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1. EXECUTIVE SUMMARY
Tejas Networks (TEJASNET) is India's most IPR-intensive telecom equipment company — a Tata Group entity operating at the intersection of optical networking, 4G/5G Radio Access, semiconductor design, and data center interconnect. With 585+ patents filed, 65% of employees in R&D, and a product portfolio spanning wireline, wireless, satellite, and broadcast, Tejas has no exact Indian peer and only a handful of global analogs.
The core investment thesis draws a compelling parallel with Arista Networks (ANET), which compounded ~1,200% over a decade by riding the data center Ethernet switching megatrend. Cisco rode the internet buildout. Juniper rode the routing renaissance. The question we address is: Can Tejas Networks ride both India's telecom infrastructure super-cycle AND the global AI/Data Center networking wave simultaneously?
Our research identifies three thesis pillars and seven non-obvious optionalities that make Tejas structurally undervalued at the current ~₹380 CMP despite its near-term execution headwinds.
Investment Thesis in Three Lines
1. SCALE ESTABLISHED: Tejas delivered 100,000 BSNL 4G/5G sites — one of the world's largest single-vendor RAN deployments — in 18 months, proving manufacturing and delivery capability at carrier grade.
1. PIVOT UNDERWAY: Management has explicitly signaled a shift from 'connecting data centers externally' to 'networking inside the data center' — a TAM expansion from ~$2B to $30B+ that mirrors Arista's 2014-2024 journey.
1. OPTIONALITY RICH: D2M chipsets, 6G co-development with NEC, alien wavelength optical tech, Saankhya's SoC program, and US market PoC wins are underappreciated call options embedded in the current price.
Key Financial Snapshot
	Metric
	FY24A
	FY25A
	FY26E
	FY27E

	Revenue (₹ Cr)
	2,471
	8,923
	~1,600
	~4,800

	EBITDA (₹ Cr)
	376
	1,250est
	~(200)
	~720

	PAT (₹ Cr)
	63
	447
	~(650)
	~350

	EPS (₹)
	3.5
	25.1
	~(36)
	~19.7

	Order Book (₹ Cr)
	9,028
	1,019
	2,500+
	5,000+


Note: FY26E is a trough year due to BSNL PO delays and inventory overhang. Recovery trajectory in FY27 depends on BSNL add-on execution (₹1,526 Cr), BharatNet Phase III ramp, and NEC manufacturing revenues.


2. COMPANY OVERVIEW — TEJAS NETWORKS
Origins and Evolution
Founded in 2000 by IIT/IISc alumni in Bengaluru, Tejas Networks began as an optical networking equipment company and spent its first decade building carrier-grade DWDM and packet transport products for global telecom operators. The company listed on Indian exchanges in 2017. A pivotal moment came in 2021-2022, when the Tata Group, through Panatone Finvest Limited, acquired a majority stake (now 53.5%), investing approximately ₹1,884 crore across two tranches.
The 2022 acquisition of Saankhya Labs — a fabless semiconductor company incubated at IIT Kanpur — was equally transformative, giving Tejas 'chipset-to-systems' capability that even global competitors like Nokia and Ericsson lack. Saankhya brought 100+ international patents in SDR (Software-Defined Radio) architecture and DSP design, creating India's first indigenous chipset-to-platform deep-tech entity.
Current Product Portfolio
	Domain
	Products
	Key Customers

	Wireless RAN (4G/5G)
	Ojas64 (64T64R MIMO), 32TR MIMO, macro radios, Converged 4G/5G Core
	BSNL, Vi, Rakuten network pilots

	Optical Transport
	DWDM (1.2 Tbps/wave), PTN, OTN, alien wavelength
	PowerTel, FibreConnect (Italy), Africa ISPs

	Broadband Access
	GPON/XGS-PON (FTTx), enterprise FTTX
	Private telcos, BharatNet LMC, SAARC

	IP Routing/Switching
	TJ1400 IP/MPLS routers, Carrier Ethernet
	BharatNet III (50,000+ units), Railways, Utilities

	Semiconductor/SDR
	SL-3000 D2M chipset, 5G SoC (under development)
	Intel, HMD, Lava, defense

	Satellite & Satcom
	Satcom Xponders, Mobile Satellite Terminals, VSAT
	Dept. of Space (33,000+ fishing vessels)

	Network Management
	NMS software, CloudVision-equivalent platform
	All product lines


Tata Group Strategic Advantage
Being part of the Tata Group is more than just financial backing — it provides Tejas access to TCS as a system integration partner (the BSNL project was executed via TCS), potential synergies with Tata Communications (DCI, enterprise networking), Tata Consultancy Services (managed services layer), and international market access across 100+ countries where the Tata brand is established. This is the 'picks and shovels' supplier within the Tata Group's telecom ecosystem strategy.


3. THE US ANALOG — CAN TEJAS REPLICATE THE ARISTA PLAYBOOK?
What Made US Networking Giants Multibaggers?
Between 2014 and 2026, Arista Networks compounded at ~25% CAGR, delivering 1,200%+ total returns. The core insight was simple but profound: the data center networking layer is structurally mission-critical, deeply sticky, and benefits from high barriers to entry in the form of operating system lock-in and certified interoperability.
	Company
	Winning Formula
	Key Moat
	Peak Return
	Trigger

	Cisco Systems
	Dominated enterprise routing/switching; internet backbone
	Proprietary IOS, ecosystem lock-in
	~6,000% (1990-2000)
	Internet buildout

	Juniper Networks
	ASIC-driven high-performance routing; carrier-grade reliability
	Junos OS, service provider trust
	~5,000% (1999-2000)
	Telco spending surge

	Arista Networks
	Merchant silicon + open EOS; cloud-scale switching
	EOS single-OS, CloudVision SaaS, 400G/800G leadership
	~1,200% (2014-2024)
	Cloud/AI DC buildout

	Extreme Networks
	Campus + data center Ethernet; software-driven management
	ExtremeCloud IQ platform, SMB/enterprise breadth
	~800% (2020-2022)
	Wi-Fi 6 + cloud managed


Tejas vs. Arista — Anatomy of the Analog
Arista's IPO-to-multibagger journey rested on four pillars: (1) a unified network operating system (EOS) that ran identically across all hardware; (2) merchant silicon strategy using Broadcom chips rather than custom ASICs; (3) early wins with cloud titans (Microsoft, Meta); and (4) migration from 100G to 400G to 800G Ethernet fabrics as AI workloads scaled.
Tejas mirrors this template in the Indian and emerging-market context:
	Dimension
	Arista's Journey
	Tejas's Emerging Parallel

	Network OS
	EOS — single image, Linux-based, API-first
	TejOS (NMS) — unified management across optical/RAN/routing products

	Silicon Strategy
	Merchant silicon (Broadcom) — faster iteration
	Merchant silicon for switching + own SDR ASICs (Saankhya) — hybrid advantage

	Anchor Customer
	Microsoft (Azure DC) + Meta — hyperscale validation
	BSNL 100,000 sites — government-scale validation; Vi (private); NEC (international)

	Speed Migration
	10G → 100G → 400G → 800G (AI fabric)
	SDH → DWDM → OTN → Coherent 1.2T (optical); 2G/3G → 4G → 5G (wireless)

	DC Strategy
	Leaf-spine fabric for hyperscale; AI fabric (AI Center)
	DCI via DWDM today; pivoting to intra-DC switching/routing (announced)

	Software Layer
	CloudVision (SaaS analytics, 30%+ margin buffer)
	Network Management + AI-driven orchestration (early stage; high optionality)

	Open Standards
	Open EOS; SONiC-compatible; non-proprietary lock-in
	Open RAN (O-RAN Alliance certified); 3GPP compliant; open interface approach

	Convergence Moat
	Client-to-cloud domain — routing + switching + Wi-Fi under one OS
	Radio + Optical + Routing + Satellite + Semiconductor — no global peer has this breadth


Where Tejas is Structurally Superior
1. Technology Breadth: Unlike Arista (pure switching) or Juniper (routing + security), Tejas operates across wireless, wireline, semiconductor, satellite, and broadcast — a convergence moat that even Nokia and Ericsson cannot fully replicate. Arnob Roy (COO) has publicly stated that no global competitor houses all these capabilities under one roof.
1. Chipset Sovereignty: Saankhya's SL-3000 SDR chipset is India's only indigenously designed broadcast-grade semiconductor. This gives Tejas a 'chip-to-system' capability stack that Arista explicitly avoids (it buys Broadcom chips). In an era of supply chain nationalism, this is a structural differentiator.
1. Emerging Market Leverage: Arista's growth was gated to North America and Western Europe. Tejas has proven deployments in 75+ countries and is executing the BharatNet model for Egypt, Africa, and Southeast Asia — a template no Western vendor can competitively replicate at India-equivalent pricing.
Where Tejas is Structurally Behind
1. No hyperscale anchor yet in data center switching (Arista's Microsoft/Meta relationships were transformative)
1. Software revenue share is negligible (~2-3% vs. Arista's 15%+); margins therefore structurally lower
1. Gross margins (~21% in FY25 BSNL-heavy mix) vs. Arista (63%+) — hardware-heavy revenue mix is a key overhang
1. No publicly traded NOS comparable to EOS; management platform capability is still maturing


4. PATENT PORTFOLIO DEEP DIVE — WHAT CAPABILITIES LIE HIDDEN?
Overview
Tejas has filed 585+ patents globally (as of mid-2025), with 335+ already granted as of Q4 FY24. Saankhya Labs contributes 100+ international patents focused on SDR architecture, DSP, and multi-standard chipset design. The combined portfolio is one of the largest for an Indian technology company outside of software/IT services.
Wireline Patent Clusters
A. Coherent Optical & DWDM
1. High-capacity single-wavelength coherent transceivers — Tejas has launched 1.2 Tbps per wavelength DWDM, competing with Ciena, Infinera, and Adtran at the leading edge of optical transport.
1. Alien Wavelength Technology: Tejas is one of very few suppliers globally to have commercially deployed alien wavelength technology at scale. This allows Tejas to add capacity to brownfield optical line systems from third-party vendors — a critical capability for data center operators who want to sweat existing fiber assets before laying new fiber. Patents in this domain protect the signal optimization algorithms that make alien wavelength viable across heterogeneous networks.
1. OTN/PTN Protocol Stack: Proprietary enhancements to ITU-T G.709 OTN framing, enabling efficient multiplexing of diverse services (Ethernet, SONET/SDH, video, cellular backhaul) over a single optical layer.
1. DC Relevance: Alien wavelength tech is directly applicable to data center interconnect (DCI) — hyperscalers use it to expand inter-DC capacity without replacing the entire optical line system. This positions Tejas directly against Ciena's WaveLogic and Adtran's SDTN in the DCI market.
B. IP/MPLS Routing & Packet Transport
1. TJ1400 router family patents cover optimized forwarding plane architectures for high-density low-power access routing — a segment that Juniper, Cisco, and Nokia compete in but where Tejas has cost-structure advantages.
1. Traffic engineering and MPLS-TP (Transport Profile) patents for carrier-grade deterministic latency — directly applicable to real-time AI inference workloads that require bounded delay across distributed compute.
1. DC Relevance: If Tejas expands from edge/access routing to core DC switching (leaf-spine topology), these TE algorithms give it an architectural head start. The management's stated intent to 'network inside the data center' would use this IP base.
C. GPON/XGS-PON Broadband Access
1. Multi-wavelength PON overlay patents enabling coexistence of GPON, XGS-PON, and 25G-PON on a single ODN (Optical Distribution Network) — future-proofing investments.
1. Ultra-converged transport: Tejas's landmark MWC Barcelona 2019 product integrated 4G/5G baseband, fiber broadband, and optical transport in a single shelf. This convergence is protected by cross-domain integration patents.
Wireless Patent Clusters
D. 4G/5G RAN — Massive MIMO and Beamforming
1. Digital beamforming algorithms for 64T64R Massive MIMO (Ojas64 product) — includes patents on real-time beam adaptation under mobility and multi-user MIMO scheduling.
1. O-RAN interface compliance: Patents covering F1/E1/N2 interface implementations with specific optimizations for low-latency fronthaul — critical for disaggregated O-RAN deployments.
1. RAN-compute co-location architectures — baseband unit (BBU) virtualization on COTS hardware, enabling cloud-RAN (vRAN/OpenRAN) deployment without proprietary hardware lock-in.
1. NEC Relevance: The NEC licensing deal transfers NEC's Massive MIMO IP to Tejas, significantly expanding this cluster. Combined with Tejas's own RAN IP, this could create one of the most comprehensive O-RAN patent portfolios outside of Ericsson and Nokia.
E. Software-Defined Radio (SDR) — Saankhya Labs IP
1. Three generations of SDR chipset architectures optimized for DSP efficiency — the SL-3000 chipset supports simultaneous multi-standard operation (5G NR, LTE, ATSC 3.0, DVB-T2, Satcom) on a single silicon die.
1. D2M (Direct-to-Mobile) broadcast reception patents: Novel receiver architectures that allow a mobile handset to receive terrestrial ATSC 3.0 signals without a dedicated external antenna — the first commercially viable implementation globally.
1. AI/ML-assisted spectrum sensing algorithms for cognitive radio applications — highly relevant for 6G dynamic spectrum access.
1. Satellite-cellular integration: SDR-based architecture that enables seamless handoff between terrestrial cellular and LEO satellite signals — a 6G requirement.
F. Direct-to-Mobile (D2M) — The Hidden Crown Jewel
D2M deserves special attention as a potential company-defining patent cluster. Tejas/Saankhya has built the world's first end-to-end Swadeshi D2M technology stack:
1. SL-3000 chipset powering handsets (HMD, Lava, feature phones and smartphones)
1. D2M tower infrastructure (transmitters, headend equipment)
1. Core network platform for targeted ad delivery, CDN offload, emergency alerts
1. Integration with Intel laptop platforms (first worldwide)
The global TAM for D2M-style broadcast cellular hybrid services is nascent but enormous. South Korea's ATSC 3.0 Next-Gen TV, the US ATSC 3.0 rollout (Sinclair Broadcasting partnership via ONE Media), and Brazil's ISDB-T modernization represent potential export markets where Saankhya's chipset could be embedded in billions of devices.


5. DATA CENTER STRATEGY — THE STATED PIVOT & WHAT IT MEANS
Management's Explicit Signal
In recent investor communications, Tejas management articulated a strategic evolution: 'Thus far we were focused on connecting data centers externally. Now we are focused on networking inside the data center.' This is a watershed statement that marks the potential beginning of Tejas's Arista-moment transition.
Current Position: External DC Connectivity (DCI)
Tejas's existing portfolio already addresses the Data Center Interconnect (DCI) market through:
1. 1.2 Tbps per wavelength coherent DWDM — competitive with Ciena's WaveLogic 5 Nano and Infinera's ICE6 for inter-DC fiber connections
1. Alien wavelength technology — allows Tejas DWDM signals to run over third-party optical line systems, crucial for operators brownfield networks between data centers
1. IP/MPLS routing via TJ1400 family for carrier-grade layer-3 DCI fabric
1. PowerTel DWDM win: Tejas is augmenting PowerTel's pan-India DWDM backbone to address 'exploding demand from data center providers, telcos, government and large enterprises' — direct evidence of DC revenue already flowing
The Pivot: Intra-DC Networking
Moving 'inside the data center' means entering the ₹2 lakh crore+ global market for data center Ethernet switches, AI fabric (spine/leaf), and high-speed network operating systems. This is Arista's core domain — and where Cisco's Silicon One, Nvidia's Spectrum-X, and Broadcom's Tomahawk ASICs compete.
Tejas's potential entry path:
1. Data Center Switching: Leverage TJ router IP + Broadcom merchant silicon (Tomahawk 4/5) to build 25G/100G/400G leaf-spine switches for Indian hyperscalers and colocation providers — who are massively underserved by expensive foreign OEMs
1. AI Ethernet Fabric: As Indian data centers scale AI workloads (Microsoft, Google, AWS all building in India), domestic networking at 1/3rd the cost of Arista/Cisco becomes compelling for procurement officers under PLI incentives
1. Private 5G + DC Convergence: Tejas's RAN portfolio combined with intra-DC networking could enable edge computing nodes (MEC — Multi-access Edge Computing) at distributed data centers — a market Ericsson and Nokia are targeting
1. NMS/Cloud Management: A CloudVision-equivalent built on Tejas's network management platform could be the software wedge — high-margin recurring revenue vs. one-time hardware sales
India-Specific Data Center Tailwinds
India's data center market is at an inflection:
1. Installed capacity projected to grow 3x to ~1,700 MW by 2027 from ~650 MW in 2024
1. Microsoft ($3B), Google ($2B+), Amazon ($2.9B), and Meta ($6B+) have all announced multi-year India DC investment programs
1. PLI Telecom scheme incentivizes Indian-made networking equipment — creating regulatory moat for Tejas vs. Arista/Cisco in domestic DC bids
1. CERT-In and data localization norms create demand for Indian-origin network security and switching equipment
	DC Segment
	Current Tejas
	Target (2-3 Yrs)
	US Comp Analog

	Inter-DC (DCI)
	Active — DWDM, alien wave, PowerTel
	Expand to hyperscaler DC links
	Ciena, Adtran

	Intra-DC Switching
	Not yet — stated pivot
	25G/100G leaf-spine switches
	Arista, Cisco Nexus

	DC Routing/WAN
	IP/MPLS (TJ1400)
	400G core DC routing
	Juniper PTX, Cisco 8000

	AI Fabric
	Early stage
	RoCE/RDMA-capable high-radix switches for GPU clusters
	Arista AI Center, Nvidia Spectrum-X

	DC Management
	NMS platform
	Intent-based networking, AI-ops
	CloudVision (Arista)




6. THE NEC DEAL — ANATOMY AND REVENUE MODEL
Deal Structure (Two Agreements)
Agreement 1 — Technology Collaboration (Feb 7, 2025)
NEC licensed its field-proven Massive MIMO Radio and 4G/5G Converged Core technology to Tejas. Key terms:
1. License value: ₹525 crore (milestone-based over ~12 months)
1. Tejas gains access to NEC's Massive MIMO IP, accelerating its 5G-Advanced product roadmap by 2-3 years
1. Joint go-to-market: NEC markets Tejas products to its global telco customers (NEC is a preferred vendor in Japan, Southeast Asia, Australia, and the Pacific)
1. NEC's exit from 4G/5G base station development creates a supply vacuum that Tejas is uniquely positioned to fill
Agreement 2 — Manufacturing & Supply (Feb 26, 2026)
Tejas signed a separate agreement to manufacture and supply 5G Massive MIMO radios to NEC Corporation, compliant with 3GPP and O-RAN standards. Key implications:
1. NEC becomes an offtake customer — Tejas manufactures, NEC sells to end customers
1. Supply chain diversification rationale from NEC's side: mitigate Japan-concentration risk
1. NEC's global footprint: NEC serves telcos in 100+ countries; this is potentially the largest distribution channel Tejas has ever accessed
1. Revenue model: Hardware margin (~15-20%) on NEC-sourced volumes + technology fees + potential service revenues
MoU — 6G Co-Development (Oct 2025)
1. USD 500 million MoU focused on co-developing 6G technologies
1. Joint India 5G export promotion — leveraging NEC's brand to sell Indian-made equipment globally
1. This positions Tejas as Japan's strategic technology partner in the Indo-Pacific supply chain security context
Revenue Implications — NEC Scenario
	Revenue Stream
	FY26E
	FY27E
	FY28E

	NEC Tech License (₹525 Cr)
	~₹262 Cr (H2 recognition)
	₹262 Cr (balance)
	—

	NEC MIMO Radio Supply
	Pilot units
	₹300-500 Cr
	₹600-900 Cr

	NEC Joint GTM (Intl Sales)
	Early pipeline
	₹150-300 Cr
	₹400-700 Cr

	NEC 6G Co-Dev (Milestones)
	—
	₹100-200 Cr
	₹250-400 Cr

	Total NEC Contribution
	~₹300-400 Cr
	~₹800-1,250 Cr
	~₹1,250-2,000 Cr


Strategic context: NEC's market cap is ~$27 billion. Being NEC's preferred RAN manufacturing partner places Tejas in a category of strategic suppliers that could see acquisition conversations or deeper capital partnership over a 3-5 year horizon.


7. ORDER BOOK DEEP DIVE & FINANCIAL MODEL
Current Order Book Status (Q3 FY26 — Dec 2025)
	Order / Contract
	Value (₹ Cr)
	Status
	Recognition

	BSNL 4G/5G (100K sites via TCS)
	7,492
	COMPLETED — deliveries done FY25
	Fully recognized

	BSNL Add-on (18,685 sites)
	1,526
	APO received May '25; Final PO delayed 8+ months
	Pending — key trigger

	BharatNet Phase III (7/12 packages)
	~1,500-2,000est
	Orders received; deployment commenced
	FY26-FY27

	Vodafone Idea Backhaul (3-yr contract)
	~400-600est
	Signed FY25; ongoing supply
	FY25-FY27

	NEC Tech License
	525
	Milestone-based over 12 months
	FY26

	NEC MIMO Radio Supply
	TBD
	Agreement signed Feb 2026
	FY27 onwards

	DWDM/GPON private telcos
	~300est
	Expansion orders ongoing
	FY26

	PowerTel DWDM backbone
	~150est
	Alien wavelength deployment
	FY26

	Kavach Pilot (Delhi-Mumbai)
	~150est
	Selected; pilot phase
	FY26-27

	PLI Incentives (FY24-25)
	~400+
	₹69.9 Cr received Feb 2026 (balance FY25)
	Received/ongoing

	US PoC + Initial PO
	Undisclosed
	PoC completed; initial PO received
	FY26-27

	International (Africa, Europe, SE Asia)
	~300-500est
	FibreConnect Italy, Africa DWDM, SAARC
	FY26-27


Why the BSNL Add-on PO Matters So Much
Tejas procured ₹2,300+ crore of inventory in anticipation of the BSNL add-on PO, making inventory 1.73x the confirmed order book — the single most critical short-term metric. Once the PO is released, Tejas can deploy this inventory rapidly, generating a massive single-quarter revenue spike (potentially ₹700-900 crore in one quarter). The delay is political/administrative (government approval process at BSNL/DoT), not technical or commercial.
Revenue Build — FY26E to FY28E
	Revenue Segment (₹ Cr)
	FY26E
	FY27E
	FY28E

	BSNL (add-on + 5G next phase)
	300-500
	1,200-1,800
	800-1,200

	BharatNet Phase III
	400-600
	700-1,000
	600-800

	NEC (license + supply + GTM)
	300-400
	800-1,250
	1,250-2,000

	Vodafone Idea
	100-150
	200-300
	200-300

	Private Telcos (Airtel, others DWDM/GPON)
	150-250
	300-500
	400-600

	International (Africa, Europe, US)
	100-200
	300-500
	500-800

	Kavach / Railways / Defense
	100-150
	200-300
	300-500

	DC Networking (new segment)
	—
	100-200
	400-700

	D2M / Saankhya / PLI
	150-200
	200-350
	300-500

	TOTAL REVENUE
	1,600-2,450
	4,000-6,200
	4,750-7,400

	Base Case Revenue
	~1,900
	~4,800
	~5,800


Profitability Model
	P&L (₹ Cr)
	FY24A
	FY25A
	FY26E
	FY27E

	Revenue
	2,471
	8,923
	1,900
	4,800

	Gross Profit
	1,195
	~2,065
	~475
	~1,344

	Gross Margin %
	48.4%
	~23%
	~25%
	~28%

	R&D Expense
	~320
	557
	~500
	~550

	SG&A
	~350
	~400
	~300
	~400

	EBITDA
	~376
	~1,108
	~(325)
	~394

	EBITDA Margin %
	~15%
	~12%
	~(17%)
	~8%

	D&A + Finance Cost
	~313
	~450
	~400
	~420

	PBT
	~63
	698
	~(725)
	~(26)

	PAT (adj.)
	~63
	447
	~(650)
	~(50)

	EPS (₹)
	3.5
	25.1
	~(36)
	~(2.8)


FY26 and early FY27 remain loss-making due to high fixed costs (R&D, finance charges on ₹3,885 cr gross debt) and revenue trough. Meaningful PAT recovery expected from H2 FY27 as BSNL add-on, NEC supply, and BharatNet III revenues ramp simultaneously.


8. SCENARIO ANALYSIS & TARGET PRICE DERIVATION
Valuation Framework
Given the trough earnings in FY26-FY27, P/E-based valuation is inappropriate. We use three complementary methodologies:
1. EV/Revenue (FY27E) — appropriate for high-growth tech companies in investment phase
1. EV/EBITDA (FY27E) — as margins recover
1. Sum-of-the-Parts (SOTP) — to capture optionalities not in consensus
Shares Outstanding: ~177.7 million. Net Debt (Q3 FY26): ~₹3,349 Cr.
Bull Case — ₹1,100 Target (18-24 Month)
	Assumption
	Detail
	Impact

	BSNL add-on PO
	Released Q4 FY26; full ₹1,526 Cr recognized FY27
	₹1,500 Cr revenue add

	NEC supply ramp
	₹1,000+ Cr by FY28 (50,000 MIMO units)
	Revenue + margin upgrade

	DC networking launch
	Leaf-spine switches for Indian hyperscalers H2 FY27
	+₹300-500 Cr new segment

	D2M national rollout
	India deploys D2M; Saankhya chips embedded in 100M+ devices
	₹200-500 Cr + royalty stream

	US/Japan market wins
	2-3 international 5G operator contracts via NEC GTM
	+₹400-600 Cr international

	FY27E Revenue
	~₹6,000 Cr
	—

	Valuation Multiple
	5.5x EV/Revenue (DC mix + software growth premium)
	—

	EV / Net Debt / Mkt Cap
	EV: ₹33,000 Cr
	Less net debt ₹2,000 Cr → Mkt Cap ₹31,000 Cr

	Bull Case Target
	₹1,100/share
	Upside: ~190% from ₹380 CMP


Base Case — ₹620 Target (12-18 Month)
	Assumption
	Detail
	Impact

	BSNL add-on PO
	Released Q1 FY27; partial recognition FY26 Q4
	₹700-800 Cr in FY27

	NEC supply ramp
	Steady at ₹500-700 Cr by FY28
	Moderate contribution

	BharatNet III
	7/12 packages deliver ₹1,000 Cr FY27
	Visible order backlog

	DC networking
	Concept stage in FY27; minimal revenue
	Optionality, not base

	FY27E Revenue
	~₹4,800 Cr
	—

	FY27E EBITDA
	~₹576 Cr (~12% margin)
	—

	Valuation Multiple
	4.0x EV/Revenue or 18x EBITDA
	—

	EV / Net Debt / Mkt Cap
	EV: ₹19,200 Cr
	Less net debt ₹2,500 Cr → Mkt Cap ₹16,700 Cr

	Base Case Target
	₹620/share
	Upside: ~63% from ₹380 CMP


Bear Case — ₹210 Target (12-18 Month)
	Assumption
	Detail
	Impact

	BSNL add-on PO
	Delayed to FY28; BSNL financial distress
	Zero recognition FY26-27

	NEC partnership
	Manufacturing ramp slower than expected; limited orders
	₹250-350 Cr only

	BharatNet delays
	Government procedural delays push delivery to FY28
	Revenue deferred

	Capital raise required
	Losses of ₹150-200 Cr/quarter force dilutive equity raise
	Dilution 15-20%

	FY27E Revenue
	~₹2,200 Cr
	—

	Valuation Multiple
	2.5x EV/Revenue (distress valuation, high debt)
	—

	EV / Net Debt / Mkt Cap
	EV: ₹5,500 Cr
	Less net debt ₹3,200 Cr → Mkt Cap ₹2,300 Cr (pre-dilution)

	Bear Case Target
	₹210/share (diluted)
	Downside: ~45% from ₹380 CMP


SOTP — Capturing Hidden Value
	Business Unit
	Revenue FY27E
	Multiple
	Value (₹ Cr)

	Core Wireline (Optical/Routing)
	~₹1,500 Cr
	4x EV/Rev
	6,000

	4G/5G RAN (domestic)
	~₹1,800 Cr
	3.5x EV/Rev
	6,300

	NEC International Partnership
	~₹1,000 Cr
	5x EV/Rev (intl premium)
	5,000

	Saankhya / D2M / Semiconductor
	~₹300 Cr
	8x EV/Rev (deep-tech)
	2,400

	DC Networking (option value)
	~₹200 Cr (nascent)
	6x EV/Rev
	1,200

	BharatNet/Government contracts
	~₹1,000 Cr
	3x EV/Rev
	3,000

	Total EV
	
	
	23,900

	Less: Net Debt (FY27E)
	
	
	(2,200)

	SOTP Market Cap
	
	
	21,700

	SOTP Per Share
	
	177.7M shares
	₹ 1,221/share


The SOTP value of ₹1,221 reflects a fully realized scenario where all optionalities crystallize. We use the base case of ₹620 as the primary 12-month target, with the SOTP as a 24-36 month aspirational value.


9. RISK ANALYSIS — WHAT CAN GO WRONG?
Risks Rated by Probability × Impact
	Risk
	Description
	Probability
	Impact

	BSNL Add-on PO indefinitely delayed
	BSNL's financial health, government policy shifts, or TCS contract renegotiation could push PO to FY28+. Inventory write-down risk.
	HIGH
	CRITICAL

	Capital Raise / Dilution
	Quarterly losses of ₹150-200 Cr burning cash. If revenues don't recover by Q4 FY26, equity dilution via QIP (15-20%) becomes necessary.
	MEDIUM
	HIGH

	NEC partnership underdelivers
	NEC's own 5G struggles (it exited 4G/5G base station development) raise questions on order generation. Manufacturing ramp slower than modeled.
	MEDIUM
	HIGH

	Customer concentration (BSNL ~90%)
	Virtually all domestic revenue from government-controlled BSNL. Any policy reversal or BSNL privatization creates existential revenue risk.
	MEDIUM
	CRITICAL

	DC strategy delayed / fails
	Intra-DC switching requires ASIC design investment, Broadcom partnership, and customer qualification (1-2 year sales cycle). Risk of being 3-4 years behind Arista.
	MEDIUM
	MEDIUM

	Competition intensifies
	Chinese vendors (Huawei, ZTE) at India's doorstep if geopolitics shift. Nokia/Ericsson have PLI-equivalent programs; Fujitsu/Samsung in 5G RAN.
	LOW-MED
	HIGH

	D2M rollout stalled
	D2M requires Prasar Bharati, DoT, and MeitY alignment. Regulatory complexity could delay national rollout by 2-3 years.
	MEDIUM
	LOW-MED

	Technology obsolescence (6G)
	If 6G standards diverge significantly from Tejas's architecture, the current NEC collaboration may not translate to 6G product leadership.
	LOW
	MEDIUM

	Balance sheet stress
	Net debt ₹3,349 Cr; gross debt ₹3,885 Cr; interest coverage ratio low. Rising interest rates or credit downgrade by ICRA would compress operations.
	MEDIUM
	HIGH

	Management bandwidth
	Executing BSNL, BharatNet, NEC, international expansion, and DC pivot simultaneously strains a ~2,370-person organization.
	LOW-MED
	MEDIUM


Bear Case Catalysts to Watch
1. Red Flag #1: BSNL PO not released by June 2026 and no communication on timeline — signals systemic BSNL financial distress.
1. Red Flag #2: Quarterly loss exceeds ₹250 Cr for two consecutive quarters — signals cash burn acceleration beyond model.
1. Red Flag #3: Tata Sons stake reduction (highly unlikely, but watch promoter shareholding in bulk deal disclosures).
1. Red Flag #4: NEC cancels collaboration or no manufacturing volume by Q2 FY27 — signals supply chain misalignment.


10. SURPRISING OPTIONALITIES — NOT IN PUBLIC CONSENSUS
Seven Call Options Embedded in Tejas's Current Price
1. D2M as India's Global Export — The Sinclair/ATSC 3.0 Angle
Tejas/Saankhya is partnered with Sinclair Broadcasting's ONE Media subsidiary in the US, which is rolling out ATSC 3.0 ('Next Gen TV') across 70%+ of US TV stations. The Saankhya SL-3000 chipset is designed to receive both India's D2M (ATSC 3.0-based) and the US ATSC 3.0 signal standard. If Saankhya chips get designed into US ATSC 3.0 TV sets and laptops — even at $1-2 royalty per device — across 100+ million devices, the royalty stream could exceed ₹1,000 Cr annually. This is a venture-stage call option but with real technical proof points.
2. Satellite IoT at Scale — 45,000 Fishing Vessels to Maritime Sovereignty
Tejas's Satcom Xponders are deployed on 33,000 coastal fishing vessels (Dept. of Space order). The mandate is to scale to 45,000 vessels. But the broader thesis: India's blue economy includes monitoring of EEZ (Exclusive Economic Zone) — 2.37 million sq km of ocean. An indigenous satellite-IoT network for maritime domain awareness, powered by Tejas Satcom terminals and Saankhya SDR chips, could serve defense, fisheries, disaster management, and commercial shipping. The defense budget for such a program could be ₹2,000-5,000 Cr over 5 years — not in any analyst model.
3. Kavach — The ₹35,000 Crore Railway Communication Opportunity
Tejas was selected for a Kavach pilot on the Delhi-Mumbai corridor. The total Kavach program covers 70,000 km of track with a ₹35,000 Cr investment. Communication systems (LTE-R, optical backhaul, signaling routers) form approximately 15-20% of the Kavach cost. Tejas's optical, routing, and potentially wireless capabilities make it a natural supplier. At a 15% share of a ₹5,000 Cr communication component, this is ₹750 Cr of incremental orders — not meaningfully priced in.
4. Tejas as India's 'Network Security' Play — A Hidden SASE/Zero Trust Story
As India mandates data localization and CERT-In compliance, any foreign networking equipment in government/critical infrastructure requires security certification from India's security agencies. Tejas, as the only indigenous carrier-grade network OS vendor, is positioned to become the mandatory choice for sensitive networks — military backhaul, nuclear facilities, smart cities, power grids. This 'security premium' justifies a government pricing premium of 20-30% over foreign alternatives and creates a captive market that no Western vendor can access. Patents in network encryption and carrier-grade security are part of the 585+ filing, though specific patents are not public.
5. Intra-DC Switching — The Arista Moment India Has Been Waiting For
When Arista launched its 7050 series in 2010, few appreciated the TAM. Today's Indian data center market is where the US DC market was in 2012 — at the cusp of exponential growth. With Microsoft, AWS, Google, and Meta building 500MW+ Indian DC campuses, the networking bill of materials is enormous. At ₹10 Cr/MW for networking equipment, India's 1,700 MW DC build-out represents ₹17,000 Cr of switching/routing TAM through 2027. Tejas capturing even 15% of this (₹2,500 Cr) would be transformational. The management's explicit 'inside the DC' pivot statement is, to our knowledge, the first such signal. No analyst has modeled this.
6. Private 5G Enterprise — The B2B Wedge
Global enterprises (manufacturing, ports, airports, mining) are deploying private 5G networks. In India, companies like Tata Steel, JSW, Reliance Industries, and public sector PSUs are the targets. Tejas's O-RAN compliant Ojas64 radio combined with Rakuten Symphony's cloud-native RAN software creates a private 5G solution priced at 40-50% below Ericsson/Nokia. With Tata Group's enterprise sales muscle, Tejas could win private 5G contracts at Tata Steel, Titan, Indian Hotels, and other Tata companies without open competition. This intra-group channel is completely absent from consensus analysis.
7. Acquisition Target Premium — The Strategic Value Story
With NEC already owning Tejas IP and manufacturing assets effectively as a strategic partner, and with Tata Group holding a majority stake, Tejas could be an attractive acquisition target for:
1. NEC Corporation: Full acquisition to de-risk 5G supply chain, remove margin sharing, and consolidate Tejas's optical+RAN IP. NEC's $27B market cap makes Tejas's ~₹7,000 Cr (~$840M) market cap easily digestible.
1. Rakuten Symphony: Vertical integration of radio hardware into Rakuten's cloud RAN software stack to compete with Nokia/Ericsson as a full-stack Open RAN vendor globally.
1. A sovereign wealth fund (Temasek, ADIA) seeking India deep-tech exposure with Tata Group governance assurance.
Any acquisition/privatization discussion would imply a 50-100% premium to market price, representing a floor risk adjustment in the bear case.


11. INVESTMENT CHECKLIST — WHEN TO BUILD / TRIM POSITION
Entry Triggers (Build Position)
1. BSNL add-on PO release announcement (₹1,526 Cr) — single largest near-term re-rating catalyst
1. NEC first manufacturing order shipment confirmation — validates manufacturing partnership
1. Two consecutive quarters of QoQ revenue growth from trough (Q3 FY26 ₹307 Cr)
1. Announcement of DC networking product launch or hyperscaler trial
1. Analyst upgrades from major brokerages (currently mostly neutral/avoid)
Exit / Risk Triggers (Trim / Exit)
1. BSNL PO not released by September 2026 with no definitive government communication
1. Dilutive capital raise (QIP) below ₹400/share
1. Net debt increasing QoQ despite NEC license receipt
1. Management departure (CTO Kumar Sivarajan or CEO Anand Athreya)
1. China-India geopolitical reset leading to Huawei re-entry into Indian networks
Position Sizing Recommendation
Given the binary risk from BSNL PO timing, we recommend a staged entry approach: Build 50% position at CMP (~₹380), add 30% on confirmation of BSNL add-on PO receipt, and final 20% on two consecutive revenue recovery quarters. Maximum position size in any fund: 3-5% of AUM given liquidity constraints (~₹6,750 Cr market cap, moderate float).


12. CONCLUSION — THE VERDICT
Tejas Networks is India's most technically capable indigenous telecom equipment company, sitting at the intersection of five megatrends: India's 5G buildout, AI-driven data center expansion, supply chain nationalization, emerging market digital infrastructure, and the global open RAN revolution. The NEC partnership is the most underappreciated strategic development in Indian deep-tech in 2025-26.
The near-term pain is real — BSNL PO delays have created a balance sheet stress that will take 2-3 quarters to fully unwind. But the medium-term thesis is structurally intact. The company that delivered one of the world's largest single-vendor 4G/5G RAN deployments in 18 months is not going away.
The Arista analog is imperfect but instructive. Arista traded at losses for years while building its EOS moat and hyperscale relationships. Tejas is building its equivalent — government-scale proven manufacturing, an emerging international partnership with NEC, and the beginnings of a data center pivot that could, over a 3-5 year horizon, replicate Arista's trajectory in the Indian and emerging market context.
At ₹380 CMP (~2.6x book, negative TTM P/E), the market is pricing Tejas as a distressed hardware vendor. We see it as a deep-tech options package — the optionalities in D2M, satellite IoT, intra-DC switching, private 5G enterprise, 6G with NEC, and potential acquisition premium collectively justify a significantly higher valuation than current consensus.
Rating: SPECULATIVE BUY  |  Base Case Target: ₹620 (12-18M)  |  Bull Case: ₹1,100 (24M)  |  Bear Case: ₹210 (12M)
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