CHAIRMAN SPEECH

Dear Shareholders,

Review and Prospects

The year 2006-07 has been a promising year for your company. Although the Indian economy revived considerably, the same growth took time to percolate down to our business. Sensing that selling plain bandwidth is not enough, your company has forayed successfully into related areas, thus increasing the product line and increasing the business. Your company has successfully started the VoIP business and increased the turnover significantly. Similarly your company has also initiated Wifi networking business quite successfully. By the end of the year, your company has implemented wifi networking at ten hotels and a college campus, and has some more projects on hand to be executed next year. Your company has used internal resources for R&D, equipment purchases and manpower training for setting up wifi networking. Your company is also trying to enter into international market by trying to get Wifi projects in one or two counties in USA and is also exploring the prospects of entering into IPTV business in USA

By providing regional Indian channels in USA through IP

Regarding plain bandwidth sales, the pricing pressure still continues as the market is opening up fast. Your company has taken enough steps to maintain cost competitiveness by cutting costs and re-negotiating with the suppliers and also was able to increase the volume.

The Board of Directors are confident to achieve better results for 2007-2008 as the efforts put in the previous year start to bear fruit. Your company has also improved its sales and marketing efforts to target specific segments like Education, Hospitality, and residential sectors for wifi networking and cross sell VoIP services, and bandwidth services. 

Your company has developed enough backbone infrastructures to provide wifi services, manage wifi hotspots, and provide VoIP services from its own gateway and gatekeeper.

Your company has tied up with iPass, a NSADAQ listed company, which provides roaming dial-up services to its customers in about 130 countries. Your company will provide dial-up services in Hyderabad, Bangalore and Vijayawada for all iPass customers visitng these three cities.

Your company is also foraying into Data Center, Remote Network Management and has plans to purchase high end storage servers again through internal resources.

Company Business 

In the first half of this financial year there was a slight increase in the customer base for example Leased line customers went-up. But this is not reflected in the overall turnover due to decrease in bandwidth prices. In the later of the Financial Year we were able to rope in a good number of reputed software development and BPO companies both at Hyderabad and Bangalore. 

Your Company has started 3 New Network Operation Centers. This makes the Company less dependant on Telecom Operators and enables the Company to acquire more customers. To bring the new network operation centers into Break Even and makes profits will take 6 to 12 months. Hence profitability of the company is marginally less as compared to the last year.

Opportunities

The opportunities we see are in the new areas like wifi networking and VoIP services which your company has entered into. The Board of Directors expects that, in future these businesses, along with Data Centers and Remote Network Management will drive the growth. But the leased line customers are also crucial for the expansion plans and your company is making all the efforts to increase the customer base and retain the existing customers. 

