also the kind of business that can
benefit from what Wipro brings to the table. So gan automate things, we can do things
differently and more efficiently, and so the condiion tends to be a winning combination,
and that is why it made a lot of sense to do thisiqular deal.

And then just the last one is a clarification gigsbn the IT products business. What should
we be looking for from this segment — is this goiadbe wound down or are you going to keep
a component of maybe the IT products and hardwekyou deliver in systems integration

type deals reported in that segment?

As far as IT products are concerned, | will giveoiSoumitro to answer that question. Because

most of the market as far as IT products is rehlljia, and to a large extent, the system
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integration deals that we do. So Soumitro, who romsIndia and Middle East markets can
talk to you.

Our positioning and value proposition in Indiavexy, very different from what it is globally.
So here, we are providing to our customers a camplackage of products, which is hardware
products and software products, as well as softwareices, and we are classically a system
integrator. So typically, any hardware which gei&iswill be services-led. Classic examples
are what we do for bank is, core banking segmesfsecially in the public sector unit, where
the customer is really looking at a turnkey soluti§o typically what we are providing is a
core banking platform, the infrastructure and ladl bther software products which go around
it. So our positioning is very clear, that is ty,s8l positioning, and on products, it will always

be services-led product.

So you will still be reporting some revenue in Ifogucts business moving forward, even
without you manufacturing the Wipro-branded hardy?ar

Absolutely. What we have done is that we have dxitee PC business, but we continue to

report some revenue in the IT product side as wgydtem integration deals.
Thank youOur next question is from Keith Bachman of Banivafntréal.

In your comments this morning, you suggested #mir growth rate will improve this
calendar year versus last calendar year, and Wjast to confirm if that is true. But as part of
that, you are suggesting that ADM growth, you thimK pick up. | am not sure why it will
pick up, because the forces that | have identifirefuding SaaS business models, | do not
think that changes. So if you could just talk abitvgt growth rate, why you think growth rate
pick up this year? And in particular, why do younth ADM improves? That is my first

question.

Keith, it is pretty simple. As far as ADM is conoed, we are really playing a share game
there. And as the bottom end of the pyramid getsneoditized, what happens is we believe
that both from a product perspective, we talkeduals@rvice mix. We believe we have a
unique proposition where we can really provide edéhtiated product at a completely new
price point, and we think because of that, we Hsen winning share. The second component
of what you ask about the cloud, the cloud is cgmamd clearly eating up a lot of the
applications on the edges. But fundamentally, today restricted to two areas — one is on the
SalesForce side; and the other one is on the HB Jitlis is where you are seeing big
implementations going on. In both these cases, thargh the per unit implementation for us,
the ticket size is not as big as the old deals Wetused to get, we still see plenty of work
happening on the front end in terms of integrat®o.that is an area of opportunity for us. So
really, what has happened is the pool has moved fsoe end, which is typical application

deployment in the past into more consulting on fiteat end when it comes to business
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services. So to that extent, we do not see ovéhalapplication management bucket actually
coming down.

And you talk about growth rates improving thisayeversus last year. Would you anticipate

being at market growth rates this year?

It is a little too early to comment on that becattéewe do not give annual guidance. #2, all |
can tell you is, sitting where | am right now, we &learly more comfortable now than we

were last year at the same time.

Let me ask a margin question, because you saidgticipate some of the automation factors
helping margins, but | want to press on to two sréd, you said the clients are looking for
more value from engagements. It would seem thaiskates into better pricing per unit of
work. And then secondarily, you have also suggesitatlin terms of the hourglass analogy
that in fact there needs to be more onsite wottkiflkt is the translation. So why would not

those impact margins in a negative way?

We did not say it would impact margins in a negativay. | think what Senapaty basically

said was that it will be a narrow range with an apihbias on the long term.

Sorry, but | did not suggest you had indicatedml @asking why would not indicate it if you
have to put more onsite feet on the street and tfients are basically asking for pricing

pressure. In the near term, why would not thatslete into some margin pressure?

So | think there are a couple of reasons behindutmber one is if you look at our fixed price
project percentage, they remain pretty high. St extent, whatever money we make out of
automation and everything else, we keep the gdihat is one reason. Second is on T&M
projects again, our belief, really is that ultimgtevhat the customers look for is end-to-end,
cost of the value that they get on an end-to-enfept. So, for example, if | am working areas
which are cutting edge, the pricing that | gethattarea is significantly higher than what | get
on my average ticket size. So overall, we are p&ihfident that we have enough headspace

right now to make that comment.

Thank you.Our next question is from Pankaj Kapoor of Standaindrtered Securities. Please

go ahead.

The first question actually is on your India busiseln the services side itself we have seen a
good growth this quarter. This is slightly contraoywhat you and some of your peers have
done in the quarter and the outlook that they lgawen given the election year in the country.
So | am just trying to understand what grew/ degfemus in the India business, and how

sustainable do you see that in the next 2-3 qus&rter
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Pankaj, | must clarify before | hand over to SoumifThat the way we classify India business
is India and Middle East business. So with thabicdet me hand it over to Soumitro.

From a geography aspect, as T.K. explained, ooksl| after India as well as Middle East.
From a growth perspective, this quarter, both MédBbst as well as India have done pretty
well. If | look at Middle East, the growth has mipally come from two verticals or two
segments. So one is the oil and gas segment, tiee © the engineering and construction
segment, where there is a lot of investment whichappening in the geography. As far as
India is concerned, financial services has beerowty driver. And even in government, we
have had a couple of decisions happening our watgrims of the type of work, Infrastructure
services has been very strong. Traditionally, ididn we have been very, very strong in
Infrastructure Management services, which continBes the good news is that there is a lot
of opportunity on the application side as well. Ame¢¢ have seen some good traction,
especially in the financial services space arouaié dvarehousing and analytics, as well as
some of the applications which we have seen instgment, which is around production,
planning and control. So broadly speaking, botharehd Middle East have fired this quarter.

In terms of the sustainability, do you think thhe tindia business may not be sustainable
because of the election year in the near termogod think that because of our service mix, it

will turn out to be more of a normal year for us?

No, | guess, especially in the government sed¢hings will slow down, it has slowed down.
So decisions are going to be a challenge till dimk the elections are over. But | do not see
that impacting so much in terms of the financiavees segment, which has been our growth
driver.

My second question is on the overall outlook. Weehbeen doing quite well 2.5-3% kind of
sequential growth for the last 2-3 quarters. | wamdering which metrics should we be
looking at; which are you internally going to bectising on to take a view about the
sustainability of the growth, or a possible pickayer the next few quarters, if you can help
me with that?

It is very simple. Watch our guidance. | think thall give you a sense of where we are going

on a quarter basis.

So that is for going in next quarter, but like ien@ to take a slightly longer-term picture, —
because our headcount, as you also mentionedgélly not the lead indicator anymore, and |
take your point on that. If you can share some rothetrices that you might be clearing
internally which can be of some comfort or somectd us in terms of where we are in terms
of our movement?
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Pankaj, that is a tough one. | tell you why, beeawhatever data we share publicly, it is very
difficult based upon that to figure out our longneewhere we are going. At best, you can kind
of read in to our commentary, and you can pickromfcompetition on where we are winning.
That is pretty much all that I can tell you.

Pankaj, Jatin Dalal here. Even in past | think whiiring has been one lead indicator for
everybody, but that also would have at best haspuaious co-relation, because the people
used to adjust the utilization level for demandsuer supply. So it is at best a story of
intention. So from that standpoint, | do not thim& are giving any less or more data point than
what we were giving in the past. As TK mentionedr; commentary can be a good indicator

vis-a-vis the confidence into longer-term growtbrgt

Thank you.Our next question is from Trip Chowdhry of Globajuities Research. Please go
ahead.

| have three very quick questions for you. Fivet, talked about in the conference call a little
bit about mix shift of your employees. | was wondgrif | look at your business, | can
categorize employees into 3 very broad areas —tiamad skills, coding skills and maybe
architectural skills. Can you give us a trend abhaiere there is more demand and what kind
of skills between these three categories? Or if want to put some more categories, that is

fine. Then | have two more quick questions for you.

First, on the expert on the skill matrix that wesdavithin the company is Saurabh Govil. So |

will pass it onto him.

Trip, if | could get you right, you mentioned alidunctional skills, architectural skills and
coding skills. | think as we see more and more detaare coming from architect people who
are more customer facing, so | would also lookahain, it has a very niche skills which is
required. And based on the pyramid, the codingssKilthink there it is more and more of
automation coming, and that is becoming less. 8bighthe shift which is happening. Function

would remain the same it is, but the accent is mareustomer-facing people skills.

The second question | had was regarding the dedt®e conference call, we are saying that
large deal size have pretty much gone. | was thgkeéan you give us some sense about the

time duration of a deal?

Trip, the large deals have not gone. | do not thwekmade that comment. But | think | will go
back to it. Just to kind of give you a sense, thal dycle is typically still are sitting in 3-5 yea
timeframe. It is particular of commoditized work.

Last question | had was in the context of indabtstructure. | think in the month of

September, October timeframe, IBM offloaded théd@unit Daksh to some other company. |
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was wondering, what did IBM get it wrong, becausdane well, BPOs could be a strategic
differentiation and it could be a strategic weapondecommoditize something which is a
commodity. Any thoughts on that, where did IBM gong?

Frankly, | think that is a good question to asklo® IBM call, because, frankly, | have no idea.

It would be more like a call center as opposeth&BPOs that you talk about, more associated
with IT companies-largely in terms of end-to-enajpcts, which had pieces of voice, but

largely non-voice, back office and much more vadeling stuff that they do.
Thank youOur next question is from Sandeep Shah of CIMBagdgyo ahead.

T.K., as you have said that in the discretionside, the demand trends are actually moving
from the earlier trends of third-party software Iepentation, which were the large-size
projects to more a digital, which are smaller imte of duration. So it looks like that for us in
terms of a growth recovery in FY 2015, it wouldlaegely dependent on traction in the large
outsourcing deals. So can you throw some color tighthe positioning of Wipro as of today
in terms of those large outsourcing deals, thatgixou a confidence that we can now move to

industry level growth?

Sandeep, | think there are two questions if | usidexd and one is about Digital. Digital
ultimately what happens is if you are going to bevjgling the arms for Digital, long term, you
are not going to succeed in that game. It is readlya service that is of value. So | think what
we really are trying to do is build a componentteate a service around Digital, that is the
first part of the question. Because, really, forwe understand annuity revenue well. For us, it
becomes very difficult as an organization; as olWADis not tuned to handling short-term
ramp up and short-term ramp downs and high skiis, is the first part of it. The second part
of it is if you look at the deal sizes, our pipelinlearly reveals that our deal sizes have done
well. From whatever we see of large deals, we lsen a significant improvement. When |
say significant, it is a couple of Xs in terms of @ipeline in that particular segment. What we
really have to improve, and that is something tiatare working on right now is our win rate
in that particular segment. If we improve our warterin that segment, my own sense is that we

are off on a trajectory which is going to be vergry different.

It looks like that the growth has started comiag,what Pankaj was saying in the last 2-3
quarters, we have now 2.5-3%. Because the renewablid pipeline is also increasing. So
what is the status? How do you see this as a groigther going forward? And do you still not
believe that with the reorganization largely behitié win rate should have improved now?

If you look at our different segments that we hdwérastructure | think is now performing at

market, if not a little ahead of market in termswofhs. We have to catch up at the same win
rate at BPO.
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In terms of the sales and suppfirif st look at for the last three quarters, ishHa@een going
down. At the same time, we also mentioned that rgdrevesting in the front end. So can you

reconcile this?

Nothing beenreally going down, Sandeep. It is last quarter gase up by 0.2%, it is a
numerical kind of a number. So S&M really has nohg down. Support, yes, it is clearly
going down. But that is a part of driving efficignof the organization, but not sales and

marketing, we will not cut on sales and marketimg,are very clear about that.

Sandeep, if you see that number, it is largely mdoaverage number of the last few quarters.
So to that extent, there is no material differetioere, it is only quarterly, | would say,

aberration.

Jatin, just the last clarity in terms of what sad- the productivity gains has led to a margin
increase. So just in terms of utilization, if yaok at the last two quarters, we have a net
decline with that, we also had a robust growth &%2-3% Qo0Q. So utilization has not
improved in this quarter. | do agree that leavéhia quarter is higher, which could be one of
the factors for the same. But is it fair to sayt thva are stressing more in terms of productivity
gains than the utilization as headroom to movenufhé immediate quarter with the guidance
of 2-4%7?

Yes, absolutely, your assessment is correct,bibte which are happening simultaneously. #1,
we are using automation to reduce the human conmpasfethe work and on second, the

utilization, while on a headline number looks blafmit adjusting for leave is actually

definitely improvement. So it is both which havay#d role in terms of overall contribution to

operating profit.

Just take a quickeadline number; out of 0.5% improvement that we inaoperating margin,

0.1% came from exchange. And rest was operations.

So just to conclude, these productivity gaingpey may continue going forward, and there is

a likelihood that the employee addition on a netidhaven may not be very high in FY 15?

We do not guide on either hiring or closing headtpas you are well aware, Sandeep.
Fundamentally, you can look at the utilization nembwhich is in a very, very comfortable

territory for us to meet our demand growth. Andwitk continue to hire as per our need in the
market and as per our commitment to the campusas$itat is all | can say.

Ladies and gentlemen, due to time constraints,whatthe last question. | now hand the floor

back to Mr. Aravind Viswanathan for closing comnsent
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Ladies and gentlemen, thank you for joining th#. df you have any questions that we could
not take due to time constraints, please feeltegrite to us and we will be happy to answer

them. Thank you.

Thank you. On behalf of Wipro Limited, that conadsdthis conference. Thank you for joining

us, and you may now disconnect your lines.
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