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RBI Deal is Testimony of Our Tech: Polaris Software’s Jain

Building a prod-
ucts company
inthelTspaceis
toughbusiness,
says Arun Jain, the CMD of Chennai-
based Polaris Software Lab, who finds
investors aren't easily convinced. The
recent $55-milliondeal with Reserve
Bank of India, however, could be a
sign of things to come, Jain tells ET's
Sriram Srinivasan and Sangeetha
Kandavel Edited excerpts:

Some of the smaller firms have
already been sold out to bigger
companies? Yovaren'tinthetier|
space? What is your status?

We have chosen our space to be fi-
nancial technology. Sa the space isn't
tier |, tierfi ortier|ll. In 2002, we de-
cided that we willbe a company that
provides financial services. From off-
shoring and outsourcing, we moved
into financial technology. For this|
need products, services and consult-
ing. Today, global financial institu-

tions are looking for unique products
along with services. We focused onin-
novating. Inthe lasttwoyears, we
have seen very good tractionand the
RBIdeal (a $55-million deal) is testi-
mony to that. It's easy to sell the com-
pany toan American corporation,
saying we don’thave productcapa-
bility in India. We cankeep on cogn-
plaining that there’s no global compa-
ny like Micrasoft in India. There won't
be.Because there isinvestor pressure
to encash quickly. We are confident of
goingto Europe and America for sefl-
ingour products. Andinthelasttwo .
yearswearefindingalot of traction.
TheRBI deal is atestament that our
technology is superior. Inspite of ex-
isting playersinbanking, like Infosys
and TCS, they have chosen Polaris.
This is the path we have chosen. It's a
tough path. We have been beaten by
theinvestors Street, because in-
vestorswantallthecash tobekeptin
the bank. When we were investing Rs
450 craore fromthe services profitin-

toit, our share price came down.

So, what's the kind of growth you
arelooking at?

Weare looking at a sustained 25%
growth, Butwe should be aware of
threats from big firms and be ahead of
them. People are realising that prod-
ucts will become aninherent part of
the IT story. Suddenty, TCShas puta
very senior persan in products. And
Kamathsahibis saying they will set
up aseparateproductscompany.

| don't think two years back if | had
saidwewouldwin asingle deal of §55
million, any investor would have
trusted. If we put the RBideal inin-
ternational context, it wouidbe 1:30r
1:4thesize. So, internationally, it
wovld about $150-200 million. As
soon asa $350-million company has
such adeal, it would be atotally dif-
ferentballgame. It could be aturning
paint.

Glven this, what will be your
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biggest chalienge?

Qur challenge will be to scale up. What
I'mworking on s the balance between
quarterly results and scaling up for
global needs. We needto seehow to
scale up onthe back-end and market-
ing sides. We needskills whichare
significantly different froma cost-
arbitrage business. Dollars for mar-
ketingisanother challenge.

YouboughtldenTrustrecentty.

What do you look for when you
decide to acquire another
company?

The key dimension is market share.
Any leadership company whichhas
good technology and canenableus to
leverage our product sale better will
fitus. Forinstance, the IdenTrust deal
wedid lastmonth. Thisis a tech-
nology to build fool-proof digital se-
curity. If we assume that by 2015,
40% of transactions will be digital,

you need digital security. The acquisi-

tionof LaserSoft isanother example.
They had 40accountsin India and we
did not haveany Indian presence for
quite some time. Thisdeal helpedus,
and now we could win the RBI deal.
Customer assets and technology are
the two reasons for acquisitions.

How do yourate your BPQ
Optimus?

It's not asuccessful venture, We were
earlyin the game and were the first
onesto start a domestic BPO. We

startedin 2002, thinking that credit
card business will grow and will be
outsaurced. Butithasn't grown that
well. We have to shift Optimus from
credit card to some other banking
operation.

How is your relationship with the
Citigroup the customer?

It'sa 25-year customer relationship.
InIndianhistory, thisis the longest re-
lationship any vendor has had with
the customer. Itisa $150-million rev-
enve relationship, and has grown 15-
20% year on year. It's almost 40% of
ourrevenues now. It usedto be 70%at
onetime. Large customerslike Citi-
bank give us stability of business.
More than 40% is risky. The Citibank
investment armisdifferentfrom the
Citibank businessarm. In 2002, they
had a43%stake with us. Atpresent
their stake is 19%. How they want to
sell the stake, when they want to shed
it,isthere a pressure point? All thisis
the decision of their CEQ.



http://myimpact.impactmeasurement.co.in/index.php?id=f7b87549d1e8626195d2b541cc4e34ca
http://http://economictimes.indiatime

