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Saksoft: Five-Pillar Analysis
DalalBytes Research | October 26, 2026 | NSE: SAKSOFT, BSE: 590051

Companion to the Saksoft investment report (66/100, Selective Positive). This piece grades the business against the five-pillar
engine: Sunrise, Leadership, Moat, Iron Fortress, and Free Cash Flow.

Reference price: Rs 131.28 (NSE close, October 26, 2026). Two pass, three partial.

Grades at a glance

Pillar Grade

Sunrise (digital and AI services demand) PARTIAL

Leadership PARTIAL

Moat PARTIAL

Iron Fortress (balance sheet) PASS

Free Cash Flow PASS

Overall fit verdict: two pass, three partial. Saksoft pairs a net cash fortress and a free cash flow record

above reported profit with three unproven items: AI era demand at mid-market clients, a founder to

professional CEO handover, and a relationship moat with no pricing power. Full investment report score:

66/100, Selective Positive.
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Pillar 1: Sunrise, PARTIAL

GRADE: PARTIAL

The demand pool is real and large. Enterprises keep spending on cloud migration, data platforms, legacy

modernisation and now AI integration, and Saksoft's home verticals, mid-market banking, logistics and

commerce, are all digitising from a low base. The company's own evidence of demand is the pipeline:

about USD 5 million six months before the FY26 earnings call, USD 25 million at the call, and USD 28

million in Q1 FY27, pulled forward by vendor consolidation, where clients cut supplier lists and give

survivors more work.

The deduction is about who Saksoft's clients are and what AI does to the work. Mid-market companies,

Saksoft's deliberate niche of clients roughly between USD 100 million and USD 3 billion of revenue, are

the first to defer discretionary IT projects when conditions soften. Q1 FY27 proved it: revenue fell 0.2%

year on year on delayed decisions at top clients, in the same quarter when larger peers with Fortune 500

exposure still grew. At the same time, AI compresses the price of the application and testing work at the

core of the model, so the sunrise is partly a repricing event, not only a demand event. A growing market

whose unit prices are under structural pressure, served through clients with fragile budgets: PARTIAL.
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Pillar 2: Leadership, PARTIAL

GRADE: PARTIAL

The founder record grades well on delivery and capital discipline. Aditya Krishna took a 1999 Chennai

startup to Rs 1,007 cr of revenue by FY26, compounded PAT at about 20% a year over FY22 to FY26,

kept promoter holding flat at 66.68% to 66.72% for eight quarters with zero pledging, and funded a dozen

acquisitions mostly from internal accruals without a dilutive blow-up. The acquisition ladder was bought for

capability, Augmento Labs for digital engineering at Rs 97.5 cr, Zetechno for ServiceNow, Solveda for

commerce, and the Augmento amalgamation was completed through NCLT in 2026 to simplify the

structure. That is a builder's record, not a promoter-operator's cash extraction record.

The deductions are the target and the timing. The USD 500 million revenue goal for FY30 requires about

33% compound growth from FY26 revenue of about USD 120 million; the covering broker models 6.4% for

FY27 and 11.3% for FY28, and Q1 FY27 was flat. A target that far from the run rate is either a stretch goal

doing motivational work or a credibility liability, and shareholders cannot yet tell which. Second, the

succession is brand new: Gurmeet Chahal, a credible operator who listed Digitide in 2025 after its

demerger from Quess Corp, became the first non-promoter CEO only on October 12, 2026. Hiring him was

the right move, made from strength. It is still a promise at grading date, and this pillar grades records, not

resumes. PARTIAL, with the clearest upgrade path of any pillar here.
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Pillar 3: Moat, PARTIAL

GRADE: PARTIAL

What Saksoft owns is position inside accounts. Sixteen clients bill over USD 1 million a year, the top 20

account for about 70% of revenue, and inside those accounts the firm holds the testing suites, data

pipelines and modernisation roadmaps that are expensive and risky to hand to a stranger. Its platform

practices carry third-party validation that takes years to earn: Zetechno is a Premier ServiceNow partner,

CEPTES anchors Salesforce, and the vertical record in logistics and mid-market financial services gives it

vocabulary that a generalist cannot fake in a sales meeting. Vendor consolidation, the dominant client

fashion of 2026, rewards exactly this profile: broad enough to absorb a cut supplier's work, small enough

to care.

What it does not own is pricing power, proprietary product, or scale. Every service line is contestable by

tier-1 firms moving down-market, by mid-tier rivals four to eight times its size, and by clients insourcing into

global capability centres. The moat evidence cuts both ways in the numbers: margins expanded in FY26,

which suggests pricing held, but a single quarter of client hesitation stopped growth entirely, which

suggests the moat does not compel spending. A relationship and certification moat, real but rented quarter

to quarter: PARTIAL.



© DalalBytes Educational purposes only, not financial advice. 5

Pillar 4: Iron Fortress, PASS

GRADE: PASS

The numbers settle this pillar. Net worth is Rs 779 cr at March 2026. Cash and short-term investments are

Rs 251 cr against total debt of Rs 43.7 cr, for net cash of about Rs 207 cr on a narrow count and about Rs

250 cr on management's broader count from the FY26 call. Debt to equity is about 0.06. Promoter

pledging is 0.00%. The current ratio is 2.17. Interest cover is above 20x on market data compilations.

The siege test for an IT services firm is a demand winter, and the structure is built for one: capex is under

0.5% of revenue, the cost base is mostly people who can be benched or released, and there is no

acquisition debt overhang, because deals were paid from accruals and the small borrowings taken for

them were partly repaid in FY26 (financing cash flow negative Rs 48.7 cr). Two honest reservations:

debtor days near 80 mean a slice of the asset side is slow-paying mid-market receivables, and the cash

pile will be partly spent if the programmatic M&A; agenda runs at the guided Rs 100 cr deal scale. Neither

changes the structure's verdict. A net-cash, unpledged, lightly levered balance sheet: PASS.
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Pillar 5: Free Cash Flow, PASS

GRADE: PASS

This is the strongest pillar in the file. Operating cash flow was Rs 84.1 cr in FY23, Rs 116.7 cr in FY24, Rs

111.0 cr in FY25 and Rs 171.1 cr in FY26. Capex is almost a rounding error in an asset-light model, Rs 4.3

cr in FY26, so free cash flow tracks operating cash flow closely: Rs 76.7 cr, Rs 115.0 cr, Rs 107.1 cr and

Rs 166.8 cr across the same four years. Free cash flow exceeded reported PAT in each of FY24, FY25

and FY26, a conversion record above 100% that most companies in this queue cannot match. One

provider's five-year cumulative free cash flow count is about Rs 516 cr.

The watch items are quality, not existence. FY26 operating cash flow benefited from working capital

release after two flatter years, so the Rs 171 cr print is a good year, not a run rate to capitalise blindly.

Debtor days near 80 days remain the leak through which a mid-market downturn would first show up in

cash. And the dividend is small, about 10% of PAT, so cash mostly accumulates or funds acquisitions

rather than returning to holders. None of that argues with the grade: cash shows up, every year, in

amounts larger than accounting profit. PASS.
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Summary
• Pillar 1. Sunrise: PARTIAL, a large and growing digital and AI services market with a pipeline up

fivefold to USD 28 million, against mid-market clients who defer first and AI pricing pressure on core

services

• Pillar 2. Leadership: PARTIAL, a 27-year founder record of 20% PAT compounding, zero pledging

and disciplined acquisitions, against a USD 500 million target far above the modelled run rate and a

CEO succession two weeks old

• Pillar 3. Moat: PARTIAL, deep position inside 16 million-dollar accounts with Premier ServiceNow

and Salesforce practices, but no pricing power, product or scale against tier-1 and mid-tier rivals

• Pillar 4. Iron Fortress: PASS, net worth of Rs 779 cr, net cash of about Rs 207 to 250 cr, debt to

equity of about 0.06 and zero promoter pledging

• Pillar 5. Free Cash Flow: PASS, free cash flow of Rs 166.8 cr in FY26, above PAT for three straight

years, on capex under 0.5% of revenue

Two of five pass, and the two that pass are the balance sheet and the cash engine, which is the right way

round for a Selective Positive. The partials share one root: everything about demand, leadership ambition

and competitive position is plausible but unproven at the slope the company's own target requires. That is

why the investment report scores the stock 66/100 Selective Positive rather than Positive on the financial

record alone, and not Neutral on a flat quarter: at 12.6x earnings, the market charges nothing for the proof

arriving.

What changes the grade: Sunrise upgrades if AI and consolidation demand converts the USD 28 million

pipeline into two years of mid-teens growth, and downgrades if mid-market deferrals spread to renewals.

Leadership upgrades on two growth quarters under the new CEO or a cleanly integrated acquisition, and

downgrades if the FY30 target is dropped without a framework or promoter holding falls. Moat upgrades on

disclosed outcome-based deals at scale. Iron Fortress downgrades only on debt-funded acquisition sprees

or pledging appearing. Free Cash Flow downgrades if receivables push debtor days past 95 or a full year

prints negative.
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Sources
• Company filings and calls: FY26 audited results, Q4 FY26 and Q3 FY26 earnings calls, investor

presentations, shareholding patterns to September 2026

• MNCL research: Q4 FY26 and Q1 FY27 updates (pipeline, estimates, net cash commentary)

• PR Newswire, October 12, 2026: Gurmeet Chahal CEO appointment and mandate

• Market data compilations: ET Money, MoneyWorks4Me, TipRanks, StockAnalysis (financials, cash

flow, pledging, ratios) at October 26, 2026

• Full source list in the companion investment report.


