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TCSis an IT services, consulting and business solutions provider

that has been partnering with the world’s largest businesses in their
transformation journeys for the last fifty years. TCS offers a consulting-
led, cognitive powered, integrated portfolio of business, technology and
engineering services and solutions. This is delivered through its unique,
Location Independent Agile delivery model, a benchmark of excellence
in software development.

A part of the Tata group, India’s largest multinational business group,
TCS has over 420,000 of the world’s best-trained consultants in 50
countries. The company generated consolidated revenues of US $20
billion for the year ended March 31, 2019 and is listed on the BSE
(formerly Bombay Stock Exchange) and the NSE (National Stock
Exchange) in India. TCS’ proactive stance on climate change and award
winning work with communities across the world have earned it a place
in leading sustainability indices such as the Dow Jones Sustainability
Index (DJSI), MSCI Global Sustainability Index and the FTSE4Good
Emerging Index.
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In last year’s report (theme: Dawn of Business 4.0), we had discussed
the Business 4.0™ thought leadership framework, its attributes, the
enabling technologies and the investments TCS had made over the
years, that have positioned us very well to partner customers in their
transformation journeys.

This year’s theme is Growth and Transformation with Business 4.0.

In the ensuing pages, we explore how customers are embracing the
Business 4.0 thought leadership framework, the nature of their growth
and transformation initiatives, the role of enterprise agile, and how our
participation in those programs is transforming our own business, and
powering our longer term growth.

Recent Annual Report themes
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The Annual General Meeting will be held on Thursday, June 13, 2019 at Birla Matushri Sabhagar, Sir V.T. Marg, New Marine Lines, Mumbai 400 020,
at 3:30 p.m. Towards preserving our environment, printed copies of the Annual Report will not be distributed at the Annual General Meeting.



Contents

Board of DireCtors......cceeeccveeeeceeeeeeeeeeeeve e
Management team ......ccccveeveceenseseccee e
Letter from the Chairman
Letter from the CEO ...
Performance HighlightS.......ccoeevevicniccniecrene.
The Year GONE DY ...
Business 4.0™ Adoption and Impact.........c........ 13

Thematic Section

Panel Discussion: N G Subramaniam,

V Ramakrishnan and Krishnan Ramanujam..... 14
Business 4.0 Story: KLM ...
Business 4.0 Story: AGL....coceevveeecceeeeeseeenes
Business 4.0 Story: Bayer.....cececeeeeeeeeene
Q&A: S SUKANYA.......coooeeecreee e
Business 4.0 Story: Home Depot
Business 4.0 Story: NiSSan ....coevveeeeveeeereesennes

Business 4.0 Story: Financial Inclusion............... 24
NotiCe ..o,

Directors’ Report

Management Discussion and Analysis................. 61
Corporate Governance Report......cevcceceeenne 76
Corporate Sustainability Report......ccveveecrennnee 94
Business Responsibility Report ......ccocevveeeeinneee. 100
Awards and AcColades......oeveenecninceneens 105

© © 0 0 0 0000000000000 00000000000 000000000000000 0000 e 00

Consolidated Financial Statements

Independent Auditors’ REPOrt......eccsieieeeesesee s 106
Consolidated Balance Sheet.......nneneeeeesisesissi 14
Consolidated Statement of Profit and LOSS.....c.cccuenerreneerneennennns 15
Consolidated Statement of Changes in EQUItY ....cccoceeveivecicnnee. 116
Consolidated Statement of Cash FIOWS.......cocvveneineenineinsine 18

Notes forming part of the Consolidated
Financial StatemMeENtS......ccceceece e 119

Unconsolidated Financial Statements

Independent Auditors’ REPOI ... 174
BalanCe ShEeL.......oc e 184
Statement of Profit @nd LOSS.....ccoerenencnenenenereeeeeeneieeineeneenns 185
Statement of Changes in EQUIY ... 186
Statement of Cash FIOWS ... 188
Notes forming part of the Financial Statements ..o 189
Statement under section 129 of the Companies Act,

2013 relating to Subsidiary Companies .......coceeveeereveneeenrenene 238
Glossary 240

TCS’ Business 4.0™ Thought Leadership Framework
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| etter from the

Chairman

For a business that has
navigated technology change over the last
five decades, the ups and downs of short
term economic cycles become insignificant
blips in the broader sweep of history.
Your Company has shown itself to be
immensely entrepreneurial, agile, adaptive
and innovative over the years, and these
attributes will continue to serve it well in
the years ahead.
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Dear Stakeholder,

| write this letter with a sense of pride about how well your
Company performed this year, not just in financial terms,
but also in terms of what we accomplished for customers,
employees, shareholders and communities across the world.

Your Company crossed two important milestones in FY 2019.
Its annual revenue crossed the $20 billion figure, a 20-fold
increase over the last 16 years. It also became the first Indian
company to achieve a market capitalization of $100 billion in
the last decade, and join the list of the Top 100 most valuable
companies in the world. In my opinion, this market valuation
is the outcome of a better appreciation of TCS’ differentiated
strategy, market success, capital allocation policy and most
importantly, belief in your Company’s ability to sustain its
superior revenue growth and profitability in the longer term.

Brands take a long time to build, and are an outcome of how we
conduct ourselves with our stakeholders. Our values guide us in
everything we do, and are core to the reputation for trust and
integrity that we have built up over the decades. In FY 2019, your
Company was named the fastest growing brand of the decade in
IT services, and ranked among the top 3 IT services brands globally
by brand value, in an independent brand value assessment.

At a time when the world is wrestling with problems like

climate change and socioeconomic inequities, corporations

can and should play their part in shaping favorable outcomes.
Sustainability, for us, has always been the entrepreneurial
pursuit of economic opportunities while aligning the interests of
the organization with those of all our stakeholders. Of course,
one key enabler is the unique ownership structure which
ensures that much of the shareholder value that TCS creates,
automatically flows back to civic society through the sterling
work undertaken by the various Tata trusts.

In addition, your Company has been a force of good in
communities across the world, investing in building digital
talent, reducing the digital divide and resultant inequities,
creating well-paying jobs that boost local economies, promoting
health and wellness, and advocating responsible environmental
stewardship. Your Company’s structured corporate social
responsibility initiatives offer volunteering opportunities to
employees, helping them give back to their local communities
and imbuing them with a higher sense of purpose.

Globally, geopolitical events threaten to drag down major
economies and disrupt global trade and commerce. At times like
this, it is more important than ever, to stay close to the customer.

In the last downturn, TCS’ customer centric philosophy and modular
organization structure allowed it to work closely with customers,
and be agile in responding to their needs and reacting to events

on the ground. Today, thanks to the differentiated capabilities that
your Company steadily invested in building up over the last decade,
and the innovative, business-centric solutions it is called upon by

its customers to provide today, it is even more deeply embedded in
their businesses, and is central to their growth and transformation
initiatives. These deep relationships, the broad and diversified
global footprint, spanning all major markets and industries, and its
robust financials makes your Company’s business very resilient and
well positioned to weather any storms ahead.

For a business that has navigated technology change over the last
five decades, the ups and downs of short term economic cycles
become insignificant blips in the broader sweep of history.

Your Company has shown itself to be immensely entrepreneurial,
agile, adaptive and innovative over the years, and these attributes
will continue to serve it well in the years ahead.

As enterprises become more technology-defined, they need
more than ever before, a partner like TCS, who understands
their business very well and can bring to bear the power of new
technologies to craft innovative solutions that give them the
differentiation they need to thrive in a Business 4.0 world.

The opportunities ahead are huge. By staying true to its mission
and its values, and by continually investing in building newer
capabilities, your Company is positioned well to become the
foremost partner of choice to all forward thinking enterprises in
their growth and transformation journeys.

On behalf of the Board of Directors of Tata Consultancy Services,
| want to thank you for your continued trust, confidence,
and support.

Warm regards,
N Chandrasekaran
Chairman

oo 0 0 0 0 o o
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| etter from the

CEO

Dear Stakeholder,

Your Company had a standout year, crossing major milestones,
and delivering outstanding financial performance in FY 2019.
Our revenue was 146,463 crore, a growth of 19% over the
prior year in Rupee terms, and 11.4% in constant currency terms.

The growth was not only very strong, it was also very broad
based, with all our major industry verticals and geographies
growing very nicely. On a constant currency basis, we saw
demand strengthen and growth accelerate right through the
year in our Banking, Financial Services and Insurance vertical,
clocking 7.7% growth for the full year, compared to 2.8% in the
prior year. Likewise, our Retail cluster grew 12.1% in FY 2019
compared to 6.7% in the prior year.

We continued to see strong revenue growth in our Energy and
Utilities vertical which grew 19.9%, and our Life Sciences and
Healthcare vertical which grew 15.3%. Our remaining three
verticals — Communications and Media, Manufacturing, and
Technology and Services - grew 9.6%, 7.5%, and 6.1% respectively.

All our major markets reported strong growth. Growth was

led by UK and Continental Europe which grew 22% and 17.8%
respectively. North America, our largest market, accounting
for 51% of revenues, grew 8.3% (compared to 3.7% in the prior
year). Asia Pacific grew 11.8% and other markets - LatAm, India
and Middle East and Africa - collectively grew 4.3%.

Our operating margin expanded 0.8% year on year, to 25.6%.
Net profit was 331,472 crore, a net margin of 21.5%. Our cash
conversion continues to be very strong, with free cash flow of
326,461 crore.

The Board has recommended a final dividend of 18 for the

year, bringing the total dividend for the year to T30 per share. In
terms of actual payouts, your Company returned 329,148 crore
to shareholders in FY 2019, 13,148 crore as dividends, and
16,000 crore through the share buyback, which is 110.2% of the
free cash flow.

Driving Growth and Transformation

Our strong performance is driven by two inter-related
factors: the rapid mainstreaming of digital technologies, and
our expanding participation in our customers’ growth and
transformation initiatives.

Adoption of digital technologies such as cloud, mobile, loT,
analytics, machine learning, Al and automation has reached the
inflexion point and is triggering large re-architecture programs.
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It is safe to say that this technology stack is now mainstream
- and in fact, the default stack for all new investments today,
obviating the need to specify that it is digital.

Second, enterprises are reimagining multiple aspects of

their business model, investing in technology-led product

or service innovation, customer analytics and insights, and

core transformation programs. These are large, multi-year
engagements, large in scale and scope, and we are winning
such deals by leveraging our thought leadership, our contextual
knowledge, intellectual property and our ability to stitch
together different capabilities from across TCS.

Let me now cover some of the themes that shaped
our performance.

Business 4.0™: Shaping the Agenda

In September 2017, we unveiled our Business 4.0 thought
leadership framework, identifying four key behaviors of
successful organizations in the digital era: mass personalization,
leveraging ecosystems, embracing risk and creating
exponential value. Customers have responded very positively
to this framework, embracing it to define their growth and
transformation roadmaps.

| am very happy to share with you that this framework is now
validated by empirical data. A survey we commissioned a few
months ago found that over 90% of the 1200 enterprises polled
had adopted at least one of the four Business 4.0 behaviors.
More than 9% had adopted all four behaviors. These leaders are
also at the forefront of adopting cutting edge technologies like
Al and blockchain, and are seeing superior business outcomes,
with six out of ten such organizations expecting double digit
growth over the next three years.

Agile and MFDM™: Transformation’s Yin and Yang

Speed to market is critical to our customers’ Business 4.0
transformation initiatives. To help give them that time to
market advantage, we have reimagined the Agile methodology,
freeing it from the constraints of co-location that historically
limited its usage.

Our unique, Location Independent Agile model is better suited
for global organizations whose business teams are distributed
across the world, and for whom co-location is impractical.

It enables adoption of Agile at scale, and is winning us large
transformational engagements. Today, we have an Agile
footprint with over 500 customers and have executed over
6,000 Agile engagements.

Increasingly, we are advocating an Enterprise Agile approach,
applying Agile principles beyond IT projects, to all aspects of their
business. It is a fundamentally different management method
that empowers individuals, enables collaboration and harnesses
the collective initiative and creativity of the workforce to help the
business continuously innovate and create value at scale.
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TCS’ business resilience and longevity
comes from its ability to stay abreast
with technology change, continually
investing in building capabilities on

newer technologies, and creatively
harnessing the power of those
technologies in bespoke ways for our
customers. As the rate of change of
technology increases, our value to
them will only increase.
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The other dimension of our strategy is what we call the Machine
First™ Delivery Model or MFDM™. This integrates analytics,

Al, and automation technology deep within the enterprise to
redefine how humans and machines can work together more
effectively to deliver superior outcomes and at scale.

These two dimensions go hand in hand. Human ingenuity,
creativity and empathy are as important as machine-driven
speed and scale in meeting the objectives of today’s
Business 4.0 transformation programs. By pioneering these
novel delivery concepts, and investing in requisite enablers
ahead of everyone else in the industry, we have strengthened
our reputation as thought leaders and innovators.

Innovation is Key

While the Business 4.0 framework provides a roadmap, business
success depends on how well an enterprise innovates on the
ground. Customers like Total and Newcrest are partnering us to set
up dedicated innovation hubs, looking to harness the combinatorial
power of loT, analytics, machine learning and Al to enhance
customer experiences, boost productivity and profitability, and
establish competitive differentiation.

Our participation in this strategically important spend is an
outcome of significant investments in building differentiated
capabilities, and enabled by the customer-centric organization
structure that we adopted in 2008. The domain knowledge,
customer-specific contextual knowledge and executive
relationships that each business unit built up over the last
decade have been critical to our success.

We have also been systematically investing in research and
innovation, and integrating that function into our business units.
Our researchers take up promising themes in each industry, and
collaborate with domain experts to build innovative solutions that
we proactively showcase to customers at our innovation centers.
On occasion, the outcome is intellectual property - accelerators,
frameworks or products such as Optumera™, Quartz™ or ignio™

- which help customers digitally reimagine key elements of their
business, reduce risk and gain speed to market.

TCS partners with all the major technology providers to launch
and jointly market industry-specific solutions that leverage our
domain knowledge and their technology. We continue to invest
in our Co-Innovation Network (COIN™), where we work with
start-ups with promising new technologies.

All these elements - our investments in research and innovation,
the contextual knowledge, our portfolio of intellectual property,
our Business 4.0 framework, Location Independent Agile and
MFDM, are critical differentiators which have helped us gain
significant market share and mind share.

Experience the Energy

Our ability to come up with innovative ideas and solutions for
our customers comes from the energy, talent and contextual
knowledge of our youthful, diverse workforce. Our large scale
investments in organic talent development initiatives are
delivering industry leading learning outcomes.
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TCSers collectively logged 52 million learning hours in FY 2019,
building deeper competencies in multiple technologies in pursuit
of individual career aspirations.

To support our growth, we continue to tap into talent pools
across the world and add to our ranks. In FY 2019, we added
29,287 employees on a net basis, bringing the total headcount
at the end of the year to 424,285. The workforce has
representation from 147 nationalities, with women making up
35.9% of the base. By creating a vibrant, enriching and fulfilling
workplace, we have established an industry benchmark in talent
management and retention. In FY 2019, our attrition rate in

IT Services was 11.3%, the lowest in the industry.

This year, we reimagined entry level hiring in India by holding
the TCS National Qualifier Test on the iON™ Assessment
platform. This democratizes the opportunity to pursue fast track
careers in TCS for talented youth across the nation, regardless
of where they study. The test attracted over 280,000 students
from over 1800 colleges, across 100 cities. Besides benefiting
students from outside our traditional catchment area, this gives
us access to the most talented youngsters in the country.

Our people-centric investments go beyond the boundaries of
our organization, into communities across the world, where we
support initiatives to bridge the digital divide, and encourage
STEM education and careers. All these programs continue to
scale up very well, and are benefiting hundreds of thousands
of people across the world. Our purpose-driven worldview

is shared by our employees who collectively racked up over
650,000 volunteering hours in FY 2019, for worthy social and
environmental causes in their respective communities.

Looking Ahead

Enterprises are increasingly embracing business models that
are defined by technology, structurally driving up technology
intensity across industries. This, as well as the greater leverage
of technology for competitive differentiation, significantly
increases the market opportunity for us.

We are participating very well in this expanding opportunity,
getting embedded deeper in our customers’ business ecosystems,
and becoming an industry staple. This is resulting in better
visibility, predictability, and business sustainability, all of which
create ever more value for our stakeholders in the longer term.

TCS’ business resilience and longevity comes from its ability

to stay abreast with technology change, continually investing

in building capabilities on newer technologies, and creatively
harnessing the power of those technologies in bespoke ways for
our customers. As the rate of change of technology increases,
our value to them will only increase. We are at the start of an
exciting journey ahead. | thank you for your continued support.

Best regards,

Rajesh Gopinathan
Chief Executive Officer and Managing Director
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Performance Highlights

Revenue Trend 146,463

CAGR 12.4% 123,104

117,966
108,646 ®

Client Metrics

94,648

FY15 FY18 FY19

T crore

FY15 FY16  FY17 FY18 FY19 B B $100 Mn+ Clients ® = $50 Mn+ Clients

Operating Profit Trend* Employee Metrics
26.9%  265%  257%  24.8% 25.6%
37,450
30,324 30,502

25,424 28,789

T crore

FY15 FY16 FY17 FY18 FY19 FY15 FY16 FY17 FY18 FY19

B 1 Operating Profit ® Operating Margin m = Total Headcount m Attrition (IT Services)

Earnings Per Share* Cash Usage
0,
CAGR11.2% m Shareholder Payouts
659 671 6710 Invested Funds
m Capex
m Acquisitions, etc

Amountin¥ FY16 FY17 FYI8  FY19 (FY 2015 to FY 2019)

Operating Cash Flow and Shareholder Payouts
Cgsh Cor?version* v 106.0% 16:000 16,000

95.9% 97.1% 9.1% 92.6%

9
88.4% 78.7% 90.9%

13148
28,593 8,922 ®

25,223 25,067
9,166

19,369 19,109

T crore

FY15 FY16 FY17 FY18 FY19
< crore

FYI5 FY6 FY17 FYI8  FY19 . o )
= Dividends m Shareholder Payout Ratio (including
m = Operating Cash Flow = Operating Cash Flow = Special Dividends  Special Dividend and Buyback)
to Net Profit Buyback

* The Company transitioned into Ind AS with effect from April 1, 2016. For FY 2015, the earnings per share (adjusted for bonus issue) and operating cash flow are
based on Indian GAAP, whereas operating profit is based on IFRS accounts to provide easy comparison with the Ind AS numbers of subsequent periods. FY 2015
numbers exclude a one-time employee reward of 32,628 crores paid by the Company.
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Th Y Asia Pacific, and Middle East, as Top Employer in
e ea r 29 countries, and as #1 Top Employer in 16 countries including

Gone by

the US, UK, Germany, Netherlands, Australia and India.

Named the fastest growing brand of the decade in
IT services globally, and among the Top 3 brands in the
sector, by Brand Finance.

Played a leading role at the World Economic Forum’s
Annual Meeting at Davos; showcased how blockchain and
Al are redefining the Business 4.0™ landscape; renewed
our commitment to the reskilling revolution and for greater
inclusiveness, and hosted the very popular reception under
the TCS dome, bringing together leaders from business,
government, academia, media and civil society, to deepen
relationships and foster greater collaboration.

) o TCS hosted insightful sessions on topics such as Closing the Skills Gap
Ranked #1 for customer satisfaction in Europe’s largest and how blockchain and Al will redefine our lives

independent survey of IT service providers, for the sixth

consecutive year. Respondents gave TCS an overall

satisfaction score of 79 percent, versus the industry average Q3
of 69 percent. In individual market rankings, TCS was

placed first in the UK, Germany, the Nordics, Benelux and

Switzerland.

© e 0600000000000 00000 0 0 0

Launched TCS Pace™, a new brand identity for our research,
innovation and digital transformation services that are at
the core of our customers’ Business 4.0 journeys. On the
ground, there will be TCS Pace Port™ hubs - the first of them
in Tokyo, with flexible modular spaces featuring innovation
showcases, TCS Think Spaces, academic research spaces,
and Agile workspaces.

For the sixth year in a row, TCS has been ranked #I for customer
satisfaction in Europe

Certified as a Global Top Employer for the fourth consecutive
year by the Top Employers Institute. The only one among the
Top 10 IT services brands to get this recognition, TCS was

ranked #1 Top Employer in North America, Europe, TCS leadership team at the inauguration of the TCS Pace Port in Tokyo

10 | The Year Gone by



Transformed payments operations at MUFG - Japan’s largest infrastructure and operations, to complete the divestiture of

bank, by consolidating its extensive multi-entity, multi- multiple business entities within just 18 months.

country, cross-border payment processing operations, which

were running on disparate legacy systems, onto a Regional Developed a proof of concept for non-exchange trade

Payments Hub powered by TCS BaNCS for Payments. settlement using blockchain for the Canadian Depository for
Securities using the Quartz Blockchain Solution. This is part

Collaborated with Singapore Airlines to build the Intelligent of a large transformation program leveraging TCS BaNCS

Airline Operations Solution, to transform ground operations for Market Infrastructure, aimed at the modernization of

using digital technologies, improve operational efficiency depository, clearing and settlement services in Canada.

and enrich customer experience. The solution utilizes TCS’
new core, a cloud-ready, high speed messaging and data
processing platform with machine learning capabilities and
an advanced events engine.

Launched the Intelligent Power Plant Solution to help power
generating utilities digitally transform their operations, by

combining Al, loT, and Digital Twin technologies to support The Billion Steps Challenge, a TCS50 initiative, saw

critical power plant assets, enhance reliability, improve flexibility, participation by 200,000 TCSers globally who logged a

cut emissions and reduce operating costs by 2-3 percent. record 3 billion steps. One of the largest global employee
engagement initiatives, this was an expression of energy and

Partnered with SAP to build the Intelligent Rail Digital brought together all TCSers as a part of #0neTCS.

Maintenance solution, powered by SAP® Leonardo, to
help rail customers digitally transform their businesses
by preventing component failures, improving safety and
extending the useful life of assets.

Expanded our 12-year old partnership with the Phoenix
Group, Europe’s largest life and pensions consolidator, to
move an additional 5.5 million policies onto the TCS BaNCS
Insurance Platform.

Acquired W12 Studios, an award-winning digital design

studio based in London. With expertise in visual, interaction,
motion, sonic and creative technology, W12 creates iconic : o : ; 2
experiences and products for leading global brands. TCSers in France pose for a picture after taking part in the

Billion Steps Challenge
e i

iy

Celebrated the 25th anniversary of our partnership with Dutch
airline KLM, marked by several industry-first, technology-
enabled innovations. Pieter Elbers, CEO of KLM made a special
trip to India on the occasion, and called TCS a true business
partner that is helping KLM realize its ambition to be the
world’s leading airline in terms of customer centricity.

Wi12: Delivering Iconic Brand and Product Design

Purchased select assets of BridgePoint Group, LLC, a US
management consulting firm catering to the financial
services industry, and specializing in retirement services.

Partnered with Bayer, a leading life sciences company, to
successfully design and execute a scalable, repeatable carve-  pjeter Elbers, CEO of KLM, visited Indlia to celebrate 25 years of
out solution spanning the complete stack of IT systems, partnership with TCS
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Democratized employment opportunities for young
engineers across India, by conducting the TCS National
Qualifier Test (TNQT), an inclusive online campus hiring
initiative using TCS iON’s digital platform. Over 280,000
fresh graduates, from 1800 colleges, took the test across
100 cities in 24 states.

TNQT participants being assessed on the TCS iON platform

Unveiled the Machine First™ Delivery Model at the

North America Customer Summit, as a means of delivering
superior customer experiences by giving technology the first
right of refusal. The model envisages the use of analytics
and Al to sense, understand, decide, and act in a robust
networked environment.

1 How are we helping Clients
* lead the agile transformation?

TCS North America Summit at San Diego, CA, saw the launch of
TCS’ Machine First Delivery Model

ignio™, TCS’ cognitive automation software product
celebrated its 3 anniversary with triple-digit annual growth
in both customer acquisition and revenue, since inception.
ignio now manages over 1.5 million technology resources
autonomously for over 90 Fortune 500 corporations.

Completed the second successful 16,000-crore share
buyback at 22,100 a share through the tender offer route,
extinguishing 7.6 crore equity shares, about 1.99 percent of
the total equity.

Set a new industry benchmark with the migration of over
600 applications to the AWS cloud in less than 12 months at
Randstad, a global leader in the HR services industry,

one of the most ambitious and fastest AWS cloud migrations
to date for a global firm.
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Launched Jile™, the first of its kind Agile DevOps product-
on-cloud to plan, deliver and track Agile programs within
the enterprise.

Selected by global energy giant Total to set up a digital
innovation center to explore the use of analytics,

loT, automation, Al and Location Independent Agile
methodologies to develop a smart, connected refinery that
enhances performance and improves competitiveness.

Ranked #1in the IT Services and Software sector across

the region in Institutional Investor’s 2018 All-Asia Executive
Team survey, winning several awards: Best CEO (First Place),
Best CFO (Second Place), Best IR Professional (First Place),
Best Corporate Governance (First Place), Best IR Program
(Second Place) and Best ESG / SRI Metrics (Second Place).

Became the first company in India to cross ¥ 7 trillion
($100 billion) in market valuation, making it the country’s
most valued firm, and among the top 100 most valuable
companies globally as per Bloomberg data.

TCS BaNCS ranked the number two best-selling
Universal Banking system by UK based IBS Intelligence in its
2018 Sales League Table.

Expanded the digital transformation contract with M&G
Prudential to bring an additional 1.8 million policies under
administration, cementing TCS’ position as the market leader
in UK life and pension administration, with over 18 million
policies administered on our TCS BaNCS Insurance Platform.

Peterborough campus of Diligenta

Launched TCS50, a celebration of five decades of excellence,
marked by several events organized throughout the year,
with TCSers across the globe participating in the festivities.



Business 4.0™ Adoption and Impact:

A Progress Report

TCS unveiled its Business 4.0 thought leadership framework in 2017. A year later, in November 2018, TCS commissioned a study that surveyed 1,231 senior
business decision makers from more than 1,200 large enterprises spanning 11 industries and 18 countries to track the adoption of the four behaviors that
characterize Business 4.0, and its impact. A quick summary is presented below. You can download the full report at: www.business4.tcs.com

Categorization based on adoption of Business 4.0 behaviors Business 4.0 adoption needs to overcome key barriers
Followers: Adopted 9% 0% Leaders: Adopted Driving mass personalization ———————35% Inflexible or outdated technology
none of the behaviors all four behaviors Creating exponential value 38% Risks to data security
Leveraging ecosystems ——————— 36% Risks to data security
82% Embracing risk —————— 36% Traditional corporate culture

Early Adopters: Adopted atleast one out of four behaviors

Mass Personalization is the most adopted behavior... ...and seen as driving higher value
We can customize products and services o . - 60%
to every transaction (mass personalization) 78% Higher customer profitability :
. Increased value of customer transactions 59%
We operate a business model that 36%
drives exponential value ° Increased volume of customer transactions 58%

We collaborate with multiple partners in our network to
create new products and services (leveraging ecosystems)

We plan to transform our business model o ..........................
within one year (embracing risk) 33%

54%

Exponential value model expands markets Leveraging ecosystems drives new revenues
Ability to target a wider range 64% Higher revenues 44%
of potential customers °
0,
An expanded geographical marketplace 62% Access to new markets 43%
Higher profitability 54% . . Ability to develop more 41%
innovative products and services
) Higher revenues 50% Ability to act faster to satisfy
New business models through 50% customer demand or perceived 39%
collaborative ventures appetite for new products or services

Competitive advantage

with better differentiation

Reduced central costs ——— 29% Reduced risk when developing 23%
new products and services

31% Access to different skillsets 35%

Leaders are way ahead in Al, loT and blockchain adoption ...and also expect outsized payoffs!
74% Expected revenue growth over the next three years
Cloud-based IT ——M———— 65%
62% 60%
Increase by >10% ———— 35%
C 63% —_— 2%
|oT for predictive 12%
maintenance and tracking 20% Increase by less than % 53%
or equal to 10% 56%
61%
Blockchain to build digital trust ———— 38% - 2%
17% Stay the same — 6%
7%
Al to develop new business 7% 61% — 5%
— o —5%
models and customer value 18% Decrease —
m Leaders B Early adopters M Followers M Leaders W Early adopters m Followers

Survey Base:

By region: North America: 25%, Europe: 40%, Asia Pacific: 26%, Respondent profiles:
LatAm: 9% IT: 22%, Business: 78% (Operations, Sales, Marketing, Finance, HR)
By size: $500Mn - $1Bn: 53%, $1Bn - $5Bn: 28%, More than $5Bn: 19% C-Suite: 42%, Sr Mgmt: 58%
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Panel Discussion:

Featuring

N G Subramaniam

Chief Operating Officer
and Executive Director

V Ramakrishnan (Ramki)
Chief Financial Officer

Krishnan Ramanujam
Global Head - Business
and Technology Services

How are today’s transformational programs different from the
large outsourcing deals of the past?

NGS: The objective of outsourcing has traditionally been to
reduce operational costs. On the other hand, transformational
programs are launched as part of our customers’ growth and
transformation agenda. The objective is to boost the top line,
embrace new technology-enabled business models, create new
revenue streams, address new customer segments or deepen
existing customer relationships.

The buyers are also more diverse. These opportunities are typically
business-led, and entail crafting value propositions beyond the
ClOs, to the CXOs. Funding for these programs comes from the
respective departmental operating budgets, and not necessarily
from the IT budget.

This requires a different way of selling. These deals are not
always RFP-led. We have had very strong success in proactively
pitching innovation ideas and solutions that are tailored to each
customer’s unique context.

The selection criteria are also different. Speed to market

and clarity on the outcome are critical, not so much the
price. Solution quality and how well it reflects our contextual
knowledge of their business is a key differentiator. The ability
to address the concerns of different stakeholders, and their
perceived risks, is very important.

KR: From an execution point of view, this opportunity requires
us to have a more business-centric mindset, demonstrate a
different set of capabilities, and have a different delivery model.

The delivery focus shifts from cost optimization to speed to
market, and closer collaboration with business users. Most
transformational programs are being delivered using a Location
Independent Agile model. This has required significant changes
to our recruitment, delivery and training processes.
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What is helping TCS win these deals?

NGS: | think what has worked best for us is our ability to
understand our customers’ business needs, and use our contextual
knowledge to design solutions that are uniquely tailored for them,
stitching together different capabilities and intellectual property
from across TCS and our co-innovation partners.

This capability is an outcome of our sustained investments

over the last many years in research and innovation and in
building intellectual property. We started investing in building
capabilities on digital technologies as far back as 2011, and have
built significant scale and depth over the years.

What has worked best for us is our ability to
understand our customers’ business needs,
and use our contextual knowledge to design
solutions that are uniquely tailored for them,
stitching together different capabilities and
intellectual property from across TCS.

This capability is an outcome of our sustained
investments over the last many years in
research and innovation and in building

intellectual property.
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All this, along with our Business 4.0™ thought leadership
framework, our Location Independent Agile methodology and
our Machine First™ Delivery Model have gotten us significant
customer mindshare in the transformational space.

KR: Adding to what NGS said, we have a comprehensive set of
digital transformation service practices such as analytics, digital
marketing, 10T, cloud, intelligent automation, cyber security,
blockchain and keep launching newer practices.

Our Consulting and Service Integration group brings together
these different capabilities and orchestrates transformational
solutions catering to different stakeholders such as the COO,
CFO, CMO, CRO etc within the enterprise. This full stakeholder
capability has been particularly critical to our ability to win large
transformational engagements around matters of board-level
significance.

Transformational work sounds very consulting-led.
How did you build these capabilities?

NGS: The opportunity today is around creatively harnessing
the power of digital technologies to build solutions uniquely
tailored to each customer’s business needs. This requires a lot
of domain knowledge, customer-specific contextual knowledge,
and proven solution design and delivery capabilities, backed up
by sustained investments in research and innovation.

These capabilities have been steadily built over the years. Our
customer-centric strategy and reorganization in early 2008, when
we created over two dozen business units, each aligned to an
industry vertical, and with end to end responsibility for customers
in that vertical, was a game-changer that set us on this path.

But that was a decade ago. How is that helping in the
digital era?

NGS: Each verticalized business unit became a repository of
industry domain knowledge, and of contextual knowledge about
its customers. This set us on the path to building business-
centric solutions.

The other important outcome was that it unleashed a lot of
entrepreneurial energy. Units started looking at customers’
overall spend, and not just a segment of the IT spend, and
building newer capabilities to be able to create value in
adjacencies and other parts of the enterprise.

This had two key benefits. Our teams learned to sell to other
stakeholders - business heads and other CXOs - in the
customers’ organizations. As they got better at it, our footprint
in each customer organization kept growing. You can see this in
the client metrics over the last many years.

Second, the expanding footprint helped our teams gain a holistic
contextual understanding of the customer, cutting across the
silos of departments, functions and lines of business.

All four factors - the business solution mindset, the focus
on the customer’s needs, the ability to engage with other
stakeholders and the contextual knowledge - are outcomes

.
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of our customer-centricity and the enabling organization
structure. These are helping us immensely in winning digital
transformation deals today.

New technologies have always delivered greater efficiency and
productivity. How is that playing out with digital technologies?

KR: Digital technologies have demonstrated a far more profound
impact on business than other recent technologies, and therefore,
the focus has been on those transformational possibilities and

not as much on productivity gains. However, if you look at some
of the core transformation programs we are executing for our
customers, there are significant efficiency gains.

Typically, we simplify the stack by eliminating redundancies.
Legacy, monolithic systems that were difficult to maintain are
dismantled and replaced with microservices, APIs and SaaS/Paa$S
equivalents. The outcome is a lighter and leaner application stack
that is easier - and less expensive - to maintain.

Workloads are shifted to the cloud to gain flexibility, scalability,
and significantly lower costs. Use of cognitive automation
software like ignio™ makes the technology self-healing, and
reduces outages and associated business risks and costs.

The simplified technology stack and use of automation

enables leaner, more agile processes, lowering the cost of
business operations.

What has changed is the perspective. In the past, the efficiency
and cost savings from new technology adoption were an end in
itself. Today, they are the means to an end. With simplification,
cloudification and automation, we are helping customers
reapportion spends from routine activities to fund newer
systems that differentiate them in the marketplace.

TCS always had the best employee retention. Does this become
a competitive advantage in the digital world?

NGS: You're right. TCS has always had the best retention rate in
the industry, and | believe that is because of our empowering
culture, philosophy of investing in people, career growth
opportunities, and progressive HR policies.

Lower attrition is always a good thing because it reduces
disruptions caused by employee churn, and results in better
outcomes for customers. This is even more significant now,
because retaining contextual knowledge within the team is
central to our ability to design those transformational solutions
and partner our customers in ongoing programs.
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Our philosophy of organic talent development and initiatives
like Contextual Masters send out an unambiguous message
that TCS values individuals for the contextual knowledge they
possess, and will invest in equipping them with new technology
skills that they do not have. This has further reinforced our
brand as a top employer.

TCS has reiterated margin stability in the 26-28% range.
What are your margin levers today?

Ramki: Better revenue growth, higher quality of new revenues,
and greater scale in digital are our biggest margin levers.

Our innovation and transformational work is a higher value
business, with better realizations that translate into price
stability and margin resilience.

Second, we have been investing heavily in organic talent
development, localization, IP development and workplace
transformation over the last several years. That is already baked
into our margins. We are now reaping the benefits of those
investments. It is not as if we have to start investing in these
things today.

The rupee has depreciated nearly 9% against the dollar in
FY 2019. Why doesn’t this show in your margins?

Ramki: When one looks at our margins, one shouldn’t look at
the benefit from a depreciating rupee in isolation. Every year,
we have been giving wage increases of 6-8% in India because
of the relatively high inflation here. The same inflation devalues
the currency. So these two components - the wage inflation
and the depreciating currency are two inseparable sides of

the same coin. Arithmetically, you will see that the currency
depreciation underwrote the wage inflation in FY 2019, and the
operational efficiencies we generated expanded our operating
margin year on yeatr.

The other point to remember is that we operate with a revenue
basket of over 30 currencies. It is not just the movement against
the Dollar, but also against each of the other currencies that, in

aggregate, determines the cross-currency impact on the margin.

One has to look at the net effect.

TCS is now a $20 billion company. Is the base too large now to
sustain double digit growth?

NGS: It is interesting that this question is posed to us at every
point in our history. It is worth recalling that each time we
crossed a new milestone, TCS adapted and only grew stronger,
while retaining our agility and entrepreneurial mindset.

Today, we are not intimidated by scale. If anything, it has been
a source of immense strength, giving us the ability to invest in
many more capabilities all at once, and take on larger, more
complex assignments.

Diseconomies of scale arise from corporate bloat and
bureaucracy that slows down decision making, and hinders
responsiveness to changing market trends. In our case, we

have maintained a very lean corporate, and have been steadily
devolving executive decision-making powers to lower and lower
levels. Today, we have over 150 operating business units on

the ground, each with its own P&L. These are small, agile and
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Technology intensity is going up in
every industry. In the retail or the auto
sector, the work we do today is directly

embedded in their core products and

services. We are now part of their Cost of
Goods Sold, and not just their SG&A, and
that is a significant structural expansion
of the opportunity size. All this gives us
greater confidence and visibility in our
ability to sustain our market leading
revenue growth.

intensely entrepreneurial, customer-focused organizations.
If each of those units continue to realize its potential, TCS will
also continue to grow well.

KR: Also, our share even in our largest markets is still in low
single digits. We are only scratching the surface yet in large
markets like continental Europe, Japan and ANZ. Market
penetration will be a growth driver in the coming years.

Emerging markets like Latin America, India, and South Africa
which have historically lagged in technology spending will

see enterprises leapfrog into the Business 4.0 era and start
spending. Likewise, we expect our platform businesses to grow
significantly in the coming years.

We keep expanding our addressable market by continually
launching new services, products and platforms, catering to the
needs of a broadening set of stakeholders. Our participation

in departmental operating budgets, transcending IT budgets,
represents a wallet expansion within existing accounts.

At a broader level, technology intensity is going up in every
industry. In the retail or the auto sector, the work we do today is
directly embedded in their core products and services. We are
now part of their Cost of Goods Sold, and not just their SG&A, and
that is a significant structural expansion of the opportunity size.

All this gives us greater confidence and visibility in our ability to
sustain our market leading revenue growth.
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Business 4.0
Stories

Partnering KLM in its Business 4.0 Transformation

KLM, the world’s oldest airline still operating under its original
name, has stood out in an intensely competitive global airline and deliver a seamless experience across partner systems,
industry with its uniquely Dutch values: a pioneering spirit and TCS implemented an APIfication program with over 30 APIs,
personal warmth. backed by 24/7 support.

That has translated in the Business 4.0 era into the pioneering
use of social media, and digital technologies, to get closer to
its customers.

To help the airline leverage the travel and hospitality ecosystem,

By partnering with TCS for its growth and transformation,
KLM has been able to scale up its innovation programs, gain
speed to market, stay at the forefront of technology and deliver

TCS has been KLM's innovation partner throughout its digital outstanding customer experiences.
transformation journey, using its Location Independent Agile
model to help the airline stay at the forefront of shifting trends
in social media usage, constantly innovating and adopting newer
channels to deliver personalized passenger services.

KLM was the first airline in the world to adopt Facebook
Messenger, followed by other channels such as WhatsApp,
WeChat, and touchless interfaces like Google Assistant and
Google Home. Today, over 10,000 boarding passes are issued .
through these channels. Customer usage of services on social At KLM we have the ambition to be the

media stands at 51.7% and is growing rapidly. leading airline in terms of customer centricity.

Technology helps us to be where . ‘ .

our customers are.

For greater scale, speed and accuracy without losing out

on the empathy and warmth of human interaction, KLM has
embraced TCS’ Machine First™ approach to customer service,
using BlueBot, an Al-powered chatbot to augment the team of
social media agents. Today, over 50% of customer queries are
answered by intelligent machines. All these innovations have Pieter Elbers,
resulted in a 30% improvement in the Net Promoter Score. CEO, KLM

TCS is a great partner that precisely
helps us where we want to be.




Powering AGL’s Growth and Transformation Priorities

In a highly competitive market with intense customer churn,
AGL, the oldest energy retailer in Australia, partnered TCS in
a multi-year transformational journey to reposition, refresh
and reinvigorate itself in a Business 4.0 world.

One of the key strategic objectives driving this journey is a
shift from mass retailing to personalized retailing.

At the core of this is the Customer Experience
Transformation program. The superior customer experience
resulting from customized products and services, innovative
features offering convenience and transparency, and world
class, human-centered design, all delivered by TCS using
extreme Agile methods, has resulted in lower customer
churn, elevated customer acquisition and retention and
sharp improvement in digital NPS.

Additionally, TCS assisted AGL in furthering its growth
agenda, first in expanding into the new Western Australia
gas market, using its contextual knowledge and domain
expertise to ensure a smooth rollout of services, and second,
to leverage ecosystems by creating new business models for
intermediary sales, through tie-ups with builders and online
realtors for bulk new connections.

In addition to helping AGL navigate through disruptive
regulatory changes, TCS is implementing a core
transformation initiative to upgrade internal systems to

a future-ready state, incorporating a Machine First IT
service model, designed to support a culture of continuous
innovation at AGL, where growth and transformation are
fast becoming business as usual.
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TCS has demonstrated a deep understanding of
AGL’s business and our technology needs. We share
similar values that embrace diversity and inclusion,

respect and integrity. Like AGL, TCS has a passion
for embracing technology to drive innovation and
continuous improvement.

We’ve enjoyed a successful strategic partnership with
TCS that has always been open and transparent, we’ve
always shared our successes as well as our failures, and
that openness, along with the quality of TCS services,
is what has made TCS an invaluable partner for
more than 10 years.

Brett Redman
Managing Director and CEO,
AGL Energy




Bayer: Agile Business Carve-Outs for
Timely Divestitures

Following its 2016 announcement to acquire Monsanto,
Bayer had to divest certain crop science businesses in order
to obtain regulatory approvals. Bayer partnered with

TCS to create a scalable, repeatable carve-out solution
spanning the complete operations stack of process delivery,
IT systems, and infrastructure, to execute the divestiture

of multiple business entities within a very short, non-
negotiable timeline of 18 months.

Taking a business oriented, cloud-first approach,

TCS defined the end to end business processes, and set up

a cloud-based solution environment, including the complete
stack of infrastructure, IT applications and process delivery,
for each of the entities. The use of smart templates and an
Agile factory approach ensured that this could be a scalable
and repeatable model for potential business transformations
in the future.

Using its Location 