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Moderator 

Thank you, Sumit. For our last session, please welcome Salil Parekh, Chief Executive Officer and 

Managing Director and Jayesh Sanghrajka, Chief Financial Officer, to summarize the day, followed 

by question and answers. For Q&A please raise your hand. A mic runner will reach you. Kindly state 

your name and organization before your question. To keep things efficient please keep to one 

concise question. And hand your mic back after asking the question. Salil, over to you. 

Salil Parekh 

Good afternoon. I think the good news is most of you look like you are awake. So hopefully, the day 

has been exciting, interesting and a lot of depth from our side. Let me maybe spend just about a 

minute or so with a summary, and then Jayesh and I can answer questions. I know at lunch we had 

a few discussions and there are a lot of questions on your mind.  

So first, my sense is we have a really comprehensive set of AI offerings. You have seen the Hexagon. 

You have seen that beyond that, we have 30 offerings, 100 sub offerings. And you have seen 

examples across each of the six areas, which give you a view of what is going on with the new 

services, and you have seen all of our augmented services and the impact that is on them.  

Second, the opportunity is huge. I think we started that discussion with what Nandan shared. I gave 

an indication of what we see external analysts quantifying these opportunities as. These are large 

value streams, and as we go through over the next few months and quarters, we will dig into many 

of these individually to share with you what the value looks like, how we are going after it to make it 

more real for all of you as you look at Infosys. 

Third, I think it is quite clear that large enterprise clients trust Infosys. You saw some of the videos 

and you have seen videos of client executives, CEOs, CIOs, COOs, very senior executives really 

mentioning the word trust and looking at Infosys as a strong partner there. We are working with so 

many of our clients across the Hexagon in each of the big areas. So, it is not theoretical anymore. It 

is really practical. It is happening in the field, and we have examples of that. We have examples of 

large delivery teams working on that.  

Then we spent a bit of time on the platform itself, whether you look at what we built with the Topaz 

Fabric capability, what we built with AI Next and the individual agents that we built within that and 

how we can integrate across with different platforms, client platforms, third-party platforms.  

You heard a lot about our talent, deep engineering talent and actually even the culture, which is 

much more of innovation within the company, how can we do something new? We are not a company 

simply of break and fix. We are a company of innovation, and that helps in AI because there are new 

ways of doing things and our engineering culture and mindset is a big advantage for us. 
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And then the partnerships, of course, we announced a very large one today, but we have several of 

these. And it is very clear from how the partners are looking at Infosys that it is a joint work activity. 

You heard from one of the videos from one of our partners, the depth of knowledge that we have, 

the depth of talent that we have and the capability that the partner brings, that really makes a 

difference with our clients.  

We have already put in place a very good go-to-market, which is really take everything we have on 

the Hexagon, the 30, the 100 and start to meet all of our large clients to see where AI can start 

working with them for them and make an impact.  

And then we have an incredible brand that is working well. It is growing very fast, and you can see 

the elevation of the sorts of relationships that Infosys has in part because of the strong brand that 

we have built, and we will continue to build.  

So that in a sort of brief way is the summary. And with that, let me request Jayesh to join me here, 

and then we can go through with the Q&A here. 

Ankur Rudra 

So, the first question is, you highlighted in the morning that the net new opportunity from AI will be 

$300 bn to $400 bn. Could you also elaborate what do you think is the incremental opportunity is 

$300 bn to $400 bn on new services. Could you elaborate what would be the potential for the net 

opportunity adjusting for the compression that you might see in many of these services? A lot of 

examples through the day highlighted that everything can be done faster, fewer resources or from 

months to weeks. What does that mean from a compression perspective? And what are we looking 

at on a net basis? 

Salil Parekh 

So, what you are saying is we have talked about the growth expansion and what is the net number. 

So there, what we have shared in the morning is really on the six areas, what we see as the 

expansion from what we have seen externally, the $300 bn to $400 bn quantification from a couple 

of sources. On the compression, we have talked about, again, what we understand to be where the 

compression is coming from, whether it is on application development, whether it is on infrastructure. 

We have not quantified that number for any external use at this stage. We have said that the 

expansion number from what we see today looks larger than the compression number. 

Kumar Rakesh 

Hi. Thank you for hosting us and taking us through in detail through your verticals and service wise 

capabilities. What I have understood is that you spoke about one of the key advantages Infosys has 
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is strong understanding of clients' data estate and the context of the client. Now that would be 

something which many of your peers would also claim to be having.  

The second part is the partner ecosystem, which you are developing and building strong 

relationships. Again, that is something which here or there, put together your competitors also would 

potentially say that they have. So what exactly in terms of delta or incremental capability that you 

see that Infosys has that helps you to have a better right to win when going for enterprise 

implementation of AI tools? 

Salil Parekh 

So there, the focus in addition to the points you mentioned is one on the platform and Topaz Fabric 

capability that we build, where we built our own agents and we can integrate other agents. The other 

is the way we have identified clearly what the six areas of growth look like and how we are executing 

on that, working with our clients to make sure that we are positioned in that by reskilling our people, 

by building investments in those capabilities and making sure that each client, we are building that 

capability to grow into those areas. That is where the real difference, the execution is where the real 

difference will come. 

Aditi Patel 

Has our pipeline to TCV conversion timelines improved, because now leveraging AI, we are able to 

build prototypes or working models much faster and clients are able to view the ROIs much faster? 

Jayesh Sanghrajka 

So, if you look at the large deals that we have signed in the last few years and last few quarters, we 

have not really seen the timeline of those large deals shrinking at this point in time. We have seen 

the deal timelines remaining similar based on what we have signed till now. Of course, the future is 

yet to be seen as we sign. But at this point in time, we have  majorly, we have not seen the deal 

timeline shrinking significantly. 

Sudheer Guntupalli 

Hi, Salil. Yes, thanks for the insightful presentation. So recently, one of your competitors had made 

a comment that many ERP migration programs are seeing a significant compression in time from 

years earlier to weeks. So do you see that practically happening? Or you think it is probably a corner 

use case in a specific context and that might not be extrapolatable to the entire ERP implementations 

or migrations as such? Thank you. 

Salil Parekh 
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On ERP migration, we have not seen that, that specific point is valid. So what is valid is what I think 

some of our leaders talked about, which is when you look at modernization, which is not only an ERP 

migration, but it is an overall modernization approach from old legacy landscape to a more current 

landscape. There, we see that the speed or the timeline is much more compressed. And of course, 

the cost is much more reduced. 

Vibhor Singhal 

Yes, hi, Salil. Just in response to the first question that you answered that we are kind of quantifying 

the compression factor. If I were to take a look at it, let us say, direction-wise, let us and compare 

this to the earlier digital cycle. There also, we saw an initial compression in the IMS and some parts 

of our business. And then, of course, the new opportunity took place. So we generally see a 

compression, then that followed by the opportunity that comes in. 

In terms of relative comparison, where are we in the cycle at this point of time? Have we seen the 

peak cannibalization of revenues? Do you think we can further go down? Or do you think from here, 

we are more closer to the inflection point where the net revenue from GenAI becomes positive? So 

in the entire adoption cycle of this technology, where would you place us at this point of time? 

Salil Parekh 

So there, if you step back a little bit, there are usually multiple dynamics that are at play. Typically, if 

there is nothing else changing, the macro is one important factor for Infosys for IT services revenue 

growth. And then there is a change of technology, which is going on, which is another factor. So 

what we see today is that in many ways, for us, the macro is improving. If you look at what we see 

in the large markets we are operating in, for example, in the U.S., we see overall with the changes 

in regulations with tax reduction and maybe an impact on interest rates, we see some move on the 

macro.  

On the tech cycle, it is difficult to say where we are because each of the six areas are different in the 

way that will play out. So for example, some of the things on process can go very fast. For example, 

in customer service today, there is a huge move. And there, we will be going after areas that we are 

not today currently in our revenue base. So this is all incremental for us. But we have the technology, 

we have the partnership, we have the capability. 

In some of the other areas like modernization, we have a lot of good technology. It is something that 

will again be incremental now. Some of the others, maybe as the timeline flows out, we will see how 

they play out. Data is happening very much more quickly at this stage. In terms of the compression, 

those are things that, as we mentioned throughout the day, we see that visible, but it is not something 

which is large and it is not something that is insignificant. But we do not see an acceleration of that 

either at this stage. 
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So my sense is if you look at our current business situation, next year, we definitely see in Financial 

Services a strong growth, we see in Energy and Utilities, a strong growth compared to this year. So 

we are already seeing signs of visibility. It is a function of AI leverage, meaning more AI being used. 

It is a function of macro and it is a function of the compression. So these are a little bit more 

intertwined than would otherwise be. 

Moderator 

I would request to give your name and the name of your organization since we are webcasting this 

session. 

Jonathan Lee 

Hi. This is Jonathan Lee from Guggenheim. Thanks for hosting us today. A lot to be excited about 

here around the AI opportunity. Can you help us understand the level of investment necessary there 

to reskill and hire laterally to meet the opportunity in hand? And how should we think about the impact 

to margins there ex potential currency benefit? 

Salil Parekh 

So there, I will start off, Jayesh may have some things to add. One of the things we have been very 

clear about is we want to make sure we invest in this AI capability build-out, AI Topaz Fabric and 

platform and other tools that we have built to invest in scaling that up, scaling up the go-to-market 

and scaling up what we need to do in terms of training. 

We have also put in place some years ago, a very strong program to support our margin and make 

sure our cost is more and more efficient. So, our view for the period in the future is we will maintain 

our margin guidance, and we will take all of that, that we save, which is quite substantial from our 

margin program and invest that into scaling up AI even faster. So we are ready with that from the 

operating, from the income statement point of view.  

From the balance sheet, we are also ready to make as required, appropriate acquisitions, which will 

fit our overall value framework, which is what we have done in the past. With that sort of a mindset, 

we will continue using the balance sheet as well. 

Jayesh Sanghrajka 

Yes. Just to add to what Salil was saying, if you look at this year, 9 months into the year, we have 

been able to maintain our margins stable. That was on the back of FY '25 where we expanded our 

margins by 50 basis points. All of this is after absorbing all the investments that we saw through the 

day today, whether it was partnerships, whether it was tech investments, whether it was training 

investments, the sales and marketing investments that you see in our P&L already which has 
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impacted, you know, 50 basis points. So we have absorbed all of that and delivered on our margins 

and maintained the margins stability. As Salil said, our endeavour is to ensure that, you know, all the 

investments come out of our margin guidance. 

Pankaj Murarka 

Hi. This is Pankaj Murarka from Renaissance. Salil, I have two questions. One, when you called out 

that we have 5.5% revenues coming from AI and in the context of, you know, that is still I think a 

small number, while we have seen a lot of use cases today, but in the context of, you know, the 

Fortune 2000 clients, I still think there are few and even the deal sizes seem to be small. So my 

assessment is that probably average deal size is about $4 mn to $5 mn or something like that. So 

how far are we where we start seeing $50 mn, $100 mn deals and where the adoption really becomes 

accelerated?. 

Salil Parekh 

So there, I think one of the reasons, what we shared today in terms of AI is to give a real depth on 

what we are doing on AI. Now as you rightly pointed out, we shared the number of 5.5%. We still 

have a lot of other work that we do within Infosys, which is making up the other parts of the business. 

What we see in this AI activity is it is going across many things in the areas that we described and 

becoming part of almost every discussion.  

And so our sense is it will now continue to grow. We will see how that growth is but starting at that 

sort of a level, there is a long runway because essentially over the next several years there will be a 

shift. If you sort of look back a few years, we started to call out our digital numbers when they were 

around 25% or 20%, something like that, and we had a shift over 3, 4, 5 years where it became 65% 

to 70%. 

And so that is the sort of a play that you have. We do not know if this is going to go in that sort of a 

range in 18 months or will it take 7 years, but we are well on our way with what we have created to 

start to play it as our clients are absorbing it. And even if it goes faster, we are ready, even if it goes 

at that pace, we are ready. 

Pankaj Murarka 

Sure. One of the most important things that we learned during the discussion today is the context. 

So in the context of, you know, what you laid out, the new opportunities of $300-odd bn over the next 

5-6 years, for a long-term stakeholder or an investor in Infosys, how should one think, what are the 

three or four things that will change from a financial matrices perspective probably 5 years out as we 

navigate this journey from where we are today? 
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Salil Parekh 

From the financial metrics? 

Pankaj Murarka 

Yes. That is right. From where Infosys is today, as we navigate this journey, let us say over a period 

of five years, you know, if you could put that in context? 

Jayesh Sanghrajka 

So, if you look at, you know, every tech cycle, and this is no different from a cycle perspective, of 

course the metrics can be different. But the way we have always articulated it is, if you are riding the 

tech wave and ahead of the curve, it should reflect into better growth, better RPP and therefore better 

margins. We said that in the digital era, we are saying the same thing today. If you look at our RPP 

for last 2 years, we have delivered, you know, superior RPP. Our RPP has grown 3% both FY '25 

and FY '26. If you look at margins, it is showing resilience. We grew margins by 50 basis points last 

year. We are stable margins this year despite all the investments that we talked about. So I think that 

is exactly what is going to boil down to, if you are looking at, you know, any tech cycle in my mind, 

from a services perspective. 

Aditya Chandrasekar 

Hi. This is Aditya from UBS. Just a couple of questions. So you guys have spoken a lot about Topaz 

and it is good to see, I think it is moved beyond, you know, those pilot use cases to more enterprise-

wide use cases. But if you could also touch a little bit on how we should think about the pricing 

models there? Because for example, in the walkthroughs we learned that some of the projects that 

needed huge team sizes have now, you know, been compressed to just use of the platform and 

maybe a very lean team. 

How should we think about how the pricing is evolving in or pricing model rather is evolving in those 

kind of projects and any rough or, you know, a framework at least to think about margins as well in 

those kind of projects? That is the first question. 

And secondly on headcount, I think you have given a plan on how you will be reskilling talent and 

hiring more specialized talent etc. But as of today you do have a wide kind of a fresher or bottom of 

the pyramid talent. How should we think about the utilization of that workforce now because 

incrementally we will be getting into more and more projects where we will have leaner team sizes 

and maybe just more specialized workforce rather than the kind of fresher coders, to put it 

simplistically? These are the two questions. Thank you. 

Jayesh Sanghrajka 
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So, I will start with pricing. So if you look at the pricing models today, the models are evolving, right? 

You have various examples of outcome-based pricing, you have examples of pricing which is 

combination of outcome-based pricing plus an agent pricing or a platform pricing. But I do not think 

there is going to be one model that is going to apply to every client. It will depend on the client 

context, what does the client want and how well we are able to justify the value that we are creating 

for the client. 

So it is always going to be the combination like it is always been in the past, you know, we did not 

have just one model. There were various models that worked and depending on the client's context 

you close on the pricing model and I think that is how it is going to remain on that. 

Salil Parekh 

On the utilization and the specialized talent, I think, we will see more and more of that happening, 

but equally we will also see, and I think, somewhere in the day we did mentioned that, there will be 

recruitment with college hires, with freshers and making sure that they learn without the tools and 

with the tools as they can develop their own experience, and know when it is appropriate to use 

tools, when it is appropriate and how to assess code that is generated by the model. 

So those skills will still remain quite important and in that context, even if we have more specialized 

talent, utilization as a metric will still remain pretty important, that will be a driver in a different way 

there are, depending on the specialized talent and the scale and size, there are different levels of 

utilization but it will still remain an important metric. 

Jayesh Sanghrajka 

Yes, and if I can just add to what Salil was saying, if you look at even in the digital cycle, when we 

started the cycle with 25% digital, we are now at, you know, pretty much 65% plus of our revenue 

coming from digital, we retrained our employee base from what were digital at that point in time, 

which was representing only 25% of our revenue, to more than two-thirds of our revenue today. So 

we have a strong training culture, and that is what we have always dipped into, to retrain and 

repurpose our employees. 

Gaurav Rateria 

Hi. Gaurav from Morgan Stanley. Nandan made a comment in his presentation about build versus 

buy. Do you think the lines between software and services are now getting blurred, and what does it 

mean from addressable market perspective for service providers? 
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And second is a question related to the evolution of pricing model that you talked about. If it creates 

room for non-linearity, what is the headroom that you get from investment point of view to accelerate 

your journey in AI? Thank you. 

Salil Parekh 

On the first one, I think my understanding of that is essentially it expands massively the amount of 

work that we can do, if we can look at some of those. And I think there it will probably be some of 

the things on the edge, maybe not the core sort of systems of record and so on. But you could 

imagine some of the things on the edge which could be more easily built, as Nandan was saying, in 

the build as opposed to the buy. And then if that is readily doable, and it is effective for the client, 

then there will be multiple, it is not going to be one thing for every client. And so there is going to be 

different builds for different clients which my sense is will be a larger opportunity for Infosys. 

Jayesh Sanghrajka 

Yes. On the pricing you are right, if you are able to have a larger part of revenue enabled through 

platform or agents, it will create to that extent a non-linearity. At this point in time, as I said earlier, 

these are early days, right? So everybody is testing new models, but to that extent yes it will create 

a little bit of a non-linearity. 

Surendra Goyal 

Yes hi. Surendra from Citi. So through the day across the presentations we heard a lot about value 

generation, savings, productivity. So my question is, is there a way for Infosys to capture that value 

better? And does AI kind of result in any change to that, either for good or for worse or it really does 

not matter? Because one of the key issues has been that like over the years we have seen a lot of 

presentations across the industry, talking about millions and hundreds of millions of dollars of value, 

but again it seems like a most of that goes back to the customer. So any way to kind of capture the 

value better? Thanks. 

Salil Parekh 

I think there, there was some discussion in some of the client examples on outcome based. Now if 

we managed to do some of those with some sharing, we might see some of the benefits of it. Today, 

if you -- in one of the earlier charts, we sort of showed the model is moving faster than the reality at 

the enterprise. So what tends to happen is the enterprise people at a more discussion level are 

expecting the model type of benefit in the pricing or the cost and we are not able to make that happen. 

So today it is not more equitable, but in the future when it becomes more aligned, the model and 

what is in the enterprise, then you could see that part of it could be there. And if some of the outcome-



 

 

External Document © 2026 Infosys Limited 12   

based works you could imagine that, some more comes. However it is not visible today, so it is not 

something that we are looking for example in the coming year, but it is something which is in our 

mind as Jayesh was saying there is still early days, we will see how the pricing approach will develop. 

Jayesh Sanghrajka 

Again if I can just add to what Salil was saying, there are also indirect ways to capture the benefit. 

Like again through the presentation you would have seen, multiple sectors, 15 out of the top 25 

clients, we are the AI strategic partner. Now that only comes in, when you have created significant 

value for the client. You saw in Anand’s presentation that, large part of the Telcos we are large 

players. That only comes again when you have created significant value for the client and you 

become the strategic partners for the client. So those are the other benefits of creating that value for 

the client, it is not just that everything gets passed on to the client, you also get a lion’s share of the 

clients landscape. 

Kunal Tayal 

Kunal from Bank of America. Given all your investments into small language models as well as 

proprietary solutions, I was wondering if there is a bigger opportunity that you foresee in either of 

mid-market customers or then emerging market kind of customer base? Mid-market because, I 

wonder if there can be larger turnkey programs that can come your way and emerging markets 

because if it is not going to be a labour-intensive model, can the profitability of these projects now 

meet thresholds better than earlier? 

Salil Parekh 

So there, first the small language model, I think for us, is a very good indication of the depth we have, 

and it is very useful on a limited data set in a large client already today. So we are seeing some 

benefit of that whether it is more for alignment or more even for code development. You heard I think, 

in one of the sessions the discussion on our own model for code development into that. We have not 

looked right now at the mid-market because the cost of sales is very different. So we have to figure 

out if that will work in that market. 

And emerging markets, we have not looked beyond, I mean, I would not call them emerging markets, 

and there are growth markets that we have looked at. For example, we think, markets in the Middle 

East are very strong. But it is not like an emerging market but it is a growth market, where we will 

look for some of these models but right now the adoption, it also depends on the adoption in that 

environment, in that geography, before we can go and adoption in the mid-market as a client base 

also. 

Sandeep Shah 
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Yes. Once the enterprise clients enter the post AI adoption where most of the application modernize, 

data layer has been created, cloud migration has happened. In that phase the investor worries the 

terminal growth rates could be much lower because of the applications, data could have been 

modernized. 

Salil Parekh 

So there, I think in terms of what happens in the post-AI world, of course that seems a little bit far 

away today but what we think is, I was with one of the people who was building the foundation model 

a couple of weeks ago, and they gave a good sort of example. They said that the amount of software 

demand that is there for writing software is becoming 100x in terms of the size. So even if you go 

into the post-AI world, there is productivity impact, we still see a huge amount even if you assume a 

10x productivity benefit to a developer of what is available in terms of what is to be developed, what 

is to be built. 

So the post-AI world in my mind is not a static world where everything is done, it is a world where 

there are large enterprises starting to use agents in many areas, having very strong platforms, using 

for example Topaz Fabric as a capability but also building new functions, new features, managing 

things. It is much like what we have today where there are new things happening even on platforms, 

older platforms, which let us call it are somewhat stable today in terms of they are implemented. 

But there is always new work that people are looking for. But that is the nature of the economic 

growth where there is always new features, functions that tech is driving and more tech across the 

enterprise which can give you different areas to work on. So my sense is in the post-AI, of course 

the transition is very exciting with all the work we will do, but there is even more work, because there 

will be more and more things that will be going on in that post-AI era. 

Moderator 

We have time for just the last two questions. 

Kawaljeet Saluja 

Hey hi. It is Kawaljeet from Kotak. Thanks a lot for the presentation which was quite insightful, Salil 

and Jayesh. I have a few specific questions. The first question is that for AI agents that you are 

deploying in a client environment, are those homegrown or are those of frontier model companies? 

Salil Parekh 

So on agents there are multiple people who are building agents. So first we are building agents. 

Second, some of the foundation model people are building they are a little bit more broad-based. 

Then there are third-party companies that are also building agents. And then of course the public 
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cloud players are building agents of their own, and other third-party agents that they are providing. 

So there will be a host of those agents from which some selections will be done. And of course clients 

are also building agents. 

Kawaljeet Saluja 

Right. And Salil, for agents of third party, let us say what is the services intensity? So for example, 

let us say a dollar is spent on a third-party model, and you basically customize it and configure it for 

the client environment, then what is the services revenue that you get versus a dollar which is 

captured by let us say a frontier model company or an external third-party agent provider? 

Salil Parekh 

So there, we do not have very deep exact stats on that that we can share. What we see is different, 

because if you look at a software development lifecycle part of it as you know is the cost of building 

the software. So, in this case the agent, but there is a significant part beyond that which is integrating 

it into the environment, making sure that it is working in that environment and the performance 

attributes and then the security attributes. 

So we have got some examples of what we have done as we shared today in these situations, but 

we do not have a statistic that we can share that one equals X because of the ratio. As we go through 

the next few quarters, we will definitely internally build up a larger data set on that, and then we will 

see, if that becomes something that we can share publicly here. 

Shaan Chugh 

Hey Salil and Jayesh. Thanks for organizing today. This is Shaan from Capital Group. I guess just a 

quick one, you know, for the last many quarters our sort of net headcount has been pretty flattish as 

we have muddled through sort of the macro challenges and so on. I mean with the AI services picking 

up, are you internally gearing up for sort of net headcount to start ticking up again? 

I know we are hiring sort of a lot of freshers and we also have that counterbalance with some internal 

efficiencies and of course just natural attrition. So when you factor all of that in on a net basis, is that 

something you are gearing up for this year or should we expect that to still take some time given the 

AI-centric efficiencies that you are factoring in? 

Salil Parekh 

For the year, we have added ~13,000 net headcount for the first three quarters. My sense is, we will 

continue to add headcount as we go through. And it sort of comes back a little bit to an earlier 

discussion, we were having, which is there is a macro element and there is an AI element. And we 

will see, my sense is the macro will potentially be better, and of course we have a very good sense 
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of the AI opportunity set. So when you put both of those together, if in the last three quarters we have 

done ~13,000 net headcount increase, my sense is we will continue with the headcount increase in 

the coming quarters as well. 

Moderator 

Thank you. That brings us to the end of the Q&A. Thank you Salil and Jayesh. Thank you everyone. 

Salil Parekh 

Thanks. Thank you everyone. 

Jayesh Sanghrajka 

Thank you, 


