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Ladies and Gentlemen, Good Day and Welcome to tipedALimited Earnings Conference Call. As

a reminder, all participant lines will be in thetén-only mode. There will be an opportunity fouyo

to ask questions after the presentation conclusiesuld you need assistance during the conference,
please signal an operator by pressing ‘' thendf’your touchtone telephone. Please note that this
conference is being recorded. | now hand the cenfsr over to you Mr. Aravind Viswanathan. Thank

you and over to you Sir.

Thank you, Inba. A warm welcome to our Q2 EarniGgdl. We will begin the call with Business
Highlights and Overview by TK Kurien — Member ofettBoard and CEO followed by Financial
Overview by our CFO — Jatin Dalal. Afterwards theemtor will open the bridge for Question-and-
Answers with our management team. The senior manageteam of Wipro is here to answer your

questions.

Before Mr. Kurien starts, let me draw your attentio the fact that during this call we may make
certain forward-looking statements within the megnof Private Securities Litigation Reform Act
1995. These statements are based on managemenestcexpectation and are associated with
uncertainties and risks which may cause the acasallts to differ materially from those expected.
The uncertainties and risk factors are being erpl&in our detailed filings with the SEC. Wipro doe
not undertake any obligations to update the forWwaokting statements to reflect event and
circumstances after the date of filing thereof. Thaference call will be archived and the trangsrip

will be available on our website wipro.com.
Ladies and Gentlemen, let me now hand it over tokdrien.

Good Morning and Good Evening to everyone acrossabrld. Let me begin by talking about our
performance and | will share some perspective atalemand environment and strategic focus areas
that we have at Wipro. In Q2 our IT Services rewegtew 3.1% sequentially in constant currency
ahead of the midpoint of our guidance. It has lzequarter of all round growth; the Retail Consumer,
Transportation and Government business and the fdetuning and Hi-Tech business showed
momentum with growth rates of 3.5% and 3.6%. Health and Life Sciences recovered in Q2 with
a 4.2% growth and we expect the momentum to coatimthe back of strong deal wins. Global Media
and Telecom showed sequential growth of 4.4%; hewewe expect weakness to continue in the
OEM space, while service providers will see momemtlihe Energy, Natural Resources, and Utilities
business which was impacted by steep fall in conitpqatices, delivered flat result in constant
currency. With customers increasingly focusing oastdake out and consolidation, we are building
on our market leadership in this segment. The Bankind Financial Services business unit saw a
pickup in Q2. We have seen growth in securitiesapital markets. Banking has been focused on

significant cost take out and Insurance continodsetin the investment mode for us.

Amongst Service Lines, the Business Process Serbicginess has done well with a sequential growth
of 7.1% while Analytics grew by 3.3%. Product Ereggning has shown consistent growth in the last
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few quarters. Global Infrastructure continues taheery exciting market for us and we are seeing a

healthy pipeline and strong traction.

As we look forward, we are seeing a stable demamdranment, we continue to see strong
competition around large deals, and there is glgadssure on pricing with respect to new deals. Th
deal sizes are getting smaller and the number ¢f-r§600 million deals have clearly reduced in the
marketplace.

Our investments in HOLMES, our Cognitive Intelligenplatform and the Next-Gen Delivery
program will give us a competitive edge in compgfior large deals. In the Digital space we believe
that partners who can provide end-to-end Design Emgineering services will have an edge in

winning Digital deals and we are investing heainlyhat direction.

Overall, our guidance for Q3 is impacted by higheloughs, lower working days and slower ramp
up on the deals that we have closed. However, pieeet® achieve the second half better than tise fir
half.

Let me talk a little more in detail around the are&focus. Our Digital business shows strong ioact
with 7 deal wins this quarter. Designit was intégdain the current quarter (Q2) and we have had two
wins by taking an integrated proposition of Wipragital and Designit. Our industry leading
combination of design and build capability alonghaéxperience is unique and offers clients new and
more effective way of working. For example, ChelSeatball Club and a Tier-I bank will leverage

combined capability to design and deliver remar&aperience for their fans and customers.

While our Digital business offers clients differieéd service we expect the downstream business
multiplier to be in the range of 5x to 10x. Levdragthe traditional technologies as well as SMAC

based upon the stage in which we can engage.

We have launched a focused program to train ar@Qr@0 employees in Digital Technologies during
the year. As Wipro Digital gains traction it wilfide greater impact through reshaping the form and

scale of our customer engagement.

Our Cognitive Intelligence Platform -- HOLMES hasaéled us to offer a new suite of customers and
solutions to our customers. We are working on lgagements on business critical areas like Fraud
Detection, Compliance, and Knowledge Virtualizatiwith marquee clients including leading Wall
Street banks and a large manufacturing companypi©ductivity improvements, we have made
significant stride through our Next-Gen deliverpgram and through the deployment of HOLMES.
A year back we had launched the Next-Gen delivergchieve a step jump in delivery productivity
by relooking at traditional delivery model. By depient of Next-Gen in 55 large accounts and

leveraging hyper automation we have been able ite diignificant productivity gains and offer

Page 3 of 16



WIPRO

Applying Thought

Jatin Dalal:

Wipro Limited
October 21, 2015

customers shorter cycle time. This has resulteeleasing over 3,000 employees from maintenance

projects over the past 6-months who are now beaiged and redeployed in digital technologies.

Given the speed of innovation, emergence of nevinbas model, market leadership requires us to
work closely with the broader ecosystem of custemeartners, and start-ups. On the customer side,
we are partnering with the Tier-I automotive compam the development of their Connected-Car
technology. We have also increased focus on deegguartnership with other leading technology
players.

Wipro was recognized as a Premium Consulting Peatttirel time in a row and also a strategic partner
under the “Think Big” category at AWS re-Invent Z01n addition to this Wipro recently become a

member of the elite “audited” group of AWS Mana@atvice Partners globally with a perfect score.

The other initiative that we have is Wipro Ventur@sir $100 million venture fund arm is engaging
closely with startups in emerging technology aré€as. customers have responded positively to our
strategic initiatives. Our customer satisfactionres improved by 110 basis points compared to the
previous quarter. Across the organization we aresting in building the workplace of the future. We
are driving targeted training programs around irtipgmext gen technology and building a mindset
around continuous learning, collaboration and imtion. Our employees remain highly engaged. Our

attrition levels remain in the narrow range.
I will now request Jatin to walk through the finzals with more details. Thank you very much.

Thank you, TK. Good Day, Ladies and Gentlemers # pleasure to speak to you all again. Before |
speak on the Financial Performance of the quddited|y note that for the convenience of our readers
our IFRS financial statement released today haea b@nslated into dollars at noon buying rate in
New York City on September 302015 for the cable transfers in Indian Rupeeseatified by the
Federal Reserve Board of New York which was $1 eguRs.65.50. Accordingly, our Q2 revenues
of our IT Services segment that was $1831.9 millioin Rupee terms Rs.120.4 billion appears in our
earning release as $1838.6 million based on thisex@ence translation.

At Wipro Limited level, gross revenues for the gaaended September B®015 grew by 7% y-o-

y surpassing Rs.125 billion. Net income for thertgrawas Rs.22.4 billion, an increase of 7% y-o-y.
Revenues in IT Services segment grew by 3.1% istaahcurrency which was in the top quartile of
the guided range. Revenues in dollar term for trertgr was $1831.9 million, a sequential growth of
2.1% on a reported basis. Margins in IT Servicggrnamt was 20.7%, 25 basis points lower than the
margins in Q1. The headwinds were primarily duénipact of salary increases for two additional
months in Q2 and slightly lower utilization. Thisagvsignificantly offset by the productivity gains
driven by internal initiatives. The impact of cremsrrency volatility on operating margin was squiare
off or offset by the gains that we received frorpae depreciation.
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In Q2, the IT Products segment delivered revenuRsdb.4 billion, a de-growth of 41% year-on-year.
The lower revenue was on account of extended h@idathe Middle East due to Ramzan and Haj

and delay in completion of milestone in certaintooger projects.
Let me talk about forex and Effective Tax Rates.

On the FOREX front, our realized rate for Q2 was6R.74 versus a rate of Rs.64.53 which was
realized for Q1 of this fiscal. As of period end hiad approximately $2.2 billion of FOREX derivativ
contracts as hedges excluding capital hedges. fldwiee tax rates for the Q2 was marginally higher
at 22.4% as against 21.2% in Q1 of this fiscal.aXgect the effective tax rate to be plus or mird® 1

basis points as we go forward.

Let me talk about the Cash Flows. We generatedatipgrcash flow of Rs.15.8 billion for the quarter,
which was 71% of net income and free cash flow ®fLR.7 billion which was 52% of net income. If
we look at the first half of the current fiscal yethhe operating cash flow was 85% of net incorhis, t
is comparable to the first half of the previousdilsyear.

During Q2 we paid out the final dividend for thedal 2014-'15. Net cash available at Septembér 30
2015 was Rs.184 billion or $2.8 billion.

We will be happy to take questions from here. Ogergou may open the lines now.

Thank you very much, sir. Our first questionrisnfi the line of Sandeep Muthangi of IIFL. Please go

ahead.

I have a question on the guidance for 3Q. You meationed furloughs and slower ramp ups being
the key additional headwinds. Can you give us somoee color on that especially what is leading to
the slower ramp ups, and are you seeing thesaufjiitobeing across your clients in a vertical or are
these limited to specific clients?

Let me answer that in two parts if | can; firstfislook at slower ramp ups we have won quite & fe
consolidation deals which we are right now in thecpss of transitioning. So our own sense is that
the revenues that we expect to see from that malgenm this quarter. We will probably see it irth
quarters to come. The second one is on furlougledf.itif | look at it last every year when October
comes along we do a poll of our customers to garse of what the furloughs would look like as
they go towards the end of the quarter. We arengesgime guidance from some of our Manufacturing
customers, some of our Banking and Financial Sesvicustomers and also some of our Retail
customers if they may have furloughs in Decemidas tight now tentative but in cases where we
have got T&M contracts it is very difficult for ue go out there and collect revenue especially when
they are on holiday. So that is what we have bniti our guidance. Frankly, right now, from our
perspective the way we see it is that there ispgodunity out there depending upon how the quarter
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progresses to see how we can kind of work on timsber, but right now we have given you a top end

and a bottom end and that is the range in whickexpect our final results to kind of fall.

Just a quick question on the vendor consolidatibrisually in these situations | understand itiyou
wallet share would have increased significantly, mve you seen any erosion of your pricing or the
margins in these deals?

So “Will pricing be under pressure?” Absolutely y&n margins we think we have enough levers to

make sure that we are able to defend our margins.
Thank you. Our next question is from the line ofia Nagarajan of UBS. Please go ahead.

Two questions for you Mr. Kurien; First is on thelbughs. Typically, when we see customers coming
back to us and talking about potential incremefutdbughs over and above normal seasonality, how
should we read this -- is this a sign that theriméseased cost pressure at their end and thad coul
potentially impact budgeting season going forwaNifmber two, like you pointed out BPO has done
very well in this quarter. Could you just run usoilgh what contributed to the growth this segment
within BPO that contributed well?

Diviya, it is pretty simple. Typically what happeissve look at our client base and typically wehat
beginning of October assess budget that are alaitabcomplete whatever projects that they may
have as they go towards the end of the year. Sd whaee right now is that across some of the
segments that | talked about, there is clearlysumeson the run side of the business. Not necéssari
on the change side of the business, but agaieyfltave a furlough right now it is a little uncémtto
ask as to whether the furlough is going to extentthé change side of the business which is typicall
programs driven by business or whether it is gtarige only restricted to IT. And | think that is ere

a little bit of uncertainty is coming in. As we cfg® our business mix from selling purely to IT to
selling also to business, frankly that is an ahed e would not typically be used to in the past a
today we are guessing on what that might look dikeve go into the quarter. So to that extentnbis

a reflection of what is going to happen next yaaribis really a reflection of our lack of knowigel,

if you may, to some extent.

My question on what is driving BPO growth this dea? And could you also run us through how your
BPO offerings evolving which might be contributitgythis growth?

So on the BPO side, let me hand over to Abid, Adsid/ou know is our Group President and Chief
Operating Officer and he can take the question B@BnNd give you a sense of our broad strategic

area and what we are doing to kind of acceleraetbwth there. Abid?

Thank you, TK. So on BPO let me talk a little Hiioait how we are executing on our strategy which
is around increasing our penetration in what docat as the “Domain-based Business Process
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Services.” We are increasing the level of robotitoeation that we do, we have already touched over
20 clients in doing that and then we are invesitinglatform or business process as a service. And a
of these elements of our strategy are deliverisglte. Primarily, in Q2, we have also been able to
drive higher volumes and a lot of our businessawing to a transaction-based pricing and there we
have seen a certain level of uptick in the volumbih have delivered higher revenue growth in Q2.
So overall from a strategy perspective, we have ladse to see results, at the same time the current
quarter’'s uptick is on higher volumes that we haeen from the transaction-based pricing
engagements..

Thank you. Our next question is from the line T@powdhry of Global Equities Research. Please go

ahead.

A question | had was regarding consolidation deblgas wondering we talked about vendor
consolidation. Are these deals when transferred taasformed, would they have technology

consolidation piece rate also?

It is pretty clear that what happens is whenever peapliag@ugh vendor consolidation it is not just
the rate consolidation and the consolidation ofdees skill set, | think clearly what happens isttha
there is a significant level of technology upgréafathat happens because with more and more Agile
and DevOps coming in the fundamental infrastructurdnow you run your development projects is
also going to change. So clearly we see a techpokfgesh also coming in both at the infrastructure
led as well as on the platform for Application Dieyament.

| had a question on Cloud also. Like if we readgbpular press we are getting an impression tleat th
whole world is probably going to run, this is aadé some of the workloads on AWS or others. Do
you think that is an accurate picture of really wisahappening at the customer level or it could be

something that is conceptual at this stage?

I think it is very real. Across customer base wesgeing Hybrid Cloud coming in a fairly large way.
We are seeing more and more work loads are movirtg the cloud. But | think more than that what
we are now seeing is very interesting. We are s¢sing a significant level of Open Source actually
coming in into the in-premise infrastructure-led. f8r example for the first time some of our larger
customers we are seeing KVdbdming in to go up there and that being used tmaiization rather
than VMWare. So we have seen some significant mewsnin terms of technology. Where it will
finally end up, who knows? But | think in the nexduple of years we will go through a level of

experimentation.

Last question | had was regarding the applicatidme.you seeing the customers asking Wipro to

create or develop a custom app that is completedyriew category that never existed before?
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Again, it is very difficult for me to answer thategtion but all | can tell you is that the focusDgital

is becoming bigger because fundamentally what gpéaing is that really means for us as for large
companies like us which has got a very large apptin space. What it really means us is reskilling

a whole bunch of people. Because now for developroémligital technologies in the front end
basically what you need is you need these skillsotoe together; number one needs basic language
skills, you need more database and other skillshWis combination that has been really present in
individuals for new development to take place. Mewer your question | think the next big change is
going to happen in the Application space in terrhgl@evelopment. When you have context and
locations being integrated into applications thfodgpps and that we are not seeing yet at least in

Enterprise customers.
Thank you. Our next question is from the line ofkMuGarg of Societe Generale. Please go ahead.

TK, I just wanted to ask some follow up questiortlea furlough impact. Can you help us understand
given that we have not heard a similar commentam fany of your larger peers why is this becoming
such a big issue this year, have you seen someshimitar in previous years also or is this the case

that your Change side of business has becomemificagt that it is actually impacting your visily?

| think there are two reasons behind it; | think tBhange side of the business clearly has become
bigger and that to some extent that is impactisgility. The second is that the furlough cyclere
component. The second big component is that | thimkntioned this pretty clearly that we have won
quite a few consolidation deals which we are righiv under process of consolidating the base out of
the existing vendors in that particular space. Tratsition during the transition period we are not
going to get any revenue. So if you ask me theoreafor the lower revenue this quarter, | thinis it
kind of evenly split between the two. So we mayehaslightly higher impact of furloughs but | do

not want to take away the whole conversation tg &mloughs, it is not only furloughs.

If | can probe you something longer term may be gear and | am not asking for a guidance because
you do not provide one but given that even if yoladyood Q4 you will still come out with less than
5% Y-0-Y growth and this has been the trend for fies years, so how do you see next year panning
out, what are the steps which you are taking taawp the growth rate and may be get into double-
digit growth?

So | think if you look at the drag that we have haar the past 1-year. Primarilyit has been
contributed by our Energy and Utilities businesat ik really contributed in a big drag for us. dish
been a big drag for the past 18-months after maaysyof actually significantly higher double digit
growth. It has typically been in the teens at woSe we expect that customers especially in the
segment will go through cycle and as they go thioagcle we will have reduction. However, the
good news is that as we go through consolidatiaisdee are winning more than a fair share of
consolidation deal. So to that extent we are prattyfident when that market comes up which we
expect to do so next year, we will do very welliat segment. Healthcare overall carries a vergmtec
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backlog in terms of order book and we expect thiopmance to continue next year too. As far as
Manufacturing is concerned we see an uptick. Iktie one area which continues to be perhaps a
little bit of a problem which we need to solveeslly the Insurance business that we have had becau
that business has grown very well for all our cotitpes but us is remain more or less static and tha

is something that we need to work on as we gothrgaest of the year.

So Mukul TK answered that question at a strategyel| but really finally boils down to executing
well during every quarter and you have seen oudopaance in Q2 where we have come towards the
higher end of our guidance and | think our endeavdhat to get every quarter right and not worry

too much about what it translates in terms of yalir number for next year, etc.,
Thank you. Our next question is from the line oh@&eep Agarwal of Edelweiss. Please go ahead.

TK, if you see our client category again it is adarly phenomena | understand but if you see our
customer size distribution part of the data shegthvhave been provided, we are not seeing big
traction in the 100, 75 even 50, 20 million catggan fact we are seeing some traction probably in
the 3 million category, that is it on the clientlesj other than that the whole distribution sizehef

customer remains quite muted. So what is causiisg thnd also although we have added 67 new
customers in the quarter, we are not possibly gegiy kind of significant traction on any of theas

where it has been reported. So | understand thtethmtryou will not be able to get revenue in one
quarter, two quarter from the client but we are sezing the traction in revenues in spite of adding

good numbers even in the past. So can you pleaberate on that part?

So there are two or three factors at play Sandiein, here. | think one thing which you must retng

is that these are dollar numbers and as you areeatvere is at least a drag this year versus kst y

of anywhere between 4% to 5% on constant currermytf) versus the dollar growth and this buckets
are really drawn in dollar buckets. So there is s@mount of what you would have crossed the
buckets and moved up has not happened becausentiaueoto measure in dollars, that is one.
Number two, there is a movement which is both up @mwn and we have shared some challenges
that we had seen in previous quarters on Energynéss where we have lost revenues and that has
also impacted a couple of customers there. So ther@vement down as well as movement up, but
on the whole it istable or improved. And finally | would want to drgour attention to current quarter
performance except ENU which also we had shareddgtmttoming out in a material way vis-a-vis
previous quarter, all the other five SBUs in constaurrency terms have grown between 3% and 4%
and some more than 4%. So effectively you are gedi@ growth coming back and sooner or later

that will reflect in buckets as before.

Sir also one more follow-up question, | want talerstand that these top five contribution is down
because of the top customer issue and is the samen for even the top 10 or there is somethirgy els
in the top five and top 10?
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No, if you look at it if you take up the top twdet first customer we have had a decline and | think
we have mentioned there clearly that we expectéarscovery in the beginning of the new year, that
is number one. As far as the second customer isetnad, we have won a fairly significant
consolidation deadnd we expect to see that revenues also comingshamigly. As far as the rest of
the customers are concerned, if you look at ieported terms our growth rate is running from three
to 10 customers our growth rate is running at 2.88%pared to a reported of 2.1% in dollar terms.
So overall if you look at it, 8 of the 10 customars doing better than average, it is two which are
being effected which have dragged this overall remaown.

Thank you. Our next question is from AishwaryafkSpark Capital. Please go ahead.

Hi, Srivatsan here. Just wanted to get your contsnem Europe, for almost now three quarters in a
row we have been in YoY constant currency growti%f or 2% in the last three quarters in a row,
so just wanted to understand is that some cliestifp issues or we have just not been able toavin

fair share of deals, what is driving in the mankiich is at a very broad level pretty buoyant?

Pretty much if you look at our growth in our ENUysgent and if you compare that with the drop in
Europe growth you will find a fairly good correlai. So whilst our Energy business has dropped
significantly, that number reflects itself in ald® ENU growth because supermajors that sit out of

Europe in some ways contribute to the total number.

Also wanted to get your thoughts on the Healthpggee which was a good growth engine, we have
seen quite a few M&As on the health insurance ntadkest wanted to get your thoughts in terms of
are you seeing any signs of some of the discratjosend put in abeyance because of the corporate

actions that we have seen. Wanted your thoughtseosame.

So before that | thought | would add one more paititink it is kind of interesting, | do not thinke
have communicated very well. The decline that weehed in the Energy segment has been made up
by the growth that we have in manufacturing, esgigcEurope. So in spite of that we have seen
probably, | would say tepid growth across Europetlie past couple of quarters and that could have
just given you a sense of the hit that we havertalkeEnergy business. And with that let me hand it

over to Sangita Singh talk about Healthcare business.

So your question was about the industry and | dvadd to that the reason behind the momentum that
we are seeing. So clearly the Healthcare and finsdiences industry is continuing to see significa
traction largely lead by the Affordable Care Adscaenabled through the whole digitization that is
taking place. We have been able to leverage thatentum really through the execution of our three
pronged strategy that | had mentioned before mangst One is our ability to get more relevance
with our customers, to be able to address the dslenow, bread and butter business by giving them
the price as well as the cost and operationalieffes that they would need. A lot of that is dedb
through our investments that we have made in a#lfintelligence, our ability to deliver cognizant
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computing into the platforms that they would hasevell as something around infrastructure solution.
The second thrust that we are seeing is reallybility to open new marquee logos and we have had
considerably a good quarter with our ability to mg&re new logos. Both of these two have been
enabled through the investments that we have maedetbe last four years around differentiated
domain solution, three of them being very key, Breatient-Centricity, second is around Compliance
and third is around Product Development, all ofitidend itself very well to the new big digital fo

that we are seeing with our clients, both are a@cgss digitization as well as user experienceh&set

are some of the things that have really helpednd,needless to add a fantastic team that has been

working to make this possible.
Thank you. Our next question is from the line ah@eep Shah of CIMB. Please go ahead.

Just TK your explanation about the growth wittiie top 10 for this quarter is quite fair, but jist
look at the last eight to nine quarters and thelales revenue base of top two to five and top six t
10, either it has on a quarterly run rate basisameed same or it has declined? While in the lastrsé
quarters each quarter we say that the client aatish scores are being moving up but the sametis n
been percolating in terms of the revenue growthw8ado agree that Energy would be one of the
culprit, but apart from that what are the issueeding to you, either is it more a work in progres
regarding sales where cross-selling, up-sellingla¢e be picked up or it is more regarding in terms

of delivery issues?

So Sandeep this is Jatin and we shared the defditsy we see the current quarter performance and
I think you will have to see it in the light of senearlier comments that we made in terms of impact
that we had taken during the course of earliertgumrAs we see forward and | think that is what
matters the most, we continue to invest in ternuofmining effort with an additional layer of s
delivery which integrates all service plans. Weéhtaken certain other internal measures which we
think will help mining and therefore we remain guiptimistic that as we go forward you would see
that overall mining in the company will improve fnovhere we are today and that will sooner than
later should reflect the client bucket as well@s 10 clients.

And just second question in terms of order boothis quarter, it has picked up because across most
large cap peers as well as mid-cap peers we havehearing that the order book is one of the Ipest i

the last several quarters, even Wipro has witnemedame?

Yes, our quarter two order booking has been b#tter quarter one order booking, Sandeep, certainly

and we continue to see good traction in the market.
Thank you. Our next question is from the line @irNPadmanaban of Investec. Please go ahead.

TK, this was with reference to two specific comitseron the guide and our aspiration of H2 being
better than H1 and you also mentioned that tramsitevenues should come later. So | was just
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wondering whether is it the transition revenuetsigfto Q4 that gives comfort of aspiration of H2
being better than H1?

Jatin here, so let me start with where we madefitse comment last quarter and that we see
momentum improving and in that context we had #zéd we see H2 better than H1. If you see our
quarter two performance, we have come towards itfieeh end of our guidance and therefore in a
way what we were thinking or what we are seeingdwsally resulted in an outcome in terms of the
numbers that you have seen. Now quarter three & wa have guided and that range is also visible
to you and we cannot guide for quarter four, wendbguide for quarter four, so beyond a point we
are not guiding for H2 but we maintain that ouriespn would be to do better in terms of the

sequential growth that we have achieved but ibtsanguidance.

| understand that, | was just trying to get a datve feeler in terms of is that comfort comirrgrh
those transition revenues which are possibly vatl e there next quarter which was impacting next

quarter possibly coming through Q4, is that quiliedy something that should drive confidence?

So there are two aspects, of course transitioera for the large deals but more critically what w

spoken about is that we have won consolidationsdeal ramp up in those deals is taking time and
typically end of the year is not good time espégial December to see this ramp up and we do expect
that some of that consolidation gain will reflestdur numbers in quarter four and that of course is

something that's been experienced.

The other thing was from a margin perspectiveyihb this transition sort of going on is that soft
headwind for the margins in the near-term, in thetmuarter or so or should that be perceived as a

headwind on margins?

No, so the way to look at it is that we have algetaken the full impact of salary increases f@& th
year, we also took the impact of RStHat we gave on first of April this year in Quartesind therefore

all the planned addition to cost is behind for ylear. From here on we need to execute well and we
have shared that there are many levers that reamairwe will focus on that and execute better to be
able to keep margins stable.

Thank you. Our next question is from Raj Kantawal&quirus Securities. Please go ahead.

Just following up from what you said earlier theg are facing some challenges in insurance segment
since the past 12 to 18 months, so what are tHeséenges and what steps are we taking to handle

the challenges?

The answer is pretty simple challenges, | did eetthat there are challenges. | said that we dra no
big player Insurance spaeead that is not something that is going on forghet 12 to 18 months, it
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has been going on from past five to seven yearsveSeally need to bring a big push there in terms

of growing insurance market.

And sir just a question on the wage hikes, whitiésvage hike that we have given this year and wha
is last year? And so what are the increase in nuwf&art-ups in our sector, and that thing hdsy it
impacting our wage hike?

Our wage hike were effectiveé! bf June this year and it was average 7% incredfsh@e and 2%
onsite, similar range we have given last year db A®far as impact of start-ups, yes in some gk
we are seeing people but that has not impacte@écsmulse those are the kind of profile of people who
are wanting to pursue that. Right now, people gdomgstart-ups in single digits. So from that

perspective we do not see immediate concern arthatdrea.

So just following up on that, the hiring that we @oing, so is it that most of that is a fresktabr it

is a mix talent?

So for this quarter (+6000) adds primarily the &rgercentage of people are freshers we have hired
and the intent of hiring these freshers have beemealook into digital training, really TK calledib
about 10,000 people to give this training for dibt the end of this fiscal and with that interg w
have had these people. And this works for thredsaf training, digital side, engineering side, iogd
algorithmic and digital and these three would kedhso that is the investment we are making on the

freshers right now.

And sir if we just look back, most of our peere atso into digital space and most of our largergpe
are investing heavily into the digital space, swlawe we differentiating in the digital space awgvh

do we see the percentage of digital revenues domard in the next two or three years?

That is a long question to answer, let me give ga@mne minute comment to it. The way we see this
that whatever work we do at the front end integ@tiengineering and design which is really what
Designit acquisition has done for us. That pieceegEnue which we get at least 2x revenue on the
backend in terms of global in some cases it coudthde 5. So to that extent what happens is that we
see significant follow through revenue coming id &mat is the opportunity. So the opportunity rgall
comes in is not doing the front end growth but ddime back end growth in terms of heavy lifting. At
the end of the day for companies like us, scaleortant and our objective would be to get scale

whenever we can.
Thank you. Our next question is from Georgios B@stfrom Berenberg, Please go ahead.

Two questions from me and the first one with ttpeds | guess, it is around your product engimegri
service client, can you help give us some color seet of type of offerings and projects that yoe a
offering on product engineering and what is drivihg question essentially is that different IT ot&
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basically categorize different type of projects &mel product engineering just to make sure that we

are having a like for like comparison.

Okay George, maybe | should just kind of give yoguick update on what we do in the product
engineering space. So | think the first thing iattbur product engineering business has passed
everything from product design to actually buildimgduct and intellectual property around specific
products, that is one component of it. The secamdponent of it is around specific software products

that we build for third parties, those are broatly two areas that we focus on.
And essentially which type of geographies are yainly targeting?

Primarily US and Europe and we have talked abauttample, in our Press Release we have talked
about how we are working with a very large car camypin building a connected car for them, that is

typical example of what you would do on the frongimeering side.
And whom do you typically compete against in gpace?

So it is mix of internal engineering teams, it igm& of people who got specific IP and some
components, one or two Indian players but thatetty much what it is, there are not too many playe
in this space.

Next question | had is around the application tgment maintenance, the ADM service line, if | am
not mistaken a while back you sort of consoliddted with the BAS services which at the time you
indicated that was a bit of a divergent type ofemhdng performance, the BAS growing and ADM
having anemic growth rate. If you could just giweaubit of color around that essentially, how is th

ADM versus the BAS business essentially evolvirgrfra growth rate perspective?

I think clearly the BAS business is growing far att®f the ADM business, there is no question about
that and typically what we have seen is we hava sethe BAS segment, the old BAS segment we
have seen growth rate above the company average.

And then what is driving essentially, is it stauetl or cyclical, essentially what is your thinkiagound

the ADM essentially losing the ground versus theSBA

I think it is pretty simple, if you look at the ADMusiness, the ADM business is still a fairly raeti
business which slowly is getting disintermediatgdiew stream and more and more has been
deployed for HOLMES, which are our Al platform aoither platforms. The revenue that we will get

out of that traditional segment is going away.

So essentially you are saying that as the appitatget moved to cloud infrastructure essentially
there is less type of maintenance work going orbtk of that.
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That is part of what happened, but more than fhydu look at it the way we classify applications
support under SAP platform it would be under BAS;auld be under ADM. ADM really refers to
mainframe platform, mid-range platform, applicatmatform that run on that segment. So it is really
legacy systems that are classified under ADM, Imdien the old ADM. But the reason why they kind
of put both these together was primarily to makes shat we will remove any kind of noise in the
system otherwise in most cases what has happeregauareally have to see the segment together,
you cannot see them as distinct.

In terms of digital and this is sort of populapéyof question, in terms of people essentially ragki
what proportion of digital exposure IT vendavsre gaining momentum in terms of digital demand

from corporates, is this essentially your reverplatsg digital and you feel comfortable sharing?

We will not share the numbers this year but towahdslatter half of this year as we close our books

we may think about readjusting the numbers for yeat, right now we are not planning to do it.
Thank you. Our next question is from Ravi Menorctd#ra Securities. Please go ahead.

| have a question on Energy first and then avolipp on Healthcare. TK has spoken in tHeQuarter

of FY15two deals that you had won in Energy, despite Eniergy space is barely growing. So did
these wins ramp up or have these been deferrdtelplients due to issues in the sector? And segondl
like this Energy have you started seeing largecurtsng deals with RFP stage now or is that still

some quarters away?

So as far as the consolidation deals that we ialel Energy business, there were two of them and
frankly we have won both. So Anand Padmanabhanrwh® our Energy and utility segment is here

and he can talk thorough it, but fundamentallyrdsult of that has been positive.

So as TK mentioned we have done well in the redeals which we have won some of the large deals
and primarily because of the lead we have and peesthat we have in the Energy segment, it is pasie
for larger customers to consolidate with us, s¢ ihane. Now having said that in terms of revenue,
these are large consolidations right, | mean wecansolidating across multiple vendors to a fewer
number of vendors so these will take anywhere batvtieree to six months to transition, so thatés th
timeframe one is saying in terms of getting thé re@enue to reflect in our outcomes. So we arlyrea

looking at anywhere between a quarter to two quéotstart showing those revenues and all.
And about the RFPs, have you started seeing RFs coming out in Energy for outsourcing?

Oh yes, absolutely. | am saying just fundamentallyindustry has been going through a huge amount
of challenges there according to what it mightlgstause of the prices, volatility of the prices, et
So the industry is suddenly looking at a lot ohsfrmation both in their own industry in terms of
production as well as in IT. So we are seeing sameunt of RFPs coming in, we would think it will
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take around three months to six months for thegetnde on those RFPs and we will see a lot more
traction in that time frame. But we are seeingteofdRFPs as we speak, | mean we are also seeing

RFPs from oil companies which have never come admdo any sort of outsourcing deals before.

Most of your peer group have done really well gaihcare area growing at least 20% in dollar terms
so are you in a different sub-segment compareatn peers or what has really hampered you. You
have done well in this segment in the past.

Good question, so if you recollect our last quastas a decline and that has put pressure on e ye
on-year numbers of the quarter and as you heand Tii§ and as you heard from Jatin and me before
| think the strong momentum that we have been @bkriild through the deal wins in the last quarter
that got off to sequential growth this quarter didwelp us continue the momentum. We are operating
in the same playing field as our competition andangeseeing good traction come up in life sciences,
a lot of that enabled through our customers warttingiove into services that is something that we
can leverage through the investments that we hadenm Designit and Wipro Digital. | see a lot of
momentum that we can build through our bread arttebbusiness around being able to drive
operational efficiencies for both our Healthcarel aur Life Sciences and our Medical Devices
customers. So overall | stay positive, we stay idemit of the momentum and | hope the blip that we
had in the last quarter we should be able to ceesre ground. | hope that helps Ravi?

That is great. If | could ask a follow-up therenéan is there any segment that you think thatayeu
not really well covered in Healthcare, where yoa petential but you do not really have a strong

portfolio or credentials right now?

There used to be one which is the payer segment.vihat happens and what is happening today in
the Affordable Care Act is that there are new emngrgpportunities that are coming up largely

because of the trends in the markets, one sucicylartone is the whole individual mandate that has
been enabled by the Obamacare that allows us tizipate in a whole set of new engagements that
is a level-playing field with others. So | wouldtrize too worried about the fact that we were not
present earlier, | still think there is huge area tis to participate and do well. And last year,

Healthcare& Life sciences business unit grew 18%r-pm-year which was good and among the

higher end of what we saw from the industry.

Thank you. Ladies and Gentlemen, that was ouglasstion. | would now like to hand the floor back

to Mr. Aravind Viswanathan for closing comments.

Thank you all for joining the call. In case we kbuaot take any questions due to time constraints

please feel free to reach out to us. Have a gopaudd wish all of you a very Happy Dussehra.

Thank you. Ladies and Gentlemen, on behalf of W/ipat concludes this conference call. Thank you
for joining and you may now disconnect your lines.
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