
 

Centrum Equity Research is available on Bloomberg, Thomson Reuters and FactSet 

   

Synergy from recent acquisitions to power near-term 
TechM is a Tier-1 equivalent in Telecom and Enterprise Svcs and has strengthened 
its position with strategic acquisitions over FY13 (vCustomer, Hutch Global 
Services, Comviva and Complex IT). In verticals where it lags Tier-1 providers, 
TechM can target IT-Outsourcing contracts with mid-market clients while 
maintaining relationships with top-tier clients through niche services. We expect 
price realization to decline slightly over 2HFY13 as BT restructuring fees run out but 
bounce back as deals in transition currently move to billing. We initiate TechM with 
a Buy Rating and a price target of Rs 2,090 (13x 1-year Fwd EPS in Sep’14). 

� Tier-1 level capabilities in Telecom and Enterprise Services, niche in others: We 
think TechM’s management has a pragmatic approach - focusing on areas of 
strength such as Telecom and Enterprise Svcs where their capabilities match that of 
bigger Tier-1 peers. It has supported this strategy with carefully chosen acquisitions 
(which we expect to see results of over FY15). For other verticals such as BFSI, the 
strategy is to use chosen niches such as enterprise mobility to maintain relevance to 
Tier-1 clients while exploring larger deals for IT outsourcing with mid-sized firms 
that will want to be given high mindshare by their vendor.      

� Strategy to support increasing wallet-share with Telecom customers: The six 
pillar strategy in Telecom (IT, Networks, Infrastructure, BSG - Business Svcs Group, 
VAS and Security) will yield results as Telecom Service Providers are under 
increasing pressure to lower cost of operations as they invest in network upgrades. 
Acquisitions of Comviva and Hutch Global Services have also been towards 
supporting this strategy. The managed services deal with BASE in Belgium is an 
example of this strategy at work and we expect to see deal traction pick up over 
FY15 for Managed N/w Svcs and BSG both - with Customer Support in particular 
seeing very good growth.  

� Deftly positioning itself differently even for mainstream services: TechM’s focus 
strategy enables it to match Tier-1 investments thereby avoiding the disadvantages 
of lower scale – especially in Europe where its scale comes closer to Tier-1 peers. Its 
strength in Enterprise Svcs is maintained with investments in internal IP even as 
acquisitions such as Complex IT (in Brazil) increase its addressable market. In 
commoditized services such as Testing, TechM has chosen to differentiate with a 
focus on niche services, open-source tools and outcome-linked pricing. 

� Valuation and key risks: TechM’s EPS is understated as 24Mn of its shares (~10.4% 
of shareholding) are under the TML Benefit Trust. Even without adjusting for this, 
TechM is trading at an attractive valuation of 12.3x 1-year forward EPS. While there 
are near-term margin headwinds as BT’s contract restructuring fee for Barcelona 
and Andes contracts run out in 4QFY14, we expect this to be not as dilutive as many 
others view it. We assign a Buy rating, with a TP of Rs 2,090 based on 13x 1-year Fwd 
EPS at Sep’14.  A key risk is the potential loss of some contracts from BT as these are 
up for renewal. Other major risks come from the exposure to the global economy 
and the concentration of revenue in Telecom (47%) and Manufacturing (19%) 
verticals.  

 Target Price Rs2,090  Key Data  

CMP* Rs1,670  Bloomberg Code TECHM IN 

Upside 25.1%  Curr Shares O/S (mn) 233.0 

   Diluted Shares O/S(mn) 233.0 

   Mkt Cap (Rsbn/USDbn) 389.2/6.3 

Price Performance (%)*  52 Wk H / L (Rs) 1762.8/869.3 

 1M 6M 1Yr  5 Year H / L (Rs) 1762.8/199.8 

TECHM  IN (0.9) 70.6 82.7  Daily Vol. (3M NSE Avg.) 1369780 

NIFTY 3.6 8.3 5.9    

CNXIT Index 0.6 39.2 51.0    

*as on 12 December 2013; Source: Bloomberg, Centrum Research 

 

Shareholding pattern (%) 

 Sep-13 Jun-13 Mar-13 Dec-12 

Promoter 36.5 47.2 47.4 47.5 

FII 32.6 26.8 27.3 22.2 

DII 15.1 15.8 16.0 20.1 

Others 15.8 10.2 9.3 10.2 

Source: BSE 

 

Incremental revenue by geography 

 

Source: Company, Centrum Research 

 

Centrum vs. Bloomberg Consensus* 

 FY14E FY15E 

Particulars 
(Rs bn) 

Centrum BBG Diff (%) Centrum BBG Diff (%) 

Sales 186.1 184.7 0.8 216.6 210.3 3.0 

EBITDA 40.4 40.5 (0.4) 46.7 44.8 4.2 

PAT 28.9 27.6 4.7 34.7 31.0 11.9 

 

as on 19 October2013;  

Bloomberg Consensus Centrum 
Target 
Price 
(Rs) 

Variance 
(%) 

BUY SELL HOLD 
Target Price 

(Rs) 

44 6 4 1,799 2,090 16.17 

*as on 12 December 2013; Source: Bloomberg, Centrum Research  

 
Ravi Menon, Ravi.menon@centrum.co.in 

+91 22 4215 9636 
 

 

Y/E Mar (Rs mn) Revenue YoY (%) EBITDA EBITDA (%) Adj PAT YoY (%) FDEPS RoE (%) RoCE (%) Adj. P/E (x) EV/EBITDA (x) 

FY12 117,024 NA 19,518 16.7 18,063 NA 78.2 NA NA 21.3 19.9 

FY13 143,320 161.1 30,633 21.4 21,157 17.1 91.4 36.3 36.5 18.3 12.4 

FY14E 186,112 29.9 40,359 21.7 28,910 36.6 121.1 35.3 28.7 13.8 9.0 

FY15E 216,614 16.4 46,672 21.5 34,694 20.0 143.7 31.2 22.7 11.6 7.4 

FY16E 240,945 11.2 51,145 21.2 39,436 13.7 161.4 27.2 21.1 10.3 6.3 

Source: Company, Centrum Research Estimates 
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Tier-1 or better in Telecom and Ent. Svcs; Differentiated in others  

TechM’s management has executed its strategy well with carefully chosen acquisitions (which we 
expect to see results of over FY15). They have a full Outsourcing capability in Telecom (through the six 
pillar strategy of IT, Networks, Infrastructure, Security, BSG and VAS) which they’ve nurtured from 
capabilities developed as a sub-contractor to BT Global Services (and enhanced by the Barcelona 
contract with BT and more recently by the acquisition of Hutch Global Services).  

Through the merger with Mahindra Satyam, TechM now also has strength in Enterprise Services in 
general and Manufacturing in particular - where their capabilities match that of Tier-1 players such as 
TCS, Infosys and Wipro – as evidenced by them being one of the two vendors who survived a vendor 
consolidation exercise at Volvo (the other being an European MNC firm).  

For other verticals such as BFSI, the strategy is to use chosen niches (e.g. Enterprise Mobility services 
including a cloud-based solution for testing mobile applications; Open-source tools migration of test 
scripts; Service Virtualization as a Service using CA LISA etc.) to maintain relevance to Tier-1 clients 
while simultaneously looking at larger deals for IT outsourcing with mid-sized firms that will want to 
be given high mindshare by their vendors. We think this is a pragmatic approach and there is potential 
room for a strong mid-market player with pockets of expertise which appeal even to top-tier clients.      

Closer to Tier-1 than Tier-2 through pockets of strength: TechM claims to have a marquee 

customer list including: 

� 5 of the Top-10 Telecom Equipment Manufacturers  

� 3 of the Top-10 in aerospace 

� 3 of the Top-10 in Energy 

� 5 of the Top-10 in Automotive 

� 4 of the Top-10 in Banking 

� 3 of the Top-5 in Food 

The erstwhile Mahindra Satyam added 2 Global Fortune 500 logos as recently as 3QFY13. Given the 
extremely high penetration levels of India Tier-1 into the Fortune-500, this is a credible achievement. 
We note that in several Fortune-100 firms, the erstwhile Mahindra Satyam remained a vendor even 
though bigger India Tier-1 firms were vendors. We attribute this mostly to their strength in Enterprise 
Solutions. Even within Enterprise Svcs, TechM has niche capabilities such as Kronos Workforce 
Management.  

Exhibit 1: Telecom critical for growth but Manufacturing and RTL picking up  

Incremental revenue contribution by Vertical (USD Mn) 
for TechM post-merger 

1QFY13 2QFY13 3QFY13 4QFY13 1QFY14 2QFY14

Telecom NA 19 21 25 12 9

Manufacturing NA 6 -1 11 5 6

Tech, Media & Entertainment NA 4 -3 3 3 4

BFSI NA 3 3 -4 -5 3

Retail, Transport & Logistics (RTL) NA 8 2 -5 2 10

Others NA (11) 8 -6 9 2

Total NA 29 31 23 26 34

Telecom contribution to incremental revenue (%) NA 66.2% 67.1% 105.9% 48.0% 25.7%

Manufacturing contribution to incremental revenue (%) NA 19.0% (3.1)% 48.0% 19.0% 19.0%

Retail & Distribution contribution to incremental revenue (%) NA 28.2% 7.0% (23.0)% 6.0% 28.3%

Source: Company filings, Centrum Research 

Exhibit 2: Focus on Manufacturing, Tech., Media & Entertainment and BFSI at Mahindra Satyam 
pre-merger has clearly shown benefits 

Runrate for Qtr (USD Mn) 4QFY11 4QFY12 4QFY13 2-Year CAGR 

Manufacturing 97.2 105.8 129.2 15.3 

Tech, Media & Entertainment 57.7 69.4 78.9 17.0 

BFSI 54.7 62.8 68.2 11.7 

Retail, Transport & Logistics 33.4 36.4 39.5 8.7 

Healthcare & Lifesciences 24.3 19.8 17.9 (14.1) 

Emerging Verticals 36.4 36.4 21.5 (23.1) 

Source: Company filings, Centrum Research 

Focus verticals of 
Manufacturing, 
TME and BFSI 
have grown well 
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Telecom growth: Both mkt expansion and increasing wallet share  

We expect TechM’s six pillar strategy in Telecom (IT, Networks, Infrastructure, BSG, VAS and Security) to 
yield results as Telecom Service Providers are under increasing pressure to lower cost of operations as 
they invest in network upgrades.  

To build its depth in each of the six pillars (loosely equivalent to horizontals as each can be considered 
a separate capability) and to develop references before the developed world telecom service provider 
ITO market opens up to India-centric players, TechM has made strategic investments including 
Comviva and Hutch Global Services (strengthening VAS and BSG respectively through the 
acquisitions).  

We also regard the BT Barcelona contract (which gave TechM exclusive rights to serve as the preferred 
vendor in managed services contracts to BT Global Services’ external clients) as another example of a 
prescient investment – a not very profitable contract with deal terms that might be deemed 
unfavourable by short-term investors, but necessary to demonstrate the ability to execute and create 
the sort of references that have become table-stakes for future deals, thereby creating long-term 
shareholder value. We believe that it is through the Barcelona deal with BT Global Services that TechM 
has gained the experience and credentials to execute managed services deals such as the one with 
Vodafone Qatar or the recent deal with BASE Telecom in Belgium. 

Acquisitions support strategy of filling gaps or strengthening capabilities in six-pillars: TechM’s 
experience with BT Global Services has already demonstrated its capability in Networks, Infrastructure, 
and Security. Through serving Bharti Airtel, TechM has also demonstrated its ability to serve telecom 
operators of significant size and complex operations (high churn, high number of plans).  

TechM’s acquisitions relating to Telecom (Hutch Global Services and Comviva) enhance its credentials 
for the BSG group (where it had previously lacked developed world references) and VAS (its CanvasM 
subsidiary did not have the success that Comviva had). It now has credible references for the 
developed world. We expect developed world Telcos to increase offshoring and expect TechM to be a 
key beneficiary given its strong credentials in the space (key offshore competitors being TCS and 
Wipro). 

Moved up the ladder rapidly in Telecom IT, Managed N/w Svcs a disruptive model: From being 
practically a single client firm and a sub-contractor to BT Global Services, TechM has moved up the 
ladder to become a leading contender for Total IT Outsourcing contracts with Telecom Service 
Providers in emerging markets such as Indonesia and Qatar. With the BASE Telecom contract in 
Belgium, TechM has got a major contract award in a developed market – the first managed networks 
contract that we know of that has been awarded to an Indian service provider. Between the BASE 
Telecom contract and the close relationship with Vodafone and Hutch in several emerging markets, 
we expect TechM to win a disproportionate share of outsourcing deals in the Telecom vertical.  

Managed Network Services (MNS) has the potential to be a market disruptive service as TechM has 
tried to disaggregate services from equipment vendors the same way HCLT did with Infrastructure 
Services. Typically, vendors such as Alcatel-Lucent, Nokia-Siemens and Huawei have provided 
equipment for telecom networks and services to manage the network. With the BASE Telecom deal, 
TechM has challenged conventional thinking. If this model is successful, we can expect TechM’s MNS 
practice to see growth similar to that seen by HCLT’s Infrastructure Services. 

Expect strong traction in Telecom as developed world telecom service providers up outsourcing: 
Unlike the developing world (India, Mid-East and Africa) where telecom service providers have been 
operating in a highly outsourced model, the developed world telecom service providers still rely 
largely on internal IT departments or on global System Integrators such as IBM and Accenture.The 
managed services deal with BASE in Belgium is an example of the six-pillar strategy yielding results 
(being the first major Managed Network Services deal announced by TechM in the developed world) 
and we expect to see deal traction pick up over FY15 for MNS and BSG both. We expect Customer 
Support in particular (within BSG) to see considerable traction (being a key area for cost reduction for 
Telecom Service Providers as employee headcount is concentrated primarily around the areas of 
customer support and sales). Such deals will deepen TechM’s relationships by increasing wallet-share 
with Telecom Service Providers. 
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Deftly side stepping bigger Tier-1 competitors 

TechM’s strategy will enable it to match Tier-1 investments thereby avoiding the disadvantages of 
lower scale – especially in Europe where its scale comes closer to Tier-1 peers. Its strength in Enterprise 
Services is maintained with investments in internal IP such as industry templates for sub-verticals (such 
as those for Maintenance, Repair and Overhaul within Aerospace or for Consumer Processed Goods 
within Manufacturing) even as acquisitions such as Complex IT (in Brazil) increase its addressable 
market. Within Enterprise Solutions, apart from SAP and Oracle, its services highlight its capability in 
integration of niche solutions such as workforce mgmt. solutions from Kronos. Even in mainstream 
services such as Testing, TechM has chosen to differentiate with a focus on niche services (instead of 
functional testing that dominates Tier-1 firms’ Testing services portfolio) and open-source tools (more 
likely to be adopted by mid-sized clients). 

Increasing addressable market and improving onshore/near-shore capability: The acquisition of 
Complex IT in Brazil has been a strategic investment to increase the addressable market for Enterprise 
Services and also create a near shore delivery capability. TechM post-merger already has four onshore 
delivery centers (in Fargo in North Dakota, Louisville in Kentucky, New Jersey and Dallas in Texas). 
Onshore or near-shore capabilities will help TechM offer a differentiated sales proposition that can at 
least generate interest among potential clients for exploratory meetings.  

Niche solutions possibly helping penetrate new accounts and survive vendor consolidation: 
Within Enterprise Solutions, apart from SAP and Oracle, its services highlight its capability in 
integration of niche solutions such as workforce mgmt. solutions from Kronos.  

Even for mainstream services such as Testing, TechM has tried to differentiate from Tier-1 vendors 
(whose service portfolio for testing is mostly around functional testing). Apart from the standard 
service offering of functional testing, TechM’s service portfolio for Testing offers niche services around 
open-source tools such as Selenium (while Tier-1 providers highlight their ability to work with 
mainstream test automation tools from HP and IBM) that might appeal to mid-market firms where the 
savings from moving to open-source tools might be a winning proposition. To use that sales 
proposition effectively, TechM highlights this transition as a fully managed service that it has titled 
Migration from License Tools to Open Source (MiLTOS).  

Strength in Europe evident as revenue additions exceed bigger peers: TechM enjoys a good 
position in Europe – both through its association with BT as well as a strong presence in Europe that 
brings it closer to its much bigger Tier-1 competitors (see Exhibit 3 below). Its focus area of 
Manufacturing and its strength in Europe has meant that it can challenge Tier-1 vendors even in 
mainstream services (e.g. a large ADM deal with Volvo announced on Sep 12, 2013). A newly enhanced 
sales team for Europe with senior hires from MNC competition (see Exhibit 4 below) will help TechM 
improve revenue traction further in Europe even as TCS, Cognizant and Infosys have all made 
significant investments in the geography through acquisitions.   
 

Exhibit 3: TechM’s focus on Europe shows as its revenue additions match or exceed larger peers 

 
Jul-Sep 2013 Peer to TechM Rev. Ratio 

 
Europe % of Rev. 

Europe Rev  
(USD Mn) 

Incremental 
Europe Rev 
(USD Mn) 

Europe  
Rev. 

Overall  
Rev. 

2QFY14 Europe 
incremental Rev. 

TechM 33.0 250.1 18.5 NA NA NA 

TCS (excl. Alti) 28.5 912.0 60.6 3.6 4.4 3.3 

Infosys (incl. Lodestone) 24.0 495.8 26.0 2.0 2.7 1.4 

Wipro 28.9 471.4 10.8 1.9 2.7 0.6 

HCLT 30.2 383.6 9.2 1.5 2.7 0.5 

Source: Company filings, Centrum Research 
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Exhibit 4: European sales team strengthened with new hires in October 2013 

Person Hired as… Earlier with… Areas of Expertise Comments 

Rajesh Chandiramani 
Head - Enterprise Sales, 
Continental Europe 

Capgemini and 
TechM 

Utilities, Telecom, 
Consumer Products 

Earlier headed India and Emerging 
mkts for TechM before he moved to 
Capgemini 

Michael Jonesen Head - Sales, Denmark IBM Global Svcs 
Strategic acct mgmt in 
Denmark for IBM 

Has worked with A.P. Moller-Maersk 
earlier, Brought in Maersk data into 
IBM 

Jonas Branning Country Manager, Sweden CGI 

Consulting sales for 
Utility, Trade Transport, 
Logistics and 
Manufacturing 

Was also Head of Transformation 
Programs at CGI earlier 

Fabrice Haccoun Country Manager, France Capgemini 
Manufacturing, Energy/ 
Oil & Gas; BI, CRM 

Has managed accounts like Total, 
Carrefour, LVMH, Puegeot-Citroen, 
Dassault Aviation, Sanofi-Aventis 

Jean Louis Bravard Senior Advisor, Europe 
Burnt Oak Capital, HP 
Services (EDS) 

M&A and Strategy 
Consulting 

Was with HP Svcs (erswhile EDS) 
where he was MD, Global Financial 
Services. Prior to joining HP, he was 
an MD at JP Morgan (Brazil country 
mgr, Head of Global Fixed Income 
Research, Acting group CIO, Head of 
Maritime Finance and Corporate 
Finance in Paris, NY and Brazil). 

Patrick Angert Senior Advisor, Europe Cisco 
Strategic initiatives at 
Cisco 

Was head of strategic initiatives at 
Cisco and a consultant to the Smart 
Cities project 

Source: Company filings, 
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Valuation and Key Risks 

Tech Mahindra might seem to be trading at a valuation too close to its bigger Tier-1 peers, but with 
return metrics that are ahead of Wipro and HCLT and growth prospects that are as strong as these 
players (who we believe will match or exceed industry leader TCS’ growth rate by FY16), we believe the 
valuation is justified.  

We expect FY13-FY16 USD-revenue CAGR of 11.2% and EPS CAGR of 20.9% in INR terms and 13.0% in 
USD terms (not considering the TML Benefit Trust holdings of 24Mn shares). With several levers 
including utilization and improving the employee pyramid ratio, we expect the margin improvement 
of the recent past to be sustainable in the medium-term despite headwinds posed by wage hikes and 
the sunset of the amortization of the restructuring fee from BT (by 1QFY15 the restructuring fee will be 
fully amortized).  

We expect the effect of the sunset of the amortization fee to be similar to that of a pricing decline of 
~1% over 4QFY14 and a further decline of ~40bps over 1QFY15. We also expect these to be partly 
offset by 1) an increase in utilization and 2) realization improvements from programs that are currently 
in transition. 

We also think that the EPS is understated due to the 24Mn shares held by the Tech Mahindra Ltd 
Benefit Trust. If we adjust for that, the valuation implies a 1-year Fwd P/E of 11.3x – which is at a 
discount to all its peers.   
  

 

TechM has narrowed the discount with its larger peer HCLT to a point that might seem unjustified 
(currently a discount of just 18% at a 1-year Fwd P/E of 12.2x Vs HCLT’s 14.5x). However, the discount is 
still a steep 31% after adjusting for the 24Mn shares held by the TML Benefit Trust.   

 

Key Risks 

Higher level of hedging compared to peers limits upside from recent rupee depreciation: TechM 
has higher hedging losses compared to its larger peers. Infosys, for instance, recognized P&L losses of 
USD16.5Mn on account of hedging losses over 2QFY14. TechM, with a top-line of 36.7% of that of 
Infosys, has recognized USD27Mn of hedging losses on its P&L. TechM has also taken notional MTM 
losses of USD180Mn in its Balance sheet. TechM had outstanding hedges of over USD900Mn and a 
further GBP244Mn as of September 2013 as compared to Infosys’ outstanding hedges of only USD 
1.1Bn. The higher level of outstanding hedges is a reflection of the longer-term contracts that TechM 
has and we believe this to be appropriate as the INR need not always depreciate. 
 
Capex and potential use of cashflow for acquisitions: We have assumed Capex to be twice as much 
as guided for FY14 (assuming Rs 6.4Bn for 2HFY14 against guidance of Rs. 3.6Bn) and therefore might 
be under-estimating free cash flow over 2HFY14. We have not modelled for acquisitions but expect 
that suitable acquisitions (especially in LatAm or to improve BFSI capability) will probably take 
precedence over debt retirement. While TechM has demonstrated success with even a large 

Exhibit 5: Discount/ Premium to HCLT without adjusting 
for TML Benefit Trust shareholding 

Exhibit 6: Discount/ Premium to HCLT after adjusting for 
TML Benefit Trust Shareholding 

  

Source: Company, Centrum Research Estimates Source: Company, Centrum Research Estimates 
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transformational acquisition such as the erstwhile Satyam, any large acquisition remains an unknown 
and unquantified risk. 
 
Loss of contract renewal from BT, Vertical concentration in Telecom and Manufacturing: With 
deals with BT approaching renewal, there is considerable risk if even some of these contracts are not 
renewed. As of 4QFY13, BT still accounted for a quarterly runrate of USD88.3Mn (12.6% of the post-
merger TechM entity’s revenues in 4QFY13). There is also some risk in the form of concentration of 
revenue in the verticals of Telecom and Manufacturing (which together accounted for 66% of revenues 
as of 2QFY14). 
 

Exhibit 7: Centrum Estimates vs. Bloomberg Consensus 

(Rs bn) 
Centrum Estimates Bloomberg consensus 

Diff % FY14E Diff% FY15E 
FY14E FY15E FY14E FY15E 

Sales 186.1 216.6 184.7 210.2 0.8 3.1 

EBITDA 40.4 46.7 40.4 44.6 (0.1) 4.6 

PAT 28.9 34.7 27.4 30.6 5.5 13.4 

EBITDA Margin 21.7 21.5 21.9 21.2 (19 )bps 33 bps 

PAT Margin (%) 15.5 16.0 14.8 14.6 70 bps 146 bps 

Source: Bloomberg, Centrum Research Estimates 

We believe that our estimates for tax rate and USD-INR are lower than the consensus (and hence we 
anticipate lower hedging losses over FY15). We think that the consensus estimates exaggerate the 
fallout from the BT contract restructuring fee amortization. We expect price realization to recover fairly 
quickly beyond 2QFY15 and think that accounts for a large part of the difference between us and 
consensus (noting that our margin assumptions are almost level with consensus even as our USD-INR 
assumptions are probably lower).  

Exhibit 8: Sensitivity Analysis for FY15E 

Sensitivity to key variables  % increase  % impact on EBITDA % impact on EPS

USD-INR 1 2.5 1.8

Utilization incl. trainees 1 1.5 1.5

Source: Company, Centrum Research Estimates 

Exhibit 11: Peer comparison  

Company 
Mkt. Cap 

(Rs bn) 

CAGR FY13-FY15E (%) EBITDA Margin (%) P/E (x) EV/EBITDA (x) RoE (%) Div Yield (%) 

Rev. EBITDA PAT FY13 FY14E FY15E FY13 FY14E FY15E FY13 FY14E FY15E FY13 FY14E FY15E FY13 FY14E FY15E 

TechM 389 22.9 23.4 28.1 21.4 21.7 21.5 18.3 13.8 11.6 12.4 9.0 7.4 36.3 35.3 31.2 0.3 0.5 0.6 

Infosys 1,932 17.2 13.7 12.1 28.6 26.8 27.0 20.5 18.2 16.3 14.7 12.0 10.6 25.7 24.6 23.7 1.2 1.8 2.1 

Wipro 1,259 15.7 26.2 24.5 20.3 23.3 24.2 20.8 15.6 13.4 15.7 11.2 9.3 21.6 26.4 25.9 1.1 1.9 2.3 

HCL Tech 825 20.1 23.4 27.1 22.3 25.2 23.6 20.7 13.8 12.9 13.8 9.0 8.1 32.1 36.0 29.3 1.0 1.0 1.1 

Source: Bloomberg, Centrum Research  
  

Exhibit 9: 1 year forward P/E chart Exhibit 10: 1 year forward EV/EBITDA chart 

  

Source: Bloomberg,  Company, Centrum Research Estimates Source: Bloomberg,  Company, Centrum Research Estimates 
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Exhibit 12: Shareholding pattern (%) 

 Sep-13 Jun-13 Mar-13 Dec-12 

Promoter 36.5 47.2 47.4 47.5 

FII 32.6 26.8 27.3 22.2 

DII 15.1 15.8 16.0 20.1 

Others 15.8 10.2 9.3 10.2 

Source: BSE 

 Company Background 

Tech Mahindra is a leading provider of solutions and services 
in the Information, Communications & Technology (ICT) 
industry serving over 500 global customers, including Fortune 
500 companies. A USD 2.63 billion company with over 83,000 
professionals, its proven global delivery models, distinctive IT 
skills and decades of domain expertise help clients realize 
their business aspirations. 

Tech Mahindra is part of the USD 16.2 billion Mahindra Group, 
one of the top 10 India-based business houses, employing 
more than 155,000 people across 49 countries. 

   

Exhibit 13: Key management  personnel 
 

Name  Position  Profile 

Vineet Nayyar 
Exec. Vice 
Chairman 

He started his career with the Indian Administrative Service and held a series of senior positions, including that of a District 
Magistrate, Secretary - Agriculture and Rural Development for the Government of Haryana and Director, Department of 
Economic Affairs, Government of India. He also worked with the World Bank for over 10 years in a series of senior assignments, 
including successive terms as the Chief for the Energy, Infrastructure and the Finance Divisions for East Asia and Pacific. He was 
also the founding Chairman and Managing Director of the state-owned Gas Authority of India and has served as the Managing 
Director of HCL Corporation Ltd., and as the Vice Chairman of HCL Technologies Ltd. He was also a co-founder and Chief 
Executive Officer of HCL Perot Systems. He received a Master’s degree in Development Economics from Williams College, 
Massachusetts. 

CP Gurnani MD & CEO 
With over 32 years of experience, he has held leading positions with HCL Hewlett Packard Ltd, Perot Systems (India) Ltd and HCL 
Corp. Ltd. He is a chemical engineering graduate from the National Institute of Technology, Rourkela 

Milind Kulkarni CFO 
He has over three decades of experience in Finance and General Management and has worked with companies like Cadbury’s 
India Ltd, The Standard Batteries, and served as the CFO of Mastek and Venkateshwara Hatcheries 

Source: Company 
 

Exhibit 14: History of acquisitions by TechM and Mahindra-Satyam over FY13-1HFY14 

Acquisition of… 
Acquisition 
date/ period 

Incremental revenue 
from acquisition 

Organic growth during 
intergration period  
(USD Mn) 

Acquisition price paid Rationale for acquisition 

vCustomer's 
International 
Operations 

1QFY13 

USD 2Mn during 1QFY13 
to Mahindra Satyam, USD 
4Mn overall over 2QFY13 
due to full quarter of 
integration 

 Mah. Satyam: 10.4Mn 
incremental rev. over 1QFY13, 
USD 9.4Mn over 2QFY13 
excluding addnl 2Mn from full 
period intergration  

USD 27Mn 
Offer BPO to Retail and 
Consumer Technology customers 

Hutch Global 
Services (HGS) 

2QFY13 

Acquired by TechM. USD 
13.3Mn incremental rev. 
over 2QFY13 to TechM., 
USD 37Mn over 3QFY13 to 
TechM 

USD 4.6Mn in 2QFY13 excl. HGS 
acquisition contribution 

USD 87.1Mn 
Secure a  developed world 
reference for Telecom Service 
Provider customer support  

Comviva 3QFY13 

Acquired by TechM. USD 
6Mn incremental rev. over 
3QFY13 to TechM., USD 
27Mn over 4QFY13 

Considering 4QFY13 Vs 4QFY12, 
TechM added just USD7.6 Mn 
organically to Qtrly runrate. But 
note that BT's contribution to 
Qtrly runrate had dropped 
USD15.9Mn over the same period 

INR 1,250Mn upfront for 
51% stake and a further 
payment of upto Rs. 
1,350Mn for remaining 
stake over 5 years 
contingent on 
performance 

Acquired to address the VAS/ 
mobile products space  

Complex IT 1QFY14 

Integrated starting 2nd 
May, 2013. Incremental 
rev. of USD8Mn in 1QFY14 
and USD11.6Mn over 
2QFY14 

Organic rev. addition of 
USD17.4Mn over 1QFY14 and of 
USD30.4Mn over 2QFY14 

USD 6.5Mn upfront in Feb, 
2013. Total payout to go 
upto USD 23Mn over 18 
months depending on 
performance 

Strengthen LatAm presence (esp. 
for ERP) and gain access to 
clientele 

Exhibit 15: Proposed merger with Mahindra Engineering Services mildly EPS accretive 

FY13 figures 
 (Rs mn) 

Mahindra Engineering  
Svcs Parent 

Mahindra  
Engg. Europe 

Mahindra  
Engg. Gmbh 

Mahindra  
Technologies Svcs Inc. 

Total 

Profit after Tax 334.7 (3.6) 14.0 26.4 371.4 

Based on FY13 figures, TechM’s PAT would increase by 1.9% if it were merged with Mahindra Engg 
Services (all four entities shown in the table above). As the proposed merger will result in a dilution of 
1.8% (by issuance of 4.26Mn shares of TechM), it will be mildly EPS accretive based on FY13 figures. 



 

 

10 
Tech Mahindra 

 

Exhibit 16: Quarterly financials 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 

Source: Company, Centrum Research  

 

Comments on recent quarterly performance: TechM has shown surprisingly robust revenue growth in 
2QFY14 (the first quarter after the merger with Mahindra Satyam) reporting sequential growth of 4.7% 
in USD terms.  Telecom continued to add revenues strongly (taking its quarterly run rate to USD356Mn 
– having added USD66Mn to its quarterly run rate over the last 12 months). Manufacturing also 
continued to add revenues strongly (taking quarterly run rate to USD 144Mn – having added USD 
21.6Mn to its quarterly run rate over the last 12 months). Retail, Transport & Logistics also performed 
well – adding USD9.6Mn over 2QFY14 with quarterly run rate up to USD53Mn). 

EBITDA Margins expanded by 250bps to 23.3% (which puts it fairly close to the Tier-1 peers and 
slightly ahead of Wipro’s 22.8% in the same period –  but TechM has yet to provide wage hikes for this 
fiscal and these are expected to be given effective Jan 2014).  We expect close to 200bps impact over 
4QFY14 between wage hikes and an effective pricing decline as the restructuring fee from BT that is 
being amortized reduces from the quarterly contribution of Rs 500Mn to Rs 160Mn (with 4QFY14 
having the last tranche of  the amortization as the contract period ends and comes up for renewal). 

Particulars (Rs mn) Q3FY12* Q4FY12* Q1FY13 Q2FY13 Q3FY13 Q4FY13 Q1FY14 Q2FY14 

Revenue in USD Mn 289 282 615 644 675 698 724 758 

QoQ growth (%) (2.5) (2.5) 118.5 4.7 4.7 3.5 3.7 4.7 

YoY Growth (%) 7.4 1.1 112.3 117.5 133.8 147.9 17.7 17.6 

USD-INR realization 50.0 50.4 54.8 54.7 54.4 54.0 56.7 62.9 

QoQ change (%) 11.2 0.7 8.8 (0.2) (0.6) (0.7) 5.0 11.1 

YoY change (%) 11.1 11.2 22.9 21.5 8.6 7.1 3.4 15.1 

Net sales & other op inc 14,449 14,190 33,727 35,237 36,683 37,673 41,032 47,715 

COGS (Excluding Depreciation) 9,861 9,312 21,007 22,271 22,761 23,968 25,693 28,826 

%of Sales 68.2 65.6 62.3 63.2 62.0 63.6 62.6 60.4 

SG&A 2,245.0 2,487.0 5,328.0 5,397.0 5,965.0 5,992.0 6,694.0 7,779.0 

%of Sales 15.5 17.5 15.8 15.3 16.3 15.9 16.3 16.3 

EBIDTA 2,343 2,391 7,392 7,569 7,957 7,713 8,645 11,110 

EBIDTA Margin (%) 16.2 16.8 21.9 21.5 21.7 20.5 21.1 23.3 

Depreciation 390 383 915 908 866 1,207 1,174 1,222 

EBIT 1,953 2,008 6,477 6,661 7,091 6,506 7,471 9,888 

EBIT Margin (%) 13.5 14.2 19.2 18.9 19.3 17.3 18.2 20.7 

Interest Expenses 338.0 131.0 251.0 214.0 204.0 253.0 223.0 241.0 

PBT for operations 1,615 1,877 6,226 6,447 6,887 6,253 7,248 9,647 

Other non-operating income 147.0 (209.0) 1,129.0 (697.0) 1,308.0 381.0 2,073.0 380.0 

PBT 1,762 1,668 7,355 5,750 8,195 6,634 9,321 10,027 

Provision for tax 294 242 1,911 1,176 1,931 1,461 2,328 2,840 

Effective tax rate (%) 16.7 14.5 26.0 20.5 23.6 22.0 25.0 28.3 

Min int. (Associates profit) (1,292) (2,278) 40 15 109 137 130 4 

Net Profit 2,760 3,704 5,404 4,559 6,155 5,036 6,863 7,183 

YoY Growth (%)         

Net sales 19.3 12.5 160.9 164.3 153.9 165.5 21.7 35.4 

EBITDA (6.2) (7.7) 205.7 270.7 239.6 222.6 17.0 46.8 

QoQ growth (%)         

Net sales 8.4 (1.8) 137.7 4.5 4.1 2.7 8.9 16.3 

EBITDA 14.7 2.0 209.2 2.4 5.1 (3.1) 12.1 28.5 

Margins (%)         

EBIT 13.5 14.2 19.2 18.9 19.3 17.3 18.2 20.7 

Net Profit 19.1 26.1 16.0 12.9 16.8 13.4 16.7 15.1 

 

                                             *TechM pre-merger figures excl. Mahindra Satyam up to 1QFY13 as comparable quarterly figures are not available with inter-company eliminations for FY12 



 

 

11 
Tech Mahindra 

 

Exhibit 17: Quarterly Key Operating Parameters 

Y/E Mar (Rs mn) Q3FY12* Q4FY12* Q1FY13 Q2FY13 Q3FY13 Q4FY13 Q1FY14 Q2FY14 

Revenue (USD Mn) 289 282 615 644 675 698 724 758 

Realized USD-INR 50.0 50.4 54.8 54.7 54.4 54.0 56.7 62.9 

Total Headcount 42,746 40,763 76,292 86,906 85,646 83,109 83,063 85,234 

- IT Svcs - - - - - - - - 

- BPO - - - - - - - - 

Utilization incl. trainees (%) 73.0 74.0 75.0 74.0 76.0 77.0 76.0 75.0 

Utilization excl. trainees (%) 75.0 76.0 80.0 78.0 78.0 79.0 78.0 77.0 

TTM attrition - IT Svcs (%) 19.0 19.0 17.0 16.0 16.0 16.0 15.0 16.0 

Revenue by Delivery Location* (%) 
        

- Offshore 61 61 52 52 52 52 49 49 

- Onsite 39 39 48 48 48 48 51 51 

Revenue by Geography (in USD Mn) 
        

Americas 95 96 283 290 290 293 326 334 

Europe incl. UK 130 130 203 219 236 230 232 250 

RoW 64 56 129 135 148 175 167 174 

Revenue by Vertical (in USD Mn) 
        

Telecom NA NA 271 290 310 335 348 356 

Manufacturing NA NA 117 122 121 133 138 144 

Tech, Media & Entertainment NA NA 80 84 81 84 87 91 

BFSI NA NA 68 71 74 70 65 68 

Retail, Transport & Logistics NA NA 37 45 47 42 43 53 

Others NA NA 43 32 40 35 43 45 

Revenue by Service-line (USD Mn) 
        

IT Svcs 261 252 253 258 265 291 650 689 

BPO 28 29 28 41 64 63 74 69 

*TechM pre-merger figures excl. Mahindra Satyam up to 1QFY13 as comparable quarterly figures are not available with inter-company eliminations for FY12 

Source: Company, Centrum Research Estimate 

Exhibit 18: Key performance indicators 

Key Variable FY12 FY13 FY14E FY15E FY16E 

USD Revenue (Mn) 1,156 2,633 3,037 3,349                 3,617  

USD rev. growth YoY (%) 8.8 127.7 15.4 10.3                  8.0  

USD-INR 47.5 54.4 61.3 64.7                  66.6  

Total Headcount 40,763 83,109 87,819 90,229              94,152  

Utilization excl. trainees (%) 75.8 84.3 78.0 78.9                79.2  

Utilization incl. trainees (%) 72.3 80.6 76.0 76.9                77.7  

SG&A as % of sales 16.3 15.8 16.6 16.4                 16.2  

Price realization change YoY (%) 6.6 8.9 9.0 0.5                   1.3  

Source: Centrum Research Estimates 
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Financials-Consolidated 

Exhibit 19: Income Statement 

Y/E March (Rsmn) FY12 FY13 FY14E FY15E FY16E 

Net sales & other op inc 1,17,024 1,43,320 1,86,112 2,16,614 2,40,945 

COGS (Excl. Depreciation) 77,881 90,006 1,14,834 1,34,411 1,50,770 

% of Sales 66.6 62.8 61.7 62.1 62.6 

SG&A 19,625 22,681 30,918 35,531 39,030 

% of Sales 16.8 15.8 16.6 16.4 16.2 

EBIDTA 19,518 30,633 40,359 46,672 51,145 

EBIDTA Margin (%) 16.7% 21.4% 21.7% 21.5% 21.2% 

Depreciation & amortisation 3,190 3,896 4,442 4,258 4,349 

EBIT 16,328 26,737 35,917 42,414 46,796 

Interest expenses 1,073 921 946 965 965 

Other non-operating income 5,013 2,121 4,274 4,835 6,780 

Exceptional loss (gain) (369) 1,601 - - - 

PBT 20,637 26,336 39,245 46,284 52,611 

Provision for tax 2,289 6,479 10,193 11,571 13,153 

Effective tax rate (%) 11.1 24.6 26.0 25.0 25.0 

Min int. (Associates profit) -84.0 301.0 142.3 19.3 22.0 

Net Profit 18,432 19,556 28,910 34,694 39,436 

Adj Net Profit 18,104 20,763 28,910 34,694 39,436 

Source: Company, Centrum Research Estimates 

Exhibit 20: Key Ratios* 

Y/E March FY12 FY13 FY14E FY15E FY16E 

Growth ratios (%)      

Net sales & other op inc NA 22.5 29.9 16.4 11.2 

EBIDTA NA 56.9 31.8 15.6 9.6 

Adj Net Profit NA 17.1 36.6 20.0 13.7 

Margin ratios (%)      

PBIT Margins 14.0 18.7 19.3 19.6 19.4 

PBT Margins 17.3 19.5 21.1 21.4 21.8 

PAT Margins (adj) 15.4 14.8 15.5 16.0 16.4 

Return Ratios (%)      

ROCE NA 36.5 28.7 22.7 21.1 

ROIC NA 70.3 41.6 32.0 31.3 

ROE NA 36.3 35.3 31.2 27.2 

Turnover Ratios (Days)      

Debtors 102 102 102 102 102 

Creditors 32 35 32 32 32 

Net Working Cap. (ex-cash) NA 27 29 31 32 

Solvency Ratios      

Debt-equity 0.7 0.4 0.3 0.2 0.1 

Net Debt-equity (0.0) (0.1) (0.3) (0.3) (0.4) 

Current ratio 1.9 1.9 2.1 2.3 2.5 

Interest coverage ratio 15.2 29.0 38.0 44.0 48.5 

Dividend      

Dividend (Rs) 4.0 5.0 8.0 10.0 13.7 

Dividend yield (%) 0.2 0.3 0.5 0.6 0.8 

Dividend Payout (%) NA 6.9 7.5 7.8 9.4 

Per Share (Rs)      

Basic (end point) EPS – rptd 79.8 84.4 124.4 149.3 169.7 

Basic (end point) EPS – adj. 78.2 91.4 124.4 149.3 169.7 

FDEPS - reported 79.8 84.4 121.1 143.7 161.4 

FDEPS - adjusted 78.2 91.4 121.1 143.7 161.4 

CEPS 52.1 96.0 121.4 157.7 178.4 

Book Value 208.6 296.8 410.6 547.6 701.3 

Valuations (x)      

PER 21.3 18.3 13.8 11.6 10.3 

P/BV 8.0 5.6 4.1 3.0 2.4 

EV/EBIDTA 19.9 12.4 9.0 7.4 6.3 

EV/Sales 3.3 2.7 2.0 1.6 1.3 

M-cap/Sales 3.3 2.7 2.1 1.8 1.6 

*TechM merged figures not  available for FY11 

Source: Company, Centrum Research Estimates 

Exhibit 21: Balance Sheet 

Y/E March (Rsmn) FY12 FY13 FY14E FY15E FY16E 

Share Capital 2,309 2,316 2,324 2,324 2,324 

Preference Share Capital 0 0 0 0 0 

Reserves & Surplus 45,849 66,214 92,944 1,24,932 1,60,649 

Total Shareholders Funds 48,158 68,530 95,268 1,27,256 1,62,973 

Long Term Debt & Liabilities 27,667 21,700 19,375 19,375 19,375 

Minority Interest 150 1344 1344 1344 1344 

Total Capital Employed 75,975 91,574 1,15,987 1,47,975 1,83,692 

Fixed Asset      

Gross Block NA NA 87,575 1,01,581 1,16,773 

Less:- Acc. Depreciation NA NA 11,528 15,786 20,135 

Net Block 14,882 22,318 76,047 85,795 96,638 

Capital WIP 3,677 2,595 - - - 

Total fixed assets 18,559 24,913 76,047 85,795 96,638 

Other Long Term Assets 20,281 23,558 (21,144) (21,144) (21,144) 

Other current assets 10,724 13,035 17,533 19,960 22,453 

Accounts Receivable 32,774 40,225 52,235 60,796 67,625 

Cash & Equivalents 33,187 36,374 48,514 68,431 90,959 

Total current assets 76,685 89,634 1,18,283 1,49,187 1,81,037 

Current liabilities & prov. 39,550 46,531 57,199 65,863 72,839 

Net current assets 37,135 43,103 61,084 83,324 1,08,198 

Source: Company, Centrum Research Estimates 

Exhibit 22: Cash Flow* 

Y/E March (Rsmn) FY12 FY13 FY14E FY15E FY16E 

CF from operations           

Profit before tax  20,268 27,937 39,245 46,284 52,611 

Depreciation & amortisation  3,190 3,896 4,442 4,258 4,349 

Others 84 (301) 0 0 0 

CF before WC changes 23,542 31,532 43,687 50,542 56,960 

Working capital changes  NA (2,826) (5,271) (2,324) (2,346) 

Cash inflow from 
operations  

NA 28,706 38,416 48,218 54,615 

Income tax paid  NA 6,479 10,193 11,571 13,153 

Cash from Operations NA 22,227 28,223 36,647 41,462 

Cash from investing           

Capex  NA (12,728) (10,874) (14,006) (15,192) 

Investments  NA (799) 0 0 0 

Others NA 3,896 0 0 0 

Cash from investing 0 (9,631) (10,874) (14,006) (15,192) 

Cash from financing           

Borrowings/ repayments  NA (2,974) (913) 0 0 

Equity/ Share Capital NA 7 8 0 0 

Dividend & Dividend Tax NA (6,443) (4,302) (2,725) (3,742) 

Cash from financing 0 (9,409) (5,208) (2,725) (3,742) 

Net change in cash 0 3,187 12,140 19,916 22,529 

Opening cash & eqv NA 33,187 36,374 48,514 68,431 

Closing cash & eqv 33,187 36,374 48,514 68,431 90,959 

*TechM merged figures not  available for FY11 

Source: Company, Centrum Research Estimates 
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Appendix A 

Disclaimer 

Centrum Broking Limited (“Centrum”) is a full-service, Stock Broking Company and a member of The Stock Exchange, Mumbai (BSE) and National Stock 
Exchange of India Ltd. (NSE). Our holding company, Centrum Capital Ltd, is an investment banker and an underwriter of securities. As a group Centrum 
has Investment Banking, Advisory and other business relationships with a significant percentage of the companies covered by our Research Group.  Our 
research professionals provide important inputs into the Group's Investment Banking and other business selection processes. 

Recipients of this report should assume that our Group is seeking or may seek or will seek Investment Banking, advisory, project finance or other 
businesses and may receive commission, brokerage, fees or other compensation from the company or companies that are the subject of this 
material/report.  Our Company and Group companies and their officers, directors and employees, including the analysts and others involved in the 
preparation or issuance of this material and their dependants, may on the date of this report or from, time to time have "long" or "short" positions in, act 
as principal in, and buy or sell the securities or derivatives thereof of companies mentioned herein. Centrum or its affiliates do not own 1% or more in the 
equity of this company Our sales people, dealers, traders and other professionals may provide oral or written market commentary or trading strategies to 
our clients that reflect opinions that are contrary to the opinions expressed herein, and our proprietary trading and investing businesses may make 
investment decisions that are inconsistent with the recommendations expressed herein. We may have earlier issued or may issue in future reports on the 
companies covered herein with recommendations/ information inconsistent or different those made in this report.   In reviewing this document, you 
should be aware that any or all of the foregoing, among other things, may give rise to or potential conflicts of interest. We and our Group may rely on 
information barriers, such as "Chinese Walls" to control the flow of information contained in one or more areas within us, or other areas, units, groups or 
affiliates of Centrum.  Centrum or its affiliates do not make a market in the security of the company for which this report or any report was written.  
Further, Centrum or its affiliates did not make a market in the subject company’s securities at the time that the research report was published.  

This report is for information purposes only and this document/material should not be construed as an offer to sell or the solicitation of an offer to buy, 
purchase or subscribe to any securities, and neither this document nor anything contained herein shall form the basis of or be relied upon in connection 
with any contract or commitment whatsoever. This document does not solicit any action based on the material contained herein. It is for the general 
information of the clients of Centrum. Though disseminated to clients simultaneously, not all clients may receive this report at the same time.  Centrum 
will not treat recipients as clients by virtue of their receiving this report. It does not constitute a personal recommendation or take into account the 
particular investment objectives, financial situations, or needs of individual clients. Similarly, this document does not have regard to the specific 
investment objectives, financial situation/circumstances and the particular needs of any specific person who may receive this document. The securities 
discussed in this report may not be suitable for all investors. The securities described herein may not be eligible for sale in all jurisdictions or to all 
categories of investors. The countries in which the companies mentioned in this report are organized may have restrictions on investments, voting rights 
or dealings in securities by nationals of other countries.   The appropriateness of a particular investment or strategy will depend on an investor's 
individual circumstances and objectives. Persons who may receive this document should consider and independently evaluate whether it is suitable for 
his/ her/their particular circumstances and, if necessary, seek professional/financial advice. Any such person shall be responsible for conducting 
his/her/their own investigation and analysis of the information contained or referred to in this document and of evaluating the merits and risks involved 
in the securities forming the subject matter of this document.  

The projections and forecasts described in this report were based upon a number of estimates and assumptions and are inherently subject to significant 
uncertainties and contingencies. Projections and forecasts are necessarily speculative in nature, and it can be expected that one or more of the estimates 
on which the projections and forecasts were based will not materialize or will vary significantly from actual results, and such variances will likely increase 
over time. All projections and forecasts described in this report have been prepared solely by the authors of this report independently of the Company. 
These projections and forecasts were not prepared with a view toward compliance with published guidelines or generally accented accounting 
principles. No independent accountants have expressed an opinion or any other form of assurance on these projections or forecasts. You should not 
regard the inclusion of the projections and forecasts described herein as a representation or warranty by or on behalf of the Company, Centrum, the 
authors of this report or any other person that these projections or forecasts or their underlying assumptions will be achieved. For these reasons, you 
should only consider the projections and forecasts described in this report after carefully evaluating all of the information in this report, including the 
assumptions underlying such projections and forecasts. 

The price and value of the investments referred to in this document/material and the income from them may go down as well as up, and investors may 
realize losses on any investments. Past performance is not a guide for future performance. Future returns are not guaranteed and a loss of original capital 
may occur. Actual results may differ materially from those set forth in projections. Forward-looking statements are not predictions and may be subject to 
change without notice. Centrum does not provide tax advice to its clients, and all investors are strongly advised to consult regarding any potential 
investment.  Centrum and its affiliates accept no liabilities for any loss or damage of any kind arising out of the use of this report.  Foreign currencies 
denominated securities are subject to fluctuations in exchange rates that could have an adverse effect on the value or price of or income derived from 
the investment. In addition, investors in securities such as ADRs, the value of which are influenced by foreign currencies effectively assume currency risk. 
Certain transactions including those involving futures, options, and other derivatives as well as non-investment-grade securities give rise to substantial 
risk and are not suitable for all investors. Please ensure that you have read and understood the current risk disclosure documents before entering into any 
derivative transactions.  

This report/document has been prepared by Centrum, based upon information available to the public and sources, believed to be reliable. No 
representation or warranty, express or implied is made that it is accurate or complete.  Centrum has reviewed the report and, in so far as it includes 
current or historical information, it is believed to be reliable, although its accuracy and completeness cannot be guaranteed.  The opinions expressed in 
this document/material are subject to change without notice and have no obligation to tell you when opinions or information in this report change. 

This report or recommendations or information contained herein do/does not constitute or purport to constitute investment advice in publicly accessible 
media and should not be reproduced, transmitted or published by the recipient. The report is for the use and consumption of the recipient only. This 
publication may not be distributed to the public used by the public media without the express written consent of Centrum. This report or any portion 
hereof may not be printed, sold or distributed without the written consent of Centrum. 

The distribution of this document in other jurisdictions may be restricted by law, and persons into whose possession this document comes should inform 
themselves about, and observe, any such restrictions.  Neither Centrum nor its directors, employees, agents or representatives shall be liable for any 
damages whether direct or indirect, incidental, special or consequential including lost revenue or lost profits that may arise from or in connection with 
the use of the information.   

This document does not constitute an offer or invitation to subscribe for or purchase or deal in any securities and neither this document nor anything 
contained herein shall form the basis of any contract or commitment whatsoever. This document is strictly confidential and is being furnished to you 
solely for your information, may not be distributed to the press or other media and may not be reproduced or redistributed to any other person. The 
distribution of this report in other jurisdictions may be restricted by law and persons into whose possession this report comes should inform themselves 
about, and observe any such restrictions. By accepting this report, you agree to be bound by the fore going limitations. No representation is made that 
this report is accurate or complete. 
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The opinions and projections expressed herein are entirely those of the author and are given as part of the normal research activity of Centrum Broking 
and are given as of this date and are subject to change without notice. Any opinion estimate or projection herein constitutes a view as of the date of this 
report and there can be no assurance that future results or events will be consistent with any such opinions, estimate or projection.    

This document has not been prepared by or in conjunction with or on behalf of or at the instigation of, or by arrangement with the company or any of its 
directors or any other person. Information in this document must not be relied upon as having been authorized or approved by the company or its 
directors or any other person. Any opinions and projections contained herein are entirely those of the authors. None of the company or its directors or 
any other person accepts any liability whatsoever for any loss arising from any use of this document or its contents or otherwise arising in connection 
therewith. 

Centrum and its affiliates have not managed or co-managed a public offering for the subject company in the preceding twelve months.  Centrum and 
affiliates have not  received compensation from the companies mentioned in the report during the period preceding twelve months from the date of this 
report for service in respect of public offerings, corporate finance, debt restructuring,  investment banking or other advisory services in a 
merger/acquisition  or some other sort of  specific transaction.   

As per the declarations given by them, Ravi Menon, research analyst and and/or any of his family members do not serve as an officer, director or any way 
connected to the company/companies mentioned in this report. Further, as declared by him, he has not received any compensation from the above 
companies in the preceding twelve months. He does not hold any shares by him or through his relatives or in case if holds the shares then will not to do  
any transactions  in the said scrip for 30 days from the date of release such report. Our entire research professionals are our employees and are paid a 
salary.  They do not have any other material conflict of interest of the research analyst or member of which the research analyst knows of has reason to 
know at the time of publication of the research report or at the time of the public appearance. 

While we would endeavour to update the information herein on a reasonable basis, Centrum, its associated companies, their directors and employees are 
under no obligation to update or keep the information current. Also, there may be regulatory, compliance or other reasons that may prevent Centrum 
from doing so. 

Non-rated securities indicate that rating on a particular security has been suspended temporarily and such suspension is in compliance with applicable 
regulations and/or Centrum policies, in circumstances where Centrum is acting in an advisory capacity to this company, or any certain other 
circumstances. 

This report is not directed to, or intended for distribution to or use by, any person or entity who is a citizen or resident of or located in any locality, state, 
country or other jurisdiction where such distribution, publication, availability or use would be contrary to law or regulation or which would subject 
Centrum Broking Limited or its group companies to any registration or licensing requirement within such jurisdiction. Specifically, this document does 
not constitute an offer to or solicitation to any U.S. person for the purchase or sale of any financial instrument or as an official confirmation of any 
transaction to any U.S. person unless otherwise stated, this message should not be construed as official confirmation of any transaction. No part of this 
document may be distributed in Canada or used by private customers in United Kingdom.  

The information contained herein is not intended for publication or distribution or circulation in any manner whatsoever and any unauthorized reading, 
dissemination, distribution or copying of this communication is prohibited unless otherwise expressly authorized. Please ensure that you have read “Risk 
Disclosure Document for Capital Market and Derivatives Segments” as prescribed by Securities and Exchange Board of India before investing in Indian 
Securities Market. 
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Hold: TP upside of between -15% and +15% (-25% to +25% for stocks with market cap <Rs20bn) 
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