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Europe’s - Spending !
- - -
India
$1,487TM
The spreadsheat detailing this forecast is available onling
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Total (€ millions) €1,113 €1,476 €1,943 €2,483 €3,057 €3,636 27%

{numbers have heen rounded)

Source: Forrester Research, Inc.
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Current Environment ¢ [

« Market conducive to Off-shore

e Europe highly demanding on service delivery

* Focus on business value improvement and Rol
« Highly reference based buying

 IT efficiency continues to be a priority,
 Regulatory changes adding to IT budgets

e Distinct streams of customer behaviour
— high cultural and linguistic diversity
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Trends Moo

 More than 30 percent of leading European businesses already include
nearshore or offshore in their business and IT plans

« Transition from internal staff to external service providers — AMS
opportunities

« Countries with high acceptance of outsourcing (UK, Nordic countries) will
grow faster than Central and Southern Europe

 Mood changing from cost savings to Business Process Efficiency

* Investment in new technologies and solutions with a clear business case
e Consulting and systems integration picking up fast

* Nearshore to Eastern Europe will play a big part

e BFSI investing heavily in customer service
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Europe’s Order Book is growing rapidly supporting Hexaware
envisaged growth

I £3m
| $7m |
$17m
S O<41
130% increase in
Order Book over
$37m 2005
2006 2007 2008 2009 Total
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e Strong Europe story — 26.5% of Corporate Revenues
e (Good presence in Major European markets

e Strong repeat business — 90%
— 1 Client >$10 M
— 2 Clients $5 to $10M
— 5 Clients $3 to $5M
— 10 Clients > 1M

*  $64 Million Order Book - 130% increase over 2005
« Strong BFSI focus augurs well in Europe
» Exploring setting up of Eastern Europe Development Centre

* Acquisition plans in Europe will further boost capabillities, relationships and
growth
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Strategic Focus going forward — ‘RISE’ Hexaware

A
A
Regenerate Invest
 Insurance, Airlines...revisit ! T |+ Growth markets..Netherlands.. France.
. : « Grow Services include Testing in
O Develop SpeC|al|Zed OffenngSMRO Financial ServiceS, Pharma1 Mfg’
o || Repackage services Cargo, PASS : I\/I_orci3 zgrrg;r?;sive localisation plans for:
T ||+ Acquire new clients by Kick-start _ France
(T_) through alternate strategies, then « Solutions and alliances orientated Y
Y— build incrementally towards both these market -
e * Build Near shore options - EEDC —
- Q.
O Ro
ol RISE ' 3
5] Q
I - =
= Sustain Enhance &
O . : : L D
- « Sustaining business levels in » Pursue opportunities in new
8_) selected geographies..Belgium geographies, according to target
through Service Deliveries segment
* Replicate Learning's & successful
« Focus on maintaining revenue experiences and create larger
streams and profitability v Accounts a/c EU
\ 4
v
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ECO System...Critical To Operations Build- |fjjHexaware
Enhance-Maintain

Closely Working with System Integrators
12 <
s S
'L:) S Maintain Growth position in Germany c%;
L
(@
é = Drive Growth across Improve Sales Productivity @
S = UK: France; Netherlands @
QJ -
2o O m
c O o 3
2 o . . : _ . o
G S Scandinavian Operations Quality of Client Acquisitions (rnn >
e <
8 o . : : : cae
O £ e Buidling relationships with o _ e
Dc; 5 Analysts & Advisors Building Multi-language Teams g
cS FIG/S =
g *Establish East European D C Build Local Sourcing Strategy 7
C >
CU —
= eIntitate PR & Marketing Continue to Liaise closely °
campiagns with India Delivery Team

No change

Enhancing this Eco system will be a continuos task ! Accelerate

New in 06
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ROY Focus H?’!E’-‘.ﬁ!":-"ﬁ"?fﬁ

e Germany
— WiIll Spear head European growth...very strong pipe
— EXxpect to sign 5-6 clients
— Sales team In place...kick-in visible

 R.O. E. M continue deliver growth

 New Region
— Scandinavia ....kick-off, kicking In
— Netherlands... Convert the strong pipe-line

* Relationship Management ...Continues
— Excess of 90% growth from Existing Clients
— Accelerate Ramping up ...Exsiting.a/c & New wins

Leveraging on references & relationships
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Thank You
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