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This Form 6-K contains our Annual Report for the fiscal year ended March 31, 2005, the Notice of the Annual General Meeting of the
Shareholders dated April 14, 2005, and the Form of Voting Card, each of which will be mailed to holders of our Equity Shares on or about May
14, 2005. Also included in this Form 6-K is the Depositary�s Notice of the Annual General Meeting of the Shareholders and the Form of Proxy
Card, each of which will be mailed to holders of our American Depositary Shares on or about May 23, 2005. The information contained in this
Form 6-K shall not be deemed �filed� for purposes of Section 18 of the Securities Exchange Act of 1934, as amended (the �Exchange Act�), or
incorporated by reference in any filing under the Securities Act of 1933, as amended, or the Exchange Act, except as shall be expressly set forth
by specific reference in such filing.
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Think Scale

In every industry, companies with similar antecedents and strategies grow differently. Some grow with metronomic regularity to become leaders in their segments.
Wal-Mart, Dell and Toyota exemplify this trend. Others grow in fits and starts and often languish and die, or at best, get acquired. While several attributes define
successful companies, one is often overlooked. Their ability to scale.

For companies, scaling up is vital for longevity and prosperity. The growth it generates feeds customer demand for stronger, more stable partners, who deliver
more value at ever reducing cost. Employees need the growth to expand their horizons and careers. Investors expect growth as a matter of right. Scale permits
companies to build their brand and human capital, to seize market share, to amortize huge costs on sales, administration and R&D, and to build a financial war
chest.

In the IT industry, scale is non-negotiable. The question is how best and how quickly we can scale. Today, old rules no longer apply. Infosys, built on an entirely
new business model, has a chance to grow rapidly and emphatically. Incumbents are now finding their size a disadvantage because it is based on an outdated
theory of the business. Such realignment of an entire industry landscape comes rarely. But the window of opportunity is transient and can shut quickly. It is vital to
maximize the available opportunity.

Why do some companies scale better than others? The answer lies in their business models, leadership, values and aspirations.

The Infosys business model is founded on creating a global platform for delivering intellectual output that solves business problems in diverse industries across the
world. Since this is essentially based on large-scale deployment of human capital, it is critical to be able to attract a large number of aspirants and pick the best
among them. It is also imperative to train new recruits quickly and effectively in myriad skills and capabilities, to best serve the customer. Since the productivity
and motivation of our people are maximized in a world-class physical and technical environment, the ability to build spacious, attractive campuses equipped with
the best technology is vital. The underlying systems and processes must be enabled to ensure consistency in quality and effective use of our knowledge capital for
clients. Customer touch points must be designed to deliver the same value to every customer. Goals, incentives and strategy must be aligned for scale. The focus
has to be on execution, speed and continuous improvement.

The business model is enabled by a leadership that leads by example. A leadership that rolls up its sleeves and dives into the details, be it project reviews,
debugging design or scoping customer needs. The culture of excellence generated attracts the best and the brightest. And, the intimate knowledge of the business
helps in driving eve

ry aspect of scale.

As important as the business model and leadership is the value system. The values that define transparent and ethical conduct also help to scale. When
relationships are based on trust, the friction in decision making almost disappears. The transparency brought in by creating a single global view of the business in
all its facets helps the organization react quickly to opportunities and tackle risks and threats. The culture of openness allows for the rapid spread of new ideas and
best practices to every corner of the global platform. The free flow of communication enables every member in the far-flung organization to come up to speed with
our core values. The same openness also helps throw light on festering dark spots.

Finally, scale is about aspirations. The only difference between the Infosys of the 1980s and the Infosys of the 1990s is that the aspirations changed dramatically.
Defining a vision of the future, far ahead of where we stand today, is essential to unlock the imagination and passion of people. We need to internalize each facet
of this vision, see where we are found wanting, and systematically address each shortcoming. The challenges may change, but the approach remains the same.
Once the vision becomes part of our bloodstream, the scaling up automatically begins.

There is no substitute for setting audacious goals; there is no substitute for dreaming big. In a world obsessed with change and flexibility, companies which build
scalable resilience will rule the market. There has never been a better opportunity in the history of IT to say, Think Scale.

Think Scale | 1
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Basab Pradhan

Senior Vice President and Group Head � World-wide Sales

Riding value partnerships

Infosys, Melbourne, Australia

Five of Infosys� clients billed more than $50 million in the last four quarters. In the next few years, we will have many more, and perhaps a few entries in the �more
than $100 million� category.

Large accounts have been our engines of growth. But they have not just happened. Deliberate strategy and concerted action have made them possible. In fact,
some of these strategies have influenced our company�s direction.

A broad service footprint is necessary to nurture the growth of large accounts. The �addressable space� that Infosys� services cover has steadily increased over the
years with the addition of ERP Implementation, Infrastructure Management, Independent Validation, Business Process Management and Business Consulting to
our services portfolio. Today, our footprint is broad enough for us to go toe to toe with any of the large, incumbent IT services companies.

We believe that our clients buy solutions to their business problems, not services. Across the industry, many of these business problems have common solutions
that can be pre-built and implemented for multiple clients, with some customization. All our business units have made investment plans to create and sell such
solutions using

Infosys, Fremont, United States

off-the-shelf products along with our services. Alliances with technology product companies give us access to the latest technology and create joint marketing
opportunities for our solutions. Our Alliances organization develops and maintains these valuable partnerships.

Developing large accounts often means running large programs. With Infosys Consulting, we now have the ability to win and run enterprise change programs that
go beyond technology implementation, to managing business change. Very often, we gain entry into an account where we are pitted against an incumbent
consulting major. As Infosys Consulting grows, our ability to compete and displace the market leaders will increase.

To become a business solution provider, we must shape the approach of senior decision makers toward their business problems and solutions. This requires our
Client Services (Sales and Engagement Management) to be both intimate with senior executives and intimately familiar with their business. They must be able to
enter the sales cycle early and guide it through a structured process. Last year, we took several steps to upgrade and develop our Client Services organization to
make the transition from a service provider to a solution provider.

2 | Think Scale
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Our most important initiative in this transformational journey in Client Services is ITRAC (Infoscion as TRusted Advisor to Clients). The objective of ITRAC is to
help our account leadership teams become trusted advisors to senior executives in both business and IT, in our largest accounts. It defines a process and framework
for account and opportunity planning. It lays out a governance process. Training needs for our Client Services teams have been identified, and programs have been
developed to upgrade the competencies of the account teams. The ITRAC program is mentored by our Chairman, and is strategic to our ability to scale up to
manage and grow large accounts.

We have also put in place a structured sales process that unifies the way Infosys sells and manages sales across the world. As part of this process, we have a
comprehensive account review program where senior leaders review our business at key accounts and discuss strategies to drive account growth. The CEO
reviews the top 50 accounts in the company. The sales process is supported by systems developed in-house, to increase productivity and give easy access to client
and sales information.

We have a great track record with satisfied clients. They have increased their business with us year on year, to forge some truly great partnerships that bring them
tremendous value. However, companies that are behind the curve on offshore outsourcing now want to reach this happy outcome faster. This requires sophisticated
tools and techniques to handle transitions, change management and HR issues that can sometimes include employee transfers. Offshore outsourcing on this scale
and at this speed has not been done before. We see an opportunity to define this space and make ourselves the lowest risk provider of large-scale offshore
outsourcing. To this end, we have created a special unit called Strategic Global Sourcing that has put together the necessary tools and techniques and leads the
sales and delivery of complex outsourcing engagements for the company.

Scaling up large accounts is central to Infosys� growth and success. Large accounts tend to be very demanding, but that only raises the bar for us and challenges us
to scale greater heights.

Infosys, Canary Wharf, United Kingdom

Infosys, Shanghai, China

Large accounts have been our engines of growth. But they have not just happened. Deliberate strategy and concerted action have made them possible.

Think Scale | 3
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S. Gopalakrishnan

Chief Operating Officer, Deputy Managing Director and Head � Customer Service & Technology

Best minds on board

In Australia, Japan, Hong Kong, Singapore, China, India and Mauritius; in Belgium, France, Germany and the United Kingdom; in Canada, the United States and
in many other locations across the globe, 36,750 Infoscions sign in to a day that begins with opportunity, and ends in achievement.

Speed, agility and excellence are the hallmarks of our HR processes. Our ability to handle scale indicates their robustness: in the last financial year, we processed
14,13,018 job applications and conducted 47,467 interviews. It resulted in 14,981 (gross) new Infoscions with exceptional talent and promise joining the Infosys
group of companies. Yet, we remained uncompromising on quality � through our highly selective processes, 1% of applicants made it to Infosys.

We understand that today�s decisions create tomorrow�s Infoscions. This realization drives us, as we scan university campuses around the world for the best and the
brightest, secure work permits and visas to deploy resources at client locations, and induct new hires.

As Infosys grows, so do Infoscions. Rapid growth urges us to manage rising expectations in an aggressive labor market. In the face of fierce competition to retain
key talent, the onus is on us to nurture and engage outstanding individuals.

To nurture talent pools, we have focused on deepening the industry-academia relationship. We give faculty an industry perspective through sabbatical
opportunities. With project assignments, we enable students to bridge academic learning to corporate realities. Through our InStep program, international interns
return home as brand ambassadors, enriched with Infosys experience.

Tomorrow has thrown us the gauntlet, and we have responded by steeling our organization for the future. With growth, human resources play a critical role in
organizational transition and effectiveness. Through assertive talent engagement, developing career options for diverse profiles, cultivating cross-disciplinary
competencies and maintaining a high-performance ethic, we have made bold strides in future-proofing the organization.

Technology-aided process innovations are vital to scaling up HR processes. Online applications enable employees to review individual utilization records, apply
for visas, listen to the CEO at Quarterly Town Halls, and even assess individual lifestyle and health parameters.

High-tech and high-touch go together, as we use technology to reach out to our employees. The HR-Business Partner organization embedded in the business units
delivers strategic HR support at the first point of
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Infosys | Annual Report 2004-05 contact. Even as we scale at a meteoric pace, we have created manageable clusters to keep alive the small-company feel.

Employee communication initiatives through senior leaders and identified Communication Champions help connect a vast, diverse and dispersed workforce. An
inclusive environment bridges nationality and gender, and creates a global, seamlessly integrated team of talented professionals.

Leadership by example is a hallmark Infosys Value. We strive towards a culture where participation is encouraged, feedback valued and action never delayed. As
we expand our global footprint, encompassing employees of 53 nationalities and synergizing cultures through mergers and acquisitions, we deepen employee
engagement to integrate best practices across the Infosys Group.

Individual growth is important, but aligning it to organizational objectives is paramount. Measures like a robust variable pay program align people performance
with the Infosys mantra of �predictability� and �de-risking� even as we scale up with confidence.

Today, Infosys is seen as an employer of choice, and a �dream company�. Rewarding merit and recognizing excellence have earned us top ratings in global Best
Employer surveys such as �The Best Companies to work for in India� conducted by Business Today and HR consultants Mercer, and Computerworld�s �100 Best
Places to Work in IT�. We have also received prestigious accolades like the Excellence in Practice Award 2004 from the American Society for Training and
Development (ASTD) and the Optimas Award for Vision for excellence in training at Progeon.

It is the energy of our Infoscions that make the environment at Infosys exciting, and challenging. Our attention to detail, quality, speed, and customer satisfaction
keep us on top as we surf successive waves of change. With every step, we learn. By identifying and fostering learnability in Infoscions, we are enabling an agile
organization, at the forefront of change.

Scalability is inherent in our HR processes. The very competencies that strengthen us from within enable us to deliver the best to our customers. Our prowess to
scale equips us to catalyze the transformation of talent into productivity, promise into performance. And, manage change that growth inevitably brings.

Last year, we processed 14,13,018 job applications and conducted 47,467 interviews resulting in 14,981 new Infoscions joining the Infosys group of companies.
Yet, we were uncompromising on quality � only 1% of applicants made it. Today, Infosys has 36,750 employees of 53 nationalities across the world.

Think Scale | 5

Edgar Filing: INFOSYS TECHNOLOGIES LTD - Form 6-K

8



Infosys | Annual Report 2004-05

Dr. M. P. Ravindra

Vice President �Education & Research

Making of an Infoscion

The changing technological scenario in the industry today is driving companies to focus on greater value-added services. In this competitive environment, the
success of the Infosys business model hinges on the ability to develop the knowledge competencies and skills of its people; and guide them to become effective
leaders.

At Infosys, we are continually experimenting with ways to improve the quality and productivity of our learning processes, and promote the culture of excellence
among Infoscions. We have scaled up our education and leadership development infrastructure significantly, to meet our growing business needs.

Training at Infosys is a continuous, integrated process. We have a 14.5-week, intensive entry-level, primarily technical training program in place. This program
has been certified by educationists as being equivalent to a BS program in the US. Every Infoscion completes a minimum of 10 days of training each year. We
have expanded our training capacity across the Development Centers (DCs), from 2,700 employees in FY �01 to close to 9,000 in FY �05. We have nearly 150
faculty members dedicated to our training needs. The Infosys Leadership Institute (ILI) at Mysore, the largest residential education center in the corporate world,
has the capacity to train 4,500 employees at a time.

Prior to training, we assess the competencies of each Infoscion to identify high-potential individuals. Training and mentoring programs are designed accordingly.
Infosys has invested in creating a reliable assessment infrastructure, complete with high-end servers and testing tools. We have assessment certification centers
operational at five DCs, to conduct exams, FP programs and surveys for business units. Managerial, behavioral and domain skills are assessed at three levels,
while technical skills are measured at five levels. Assessments at skill levels 1 and 2 are largely automated, the rest are semi-automated.

In the last five years, we have grown from offering a few hundred training and competency development programs, to several thousand, across various groups
such as Education & Research (E&R), ILI, Domain Competency Group (DCG) and Quality. We achieved an impressive figure of 5,85,000 training days in FY �05
for technical skills alone. We have established a defined, role-based competency framework across the business, which divides people development into four focus
areas, supported by dedicated learning units. The spectrum of our training programs covers competency building in technology, domain, quality process and
personal effectiveness; managerial training and leadership development.

Technology competency training at Infosys has over 160 middle-level programs across various technologies and capabilities. With our focus
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Infosys | Annual Report 2004-05 on quality processes and methodologies, we also offer quality process training, tailored to the technical role of the Infoscion. In
addition, new courses are made available on request. We also encourage employees to opt for part-time and long-distance training programs.

We believe in investing today to create tomorrow�s leaders. Our training processes focus on nurturing a large number of high-quality leaders with a global
perspective. The Infosys Leadership System (ILS) and ILI create a formal, defined system to develop leadership and management capabilities in Infoscions. A
Leadership Competency Model assesses and trains Infoscions on key parameters such as performance focus, interpersonal effectiveness, organizational savvy,
ability to develop leaders and drive change, customer partnering and technical / functional expertise.

Seminars and best-practice sessions, a regular feature at Infosys, focus on knowledge sharing, mentoring, feedback, and continuous reviewing of systems and
processes. Mentoring, a key part of our training process, is critical in developing the Infoscion�s skills, and aligning individual targets with overall strategic goals. It
sustains employee motivation, and ensures constant communication between various levels at Infosys.

With rapid growth, classroom-based training has become increasingly difficult. The diversity of the audience and time constraints add to the complexity. To
address these challenges, we have adopted two approaches that employ technology to provide flexibility in terms of space, time and pace of learning : E-learning :
Entails sophisticated infrastructure complete with a local server in each geography and Learning Management System.

Knowledge Management (KM) based learning : Introduces a centralized learning process. Infosys� KM practices have won the prestigious Most Admired
Knowledge Enterprise (MAKE) award thrice in asia and twice globally.

Sustainable growth depends on our ability to nurture and grow the intellectual capital within the company. Today, we have several well thought out recruitment
and competency development programs underway, to address our growing needs and develop skill sets as we enter new markets, services and industry domains.
This ensures that, as we scale, we have the talent to continually delight our customers.

In the last five years, we have grown from offering a few hundred training and competency development programs, to several thousand, across various groups. The
Education & Research group alone offers close to 2,900 technical courses, while the Infosys Leadership Institute offers nearly 1,400 courses.

Think Scale | 7
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Deepak Sinha

Vice President �Computer & Communications Division

Wired for the future

At Infosys, technology forms the backbone of our commitment to customers. We leverage it to foster creativity and productivity in our people and to deliver the
highest standards of quality and reliability to our customers. To maintain our edge in global solutions delivery, we continuously improve and scale our technology
infrastructure. With each step we realize our vision : to create a technology environment that is agile, customer-responsive and future-ready, yet
uncompromisingly secure to ensure business continuity for our clients.

Proven processes enable us to rapidly scale our technology infrastructure to meet our customers� ever-growing and ever-changing needs. Infoscions, who are alert
to these needs, work in a networked environment comprising thousands of desktop workstations and notebook computers, which are periodically upgraded to
comply with best-in-class standards. We manage end points in such an intricate IT infrastructure through a robust system and by adopting best practices such as
automated management. As privacy and security of organizational and client data is a top priority, we deploy comprehensive security features such as antivirus
tools, hardening, patch management, monitoring and reporting.

Stringent physical security procedures are followed at Infosys campuses worldwide. Access to server rooms and critical installations is strictly controlled. The
logical security of information systems is continuously reviewed in anticipation of new threats. All external connections on our network are secured by firewalls.
Mobile users are required to validate their authenticity to connect to our networks.

Our clients reap the advantages of a data-secure business atmosphere. Client LAN environments are segregated to ensure comprehensive data privacy and security.
Our buildings, self-contained with servers and developer workstations, can at any time be secured physically and logically in accordance with client requirements.

As increased fiber connectivity allows the IT and IT-enabled services industry to offshore more work to India, we anticipate the need for greater bandwidth. As the
industry chants the buzzwords of convergence and collaboration, bigger bandwidth becomes indispensable both for internal business applications � which are
GUI-intensive, multimedia-enabled and web-based � and for seamless service delivery.

Foreseeing organizational growth, we have initiated rapid network expansion focused on re-architecting, expanding and consolidating our global network
bandwidth capacity. Over the last two years, we have added around 26,000 nodes and over 250 Solaris, IBM and Intel servers. Our high capacity, high-speed IP
network across the globe is engineered and designed to establish redundant routing paths through
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Edgar Filing: INFOSYS TECHNOLOGIES LTD - Form 6-K

11



Infosys | Annual Report 2004-05 alternate service providers. Our multi-million dollar investments in high-security global command center facilities and tools in
various offshore centers enable us to offer robust solutions to our customers for critical, round-the-clock infrastructure management. Consequently, benefits to
clients include fast startup, lower cost of transition, lower establishment costs, and secure 24x7 support.

It is not enough to scale up networks. Each day we address new challenges to their safety in the form of data security issues and virus threats. We brace ourselves
for business threats � both expected and unexpected � with a high level of alertness. New programs installed on our networks are scanned, suspicious email
attachments are traced and quarantined. We use the latest antivirus toolkits to monitor our networks and swiftly isolate outbreaks.

Our comprehensive Disaster Recovery and Business Continuity Plan ensures business continuity for both our clients and us. We conduct mock drills and audits to
ensure their currency. Our Information Security Management practices are audited by Det Norske Veritas and certified for compliance with BS7799:2002�Part 2
standards. Through strong multi-site project management processes, we can adapt quickly to unexpected situations and ensure service continuity to our clients.
Redundant infrastructure at our development centers, together with extensive and proven procedures, provide resilience to client projects by duplicating systems
across multiple locations. We have also commissioned a Disaster Recovery and Business Continuity Center in Mauritius.

As a technology company, we proactively gain insight into leading and emerging technologies. Our dedicated Centers of Excellence in Microsoft .NET, Apple,
Rationale, Intel and open-source technologies create blueprints for the future. Technologists at our RFID Concept Center research the power of Radio Frequency
Identification, which is set to revolutionize manufacturing, retail, transportation and aerospace. We transfer the benefits of these insights to our clients to make
them more competitive.

Technology is hardwired to Infosys� soul. While we leverage it to enhance value for our clients, it defines our competitive edge. By building scalability into our
technology infrastructure, we create a resilient and future-ready organization.

Proven processes enable us to rapidly scale our technology infrastructure to meet our customers� ever-growing and ever-changing needs. Our clients, in turn, reap
the advantages of a data-secure business atmosphere. In the eventuality of a disaster, natural or man-made, our comprehensive Disaster Recovery and Business
Continuity Plan ensure business continuity.
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S. D. Shibulal

Director and Group Head � World-wide Customer Delivery

Architecting an agile enterprise

Infosys has focused on building scalable integrated processes and systems to manage rapid growth. This has facilitated our working across time zones, leveraged
talent diversity and established new standards in execution excellence across our global locations.

With growth comes complexity. At Infosys, we simplify this by taking a process view of business. Operations are managed through 15 key process families,
composed of 143 specific processes. PRidE, our web-based platform, is the repository of our company processes. The processes cover the 21 business units and
the 14 business enabling areas (e.g. HRD, Finance) of Infosys. These processes are deployed across the company through more than 100 IT applications.

This structure enables location-independent execution across 33 Global Development Centers; 17 in India and 16 in the United States, Europe and APAC. It
creates the flexibility to distribute engagements and capacity across global talent centers, which in turn contributes to higher productivity, client satisfaction and
over 95% repeat business.

Scalable growth is driven by processes that are modular (distributed across smaller units) and transparent, such that all modules align and integrate with each
other. We have built a modular yet integrated organization, with 38 self-governed units. Process management responsibility is assigned to business units and
individuals to increase compliance, accountability and control. Processes of 14 central functions (e.g. Finance, Quality, HRD) have been re-engineered to closely
integrate with business, while ensuring a transparent portfolio view across the company. This has also been applied to the processes of the subsidiary companies
operating in the United States, China and Australia.

Scalability is enabled by dismantling centralized operating structures that enforce process compliance. We have pushed the responsibility of process adherence to
the �point of use,� what we term �self-service.� By leveraging cross-functional teams, using technology and integrating with performance review systems, we have
implemented �self service� in key business transactions across our global processes. This has helped us sustain our small-company culture, while retaining the
advantages of a large global corporation.

At Infosys, �processes� and IT �systems� are discussed in the same breath. Today, we manage our business using more than 100 applications that ride on a
state-of-the-art scalable technology infrastructure. Extensive automation of business processes using the latest technology and system-governed workflows, has
enabled global deployment, and reduced the cost of doing business. Our focus on
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Infosys | Annual Report 2004-05 creating a paperless work environment has increased productivity, de-risked operations and reduced manual errors (data is
captured at the point of transaction). We have automated our key business processes, such as Client Relationship Management, Order through Remittance,
Integrated Project Management, and Talent Deployment. Business enabling areas such as Talent Development, Performance Management, Recruitment, and Asset
Management have also been automated. Automated workflows such as Leave, Loans, Reimbursements and Travel ensure seamless and effortless business across
time zones.

Process automation has enhanced the measurability of key business processes on vital parameters. Infosys has leveraged this to implement multiple, agile
dashboards at various levels. These dashboards serve two key objectives: they provide a view into performance of end-to-end processes (e.g. Opportunity to
Remittance) and a systemic view into integration across processes (e.g. Budgets vs Commitments). Dashboards assess the pulse of business on fortnightly,
monthly and quarterly frequencies, and align the same with the changes in the environment. Overlaying these dashboards are the review processes that assess
performance and risks on an ongoing basis. The Infosys intranet (Sparsh) is instrumental in the global deployment of systems, while the extranet is instrumental in
ensuring secure access to the mobile workforce across operating locations.

Infosys has invested significantly to strengthen the processes and systems that enable business scalability. Our quality and productivity standards are benchmarked
globally, and certified against CMMi Level 5, PCMM Level 5, Malcolm Baldrige and European Quality Standards. Our processes are also certified to global
standards such as ISO 9001:2000, TL9000, BS7799, ISO14000 and AS9100. Our structured endeavors towards continuous improvement assure us that our
operations are repeatable, predictable and scalable. Our process and system scalability has enabled us to build an institution that can scale rapidly and predictably
in response to client requirements, our strategies, our aspirations and the dynamic business environment. This is one of the building blocks of our promise to our
stakeholders: �Improve your odds with Infosys predictability.�

At Infosys, �processes� and IT �systems� are discussed in the same breath. Today, we manage our business using more than 100 applications that ride on a
state-of-the-art scalable technology infrastructure.
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T. V. Mohandas Pai

Director, Chief Financial Officer and Head � Finance & Administration

Finding new skies

Infosys City, Bangalore, India

Imagine a corporation like Infosys, growing at over 10,000 people a year. Creating the infrastructure required to support this phenomenal growth will always be a
challenge.

Given the nature of our business, we needed to create a scalable model. The first issue was to define the infrastructure for a unique, state-of-the-art environment to
house new recruits. We believed the future was in software campuses. In 1994, Infosys set up India�s first large campus for a software company in Bangalore. This
set the precedent for the future.

The Infosys campus had to reflect our culture and ethos � open, collegial and transparent � with a high-quality work environment, and facilities for recreation and
training. The campus had to impact the Infosys brand positively. This required a unique, diverse and memorable design, capable of creating a powerful impact on
our customers and visitors.

Cost was an important consideration, as delivery competitiveness could have been impacted otherwise. Maintenance costs had to be kept low. We worked on a
high-quality, easy-to-maintain model. We decided the specifications of the interiors and layout to optimize technology inputs, and created a set of material choices
at a cost we could absorb.

Time was an additional challenge. The campuses had to be built just in time to avoid idle investment. When we set out to construct a

Infosys Development Center, Chennai, India

100,000 sq. ft. building in 1997, the accepted timeline was 14 months. Construction was not as mechanized as in the West. Finished components were not
available. We wanted a contractor who could build it in our timeframe, an optimal 8 months, without compromising on quality and creativity. In walked a builder
who had constructed palaces with exceptional quality and craftsmanship in the Middle East.

Our approach to time and quality ushered in a whole new paradigm in construction. We standardized layout, material and building quality. We even created an
in-house team of six managers, including two architects. We used sophisticated project management tools to ensure completion on time and within budget. We
asked our consultants to develop mark-ups to ensure consistency and quality. We forced our vendors to scale up to meet our needs, often helping them build
management capacity and train their people. We made payments in advance, pushed them to bill regularly and ensured that cash was never a constraint. The end
result was an eco-system that could scale up effortlessly, when we pulled the trigger.

Creating land banks was a key challenge. We persuaded state governments to allot us land. This was available only at a distance from the city, and required good
roads to the campuses, power lines, an assured water supply and our own transportation system.

12 | Think Scale
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We equipped each campus with power generation facilities, water purification and sewage treatment plants, and security systems to make us independent and
allow stable 24x7 usage. We developed an environment policy to save power, use more natural light, recycle water, reduce waste material and create a green
campus. A trained team was put in place to maintain the campuses. To accelerate the process, our chairman became the single-point decision-maker.

Consider this. FY 2005 saw us build 2.9 million sq. ft. in 6 different locations, equipped with 10,400 seats. In the next 12 months, we will complete 3.2 million sq.
ft. in 7 locations with 16,600 seats. Hence, in 24 months, we would have constructed 6.1 million sq. ft. with 27,000 seats. We have the capacity to generate 50
MVA of power with an UPS capacity of 16 MVA and a water storage capacity of 9.20 million liters.

Today, we also run one of the world�s largest corporate training centers in Mysore, capable of training 4,500 people at a time. The center is equipped with 2,350
residential units, 4,700 beds, 58 training rooms, 183 faculty rooms and a well-equipped library.

Our campuses are equipped with the latest technologies and solutions for office productivity, collaborative software engineering, and distributed project
management. The campuses include facilities for training, fitness and sports, multi-cuisine food courts, a multi-level car park and residential facilities.

An estimated 39 heads of government and state have visited Infosys campuses � as well as innumerable clients and visitors, among them school and college
students. The campuses offer an important competitive advantage, enabling us to expand our client engagement capabilities. Our infrastructure meets our business
needs at a cost which is competitive, and a design that is appealing.

We challenged ourselves to innovate, and went on to create campuses that became role models for the software industry. Today, we have a flexible infrastructure
model in place which is strongly aligned to our rapid growth. We are fully equipped to scale up and address future challenges, and at the same time, maintain our
attention to detail, quality, customer satisfaction, and culture.

Infosys Global Education Center, Mysore, India

Infosys Development Center, Hyderabad, India

FY 2005 saw us build 2.9 million sq. ft. in 6 different locations, equipped with 10,400 seats. In the next 12 months, we will complete 3.2 million sq. ft. in 7
locations with 16,600 seats. Hence, in 24 months, we would have constructed 6.1 million sq. ft. with 27,000 seats.
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The year at a glance in Rs. crore, except per share data

2005 2004 Growth (%)

For the year

Income 6,860 4,761 44 Export income 6,726 4,695 43 Operating profit (PBIDTA) 2,325 1,584 47 Operating profit / Total revenue (%) 33.90 % 33.26 % Profit
after tax and before exceptional item 1,859 1,243 50 PAT before exceptional item / Total revenue (%) 27.10 % 26.12 % Profit after tax and exceptional item 1,904
1,243 53 PAT after exceptional item / Total revenue (%) 27.76 % 26.12 % Return on average net worth (%) 43.77 % 40.68 % Capital expenditure 794 430 85
Dividend per share (excluding one-time special dividend) 11.50 7.38 56 Dividend amount (excluding one-time special dividend) 310 196 58 One-time special
dividend per share � 25.00 �One-time special dividend amount � 668 �EPS before exceptional item (par value of Rs. 5 each) Basic 69.26 46.84 48 Diluted 67.46 46.26
46

At the end of the year

Total assets 5,242 3,253 61 Fixed assets � net 1,494 970 54 Cash and cash equivalents (including liquid mutual funds) 2,851 2,769 3 Net current assets 2,385 1,220
95 Debt � � �Net worth 5,242 3,253 61 Equity 135 33 309 Market capitalization 61,073 32,909 86

Note: The figures above are based on unconsolidated Indian GAAP financial statements.

1 crore = 10 million

Income

in Rs. crore

Exports

in Rs. crore

PAT before exceptional item

in Rs. crore

3,6 2 3

4,761

6,860

2003

2004

2005

3,544

4,695

6,726

958
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�You must either modify your dreams or magnify your skills.�

� Jim Rohn

Letter to the shareholder

S. Gopalakrishnan

Chief Operating Officer and Deputy Managing Director

Nandan M. Nilekani

Chief Executive Officer, President and Managing Director

The year gone by was a period of growth and consolidation for Infosys. We underwent a wide swath of internal changes over the last two fiscals, and took up new
initiatives with Infosys in Australia and China, Progeon, our BPO subsidiary, and Infosys Consulting. Now was the time to nurture the roots of all that we had
done. As the year progressed, the cycle that had been created began to manifest. Our strong brand attracted more customers and employees. Our attention to scale
allowed us to grow without noticeable speed breakers. Our investment in new services, restructuring of our business processes, and our focus on account
management all led to buoyant performance.

We began the year giving a guidance of 23.5% � 24.5% revenue growth and 19.5% earnings growth. As the various initiatives kicked in, we achieved revenue and
earnings growth of 46.9% and 46.8% respectively.

The year witnessed an important change in our customers� perception. As the brouhaha over outsourcing faded, customers began to understand the true value of our
business model. The realization began to dawn that offshoring and outsourcing were not just a cost play, but provided the headroom in cost savings to enable
companies re-architect how they ran their business. Early adopters were quick to seize this advantage. They started viewing us as long-term partners, who were
vital to their business strategy. This manifested itself in 8 customers over US $40 million and 166 customers over US $1 million. But as important as the numbers,
was the change in perception.

Our growth was aided by a fundamental shift in the technology world. Four decades of innovation had created a plethora of products and services. The pace of
digital technology ensured that computers and communications were becoming faster, smaller and more powerful. Layers of technology and application
infrastructure were being reduced to a commodity. Meanwhile, the archeological layers of generations of computers were piled up in our customers� datacenters,
waiting to be untangled.

As customers grappled with this cornucopia of riches in all its complexity, and often underleveraged the technology they had bought, the balance of power started
to shift. It began to move from those who provided the technology, to those who could put it to use for maximum business advantage. Our focus on services, built
on an organic platform of global delivery, put us in the right place.

This movement is a natural consequence of the maturing of our industry. Other industries, like automotive and retail, have seen similar progression, but what was
unanticipated was the speed at which these different trends would collide, creating pools of opportunity that we, at Infosys, could take advantage of.
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This year also brought home the importance of boundary-less behavior. As our customers demanded more value, it became clear that we needed to configure our
services, intellectual assets and experience each time, to maximize value for the customer. The alignment of our internal structures, processes and incentives to
deliver this �One Infosys� was an important preoccupation for all of us.

This year also saw the beginnings of disenchantment with �total� outsourcing. Customers moved towards �strategic� outsourcing, where they retained their levers of
oversight. This trend towards smaller selective deals is working in our favor. We have continued to focus on scalability, the key to rapid growth, and on
differentiation, the key to higher client value. We are building a leaner, aligned organization to handle greater complexity, with our business units focused on
verticals and geographies.

This year, Infosys continued to strengthen its relationship with clients across industry verticals. Our investments in new services have yielded returns both in terms
of revenue and value differentiation. Services such as Independent Validation demonstrated healthy growth, while Systems Integration continues to deliver higher
value through technology solutions. We leveraged technology to assist customers in complying with the Sarbanes-Oxley Act (SOX) regulations. The Infosys
Integrated Compliance Program identifies gaps in auditing and business processes for the customer, and suggests internal controls.

Our Enterprise Solutions group is growing strong, constituting 15.2% of Infosys� revenue today. Along with Infosys Consulting, the Enterprise Solutions group
offers seamless high-end consulting for package implementation and subsequent sustenance-related services. Our Retail solutions continue to make clients
globally competitive, and have helped establish Infosys as an innovator and thought leader. Our solutions in multi-channel commerce, lead-time optimization and
enterprise performance management, have helped retailers improve supply chain efficiency and reduce time-to-market and costs in the value chain. Our
Infrastructure Management Services have been recommended for BS15000 certification for service delivery. We have allied with BMC globally for technologies
that help Infosys bring a flexible, shared infrastructure managed service to clients. We started a focused practice on IT Service Management Consulting, to help
clients align IT with business, and improve operational efficiencies.

Infosys� High Tech and Discrete Manufacturing (HTDM) services implemented key solutions in order management, RFID and software product lifecycle
management. The unit also formed the �Leaders of Change Forum,� a Client Advisory Group, comprising CXOs, VCs, and analysts from the HTDM industry. Our
global automotive and aerospace customers expanded the relationship with Infosys into long-term strategic partnerships, and are using the Infosys-pioneered
Global Delivery Model to improve efficiency.

Finacle®, our universal banking solution, expanded its footprint to 44 countries and won 14 new clients across geographies. The Banking and Capital Markets
(BCM) business in North America was a significant growth driver. BCM added 14 new clients to its portfolio, and its AML (Anti-Money Laundering) solution
was successfully rolled out this year. Other solutions such as Operational Risk Management, Data Quality Management and Intelligent Exception Management are
gaining acceptability and traction in the marketplace.

Our focus on creating synergies through Infosys Consulting and Progeon at each end of the services chain has enhanced our competitiveness. Progeon saw strong
growth in FY 2005 with Rs. 191.22 crore in revenue, representing a 145% increase over the last year. Progeon added 5 customers this year, taking the customer
count to 19.

Geographical diversification has been a key aspect of our growth strategy. Strong growth across Europe contributed to 22.2% of the company�s revenues this year.
APAC share today accounts for 9.9% of company revenue, up from 7.3% last year. We plan to expand our relationships in Australia and Japan to further de-risk
our portfolio, and are rapidly scaling up our China operations. Infosys China has expanded employee strength to 122, and currently has 12 customers across North
America, APAC and China.

The Infosys Global Alliance Program focused on providing greater value to our clients through the year, working with partners such as Microsoft, Oracle and SAP
to develop industry and technology solutions that enable our clients to lower total cost of ownership, get solutions to the market faster, and lower the risk of
implementation and operation. The Domain Competency Group (DCG) accelerated the domain enablement of employees, and 912 employees were certified by
global industry bodies and agencies in Insurance, Banking, Energy, Capital Markets and Manufacturing verticals. Our DCG consultants published 31 articles in
global industry journals, demonstrating thought leadership across domains.

At Infosys, our marketing efforts are geared towards meeting international challenges. During the year, the thrust was on positioning Infosys as an end-to-end
business solution provider. WIBTA (Wharton Infosys Business Transformation Awards) and Milan (in the US and Europe) created great opportunities for
networking and knowledge sharing. Through AcE, our global academic interface program, Infosys aims to build brand capital across prestigious universities
internationally. Our proactive effort in branding has helped position Infosys as a global brand in the minds of its customers, partners, shareholders and employees.

People are our key asset, and we have scaled up our education and leadership development infrastructure to meet growing business needs. In a pioneering
initiative, Infosys has opened a Global Education Centre in the 314-acre Infosys Mysore campus to train technology professionals. The residential education
centre, inaugurated by Dr. Manmohan Singh, the Prime Minister of India, is one of the largest in the world. This year, Infosys also launched Campus Connect, an
industry-academia partnership initiative. The nation-wide program focuses on aligning the needs of colleges, faculty and students with industry needs.
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This year, Infosys won �India�s Best Managed Company Award,� based on a study conducted by Business Today and A.T. Kearney. Today, our company has a
best-in-class planning process in place. Corporate Planning at Infosys has devised a two-dimensional framework for company planning. The planning framework
spans four levels along the axis of key stakeholders � board, unit heads, sales and delivery heads, and key account teams � and spans three levels along the time axis,
one year, three years, and five to eight years.

Infosys has been a step ahead of the prevailing Corporate Governance norms, implementing reforms before they became mandatory. Our disclosure standards
today are among the best in the industry. We were ranked No.1 in a Corporate Governance survey conducted by CLSA across Asia (excluding Japan). Infosys
scored 87% against an average of 81% for the top 10 corporations. Infosys has maintained a top ranking in corporate governance since 2001.

We believe corporations have important social responsibilities. Infosys and its employees have come together in the past to contribute towards several worthwhile
causes. This year, Infosys contributed Rs. 5 crore to the Prime Minister�s National Relief Fund to assist people affected by the Asian tsunami. Infoscions
contributed an additional Rs. 2.4 crore to the cause.

At Infosys, it is our mission to continuously strive to set higher standards. Our unique business model has enabled us to deliver growth and enhanced client value
year after year. We believe that to achieve global leadership, we must pursue our goals with

integrity. Today, our competitive advantage comes as much from our strong organizational commitment to ethics and values, as from our pursuit of excellence.

Nandan M. Nilekani

Bangalore Chief Executive Officer, President Chief Operating Officer and April 14, 2005 and Managing Director Deputy Managing Director
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First prize

Account & Sales Management

British Telecom Team

Jagdish Krishna Vasishtha Mandeep Singh Kwatra Mukul Gupta Praveen Mahadani Rambabu Pallavalli Sachidanand Singh Sanjeev Arya Sundareshwar V.

DHL OSDC Team

Abhay Narayan Joshi Deepak Agrawal Gopal Parasnis

Lakshmi Narasimha Rao Gunda Nitin S. Baravkar Sandeep S. Choudhari Sanjay Nambiar R.

Vinayak Shankar Jadhav

Program & Project Management

DHL Airborne Integration Team

Aditya Mittal Krishnaswamy S. Piyush Dhansukhlal Shah Prashant Negi Srinivas S.

Swapnil R. Pendhari Swaroop Raghu Iyengar Tejas R. Moogimane Vardini V. V.

Vishwanath Shenoy M.

Unit Management

Unit � Asia Pacific

Unit � Engineering & IT Solutions for Automotive & Aerospace

Awards for Excellence 2004-05

�I dream my painting and paint my dream.�

� Vincent Van Gogh

Excellence is about dedicating yourself to a life of continuous improvement. It�s about not being content with what you�ve accomplished, and always recognizing
that there is much more to be done. It�s about weaving these fundamental beliefs into the core of your character and spirit. And, it�s about inspiring others to begin
their own journey to excellence.

The Awards for Excellence seek to recognize and reward those who epitomize a high performance work ethic. The individuals chosen for the award are
representative of the many talented teams that have worked together to produce outstanding results.

This year, a total of 217 awards were conferred in 11 categories. The winners were presented with a framed certificate, silver salver and a cash award.

Development Center Management

Hyderabad Development Center Chennai Development Center

External Customer Delight
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Daimler Chrysler Europe Team

Anindya Trivedi Dharmesh Viswanathan Hemant Sadanand Bhat Manoj Kumar Goyal Rajesh Singhvi Ritu Raj Sharma Satish Kumar Sundara Suri Sushil Kumar
Tiwari

Innovation

Accelerate Solution Team

Ajith Kumar Madakasira Keshavamurthy Badri Prasad Nagaraj S.

Narasimman R. Prakash Gumnur Vivek Bhatt

Second prize

Account & Sales Management

BP Account Team

Anand Kumar Agarwal Karmesh Gul Vaswani Murali Vasudevan Rahul Shah Robin Goswami Sanjeev Kapoor Surendra S.

Fidelity Team

Achuth Gopinath Menon Bhavesh Thakur Jayantkumar Jugalkrishna Jana Kaladhar Gorantala Mukesh Nakra Rajiv Raghu Sreedhar Ekbote S.

Srinivasulu Mallampooty
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Firmenich Account Management Team

Jothiganesh Nagarajan Mahesh Vithal Rao Kanago Nagaraj Nanjundaram Nitesh Bansal Rajesh K. Murthy Raju Bannur Viraj Malik

External Customer Delight

DHL Automated Pricing Tool Team

Krishna Sagar B. V. Manish Chandra Rahul Gadikar S. Shashank Shukla Shekhar Aylawadi Yusuf Najmuddin

Innovation

Infosys � Nortel CallSim Team

Karthik A. V. Manesh Sadasivan

Narasimha Murthy Basappa Ravichandran S.

Subramanya Datta G. Sudharshan S.

Internal Customer Delight

Harmony Team

Anand Balakumar Ritesh Agarwal Sarala Pamidi Shailesh Kumar Agrawal Vikas Ravindra Revankar Vishwanath B. S.

People Development

Domain Enablement Team

Eric S. Paternoster Preeti Chandrashekhar Ravikant Sankaram Karra Shefali Sonpar Tapan Rayaguru Venkatesh Ramrao Patil

E&R E-learning Team

Alok Ratanlal Tiwari Dinesh Prafulla Anantwar Gomatam Srishail Chari Rahul Suresh Ghali

Program & Project Management

DHL CRM Team

Anil Mehta

Badrinath Srinivasan Kalyan Peri Poorna Chandra Tippur Rajesh Nellayikunnath Krishnan Ravi Sankar Kodamarti Shantanu Das Shweta Gupta Srinivasa Gopal
Sugavanam Vimlesh Ankur

Lexis Nexis GLP � Program Management Team

Adithya K. S.

Devasenapathy Murugappan Muthu Dhiraj Sinha Nirmallya Mukherjee Sanjeev Goel Senthil Nathan M.

Seshadri Kavanoor Madapoosi Sunil Shivappa

Project MAXIM Team at TELSTRA

Edgar Filing: INFOSYS TECHNOLOGIES LTD - Form 6-K

26



Gaurav Gopal

Krishna Reddy Jeereddy Krishnan Subramanian Raghu Boddupally Rahul Gupta Ravi Kumar Patnagere Ravi Kumar S.

Ravikumar Sreedharan Santosh N.

Simon Bryant

Telstra � Activation & Assurance Portfolio Transition Team

Akhil Pratap Anand S. Anandaraman V. Anil Kumar Gupta Gururaj B. Deshpande Kaushik Nag Purushotham Bhandarkar Sanjeev R. Tripathi Sreekanth Keshava
Sushil Kumar

Third prize

External Customer Delight

Account Team SYSCO

Balakrishnan Mayilarangam Sundararajan Madhav Kondle Madhu Sudhan R.

Patrick T. Ogawa Prasanna Srinivasan R. Shveta Arora Sundar Raman K. Venu Madhav Sanka

Fidelity Team

Anil Braham Bhatia Ashok Vemuri Mayank Manish Ritesh Khanna Sankar Venkata Konduru Surendra Swamy

Innovation

INSUIT Team

Mohan Devumal Motiani Ravi V.

Vittal V. Shenoy

Item Data Integrity (IDI) Solution Team

Abhijit Vishwanath Upadhye Amit Kalley Anantha Radhakrishnan George K. O.

Prasad Vuyyuru Praveen Kumar K.

Program & Project Management

Aetna Strategic Systems and Processes Team

Amit Singh Bhaskar J.

Jayant Chandrakant Kaduskar Mahalingeshwar S. Dhaded Mrutunjay Baburao Sabarad Neeraj Arvind Joshi Pankaj Kumar Sabyasachi Patnaik Shireesh Jayashetty
Tapas Mishra

Special Prize

Account & Sales Management

Opportunity Pursuit Team

Peter Riches Rangarajan V. R. Simon Phillip Powell Tony Cause Venkateshwaran A.

People Development
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IWIN Team

Geetha Kannan Jacintha D� Almeida

Padma Venkatesh Bhamidipati Sailaja Chintalagiri Srimathi Shivashankar Zaiba Begum

Social Consciousness

Infosys Team � Salt Lake City

Amit Saxena

Amit Subhash Menda Anand V.

Barun Gupta Chakravarthy A. J. K. Dhinakaran T. Manikandan J. Naga Srinivas Boddu Pryank Agrawal

Ramesh Bangaru Laxmi Thatavarthi Ravi Kannan Sarathchandran Chandran Sunil Kumar Varier T.

Vivek Kumar Saxena Zen Abraham

Team Akanksha

Archana Senapati Ardhendu Sekhar Das Bikash Kumar Banerjee Niladri Prasad Mishra Nirakar Sahoo Padmalaya Mandhata Pritam Mahapatra Satyadeep Mishra
Sudhanya Basu Suparna Moitra

Systems, Processes & Infrastructure

Progeon ISO Team

Abhilash Viswanathan Anantha Sankaran Bhashyam M. R. Girish Swamy Muralidaran Ananth Rajiv Kuchhal Srinivas S.

Value Champions

Grievance Redress Body

Hema Ravichandar Rama N. S. Ramachandran Kallankara Richard Lobo Shubha Rao Shubha V.

Supriti

Dr. Uttara Vidhyasagar Yegneshwar Sivaraman
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Board of directors

N. R. Narayana Murthy

Chairman and Chief Mentor

Nandan M. Nilekani

Chief Executive Officer, President and Managing Director

S. Gopalakrishnan

Chief Operating Officer, Deputy Managing Director and Head � Customer Service & Technology

Deepak M. Satwalekar

Lead Independent Director

Prof. Marti G. Subrahmanyam

Independent Director

Dr. Omkar Goswami

Independent Director

Rama Bijapurkar

Independent Director

Philip Yeo

Independent Director

Sen. Larry Pressler

Independent Director

Claude Smadja

Independent Director

Sridar A. Iyengar

Independent Director

K. Dinesh

Director and Head � Education & Research, Information Systems, Quality & Productivity and Communication Design Group

S. D. Shibulal
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Director and Group Head � World-wide Customer Delivery

T. V. Mohandas Pai

Director, Chief Financial Officer and Head � Finance & Administration

Srinath Batni

Director and Group Co Head � World-wide Customer Delivery

Committees of the board

Audit committee

Deepak M. Satwalekar, Chairperson Rama Bijapurkar Dr. Omkar Goswami Sen. Larry Pressler Prof. Marti G. Subrahmanyam Sridar A. Iyengar

Compensation committee

Prof. Marti G. Subrahmanyam, Chairperson Deepak M. Satwalekar Sen. Larry Pressler Sridar A. Iyengar

Nominations committee

Claude Smadja, Chairperson Sen. Larry Pressler Philip Yeo Dr. Omkar Goswami Deepak M. Satwalekar

Investor grievance committee

Rama Bijapurkar, Chairperson Dr. Omkar Goswami Claude Smadja Philip Yeo

Management council invitees

Aashish Bansal

Associate Vice President � Energy, Utilities & Resources (Sales)

Abhay M. Kulkarni

Associate Vice President � Transportation & Services (Delivery)

Abhimanyu Acharya

Senior Engagement Manager � Banking and Capital Markets (Sales) and Head � Berkeley Heights Proximity Development Center

Alexandre Elvis Rodrigues

Associate Vice President � Transportation & Services (Sales)

Amitabh Chaudhry

Chief Operating Officer, Progeon Limited

Anand Nataraj

Associate Vice President � Communication Service Providers (Sales)

Ananth Vaidyanathan

Associate Vice President � Strategic Global Sourcing (Delivery)
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Ankush Patel

Associate Vice President � Energy, Utilities & Resources (Sales)

Anup Uppadhayay

Associate Vice President � Europe, Middle East and Africa and Head � Bangalore Development Center (Unit 5)

Ardhendu Sekhar Das

Divisional Manager and Head � Bhubaneswar Development Center

Balakrishna D. R.

Delivery Manager � Energy, Utilities & Resources

Bikramjit Maitra

Vice President � Talent Management � HRD

Brian Kearns

Associate Vice President � Insurance, Health Care & Life Sciences (Sales)

Charles Henry Hawkes

Associate Vice President � Facilities and Head � Bangalore Development Center (Unit 2)

Col. Krishna C. V.

Vice President � Infrastructure & Security

Eshan Joshi

Associate Vice President � HR Compliance � HRD

Ganesh Gopalakrishnan

Vice President � Insurance, Health Care & Life Sciences (Delivery)

Gaurav Rastogi

Associate Vice President � Sales Overhead

Gopal Devanahalli

Associate Vice President � Retail, Distribution & Consumer Products Group (Sales)

Gopinath Sutar

Associate Vice President � High Tech & Discrete Manufacturing (Sales)

Haragopal M.

Vice President � Professional Services Group (Finacle) and He style="PADDING-BOTTOM: 0in; PADDING-LEFT: 5.4pt; PADDING-RIGHT: 5.4pt;
PADDING-TOP: 0in" width="3%">
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Other income, net

15,000 

41,000 

90,000 

104,000 

Loss before income taxes

(522,000)

(2,034,000)

(1,671,000)

(3,807,000)
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Income tax (benefit) provision

    (70,000)

    (74,000)

(121,000)

53,000 

Net loss

$(452,000)

$(1,960,000)

$(1,550,000)

$(3,860,000)
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Basic loss per share

$       (.04)

$         (.18)

$         (.14)

$          (.35)

Weighted average common shares

11,116,000
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11,116,000

11,116,000

11,116,000

- 6 -

Edgar Filing: INFOSYS TECHNOLOGIES LTD - Form 6-K

35



PERFORMANCE TECHNOLOGIES, INCORPORATED AND
SUBSIDIARIES

RECONCILIATION OF GAAP TO NON-GAAP FINANCIAL MEASURES

FOR THE THREE AND SIX MONTHS ENDED JUNE 30, 2011 AND 2010

      (unaudited)

Three Months Ended

June 30,

Six Months Ended

June 30,
2011 2010 2011 2010

Gross Profit Reconciliation
   GAAP gross profit $3,667,000 $ 3,279,000 $8,160,000 $ 7,177,000 
      Amortization of purchased intangible
assets(a) 279,000 534,000 

     Stock-based compensation(b) 3,000 6,000 6,000 13,000 
        Non-GAAP gross profit 3,949,000 3,285,000 8,700,000 7,190,000 
        Non-GAAP gross profit percentage
of sales 46.7% 44.1% 48.0% 48.6% 

Operating expense Reconciliation
GAAP operating expenses 4,204,000 5,354,000 9,921,000 11,088,000 
   Stock-based compensation (b) (76,000) (124,000) (162,000) (275,000)
   Restructuring costs(c) (60,000) (64,000) (182,000) (127,000)
   Other legal expenses(d) (67,000) (150,000) (414,000) (300,000)
      Non-GAAP operating
expenses 4,001,000 5,016,000 9,163,000 10,386,000 

Net Loss Reconciliation
   GAAP net loss (452,000) (1,960,000) (1,550,000) (3,860,000)
      Amortization of purchased intangible
assets(a) 279,000 534,000 

      Stock-based compensation(b) 79,000 130,000 168,000 288,000 
      Restructuring costs(c) 60,000 64,000 182,000 127,000 
      Other legal expenses(d) 67,000 150,000 414,000 300,000 
      Non-GAAP net income (loss) $     33,000 $(1,616,000) $  (252,000) $(3,145,000)

Loss per Common Share
   GAAP basic net loss per common
share $          (.04) $           (.18) $          (.14) $           (.35)

$           .00  $           (.15) $          (.02)
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   Non-GAAP basic(e) net income (loss)
per common share

 $ 
         (.28)

The Non-GAAP financial measures above, and its reconciliation to our GAAP results for the periods
presented, reflect adjustments relating to the following items:

(a)    Amortization of purchased intangible assets - a non-cash expense arising from the acquisition of
intangible assets that the Company is required to amortize over their expected useful life. The value of
purchased intangible assets increased significantly as a result of the acquisition of the USP and SP2000
signaling technologies acquired from GENBAND.

(b)   Stock-based compensation costs - a non-cash expense incurred in accordance with share-based
compensation accounting guidance.

(c)    Restructuring costs - costs incurred as a result of restructuring activities taken to bring operating
expenses more in line with expected revenues. 

(d)   Other legal costs - expenses not indicative of core operating activities.

(e)    Basic and diluted net income per common share are identical for the three months ended June 30,
2011.
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