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January 28, 2004

Dear Shareholder,

Performance during the quarter ended 31st December 2003

The third quarter of the current fiscal was exciting and eventful for your Company. The total income of the Company
for the quarter surged 54% to Rs. 45.69 crores from Rs. 29.61 crores in the same period last year. The net profit for Q3
rose by 37% to Rs. 22.55 crores (Rs. 16.51 crores). Sequentially, the total income grew by 11.25% and net profit
11.04% as compared to Q2.

In the 9 month period ended 31st December 2003, the total income at Rs. 121.69 crores spurted 48% year on year from
Rs. 82.35 crores and the net profit increased by 29% to Rs. 60.08 crores from Rs. 46.53 crores. The performance is in
line with the guidance given for 2003-2004. Your Company’s results for the third quarter and the nine-month period
are presented at the last page of this communication.

The sharp increase in revenue was due to your Company engaging in a two-way value creation process viz., co-
creation of value in partnership with customers. The new relationship paradigm resulted in penetration of chosen
customers, satisfaction of chosen needs and acquisition of new clients offering high volume, high value business
during the last quarter.

Business from new clients in ITES and IT Services Spaces

The new call centre business from the US broadband communication company reported in our last letter to the
shareholders dated 5th November 2003, has been ramped up to 207 Customer Service Representatives (CSRs) with
more product offerings. Further enhancement in CSR strength is expected during the current quarter.

Broad technical coverage, realisation of improved service metrics and product-specific expertise, especially in the
health service line helped your Company bag a BPO contract from a large US health insurance company, which is
initially for a period of 3 years. This is the second health insurance client of HTMT from the US, thanks to an excellent
referral from the Company’s existing customer, another big company from the Health Care Sector. The new assignment
is unique in that it involves transaction processing as well as call centre job in the highly specialised area of health
care business.  Training and pilot project with about 80 transaction processors in 3 modules have commenced from
12th January 2004. The business has potential to grow similar to that of the existing client for whom 600 processors
handling a wide range of products are already working and HTMT is in the process of setting up a high-end call centre
employing medical doctors.

The ground floor of the additional premises of 80,000 sq. ft. mentioned in our earlier letter has now been occupied by
the transaction processors of the second health care client. As maintenance of confidentiality and data privacy is
crucial in the health care sector, we have put in place a Chinese wall of systems and procedures to keep the activities
for the existing and new customers strictly separate from each other.
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The Company’s software development and maintenance wing, which has CMM-level 4 certification for maturity of its
processes, has secured an order of about Rs. 10 crores from an automobile major in the Middle East for installing an
ERP system. The satisfactory implementation of a large ERP contract from Ashok Leyland paved the way for your
Company procuring the Middle East order.

Your Company’s Disaster Recovery Centre in Mumbai for the existing health care client is ready for operation with 57
seats and has provision for adding about 100 more seats when required.

Backlash in the US against out-sourcing to India

While your Company is intensifying its marketing efforts to diversify its client base geographically, it is confident that
the value proposition offered by the Company in terms of lower cost, high quality, strong operational skills and
extremely good organisational culture will enable it to retain the clients and acquire new ones from the US. Continuous
dialogue with US customers about India being a major opportunity of global resource leverage for creating competitive
advantage, rather as an opportunity of labour arbitrage should minimise the backlash risk.

Strengthening of Indian Rupee vis-a–vis US Dollar

To lessen the impact of exchange risk, we have entered into a contract with one of our US clients in Indian Rupees and
we enter into foreign exchange forward contracts wherever considered necessary with respect to other clients. At an
appropriate time, we also propose to negotiate with clients for a suitable revision in pricing to mitigate the risk of
adverse movement in exchange rates.

Ratings and certification

Deloitte Touche Tohmatsu Asia Pacific Technology Fast 500 Program 2003 has profiled your Company as one of the
most dynamic and fast growing companies in the Asia Pacific region.

The December 2003 issue of Voice & Data Magazine has ranked your Company amongst the top 15 India-centric BPO
companies with 9th position in terms of revenue. If productivity measured as revenue per employee were used as a
yardstick, our position in the ranking would be much higher.

Details of DATAQUEST-IDC’s employees’ satisfaction survey 2003 have already been reported. HTMT has been voted as
the most preferred employer among the top 15 BPO companies in India.

After conducting a series of audit of our security systems and processes, KPMG has recommended your Company for
the prestigious BS 7799 certification, which is likely to be received shortly.

Update on the acquisition of Customer Contact Centre (c3) Manila, Philippines

Your Company’s board has already approved, subject to requisite regulatory approvals, the acquisition of controlling
interest and management control in c3, a profit-making off-shore call centre in Manila, for a purchase consideration
of USD 3.90 Mn.

The foreign special purpose company for this purpose has now been formed and we expect to complete the formalities
before the end of this financial year.

As for performance, during the 12-month period ended December 2003, c3 generated a net profit of approximately
USD 0.64 Mn representing 9% of turnover of USD 6.8 Mn. The turnover and net profit of its joint venture company
SOCA for the period were USD 9.6 Mn and USD 2.3 Mn respectively.

Subsidiaries/Associates

HTMT’s flagship subsidiary IndusInd Media and Communications Ltd (IMC) is fully ready with its state-of-the art
Conditional Access System (CAS) project.  IMC and its customers will stand to benefit immensely on CAS becoming
operational countrywide. The company has partnered with Kudelski SA Switzerland who apart from taking an equity
stake in the company is also the technology partner and has supplied the world’s leading conditional access system,
which it has designed.
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Pursuant to Delhi High Court’s decision in favour of CAS in early December 2003, the system was implemented in the
region of South Delhi in phases from 15th December 2003. Soon after the implementation, some consumer groups
filed petitions before the Delhi High Court and sought the withdrawal of CAS. However, the Delhi High Court refused
to stay CAS implementation and while ordering a review of its implementation after 3 months, also directed the
Government to report on steps taken by it to create a regulatory body to oversee CAS.

Thereafter, the Government notified broadcasting and cable services as telecommunication service and entrusted the
Telecom Regulatory Authority of India (TRAI) with certain additional functions. TRAI would accordingly make
recommendations regarding the terms and conditions on which addressable systems shall be provided to customers
and the parameters for regulating the maximum time for advertisement in pay channels and other channels. TRAI
would also specify standard norms for and periodicity of revision of rates of pay channels, including interim measures.

It is expected that the appointment of TRAI as a regulatory authority for the broadcasting sector would result in
greater transparency among the various stakeholders and smooth implementation of CAS.

The media-content subsidiary InNetwork Entertainment Limited’s association with the recent movie ‘Baghban’ was
highly successful with the film turning out to be a hit in both the domestic and international circuits.

In co-ordination with IMC, In2cable (India) Ltd, the Internet subsidiary is expanding its activity to make broadband
connectivity a multimedia experience.

Fascel, HTMT’s associate, maintained its leadership position in Gujarat’s cellular business. The company continued to
dominate the market with a subscriber base of 8,17,778 as at the end of 2003. In terms of subscriber base, gross
revenue and profitability, Fascel ranks No.1 in state circles and is 3rd among the 11 circles of Hutch, next only to
Mumbai and Delhi. Valuation of HTMT’s stake in the proposed consolidated entity is still being discussed with Hutch to
ensure that maximum benefit accrues to HTMT shareholders. An announcement in this regard with approval of the
board will be made as soon as possible.

Unclaimed dividends

In terms of the provisions of section 205A of the Companies Act, 1956, as amended, the unclaimed dividends are now
required to be transferred to the Investor Education and Protection Fund established by the Central Government, after
a period of seven years from the date it is transferred to unpaid dividend account. Accordingly the Company would be
transferring the unclaimed dividends for the financial year 1995-1996 to the said Fund in March 2004. The members,
who have not received the dividends/encashed their dividend warrants for any financial year from 1995-1996 onwards,
are requested to claim the dividend(s)/send the dividend warrant(s) for revalidation immediately. All correspondence
in this regard should be sent to the registrars and share transfer agents viz. Sharepro Services, Satam Industrial Estate,
Cardinal Gracious Road, Chakala, Andheri (E), Mumbai 400 099.

Dematerialisation of Shares

Shareholders who have not yet dematerialised their holdings in the Company are once again requested to do so, since
the Company’s shares are required to be traded compulsorily in demat mode.

Positioning for high performance

Your Company’s high performance genetic code will continue to energise its operations to deliver both short-term
results and long-term growth. The Company’s culture of customer intimacy that is at once responsive and active will
no doubt empower its employees to realise the vision of becoming a Scale Player and Leading Information Technology
Company.

With best regards,
Yours sincerely,

S. Solomon Raj
Vice Chairman
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