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‘Niche players like us are getting

Chennai-
based Polaris
Software Labs
is one of the
few
information technology
companies to focus almost
solely on the banking,
financial services and
insurance (BFSI) segment,
drawing almost 95 per cent
of its revenue from this
sector. While the company
was impacted by the
recession, Chairman & CEQ
ARUN JAIN retains his
ambition of figuring among
the top five players globally
in the BFSI space. He spoke
with Shivani Shinde on the
improving business
environment, pipeline and
growth areas for Polaris.
Edited excerpts:

Citigroup recently sold 6 per
cent of your company’s
shares in the open market.
What's the likely impact?
Good forthe compary, as asin-
glefirmhadover40per cent stake

in Polaris. (OrbiTech, an entity
controlled by Citigroup, sold
nearly6percentofits holdingin
thecompany. Citiheld 43.33per
centinPolarisasof June30). This
willpromptotherstojoin, and di-
versify our portfolio.

Besides, youhave tounder-
stand the market dynamics.
Thereis hardly any liquidity. This
action allows for that. But, this
does notimpact ourrelationwith
Citi, which is 40 per cent of our
revenue. This shows we have
beendelivering higher value, for
them to continue to work with
us. Normally, itisdifficuit to per-
form on the same turf, as there
areother competitors whowant
tothrow you out.

Your company has Rs 400
crore in cash. What do you
pian to do with it?

We are locking for acquisitions
but areyettofindtherightfit. A
lot of time goes in evaluating
these targets. This year, we are
targeting two acquisitions, ei-
ther for account expansion or
toenter a new geography.

Industry leaders have been
hinting at stability in the
BFSI segment globally. Do
you agree?
Yes, in a way the financial sec-
torisinamuchbeftersituation.
But new business translating
into projectsis stilt slow. Let me
reiterate ourthinking. The BF-
Slsectorwill continuetoinvest
intechnology. This will happen
evenifbusinessis good orbad,
as banks need it to serve cus-
tomers. Unlike other sectors,
technologyis a necessity with-
in the banking sector.  have
been saying that this has been
a knee-jerk reaction from
banks, and atemporary phase.
Most of the new projects will
start from January 2010 on-
wards. We still see alag effect
onproject finalisation till the
March quarter. However, proj-
ects required on an urgent ba-
sis and which were held will get
revived. Inthe last two quarters
(Jan-June 09), projects that
were non-discretionary in na-
ture were stopped or cancelled.
These projects got revived in
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recognised’

tems inplace. The next phase
will take place when customer
shiftshappen from onevendor
to another.

Do you see vender
consolidation taking place
as well?

I do not think vendor consoli-
dation is happening. Rather,
niche players are getting recog-
nised. In the pure technology
business {(hardware or server
systems, etc.}, there is consol-

smart banking systems forthe
global market. Currently, these
initiatives are still smallin rev-
enue, but have the potential to
turnintolarge projects, asitre-
quires implementation in 30-
40 countries. These initiatives
have been signed overthe last
18 months and will be Polaris’
growth engines for the future.
Some of these will see a ramp-
up from February 2010. Each
dealin this segment will beup-

solutions heritage from Citl, are -
now finding good traction.
The focus will be on two
levers. First will be geography
expansion. Chile, Egypt and
WVietnam will be the hub for
straight product implementa-
tion. The second part will be
packaging all the solutions that
wehave and look ataccountex-
pansion. We are following at
least 52 of the product deals. A
good number will get closed this

idation. The otheris derivative-  wardsof 34-5million. Because  quarter. [ would not like to get
based systems which is about  of these initiatives, we are get-  into too many details, as we
businessleadingbusiness. This  tingnaticed, Attherecentlyeon-  would be announcing our re-
iswhere niche plaverslikeus  cluded Sibos Exhibition. our  sulis, ButIcansay that the deal
are geiting recognised. stall received highiraction. We  closurethis quarterwillbe bet-
3 made 100leadsandwehave 75 ter than last quarter.
o S0, where do you see definite business opportunities.
o Polaris fit in? Do you think getting out of
We see ourselves as a niche  What is working for Polaris?  AIG was a good decision?
the July to August period. Bt ready completedorhowmany  player. Earlier, the CIOswere  Ithink what hasworkedforus  Itwas a good decision, [ think
the newprojectswillstartfrom  areleftinmarket place. Mybe-  looking at cost-arbitrage sav-  istheinvestmentswe madein  we left at the right time. The
January onwards. lief is that the deals we sawin  ings. But now the boardroom  the lastfour years, Wearerun-  money was also used for the
the pericd of 2006and 2007 will  discussionis around how the  ningthewayweweresupposed  right acquisitions, But AlG is
Do you see large notappearagain. Orwillnotbe [T vendor can giveusacom-  to FromApril 2009, welaunched  still not clear on the technolo-
transactional deals taking of thatmagnitude. Thismarket  petitive advantage. Weareen-  the Polaris 3.0phase, whichis gy platform. The master serv-
? has athree-fourvearcycle. The  gaged with fiveofthetop 10 aboutcreating market leader-  ices agreement is not fully ac-
In case of large ITdeals, you  reasonbeing, mostofthelarge  banks globally, where we are  ship. Whateversolutionwehave  tionable from the perspective
needtoaskwhethertheyareal-  banks have their offshoresys-  working together to launch  created over thistime andthe it should have been,
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