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COMPANY OVERVIEW 



NIIT: IT Training To GTD 

Pioneered 
Franchising in 
Education 

Key Competencies 
Developed: 

- Pedagogy 

- Management of 
distributed delivery 
process,  

- Partnerships 

4 
NIIT has grown from being an IT training company to a global talent development corporation 

1982 1993 2000 2004  2006 

IT Industry 
Slowdown IPO 

Training and  IT 
Services 
business  

CAGR >50% + 

Established 

Demerger of 
IT Services 

2008 

 

Global Talent 

Development 

Company 

 

   ILS 

 

   SLS 

 

   CLS 

Launch of IFBI 
& Imperia 

Launch of 
Uniqua 

2011 

Launch of NYJ, 
and Cloud 
Campus 

 

   SBS 



NIIT: Organization Structure 
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IT 

Business Process 
Management 

Banking & Finance 

Management 
Education 

nGuru Learning 
Solutions 

ICT Projects 

Managed Training 
Services 

Custom Learning 
Projects 

Vocational Skills  
(9 Service Sectors) 

Percentages reflect share of Net Revenue for the business, on continuing business basis (rounded to nearest integer) 

School Learning 
Solutions 

Individual Learning 
Solutions 

Skills Building 
Solutions 

Corporate Learning 
Solutions 

19% 49% New Business 32% 

Academics Employability Productivity 

• Multimedia Teaching 
& Learning Content 

• IT Learning 
• Teacher Training 
• School Management 

Services 

• IT,  Business Process 
Management, Banking 
& Finance, 
Management 
Education 

• Professional Life skills 

• Vocational Skills 
• 9 Service Sectors 

including IT/ITES, Retail, 
Finance, Hospitality etc 

• Managed Training 
Services 

• Learning Delivery 
• Custom Learning 

Solutions 



˃ Number of Shares Outstanding: 165 
million (FV of Rs 2 each) 

˃ Last Bonus, Split: 5:1 Split, 3:2 Bonus; 
Sept 2008 

˃ Credit Rating:   

      National Long-Term ‘IND AA-  

      National Short-Term ‘IND A1+ 
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 7,544   8,335   8,642  
 10,417   9,608  

FY09 FY10 FY11 FY12 FY13

Revenue 

 998  
 1,235   1,267   1,198  

 523  

FY09 FY10 FY11 FY12 FY13

EBITDA 

214 231 248 264 264 

FY09 FY10 FY11 FY12 FY13*

Dividend Payout 

Rs Mn 

Financials exclude Element K, which was divested by the company on October 14, 2011 

NIIT: Last 5 Year Financial Track Record 

*Proposed 



Capital Structure 

7 

• No of Shares – 165.1 Mn 
• Face Value – Rs. 2 per share 

Total Capital employed – Rs. 8,544 million 

*NIIT Limited owns 24.1% of NIIT Technologies  

Promoters 
33% 

FIIs 
20% 

DMF & FI 
13% 

Public 
34% 

Equity  
82% 

Gross 
Debt 
18% 

Invest
ments 
28% 

Net 
Fixed 

Assets 
27% 

Net 
Current 
Assets 
33% 

Cash 
12% 



NIIT has made significant contribution to training  

and education, globally …over 30 million learners 
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30,000+ IT professionals for 
Chinese economy per annum 

IT enablement for 
Bhutan and Maldives 

Trained over 4 lac school 
teachers to leverage IT 

IT Enabled >10 Mn school children  

Helped  over 4 Mn individuals 

perform better at their jobs 

Enhanced income for more than 

75,000 BPL families 
Developed over 200,000 
hrs of learning content 

Nurtured over 2000 
entrepreneurs 

http://www.niitfoundation.org/index.php/programs/district-learning-center


…and has received numerous recognitions and awards 
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Highest Rated Education Brand 

14 Brandon Hall awards for 
corporate training 

NIIT received Dataquest ‘Top IT 
Training Company’ Award in 2012 

for the 20th consecutive year 

NIIT USA ranked among the Top 
20 Companies in Training 

Outsourcing, 2012 by Training 
Industry, Inc. for the sixth 

consecutive time since 2008 

NIIT Nguru ICR@Home 
received Award for best 

“Use of Assistive 
Technology for 

Education” 

Amongst ‘Top 10 India’s Best 
Companies To Work For’ , rated 
No. 1 in Education and Training 
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BUSINESS OVERVIEW 



• Improving  individual employability in IT Sector 

• Career, Career-edge and skills upgrade courses for 

individuals 

• For Engineers, Science/Arts/Commerce graduates, working 

professionals 

• Instructor-led, enhanced through cloud based solutions 

• India, China, Developing World 

IT Training 
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NIIT is Asia’s No.1 IT training company 

Technology Partnerships* 

*Selected 

http://www.cisco.com/en/US/hmpgs/index.html
http://www.pearsonvue.com/


• In equity partnership with ICICI Bank 

• Career, Career-edge and Skills upgrade courses for individuals 

• For graduates and working professionals 

• Instructor-led, supplemented by e-learning 

IFBI - Finance, Banking & Insurance Training 

12 
Creating job ready professionals for banking, insurance & financial services industry 

IFBI: Partnerships* 

*Selected 

NIIT IFBI.pptx


NIIT Uniqua - Business Process Management 

13 Creating skilled workforce for the ITES sector  

• Joint venture between Genpact & NIIT 

• Career, skills upgrade courses 

• Offers training to meet the growing 
requirement for professionals skilled in 
business/knowledge process outsourcing 
sectors 

• Onboarding, On-the-job Skills & Productivity 
enhancement and Leadership Development 

Partnerships* 

*Selected 



• Executive management education for individuals 

• Career upgrade courses for working professional 

• Synchronous learning delivery model 

• Instructor-led, supplemented by e-learning 

 

NIIT Imperia - Management Education 

14 Enhancing reach of quality management education 

Imperia: Partnerships* 

*Selected 



ILS: Our Reach 
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India :  597 Centers 

China:  124 Centers 

ROW:  129 Centers 



End to End servicing capability 

Corporate Learning Solutions 
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Over 50 Industry Awards 

http://www.niit.com/aboutniit/Pages/AwardsandRanking.aspx


Customers across various industries 

Corporate Learning Solutions 

17 

Logos represented above are trademarks of respective companies 



SLS: nGuru Solutions Portfolio for Schools 
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NIIT has the widest range of offerings 

ICR Cloud  

Math Lab 

Science Lab 

Quick School @ Cloud 

Web & Multimedia curriculum 

Shared computing 



SLS: Our Credentials 
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NIIT has the widest reach in the market  

10 mn + 

400 k + 

45 k + 

16 k + 

24 k +  

Cumulative 

Students 

Teachers 

Instructors 

Schools 

Hrs of Content 
Private and Government Schools 

Private Schools 

100 k + 
Nodes 



Skill Building Solutions 
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NIIT has the right credentials to deliver on the large opportunity 

• In equity partnership, and funding 
support from NSDC 

• To set up over 1,500 centers in 1,000 
cities, over 10 years 

• To Transform over 7 million unskilled 
youth into readily employable 
professionals 

• Segments: IT/ITES, Media & 
Entertainment, Education & Training 
Services, BFSI, Retail, Hospitality, 
Healthcare, Telecom & select informal 
sectors 
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RESULTS UPDATE 



 India’s GDP growth slowed to lowest in a decade at ~5%; However economy expected 
to see a moderate pickup in F14 

 Hiring sentiment in India witnessed a sharp decline across sectors with Net 
Employment Outlook falling 19 percentage points YoY (Source: MEOS) 

 Hiring in IT sector dropped over 20% in FY13; Proposed changes in Immigration Bill on 
temporary worker visas add further uncertainty to industry demand 

 Companies hiring skilled workers, just in time, positive for NIIT’s placements and 
business in the long term  

 Demand for training for bank jobs remains strong and expected to pick up on new 
bank licenses 

 Pace of government collections remains slow; However private schools increasingly 
demanding differentiated offerings to remain competitive in the market; Technology 
solutions entering phase of mass adoption 

 Increased outsourcing to specialized training firms as companies demand both 
efficiency and effectiveness from their training function; However economic 
uncertainty affects sales cycles and transition periods 

Environment 

Macro headwinds continue; but certain segments poised for growth  



Consolidated Financials: P&L 

On a continuing business basis* 

*excluding EK and pass through revenues in SLS 
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(Rs. mn) FY'13 FY'12 YoY (%)

System wide Revenues 15,260 17,293 -12%

Net Revenues 9,433 9,935 -5%

Operating expenses 8,910 8,737 2%

EBITDA 523 1,198 -56%

EBITDA% 6% 12% -651 bps

• Despite robust performance by Corporate and Schools Learning Solutions business, 
overall business impacted by weak performance of Individual Learning Solutions  

 

• EBITDA impacted by operating leverage and change in business mix 

 



Consolidated Financials: Balance Sheet 

• Reduction in net fixed assets of Rs 143 million in FY13 
• DSO increased to 141 days, versus 125 last year.  
• Net Debt at Rs 462 million, up YoY; however down Rs 271 million in Q4 FY13 

Rs Mn
As on 

Mar'12

As on 

Mar'13

Equity 330 330

Reserves and Surplus 6,329 6,396

Net Worth 6,659 6,726

Debt 1,087 1,525

Total Sources of Funds 7,746 8,251

Net Fixed Assets (incl. CWIP) 2,473 2,330

Investments 1,950 2,357

Deferred Tax  Assets 67 153

Cash and Cash Equivalent 1,020 1,063

Net Current Assets (ex Cash) 2,237 2,348

Total Application of Funds 7,746 8,251

Debt / Equity 0.16 0.23

BV/Share 40.3 40.7



Corporate Learning Solutions 

• FY13: Revenues up 19%, EBITDA Rs 339 mn, up 111% YoY, EBITDA margin at 11% (up 485 
bps YoY) 

• MTS grows 41% YoY; contributed 72% to CLS revenues 

Schools Learning Solutions 

• FY13: Revenues up 16% YoY, non-GSA up 17% YoY  

• non-GSA contribution increases to 43% for FY13 vs 36% LY 

Individual Learning Solutions 

• FY13: Revenues down 21% YoY, overall enrolments down 20%; Non-IT enrolments up 48%,   

Skills Building Solutions 

• 34 Centers operational 

• Over 4800 registrations for the year 

 

 

NIIT: FY13 - In Perspective 
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NIIT  ranked  10th amongst Top 50 companies, by  Great Places to work 

 



On Continuing business basis, excluding pass through revenues 

Business Mix 

EBITDA 

Net Revenue 

Individual
49%

Schools
19%

Corporate
32%

Skill Building
0%

FY13

Individual
59%

Schools
16%

Corporate
26%

Skill Building
0%

FY12

Growth 

Individual -21%

Schools 16%

Corporate 19%

Individual
23%

Schools
30%Corporate

65%

Skill Building
-18%

FY13

Individual
78%

Schools
12%

Corporate
13%

Skill Building
-4%

FY12

Change 

Individual -812 mn

Schools +9 mn

Corporate +177 mn

Skill Building -43 mn



Corporate Learning Solutions 
On a continuing business basis 

• MTS revenues up 41% YoY; contributes 72% to 
CLS mix 

• 5 MTS customers added in FY13, end year 
with 14 customers  

• Order Intake of  USD 62.5 mn, up 16% YoY    

• Pending order Book stood at USD 53.6 million,  
66% executable in next 12 months 

• Overall revenue visibility of  USD 143 mn 

Rs. Mn FY 13 FY 12 YoY

Net Revenues 3,037 2,543 19%

EBITDA 339 160 111%

EBITDA % 11% 6% 485 bps
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School Learning Solutions 
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• Non GSA revenue up 17%  YoY , contributes 
47% to SLS mix* 

• Added 817 schools; up 19% YoY 

• Order Intake of Rs. 916 mn 

• Pending Order book stood at  Rs. 5,059 mn, 
27% executable in next 12 months 

Rs. Mn FY 13 FY 12 YoY

Net Revenues 1,805 1,560 16%

EBITDA 156 146 7%

EBITDA % 9% 9% -72 bps

*Excluding pass through revenues  

* 



Individual Learning Solutions 
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• Overall enrolments at 448K down 17% on like to like 
basis; Non-IT enrolments up 48% YoY  

• Record participation in NITAT; up 22% YoY 

• Placements at 36,890;  down 4% YoY  

• 50 Courses launched on Cloud Campus, over 150 
centers 

• New programs: Diploma in Applied Finance, 
Infrastructure Management , Digital Marketing, Sales 
Officers for Banks 

• Pending order book at Rs. 1,733 mn, 66%  executable in 
next 12 months 

 

Rs. Mn FY 13 FY 12 YoY

Net Revenues 4,582 5,829 -21%

EBITDA 119 936 -87%

EBITDA % 3% 16% -1,345 bps



Skill Building Solutions 
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• Overall 34 centers in 5 states 

• Over 4,800 enrolments in FY 13 

• Tie-ups with over 250 employers 

Rs. Mn FY 13 FY 12 YoY

System wide Revenues 10 2 8 mn

Net Revenues 10 2 7 mn

EBITDA -92 -50 -42 mn
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FUTURE DIRECTION: 
KEY INITIATIVES & STRATEGIES 



Platforms of Growth 

Platforms of Growth: Journey so far… 

MTS 

 14 Global 
customers  

 Revenue visibility  
increases to $ 143 
million 

 Revenue up  41% 
YoY 

NGuru 

 nGSA grows 17% 
YoY, 43% of SLS vs 
36% LY  

 817 private schools 
added in FY 13, 
+19%  YoY 

 Cumulative 1,504 
Schools added 

Yuva Jyoti 
 

 34 centres 
operational 

 4,800+ enrolments 
in FY13 

Cloud Campus 
 

 27 K enrolments  
since roll out 

 50 courses now 
offered on the 
cloud 

Individual Corporate Schools Skills 



NIIT Opportunity Space: Individuals 

33 Large market with headroom for growth 

25.9 

19.1 

29.3 

18% 

95% 

29% 

0%

20%

40%

60%

80%

100%

10

15

20

25

30

35

India USA China

GER in HE 

HE GER and Enrolment Comparison 

 Over 35 million students enrolled by FY17 (GER 25.2%) , and over 42 million by FY21 (GER 30%) 

43% 

63% 

90% 

FY00 FY10 FY17

GER in SE 

5% 6% 
10% 12% 

18% 

25% 
30% 

FY80 FY90 FY00 FY07 FY12 FY17P FY21P

Source: Planning Commission 



 

 

 

 

 

 

IT to Global Talent Development: Ride the Cloud 

34 Cloud Campus to Enable Next Phase of Growth for NIIT 

IT 

IT 

2013-Future 

Banking & Finance 

Business Process Mgmt 

Management Education 

Prof. Life Skills 

2007-2012 

Brick  
& 

Portal 

IT 

Business Process Mgmt 

Design 

Retail 

Healthcare 

Banking & Finance 

Strategic Rationale: 

 Explosion of  diverse skill needs 

 Changing learner needs: flexibility, on –demand learning 

 Higher scalability with available resources: lower delivery cost, 
better capacity utilization 

 Need for speed to market 

Management Education 

1982-2006 

Hospitality  

Telecom/Mobility 



Cloud CampusTM : A New Way of Learning 

35 Increase reach and efficiency 

Cloud 
Courseware 

Anywhere 
Lab 

Lesson on 
Demand 

Online 
Assessments 

BuddyNet 
Learning 

Cloud 
Classroom 

GNIIT_Cloud_Campus.mp4


Individual Learning Solutions 

36 Non-IT Portfolio to drive growth for ILS 

482 

665 

763 

FY 11 FY12 FY13

Non-IT Revenue (Rs Mn) Share of Non-IT 

9% 

11% 

17% 

FY 11  FY 12  FY 13

IT Hiring (in ‘000) 

241 236 

188 

FY 11 FY12 FY13

 Weakness in hiring sentiment expected to 
continue for 2-3 quarters 

 However, sentiment expected to improve 
as backlog of candidates with jobs offers 
get absorbed 

 Non-IT training picking up momentum 

 Cloud campus to expand reach of non-IT  

15% 40% 



Individual: Realigning For Higher Growth 

Key Initiatives and Direction 

• Cloud Campus: Expand reach for new product portfolio and increase efficiency 

• Cost Consolidation: Rationalize operations, product portfolio  and capacity 

• New Age Courses in IT: Business Analytics, Cloud Computing and Mobility, Digital 
Marketing 

• ‘NIIT One World’ Centers: Integrating IT, BPM, Finance and Management offerings; 
expand portfolio of non-IT programs 

• Focus on non-IT and higher realization courses 
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Key Trends 

• Opportunity large and growing with increasing enrolment  in 
higher education  

• Cautious environment in IT hiring affects near term consumer 
sentiments 

• Strong growth in Non-IT segment training segment  



NIIT Opportunity Space: Corporates 

38 Corporate training market represents a huge opportunity  

6.0% 

-11.0% -11.0% 

2.0% 

9.5% 
12.0% 

2007 2008 2009 2010 2011 2012

US spending at $75 Bn 
Global training spend  
$100Bn+ 

Source: Bersin 

US Corporate Training Spending 

• Skill development expertise is the new arsenal for business success 

• Continued surge in corporate training spending as US corporations focus on 
reskilling their workforce; underscores corporate commitment to training 

• The L&D footprint Continues to shrink (5 per 1000 in 2012  vs 6.7 in 2006) 

• Training is a specialized function  and organizations are increasingly relying on 
specialists to outsource training  



852 

1544 

2174 

FY11 FY12 FY13

Managed Training Services 
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MTS to drive steady growth for CLS business 

MTS contribution to CLS 

Number of MTS Customers 

43% 

63% 
72% 

FY11 FY12 FY13

6 

9 

14 

FY11 FY12 FY13

MTS Revenue (Rs Mn) 

• Large market with attractive growth 
opportunity 

• Multimillion dollar annuity contracts 
provide step growth opportunity  

• NIIT has a differentiated competitive 
positioning  

• Margin upside potential due  to 
improved leverage and operational 
efficiencies 

41% 81% 5 3 



 CLS: Focus On Higher Margin Annuity Streams  

Key Initiatives and Direction 

• Improve win rates in MTS RFPs with sharpened value proposition  

• Go deep in identified segments and mine existing customers 

• Improve productivity through innovation 
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Key Trends 

• Continuing surge in spending in corporate 
training  

• Increased attractiveness of managed 
services evidenced by large number of RFPs  

• Economic uncertainty impacting deal closure 
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Size of Company 



Schools: nGuru Product Architecture 
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 School 
Management 

 

Curriculum 
Enhancement 

Learning 
Enhancement 

Class 
Solution 

Staff 
Solution 

Teacher 
Developmen

t 
Solution 

IT LAB 
 

Math 
Lab 

 
Science 

Lab 

 
Assessment 

Lab 

 
Collaborat

ion 

School ERP 
Infra 

Consultancy 
 

Geog
. Lab 

Student 

Teacher 

Professional 
Development 

 
Tuition 

Solution 
ERP 

Solution Collaborative 
Solution 

Classroom  
Solution 

Consultancy 
Solution 

Learning  
Resource 

etutoring 

Soft Skills 

Information 
System for 

Parents 

Info System 
Parents 

Retail Space School Space Tuition Space 

Lang. 
Lab 

Current Focus 



Leverage Cloud Technology for New Age Products 
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New Age 
Products 

IT 
Wizard 

2.0 

QS 
Cloud 

ICR 
Cloud 

Math 
Lab 2.0 

Merging hands-
on activities with 
Multimedia 
content 

Anytime, 
Anywhere access 
through Cloud 
deployment model 

Upgraded version to include 
new age technologies 

Collaborative learning 
solution for schools 



Schools: ICR@Cloud 
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ICR@School 

•Teaching Learning 
Content  

•Assessment Engine 

•CCE Grade Book 

•Reports  

•Analytics 

ICR@Home 

•Students, Parents 

•Learning Content 

•Performance Reports 

•Notification Services 

ICR@Web 

Students, Parents, Teachers, 
Management 

Analytics  

Assessment Engine 

Collaboration 

Notifications 

 

ICR Cloud 



586 

727 

854 

FY11 FY12 FY13

581 

687 

817 

FY11 FY12 FY13

Schools: nGuru Opportunity 
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CBSE 
12% 

ICSE 
2% 

IB 
0% 

State 
Boards 
(Englis

h) … 

~110 K – Private Schools 
Private Schools Signups 

nGSA Revenue 
 Technology based solutions seeing mass 

adoption in private  schools 

 nGuru is pedagogically superior and is the 
broadest suite of offerings in the market 

 Large upsell opportunity with higher 
margins  

nGuru to drive growth  and margin improvement for SLS business 

19% 18% 

17% 24% 



Schools: Reprioritization Of Portfolio 
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Key Trends 

• Slow pace of improvement in Government collections 

• Increased competition in ICR segment, lower scalability 
due to model being capex driven 

 

Focus Defocus 
Key Initiatives and Direction 

• Exiting capital intensive 
business model 

• Focus on receivables in 
government space  

• Focus on products in white 
spaces and value added 
products and services 

 



 SBS: Focus Areas 

Target Audience 

 

• Educational Profile:   

– Class X Completed 

– Non-Graduate 

 

• Demographic Profile 

– Middle/Low Income Households.   

– Under employed Service Sector 
Workers 

 

 To address  9 Service Sectors offering 52.2 million jobs. 

Retail BFSI 

IT/ITES Education Services 

Informal Sector 

Hospitality Telecom 

Media & Entertainment Healthcare 
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 SBS: Innovative Pedagogy/Delivery Using Technology 

47 
CCTV and Biometric devices to aid student management 

CAREER MODULES 

Using the mobile as  
an assessment tool  

Classroom 
Learning 

VIDEOLOG 1 
Pre-test 

IT and Self-Paced 
learning  

Computer 
Lab 

VIDEOLOG 3 
Mock Interview 

FOUNDATION MODULES 

Facilitate occupational skill 
building 

Skills 
Lab 

Synchronous 
Learning 

Two way expert  
interaction  

VIDEOLOG 2 
Post-test 



 SBS: Transforming Skill Building  

Key Initiatives and Direction 

• Innovative use of technology to reduce delivery costs 

• Optimizing center specifications with experience  

• Innovative sales and marketing to create awareness at low cost; 360 
degree thrust on mobilization through  

– mass counseling/ job fairs  

– local alliances 

• Strategic employment tie-ups in each sector 

• Focus on increasing capacity utilization 

 

48 

Key Trends 

• Large demand for skilled workforce and large supply pool 

• Low awareness and ability to pay 



 NIIT: Overall 

NIIT’s core competencies, acquired over its 3 decades of 
existence, will remain foundational to its future 
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Pedagogy 

Technology 

Partnerships 

Creation of quality learning materials 

Distributed education process management 

Building sustainable partnerships 



NIIT: Source of Value 
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1. Focus on four Platforms of  Growth 

– Individual: Cloud Campus 

– Schools: nGuru 

– Corporate: Managed Training Services 

– Skills: Yuva Jyoti 

2. Strengthening of Balance Sheet 

– Most of investments in growth platforms completed  

– Exiting capital intensive businesses models 

– Deleveraged balance sheet  

– Focus on free cash flow generation  

3. Business Mix Improvement 

– Improved margin and ROCE profile of continuing businesses  

– Aligned to attractive markets, reduced dependence on single sector 

 

  

 

  

@NIITLtd: Building  Growth #Platforms and Riding the #Cloud 



51 

Leadership in the  
Century of the Mind 

twitter.com/NIITLtd 

facebook.com/NIIT4u 

http://twitter.com/NIITLtd
http://www.facebook.com/NIIT4u

