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Operator:

Thank you for standby. And welcome to the Investor Conference Cadinpeesby Mr.
Arvind Rao and OnMobile management team. At this time, all paaints are in a listen-
only mode. There will be a presentation followed by a question-andears®ssion, at
which time, if you wish to ask a question please press “star”“oneg/our telephone. |
would like to hand the conference over to Mr. Arvind Rao. Over to you, sir.

Arvind Rao:

Thank you very much. First | would like to welcome everyone to thisstoveall. As a
publicly listed company, this is the first time we will ldeasing numbers for the entire
fiscal year. We have with us Mouli Raman, who is the CTO anddCioider; we have
Rajesh Moorti, the CFO and myself, Arvind.

I'll now hand it over to Rajesh Moorti, the CFO, he will walk ybwough the numbers
and the results and following that we will have a question-and-arsageion, which all
three of us will handle. So, Rajesh over to you.

Rajesh Moorti:

Thanks, Arvind. Good afternoon, everyone and welcome to the investor confeadince
and thanks for your continuous support. Value-added services business asl we ha
explained earlier is driven by the timing of the new prodaghthes, the acquisition of

the new customers or the underlying market changes and as weehtidned last time,

it does not necessarily fit into the quarterly reporting pattern. We had themegotened

to everyone that our performance should be judged by the annual perforamahees

had decided to give only annual guidance. You may recollect thabtigany had given

a guidance of 65% year-on-year growth in revenue for the year methintention to
maintain PAT in the range that we had talked about.

| am very happy to present the financial performance otdnepany for the year ended
31st March 2008. The consolidated revenue for the year was Rs. 2,698 miith
EBITDA of 1,123 million and the profit after-tax of 603 million. Thispresents a 97%
increase in revenue year-on-year and a 79% increase in profit over 2006-2007.

The consolidated revenue for the quarter, which is January-March rq2@d@ was Rs.
717 million with the EBITDA of 200 million and a profit after tat 44 million. In
percentage terms, the full year EBITDA is around 40% and tH# pfter tax is around
22.4%.

| would like to highlight a couple of things here again, this is wehad discussed in
last conference call, about the unevenness of the Voxmobili, Fremerue, this is the
company that we acquired in September 2007. This is more from the angquraiitices




followed by the company. The business recognizes its revenyevbeh the product is
delivered or the service is completed. October to December quahteh is the last
qguarter of the calendar year, is typically the quarter wiyere have the maximum
revenue, but the costs are incurred more on an evenly basis actbesclarters. Now
this being the first quarter of the calendar year, it has more costs thanghea@nd you
can see that from the consolidated numbers.

The other thing that | want to highlight is that, the business hasgedtto invest
heavily in the new business initiatives, be it on international eikpaos other initiatives
like mobile marketing and M-Commerce & corporate businesses, Alging the year,
we had some one-time accounting hits - either because of cimageounting policy or
because of the acquisition related costs that we had early ye#neand also we had a
one-time FX charge. If we were to exclude only the one-timegelkareven without
considering the new initiatives, our PAT would have been closer to 2dthat’'s the
range that we had given earlier.

With this, I'll hand it back to the operator for the Q&A.

Operator:

Surely sir. Participants who wish to ask a question please fsts$ “one” on your
telephone and wait for your name to be announced. We have our first qiiestidvs.
Divya from J&K Financial. Please go-ahead ma’am.

Divya:

Hi. This is Divya from JM Financial. | haven’t been able to labkour numbers. Could
you just repeat your full year Revenue and PAT and Revenue,[BBAnd PAT
numbers in the quarter, please?

Rajesh Moorti:

I'll give the full year numbers first - Revenue is 2,693 million Wwhig an increase of
97% year-on-year and EBITDA is 1,123, which translate to a 40% EBl@Amy PAT
is 603, which is 22.4% and as | mentioned there are some one-time atgamnities
some of which we had disclosed earlier. If you have to really &akon a like for like
basis, our PAT would have been 24% but for those one-time hits.

Divya:

Okay, okay. And for the quarter?

Rajesh Moorti:




For the quarter, the revenue is 717 million with the EBITDA of 2@0om and PAT of
44 million, but again as | explained earlier in the call thatithedominantly impacted
by the unevenness in the recognition of revenue during the year.

Divya:

So what is the loss that came in from Voxmobili this quarter?

Rajesh Moorti:

If you look at accounting loss it is roughly 7 crores.

Divya:

Okay. But next year you said this would even out, right, we would not be accounting
Rajesh Moorti:

Correct. So what we are doing is that, we are changing the aicppaticy to recognize
the revenue on our projects on a percentage completion basis ratheort project
completion, so that would avoid all the quarterly lumpiness.

Divya:

Okay. Sir for the full year how much has been Voxmobili contributiadhedop line and
bottom line?

Rajesh M oorti:
It is around 31 crores on top line and 13 crores in bottom line.
Divya:

Okay. Sure. And | missed your guidance for the FY09, your guidance 8580 on
revenue growth. Is that right?

Arvind Rao:

Yeah. Our guidance for the next year remains the same, whéh ts 65% growth in
revenue and margins in the same range plus or minus 1 or 2%.

Divya:

Okay, okay.




Operator:

Okay. Thank you very much, ma'am.

Operator:

Next in line we have Mr. Ruchit from HSBC. Please go ahead.

Ruchit:

Yeah. Hi. Good morning, gentlemen and congratulations on results. Justryg you
know, you mentioned that there was some one-time expenditures mudrier, could
you give a sense of what those figure was?

Rajesh Moorti:

Yeah. One-time expense is really in the year.

Ruchit:

Okay.

Rajesh Moorti:

And the total impact on the P&L is roughly 1.3 - 1.4%.

Ruchit:

And in absolute rupees please?

Rajesh Moorti:

Yeah. In rupees it is around Rs. 50 million.

Ruchit:

Okay. Just in terms of the overall business in this quarter, coul@gjiye a sense of how
much revenue has come in from international and domestic, | maagaye Voxmobili
was 31 Crores but what is straight from international?

Rajesh Moorti:

In this quarter?

Ruchit:




For the year.

Rajesh M oorti:

For the year, the international business is roughly 15% of our total revenue.
Ruchit:

This would include Voxmobili?

Rajesh M oorti:

That includes Voxmobili, yeah.

Ruchit:

Okay. And just on Voxmobili for the years a whole, what was the BBIThat company
generated because you said PAT of 13 crores but what is the EBITDA?

Rajesh Moorti:

EBITDA is more or less the same since Voxmobili has some carry-fotossés...
Ruchit:

Okay.

Rajesh Moorti:

And we do not have any tax payable in that front.

Ruchit:

Okay. But there is no depreciation or interest on those books?
Rajesh Moorti:

No.

Ruchit:

Okay.

Rajesh Moorti:




It is very, very marginal.

Ruchit:

And going forward how do you see the Voxmobili business itself parmihgl mean,
when you are seeing 60 - 65% growth. Do you anticipate Voxmobili te grohe same
fashion or...

Rajesh M oorti:

Yeah. 60 to 65% growth includes growth from Voxmobili.

Ruchit:

Okay. But would that business grow in line with the overall companyoaoitd that grow
slower than the company?

Arvind Rao:

Actually, you know, all this depends on product maturity and where d@heyin the
lifecycle, | mean, some of our core products, which have been arouaddioger period
of time.

Ruchit:

Okay.

Arvind Rao:

Like Ring Back Tones and voice portal, Voxmobili will probably grow faster themt
Ruchit:

Okay.

Arvind Rao:

I'll let Mouli to answer that.

Mouli Raman:

Yeah. And overall we have amalgamated both the products and on thesidaps® that

way, we will not be necessarily tracking that separatelyAAsnd said this is going to
be 60 to 65% turnover increase on a combined basis.




Ruchit:

Okay. And when you said maintaining our margins, you know, plus or minus 1
percentage points are you talking of EBITDA or you are talking about netnsarg

Arvind Rao:
We are talking about the net margins.
Ruchit:

The net margins, okay. And finally, can you give us an update on new pftadnches
during the quarter and any progress on the international especially withovie@af

Mouli Raman:

Yeah. So the product launches that we have done in the last quartewaivRadio,
which is where people can listen to streaming music on a 2G netvock we have
launched and actually you may have seen some ads called Vodafone atimsicasbund
the country — which is powered by us.

Ruchit:

Okay.

Mouli Raman:

Another product that we launched is ‘Friend Finder’ in one of the lapgrators and it is
doing pretty well.

Ruchit:

Okay.

Mouli Raman:

And we have also launched Hindi Wap in one of the largest carriers in the country.
Ruchit:

Okay.

Mouli Raman:




And we have also launched some lead generation initiatives in one of the carriers
Ruchit:

Okay.

Mouli Raman:

And the model is that, for every lead that we give to a merchanget a cut out of the
same. So these are the four major product launches that we had last quarter.

Ruchit:

Okay. But does Ring Back Tones still form a significant portion of revenue as of now?
Rajesh M oorti:

Yes. Yes.

Ruchit:

Would have been greater than 50% or what percentage?

Rajesh M oorti:

It is roughly around 40%. Yeah.

Ruchit:

And what is your market share for the year as a whole amouifcgnsider all the VAS
revenues that the telecom majors have declared what market share did weusaly® ac

Arvind Rao:

That's very difficult to get because the definition we can @$seguite varied across
operators.

Ruchit:
Okay.

Arvind Rao:




It varies from operator-to-operator, you know, wherein some casesevarang, some
cases we are not so strong and they have in-house and soméegsgsn't have in-
house.

Ruchit:

Okay.

Arvind Rao:

And again, we are not tracking that number. But if you, you know, add upt&ié/AS
revenue in India and if you make the assumption that roughly 50% oftpatson-to-
person SMS, GPRS, Roaming etc since that's not an addressable market for us.
Ruchit:

Okay.

Arvind Rao:

Right. If you back that out and then if you say based on that, ifgiaidur domestic
revenue and come up with a number, you probably come up somewhergangbeof
25 - 30%.

Ruchit:

Okay.

Ruchit:

And just finally, if you can update us on what's happening on the Vodé&fame any
progress on the international market of Vodafone?

Arvind Rao:

Yeah. We have been contacting multiple Vodafone entities around the amak we are
in discussion with at least five or six of them. Now one thing is in terms of jtisigstne

expectations, while our story and our credibility and our referemeegeay strong from
Vodafone India. Typically, telecom field cycles are long and obwotls# reference
would help to shorten that. And | am looking forward to leveraging wieatre doing
with them in India and take it outside. So far, as of today, we hatveigned anything,
but we are in good state of discussion with several other Vodafone entities.

Ruchit:
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Would it be fair to say by the end of the year something materialize?
Arvind Rao:

| think so.

Ruchit:

Okay. Thank you so much.

Operator:

Thank you very much, sir. Next in line we have Mr. Sandeep fromI|ISKCurities.
Please go ahead, sir.

Sandeep:

Can you just give us the revenue excluding Voxmobili for this quagewell as the
PAT?

Rajesh Moorti:

The standalone revenue?
Sandeep:

Yeah. Excluding Voxmobili?
Arvind Rao:

For this quarter?

Sandeep:

Yeah.

Rajesh Moorti:

For this quarters excluding Voxmobili the revenue 70 crores.
Sandeep:

Okay.

Rajesh Moorti:
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And the PAT is around 12 crores.
Sandeep:

Okay. So the PAT margins in this business excluding Voxmobili havénddclSo is
there any one-time in this quarter also?

Rajesh Moorti:

Yeah. There is one time. | had mentioned about the foreign excharnbatiwe had and
it was roughly 2.5 crore.

Sandeep:
This is the hedging loss?
Rajesh M oorti:

I's not a hedging, | mean, again, the reason | call it one-betause we had some
deferred payment to be made to Voxmobili on an earn out basis.

Sandeep:

Right.

Rajesh Moorti:

And given the way euro has fluctuated as against the dollar.
Sandeep:

Right.

Rajesh Moorti:

That's one-time, but again yeah, this has to be taken to the B&hemaccounting
regulation.

Sandeep:
Okay.

Rajesh M oorti:
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It is not on the normal business. It's related to the acquisition cost.
Sandeep:

Okay. And any other one-time in this quarter?

Rajesh Moorti:

Not in this quarter, no.

Sandeep:

Okay. And sir, can you give us the update in terms of the Phone Backupeaass
selling of our organic strength in Voxmobili, as well as, Phone Backup in India?

Mouli Raman:

Yeah. So, we have managed to sell Phone Backup in India for -- ¢hdntdia. And we
have also launched Phone Backup in two operators outside of India, in isledags
Indonesia. The Phone Backup is doing pretty well.

Sandeep:

Okay.

Rajesh M oorti:

Sandeep, sorry, just to come back to your question, there is one aogounti
reclassification, which has happened which may, as a percentagériag down the
margin.

Sandeep:

Okay.

Arvind Rao:

Doesn't affect in terms of absolute number because there s ammunt that we used to
earlier deduct from revenue.

Sandeep:
Right.

Arvind Rao:
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Now that is reclassified to cost and that is around 5 crores.tRigtesn’t impact the
absolute number.

Sandeep:

Okay. And what is this amount like nature of this amount?
Rajesh Moorti:

This is provision against debtors.

Sandeep:

Okay, okay, okay.

Operator:

Is your question answered sir?

Sandeep:

Yeah. Last thing, this phone backup revenue when it's expected tinshagiia as well
as internationally?

Mouli Raman:

It will start in Q2. | mean, it is based on a lot of factorsle&wbne of the carriers who are
expanding to the market is pretty ready. It's going to be basedowntlhe initial
marketing is going to be done and also the consumer uptake. So paseaikpect the
revenue to start in Q2.

Sandeep:

Okay.

Mouli Raman:

And it will ramp up over the year.

Sandeep:

Okay.

Arvind Rao:
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And just to clarify one thing, you know, phone backup is a data product andgpemetr
of data services and data enabled handsets in India is relatbxelycompare to
international markets.

Sandeep:

Okay.

Arvind Rao:

So while in the long run we believe that the phone backup product waktdemely well
in India. In the short-term, the real value from phone backup will baternational
market and not in India.

Sandeep:

Okay, okay. And this is all included in your guidance?

Arvind Rao:

Yes.

Sandeep:

And secondly, is it like the clients of Voxmobili being convertedeteenue share model
or they are still working on license revenue model?

Arvind Rao:

See when you do a licensing based you can’t change that to a rexneeSo what we
have done is, in many of the new customers, particularly in AsididPahere we have
sold Voxmobili product, many of them have been contracted and negotateal

managed services revenue share basis.

Sandeep:

Okay.

Arvind Rao:

Whereas the historical ones will, you know which have contractedemsing basis, we

are trying wherever we can to upgrade and change it but, you knoshoméd not rely
on that...
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Sandeep:

Okay.

Arvind Rao:

...on our ability to change it.
Sandeep:

Is your guidance considering any decline in the revenue shahe isehse of entering
into FY09 or do you expect to remain stable versus FY08?

Arvind Rao:

By and large we expect to remain stable, but it varies, irestases we, you know, in
overseas we will have higher recognization. We are tryingetdhg best we can. So in
some cases the additional stuff that we negotiate and get eonénact. It may offset any
decline on the existing one, which again very obviously negotiate and try to maintain it.
Sandeep:

Okay. Okay. Thanks. And all the best.

Arvind Rao:

Thank you.

Operator:

Thank you very much, sir. Next in line we have Mr. Vijay from bjzarie. Please go
ahead, sir.

Vijay:

Hello. Good morning.
Rajesh M oorti:

Good morning.
Vijay:

My question is what would be your expected revenue share from setieense fee and
software development fee?
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Rajesh M oorti:

Sorry, revenue share from?

Vijay:

Software license and development fees that is part of your revenues.
Rajesh M oorti:

We do not charge the telecom operators any one-time softwareglaeat fee, which is
the package solution that we provide.

Vijay:

Okay.

Rajesh Moorti:

So there is nothing separate for software development.

Arvind Rao:

And so when we do our revenue share deals with customers, it is all-inclusive number.
Vijay:

Okay.

Arvind Rao:

And it ranges anywhere from 15 to 35 - 40.

Vijay:

Okay. And my next question would be, do you have any provisions that arefonade
regulatory fines that are common in the business that you op&eta®se in many of
the cases we see the regulatory fines because of a feplepeeing charged on their
mobile phones without even using the services? This might happen éemfaysur

integration of your platform in the telecom infrastructure as well?

Arvind Rao:
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Yeah. See we are a white labeled company, so really we prdwedeet¢hnology and
operations and the operators go out and market the service undéraheimame. They
bill end users, they collect the money from end users and based dhethaay us. So
really we do not have or carry the liability for any such incidents. The tialslborne by
the operator.

Vijay:

Okay. And fine with that. Thank you. And then, one more question on your MMP 2500
platform. And then your recent partnership with Dialogic, in what are tlyasegized?

Mouli Raman:

Yeah. So one of the components of a platform is something callddphdeic card,
which is the integration point between the switches on the teleework and our
systems and until now we have been using, we have been working withatimers
which we have extended to dialogic.

Vijay:

Okay. And then, your guidance on the tax rate for the company?

Rajesh Moorti:

The tax for the company is assumed to be the effective -- current\edfeatie of 33% for
the standalone.

Vijay:

Sir 33?

Rajesh M oorti:
Yeah

Vijay:

Okay. Fine. And then your opinion on the location based service that youakaweainy
products in the line up?

Rajesh Moorti:

| mean, while we are exploring the space, it is not goingafgpen in the hurry because
both the networks and the handsets are far from available inatk@ttoday. So -- yeah,
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as far the Indian market. Some other market, which is in a b aabranced stage, we
are working in that space. But in India, it's not going to happen at this stage.

Vijay:

Okay. Thank you. Thanks for your example.
Rajesh M oorti:

Thank you

Vijay:

Thank you.

Operator:

Thank you very much sir. Next in line we have Mr. Ankush from ING dhwents.
Please go ahead sir

Ankush:

Hi. Couple of questions. | might have missed this but what is thédossis quarter for
Voxmobili?

Rajesh M oorti:

Around 7 crores.

Ankush:

Can you detail some reason given for that?

Rajesh M oorti:

As we have mentioned early in the call. In Voxmobili, the revenussgration policy
that the company followed in the last year was on the delivetlzgeokervice or on the
completion the projects. And that necessarily created scenarie whemwould have the
cost recognized across the year but revenues recognized predibyrim#he last quarter
of this calendar year

Ankush:

Okay
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Rajesh Moorti:

What we are doing now from this current fiscal year is that we will chregaccounting
practice as far as the revenues would be recognized on perceatagketion and that
does not create reporting unevenness.

Ankush:

See, why | am asking this question is revenue for this quatken tay around 10% and
the cost have gone up by 20% odd percent roughly and more thanotad 25%, so
essentially profitability obviously has taken a hit. So just waninderstand the reason
how do you see this going forward. This is because even if you extleske lbsses, the
growth has not been very strong. So

Rajesh Moorti:

If you look at to say the nine months number that we reported couple of months ago
Ankush:

Yeah

Rajesh Moorti:

In that one Voxmobili revenue was 29 crores and the profit was 20 crores

Ankush:

Okay

Rajesh Moorti:

Now if add on another three months, that number has gone to 31 crores prafitheas
come down to 13, right. Basically if you look at the impact on the consolidated numbers.

Ankush:
Okay.
Rajesh M oorti:

So that plays a major part when | report the numbers and yomatiBee that kind of
lumpiness going forward.

Ankush:
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Okay
Arvind Rao:

And the other thing | just want to point out is, you know, one is that wetapm the
telecom industry where sales cycle are long and secondly,vévem you launch new
product, sometimes they take off immediately and sometimakasta while to build up
the user base. So typically we manage this company, we rucothizany and we intend
to build shareholder wealth on an annual year-to-year basis. We doamaige this
company on a quarterly basis and many times what happens is whssewarge market
opportunities we invest in it readily for the long run without realying a lot of
wieghtage to short-term quarterly earnings and stuff. That's/étyewe run this company
and we will continue to do it in the best interest of shareholders.

Ankush:

Perfectly fair. And sir, going forward you do not think this kind of lumgsanyway to
come in and probably growth will be more stable in any caset'sThéat you are
expecting?

Arvind Rao:

See, the point you have to remember is, we are still in a hyparthg stage of the
industry, right? So we will make calls based on market shared loesaew customers,
new product opportunity, which are significantly different from atume company
investment cycle. So if there are short-term dips whethermngg or EPS or whatever,
investors | think should temper that with a longer-term vision of what we’re doing.
Ankush:

All right. Sir, one last thing. Sir, just a suggestion. Where do geutlse results for this
guarter, I am not sure where you posted it. So would we get thesrbsttire the call
happens. If you can have a look at results sir next time onwailtlajways help us to
have a look before we start talking

Arvind Rao:

Yeah. Result has been posted on our website

Ankush:

Actually I am on the website. | am not going to trace

Arvind Rao:
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Okay. Fine. We are just active, we have to make sure tiethere, yeah. Thanks for
this.

Ankush:

All right. Thank you
Arvind Rao:

All right.

Operator:

Thank you very much sir. Next in line we have a follow up question fvtsnDivya
from JM Financials. Please go ahead ma’am

Divya:

Hi. | am trying to reconcile the guidance here. We've spoken alheu60 to 65%
revenue growth of which around this year of the 269 Crores around 31 caaresrom
Vox and Vox we were discussing would almost, it's almost expectetbuble in '09,
which means the residual growth coming from your existing busiadsss than 10% is
that term fair -- is that right or am | missing something here?

Rajesh M oorti:

If we look at on our annualized basis, and you exclude Vox, our core ssisiag grown
by over 70% that is also in excess of the guidance that weeygavthe guidance again,
just after the IPO, that also factored Vox numbers.

Divya:

No, but going forward in '09

Arvind Rao:

Yeah.

Divya:

Based on your 65% guidance and assuming that Vox will double thisTyeen we are

looking at residual growth of around. Yeah. The growth that we’re looKing much
lower than right.
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Rajesh Moorti:

The Vox is still around 10 and 15% of my overall business.
Divya:

Okay.

Rajesh Moorti:

Even if you expect Vox to double that does not dilute the growth pegeerdh
standalone business.

Divya:

Okay. So you say that the core business growth is still continuing.
Arvind Rao:

This growth will be entirely fuelled by core business.

Divya:

Sure. Thanks, that really helps. And you also spoke about the data lsatikign being
launched in India with the large carriers. The revenue select grawth2i@ is it?

Arvind Rao:

Yeah. The revenues will start trickling in Q2 and as Mouli $hisl is a data product,
penetration of data handsets and data services in general in lloverédative to Europe
or even Malaysia, Indonesia etcetera. So while in absolute nurhBbmild take off, in
overall contribution to our top line, we are not expecting a huge infian VVoxmobili
products in India in the next year. Overseas we are expecting much more

Divya:

Right. Also new product launches that we've had during the quarter whileat irevenue
expected to accrue. And could you also give us some sense onatine reliccess or
otherwise of each of these product that you've launched during the quarter.

Arvind Rao:

Overall, we have launched both MRadio, which is Vodafone musicrstéi@d you may

have seen. That has met with very good success in terms of the swhkabscribers
and the usage and even the friend finders that we have launched aof teelarge
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carriers, it is meeting with good success. For example,dibRaithin a month or so it
has hit a million users. These are the two major products thatwe launched. So of
these two products have already started getting revenues and thetl ygme more of it
in the next quarter. The other two products which is lead generatiodiaddNVap will
take a longer time.

Divya:

Right. That is very helpful. All the best for the year.

Operator:

Thank you very much ma’am. Next inline we have Mr. Vinay from Ldtasa. Please
go ahead, sir.

Vinay:

Hello?

Arvind Rao:

Hi.

Vinay:

Yeah, good afternoon, sir. Sir, | wanted to ask during the call yodioned there is
ringback tones which are roughly about 40% of total revenues. And in thelidatex
level you said Vox is about 15% of the total revenue. Is that thedotdribution of
phone back up in the overall revenues is it just 15% on it's highesnoe sevenues
outside Vox in phone backup?

Rajesh M oorti:

In the last fiscal year, the entire phone backup revenue came from Vox.

Vinay:

Okay. So are we expecting some percentage of Phone Backup revestaeskicking in
this year? Though you said it is going to be minor, but still would it start kicking in?

Arvind Rao:

Definitely, will revenue will start kicking in, as we said, ave launched it in one
operator and we are in the process of deploying in two more openatémdia and
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besides that we have already launched it in two operators oafdigéia now. So, yeah
the revenues are going to start kicking in Q2.

Vinay:

Okay. So, apart from ring back and phone backup. Which other products aieutiot
the remaining say about 45% of the rest of the revenues. Any other significantgPoduc

Mouli Raman:

Yeah. | mean, broadly the other products are music related produetscenportal for
example the music radio, | talked about.

Vinay:

Okay.

Mouli Raman:

About 25 to 40% was from voice portals.

Vinay:

From voice portals?

Arvind Rao:

Voice Portal itself has a lot of services under that, | méarlike MRadio or cricket
scores and live updates, contests, examinations results and so @atlybaSe it is a
combination of multiple services.

Vinay:

Okay. Fine sir, thanks a lot.

Arvind Rao:

Thanks a lot.

Operator:

Thank you very much sir. Next in line, we have a follow up question franmSEindeep
from ICICI Securities. Please go ahead, sir.

Sandeep:
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Yes, sir. Can you throw some light in terms of acquisition plansdfter raising the
money from IPO, any near term plans or it will take any, @ipgline in terms of early
negotiations?

Arvind Rao:

We had several discussions and we continue to have discussions. Whsay eaithat in
the next 12 months in this fiscal year we will be doing at least two acquisitions

Sandeep:

Okay.

Arvind Rao:

And one should be announced in the next two quarters, because we a®ugsidns.
We continue to keep looking, but again in some cases either thagnoe right or in

terms of the product and the market fit with our existing busivessjon’t see sort of
immediate synergies, which is very important for our acquisition rational.

Sandeep:

Okay.

Arvind Rao:

So you know there will be significant inorganic growth in the nextridhths. Largely
using both our IPO cash as well as you know the market cap curferioye have, but
again we are going to do it, you know gently, slowly, and do it in #wener that is very
selective. But something is going to happen in the next few qudotessire, that | can
tell you.

Sandeep:

So, this will be its like entering a new market or its ldeding a new product to the
Kitty?

Arvind Rao:

The first one that we are talking will largely be a productbdagroduct technology
based acquisition.

Sandeep:
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Okay.
Arvind Rao:

We are looking at several, which are market entry based, buttymeally - you know
the premium that you'll pay for it on a valuation basis is many times ndigdsti

Sandeep:

Okay.

Arvind Rao:

And today because of our track record and our references withdpegator’'s families
whether its Vodafone or Singtel or Ericson, given the shareholderthat we have, we
don’t really see a need to make acquisition that has a high premium for markst acces
Sandeep:

Right. Okay. And how do you see US and Europe as a market. When you will be entering
organically or it will be inorganic strategy like Voxmohithich has given you presence
in Europe?

Arvind Rao:

Yeah.

Sandeep:

So how do you see these two markets going forward?

Arvind Rao:

See, right now, in terms of organic, we are in discussion with alemestomers both in
the Americas as well as Europe. So we are now continuing doing that. If some iacquisit
opportunity show up, which is attractive to those two markets wel@fihitely prefer it,
you don’t move on pay some huge premium and some huge price justrimiggaarket
entries.

Sandeep:

Okay. And the guidance of 60, 65% doesn’t include these acquisitions?

Arvind Rao:
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You know it could be a little bit but not much.
Sandeep:

Okay.

Arvind Rao:

So also, the reason we say this is because you know, when we gave guwane
looking at what we feel comfortable delivering, achieving to the street.

Sandeep:

Okay.

Arvind Rao:

We do not want to factor things which are completely unknown or uncertain.
Sandeep:

Okay. So organically, you believe the Indian large market willcontinue at a rate of
55 - 60%7?

Rajesh Moorti:

Yeah. 55 - 60% that is something that we are looking at

Sandeep:

Okay. And sir, just on the EBITDA Mr. Rajesh like you said 40% bw fuil year
EBITDA, which you said 1123 it seems like a 42%, so what's your outtolan
EBITDA margin entering FY '09?

Rajesh Moorti:

By '09, | mean, we are talking about the net margins.

Sandeep:

Okay.

Rajesh Moorti:

We expect the net margins to be in the same range.
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Sandeep:

Okay.

Rajesh M oorti:

For the fiscal year.
Sandeep:

So we're at 22.4.
Rajesh M oorti:
Yeah. 22 - 23%.
Sandeep:

Okay. Despite this year has some one-time expense?
Rajesh M oorti:

Yeah. But what | mentioned, also Sandeep, we continue to invest verly heshe new
business initiatives.

Sandeep:

Right.

Rajesh Moorti:

And again there will be a mis-match between the cost and the revenue.
Sandeep:

Okay.

Rajesh Moorti:

And yeah, we feel that we have to continue to do that.

Sandeep:
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Okay. And sir, on the new products, | just missed, one you spoke abo&agidiwith
Vodafone another was a lead generation and Hindi Wap and what was the other product?

Mouli Raman:
Friend Finder
Sandeep:

Okay. And we were also talking about launching different typdRBifs other than the
Bollywood music, what is the status on that like?

Mouli Raman:

Yeah. We have launched something called a user generated RBT in Indonesia.
Sandeep:

Okay.

Mouli Raman:

So | mean to be correct, there will be RBT and we keep evolviog example the
MSearch on the RBT that we launched it is doing extremely, Wt is how do you
search for the songs that you want?

Sandeep:

Right.

Arvind Rao:

We have launched it and it is doing extremely well, and -- scahmyeu know these are
the two major things that we have done over last few months angah we keep
evolving it.

Sandeep:

Okay. And thanks all to this.

Arvind Rao:

Thanks a lot.

Operator:
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Thank you very much, sir. Next in line, we have Mr. Vikram from Gihiicials. Please
go ahead, sir.

Vikram:

Hi.

Arvind Rao:

Hi Vikram.

Vikram:

Yeah. My question is regarding accounting policy in Voxmobili.
Arvind Rao:

Yeah.

Vikram:

You said that you accrue for the expenses earlier and then income comes later.
Rajesh Moorti:

Yeah.

Vikram:

But just want to understand isn’t it a normal accounting policy tocimabsts and
revenues?

Rajesh M oorti:

You need to look at Voxmobili business as such, where they work to the geofrosa
the Telco’s.

Vikram:
Correct.

Rajesh Moorti:
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And the lead time from start to end is roughly 6 to 8 months. Whbileirycur expense
like people cost on that, but the revenue was recognized only when theilfineas
raised on Telco. But if you look at accounting policies when you work omaabmivhich
have a long lead-time, you can recognize the revenue on a pgeceptapletion basis
based on achievement of milestones.

Vikram:

Correct.

Rajesh Moorti:

This is what the company did not do.

Vikram:

They did not do that, okay.

Rajesh Moorti:

There is a timing mismatch between the cost and the revenue recognition.

Vikram:

Okay. Ideally they should have recognized on a percentage completiah, tvay did
not?

Rajesh M oorti:
Yeah.

Vikram:

Okay. Thank you.
Operator:

Thank you very much, sir. Next in line, we have Mr. Purab from Riekearch. Please
go ahead, sir.

Purab:
Good afternoon sir. And congratulations on your good numbers. My questluat isan

you tell me the potential of mCommerce market in India and what & market shares,
you are looking for that?
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Arvind Rao:

MCommerce is in its infancy in India. There are lot of issoeg is the technological
issues. The second one is regulatory issue and the third one is comslraeior. So
while we have started working on them and in fact, we areofistto launch ticketing on
mobile last year. But all these things had to come togethértmibe of any meaningful
size. We think that it's going to take about 2 to 3 years befoemihappen, but yeah, we
have made a start on that. Right now, it is too early to stamguitimbers to it because
of all these factors.

Purab:

And, sir one more thing what kind of Capex plans you are looking farn@u products
coming in the market or something like that?

Mouli Raman:

You're asking about Capex on the new products right.

Purab:

Yes, yes.

Rajesh Moorti:

If you look at the Capex in the last fiscal years, we havghiguspend around 32% of a
revenue on Capex, which is little more than the average @iréweous three years. What
we expect to plan going forward is around 20 to 22% of our revenue.

Purab:

Okay. Thank you so much, sir.

Rajesh Moorti:

Thanks.

Operator:

Thank you very much, sir. Next in line we have Mr. Nikhil from Contetgase go
ahead sir.

Nikhil:
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Hi. | was just wondering about, how much money have you set aside fargieigons
that you discussed.

Mouli Raman:

Yeah. We don't have -- we keep looking at opportunities, we don’t $epvarate budgets
for that.

Nikhil:
Yeah.
Mouli Raman:

But we are looking small companies with good IT or good marketsaesd mean, we
don't have any specific budgets for us.

Nikhil:

Okay. And looking at the state of the Indian VAS market, thereaage humber of small
players in this market. So how do you see that situation-evolving doingrd then?
Are you also looking at acquisitions in India?

Arvind Rao:

As of now, we are not looking for acquisitions in India. We belibat in the market in
India there will be consolidation. The large will get larger aoche large number of the
smaller players will consolidate, we are always open for over the trangfiaposals but
we are not really -- actively looking at India for acquisitions.

Nikhil:

Okay. And, | was also wondering about, what kind of revenues are coroimgybur
Voice portal business?

Mouli Raman:
It contributes to around 35 to 40% of our business.
Nikhil:

Okay. And how much revenues are from the revenue share deals wihscéor the last
fiscal | wonder it was about 90%.

Arvind Rao:
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Yeah. This year we are consolidating Voxmobili and Voxmobili reveraueslargely

historically been on a license basis as opposed to our revenue Slgatefdctor that in

our standalone business still continues to be on the same basis 90s 85%managed
service revenue share basis.

Nikhil:

Okay.

Arvind Rao:

At overtime and so if you're factoring the fact that 15% is Vel so then you're
saying 90% of roughly 85% is what is on a revenue share basis.hAnhdumber will

increase as we consolidate them further into our businesses.

Nikhil:

Okay. Has there been any increase in the number of clients, éptude the Voxmobili
numbers, last years it was about 50 clients.

Arvind Rao:

Customer signups we have had several probably about five or gbmass-- new
customer signups in the last two quarters. Obviously all of theimt@r@ational, there is
nobody really left in India to signup for us. They have been largely in the Astmreg
Nikhil:

Okay.

Arvind Rao:

Many of them are under deployment and as they go live, you are going to heat.about i
Nikhil:

And amongst the new carriers that have been talked about in India?

Mouli Raman:

Sorry could you just repeat the question Nikhil.

Nikhil:

35




Any amongst the new carriers that have been talked about in India?
Arvind Rao:

Yes. We are in discussions with them. The new operators who aregcomwe are in
discussions with them for opportunity.

Nikhil:

Okay. And so | was also wondering about how much of your revenue is cote@ntra
amongst that of five clients....

Rajesh Moorti:

Yeah. Nikhil on a consolidated basis the top five were about 75%.
Nikhil:

Okay.

Rajesh Moorti:

Which has come down from the year before?

Arvind Rao:

And that would attribute to increasing revenues from the others.
Rajesh Moorti:

Yeah. That's right.

Nikhil:

So thanks so much and all the best.

Arvind Rao:

Thank you.

Operator:

Thank you very much, sir. Next in line, we have Mr. Subhashini from JMnEial.
Please go ahead, sir.
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Subhashini:

Hi, this is Subhashini from JM Financial. During an initial rema) had mentioned
about that during the quarter you had taken a hit because of newssusitiatives and
international expansion. So | just wanted to know how much cost would nixitattto
this during this quarter. And what are the plans for these new busiitess/es, which
you are talking about here?

Rajesh Moorti:

We do not like to take credit for the cost on the new businesdiwggabut what we are
saying is that in this business we always needs to invebbse tbusinesses before the
revenue accrues to us. Mouli, talked about the mCommerce initiativevaen the
revenue we'll start kicking in and it's of sizeable amount. The othigative that we
have started is really the mobile marketing initiatives.

Subhashini:

Okay. And apart from that | just wanted to get a hang on - | mksaow that you have a
revenue sharing agreement with the telecom operator. But wihet myment schedule,
which you have. | mean is it on a monthly basis or on a quarterly basis.

Arvind Rao:

In most cases it's monthly.

Rajesh Moorti:

Yeah. Most case is monthly and our DSO and the time to colleptdhey from telecom
operator is between two, two and a half months.

Subhashini:

Okay. Great. And just one more question, | think the earlier catlawvell had asked |
mean the 60% revenue guidance which you have talked about does it include the
acquisition which you said you have visibility which is going to coméhe next six
months. So have you included that acquisition into the 60% guidance?

Arvind Rao:

No. Typically we don’'t do that because in some cases we mayradquitechnology
reasons, which may not have a significant impact from revenue.

Subhashini:
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Okay.
Arvind Rao:

Because we are going to do what is right for the business and ketassumptions and
then be driven to justify those.

Subhashini:
Sure. That was helpful. Thank you.
Operator:

Thank you very much, ma’am. Next in line, we have Mr. Ragupati HEgdeFinancial
Investments. Please go ahead, sir.

Ragupati Hegde:

Yeah. On phone backup services in India, | like to know whether you haltesiggc
agreements with telecom operator whom you’ll have started theserith or its 2 — 3
service providers providing the service to the Telco.

Mouli Raman:

By its nature, it is exclusive.

Ragupati Hegde:

Okay. And what's the revenue model in this is it a revenue shardiaanaes fee as in
Voxmobili earlier that you had mentioned.

Mouli Raman:
It is a revenue share ...
Ragupati Hegde:

Okay. And the revenue share is similar to what it is on thebauk tones etcetera the
services which you're providing or it's better than the revenue sharing?

Rajesh Moorti:
The share is broadly in the same ballpark here.

Ragupati Hegde:
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Okay. And how many subscribers would you all have on this, on the d&igplservices
in India approximately?

Arvind Rao:

Well, it is bit too early to say because it was launcheg kexently and in one operator
and we are in the process of deployment in other two operatorssaadit too early to
say at this point in time.

Ragupati Hegde:

Okay. Thanks.

Arvind Rao:

Thanks.

Operator:

Thank you very much, sir. Next in line, we have Mr. Atul Phule ffBATA Mutual
Fund. Please go ahead, sir.

Mr. Atul Phule:

Hello, sir. | just wanted to know what is the client addition figurehis quarter? And
also the employee numbers and whether the employee split bef®&P and the
marketing?

Rajesh M oorti:

Atul, can you repeat the question?
Arvind Rao:

Just do it one at time, first one.

Mr. Atul Phule

What is the client addition in this quarter?
Arvind Rao:

Client addition in this quarter, we have signed up two. See soptetiim difficult to tell
because as | said the sales cycle is long
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Mr. Atul Phule;
Yeah.
Arvind Rao:

And typically, we when you sign a letter of intent and then lgeds to a contract and
then that leads to service going live.

Mr. Atul Phule:

Okay.

Arvind Rao:

It's a question of what you count. From a conservative standpoint, W ceant the
customer as when we go live. So in many cases we have sigiedlith the customer,
which we know we’ll be going to go live with but we don’t count thossigagd
customers.

Mr. Atul Phule:

Okay.

Rajesh Moorti:

| think in the last quarter, we went lively with two with data products.

Mr. Atul Phule:

Sir and can we know the how many clients are in such LOI's are in pipeline?

Arvind Rao:

There must be at least -- between product and customer opportsoities/here in the 4
to 6 range.

Mr. Atul Phule:
Okay.
Arvind Rao:

So we always have a pipeline of customers that are under deploymentlagullivé but
we don’t take credit or announce it until it's gone live.

40




Mr. Atul Phule:

Okay. And what is the employee split between R&D and marketing?

Rajesh M oorti:

Yeah. Overall, the employee stand is around 850 people at the end of the fiscal year.
Mr. Atul Phule:

Okay.

Rajesh M oorti:

And roughly, | would say around 40 to 42% of the employees are hetR&P and
marketing.

Mr. Atul Phule:

Okay. 40% in the R&D and 40% in marketing?
Rajesh Moorti:

No, both put together.

Mr. Atul Phule:

Okay. And rest of them | mean about 60%?
Rajesh Moorti:

Yeah. We have a deployment, operations and delivery team.
Mr. Atul Phule

Okay.

Rajesh Moorti:

That's another 35 to 38%.

Mr. Atul Phule:

Okay.
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Rajesh M oorti:

And the balance is all about — creative, general, admin, HR.

Mr. Atul Phule:

Okay. Sir you mentioned CapEXx is around 20-25% of revenue going forward.

Arvind Rao:

Yeah.

Mr. Atul Phule:

But for FY'09 can you give it in the absolute figure some appropriation?

Rajesh M oorti:

So again, CapEx what we do is that, we look at the projects which have a high probability
of being concluded, right. And during the years we always come tinppnew projects s
or new customer win.

Mr. Atul Phule:

Okay.

Rajesh M oorti:

Very difficult to clearly factor what the Capex would be fooge projects. So based on
whatever visibility we have, we are talking of around 20% Capexraatisolute terms,
if you apply 60% factor to the revenue and then 20% of that would be the Capex amount.
Mr. Atul Phule:

Okay. And the last question is, are we seeing any pressurecingpfor this product,
voice product like ring back tones like what we are seeing invtlhee business of
wireless operators?

Mouli Raman:

Did you ask -- pressure on pricing did you ask?

Mr. Atul Phule:

42




Yeah, pricing?

Mouli Raman:

Pricing meaning End user price or?

Mr. Atul Phule

Yeah. It is that when we downloads say a ring back tone.

Mouli Raman:

Yeah. Definitely there is always, the pricing models keep evg)\veven if you look at
our first product which is voice, the pricing model is evolved over ageaf time. It
started from a premium air time to now it is a combination of dowower rate time and
a subscription model or pay per use. So even in ringback tone, we keepnerpag
with the new pricing models and that keeps evolving.

Mr. Atul Phule:

Okay. Thank you.

Operator:

Thank you very much, sir. Next in line, we have Mr. Rohan Adhmane fropmdfe
Capital please go ahead.

Rohan Adhmane:
Hello, sir.
Arvind Rao:

Hi.

Rohan Adhmane:

You told that you going to acquire two more companies. So what would Istzthef
these companies?

Arvind Rao:

Rohan to be honest with you we have visibility only into one, whichagagwill be in
the same profile range as this Voxmobili acquisition that we did.
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Rohan Adhmane:

Okay.

Arvind Rao:

Somewhere around the same range or slightly lower. The othemenas looking at is
it ranges -- we are looking at one or two small companies and on@angrthat is very
large.

Rohan Adhmane:

Okay.

Arvind Rao:

And again, | come back to this thing, we'll do what is right. Wenateyoing to look at --
we don't define a priori that we want a particular size or a ptamug market and then
go after it.

Rohan Adhmane:

Okay.

Arvind Rao:

So we are opportunistic to some extent.

Rohan Adhmane:

Okay. So are we raising any money or are we utilizing our IPO proceeds?

Arvind Rao:

Our acquisitions will be funded largely out of IPO proceeds and ifssacg we will
leverage that with debt, if required.

Rohan Adhmane;

Okay. And one more question about Voxmobili market, what is the gnatghin that
overall market?

Mouli Raman:

Sorry, could you please repeat that?

44




Rohan Adhmane;

Yeah. Can you tell me, what is the growth rate on Voxmobili ntarRevenue growth in
European Market.

Arvind Rao:

Voxmobili in the European market will grow at roughly about 35 - 40%.

Rohan Adhmane:

Okay.

Arvind Rao:

Okay. Now you have to remember one thing that, Voxmobili is that, thalgoegoing
through a business model change, right? So their earlier model whiclicersse based
that results in more revenue being booked upfront...

Rohan Adhmane:

Okay.

Arvind Rao:

Okay. But over a period of time the quantum of those revenues is tloarethe revenue
share model that we are transitioning them to. So in short tgrou iknow, for example,
before the acquisition, if their growth rate was say 50 or 60%...

Rohan Adhmane:

Okay.

Arvind Rao:

And after the acquisition we are going to add several customérsSo the customers
that we add will not show immediate impact, but over a periodnmod they will show
huge impact.

Rohan Adhmane;

Okay. And in terms of pricing, what is the trend, means, is iiggopward or downward,
in case of on ringtone downloads and all these things?
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Mouli Raman:

| think, definitely the pricing models are changing. It isor-déxample what was premium
access...

Rohan Adhmane;
Okay.
Mouli Raman:

...pricing model before is now a combination of subscription model or gopayse
model. So that way | mean, it is going through a pricing change.

Rohan Adhmane;

Okay. Actually we adopted this revenue sharing model with Telcos dbere any
pressure from Telco in terms of on new contracts or anything?

Arvind Rao:

No, many of these places; we have the contracts them now fosifivgears. So, you
know, the initial discounts and the volume discounts have all been given.

Rohan Adhmane:

Okay.

Rajesh Moorti:

So right now as far as we see it, we see a stabilizatioevenue share, but that doesn't
mean that -- it won’t move plus or minus here and there. But layge we don't see any
major structural changes.

Rohan Adhmane:

Okay. And last question, we launch a new product every month or everierquar
Actually | wanted to know whether competitors can adopt those new psodud
launch..means what frequency, what time does it take?

Mouli Raman:

It depends on product-to-product. Typically in a quarter, we will haverajer product
launch because an operator can launch only so many things in the igieerAnd it
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depends on the complexity of the products basically. So we launetseshly, press * to
copy on ring back tone...

Rohan Adhmane:

Okay.

Mouli Raman:

That was copied in over about 9 to 12 months. There are somethingswehidve done
which is on cricket, which is live score update on voice thatrwtsbeen done by
anybody so far even after two years.

Rohan Adhmane:

Okay.

Mouli Raman:

Whereas couple of things have been copied within about three monthsSar there is
no fixed time to it. But it is based on complexity. We believe that in many of our psoduc
we have a technological edge, which will make it difficult for others to copyaasily.
Rohan Adhmane:

Okay. Okay. So are we related with this IPL, Indian Premier League?

Mouli Raman:

Yeah. We are doing something -- we have started to doing something with them.
Rohan Adhmane:

Okay. Okay. Thank you, sir.

Mouli Raman:

Thank you.

Operator:

Thank you, very much, sir. Next in line, we have a follow up question MonNikhil
from Content. Please go ahead, sir.

Nikhil:
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Yeah. Hi, | was just wondering about the Hindi Wap portal that you medtiavigich
operator was that and what is the market potential for it?

Mouli Raman:

It is in Vodafone

Nikhil:

Okay. And what'’s the market potential and how has been the response so far?
Mouli Raman:

Yeah. It is very decent. It's too early to say again. Becawsentarketing will have to
start and other things basically. So what we expect is a decent usage on this.

Nikhil:

Okay. So it’s very recent launch then...

Mouli Raman:

Yeah, it is rolled out. While we had the product it was a recent launch in this customer.
Nikhil:

Okay. Are you also looking at any local language deployment?
Mouli Raman:

We already have five local languages on WAP.

Nikhil:

Okay. And which ones are those?

Mouli Raman:

Sorry.

Nikhil:

And which ones are those?
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Mouli Raman:

Yeah. It is Tamil, Telugu, Bengali and Malayalam. These aréotlnelanguages that we
have besides Hindi.

Nikhil:

Okay. And it's essentially WAP.

Mouli Raman:

Yeah. That'’s right.

Nikhil:

Okay. And nothing on the market potential as such for this, right now?
Mouli Raman:

Yeah. Market potential, it is — it is bit too early to say Wwetexpect a decent usage on
this. And we don’t have any specific numbers as yet.

Nikhil:

When do you expect this to become a significant contribution of any significant® at al
Mouli Raman:

| think it will take about 12 to 18 months before we see some good numbers.

Nikhil:

Okay.

Mouli Raman:

And because inherently if you look at it WAP penetration itself is pretty laghtR

Nikhil:

Yes.

Mouli Raman:
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So that way even if within the WAP penetration, this is high, imlabs numbers it may
not be very high.

Nikhil:

Okay. Thanks so much.
Mouli Raman:

Thank you,

Operator:

Thank you very much, sir. Next in line we have a follow-up question MenSandeep
from ICICI Securities. Please go ahead, sir.

Sandeep:

Yeah. Sir, this Capex of 20 - 22%, this is for the full yerenue or will be for the
incremental revenue?

Rajesh M oorti:

This will be on the full year revenue. Fundamentally, it's pitah expenditure that is
required to handle additional call volume.

Sandeep:

Okay.

Rajesh Moorti:

So you always have to pre-invest, you cannot really lose business for wantatycapa
Sandeep:

Okay. And are we looking to change depreciation policy or it will remain the same?
Rajesh Moorti:

No. It will be same, we will be as conservative as we are today

Sandeep:
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Okay, And last, what kind of employee addition like are we now dorfekintd of high
growth employee addition or do you believe now there will be operating leveraggrthrou
employee cost?

Rajesh Moorti:

In certain mature products we certainly have that leeltgyat the same time | have
mentioned that we are expanding internationally where you have togseiand in all
the new business initiatives we will have to continue to preinvesteSaill continue to
see some employee additions.

Sandeep:

Okay, Thanks.

Operator:

Thank you very much, sir. Next in line we have a follow-up question Mgh&aati
Hegde of Financial Investment. Please go ahead, sir.

Raghupati Hegde:

Yeah. | just want to know what'’s the preparedness of the compangtatena portion of
their Indian customers to 3G network? And does the company have oartyors
deployed on 3G network outside India at present?

Mouli Raman:

While we do not have any say over the carriers moving to 3G netwditkst we have
done is that in couple of markets where 3G networks are advancedawsea few
services. So once the 3G networks are launched in India, it idleof&si us to bring out
those services in India

Raghupati Hegde:

Okay. Thanks.

Mouli Raman:

Thank you.

Operator:
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Thank you very much, sir. Once again participants who wish to askstiapyeplease
press “star” “one” on your telephone and wait for your name to be aceduwe have a
next question from Miss Zara from ASK Investment. Please go ahead, ma’am.
Zara:

Hi. | just wanted to know how much cash do you have in hand? How much dowsu ha
as of 31st March?

Rajesh M oorti:

As of 31st March the cash and the cash equivalents is around 330 crores.
Zara:

Okay. All right. That’s all. Thank you.

Operator:

Thank you very much, ma’am. Next in line we have Mr. Manoj fromrigaPlease go
ahead, sir.

Manoj:

Hi, sir.
Arvind Rao:
Hi.

Manoj:

As | join this call late. So | don’t know if this has been alreadgwered. Your revenue
growth guidance was | think 65% earlier. Any particular reason to brdayih to 60?

Arvind Rao:
We have not got it down. We said the guidance was 60 — 65% for thengiag March
31% 2008 and for the next year we will continue with the same guidance

Manoj:

All right. Actually I just wanted to congratulate you on your reshlit | am being unable
to catch it on the exchange sites and have the results have been sent out?

Rajesh Moorti:
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Yeah, the results have been sent out, it is more than two hours ago. | can fepgatiit
Our consolidated revenue grew around 97%.

Manoj:

All right.

Rajesh Moorti:

And the profit after-tax around 80%.

Manoj:

All right. Congrats on that. A previous caller asked that a fewices and products are
copied by other competitors and you said it takes around nine to tmelvias. So when
these competitors come out with the product as we already havelteelocked in, how
does it matter because we already have the Telco in for ateongears or something?
Isn’t that right sir?

Arvind Rao:

Yeah. The issue is not in the existing Telco, so for examplesit@me out with the
product and we launch it lets say in Vodafone. The question is camettor if they
have developed it and we have not sold it lets say into Airtel, mancémpetitor
approach Airtel for it? Sure, they can. So in other words thdeclga is whenever we
launch and deploy a product, the question is how fast can we roll intwugll our
existing customers such that nobody else can replicate and jump in.

Manoj:

Right. And | think last time we said that our two years revenamility is extremely
high because we have the Telco’s locked in for two to theaesy Could you share a bit
more on that as in how long are these contract periods?

Arvind Rao:

See the contracts typically are evergreen contract and — some of thisvo gears, some
of them are three years, some are five years.

Manoj:
Okay.

Arvind Rao:
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So far from the date of inception of this company | don'’t think tresver been a single
customer contract, which has not been renewed, so that’s all thieoma001. And that

because these are master contracts, they are very largdak®any of these larger
customers of us, they have anywhere from 5 to 10 million of shscribers using our
services, SO you can't just switch that off at any point.

Manoj:

Right sir. | appreciate that as you had made that point, but weestand as on today as
in April ‘08, how much of our revenues are like contractually theileey &ire contracted
in the for the next two, three years, if that can be answerédtloat question makes
sense.

Mouli Raman:

Yeah, while we have a long-term contract with the operators, thefdatyr is the

consumer uptake that while we have the long-term contract withugtemers, | mean
you say to them that it is going to be based on the consumer uptakaatnwe don’t

have — we cannot predict that.

Manoj:

Of course sir, lets say like say now the April ‘08, say witte lthe key top five
customers, how — | mean how — say like you said that you signed centrasay ‘01,

‘02, ‘03 .So, as of now how many years out do we have these masiee sggreements
or...

Mouli Raman:

We have been working with operators in India from 2001 and ..... , basicallyawe
been operating on many of these customers for last three to four years...

Manoj:

Sure...and on the international segment if you would like to share somethything
exciting happening there?

Mouli Raman:

We are fairly aggressive on the international front, we are tpgra about eight more
countries besides India organically and through Voxmobili acquisitiodlinmore
countries. And so we are looking at international market aggregsavel whatever
products that we have developed and deployed in India, we are seeingagbiod in
some of the markets, so we are very bullish on international markets.
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Manoj:

All right sir. Thank you so much and all the best for you.
Mouli Raman:

Thanks a lot.

Operator:

Next in line we have Mr. Rahul from ABN AMBRO. Please go ahead.
Mr. Rahul:

Hello sir.

Rajesh M oorti:

Hello.

Mr. Rahul:

If I could understand 15% of your revenues come from internatioasaket and 85%
from domestic market?

Rajesh Moorti:
That's right.
Mr. Rahul:

How do you see this equation over say next two years? You wilhbmd@ more bullish
in international market and Indian market?

Rajesh M oorti:

Yeah, we expect the international to contribute something like 25 to 30% of our revenue.
Mr. Rahul:

Okay.

Rajesh M oorti:
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And as Arvind mentioned earlier bulk of the new customer additiomseaily in the
international markets.

Mr. Rahul:

Okay.

Rajesh M oorti:

And that's where we expect the growth really. The Indian ntavkecontinue to grow
organically but the international market is where we expectofndirte to come from as
well.

Mr. Rahul:

Okay. Great sir that answers to my question. One more questiair firyou introduce a
product you give it to a operator, what kind of longevity agreeméetavyou have with
that operator for that product?

Arvind Rao:

There is no longevity defined for the product.

Mr. Rahul:

Okay.

Arvind Rao:

It is entirely based on the market reaction,

Mr. Rahul:

Okay.

Arvind Rao:

We launch it, we work in good faith, both of us on technology and marketimgke it
as successful as possible. And if it succeeds and does wetintieue operating it and
you know deploying it. If not, if it's a real dismal failuradeafa period of time it is either
withdrawn or it dies its natural death.

Mr. Rahul:

Okay. Thanks a lot.

56




Arvind Rao:
Sure.
Operator:

Thank you, very much sir. Next in line we have a follow up question vismNikhil
from Content. Please go ahead.

Mr. Nikhil:

| was just wondering about the kind of products that you have launched amtB&
international markets and what kind revenues are there from those?

Arvind Rao:
Sorry which product?
Mr. Nikhil:

You have mentioned that you have launched some products on 3G in the ioratnat
markets?

Arvind Rao:
Yeah.
Mr. Nikhil;

And some of these products you might be launching in India later if 36 fiEggpen
here? So | was wondering about what kind of products if you could give details?
And what kind of revenues are there from this?

Arvind Rao:

The revenue is really are not very material at all atghiat. The objective is as follows:
We are looking at the 3G operators overseas that we have rdigioomgth more as a
test bed. Okay, so the trials and the launches that we are deilmgthe range of music,
entertainment, location-based services and some data servicas.v&odre more in test
mode more for checking out features, capabilities, extensiongggywéh our existing
products. Less for really commercial proposes. In terms of whewoméd bring them
into India, we will bring them in the right time, | mean when dperators are ready and
live with 3G network and handset. Surely we will bring all that, evat we have
overseas, all of it in.
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Mr. Nikhil:

Okay, great. Thanks so much.
Arvind Rao:

Sure.

Operator:

Thank you very much sir. Once again participants who wish to ask &oguptease
press “star” “one” on your telephone and wait for your name to be announced.

It's a follow up question from Ram Prasad from Sundaram BNP please go ahead.
Ram Prasad:

Good afternoon sir. Just to want to have the follow up on contract ftvetleetunes for
BSNL contract which you won, any updates on that?

Mouli Raman:

Well could you please repeat the question once?

Ram Prasad:

Sir last con call you talked about contract you won for the BSNL hello tunes?
Mouli Raman:

It is Airtel Hello Tunes in one Zone. It is under deployment now.

Ram Prasad:

Okay. And in the last con call you also talked about maintaining thie iRécgin. If |
remember FYO7 your PAT margins were close to 26%. So going forwaehn this
quarter it has gone down to 22% and it was | mean — because if mistandeng is
correct is it due to the new initiatives that you have taken sir?

Rajesh Moorti:

As | mentioned it is the combination. We had 24.5% margin last gedrthat has come

down to 22.4%. If we were to take out one time hits, it will be ba@dtcso it is broadly
inline with last year.
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Ram Prasad:
Okay.
Rajesh M oorti:

And this 24 is without adding back the cost of the new initiatives. Thpitdespending
sizable amount of money on new initiatives we still have 24% malginfor the one
time hits.

Ram Prasad:

Okay, sir. Thank you very much.
Rajesh M oorti:

Yeah, thank you.

Operator:

Thank you very much sir. At this time there are no further questifrom the
participants. | would like to hand the floor back to Mr. Arvind Rao for final remankes,
to you sir.

Mr. Arvind Rao:

So overall we've had a decently good year. And we don’t see anmgadecor any
negative trends or developments that will impede us in the goimgafdr So we are
really looking forward to yet another year continuing the momenitwasting in across-
the-board, both in terms of products as well as expanding internagicawadl launching
new products. So, we are fairly bullish about the forecast, aboutuadeliges and we
are looking forward executing as well and good as we can. Swaméed to thank
everyone for this and we hope that you all continue to support us andtleajbgnefits
of being an OnMobile shareholder. Thank you very much.

Operator:

That does conclude our conference for today. Thank you for participatingngpuall
disconnect now.

END
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