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World of Majesco

Revenue from operations EBITDA margin 12-month Order Backlog

398,8101akhs 11.9% 367,011 1akhs
A 22.59% yoy A 142.86%yo0y A 10.49% yoy

Total clients Greenfields and Total cloud clients
. i o
(21 new wins in FY 2018-19) start—ups served (who account for 40.6%
of total revenue)

200+ 18 54

Total partners Partner-based EcoExchange apps
Tier 1/Tier 2 deals

37 6 15



Faced with rapidly advancing
technology and an evolving
business ecosystem, Majesco
converges at the answers to ‘Which
direction?’ and ‘How?".

Every day around the world, we
partner with our clients to turn rapid
change into measurable opportunity.

We work in synergy with them,
drawing upon our global capabilities
to help identify, develop, implement
and operate the innovative strategies
and solutions needed to meet their
customer expectations.

We apply innovation, high-quality
delivery and end-to-end services to
help clients succeed.

Our commitment has led us to meet
clients’ digital transformation needs
through outstanding quality and
holistic competence.

IN ALL WE DO, WE ARE
GUIDED BY OUR VISION
FORABETTER WORLD,
TODAY AND TOMORROW.
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Corporate Identity

A trusted business
transformation partner
to insurers

Shaping the future of insurance

Companies, in order to thrive in a changing world, are
increasingly pursuing innovation - leveraging mobile, social
and cloud technologies to improve decision making, automate
processes and serve their stakeholder fraternity better - to
meet the pace of transformative growth.

We exist at the intersection of technology, expertise and
leadership, providing strategic digital solutions to insurance
carriers worldwide. We help businesses modernize, innovate
and connect to build their future and in turn the industry, at

speed and scale.

WE ENVISION

A world where insurance makes life and business
easier, more connected and better protected.

WE DELIVER

Cloud computing microservices-based and
APl-enabled core insurance platforms for P&C, L&A

and Group markets.

WHAT SETS US APART
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Technology
Our technology works in the cloud to
help simplify complexities into seamless
experiences for our clients.

Expertise

Our people are the best at what they
do. We are obsessed with delivering
trusted solutions that pre-empt our
clients’ needs.

Leadership
We are among the first in the
industry to move to the cloud,

helping insurers execute their digital
transformation strategies.



WHAT BROUGHT US HERE
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19 (US-basediptoyiiEinT e Demerged from Mastek ;601
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(053 from Kognitio Management %
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Acquired Vector 20
Technologies Acquired Cover-All Systems 17
(US-based L&A (a core P&C product and
policy administration service provider), which was
solutions provider) listedonNYSEandasaresult e Released
20 of a stock swap transaction, Warehou
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92 Majesco, USA, on NYSE Market se?::::g :
Acquired SEG (US-based fodudiel
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products and services) and group life health and Core Sui

annuity insurance) Group Co



Majesco Annual Report 2018-19 Shaping the future of insurance

Portfolio Offering

A bouquet of
future-focused
integrated solutions



18

Greenfields and
start-ups

156

P&C module
deployments

37

Partners

41

L&A module
deployments

530

Engineers dedicated
to R&D innovation

48

Clients using
CloudInsurer™
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Operating Highlights

Setting
new benchmarks




eadership Team; Wayne Locke
and Jim Miller named
co, USA, a subsidiary of

2019-20
Ql

launched a new website

Partnered with DataRobot to bring
A\ l/ML to core insurance platforms
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Key Performance Indicators

Progressing

with confidence

Revenue from operations (zinlakhs)

Profit after tax (zinlakhs)

2018-19 CHNNNNNNNNNNNED 93,810

2017-18 80,604

2016-17 82,617 9 3 ?
(o)

2015-16 75,715 - 9%

(4-year CAGR)

2018-19 CHNNND 7,174
2017-18 280

2016-17 673

114.1%1

2015-16 731 (4-year CAGR)

What this means: The increase in revenue was led by higher cloud revenue,

new logos, footprint expansion within existing accounts and acquisition
revenues from Exaxe.

Revenue split by recurrence zinlakhs)

What this means: Higher profit is substantially driven by improved
revenue profile with higher cloud-based revenues, improved operating
efficiencies and cost management in general & administrative expenses.

2017-18
21,538

M Recurring

59,066

Non-recurring

2018-19
32,829

M Recurring 65.981

Non-recurring

What this means: Recurring revenue includes cloud subscription, annual license fee and maintenance and support fees. Growth in recurring revenue was

driven by higher earnings from cloud subscription.

Revenue split by segment (zinlakhs)

2017-18 16,738
Cloud implementation 7’247
Cloud subscription

M Support and maintenance 42,328

M License 12,618

M On-premise professional services 1,673

2018-19
28,509

Cloud implementation

Cloud subscription

37,472
2,983

M Support and maintenance

11,601

M License

18,245

M On-premise professional services

What this means: Cloud revenue growth is driven by strong revenues from the IBM project and new cloud wins. Strong growth in cloud revenue more than

offsets drop in on-premise professional services revenue.



