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Certain statements in this analyst meet concerning our future growth prospects are forward-looking statements,
within the meaning of Section 27A of the U.S. Securities Act of 1933, as amended, and Section 21E of the U.S.
Securities Exchange Act of 1934, as amended, which involve a number of risks and uncertainties that could cause
actual results to differ materially from those in such forward-looking statements. The risks and uncertainties relating
to these statements include, but are not limited to, risks and uncertainties regarding the success of our investments,
risks and uncertainties regarding fluctuations in earnings, our ability to sustain our previous levels of profitability
including on account of the appreciation of the rupee against the US dollar, our ability to manage growth, intense
competition in information technology, business process outsourcing and consulting services including those factors
which may affect our cost advantage, wage increases in India, our ability to attract and retain highly skilled
professionals, time and cost overruns on fixed-price, fixed-time frame contracts, client concentration, restrictions on
immigration, industry segment concentration, our ability to manage our international operations, reduced demand for
technology in our key focus areas, disruptions in telecommunication networks or system failures, our ability to
successfully complete and integrate potential acquisitions, liability for damages on our service contracts, the
success of the companies in which we have made strategic investments, withdrawal of governmental fiscal
incentives, political instability and regional conflicts, legal restrictions on raising capital or acquiring companies
outside India, and unauthorized use of our intellectual property and general economic conditions affecting our
industry. Additional risks that could affect our future operating results are more fully described in our United States
Securities and Exchange Commission filings including our Annual Report on Form 20-F for the fiscal year ended
March 31, 2007 and Quarterly Report on Form 6-K for the quarter ended June 30, 2007 and our other recent
filings. These filings are available at www.sec.gov. We may, from time to time, make additional written and oral
forward-looking statements, including statements contained in our filings with the Securities and Exchange
Commission and our reports to shareholders. We do not undertake to update any forward-looking statements that
may be made from time to time by or on our behalf.
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* Market conditions
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Leveraging strengths

Extending
capabilities

- Widen 2007...
A(.:iap_tlng & Accelerate

aligning to market 2006

needs

Rejuvenate
(2003 -2005)

Sustaining the IT
downturn & drop in
prices

|

|

Stabilize I Increased number of '(;'fef‘é"ri?g;"ce
(2001-02) offices, employees. Lo
near shore presence acquisitions,
Infosys Won to cater to client Wlldt?nlmgl reach, I
I large deals requirements global talent poo
Improved * Healthy portfolio of clients, vertical spread and
internal geographical reach

processes . . .
* Over 18,000 employees engaged in servicing our

100+ clients across 20 countries in Europe
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Growth in Europe

Revenue from Europe
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B iAGR : 56@ 978 * In Q2 08, Europe

revenues were 27.4% of
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Infosys revenues

- Infosys revenues
* In FY 2003, Europe

revenues were 17.6% of

_ 2005 2006 2007

Offices 10 offices 16 offices 18 Offices
Vertical Retail, FS, Telecom, Insurance, AR P.Ubhc Airlines, CPG, Media,
: ) Sector, Hi-tech, —_—
Reach Services and Manufacturing, Energy Utilities
Resources
S, (FiEtes, BRI, Ny, Sizein Ireland, Norway, Denmark, Greece,

Geo Reach Germany, Czech Republic,

Switzerland
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Revenue segmentation — Q2 08

b 45

N
I

" —— - o=

‘-'—'..__\__‘_- . = Pastis F < ' _"._4-.._,._!
"“-»._____‘__ - ",, f

\

B o Analyst
Meet 2007
|__ThinkFiat |
4 . ™
Revenue Breakup - Industry Segments Revenue Breakup - Services
Others 7.9% . Products 3.5%
Consulting
4.8%
Retail 6.5%
Others 10.3% | Plackagtet_
Telecom 34.0% o mp emeon ation
Utilities 8.8% 25.2%
Business
Process
Management

Manufacturing
13.9%

BFSI 28.9%

Infrastructure Management Services and
Validation Services demonstrate sustained
growth and value differentiation

30% revenue contribution from Consulting
and Package Implementation engagements

New Services contribute 58% to revenues

J

\

8.0%

Testing 9.5%

Maintenance

0,
Development 20.9%

17.8%

 Telecom and Financial Services provide
maximum revenue

* New Business from emerging sectors —
5 new clients added in Utilities, 3 new
clients added in Media & Publishing

e Multiple $20 Mn+ deals across Industry
Sectors in various geographies
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Market Conditions h , ey,

Fragmented market

Multisourcin

Emerging services

Industry consolidation

Competitive landscape

Cost
Reduction

Quality &
Innovation

Scalability /
Flexibility
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Infosys Ap'proa
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* Building local capabilities

« Structured pursuits, deal

size focus C ountry

« Near shore centers specific
strategy

.

Increased
marketing

4 activities
* Industry specific events

» Marketing campaigns, road
shows/ workshops

« Participation in analyst surveys
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* Industry specific solutions
* New Technologies IPs, SAAS

FOCU.S on * Product vendors / deal
SO_IUt'OnS & consultants -/
alliances

Corporate
Social
Responsibility

» Collaboration with Government

» Collaboration with Research
and Education Institutions



Case Studies N - ~| f.-."i

Analyst
Meet 2007
* Infosys is helping one of the Retail Companies in UK to re-architect and = mmsmss
develop a Greenfield multi-channel next generation loyalty & procurement
solution. Infosys’ Solution will enhance the company’s competitive position in
multi-channel awards management and procurement programs

*Infosys helped SSE plc, UK to successfully roll-out an Internet Portal to support
their Retall operations. Infosys’ solution will help the client to streamline and
enhances Payment, Inventory & Logistics functions

* Infosys is involved in a Business consulting engagement with a Belgium based
large financial institution to define a “Know Your Customer” solution across their
Merchant, Commercial and Investment Banking divisions. This solution will help
customer to address regulatory requirements relating to AML, OFAC

* Infosys delivered a comprehensive approach to SOA adaptation with
frameworks, methodologies and re-usable tools to facilitate United Utilities’
transformation to a service oriented enterprise. This approach will help United
Utilities address issues of scalability, extensibility, reuse, removal of redundant
data and modularity
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« The London Message Hub project implemented by Infosys at ABN EE—
AMRO has won the best IT Services Technology Project of the Year at the

CNET UK Awards

* Infosys was chosen as the “Best Technology Supplier” by RBS Group for its
ability to provide a high level of delivery confidence, which in turn enabled RBS to
significantly enhance the speed to market of its product offerings

* Infosys won the DaimlerChrysler's "IPS Supplier of the Year 2006" (International
Procurement Services) in the category of Information Technology

* Infosys won the Sainsbury’s IT Supplier of the Year for 2006

* Infosys was positioned in the leaders quadrant by Gartner in its Magic Quadrant
for European Offshore Application Services, 2007. Positioned in Leaders
category in Forrester Wave: European Infrastructure Management, 2007
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T h I n k F l a t “The contents of this document are proprietary and confidential to Infosys Technologies Ltd. and may not be disclosed in whole or in part at any time,

to any third party without the prior written consent of
Infosys Technologies Ltd.”

“© 2007 Infosys Technologies Ltd. All rights reserved. Copyright in the whole and any part of this document belongs to Infosys Technologies Ltd.
This work may not be used, sold, transferred, adapted, abridged, copied or reproduced in whole or in part, in any manner or form, or in any media,
without the prior written consent of Infosys Technologies Ltd.”



