
Hinduja House, Dr. Annie Besant Road, Worli, Mumbai - 400 018
Tel : (022) 2496 6350, 2496 6351. Fax : (022) 2493 7374

Website : www.hindujatmt.com

12th February 2003

Dear Shareholder,

I attach a copy of your Company’s working results for the 3rd quarter and the nine month period of the current

fiscal.

You will be happy to know that HTMT has posted 47% increase in the total income to Rs. 29.61 crores and 26%

increase in the net profit to Rs. 16.51 crores for the Q3 in the FY 2002-03 as compared to the corresponding

quarter of the previous year. HTMT’s total revenue for the nine month period ended 31st Decembe,r 2002 has

gone up by 73% to Rs. 82.34 crores compared to the previous year, whilst the net profit has increased by 53% to

Rs. 46.53 crores in the same period. The results are in accordance with the guidance given for FY 2002-03.

Sequentially, the income and net profit in the 3rd quarter, from IT business has increased by 16.15% and 16.46%

respectively as compared to the 2nd quarter of this fiscal.

It is possible that you would have come across a news item in certain sections of the media in January 2003

pertaining to a SEBI order issued to the Company. The order directs your Company not to deal in securities as an

intermediary in the capital markets for a period of two years.

I would like to clarify that the SEBI order is in respect of the rights cum public issue of a company viz. Subhash

Projects handled by Hinduja Finance Corporation Limited (the former name of your Company) in 1995 as a Lead

Manager. Currently your Company is not acting as Merchant Banker or as a financial intermediary in the capital

and/or securities market. In fact, the Company did not renew its licence to carry the Merchant Banking activities

after it expired in October 1997. The Company’s core activity is Information Technology and its subsidiaries are in

the Media and Telecom sectors. Hence, the order in question does not affect the current business of the Company

nor does it debar the Company from accessing the capital market for future growth in the technology area, if

necessary.

To manage risks posed by external environment and meet the requirements of its overseas clients for geographical

diversity and disaster recovery, HTMT has entered into an agreement with a Call Center company in Philippines

and is providing such services for its clients with effect from 14th November, 2002. You will be pleased to know

that HTMT is one of the first few companies in India to offer geographical diversity to its ITES clients.
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HTMT, as part of its IT/BPO combination, is also focusing on high-end applications like engineering design and

R&D services and has successfully completed pilots in engineering design software services for two companies

from Europe, an automobile major and an engineering services company, and regular orders are likely to flow

from them for onsite and offshore services.

Going forward, our collaborative business model, which aims to achieve creation of multiple values across the

demand-chain by synchronizing our internal processes with the processes of our customers, forming meaningful

partnerships with them and nurturing our knowledge ecology will facilitate our growth.

You may be aware that the Government had earlier passed the Cable TV (Networks) Regulation Amendment Bill

2002 which necessitates the deployment of Conditional Access Systems (CAS) for the pay channels. Recently, the

Government has notified that the rollout of conditional access in the first phase (all 4 metros) should be done by

14 July, 2003. A task force comprising Government officials and representatives from the leading Broadcasters,

MSO’s and manufacturers has been formed to recommend the size and price of the basic tier of the notified free

to air channels and rollout of CAS in other cities and towns (apart from the metros that are targeted in the first

phase).

You will be pleased to know that this legislation would ensure a better future for HTMT’s major subsidiary, IndusInd

Media & Communications Limited, an integrated broadband MSO with a large client base, and a unique positioning

for the company to implement an Integrated Entertainment Business Model in India in line with success stories of

the international media conglomerates. Direct contact with the end customers by deployment of Set Top Boxes

would lead to improved revenues and demand for offerings in various value added services ranging from video on

demand (VOD), and pay-per-view (PPV), to interactive game shows / TV programmes.

With the recent approval from the High Court for the merger of Sarthak Mercantile Private Ltd with HTMT,

implementation of the last recommendation of renowned consultants ‘Accenture’ is now complete. Pursuant to

the merger, HTMT’s holding in its subsidiary, InNetwork Entertainment Ltd (INEL), has increased from 51% to

100% and its paid up capital from Rs. 35.58 crores to Rs. 40.90 crores.

The process of merger of our two media-content subsidiaries namely ‘IndusInd Entertainment Limited’ and ‘Cable

Video India Limited’ into ‘INEL’ is proceeding as planned. This merger will result in operational synergies and

facilitate consolidation, development and expansion of our content business in the post CAS scenario.

Fascel, HTMT’s joint venture with Hutchison, continues to grow and maintain its leadership position in the state of

Gujarat and has increased its subscriber base to 4,20,255 as at 31st December, 2002.  Recently, valuations of

cellular businesses had suffered due to issues like interconnect agreements, expected changes in competitive

dynamics among telcos etc and the time was not opportune for us to exit our investment in Fascel. We shall

continue to explore the possibility of exiting the investment at the right price as soon as possible.
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From 2000-01, the year in which HTMT, in its new avatar was launched, it has been our endeavour to deliver value

to our clients and reward the shareholders through consistent growth and profitability. As we are nearing the end

of another exciting year at HTMT, the Company has already put in motion finalisation of business blueprint for

the year 2003-04. We are confident of achieving the business goals set for the year and paving the way for our

becoming a scale player in IT through indomitable perseverance and unflinching enthusiasm in future.

With best regards,

Yours sincerely,

S. Solomon Raj

Vice Chairman

Mumbai


