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products and services in the country taught us one more lesson lately: to hon-
our excellence when we see it. That's the
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The Value Creator awards for consistently
growing shareholder value go to Infosys.

ust nine years ago. there weren't NR NAHA‘MNA Certification), invested heavily in buman

many takers for its shares, and an Jl resources (it has 10.000-plus employ
IPOat a premium of Rs 85 per share MUHTHY with an attrition rate of 7.6 per cea),
was undersubscribed. Today, after broadened service offerings by moving up
three bonus issues and having Chalrman & Chief Mentor . 7 yalye chain, established a record of
acquired an unimpeachable reputation or This award is great 90 per cent repeat clients, and built an

ncy and good governance, motivation for us to  cxcellent offshore development model

nologies is a darling of the work harder and It was voted the ‘The Best Indian Com-

stock markets. It has become India’s sec- smarter. | am pany’ by the Far Eastern Ecanomic Review

argest mru exporter (behind Tata delighted. 2000 and 2001, and was the first recipi

ond

Consultancy vices) and has grown its of the National Award for Excellence in

turnover from less than Rs 15 crorein 1993 t0oRs 2,600 Corporate Governance in 2002, It was the first Indi

crore in the r to March 2002. company to adopt U AAP reporting in 1995 and quar-
Infy was incorporated in 1981 by seven people who terly-audited fins statements in 1998

shared a vision of building a world- After doubling profits in 1999, 2000,

class IT services company based on an . and yet again in 2001, Infosys shocked

impeccabie value systen,leadrsip: T STOTY i NUMBDEIS 126ty trictng  simdomn for
by-example and continuous innova-  [Fgkim on Bty il fiscal 2002 due to the US recession. It
tion, True to this vision, the company  DividendProfits subsequently overshot projections,
went on to establish a world-class  [IRGOMBE:YF GAGR 3 with profits s

operating model (the first Indian com-  Profits 3.yr CAGR

pany to obtain a SEI CMM Level 5 AN figures in % for the year ta June 2002
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and Dr Reddy’s Laboratories

r Reddy's awes much of its s s
scientists, Thanks to their skill and dedicat
Dr Reddy’s became the first Indian compan
1se for a generi
drug in the US. In monetary terms? Profits from
the sale of thisdrug is believed to bearound Rs 200 crore.
And, news is that Dr Reddy's is gearing up to launch
another blockbuster in the US. which. industry wa
. could prove a goldmine. Says the company's execu-
tive vice-chairman and CEQ G.V. Prasad: “Amlodipi
represents a significant milestone in the execution of our
US specialty business strategy: The specialty business will
be a vital link in our transition from a generi
ceutical company to a discovery-led global one.”
Begmning with bulk drugs in 1984, Dr Reddy’s moved
to formulations in 1987, It entered the US generic mar-
ket In 1998, In the early vears, the company concen-
trated on strengthening its reverse engineering capabill
tes to produce high-quality bulk drugs and formuls
tions at low cost. However, it soon realised that the ulti-
mate accolade for a pharmaceutical company comes
from the strength of its drug discovery programme and
the size of its new chemical entity (NCE) pipeline.
Consequently. in 1992 it began investing in new dru
discovery capabilities and re ch. These efforts have
paid off and today the company is known for its rich
R&D pipeline of patent-ready drogs. with nine new
drugs in various stages of

trial. It Is also the only

company o e tcosed AUl REDDY

three such drugs to com- Chairman

panies abroad for further  we cannot be a pris-
g oner of averages;

cost of  the test is to con-
launching a new drug is  gigtently beat these
over $800 millionandthe  gg.called averages.

's: “We cannot be a zale), but plans to stay with this high-risk. high-return

prisoner of averages. The test of a successful R&D-driven  strategy. Saysa company spokesperson; “There is always
pharmaceutical company should be bility to consi degree of uncertainty but we expect to benefit signi

tently beat these so- " His vision for the  cantly from the upside possibilities of this approac

company—about eig d late development Historically. the company has grown fast, Over the last

ard, wewill 12 years, sales have grown ata CAGR of 41 percent and

strategy of licensing out our mole- net profit ata CAGR of 73 per cent. Its profil margins are

cules 1o facilitate our move up the value chain,” headds.  among the best in the industry. Although the company

The company also hias an aggressive says it does not provide earnings

export strategy in the US. Of the 14 i guidance for the future, it says there

marketing approvals pending in the 1N StOry in Numbers lot of opportuniis i the ncar

US. hall are patent-challenging. [RetmIon auly 416  term in the US generics and specialty

an y of close to s 125  business, which could drive growth

in Innovator sales. So far,  [icome 3 CAGR S48 beyond historical growth rates.

has had one success (flu-  Profits 3-yr CAGR 1071 Clearly, the future for Dr Reddy's

oxetine) and one failure (omepra- Al figeres in % for e yuar o June 2002 appears as exciting

the past. Il
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