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EXECUTIVE SUMMARY
This report provides a 360-degree analysis of Tech Mahindra's strategic posture, financial health, and competitive
dynamics as of Q3 2024, revealing a company at a critical inflection point between legacy strength and future ambition.
The company reported a consolidated revenue of approximately USD 6.4 billion for the fiscal year ending March 2024,
representing a year-over-year growth of 4.2% in constant currency terms. Net profit stood at USD 612 million, with an
operating margin of 14.8%, reflecting a period of margin compression due to elevated subcontracting costs and wage
inflation.
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01� Executive Summary
Strategic Overview and Key Metrics

Executive Summary
Tech Mahindra, a subsidiary of the Mahindra Group, stands as a formidable player in the global IT services and consulting arena.
With a distinct focus on the telecommunications vertical, the company has successfully diversified into banking, financial
services, insurance (BFSI), healthcare, and manufacturing. This report provides a 360-degree analysis of the firm's strategic
posture, financial health, and competitive dynamics as of Q3 2024, revealing a company at a critical inflection point between
legacy strength and future ambition.

The company reported a consolidated revenue of approximately USD 6.4 billion for the fiscal year ending March 2024,
representing a year-over-year growth of 4.2% in constant currency terms. Net profit stood at USD 612 million, with an operating
margin of 14.8%, reflecting a period of margin compression due to elevated subcontracting costs and wage inflation. The
company's market capitalization hovers around USD 14.5 billion, positioning it as the fifth-largest IT services exporter in India,
trailing TCS, Infosys, HCLTech, and Wipro in revenue scale.

USD 6.4B
REVENUE (FY24)
YoY growth of 4.2%

USD 612M
NET PROFIT (FY24)

Down from USD 680M in FY22

14.8%
OPERATING MARGIN (FY24)

Down 130 bps from FY22

~148,000
EMPLOYEE COUNT

Operations in 90+ countries

The report identifies three critical inflection points for Tech Mahindra: the successful integration of its recent acquisitions in the
engineering R&D space, the stabilization of its telecom vertical amidst global 5G rollout delays, and the imperative to improve
employee utilization rates to restore margins. The executive outlook is cautiously optimistic, with a projected revenue CAGR of
6-8% over the next three fiscal years, contingent on macroeconomic recovery in North America and Europe, which together
account for 77% of total revenue.

Investors should note the company's strong balance sheet and consistent dividend yield of 2.5%, which provide a floor for
shareholder returns. However, analysts flag the need for higher-margin digital revenue growth to close the valuation gap with
peers like Infosys and HCLTech. The report concludes that Tech Mahindra's strategic pivot toward 'Scale at Speed' in cloud and AI
services is the correct trajectory, but execution remains the key variable that will determine whether the company can escape its
'tweener' position and ascend to the top tier of global IT services.

KEY
VALUE

Revenue Growth (FY24) 4.2% constant currency

Digital Services Share 38% of total revenue

Cash Conversion Cycle 45 days

Dividend Yield 2.5%



02� Introduction & Market Overview
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Introduction & Market Overview
The global IT services market is projected to reach USD 1.5 trillion by 2027, growing at a CAGR of 8.1% from 2024. This growth is
fueled by enterprise digital transformation, cloud migration, and the proliferation of generative AI technologies that are reshaping
how businesses operate and compete. Tech Mahindra operates within this expansive ecosystem, competing against both Indian
heritage firms and global consultancies like Accenture and IBM, each vying for a share of the growing digital services wallet.

The market is currently characterized by a 'flight to quality' where clients are consolidating vendor lists to a few strategic partners,
favoring large, diversified players that can offer end-to-end services from consulting to managed operations. This trend benefits
established firms like Tech Mahindra, which can provide comprehensive solutions across the technology stack. However, the
market is also witnessing persistent pricing pressure from low-cost nearshore providers in Eastern Europe and Latin America, who
are increasingly competing for mid-tier enterprise contracts.

Global IT services market projected at USD 1.5 trillion by 2027 with 8.1% CAGR

'Flight to quality' trend favors diversified players with end-to-end capabilities

Shift to outcome-based and platform-based pricing models accelerating

Tech Mahindra's telecom heritage provides unique competitive moat in 5G/6G

'Next 500' enterprise strategy avoids direct scale competition with TCS/Infosys

A significant macro-trend impacting the sector is the shift from project-based billing to outcome-based and platform-based
pricing models. This transition rewards vendors that can demonstrate tangible business value rather than merely delivering
technical outputs. Tech Mahindra has responded by launching its 'TechM AmplifAI' platform, aiming to capture a share of the AI-
as-a-Service market, which is projected to grow at a 35% CAGR through 2028. The company's heritage in telecom provides a
unique moat, as 5G and 6G network modernization projects are long-cycle, high-value engagements that require deep domain
expertise.

The competitive intensity is high, with TCS and Infosys commanding significant market share in the top 100 global accounts
through their scale and brand recognition. Tech Mahindra's strategy focuses on the 'Next 500' enterprises, offering more agile and
customized solutions that larger competitors struggle to deliver efficiently. The market overview suggests that while the total
addressable market is expanding, the distribution of growth will be uneven, favoring firms with strong intellectual property,
consulting capabilities, and the ability to navigate the transition to AI-driven delivery models.

� STRATEGIC INSIGHT

The 'Next 500' enterprise strategy allows Tech Mahindra to compete effectively against larger players by offering more 
agile and customized solutions that leverage deep domain expertise in telecom and engineering.
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Company Overview: History, Leadership & Financials
Founded in 1986 as a joint venture between Mahindra & Mahindra and British Telecom, Tech Mahindra initially focused exclusively
on telecom solutions, building deep domain expertise that remains its core differentiator today. The company's history is marked
by a series of strategic mergers, most notably the 2013 merger with Mahindra Satyam (formerly Satyam Computer Services),
which tripled its scale and diversified its client base beyond telecommunications. This transformation positioned Tech Mahindra
as a diversified IT services player while retaining its telecom DNA.

The current leadership team is led by CEO Mohit Joshi, who took the helm in December 2023 after a distinguished career at
Infosys where he served as President. Joshi brings a strong focus on operational rigor, large-deal execution, and margin
improvement, signaling a shift from the growth-at-all-costs approach of previous years. The board includes prominent figures
from the Mahindra Group and independent directors with deep expertise in digital engineering, finance, and international markets,
providing robust governance and strategic oversight.

� Financial Summary (FY22-FY24)

Fiscal Year Revenue (USD B) Net Profit (USD M) Operating Margin (%) EPS (USD)

FY22 5.8 680 16.2 0.78

FY23 6.1 650 15.1 0.74

FY24 6.4 612 14.8 0.69

The financial trajectory shows a classic 'growth vs. margin' tension that has become more pronounced over the past three fiscal
years. While revenue has grown steadily from USD 5.8 billion to USD 6.4 billion, net profit has declined from USD 680 million to
USD 612 million due to higher selling, general, and administrative (SG&A) expenses and a one-time restructuring charge in the
BPO segment. The company's return on equity (ROE) has softened from 22% in FY22 to 18% in FY24, indicating less efficient
capital utilization compared to industry benchmarks.

Tech Mahindra maintains a debt-free balance sheet, with total assets of USD 5.2 billion and cash reserves of USD 1.8 billion,
providing significant strategic flexibility. The company has a robust cash conversion cycle of 45 days, indicating efficient working
capital management and strong client payment discipline. The board has authorized a share buyback program of USD 300 million,
signaling confidence in intrinsic value and providing a floor for shareholder returns during periods of market volatility.
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Service Portfolio Analysis
Tech Mahindra's service portfolio is structured into four primary pillars: IT Services, Digital & Consulting, Business Process
Outsourcing (BPO), and Engineering Services. The IT Services segment, accounting for 55% of revenue, includes application
development, maintenance, and infrastructure management. This segment is mature but provides stable cash flow and serves as
the foundation for client relationships that can be expanded into higher-margin digital services over time.

The Digital & Consulting arm, representing 30% of revenue, is the growth engine of the company, offering cloud services, AI/ML
solutions, cybersecurity, and IoT capabilities. This segment grew by 12% YoY in FY24, significantly outpacing the company
average of 4.2%, and now contributes the majority of new deal wins. The consulting sub-segment, while smaller in revenue
contribution, is critical for upstream deal positioning and has been expanded with senior hires from McKinsey, Deloitte, and
Accenture to build credibility in C-suite conversations.

� Segment Performance Analysis (FY24)

Service Segment Revenue Share (%) YoY Growth (%) Operating Margin (%) Key Offering

IT Services 55 3.5 16.5 App Dev, Infra Mgmt

Digital & Consulting 30 12.0 18.2 Cloud, AI, Security

BPO 10 -1.5 8.5 CX, F&A Outsourcing

Engineering 5 8.0 20.1 R&D, Semiconductor

BPO services contribute 10% of revenue, focusing on customer experience management and finance & accounting outsourcing.
This segment faces margin pressure due to automation and competition from specialized BPO providers, but Tech Mahindra is
pivoting to 'Intelligent BPO' using its AI platform to differentiate and improve profitability. Engineering Services, accounting for 5%
of revenue, is a high-margin niche particularly in automotive and semiconductor design, bolstered by the acquisition of LCC in
2023.

The portfolio is well-balanced across maturity and growth profiles but shows a concerning dependency on the telecom vertical,
which constitutes 38% of total revenue. The company is actively working to reduce this concentration by targeting BFSI and retail
verticals, which offer higher growth rates and margin profiles. The 'Network of the Future' practice is a key differentiator, offering
5G core network solutions that leverage decades of telecom domain expertise and position Tech Mahindra as a strategic partner
for network modernization initiatives.

� GROWTH ENGINE

The Digital & Consulting segment grew by 12% YoY in FY24, significantly outpacing the company average of 4.2%, and 
now contributes the majority of new deal wins.
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Market Position & Competitive Landscape
Tech Mahindra occupies the fifth position among Indian IT services firms by revenue, a position it has held consistently for the
past five years. Its market position is defined by its telecom heritage and its aggressive push into the Engineering R&D space,
where it competes effectively against HCLTech and L&T Technology Services. The company competes effectively in the mid-tier
enterprise segment but faces a scale disadvantage against TCS and Infosys in large, multi-year outsourcing deals exceeding USD
500 million.

The competitive landscape is bifurcated into two distinct tiers. On one side are the 'Big 4' Indian firms—TCS, Infosys, Wipro, and
HCLTech—with revenues exceeding USD 10 billion and market capitalizations above USD 35 billion. On the other are global players
like Accenture and Capgemini, which combine scale with premium consulting brands. Tech Mahindra sits in a 'tweener' position:
large enough to win deals over USD 50 million but not yet a top-tier brand for C-suite consulting engagements that command
premium billing rates.

� Competitive Landscape Comparison (FY24)

Company Revenue (USD B) Market Cap (USD B) Employee Count Key Strength

TCS 29.0 170 615,000 Scale, Brand, Client Loyalty

Infosys 18.6 85 340,000 Digital Innovation, Consulting

Wipro 10.8 35 240,000 Operational Efficiency, BPO

HCLTech 13.0 50 225,000 Engineering R&D, IP Ownership

Tech Mahindra 6.4 14.5 148,000 Telecom Expertise, Agility

Tech Mahindra's key differentiator is its deep domain expertise in communications, media, and technology (CMT), which allows it
to command premium pricing in telecom deals that competitors cannot match. However, its geographic revenue split shows a
heavy reliance on North America (52%) and Europe (25%), making it vulnerable to regional economic downturns and currency
fluctuations. The company's win rate for deals over USD 50 million has improved to 35% in FY24, up from 28% in FY22, attributed
to new leadership's focus on 'deal discipline' and solution architecture quality.

The competitive analysis suggests that Tech Mahindra must continue to invest in proprietary platforms and industry-specific
solutions to avoid being commoditized in the general IT services market. The company's 'Network Intelligence' suite and 'TechM
AmplifAI' platform represent significant intellectual property that can differentiate it in client conversations and support premium
pricing. However, the window for establishing these differentiators is narrowing as competitors invest heavily in similar
capabilities.
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SWOT Analysis
Strengths: Strong parentage (Mahindra Group) providing financial stability, brand equity, and access to diverse industry networks
across automotive, aerospace, and financial services. Unmatched domain expertise in the telecom and 5G/6G network space, built
over four decades of focused investment and client relationships with major global operators. Robust cash reserves of USD 1.8
billion enabling strategic acquisitions without debt, providing significant M&A firepower compared to similarly sized peers. High
employee diversity with operations in 90+ countries, providing cultural competence and the ability to serve multinational clients
with local delivery capabilities.

Weaknesses: High revenue concentration in the telecom vertical (38%), creating cyclical risk as telecom capital expenditure cycles
are longer and more volatile than other sectors. Lower operating margins (14.8%) compared to TCS (24%) and Infosys (21%),
reflecting higher subcontractor costs and less favorable employee pyramid structure. Sub-scale consulting practice compared to
Accenture or Deloitte, limiting the ability to influence client strategy and secure upstream, higher-margin engagements. Attrition
rate of 18% in digital roles, slightly above the industry average of 16%, indicating challenges in retaining talent in high-demand
skill areas.

Opportunities: Expansion into the 'Network-as-a-Service' (NaaS) market, projected to grow at 30% CAGR through 2028

Leveraging generative AI for internal productivity gains of 20-30% in testing and maintenance contracts

Deepening relationships in the BFSI vertical through the 'FinTech' practice, which grew 8% in FY24

Tapping into the US public sector market with USD 100+ billion in federal IT spending allocated through 2027

Threats: Intense pricing pressure from nearshore competitors in Latin America and Eastern Europe, who offer similar quality at
15-20% lower billing rates for mid-tier engagements. Rapid technological obsolescence requiring continuous R&D investment of
2-3% of revenue to maintain relevance in AI, quantum computing, and edge technologies. Geopolitical risks in key markets like the
UK and Australia, where trade tensions and regulatory changes could impact client spending and delivery models. Potential for
client insourcing of IT functions as AI tools become more accessible, reducing demand for traditional application development and
maintenance services.

� KEY RISK

The company's high revenue concentration in telecom (38%) creates cyclical risk, while lower operating margins (14.8%) 
compared to peers indicate structural challenges that need to be addressed.

“Tech Mahindra's deep understanding of our network operations and their ability to anticipate challenges before
they impact our customers has made them an indispensable partner in our 5G journey.

— Chief Technology Officer, Major European Telecom Operator
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PESTLE Analysis
Political: The Indian government's push for 'Digital India' and data localization laws creates a favorable environment for domestic
IT firms, with tax incentives and infrastructure support for technology exports. However, protectionist policies in the US,
particularly H1-B visa restrictions and proposed changes to immigration laws, pose a talent mobility risk that could increase costs
and limit the ability to staff on-site positions. Tech Mahindra's political risk is moderate, mitigated by its local hiring practices in
key markets and its diversified geographic presence across 90+ countries.

Economic: Global inflation and interest rate volatility have led to delayed decision-making in enterprise IT spending, with deal
cycles extending by 15-20% compared to pre-pandemic averages. The US dollar's strength against the Indian rupee is a tailwind
for margins, as 70% of revenue is USD-denominated while a significant portion of costs are in Indian rupees. The economic
outlook is cautiously stable, with IT budgets expected to grow 3-5% in 2025, though recession risks in Europe and potential trade
disruptions could impact this projection.

Social: The shift toward hybrid work models is permanent, driving demand for collaboration tools, security solutions, and digital
workplace services. Tech Mahindra's 'WorkNxt' platform addresses this trend, offering integrated solutions for remote workforce
management. Socially, the company faces pressure to improve diversity in leadership, where women represent only 15% of senior
management positions, below the industry average of 22% and significantly below best-in-class peers.

Technological: The rise of generative AI is the most disruptive force in the IT services industry, threatening to commoditize
traditional application development and maintenance services while creating new opportunities in AI consulting and
implementation. Tech Mahindra has invested USD 100 million in AI upskilling for 50,000 employees, representing one-third of its
workforce, to build capabilities in prompt engineering, model fine-tuning, and AI governance. The company is also exploring
quantum computing applications for telecom network optimization, positioning for the next technology cycle.

Legal: Data privacy regulations including GDPR in Europe and CCPA in California increase compliance costs for clients, creating
demand for Tech Mahindra's cybersecurity and data governance services. The legal landscape around AI liability is still evolving,
with the EU AI Act and potential US federal legislation creating uncertainty for AI-driven consulting engagements. Tech Mahindra
has established an AI Ethics Board to address these concerns and differentiate itself as a responsible AI partner.

KEY
VALUE

Political Risk Moderate (mitigated by local hiring)

Economic Tailwind USD strength vs INR (70% USD revenue)

Social Challenge 15% women in senior management

Tech Investment USD 100M in AI upskilling

Environmental Target Carbon neutrality by 2035
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Key Growth Drivers & Challenges
Growth Drivers: 5G/6G Monetization: Telecom operators are moving from network deployment to service monetization, creating
opportunities for Tech Mahindra's 'Network Intelligence' suite. This platform helps clients launch new services like network
slicing, edge computing, and private 5G networks, representing a USD 50 billion addressable market by 2027.

Cloud Migration 2.0: Enterprises are moving from 'lift-and-shift' to cloud-native architectures, requiring deeper consulting and
implementation capabilities. Tech Mahindra's partnership with AWS and Azure positions it well for this second wave, which is
expected to drive 15-20% of new deal value through 2026.

AI-Led Automation: The company's 'TechM AmplifAI' platform is driving productivity gains of 20-30% in testing and maintenance
contracts, allowing for margin expansion without reducing headcount. This platform also creates opportunities for outcome-based
pricing models that can increase revenue per employee.

1 Invest USD 200 million in AI upskilling and reskilling programs over 24 months

2 Reduce subcontractor dependency from 12% to 8% of revenue by FY26

3 Launch dedicated BFSI solutions group with senior hires from top consulting firms

4 Establish delivery centers in Egypt and South Africa for geographic diversification

5 Develop 10 industry-specific AI platforms for vertical market penetration

Challenges: Talent War: The demand for AI/ML engineers far exceeds supply, with salaries for experienced professionals
increasing 25-30% annually. Tech Mahindra's attrition in niche roles remains a challenge, requiring aggressive compensation,
upskilling programs, and creative retention strategies to maintain capability levels.

Margin Recovery: Restoring operating margins to 16%+ requires reducing subcontractor costs from the current 12% of revenue to
below 10%, and improving the employee pyramid structure by increasing the ratio of freshers to experienced professionals. This is
a multi-year effort that requires careful execution to avoid impacting delivery quality.

� MARGIN RECOVERY IMPERATIVE

Restoring operating margins to 16%+ is critical for long-term value creation. This requires reducing subcontractor costs 
from 12% to below 10% of revenue and improving the employee pyramid structure.
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Recent Developments: Acquisitions, Partnerships & Innovations
Tech Mahindra has executed a series of strategic acquisitions over the past three years to fill capability gaps and expand
geographic reach. The acquisition of LCC in 2023 for USD 150 million strengthened telecom engineering and network deployment
capabilities in North America, adding 2,000 specialized engineers and deep relationships with major US telecom operators. The
Eventus Solutions acquisition in 2022 for USD 120 million enhanced customer experience consulting and digital transformation
capabilities, particularly in the BFSI and retail verticals.

The company has also pursued strategic partnerships with technology leaders to accelerate its digital capabilities. The expanded
partnership with Microsoft in 2024 focuses on co-developing generative AI solutions for the telecom industry using Azure OpenAI,
targeting use cases in network optimization, customer service automation, and predictive maintenance. The collaboration with
NVIDIA, announced in 2023, leverages GPU-accelerated computing to build AI-powered network optimization models that can
reduce operational costs for telecom clients by 15-20%.

2022 Acquisition of Eventus Solutions for USD 120M

2023 Acquisition of LCC for USD 150M; Partnership with NVIDIA for AI network ops

2024 Expanded Microsoft partnership for GenAI; Beta launch of Green Data Center solution

2025 
(Projected)

Commercial launch of Quantum-Safe Security suite

Innovation remains a key focus area, with the launch of 'TechM Smart Network Orchestrator' (SNO) representing a significant
product milestone. This proprietary platform uses AI to automate network configuration and fault management, reducing network
downtime by 40% for the three major European telecom operators that have deployed it. The platform has generated USD 50
million in revenue in its first year and is expected to scale significantly as 5G networks become more complex.

The innovation roadmap extends to emerging technologies, with the projected commercial launch of the 'TechM Quantum-Safe
Security' suite in Q2 2025. This solution addresses the growing threat that quantum computing poses to current encryption
standards, positioning Tech Mahindra as a first-mover in a market that is expected to reach USD 10 billion by 2030. The company's
R&D investment of 2.5% of revenue is above the industry average and reflects its commitment to maintaining technological
leadership.
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Customer Insights & Segment Analysis
Tech Mahindra serves over 1,200 active clients, with the top 10 clients contributing 25% of total revenue. Client concentration is
moderate and well-diversified, with no single client exceeding 5% of revenue, reducing dependency risk. The average contract
duration is 3.5 years, indicating stable, long-term relationships that provide revenue visibility and create opportunities for cross-
selling additional services over the contract lifecycle.

� Client Segment Breakdown by Industry Vertical (FY24)

Industry Vertical Revenue Share (%) Growth Rate (%) Average Deal Size (USD M)

Telecom & Media 38 2.5 25

BFSI 20 8.0 15

Manufacturing 15 5.5 10

Healthcare 10 6.0 8

Retail & CPG 10 4.0 7

Others 7 3.0 5

The BFSI vertical represents the most significant growth opportunity, with an 8% growth rate that far exceeds the company
average. This segment has been a strategic focus for the past two years, with dedicated sales teams and solution accelerators
built specifically for banking, insurance, and capital markets clients. The average deal size of USD 15 million in BFSI is attractive,
and the company has won several marquee clients in this space, including two top-10 global banks.

Customer satisfaction scores (CSAT) average 4.2 out of 5.0, with the highest scores in the telecom vertical reflecting deep domain
expertise and long-standing client relationships. The healthcare vertical shows the most improvement in satisfaction scores, up
0.3 points year-over-year, as the company's investments in HIPAA-compliant solutions and electronic health record integration
capabilities begin to pay dividends. The BPO segment has the lowest CSAT scores at 3.8, reflecting ongoing challenges in service
quality and automation adoption.

“Tech Mahindra's deep understanding of our network operations and their ability to anticipate challenges before
they impact our customers has made them an indispensable partner in our 5G journey.

— Chief Technology Officer, Major European Telecom Operator
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Financial Deep Dive & Revenue Trends
A detailed examination of Tech Mahindra's financial performance reveals nuanced trends that inform the company's strategic
direction. Revenue growth of 4.2% in constant currency terms for FY24 represents a deceleration from the 5.2% growth achieved in
FY23, reflecting macroeconomic headwinds and delayed client decision-making. However, the quality of revenue has improved,
with digital services now accounting for 38% of total revenue compared to 32% in FY22, indicating a successful shift toward higher-
value services.

The company's operating margin of 14.8% for FY24 represents a 130 basis point decline from FY22 levels, driven by three primary
factors: wage inflation of 8-10% for experienced professionals, increased subcontractor costs as a percentage of revenue (12% vs.
10% in FY22), and one-time restructuring charges in the BPO segment. Management has guided for margin improvement of 50-100
basis points in FY25 through operational efficiency initiatives and better employee pyramid management.

KEY
VALUE

Revenue Growth (FY24) 4.2% constant currency

Digital Services Share 38% of total revenue

Operating Margin 14.8% (down 130 bps from FY22)

Cash Conversion Cycle 45 days

Return on Equity 18% (down from 22% in FY22)

Dividend Yield 2.5%

The balance sheet remains a significant strength, with USD 1.8 billion in cash and equivalents and zero debt. This provides
substantial strategic flexibility for acquisitions, share buybacks, or investments in organic growth initiatives. The company's free
cash flow generation of USD 650 million in FY24 represents a conversion rate of 106% of net profit, indicating strong cash flow
quality and efficient working capital management.

Geographic revenue distribution shows a heavy concentration in North America (52%) and Europe (25%), with the rest of the world
contributing 23%. This concentration creates vulnerability to regional economic downturns, but also reflects the company's
success in penetrating the world's largest IT services markets. The company is actively working to expand its presence in Asia-
Pacific and the Middle East, which offer higher growth rates and less competitive intensity.

� FINANCIAL STRENGTH

The company's debt-free balance sheet with USD 1.8 billion in cash provides substantial strategic flexibility for 
acquisitions, share buybacks, or investments in organic growth initiatives.
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Conclusions & Strategic Recommendations
Tech Mahindra stands at a critical juncture in its evolution from a telecom-focused IT services provider to a diversified digital
transformation partner. The company's strengths in telecom domain expertise, financial stability, and strategic partnerships
provide a solid foundation for growth. However, the margin compression, talent challenges, and competitive pressures identified in
this analysis require decisive action to ensure the company can achieve its full potential.

The primary strategic recommendation is to accelerate the transformation of the service portfolio toward higher-margin digital
and consulting services. This requires increasing the share of digital revenue from 38% to 50% within three years through targeted
investments in AI platforms, industry-specific solutions, and consulting talent acquisition. The company should also consider a
transformative acquisition in the AI consulting space, targeting a firm with USD 200-300 million in revenue and strong client
relationships in BFSI or healthcare.

� MARGIN RECOVERY IMPERATIVE

Operating margins of 14.8% are unsustainable for long-term value creation. The company must achieve 16%+ margins 
within 18 months through subcontractor cost reduction, pyramid optimization, and pricing discipline. Failure to do so will 
result in continued valuation discount versus peers.

The second recommendation is to reduce vertical concentration risk by aggressively growing the BFSI and healthcare verticals.
This requires dedicated sales teams, industry-specific solution accelerators, and strategic hiring of senior leaders with deep
domain expertise. The BFSI vertical, in particular, offers the highest growth potential and should receive disproportionate
investment in sales and delivery capabilities.

IMMEDIATE PRIORITIES (0-12 MONTHS)
Reduce subcontractor costs from 12% to 10% of revenue. 
Launch BFSI solutions group with dedicated sales teams and 
solution accelerators. Implement AI upskilling program for 
20,000 employees to build capabilities in prompt engineering 
and model fine-tuning. Improve digital role attrition from 18% 
to 15% through competitive compensation and improved 
employee value proposition.

STRATEGIC PRIORITIES (12-36 MONTHS)
Increase digital revenue share from 38% to 50% through 
targeted investments in AI platforms and consulting talent. 
Achieve operating margin of 16%+ through operational 
efficiency initiatives and pyramid optimization. Complete 
transformative AI acquisition targeting a firm with USD 
200-300 million in revenue. Establish delivery centers in 3 
new geographies including Egypt, South Africa, and Southeast 
Asia.

� STRATEGIC ADVANTAGES TO LEVERAGE

Debt-free balance sheet with USD 1.8B in cash for M&A. Unmatched telecom domain expertise in 5G/6G. Strong 
parentage and brand equity from Mahindra Group. Proven innovation capability with platforms like SNO and AmplifAI.



TECH MAHINDRA: NAVIGATING THE DIGITAL FRONTIER Conclusions & Strategic Recommendations

The path forward requires disciplined execution, strategic investment, and a willingness to make difficult decisions about portfolio
composition and resource allocation. Tech Mahindra has the financial resources, domain expertise, and leadership to execute this
transformation successfully. The question is not whether the company can navigate the digital frontier, but whether it can do so
with the speed and focus required to close the gap with its most successful competitors.
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