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Dear Sirs,

Sub: Investor(s)/Analyst(s) Meet

Pursuant to the SEBI (Listing Obligations and Disclosure Requirements) Regulations, 2015, we wish to
inform you that the Company will be meeting Investor(s)/Analyst(s) on one on one basis on 18 and 19 June
2019 in Mumbai.

The presentation proposed to be used at the above meeting is enclosed. The aforesaid presentation is
being uploaded on the website of the Company at www.mphasis.com.

We request you to kindly take the above on record as required under the SEBI (Listing Obligations and
Disclosure Requirements) Regulations, 2015.

Yours faithfully,

For Mphasis Limited

DocuSigned by:

[SWVMMM Mayaya
864FB8DBFAE44A7...

Subramanian Narayan

Vice President and Company Secretary
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Safe Harbor

Certain statements mentioned in this presentation concerning our future growth prospects are forward-looking

statements regarding our future business expectations and are based on reasonable expectations of the management,

which involves a number of risks, and uncertainties that could cause actual results to differ materially from those in
such forward-looking statements. The risks and uncertainties relating to these statements include, but are not limited
to, risks and uncertainties regarding fluctuations in our earnings, revenue and profits, our ability to generate and
manage growth, intense competition in IT services, wage increases in India, our ability to attract and retain highly
skilled professionals, our ability to manage our international operations, reduced demand for technology in our key
focus areas, withdrawal of fiscal governmental incentives, political instability, war, legal restrictions on raising capital
or acquiring companies, and general economic conditions affecting our business and industry. We may, from time to
time, make additional written and oral forward-looking statements. We do not undertake to update any forward-

looking statements that may be made from time to time by us or on our behalf, unless required under the law.
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consumer Behavior and need for Agility Driving Change

1. Cloud App Dev Cloud is fundamentally changing the process for building and delivering
[

business capabilities

2. Cloud Platforms Public Cloud Platform providers along with emergence of the Gig-Economy is

¢ accelerating the disruption of service lines

On-prem Data Centers are shrinking / the way services are provided to
end-users are transforming

3. Data Centers
@

4. Next Gen Data

o ® © @

Enterprises are using Next Gen Data to differentiate in the marketplace

5. Ops Automation Intelligent automation and Cloud based platforms are transforming the way
@

Business Operations are designed and run

di®)
o5=p
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vur numwoers tell the Story: Consistency and Transformation

Company Revenue in USD M (gross)

300 -
280 -
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a 227 228 29 505 25 228 224 | y
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‘13 ’'14* 15’15’15 15 ‘16 ‘16 ‘16 ‘16 ‘17’17 17 4’17 ‘18 ‘18 ‘18 ‘18 ‘19 ‘19 '19 19

Our Investments in New Gen capabilities and Talent coupled with strong “Client Centric”
organization delivering strong results...........

# Growth % in CC Terms & Revenue reported is in USD @ Avg USD INR Ex. Rates * Transition Year 5 months adj.

© Mphasis 2019 Proprietary and confidential information May 28, 2019 '>




DocuSign Envelope ID: 883BA089-FB62-4FD8-8BC1-50AFB9A5289F

rRevenue Growth in FY 2019: Consistency

Gross Revenue Growth (CC) Gross Revenue — Q4’19 USD M
([ @ @ @
CC Growth
QoQ - 2.9% &
14.2% YoY 12.6%
292
9.8% 283
264
-2.5%
FY-18 FY-19 Q4-18 Q3-18 Q4-19
FY-17

Strong FY19 Revenue:
e Gross Revenue Growth of 23.2% & Net

Consecutive year of double digit Continuing Deal Wins momentum.

growth in Direct Core and DXC/ HP USD 616 M of Direct International

(o)
Revenue Growth of 18.1% (INR) driving overall growth TCV in FY19 with 79% in New Gen

e Gross Revenue CC Growth of 14.2%

# Growth % in CC Terms & Revenue reported is in USD @ Avg USD INR Ex. Rates

© Mphasis 2019 Proprietary and confidential information May 28, 2019
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onsistency: surong carmngs Growth and Optimal Cash Strategy to Maximize Shareholder Value

Improving Operating Margin Strong EPS Growth —31.4% in FY19
@ L [ 4 L J
0,
146%  15a% o
13.3% 12.8% 56.1
42.7
37.7
321 30.1
FY15 FY16 FY17 FY18 FY19 FY15 FY16 FY17 FY18 FY19

Yo % O & S @

Track Record of Healthy Dividends... Consistent Free Cash Flow Generation

@ ] ([ @
Dividend Payout (incl. tax. % of EPS before exceptional items) Free cash flow (USD M)
. 70%
60% 539 56% 58% 131 138
112 115 109
FY15 FY16 FY17 FY18 FY19° FY15 FY16 FY17 FY18 FY19

Returned INR 20,979 M through buy-back in FY18 & FY19 Closing cash balance of USD 287 M

S

* Subject to shareholder approval

© Mphasis 2019 Proprietary and confidential information May 28, 2019 :)
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uXC-Mphasis Relationship Transformation

Predominantly IS,
in Americas From Supplier to Partner

_ EYLY Traditional Outsourcing

Managed Services
Apps to Cloud solution partner working

with DXC Client Facing teams

Strategic Solutions Partner : Apps to Cloud

From Traditional Outsourcer to

Solution Partnership: Service Transformation Partner

Apps to Cloud, Legacy Value-Added
Modernization Traditional Outsourcing <30% Transformation Partner
Service Apps Services
Transformation GTM
| owx-oxcampsam  (FREE
Beyond
Outsourcing Solution Joint-GTM for Application
Partner Services for DXC Clients

Diversified Geo [Americas, Europe / UKI, APAC]

© Mphasis 2019 Proprietary and confidential information May 28, 2019 ’)
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DXC Business Transformation

Revenue in USD M*

67.4 @

63.4 059

62.9

>4 547 55 535 538

—> 59.6

54.0

Q1-16 Q2-16 Q3-16 Q4-16 Q1-17 Q2-17 Q3-17 Q4-17 Q1-18 Q2-18 Q3-18

Business Shift

Q4-18

Q1-19

Q2-19

Q3-19 Q4-19

Geographical Penetration

App Services GTM /
Solution Partner

Service Transformation

Outsourcing

Q4’17 Q4’18 Q4’19

* Revenue reported is Gross & in USD @ Avg USD INR Ex. Rates

© Mphasis 2019 Proprietary and confidential information

Q4’17

Q4’18

Q4’19

May 28, 2019

RoW - Europe /
UKI, APAC

Americas
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LZUZVU Ol DEYOIU.

we Continue our Journey of Consistency and Transformation

) Vertical Expansion

© Mphasis 2019 Proprietary and confidential information

@ Application Services

Service Transformation
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persin Enelope st ACceieratea Growth in Our Primary Engine: Direct Core Business

16.3% incC
Strongest YoY growth
132.8
126.6
118.9 119.6 119.4 121.2
/ / / / :/: :/: :/: :/: :/: :/: :/: :/:

Q1 FY17 Q2 FY17 Q3 FY17 Q4 FY17 Q1 FY18 Q2 FY18 Q3 FY18 Q4 FY18 Q1 FY19 Q2 FY19 Q3FY19 Q4 FY19

CQGR % is in CC. Revenue reported is in USD @ Avg USD INR Ex. Rates

Consistency: Growth across the board

Year on Year Revenue Growth 0
16.3%  Broad based growth across segments

10.4%

* 3 of the Top 5 strategic accounts grew at >20% Y-o-Y
* >80% of deals won came from new gen areas

FY17 FY18 FY19 * New Clients growing >80% in H2-19
B Strategic & New Clients [ Blackstone

May 28, 2019 :‘)
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consistency: Direct growth fueled by New Gen Services

New Gen Areas Dominate New Wins Significant Revenue Growth in New Gen Services
@ L [ 4 L J

Direct TCV Wins (USD M) Direct Core Revenue (USD M*)

36.3% —> New Gen
47.6% /,/07 623 CAGR

616
551 539

479

New Gen
New Gen
Traditional

Traditional

FY-17 FY-18 FY-19 FY-17 FY-18 FY-19

Next Gen Partnerships help grow New Gen Services

TCV with Partner Partner led
Collaboration Deal Wins

Start Up  Stelligent acquisition jump-started AWS partnership
PartnerS * Gold Partner of Microsoft Azure for Cloud App Dev

25+

* Development and GTM Partner of Google Cloud Platform

30% 70+

* Top Partner for Pivotal

* Revenue reported is in USD @ Avg USD INR Ex. Rates

© Mphasis 2019 Proprietary and confidential information May 28, 2019 ’)
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Preparing for the Future...

Mphasis ‘F2B’ Transformation™

@ @
|:> Drivers Customer / Engagement Intelligence Core |:> Outcomes
Stakeholder Layer Layer Systems
* Amazonization v v * Right Sized Transformations
 Fast changing Markets Microservices ? * Shrinking the Core
* Need for Personalization \ \ * Reference Architecture
- - and APIs
\ \ b  Innovation
Mphasis Service Transformation
([ @
|:> Drivers [ ~45-65% Savings |:> OUtcomes

. - Standardize . .
 Generate savings to 5 -m n— * Risk, cost and error reduction
wn C utomate
! i ’ o 0o ey .
fund ‘change the business S g E * Speed and agility improvements
: : g g Traditional m S 2 ,
* Service level improvements £s aditional mode | ) 5 + Throughput improvements
o People / Process / Technology [ X2C =
= Cloud and Cognitive [

© Mphasis 2019 Proprietary and confidential information
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...which is Vastly Different

Q * Application IDEs

* Dev ops tools
1. Next Gen Portfolio / IP * QA Automation tools

'/ [‘\ e Decisions mostly taken by IT

D, e RFP driven Sale Process

2. Client Engagement e Staff augmentation

w * BAs, App architects
/J * Developers in different layers
3. Talent Transformation * QA and deployment teams

Cloud Sandbox
Auto Code generators
Microservices

Decision taken by business and IT
Outcome based structure
KPI Driven / new commercial models

Designers
Full stack developers
SRE engineers

May 28, 2019 1")
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By “Bringing the T back into IT”

Next Gen Solutions bring together Deep Domain Expertise and Cutting Edge Technology

Deep Domain Expertise

* Long tenured preferred relationship with
marquee customers

Deep Technology Expertise

* NextStep Platform — Mphasis IP Platform

* NextLabs —in Cloud Al & Cognitive

Innovation Lab

e Sparkle Program — Startup Innovation

Ecosystem

© Mphasis 2019 Proprietary and confidential information

Verticals

Mortgage
Payments

Wealth Management

Consumer Banking

Insurance

Hi-Tech

Healthcare

Powered by Cloud & Cognitive

Technology Offerings
Modernization Next Gen App Dev
Next Gen Data DevOps
Enterprise Automation Cyber Security
AMS IMS

Become truly world class in chosen offerings

May 28, 2019
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Operationalizing IT with an Agile GTM

Go-To-Market Teams, Organized around Tribe/Squad Model, bring Agility and Innovation to Our Clients

Portfolio Deal Delivery Design Thinking WOrkShOpS
Dev Squad Squad
Next Gen App
Account | Portfolio Deal Delivery H a Ckath ons
Dev Squad Squad
Chapter ‘
Account Portfolio Deal Delivery Poc |ed engagements
~ Dev Squad Squad

<——  Chapter

C' & & o
ccoun | ' 1 ' C 'I t.
N ﬁhapte: ’ & & & | o-innovation
o

c | |
& & / Solution Studio
B B B
: Constant o Dynamic Groups i

Tribe: Cross functional Team, focused on developing, evolving and building next-gen offerings
Squad: Each portfolio Tribe (Mod., DevOps...) has cross-functional Squads that come together to build and deliver specific offerings using Agile methodologies

© Mphasis 2019 Proprietary and confidential information May 28, 2019 15 :‘)
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anu iviaking Digital Transformation real for our clients

[ ) Accelerated legacy modernization by leveraging cloud & containers for a

>>> Fortune 50 company

Increase in product Reduction in Reduction in
development speed timeline to cloud movement Services Cost

Modernization
Tribe

Building a cloud based high transaction high performance Global Payments

<I> Systems for a Fortune 50 bank
Reduction in Reduction in

Next Gen App Dev Time to Market manual processing effort
Tribe
\. J

Reduction in TCO

© Mphasis 2019 Proprietary and confidential information May 28, 2019
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v rocusea citort in Building IP in Cognitive, Cloud and Service Transformation

(& >

Cognitive Cloud Service Transformation
[ o © o © @
Cognitive CoE / Deeplnsights Cloud CoE / Cloud Maturity assessment tool: InfraGenie / ADM Virtual Assistant
Cognitive Twin / Autocode Stelligent DevOps & DevSecOps Platform BPS Commercial lending Ops / Amplify

. Winner — Best Application Stratus Awards for Cloud ( ' )
‘%@?}The Alconics  of Artificial Intelligence (Al) Computing’ in the Artificial z ).l 1°61 ]‘,{ n
for Financial Services Intelligence category EXPRESS imanin -~
IT AWARDS

© Mphasis 2019 Proprietary and confidential information May 28, 2019
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and Transforming Our Talent

Talent Next

On-Demand Learning Platform

8 Next Gen HR Platform

@ Advanced Skill Mapping
ﬁgﬁ Hyper Personalized \ Online & Offline Training Catalogue

Effective Communication

Za7

* Talent Next is the catalyst to up-skilling and cross-skilling our workforce on next-gen skills/technologies.
* Since inception in FY18:

— Five sprints for over 60 skill-proficiency solutions

— Coverage to global technical associates

— Large percentage of technical associates are now certified

— Primary source of talent supply chain, with increased adoption

© Mphasis 2019 Proprietary and confidential information May 28, 2019



pesin Enelope B nausiry Analysts and Influencers too are Recognizing this...

GARTNER

GTRATUS

—2m8 —

AwARD

MAGIC QUADRANT

:

L
oMware

.

Development &

&
Life Insurance Policy Administration System . ’ / % Y h \ Q = \../
HFS /‘9@@ y — f Q\ \\ ”Q \\° / gg ;:f' DXC Partner
‘ & 62 =& \* % 7 = % / E N Advisory Council
Ranked among Top 10 f % E ° ‘ E' 2 Q ’gh ”i - 0--- Awards, 2018
Google Al Services 2019 - ; = 'é. \Q = = \\ g s _§ §I S
AVASANT i! 1‘@ p @ / o — g S5 ‘/ S
CHALLENGER ,99 \% é Sl ‘ . a,sl \QQ’ b
Digital Masters RadarView" ‘Q'& \ i! P 'E & / 3 {?
= SN MAIOEE Oy 2, @
FORRESTER --yo“’ Q§ &> /gl 189 &3‘; F—
WAVE CONTENDER 2018 &" - N =10
Midsized Digital Experience Agencies ‘/;‘#” g Ins“ ra.nce! Q‘li HPA f ° *& "
g oo snserwems | TIOMATION M dﬂ @ ‘
1 2=Infrastructure = NManage & & informatica
o ~e e Business AUING S ¥

Featured in ) 1 ‘(j %
Top 25 Digital Case Studies . _ . I)‘l’l dg011
Based on 60+ mentions by Analyst firms in there research over the last 15 months

May 28, 2019 1")
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2020 and Beyond...

' 4 |
l,’ 1. Accelerate Direct Core : Consistently outgrow the market
* Farming Strategic Accounts
* New Client Acquisition
 Continue momentum in BX channel
2. Strategic Partnership with DXC/HP : Continuous transformation in relationship
* Applications Partnership Growth
* Expand Vertical and Geographic Footprint
* Increase Service Transformation Participation
3. Continued focus on Margin optimization to fuel Growth (EBIT 15%-17%)
4. Investment Capability building : Talent Next, Next Labs and inorganic tuck-ins
5. Strong Cash flow Generation and Optimal Cash Strategy to maximize shareholder value
\ J
© Mphasis 2019 Proprietary and confidential information May 28, 2019 ‘)
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About Mphasis

(BSE: 526299; NSE: MPHASIS) applies next-generation technology to help enterprises transform
businesses globally. Customer centricity is foundational to Mphasis and is reflected in the Mphasis’ ™
Transformation approach. Front2Back™ uses the exponential power of cloud and cognitive to provide hyper-
personalized (C= =1) digital experience to clients and their end customers. Mphasis’ Service Transformation
approach helps ‘shrink the core’ through the application of digital technologies across legacy environments within
an enterprise, enabling businesses to stay ahead in a changing world. Mphasis’ core reference architectures and
tools, speed and innovation with domain expertise and specialization are key to building strong relationships with
marquee clients. Click to know

Important Confidentiality Notice

This document is the property of, and is proprietary to Mphasis, and identified as “Confidential”. Those parties to
whom it is distributed shall exercise the same degree of custody and care afforded their own such information. It
is not to be disclosed, in whole or in part to any third parties, without the express written authorization of
Mphasis. It is not to be duplicated or used, in whole or in part, for any purpose other than the evaluation of, and
response to, Mphasis’ proposal or bid, or the performance and execution of a contract awarded to Mphasis. This
document will be returned to Mphasis upon request.


http://www.mphasis.com/
https://www.mphasis.com/home/our-approach.html
https://www.mphasis.com/home/our-approach.html
http://www.mphasis.com/
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