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3,287,590 sq km 9,596,960 sq km 9,826,630 sq km 7,686,850 sq km

Population 1.12 billion (est 2007) 1.32 billion (est 2007) 301 million (est 2007) 20.4 million (est 2007)

Median Age 24.8 33.2 36.6 37.1

Capital New Delhi Beijing Washington DC Canberra

GDP (PPP) $2.965 trillion(est 2007)

$7.043 trillion (est

2007)

$13.86 trillion (est.

2007)

$766.8 billion (est.

2007)

GDP - real growth

rate

8.5% (est. 2007) 11.4% (est 2007) 2.2% (est. 2007) 4% (est. 2007)

GDP per head (PPP) $2,521 $ 4,772 $ 44,071 $35, 607

Inflation 4.5% 1.5% 2.6% 2.9%

Exchange Rate 1 US$: 40.02 Rupee 1 US$: 7.101 Yuan NA 1 US$: 1.07 Aus $

Major Exports

Engineering goods, Petroleum

products, Textiles, Gems &

jewellery

Electrical machinery, Clothing,

Yarn,Petroleum & products

Capital goods, Industrial

supplies, Consumer goods,

Auto vehicle and parts

Metalliferous

 ore & metal

scrap, Coal,Coke,Non ferrous

metals

Major Imports

Petroleum,Electronic Goods,

Gold & silver, Machinery

Electrical machinery,

Petroleum, Industrial

machinery,Textiles

Industrial supplies, Consumer

goods, Capital goods, Auto

vehicles, supplies

Petroleum,Road

vehicles,Telecom

equip,Industrial machinery

Categories

India China USA

Australia

How do they compare

Source: Economist, CIA Factbook
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Outsourcing and Offshoring News 
May, 2008

News on outsourcing and offshoring from May, 2008. The news sources get all the credit for reporting on the world of outsourcing and offshoring. We just put it together for you to get it in one place. Email us at info@corrystone.com if you have any comments. The current segment covers news in and around India, we will continue to expand to cover other regions around the world. 
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NEWS LINKS – May, 2008
Former D&B Director to Head Analytics at Dexterity
Gurgaon residents rise up against malls - price of growth
Infosys, BBVA in strategic partnership
Capita moving jobs to India
High oil prices reversing impacts of globalization, outsourcing of jobs: CIBC
TCS sees short-term credit crunch impact
Headstrong sets up centre in Hyderabad
In India, Parents Become Part of the hiring picture
Spread the word: 49 million Indians log on to internet in ‘08
Warburg Pincus eyes majority stake in Firstsource
No slowdown in attrition yet for IT sector
CBay buys Philips unit for $287 m
Outsourcing services for commercial real estate servicers
Patni Launches Pre-Packaged ‘Patni atoms’ for Telecom, Media Firms
IDBI Fortis Life Insurance to use Mastek’s Elixir System
India’s Infosys sees higher wages to keep staff
HCL Launches Underwriting Solution
Infosys hires consultant to chalk out revamp plan
Firstsource, Airtel in three-year outsourcing partnership
Mid east investments looking to India
Indian BPO firms should head to hinterlands, says Karnik
Epam secures $50 million for acquisitions
Competitive Approach Taken to Outsourcing
SemanticSpace to buy NY co for $30 mn
What’s working to get more Indians working?
Evalueserve Makes Strides in Chemical Structure Searching
Reliance BPO to set up three facilities
M&As in IT, BPO space slip to $475 m in Jan-April
39.5% Indian Youth Employable :CII Aspire India Skills Report Card 2008
Hurd mentality isn’t enough - HP-EDS Deal analysis by financial week
Pipal Research signs MoU with LSE
Manpower shortage hits Indian animation industry
For Wall Street Workers, Ax Falls Quietly - NY Times article
HR outsourcing provider Capita to double India workforce in 2008
Harvard examines Indian real estate - Would you play $7,300 for 3 days
Wipro logs on to clean energy
Does the HP-EDS deal make mPhasis a step child ?
Wipro puts consultants in one house
Lloyds TSB Offshoring IT Functions Resulting in up to 445 Job Losses
Nike outsourcing IT to Siemens
Mascon Global buys Ebusinessware
US BPO to tap Indian global firms
Accenture to Provide Insurance BPO Services to CNA
AppLabs appoints Makarand Teje as CEO
Viteos targets European expansion
CSC signs a seven year IT deal with TDC for $413 million
EDS to revamp Indian operations
BPOs run intense security checks on staff
Virgin Atlantic extends TCS IT outsourcing deal
Barclays to set up captive BPO in India
IT cos put freshers on virtual bench
CSC looking to double its India workforce to 32,000 by 2011
C Hoare & Co outsources IT infrastructure
Infosys BPO to set up KPO hub in Gurgaon
Cognizant Q1 earnings: Factbox
Globalization’s New Logic: the Rise of Developing-World Multinationals
Jefferies Appoints Head of Investment Banking in India
GENPACT STILL WAITS ON EXIT STRATEGY
Sutherland to set up 10,000 people global campus in Chennai
Does UBS job loss in the US mean job growth in UBS India ?
Wipro reshuffles management again
Doing their homework - Home based employees
US slowdown to hit new deals: Genpact
Secrets Are Finally Revealed - Kenexa Story
Firstsource Solutions to create 800 new jobs in Northern Ireland
Wipro makes more leadership changes
Now WNS forays into platform-based BPO
Mindtree to buy stake in Aztecsoft for Rs 80 per share
Tricom buys Godrej Global Solutions for Rs 19.63 cr
Meet Infy’s highest-paid executives
Australian union calls on government to halt offshoring
MphasiS expects BPO segment to grow 10%
Mphasis Q4 earnings up 22.82%
Texas Technology Companies Launch Program to End Offshoring of Jobs
Westpac denies offshoring jobs to India
CSC and Zurich Financial Services Group Sign US$399 Million Global IT Desktop Outsourcing Agreement
Former D&B Director to Head Analytics at Dexterity
SOURCE: Press Release
DATE: May 30th, 2008
Indian-based KPO firm Dexterity has appointed Dr. Jayendra Ramesan as Practice Head – Analytics. Dr Ramesan is a former Director, Sales and Marketing Analytics at Dun & Bradstreet (D&B) – USA.

His experience in the global high-tech industry over more than fifteen years spans market analytics, MR, business intelligence, data modeling and integration, analytics consulting and strategy. Before D&B he worked at companies including IBM, AT&T Labs, Bell Labs (Lucent), and Coopers & Lybrand; and headed his own venture working in CRM analytics, global leadership development and individual enablement. He has completed a PhD in Business Administration (Marketing) from Florida Atlantic University, USA, and is a graduate of IIT, Madras and IIM, Ahmedabad.

At Dexterity, he will focus on enhancing the firm’s Analytics practice with a focus on the breadth and depth of solutions, and on talent, tools and technologies. Specifically, he will work towards setting up a global centre of excellence with partnerships with leading academic institutions in India and abroad.

Chairman & CEO Anantha Krishnan welcomes Dr Ramesan’s ‘rich experience’ and says the hire is ‘an important milestone in the company’s strategy roadmap’. He adds: ‘Dexterity is now strongly focused on demand-side business processes - a $32bn market, and is on an aggressive growth path.’

Founded in 1999, Dexterity has two offshore development facilities in Chennai and subsidiaries in the USA, Germany and Sweden. The company has been selected by Deloitte as one of the 50 fastest growing Technology firms in India for two consecutive years. Web site: www.dexterity.in . 

Gurgaon residents rise up against malls - price of growth
SOURCE: The Telegraph India
DATE: May 27th, 2008
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Mohit Soapbox:
Gurgaon is in a number of ways a microcosm of development/growth in India. A hub for KPO work in India, with new roads, growing retail, commercial, residential locations, it is bustling with growth and busting at the seams with growth. You drive down the new toll road (which in rush hours is opened up to let folks pass through to avoid clogging), there is sign of progress everywhere. Genpact, EvalueServe, Microsoft all boast of locations in Gurgaon where they offer process efficiency, productivity improvement, high end value added work to the rest of the world. It is the local residents though who seem to be getting anything but what the clients of these firms are.  The fast growth has left the residents of Gurgaon - who moved to the region maybe a decade back to escape from the hustle and bustle of the city clamoring for basic services. Where Gurgaon represents the growth story of India it also show cases the utter failure to provide infrastructure to support this growth.  
Malls which at one point were the USP of this location have now become a nuisance. I don’t believe the mall’s are to be blamed for the entire chaos but the untamed growth of the area where developers have build and continue to build relentlessly without the public infrastructure to support the growth! Maybe the cooling of the real estate markets might bring a sight of relief to the ‘local’ population of the city. 
ARTICLE
Thirty-four resident associations of Gurgaon today requested the Supreme Court to stop proliferation of commercial complexes and save the city from “complete disaster” as unplanned development had sunk groundwater levels and created a power crisis.

In a petition filed through lawyer Nivedita Sharma, the residents demanded urgent intervention of the Haryana government and the Centre to ensure constant supply of power and water.

A two-judge bench of the apex court asked the two governments to respond to the plea. The court also issued notices to the Central Ground Water Board.

In their petition, the associations said malls and other commercial complexes had “adversely affected” the “quality of life and environment” and it was becoming “more acute with each passing day”.

If immediate steps were not taken, Gurgaon, they said, would head for “complete disaster”.

Those who signed the petition included the Qutab Enclave Residents’ Welfare Association, Gurgaon Citizen’s Council, Suncity Resident Welfare Society and the Federation of the Resident Welfare Association.

The four resident bodies claim to represent 80 per cent of Gurgaon’s population residing in Huda (Haryana Urban Development Authority) sectors and in private colonies developed by real estate firms DLF and Unitech.

Gurgaon’s official population is 16 lakh, though unofficial estimates put the figure at 20 lakh.

The petition said the Haryana government had, in a span of 10-15 years, converted some 10,000 acres of farmland into a modern township of industrial, commercial and residential complexes.

“Massive development has been carried out without any planning in line with resources available, as a result Gurgaon and its adjoining areas have developed in (an) unsustainable manner,” it said.

The petition said proliferating complexes had created a power crisis and residents had to suffer 12-hour-long power cuts because of the huge gap in supply and demand.

“A trickle of water less than 30 minutes once a day in the name of water supply even during the winter months was causing serious hardship to the petitioners and residents at large,” it added.

The associations said they had a “genuine fear” that the power and water situation would “get worse” and they would not be able to “cope with it financially, environmentally and mentally”.

They alleged that the state government had “deliberately, with mala fide intentions and without due application of mind” developed residential and commercial areas without making sufficient provision for water and power.

The resident bodies said over 70 per cent of the total demand for water was being met from groundwater sources and that the 18,000 borewells in the area was twice the number officially registered.

The state government, the petition added, had taken no steps to recharge groundwater or harvest rainwater.

Despite the crisis, the state government, the residents claimed, “continues to grant licences for development of multi-storey commercial complexes, malls, office buildings requiring water to the tune of 2 to 5 lakh litres per day per building”.

The residents also alleged that the developers had furnished wrong details — that their water requirement would be met from the municipal supply — to get clearances from the environment and forests ministry, and urged the court to set aside such licences.
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The Trident - Gurgaon
Infosys, BBVA in strategic partnership
SOURCE: Business Standard

DATE: May 29th, 2008
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Mohit Soapbox:
Finacle is still a small percentage of revenue for Infosys and from their earning call recently does not seem like there will be a big push to make this a major part of revenue. I wonder how successful companies like Infosys will be in creating a product and an IP based platforms for their clients ? iFlex has done a great job in creating and selling a product based company but that is how they started out. With focus on looking at not FTE growth based businesses will Indian vendors use products to scale markets.
ARTICLE
Infosys Technologies has signed a global agreement to implement the Finacle Universal Banking Solution at BBVA, a leading financial services group. The bank will start the transformation exercise in BBVA Banco (Paraguay) and will implement Finacle core banking, customer relationship management (CRM), treasury and wealth management solutions

BBVA aims to further improve cost efficiencies and productivity with the transformation and innovation plan launched in 2007.

Nandan Nilekani, co-chairman, Infosys Technologies, said, “We are delighted to partner BBVA for this strategic project. Finacle, combined with the comprehensive services offering from Infosys, will offer a differentiating proposition to BBVA to achieve their objectives.”

While the deal size was not disclosed, it has been reported that BBVA, one of the top 15 global banks, plans to invest Euro 5.6 billion in technology over the next three years and ‘innovation and transformational’ plan will be an important component.

 

Related Posts

· April 23, 2008 -- Infosys buys IP technology from Australian co for Finacle 

· June 5, 2008 -- Infosys bags patents for mobile tech, holography 

· May 21, 2008 -- Infosys hires consultant to chalk out revamp plan 

· May 19, 2008 -- What’s working to get more Indians working? 

· May 7, 2008 -- Infosys BPO to set up KPO hub in Gurgaon 

· May 2, 2008 -- Meet Infy’s highest-paid executives 

· April 18, 2008 -- Infosys signs 5-year contract with US insurer Conseco 
· March 7, 2008 -- India’s Infosys launches Islamic banking solution 
· March 6, 2008 -- 3i a Private equity firm opens resource center in Bangalore 

· March 3, 2008 -- Infosys targeting buyouts in Europe, Japan
Capita moving jobs to India
SOURCE: BBC News
DATE: May 28th, 2008
Mohit Soapbox:
These are some recent wins by Capita early quarter of this year and their contract with Prudential

Marsh Ltd - to transform and deliver Marsh UK’s back office administration
    functions based in Norwich. Under the agreement, Capita will provide
    support and processing services to enhance Marsh’s broking activities to
    clients across its business. The contract is worth approximately £200m over
    10 years. Contract negotiations are in their final stages.
   
 Principle Insurance Holdings, (formerly British Islamic Insurance Holdings
    / BIIH) - entered into a contract to provide outsourced services for
    Principle’s motor and home insurance. Capita will provide front and back
    office services and an IT platform from which to launch and sell Sharia
    compliant insurance (or Takaful) products on behalf of Principle Insurance
    direct to consumers in the UK. The contract is worth in excess of £80m over
    8 years based upon projected product volumes. Service structure
    implementation has commenced.
   
 Sefton Metropolitan Borough Council - preferred bidder to develop a 10 year
    strategic partnership to deliver a wide range of property and highway
    services. The contract, valued at approximately £70m, will be delivered by
    Capita’s property and infrastructure consultancy, Capita Symonds.
   
 Teachers’ Pension Scheme - a one year extension worth £10m to provide
    pension administration services to the Teachers’ Pension Scheme until 2011.
   
 eircom - a further contract signed with Ireland’s leading telecoms provider
    to manage the delivery of part of its directory enquiry services. The
    contract is worth £17m over a five year period. Service commenced in March
    2008.
Prudential - The first quarter has seen the smooth transition of our largest contract to
date, worth £722m with Prudential. The contract is to provide customer
servicing, policy administration, new business processing, claims activity and
related IT support to Prudential UK. The contract commenced in April 2008 with
the transfer of 1,750 Prudential staff working in the UK. A further 1,250 staff
working in Mumbai will transfer on 1 August 2008 therefore doubling our
operations in India.
ARTICLE
More than 300 jobs at a business services firm in Scotland are being relocated to India.
Capita said staff in its Glasgow office had been given formal notice that their jobs were at risk of redundancy.

The announcement is linked to the company’s closure of its site in Wythall, Birmingham.

The Unite union said it was angry that Capita would not give staff in Glasgow a firm commitment that there would be no compulsory job losses. 

A spokeswoman for Capita said: “In January, Capita advised all 375 roles in the Wythall site would be relocated either to Glasgow, Mumbai or another Capita site.

“Further consideration has been given to the roles currently operating from the Glasgow site to create accommodation to accept the transferring work from Wythall.

“This will result in a dedicated contact centre for all customers and a centre of excellence for retained administration service. 

“As a result of this, 302 administrative roles will be relocated to Mumbai and today the Capita employees currently filling those roles have been given formal notice that their jobs are at risk of redundancy.”

The spokeswoman said Capita intended to redeploy as many staff as possible.

Graham Goddard, Unite deputy general secretary said staff in Glasgow had heard that a large number of them may not have a job by the end of the year.

“Unite is angry that Capita will not give staff a commitment that there will be no compulsory job losses at the site in Glasgow,” he said.

“The offshoring of this work to India will be a bitter blow for the workforce in Glasgow who now face a very unfair and arbitrary redundancy selection criteria.

“Unite will now be having discussions with our members in order to assess our next steps.”

Related Posts

· June 5, 2008 -- Capita to buy 70pc stake in IBS OpenSystems 
· May 16, 2008 -- HR outsourcing provider Capita to double India workforce in 2008
High oil prices reversing impacts of globalization, outsourcing of jobs: CIBC
SOURCE: Canadian Press
DATE: May 28th, 2008

Mohit Soapbox:
Will oil prices reverse globalization trends ? Travel cost is a relatively smaller part of direct services industry cost compared to manufacturing and goods. The cost of oil going up has an overall impact locally within the ‘cheap labor’ markets as it makes cost of doing business more expensive. The interesting trend I think which we continue seeing happen is also that the globalization of companies is happening. So it is no longer that a firm based out China is a pure china operation but now has operations all over the world. The US currency value, availability of capital in middle east and far east and desire of eastern companies to go global will create a global infrastructure in both services and products where they should be able to deliver closer to home. 
ARTICLE
The rising cost of energy is undercutting global trade by raising transportation costs to such levels that businesses will be forced to look closer to home for suppliers, says a CIBC World Markets report.

“Globalization is reversible,” the bank’s chief economist, Jeff Rubin, wrote in the study released Tuesday.

“In a world of triple-digit oil prices, distance costs money. And while trade liberalization and technology may have flattened the world, rising transportation prices will once again make it rounder.”

Rubin and co-author Benjamin Tal say the cost of moving goods - particularly heavy materials such as steel - not the burden of tariffs, is the largest barrier to global trade today.

They calculate the explosion in transport costs caused by the record price of oil has effectively offset all the trade liberalization efforts of the past three decades.

In 2000, when oil was US$20 a barrel, the cost of transportation was the equivalent of a three per cent U.S. tariff rate, they say.

Transportation costs are now equivalent to a nine per cent tariff, and at US$150 a barrel for oil, they would amount to an 11 per cent tariff - about the average of tariff rates in the 1970s.

If oil goes to US$200, as the CIBC has forecast, “we are back to the tariff rates not seen since prior to the Kennedy Round GATT negotiations in the mid-1960s.”

Tal said in an interview that not all trade liberalization flows are reversible because of transport costs, nor does their analogy hold for all products.

China and other Asian exporters, with their low labor costs, will still out-compete many North American industries, such as the labor-intensive textile sector.

But in products such as steel and heavy machinery, which have relatively low labor content and are expensive to ship, Canada and the U.S. may see real gains in market share and jobs, he said.

“Are we seeing a major inflow of jobs back to the manufacturing sector? Not yet,” he said. “But if oil prices continue to rise and transport prices even double from the current rate, you will see more and more jobs coming back.”

United Steelworkers economist Erin Weir said the CIBC paper makes sense in theory, since globalization is partially made possible by cheap transportation costs.

Weir said he cannot point to any sudden increase in steel production in Canada, but noted that the country’s steel industry has been acquired by foreign interests in the past few years, “so they must believe they are good investments.”

The CIBC says already some niche industries have been affected by energy costs, despite the recent nature of the oil spike, which has seen the price double to over the past year to about US$130.

China’s steel shipments to the United States are down by 20 per cent from a year ago, the worst performance in a decade, while U.S. domestic steel production has risen 10 per cent.

And there is evidence that other Chinese exports such as furniture, footwear, metal goods and industrial materials are also beginning to slow.

“How much of Chinese manufacturing production will be coming home remains to be seen,” the report adds, “but there is certainly no reason why we should not expect to see at least comparable if not greater trade diversion than we saw during the OPEC oil shocks of the 1970s.”

A big beneficiary could be Mexico, with its low labor costs and proximity to the U.S. market.

Canada will be a more modest beneficiary, says Tal, in that some manufacturers will face less competition from China, India and Korea.

On the other hand, high energy prices will have a minimum impact on Canadian exports, Tal added, since the vast majority are bound for the nearby U.S. market, and many are in commodities, for which markets have few alternative sources.
FACTS: WHO HAS OIL 

http://www.energybulletin.net/37329.html
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TCS sees short-term credit crunch impact
SOURCE: Reuters
DATE: May 29th, 2008

MOHIT SOAPBOX:
41% of business for TCS comes from financial services. I wonder if TCS is willing to make large acquisitions to grow in organically. TCS has been through a couple of management restructuring not different from some of its peers.
ARTICLE
India’s top software services exporter, Tata Consultancy Services Ltd (TCS), expects a short-term impact on its business from the global credit crunch, a top company official said on Wednesday.

A.S. Lakshminarayananan, country manager for UK and Ireland told Reuters at the sidelines of a business summit, that the company had not yet felt any impact, however.

“It’s coming. I think it’s bound to come because people are cautious,” Lakshminarayananan said. “To me it seems a lot of talking down happening. There is a cautious approach,” he said.

TCS, along with rivals such as Infosys Technologies Ltd and Wipro Technologies Ltd, has won large outsourcing deals from overseas clients looking to cut costs.

The financial services industry accounted for about 41 percent of TCS’s worldwide revenues in the fiscal year 2007, while the UK accounted for about a fifth of global revenues.

With many banks announcing huge asset writedowns and losses, software companies could potentially experience delays in fresh orders, specially from financial clients.

“In the short run it’s going to be an issue; people are unsettled, management changes are happening … That will have a short-term impact,” he added.

TCS employs about 4,000 people in Britain, and Lakshminarayananan said the headcount was expected to grow despite the short-term uncertainties
“But once the dust settles, companies are going to invest for revenue growth and look at ways to take costs out,” he said.

TCS counts Lloyds TSB Group, Morgan Stanley and French insurer AXA SA among its clients.

“There are some good contracts that we have won recently, and those are ramping up,” he added.

Earlier this week, TCS announced a five-year $100 million deal with privately held European chipmaker NXP Semiconductors.

“Even companies that are in a healthy state are worried because of the uncertainty,” he said.

TCS shares gained 4.5 percent to 1,009.70 rupees on Wednesday, outpacing a 1.5 percent rise in the benchmark Indian share index. The shares are down 6.8 percent in 2008.

Related Posts

· June 5, 2008 -- Fujitsu exits UK project; TCS sees little impact 

· May 9, 2008 -- Virgin Atlantic extends TCS IT outsourcing deal 

· April 28, 2008 -- Scottish Water splashes out on tech 

· April 22, 2008 -- TCS shifts market focus after first pangs of a US melt-down news 

· April 8, 2008 -- TCS inks multi-year contract with Chrysler 

· March 18, 2008 -- TCS opens 1000-seat development centre in US 

· March 10, 2008 -- India’s TcS eyes thai market with local partner Firstech 

· March 5, 2008 -- TCS feels US pinch 

· March 3, 2008 -- TCS in Cincinnati 

· March 2, 2008 -- Nokia Siemens, TCS sign outsourcing deal 
POLAND FACTS
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Headstrong sets up centre in Hyderabad
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The new CoE will focus on delivering high–end business and technology solutions for the global securities and capital markets industry. The focus would remain on offering specialised financial services supporting derivatives, equity and mortgage to its clients.

Arjun Malhotra, chairman & CEO, Headstrong said that “This is a strategic move that will accrue substantial benefits to our global delivery model. Besides a lot of our customers have set up captives in Hyderabad and they wanted us to be close to thier operations.”

The company will initially have 200-250 employees working from Hyderabad but the number will go up to 500 in a couple of years. Overall the company expects to touch headcount of 2,000 by the end of this year.

Apart from its existing global development centres (GDC) in Noida & Bangalore the company is also planning to set up opertions in SEZ. “We are not in talks with any of the State governments for setting our operations in SEZ but in the long-run we might like to be there,” addes Malhotra.

Harsh Singh Lohit, managing director, Headstrong India, added, “Besides our mainstream capital markets domain work, we have identified KPO services to be our next breakthrough which is expected to come around in the next phase targeted at 2009. A lot of growth is expected in these areas.”    

Related Posts

· January 30, 2008 -- Goose Tech, a Hyderabad based firm to raise $ 2 million
In India, Parents Become Part of the hiring picture
SOURCE: Wall Street Journal
DATE: May 27th, 2008

Mohit Soapbox:
This is an interesting social impact of globalization. Though the number of women employees in the Indian work force are still a minor component but the fact that there are women employees working night shifts ( men too!) is a big change in the social dynamics of the Indian work culture and gradual acceptance of the same in the Indian society (aka parents and the nosy neighbor!). The earlier generation which has gone the more traditional route of work for life in one organization with minimal job hopping, city hopping still is grappling to accept the new work culture but continue to play an important part of the decision making process for the generation now entering the workplace.  This is the reason why Indian firms make an effort to work on the parents too.  

ARTICLE
When outsourcing company Keane Inc. hired Jyoti Taneja 10 months ago to work in its Gurgaon, India, offices, her parents were worried. The 22-year-old Ms. Taneja would be taking calls from American customers of U.S. health-insurance companies, finishing her shift at 2:30 a.m.

Hoping to reassure their young hire’s parents about her safety, her supervisors at Keane paid several visits to Ms. Taneja’s family home in nearby New Delhi.

They outlined the security measures Keane takes to protect employees, such as providing a shuttle service to and from work, and having security escorts accompany young women who are riding home alone. “All of that adds to my mom and dad’s confidence,” Ms. Taneja says.

Facing a shortage of workers, India’s outsourcing specialists are pulling out the stops. In a culture where twenty-something’s often live with their parents and seek their blessing on major life decisions, family outreach has become a critical recruiting and retention tool, along with offering more-flexible work hours, higher salaries and continuing education.

Such efforts “create a bond, not just between the employees and the organization, but also with the families, and is key to our retention strategy,” said Ritu Anand, a human-resources executive at Tata Consultancy Services Ltd., one of India’s largest technology and outsourcing companies, in an email.

India’s technology-services and outsourcing industry generated $33 billion in revenue last year and is expected to continue growing at a fast clip, as U.S. and European companies increasingly farm out customer service and software development, as well as such functions as billing, payroll, benefits administration and insurance-claims review.

That growth has led to stiff competition for labor. Outsourcing firms are constantly trying to recruit new college graduates and lure young talent away from one another. Employee turnover rates have jumped, with half of the employees at Indian customer-service operations changing jobs annually.

Like many other young call-center workers, Ms. Taneja has fielded several calls from headhunters offering her a salary increase. But having settled in at Keane and won over her parents, she isn’t moving. “I do get plenty of calls, but I’m not interested,” she says. “I don’t want to start all over.”

Keane, which is based in San Ramon, California, and operates in 10 countries, goes to great lengths to win parents’ confidence. The company, which employs 14,000 people world-wide and has $1 billion in annual revenue, invites parents to attend orientation sessions for the 200 to 300 new hires in India that start every few weeks.

 

Because Keane isn’t a household name, some parents worry that working there might not enhance their child’s marriage prospects, a key consideration in India, or are concerned about money. “They’ll ask, ‘How much will my son get?’” says Sudip Mandal, Keane’s head of recruitment in India.

Other parents want to make sure transportation to and from work is safe, especially for young women. Those anxieties were reinforced last fall by the rape and murder of a 22-year-old outsourcing employee of Wipro Technologies Ltd. on her way to the office for a night shift.

Keane’s Mr. Mandal assures parents that Keane conducts rigorous background checks on local drivers before hiring them, and checks them daily to make sure they are alert and aren’t under the influence of alcohol.

Like much of the industry, Genpact Ltd., a spinoff of General Electric Co. that has more than 34,000 employees in India, holds periodic “Family Days” for employees to allow parents and other relatives to see what they do.

At a Genpact Family Day late last year, executives gave a presentation about the company’s business to 75 or so workers and family members. Then family members watched a talent show featuring their young relatives singing and dancing. Next came a comic skit about what life might be like if Americans were the call-center workers and Indians were the customers on the line complaining about poor service.

Amarjit Vohra says she was initially opposed to her 24-year-old daughter Pawanpreet working at Genpact, mainly because of late-night safety concerns. But she says Family Day put her at ease. “I got to see the workplace from the inside,” the elder Ms. Vohra says.

Tim Huiting, vice president of human resources at Convergys Corp., a Cincinnati-based outsourcing firm with 12,000 employees in India that handles customer service and billing for clients such as Dupont Co., Whirlpool Corp. and AT&T Inc., says, “People here now look at [outsourcing] opportunities as one of the most attractive career options for their children.”

Write to Vibhuti Agarwal at vibhuti.agarwal@wsj.com
Spread the word: 49 million Indians log on to internet in ‘08
SOURCE: EconomicTimes
DATE: May 19th, 2008 

Mohit Soapbox:
These are encouraging statistics and reflect growth in the internet connectivity but I wonder how much of this is within corporate and what percentage is residential.  The broadband growth and penetration in India is still fairly low. A statistics according to internetworldstats puts India’s broadband users to about 2.5 million (.2% penetration). I wonder what the social effect of a fully connected India would be, even though ways away. US has the largest broadband penetration and users ( 66 million : 21% penetration) although the growth in US broadband is slower than rest of the world. 
ARTICLE
Call it the democratization of internet in India. Every one in 10 urban Indians (12%) is now net connected. Over two-thirds (70%) of all internet users reside outside metros. And across urban and rural India, internet using population is evenly spread across all socio-economic classes (SEC). What’s more, over 70% internet users prefer to access the net in Indian languages, with English users at just 28%, down from 41% in 2007.There are over 49-million internet users in the country. Urban users account for a bulk of it, 40 million, with rural net users numbering 9 million. Regular net users, defined as anyone accessing the net at least once a month, number around 35 million (30-million urban and 5-million rural). 

Internet penetration (as % of population) has crossed double-digit mark in urban India at 12%, up 3% from 9% last year, and rural penetration stands at 4.5%, according to online research & advisory firm JuxtConsult’s ‘India Online 2008’ — an offline survey of over 12,500 households across 40 cities and 160 villages countrywide to gauge the online behavior of Indians. 

India’s net user demographics cuts evenly across socio-economic class (SEC) A, B and C, and extends beyond metros (which account for under a third, 30%, of all users now, down 6% from 2007’s 36% odd. A majority, over three-fourths (77%) users, are between 19-35 years of age, up 10% from 2007. 

Surprisingly women account for less than a fifth, just 17.6%, of the 49-million odd Indian netizens. The females’ net representation is just marginally higher for urban India at 18.2%. What explains this adverse female skew in internet usage? A seemingly unrelated figure in the survey may perhaps hold some clues. 

The survey says that over half of all net users (51%) in the country are salaried employees in the corporate world. Is internet’s low traction among Indian women a result of their lower representation in corporate jobs compared to men? 

The number of urban netizens has increased by 33% in the last one year, from 30 million to 40 million. Of the total number of urban users, 75% (30 million) are regular urban users while rest, 25% (10-million), are occasional users. 

The democratization of the net continues, with higher SECs A and B now accounting for just over 50% of all users, down 6% from last year’s figure of 56%. In contrast, lower SEC C, D and E in urban areas now account for around half of all users. It’s same in rural areas too, with the top two rural SECs R1 and R2 accounting for just 41% with the rest coming in from the bottom-of-the-pyramid consumer in SEC R3, R4 and R5. 

Every one in two urban net users (48%) comes from a household with monthly household income (MHI) of Rs 10,000 plus, though under a quarter, 24% of 9-million odd rural users have MHI higher than Rs 10,000. South India contributes the largest share of internet users at 33%, with East under-represented at just 15%. 

On an average, net users take 15 odd activities which includes chatting, emailing, downloading music and movies, sharing videos and pictures, checking cricket score, job and matrimonial search. Internet chatting and blogs are significant for 81% of the users. 

Although for 44-million users (91%) emailing is still the most popular online activity. Faith in internet shopping is strengthening gradually, and a good 80% of regular online Indians are now buying through the net. 

Warburg Pincus eyes majority stake in Firstsource
SOURCE: Times of India
DATE: May 26th, 2008

Mohit Soapbox:
The article talks about a possible merger of WNS and First source if indeed Warburg is looking to get a stake in Firstsource.
WNS recently had announced their financial results for the last quarter and 2008. Revenue for fiscal 2008 of $459.9 million increased 30.5 per cent over the prior fiscal year. WNS was one of the first casualties of the sub prime meltdown in the US when their client First Magnus shut down their operations. WNS net income for the last quarter was lower because of expenses related to this and other charges. 
Firstsource seems to be making good inroads into the domestic Indian markets. They recently signed a deal with Airtel for domestic outsourcing. (LINK). Firstsource also recently announced a push to expand their operations in Ireland (LINK)
Synergistically this could be a good combination and add scale and market diversity to the combined entity. WNS has talked about going domestic and Firstsource combination will provide it a domestic foot print and create scale to go after larger deals globally.
ARTICLE
Is Warburg Pincus, the US-based venture capital firm, planning for a majority stake in Firstsource Solutions? While top officials at Firstsource Solutions and ICICI Bank, the promoters of the Mumbai headquartered BPO, denied any knowledge of such moves, talks among industry players are that the US-based VC fund could be planning a series of moves to gain majority control in Firstsource.

According to industry sources, Warburg holds stake in WNS, an India-based BPO listed on the New York Stock Exchange. It also holds stake in Metvante Investments (Mauritius), which holds a little over 20% stake in Firstsource. Industry players are speculating Warburg could talk to Metvante to buy out its 20% stake in Firstsouce.

The next step would be to go for an open offer. And in case the open offer is successful, Warburg could propose a merger of Firstsource and WNS, in the process create a BPO giant. Warburg Pincus is the majority shareholder in WNS.

A senior official at ICICI Bank said that the bank, which as a promoter holds nearly 27% in Firstsource, can not sell more than 5% in the BPO till August 2010. This is because, Firstsource went public last year and as promoters, part of ICICI Bank’s holding are under a three year lock-in clause.

Other than ICICI Bank and Metvante, Aranda Investment Mauritius, an arm of Temasek, the Singapore government’s investment company, holds about 21.2% in Firstsource.

About 4.6% stake in the company is also held by Westbridge Capital and Seacrest Investment holds 4.4%.

In Monday’s weak market, Firstsource stocks on the BSE ended 2.75% lower at Rs 40.70. The stock’s current market price is nearly 37% off its last year’s initial public offer price of Rs 64. [image: image5.png]



Related Posts

· June 5, 2008 -- WNS appoints Reynolds as MD North America 

· May 21, 2008 -- Firstsource, Airtel in three-year outsourcing partnership 
· May 5, 2008 -- Firstsource Solutions to create 800 new jobs in Northern Ireland 

· May 2, 2008 -- Now WNS forays into platform-based BPO 

· April 8, 2008 -- WNS acquires auto insurance claims processor call 24/7 

· March 28, 2008 -- BPO firm ExlService beats rival WNS in market cap 

· February 4, 2008 -- WNS Appoints Alok Misra as Chief Financial Officer
No slowdown in attrition yet for IT sector
SOURCE: The Hindu Business Line
DATE: May 25th, 2008
ARTICLE
When an industry faces uncertain times it is easy to assume that employees would typically stick around with current employers and not jump ship. But recent attrition numbers for a few companies, both big and small, in the IT software services industry show mixed signals. The context is that the industry is battling a spending slowdown in the US.

Attrition rate, in percentage, is the number of employees per 100 leaving a company. Some companies give out annualised numbers for the quarter while others give out rates for the trailing 12 months. The purpose of comparison now is not necessarily to pit one company’s attritions rate against another’s but to compare each company’s March 2008 quarter numbers against its own earlier performance.

Among the top six, only Satyam and HCL Technologies have seen declining attrition rates. For Cognizant, rates have remained stable between the December 2007 and March 2008 quarters but improved significantly compared to March 2007. TCS, Infosys and Wipro’s rates have either remained stable or shown a rise.

Among smaller companies too, there is no clear signal. Patni has reported consistently falling numbers while Polaris has shown the opposite trend. Mindtree’s numbers have remained stable.

Indicating that there certainly is a slowdown, however slight, in recruitment in the IT services industry, Mr E. Balaji, CEO, Ma Foi Management Consultants said, “Typically, employees from smaller companies tend to leave for bigger pastures if they sense that bigger companies are better placed to handle a slowdown. But there is always a time lag in these things. People would be applying the brakes now and the impact would be known in 3-6 months from now. Clarity would emerge after the June quarter results.” Some of his clients are already coming around to just-in-time recruitments.

Increment time Others point out that this might not be the best quarter to compare numbers. For, after getting their annual or semi-annual increments, employees are ready to look out.

Mindtree Consulting’s Head of the ‘People Function’ Mr Puneet Jetli said, “It is too early to conclude that the slowdown has anything to do with attrition.

“Software engineers are an optimistic species. They do not react quickly to such signals. And, this is not like 2000 — we are all still cautiously optimistic. Even the US hasn’t admitted that it is going into a recession.”

But he added that the environment has certainly cooled a bit with “increments this year hovering about 10-12 per cent instead of the usual 13-15 per cent.”

According to Mr R. Srikanth, Chief Financial Officer, Polaris Software Labs, the company has maintained a stable attrition rate in the last four quarters. He said, “It is now a bit easier to get experienced people. Probably some companies have more employees on the bench without projects and they start looking out for work that adds to their experience.”

CBay buys Philips unit for $287 m
SOURCE: Hindustan Times
DATE: May 22nd, 2008

Philip seem to have lost a lot of money on Medquest.  Philips owns 70% of MedQuist (MEDQ.PK), a medical transcription company. Philips bought the company at $51; the stock now trades at $7. Philips announced in November 2007 that it was selling its stake, and MEDQ hired its own investment banker. Costa Brava and Newcastle each own more than 5% stakes, both at a cost of roughly $12. Newcastle got BOD representation in December 2007.
ARTICLE
In a deal somewhat resembling Tata Steel’s buyout of Anglo-Dutch Corus Group, CBay Systems, one of India’s largest medical transcription and business process outsourcing (BPO) companies in the healthcare field, has agreed sell a 53 per cent stake to private equity investors to help fund a $287-million (Rs. 1,238-crore) buyout of ailing Medquist, the world’s largest medical transcription company.

Cbay, founded by Indian entrepreneur Raman Kumar, will get $123 million from UK-based S.A.C. Private Capital Group (SAC) and US-based Lehman Brothers to buy out the Philips-controlled unit listed on the tech-heavy Nasdaq exchange.

Cbay Systems would pay a 47 per cent premium over Medquist’s market price of $ 7, Kumar said. SAC and Lehman have agreed to invest the sum in London-listed CBaySystems Holdings, the parent company of CBay Systems.

“They would have considerable influence in cBay Systems, and function as executive partners and financial sponsors to this deal,” said Kumar. This effectively means that the two investors would own the UK-listed company.

CBay’s board will be recast with six members coming from SAC, while six of the five present members would be retained in the board. Kumar would continue to be the CEO.

US-based Medquist has been in trouble for the last three years, and was de-listed some time back. CBaySystems Holdings would purchase the 69.5 per cent share in Medquist held by Dutch Koninklijke Philips Electronics N.V., the global electronics giant.

Headquartered in Mount Laurel, New Jersey, MedQuist provides a suite of healthcare technology and medical transcription services to more than 1,500 hospitals and large physician practices in the US. For the year ended 31 December 2007, MedQuist reported total revenues of $340.3 million, according to a Cbay Systems release.

Outsourcing services for commercial real estate servicers
SOURCE: MBAA.org ( Probably - someone just emailed this to me!)
DATE: May 21st, 2008

Primary servicers now weigh factors other than cost benefits to determine inherent profitability in outsourcing services—onshore or offshore—to commercial real estate vendors, said industry experts here at the Mortgage Bankers Association’s Commercial Multifamily Servicing and Technology Conference. Mark Goldberg, director at Standard & Poor’s, New York, said that while lock boxes, Uniform Commercial Codes, tax service, inspections and insurance remain traditional outsourcing services for primary commercial real estate servicers, financial statements and new loan setup are becoming new functions to outsource.“Cost and expertise were traditional reasons for outsourcing, but business process outsourcing and time-sensitive issues are new reasons to outsource,” Goldberg said. “Outsourcing is in the eye of the beholder.”In an S&P survey of primary servicers—42 percent from mortgage finance, 35 percent from banks and 23 percent from life companies—nearly all primary servicers outsourced lockbox service and 77 percent outsourced a tax service. Nearly 70 percent of primary servicers outsourced property inspections, 65 percent used a UCC service, 35 percent outsourced financial statements and 15 percent outsourced loan boarding.Of the 77 percent of primary servicers who used a tax service in the S&P survey, 70 percent paid tax penalties compared to 17 percent of the 23 percent not using a tax service. Three-quarters of the 15 percent who outsourced loan boarding paid tax penalties while 55 percent of the 85 percent not outsourcing loan boarding paid tax penalties.“It really stems from the setup operation on the front end for loan boarding,” Goldberg said. “Whether it’s a lock box or tax service, inspections were not getting done.”Sean Reilly, managing director of real estate structured finance at Bank of America, Charlotte, N.C., said company size, product, time sensitivity and risk level all factor into the question of outsourcing—onshore or offshore.“While billing processes could go offshore, high-risk, time sensitive and decision-making items would likely not be outsourced, Reilly said. “We typically look at processes that are matrix driven. We may decide to offshore something that is time sensitive, but the level of risk is definitely going to play into it.”Part of the advantage to offshoring is the time difference for Bank of America. “With overtime, some of the economics go away,” Reilly said. “The 24-hour shop helps quite a bit. It does give a little more flexibility.”Marilyn Addison, director of compliance and third party oversight at Wachovia Securities, Charlotte, N.C., said Wachovia assesses processes before outsourcing and performs a technological feasibility analysis, making sure it understands all decision-making procedures before outsourcing. “We do an assessment for each of the processes we wanted to outsource,” she said.Sherri Oddo, senior vice president of servicing and closing at Q10 Essex Financial Group, Greenwood Village, Colo., said compliance issues—such as Reg AB, Gramm-Leach- Bliley Act and FAS 140 accounting rules—and technology make outsourcing likely to continue.Q10 Essex Financial Group provides subservicing for five different customers. “Corporate culture, including perspectives on customer service, all factor into outsourcing portfolios,” Oddo said. “As a subservicer, Q10 contracts on a percentage basis from the servicing fee. As loans mature, servicing fees shrink and costs adjust. It’s on a percentage of the servicing fee they are receiving for that portfolio.”
 
Q10 Essex Financial is also a non-private label environment that meets with clients in routine weekly meetings early in the portfolio to confront potential issues up front. “We’re very open and upfront with our clients that we are working with them in partnership,” Oddo said. “We do provide them with measures of how we are doing. We supply them with monthly reports.”Addison said communication with a partner for a good product is extremely important, but Wachovia continues to keep decision-making and borrower contact in house.“We make the decisions,” Addison said. “We keep the decision process in-house and make sure we retain our relationship with our borrower. There should be no impact on the borrower.”Oddo said smaller companies should also look at how outsourcing impacts their relationship with borrowers and customers. Reilly agreed, noting that firewall issues and interfaces should be discussed as part of the set-up.
 
“It’s really a business partnership,” Reilly said. “Data protection is going to be important.”Q10 Essex Finance places loan information on a web site so that borrowers, investors and the primary servicers could view information online. “They have that daily touch with their portfolio and they see what we are doing,” Oddo said.
 
Bank of America and Wachovia both outsource offshore in India—Bank of America with a subsidiary and Wachovia with a vendor. Bank of America bases it outsourcing on process control, quality control and cost containment, Reilly said, adding that vendor processes need to make sense to the Bank of America servicers.Oddo said Wachovia maintains oversight, making sure technology and security are functional overseas. Its outsourcing includes inspections, taxes, insurance and leasing. “It’s really dependent on the quality control on [the servicer’s] part or the vendor [the servicers] are using,” she said.
 
Based on the S&P December survey, outsourcing does create greater efficiencies. Outsourced loan boarding rated at 451 loans per full-time employee (FTE) compared to 60 loans boarded per FTE without outsourcing. Insurance consultants allow for processing nearly 1,299 loans per FTE versus 600 per FTE for in-house insurance reviews.The survey also found that financial analysis outsourcing achieved more than 800 loans per FTE versus 500 without outsourcing. Companies using tax service report tax payments averaged 1,800 loans per FTE versus 365 per FTE where no tax service was outsourced. Costs for outsourcing could be the same or lower, but outsourcing or offshoring can also develop talent and provide opportunities to allocate personnel and decrease per unit costs and overhead costs with in-house expertise to review a vendor.“I think there should be a short fuse in identifying issues or errors,” Reilly said. “A company outsourcing should expect high quality if in production. If the partnership is not working well, the primary servicer or lender needs to step back and the servicer needs to still take responsibility. You have to definitely stay involved.”
 
Wachovia’s product managers have day to day contact with vendors and create a scorecard on them, Addison said, and Goldberg noted some amount of overhead for monitoring the vendor. He added, however, that a vendor would not likely fix an in-house problem that the primary servicer has also been unable to repair.
 
“Generally, you’re just sending out your own mistakes to someone else,” Goldberg said. “As you can see, there are cost benefits to outsourcing, but if the process is broken, there are not going to be any cost benefits.”

Related Posts

· April 18, 2008 -- Wachovia says operations started at customer call center in Philippines 

· February 29, 2008 -- Wachovia moving HR functions in-house from Hewitt 

· February 25, 2008 -- Syntel downgraded to market perform by Wachovia
Patni Launches Pre-Packaged ‘Patni atoms’ for Telecom, Media Firms
SOURCE: IT News Online
DATE: May 22nd, 2008

Mohit Soapbox:
Good to see firms looking to leverage and build IP to offer solutions to their customers. I recall a recent press release about Mastek looking to get into the insurance platform by leveraging their IP based platform and now Patni seems to be leveraging a customer IP to do the same. Firms are looking for ways to grow revenues by creating more innovative solutions and moving away from FTE based model. It will be interesting to see how the market accepts these new offerings and pricing models around these offerings as they evolve.
ARTICLE
Patni Computer Systems Ltd. has launched Patni atoms, the first market-ready offering for communications service providers to set up core customer- and partner-facing business processes under one consolidated operational model.

Patni atoms process-centric platform is designed for providers needing to provision new converged services. In the case of a start-up operator in high growth markets, atoms enables the licensing of the systems required to ramp up service delivery in a short period of time.

The Patni atoms platform also accelerates the business transformation program for existing operators and provides a blueprint for future operating models. As providers start using Patni atoms, the whole community of users can share in the resulting enhanced packaged solution. Patni recently acquired intellectual property from Carphone Warehouse that formed the basis of atoms.

“It’s critical for us to respond rapidly in the entrepreneurial business we are in and the solution we have co-created has enabled us to complete the first phase of our planned roll out at Carphone Warehouse. As the co-creators of Patni atoms we have been delighted to have played our part in what is undoubtedly a quantum step forwards in the evolution of telecoms industry operations,” said Simon Post, Chief Technology Officer of Carphone Warehouse.

“The solution will be instrumental in allowing us to manage rapid growth in both business scope and scale whilst underpinning our successful business transformation,” added Post.

Best-of-breed software providers of CRM, billing and product catalog are wrapped in a business process framework powered by the TIBCO platform. Pre-configured business processes and consulting and advisory services form the glue that gives the Patni atoms offering its foundation of strength and flexibility.

“Patni atoms is a modern take on convergence, applying ‘joined up thinking’ to the operators’ business model,” said Colin Orviss, Senior Vice President of Patni Telecoms Consulting. “Communications service providers want to be able to focus on their business, and not just on technology decisions which are better dealt with by technologists. With the ability to integrate across multiple and discrete platforms at a business process level, Patni atoms takes advantage of newly available integration technologies, launched at a time when many operators are facing a serious financial crunch.”

Patni said Patni atoms revolutionizes the speed and flexibility with which 

communications service providers are capable of bringing new services to market by offering a blended, layered approach to supportive business services previously dealt with as separate entities. It offers cost savings, speed, economies of scale and core telco business processes for new entrants or established providers wishing to gear up to deliver a new communications service as quickly and affordably as possible.

Related Posts

· April 8, 2008 -- Patni announces three appointments for its European operations
IDBI Fortis Life Insurance to use Mastek’s Elixir System
SOURCE: Press Release
DATE: May 21st, 2008

Mohit Soapbox:
Mastek continues to build a platform centric approach to a few dedicated vertical including insurance and is also looking to tap into Indian domestic market. For firms with market size of Mastek that is the smart strategy as they have build a niche within an offering and region to get above the clutter. Mastek also has traditionally garnered higher revenues from Europe.  Possibility that the firms gets bought out ? 
Mastek Ltd, a leading IT solutions player with global operations in providing new technology and IP-led enterprise solutions to insurance, government and financial service organizations worldwide, and IDBI Fortis Life Insurance Co Ltd, a joint venture between three leading financial conglomerates - IDBI, Federal Bank and Fortis, each of which enjoys a significant status in their respective business segments, have jointly announced the launch of their Insurance business in India on Mastek’s Elixir Policy administration system.

After the successful launch, both companies which are headquartered in Mumbai also announced the signing of the contract for the second phase, which would enhance the scope of Mastek to provide additional modules of Elixir covering Channel Management, Claims, Re-Insurance etc. in addition to basic policy administration.

Mastek’s Elixir, is a component-based solution for policy administration specifically targeted to insurance companies that want to launch hybrid products and improve the efficiency of their distribution networks. This single solution is designed to support all product lines including traditional life, health, unit linked, annuities and pension products. It is an end-to-end policy administration platform that integrates the front and back office.

Commenting on the contract, Mr. Sudhakar Ram, Chairman, Group CEO & Managing Director, Mastek, said: “At Mastek, it has been our constant endeavor to provide our customers with high value propositions. We are proud to partner with IDBI Fortis and create value for their customers.

Mastek has consistently demonstrated its capability to address and comprehend insurance sector requirements across the world. Having implemented similar projects successfully across geographies we are confident that through our capabilities and experience we will be able to support the aggressive growth plans of IDBI Fortis and help them service their customers better.”

He added, “India is a strategic market for Mastek in terms of growth in the insurance vertical and with a strong track record and a unique set of proprietary frameworks and competencies, such as Elixir, which is an end-to-end solutions platform for the insurance industry we see tremendous growth coming from this region.

Related Posts

· March 10, 2008 -- Mastek snaps up US co STG for $29 mn 
India’s Infosys sees higher wages to keep staff
SOURCE: Reuters
DATE: May 21st, 2008
ARTICLE
Infosys Technologies Ltd (INFY.BO: Quote, Profile, Research) (INFY.O: Quote, Profile, Research), India’s No. 2 software services exporter, is seeing greater competition for talent, and expects higher salaries to help prevent attrition, a top company official said on Wednesday.Infosys, which plans to add 25,000 employees in 2008/09, has made 18,000 offers to students at engineering colleges, and will also hire about 330 business school graduates, Nandita Gurjar, group head of human resources, told reporters.

“At business schools, we are competing with financial services firms — they are the ‘in thing’ now,” she said.

“But at engineering colleges, where we compete with other software firms, we get in at Day Zero or Day One.”

The Bangalore-based firm, which trails leader Tata Consultancy Services (TCS.BO: Quote, Profile, Research), has said wage increases of 11-13 percent will impact margins by 2.3 percent in the June quarter.

But higher wages were essential to retain talent in an industry where attrition levels are at 14-16 percent, she said.

“Our attrition rate is 13.4 percent, and we’d like to get it back to single digits — the level we were at in 2004.

“But that will be hard,” Gurjar said.

India’s $64 billion software services sector has been hit by slower growth at battered banks and financial firms, sectors that contribute most to revenues.

But that has not affected Infosys’ compensation strategy, Gurjar said.

“We are in fact, offering bigger raises than others, whose wage increases are in the single digits,” she said.

“We haven’t changed our strategy because of the slowdown, as we need to hire and retain the best talent.” (Reporting by Rina Chandran; Editing by Mark Williams)

HCL Launches Underwriting Solution
SOURCE: INSURANCE & TECHNOLOGY
DATE: MAY 20th, 2008
ARTICLE
HCL TECHNOLOGIES, an IT services provider, has announced the release of Penstock InsureWrite, an SOA-based policy underwriting system that automates the underwriting process and allows insurers to consolidate multiple administration platforms.The solution was developed by HCL’s Penstock product engineering group and features pre-configured industry-related content as well as a robust configuration process for unique business requirements. The new system also includes claims reporting and front office automation functionality.

Infosys hires consultant to chalk out revamp plan
SOURCE: The Hindu Business Line
DATE: May 21st, 2008

Mohit Soapbox:
Interesting fact on training cost for Infosys: at $1000 an employee on existing employee and $2,500 on new employees  with an existing employee base of 92,000 and a plan to hire 25,000 new folks. Total training cost per year for Infosys is around $155 million.  Infosys also plans to increase spending this year by 15 to 20% compared to Rs 700 crore for last year. Moving from a role based model to a new HR program will be interesting to see how it unfolds in an Indian vendor firm. 
ARTICLE
Mumbai, May 21 The country’s second largest software exporter Infosys Technologies is exploring options to revamp its organisational structure and has hired a consultant for the same.

The Bangalore based company is currently in the phase of ‘re-banding’ and hence is examining whether it should move away from the role-based organisational structure adopted in 2002, Ms Nandita Gurjar, Vice-President and Group head, HRD, said during an interaction with newspersons, here on Wednesday.

“We want to understand whether the role-based organisational structure is still valid; it is a nine-month long exercise and we will have some kind of diagnosis ready in the next two months,” said Ms Gurjar.

A role-based organisation means that the number of layers within the company gets reduced. Promotions are based on the readiness of the individual for a higher role and the career growth of the individual is linked to the growth of the company.

Forex fluctuations and the recent meltdown in the US credit market have prompted IT companies to rejig their organisational structure, an analyst tracking the sector said on the condition of anonymity. It started with TCS in February this year, when it reorganised its global operations into five different units.

The company also intends to increase the spend on education and training of its employees by 15-20 per cent as compared to the Rs 700 crore spent last year, according to Mr T.V. Mohandas Pai, member of the Infosys board.

“For every new employee, Infosys spends around $5,000 (Rs 2.05 lakh) a year on training; the company spends about $1000 (Rs 41,000) a year on training its existing employees,” Mr Pai added. Infosys employees about 92,000 employees; for the current fiscal, it has already unveiled plans to hire about 25,000 people.

The company sees wage in inflation for the year at 11-13 per cent. The scrip was down by 0.85 per cent to close at Rs 1871.25 on the Bombay Stock Exchange on Wednesday.

Related Posts

· June 5, 2008 -- Infosys bags patents for mobile tech, holography 

· May 28, 2008 -- Infosys, BBVA in strategic partnership 
· May 19, 2008 -- What’s working to get more Indians working? 

· May 7, 2008 -- Infosys BPO to set up KPO hub in Gurgaon 

· May 2, 2008 -- Meet Infy’s highest-paid executives 

· April 23, 2008 -- Infosys buys IP technology from Australian co for Finacle 

· April 18, 2008 -- Infosys signs 5-year contract with US insurer Conseco 
· March 7, 2008 -- India’s Infosys launches Islamic banking solution 
· March 6, 2008 -- 3i a Private equity firm opens resource center in Bangalore 

· March 3, 2008 -- Infosys targetting buyouts in Europe, Japan
Firstsource, Airtel in three-year outsourcing partnership
SOURCE: The Hindu Business Line
DATE: May 21st, 2008

Mohit Soapbox:
The growth of domestic telecom firms is a big opportunity for BPO firms looking to offer services to domestic markets in India. It also fits in very well with the delivery model. Although the margins are less lucrative then the western markets but the scalability and ability to penetrate the Indian domestic markets is great in Indian telecom industry. 

ARTICLE
A BPO services provider, Firstsource Solutions, and Bharti Airtel, have signed a three-year outsourcing agreement. Firstsource will provide a suite of BPO services covering both voice and back-office in areas such as customer accounting, VAS prov isioning, fraud and credit monitoring, a press release issued here on Wednesday stated. Firstsource’s services will also cover collections, customer service and customer retention, amongst others, from its centres in Chennai and Mumbai, the release said. The company would also set up centres in Vashi and Chennai for Airtel and expects to ha ve over 1,000 employees in the first year focussed on providing services in English and eight other regional languages to Airtel’s customers. “The partnership will support our extraordinary growth and allow us to focus on our core business of creating innovative products and services for our customers and our partners,” said Mr Jai Menon Bharti Airtel’s Director, Customer Service and Informati on Technology. Firstsource’s Joint Managing Director and COO, Mr Raju Venkatraman, said, “We look forward to leveraging our process expertise to help Airtel get better operational flexibility, productivity and increased customer satisfaction.” Firstsource currently derives 36 per cent of its revenue from the telecom vertical, the release said. - PTI

Related Posts

· May 27, 2008 -- Warburg Pincus eyes majority stake in Firstsource 

· May 5, 2008 -- Firstsource Solutions to create 800 new jobs in Northern Ireland
Indian BPO firms should head to hinterlands, says Karnik
SOURCE: Business Standard
DATE: May 20th, 2008

Mohit Soapbox:
I am a big fan of Kiran Karnik the former Nasscom president. He has done a tremendous job in promoting India and the IT industry and in creating a global brand for India across the world. I do dis agree with him on his views on the next areas to grow in for the BPO/IT firms to rural areas. There is a convulted growth pattern in India . The rural or for that matter the Tier II and Tier III cities in India are still lagging behind in all aspects. A heat map we created for a client of ours to showcase the pockets of growth in India ( client confidential! ) brought the stark reality of a divided nation when it come to growth.  The urbanization and growth of few centers across India is a stark evidence of opportunity being isolated in pockets. There is a need to move the rural and Tier III cities to maintain if not to close the gap of growth in larger cities. There is a social need to share the opportunity growth across all areas. The question is are the BPO/IT firms the platform to do so  ?  We have IT/BPO firms moving to global location because they need a global foot print to de risk their clients and provide solutions closer to their client. It is market driven. Firms are not only going to other low cost locations but to high cost locations ( or regular cost location - u choose). Wipro opening in Atlanta, TCS coming to Cincinnati. There is a social need to be met by the IT/BPO players but they are working with global clients whose demand pattern is different.  Even after an impressive ten plus history of phenomenal growth and work moving to India - finding right talent, communication is the # 1 issue we hear from our clients when working with offshore locations in India. This is for delivery being done from - urban, cosmopolitan locations where people are more globally aware.
I believe that the move to rural locations or tier III cities should be the same reason the firms move to global locations to be closer to their customers. For domestic BPO firms it is a tremendous opportunity to leverage local talent and they can lead the charge.  The same applies to firms in other sectors of growth - retail, real estate, infrastructure. These are all local businesses with global capital inflow and should be the one’s helping the population which feels left behind be part of the growth story.
ARTICLE
Rural India not only offers lower costs, but an abundant pool of highly-motivated talent. The future of India’s BPO sector lies in moving more of its operations to rural India, according to former Nasscom president and member of IDG’s Global Advisory Board Kiran Karnik.

Indian companies have been setting up BPOs in various countries including Sri Lanka, Vietnam, China and Thailand. However, the biggest unexplored market is pretty much here in India. The future destination for the Indian BPO industry is within the country,” he said.

Delivering his keynote address at the first national rural BPO conference organised by Byrraju Foundation, the NGO arm of Satyam Computer Services Limited, in Hyderabad on Friday, Karnik said Indian BPO companies were moving slowly towards rural areas in setting up facilities.

“Going ahead, we see challenges coming up in the form of competition as a result of the success that we have achieved in the IT and BPO industry, coupled with the already existing problems such as lack of talent and related issue of attrition. Clearly, there is a huge untapped talent in smaller towns and the industry should find ways and means to identify this and go where the talent is.”

Stating that the Indian IT and BPO facilities are being set up as world-class ones, he said companies should look at small and cheaper facilities for services like data entry to tide over infrastructure and hiring costs.

“We should think of these rural BPO centres as the ones in Hyderabad or Delhi. Quality and standards have to be the same, and work at the same level of intensity using ‘appropriate’ technology,” he added.

Mid east investments looking to India
SOURCE: Business Week
DATE: May 19th, 2008 - EconomicTimes India

Mohit Soapbox:
I was recently reading excerpts from the ‘Post-America World’ book by Fareed Zakaria  ( though I have not read the book) where he talks about how the equation is changing from an America centric world to a ‘rest of the world’ focus. He sees the distribution and focus of power, wealth going global and moving away from America.  Why I find that interesting in this article context is that i recall reading that with the changing equation of oil how the middle east has become a force and a ‘banker’ for the rest of the world. With a huge cash stack the money is finding places to invest and grow in. This article talks about the money flow to India from the middle east and how the belief is that the Indian markets are relatively decoupled from the rest of the world.  These are great growth stories and opportunities for global economies including India but it still worries me if the Indian markets are ready to go global. Outside of a handful of firms which are creating a global footprint and have leveraged the rise of the capital markets to grow, a # of firms are mid size and smaller in nature where the generation is holding on to the past sentiments. Valuations for one are still a big issue with family run businesses where they are seeing the market reality but not willing to accept market reality of valuation. There are a number of other factors which  I believe will filter down these large investment interests in India to a smaller fraction of actual deals - infrastructure, people, bureaucracy, local business mind set, ease of doing business, transparency to name a few.

ARTICLE
The skyrocketing global crude oil prices may have fuelled inflation across the world, with India being no exception. But it has also brought good news for the country by way of private equity participation.

“Investors from the Middle East are taking keen interest in India’s private equity domain with a timeframe of 7-8 years to garner big returns, about which they are quite confident. According to Sharia Law, they will be investing in sectors like real estate, health care, retailing and education,” said Yen Management Consultant Managing Director and Chief Executive Officer Sunil Shirole, who met many such investors there recently.

Many sovereign fund houses in Oman, Abu Dhabi, Qatar, Dubai, each with a corpus of Rs 4,000-10,000 crore, are scouting for Indian private companies to invest in.

“They are trying to connect with the right kind of people to make inroads in India,” according to an industry insider, who declined to give names to safeguard his business interest.

Investment Dar, an Islamic investment bank in Bahrain with a target investment of Rs 6,000 crore, has appointed Mumbai-based Yen Consultant to scout suitable investment opportunities here.

Explaining the rationale behind this sudden rush, Shirole said, “they believe the Indian economy is largely decoupled from US or global slowing. Hence, there is no fear of any recession here. In fact, the US recession will inadvertently push companies based there to outsource part of their jobs to emerging economies, where India is the first choice.”

“And as the Indian markets are in correction phase, they can pursue some value-buying now,” he added.

Investors across the world are also bullish about India’s long term growth story. Investors from Europe and US are showing interest in India. Some of them have already chalked out their blueprints.

According to a source, German insurance giant Allianz plans to invest a substantial portion of the Rs 8,000-10,000 crore earmarked for India via private equity.

The number of PE deals struck in the first four months of 2008 were 156 and value of investment $4.94 billion. This compares with 136 deals and $3.42 billion in the same period of 2007.

However, fund houses are going slow on investments seeking reasonable valuations.

The number of PE deals inked in April this year was 32 and aggregating $0.56 billion, down from 35 deals worth $1.21 billion in March. In February, the number of PE deals struck was 27 and amounting to $1.48 billion.

“Though attractive valuations after the stock market meltdown in January are good for investors, the expectations of companies have not tempered down. Private equity placements will flourish sooner or later as Indian companies will not defer growth plans indefinitely,” said Sanjay Randhar, director of SS Venture Services, which manages the India Knowledge Fund.

India Knowledge Fund, which closed a month back after raising $100 million, will invest in all knowledge driven companies in India in sectors like information technology, IT enabled services, life sciences, high-end engineering etc.

“Valuations of real estate companies are very attractive in India now, barring Mumbai where we expect prices will rationalize in the next six months. After signs of overheating, we are now seeing correction in this sector. It will definitely lead to rise in interest among investors,” said Arun Goel, CEO of DHFL Venture Capital, which specializes in real estate private equity investment.

The company has been appointed financial advisor of Mauritius-based India Real Estate and Infrastructure Fund that aims to raise $300 million.

DHFL Venture Capital’s existing real estate fund, ‘Dream One’, has assets under management of $45 million. The fund was launched in 2006.

Epam secures $50 million for acquisitions
SOURCE: Company Press Release
DATE: May 20th, 2008

Mohit Soapbox:
This is an interesting transaction. With a # of VC’s, investors shying away from the services companies specially those in the IT/ITES space it is interesting to see an investment in a IT outsourcing firm. Deals in this space specially the mid size deals have been more of a distress sale and specialized deals ( companies buying expertise in CRM, SAP implementation etc..).
The Epam Company has announced to secure $50 million of investments from three global investors, which received minority stakes in the company. The given finance will be used for acquisitions and further development.

Epam Systems, the custom software vendor, has announced to secure $50 millions from three establishes investors that received minority stakes in the company in exchange. The size of investment is not announced.

The Renaissance Capital Group initiated the placement of investment. The leading investors are Renaissance Investment Management and Da Vinci Capital (Renaissance Capital and Renaissance Investment Management are affiliated with the Renaissance Group), the coinvestor is Euroventures Capital.

According to Arkady Dobkin, Epam Systems’ president, in 2007 the company grew by more than 50%. The company’s turnover substantially exceeded the targeted index of $100 million. According to CNews Analytcs, Epam’s revenue totaled 2.891 billion rubles (exchange rate: 23.72 roubles per $1, 19.05.2007) in 2007, which was a 37.7% growth as compared to 2006.

Renaissance Capital points out Epam is of greater interest to the investment communities of various countries that has been expected. Investment companies are necessary to support the development and compete with the ‘leading companies in the global market’.

The finance received will be spent to develop core competence and infrastructure, to train the personnel. Moreover, the company is considering strategic acquisitions ‘to provide its customers with new specialized services’.

Currently Epam’s development centers are located in Russia, Byelorussia, Ukraine and Hungary. In the CNews100: Russian Largest IT companies Epam ranks 34th.

Competitive Approach Taken to Outsourcing
SOURCE: Wall Street Journal
DATE: May 20th, 2008

Mohit Soapbox:
What is the trend in outsourcing in the market place. Smaller deals with multiple vendors.  Creating competing vendors is a great ‘economic 101′ strategy and I think this strategy works great for firms who are up the maturity level in sourcing management. For firms starting out new and those with limited scale multiple vendors if not managed correctly cause more disruption and more chaos. We have seen both sides - a well run program with multiple vendors ( 4 IT, 3 BPO) which worked great. The challenges of cross vendor communication were well managed, productivity gains well defined across vendors . On the other end of the spectrum a mid size firm managing two vendors with limited scale and it all seems to be a constant struggle to get anything done. 
ARTICLE
In 1996, General Motors Corp. signed a 10-year deal that made its onetime subsidiary Electronic Data Systems Corp. the car maker’s principal provider of information-technology services. When that contract expired in 2006, GM took a different approach, spreading approximately $15 billion of IT work among at least six companies and cutting the length of the contracts in half.

The shift marked one element in a broader transformation in the IT-services industry: Rather than simply handing over the keys to the tech department to one provider, businesses are increasingly signing shorter outsourcing deals with multiple firms that have employees around the globe. Often, they hire multiple firms to work on the same project.

Ralph Szygenda, GM’s group vice president and chief information officer, said the goal is to create competition between the providers, which in turn leads to better service at a cheaper price. “That’s really just Economics 101,” he said.

The new approach underscores some of the challenges facing Hewlett-Packard Co., which has struck a $13.25 billion deal to buy EDS, a Plano, Texas, company that pioneered the IT-services business.

Businesses hire service providers to do an increasing list of chores, ranging from maintaining old mainframe computers to writing software to staffing personal-computer help desks. The business is big, and growing: Gartner Inc. estimates that IT-services revenue grew 11% to $748 billion in 2007.

But the industry is changing rapidly. While deals with large U.S. service providers accounted for 70% of the total value of all outsourcing contracts signed in 2003, the share had fallen to 37% by 2007, according to Technology Partners International Inc. During that time, the value of contracts signed by service providers based in India increased sevenfold, and those signed by smaller, niche providers doubled, according to TPI.

Kevin Campbell, group chief executive for outsourcing at Accenture, said service providers in the past often hired their customers’ former employees and had to buy equipment at the start of a contract. Longer contracts helped providers amortize their upfront investments, he said.

Now, providers perform services remotely from lower-cost locations using their own employees and equipment. This eliminates those upfront costs, enabling service providers to bid competitively for smaller projects.

Ten years ago, Allstate Corp. relied on employees at its facility in Northern Ireland for tech work. Today, the insurance company parcels out work to a roster of service providers, including International Business Machines Corp., Accenture, Infosys Technology Ltd., Wipro Ltd., and Syntel Inc. Allstate has a department charged with identifying promising providers to work with in the future, said Catherine Brune, senior vice president and chief information officer.

When Allstate built software that its agents use to get insurance-rate quotes, Ms. Brune hired one company to write the software but chose another to make sure the computer code didn’t contain any errors.

While this creates tension between providers, Ms. Brune said it hasn’t led to problems. “No one likes it when they lose business,” she said. “But we have so many new projects they know they’ll be rewarded for good work.”

Ken Yerves, CIO at JM Family Enterprises Inc., a Deerfield Beach, Fla., auto dealership, said his staff used to include more project managers who tracked which tasks were completed and which ones weren’t. Today, service providers do that, and his staff mainly manages relations with the different outsourcers on which the company relies.Although cost is one of the main reasons that business outsource — Mr. Yerves said outsourcing helped to keep his tech budget flat for the past four years, even as work has increased — businesses shouldn’t hold out for the lowest price.

You can haggle over every nickel and dime, but “it puts you in a contentious relationship,” he said. He added: “Then, no one wins.”

Write to Ben Worthen at ben.worthen@wsj.com
SemanticSpace to buy NY co for $30 mn
SOURCE: EconomicTimes
DATE: May 20th, 2008
ARTICLE
There’s a momentum building up in smaller IT companies going for overseas acquisitions. The latest to join the race is Hyderabad-based SemanticSpace Technologies, a 1,200-people software services player, which is close to acquiring US-based JYACC Inc for nearly $30 million. New York-headquartered JYACC is an end-to-end systems integration company known by its trademark Prolifics, specializing in IBM technologies. Sources close to the company said, the deal-making was in advanced stages and a closure could be achieved in the next few weeks.

Mid-tier IT companies like NIIT Technologies, Mastek and 3i Infotech have inked overseas deals in the recent past with industry experts predicting smaller Indian firms going for international buyouts in the $20-100 million bracket. Mastek acquired US-based STG for $30 million, while NIIT swooped down on German company SoftTec. A few weeks back, 3I unveiled $80-million buyout of US-based payment pocessing firm Regulus Group.

SemanticSpace, which is projected to report revenue of $25-30 million in the ongoing financial year, will add about 150-200 overseas employees through the latest acquisition, which is incidentally the company’s second buyout in the US, sources added. It is believed that the upfront cash payout may be around $10-15 million, while the rest may be in the fom of ‘earn-outs’. However, officially, the company denied the development terming it a rumour.

According to industry trackers, the recessionary trends in the US may actually translate into some of the assets becoming cheaper for acquisition by Indian companies. In fact, many reckon that these low valuations could be a trigger for increased M&A activity by Indian IT services companies, looking at bridging competency gaps in domain, skillsets and market access. Sources said, valuation of US technology firms were curently hovering at 3-5x times on EBITDA making synergistic targets look attractive on the deal street.

SemanticSpace, which has its offshore development centre in Hyderabad and sales offices in the US, provides product engineering services, enterprise solutions, packaged application implementation, testing and staff augmentation services. The company, in which UTI Ventures is an investor, confirmed that it was on M&A prowl.

“Size does matter. We are looking at acquisitions to grow bigger,” an official said. In line with this strategy, SemanticSpace recently acquired Silicon Valley firm Arsin Corporation, which has a strong SAP business practise. Arsin offers SAP business process testing and markets a SAP regression test library and various other SAP testing solutions to reduce the time to solution.

SemanticSpace too has created intelluctual property around its project management and quality testing suites. These IPs help Semantic to reduce the time to market and cost for its clients.

What’s working to get more Indians working?
SOURCE: LiveMint
DATE: May 18th, 2008

Mohit Soapbox:
A recent report by CII recently talked about a high percentage of Indian graduates( 39.5%) unemployable.  The issue with lack of resources is not limited to IT/ITES sector but is widespread across all growth industries - retail, infrastructure, real estate. For India to maintain a sustainable growth having the right skill work force is critical. The education required for graduates to be employable is varied but some basic work force skilling is essential and applies across all industries.  I don’t believe this is also a problem which has a common answer and India cannot afford to wait for the political process to kick in high gear to over haul the entire education system. Entrepreneurs have to pick up smaller niche areas and define and execute on successful strategies. The ownership of education and training also requires the right level of public/private dialog and industry specific tie ups ( happening across different sectors) but is not an over night phenomenon. 

ARTICLE 

Everyone agrees that only about a quarter of India’s graduates are employable. But no one has quite figured out what to do with the rest.

“When they come, they are absolutely fresh,” observes Rahul Shah, a once associate vice-president with Infosys Technologies Ltd’s business process outsourcing arm.

When it comes to soft skills, they don’t know how to write an email, or how to talk to clients. On the practical side, even those with degrees in accounting don’t know how to create financial models.

“They just know basic bookish concepts,” Shah says

Shah left Infosys to start a firm called KPO Academy, one of the many new start-ups in the burgeoning training sector. KPO Academy relies on “finishing schools” where second-tier graduates will pay up to Rs40,000 for the prospect of future employment in the outsourcing sector, alongside partnerships with firms such as Infosys and JPMorgan Chase and Co. to take his recruits.

In some ways, his model combines the various ways companies have dealt with the need to train India’s unemployed youth. Many rely on so-called retail trainers such as Aptech Ltd for information technology and Frankfinn Aviation Services Pvt. Ltd for flight attendants where students pay to upgrade their skills.

Other companies run their own training centres, such as Infosys’ 4,000-seat campus in Mysore. Others such as Genpact Ltd have flirted with free or nominal fee training at storefront locations for potential candidates, while HCL Infosystems Ltd and Kingfisher Airlines Ltd have spun off their training units into separate moneymaking ventures that can also feed their own talent supply needs.

“There are millions of experiments going on,” says Manish Sabharwal, chairman of the staffing firm TeamLease Services Pvt. Ltd.

Not all of them are working.

“We’ve got about 24 experiments with training firms to repair our interview rejects,” says Sabharwal, “but it usually doesn’t lead to a job.”

Frustration on the part of recruiters is mirrored by those who hire. “I would expect that I could go to some company,” says Puneet Singh, vice-president for hiring at Genpact, “and say,‘Today I need 20 people who can do accounts payable as of now’.” 

Evalueserve Makes Strides in Chemical Structure Searching
SOURCE: Press Release
DATE: May 19th, 2008

Complex patent documents describing millions of chemical structures are a curse for most patent counsels and in-house attorneys in the chemistry and life sciences domains. The large amount of chemical literature dating from the early 1900s makes searching difficult.

“Searching for chemical patent information is a process which we have continuously improved over numerous client engagements with codified learning and best research practices that match up to industry standards worldwide. Our dedicated team of chemistry professionals has a wide variety of domain expertise ranging from Polymer, Material, and Organic to Biochemistry. This breadth of expertise, coupled with the strong legacy of quality assurance, has helped us complete over 30 client engagements with one European pharmaceutical firm alone”, says Dr. Priyal Bisht, a Group Manager in the Intellectual Property (IP) division of Evalueserve, India.

All members of Evalueserve’s IP chemistry team are trained on leading-edge industry standard databases such as the CAS Registry, Chemical Abstracts, MARPAT, Derwent World Patent Index, and Merged Markush Service. This training, coupled with regular sessions to upgrade skills on Markush claim interpretation and searching, enables the chemistry team to effectively handle complex requests from a diverse client base.

Evalueserve (evalueserve.com) was the pioneer in Knowledge Process Outsourcing (KPO), coined the term KPO, and started offering chemistry-related patent research services in October 2006. Its IP chemistry team has 20 professionals and collaborates with more than 250 professionals in the company’s main operation center in India.

Related Posts

· March 12, 2008 -- Evalueserve launches NOIDA center 

· March 6, 2008 -- Evalueserve appoints Nand Gangwani, IPO expert as new CFO 

· January 28, 2008 -- Evalueserve is planning to expand operations in Romania
Reliance BPO to set up three facilities
SOURCE: Business Standard
DATE: May 19th, 2008
ARTICLE
Reliance BPO, the business process outsourcing business unit of the Reliance Anil Dhirubhai Ambani Group (ADAG), will set up three centres in Kolkatta, Hyderabad and Chennai in the next one month. Each of these centres will have a headcount of 1,500, said a company spokesperson.

We will employ the franchise model in rolling out these centres as it will allow the company to grow faster,” said Rajnish Virmani, president and COO, Reliance BPO.

The company has already acquired land in Tirupati for its operations. This centre will have 1,400 employees.

Currently, the BPO unit is a captive of the Reliance ADA Group. The current headcount of the susidiary is close to 8,500. Reliance Infocomm is the company’s biggest internal customer.

Almost 80 per cent of the company’s operations are voice-based, while the rest are non-voice.

The voice part of the BPO business is being conducted through Reliance Infostreams, which provides services to customers of group companies like Reliance Infocomm and Reliance Energy.

Several captive units of large conglomerates firms such as, Hero, M&M, Essar, Aditya Birla, Hindujas and Larsen and Toubro, are doing well.

Recently, Essar Groups BPO unit Aegis acquired AOL’s call centre facility in Bangalore. Before that, Gurgaon-based HeroITES — the Rs 400 crore BPO subsidiary of the two-wheeler company Hero group - acquired Telecom Services Centres (TSC), Scotland’s biggest BPO, for nearly Rs 330 crore.

M&As in IT, BPO space slip to $475 m in Jan-April
SOURCE: The Hindu Business Line
DATE: May 18th, 2008
ARTICLE
Hit by the US slowdown blues, the total M&A deals in IT and BPO space tanked to $475 million between January and April 2008, almost half of the year-ago level, but industry analysts see the recent big-ticket deals such as MindTree-Aztecsoft and HP-EDS bringing back sheen to the IT counters in coming months.In the first four months of 2008, the value of the total cross border deals stood at about $411 million (compared to over $600 million in the same period previous year); while the overall domestic deal pie amounted to $64 million. In contrast, between January and April 2007, the value of mergers and acquisitions — both cross border and domestic — in the IT/BPO space had added to about $897 million, according to advisory firm Grant Thornton.

“Going forward, the MindTree deal will add significantly to the May numbers, and hopefully also influence other mid-sized companies to look at similar transactions for scaling-up operations,” Mr Harish H.V., Partner (Corporate Advisory Services), Grant Thornton, said.

Earlier this month, MindTree announced that it has entered into a definitive agreement with the largest shareholder of Aztecsoft to acquire 32.57 per cent at Rs 80 a share.

Another deal, which analysts expect would set the IT deal street abuzz, is HP’s recent decision to acquire technology services firm Electronic Data Systems (EDS) for an estimated $13.9 billion.

“The HP-EDS deal, in terms of globalisation, has placed the combined entity in a dominant spot in infrastructure services. The Indian top-tier players would be under pressure to rev up their business consulting expertise along with a wider global footprint. “We expect the acquisition sweet spot to range (at) $0.5-2 billion for targets in the US and UK, and $200-500 million for Europe,” Mr Avinash Vashistha, Chairman and Chief Executive Officer of Tholons, said.

Among the prominent deals inked in April was Satyam Computer Services’ acquisition of S&V Management Consultants, a Belgium-based supply chain management consulting firm. Other transactions included software services firm 3i Infotech Ltd’s agreement to acquire US-based Regulus Group LLC; and Essar Communications Holdings strategic stake in Obopay Inc, a service provider for payments via mobile phones.

39.5% Indian Youth Employable :CII Aspire India Skills Report Card 2008
SOURCE: Machinist.in
DATE: May 19th, 2008

ARTICLE
Skills development and unemployment is a core concern not just in India but worldwide and Public Private Partnerships are the key to realising India’s vast potential in this area and achieving socially equitable and inclusive growth, Sharda Prasad, Director General Employment and Training, Ministry of Labour and Employment, said addressing the  ‘Skills World 2008’ summit organized by the Confederation of Indian Industry (CII) and Aspire, a leading Human Capital Management firm in New Delhi today.Only yesterday, the cabinet has approved the setting up of a ‘Skills Development Mission’ which will include setting up of 1,500 more ITIs and 50,000 Skills Development Centres, taking the mission to smaller cities and rural areas, Prasad said. As part of the government’s Skills Development Policy, the Labour and Employment Ministry has embarked on setting up Sectoral Councils, he added.

The government wants to play the role of a facilitator in this field, Prasad said and invited the industry to join hands with it to create a road map for solving this problem. “This CII summit is a landmark initiative that will go a long way in producing and locating talent which is demand responsive,” he said.

Prasad also launched a book ‘Talent on Demand: Managing Talent in an Age of Uncertainty’ authored by renowned international expert on skills and employment issues, Dr Peter Cappelli, Director HR, Wharton. The book is a path breaking study that outlines a universal  model to create the right jobs for the right people.

From a global perspective India is doing better than it thinks its doing in the field of HR, Dr Cappelli said. But it needs to build on it for HR today is problem of scale. While education providers need to gear up to provide the needed skillsets, the employers need to invest more in training and right hiring, he added.

India is on a scorching economic rise for the past few years and the only bottleneck can be ‘not having enough people to do what we need to do,” said Shivinder Mohan Singh, Chairman, CII Delhi State Council and CEO and MD Fortis Healthcare LTd. “Our young population is our demographic dividend and we should not allow it to become a demographic divide,” he said and added that skills development is a concern not just of industry and GDP but of society, governance and growth.

Only 39.5 per cent of graduates in India are employable and the challenge is to bridge the HR gap by providing skills training to the other 60 per cent, said Amit Bhatia, Founder and CEO Aspire. “We need to apply supply chain principles to achieve the talent of demand targets & achieve a more equitable social and economic model”, he said and suggested setting up of Special Education Zones to meet the growing demand. Aspire also launched its “India Skills Report Card 2008” at the Summit.

“We must build people to build India.” If the country can channelise its vast HR potential, ‘India @ 75’ will have the largest pool of trained manpower that will form the basis of global leadership, said Col Harmit Singh Sethi, Head Skills Development, CII. CII has been a catalyst in promoting the skills movement in the country.

This summit is a platform for CII to further the government’s vision of having sectoral councils. The summit focuses on the three pivotal sectors – outsourcing, financial and retail – that are facing a talent crunch. This is also a first step in identifying skills gaps across the four collars from all sectors.

Hurd mentality isn’t enough - HP-EDS Deal analysis by financial week
SOURCE: Financial Week
DATE: May 19th, 2008

Mohit Soapbox:
The analyst don’t seem to be a big fan of the EDS-HP deals and are questioning if HP will have integration issues and operational efficiency issues in this merger to make this deal worthwhile for the share holders. 
The article also raised interesting  possibility of HP acquiring Satyam, Cognizant to leverage the Indian operating platform. Given that the HP-EDS deal has components based out of India - mPhasis for EDS and HP India location I wonder if that is a long term goal rather than a short term possibility for HP.  If integrating companies located on the same continent
1,500 miles apart is a challenge integrating with an Indian service provider is going to offer a more challenging environment.


ARTICLE
This week, Hewlett-Packard management will announce its first-quarter results, along with guidance for the rest of 2008. Analysts and investors will undoubtedly be glued to the webcast, coming as it does just days after H-P’s dramatic announcement that it is acquiring Electronic Data Systems.

The roughly $14 billion purchase of Plano, Texas-based EDS, which specializes in information technology services, is H-P CEO Mark Hurd’s boldest move since taking over from Carly Fiorina in 2005. It’s also a gamble—very surprising given Mr. Hurd’s reputation as a number-crunching, cost-cutting, the-devil’s-in-the-SG&A type of executive (he’s famous for managing off an Excel spreadsheet).

Indeed, Mr. Hurd has been able to right the ship at H-P in large part by driving operational efficiencies across the company’s linchpin businesses, computer and printer manufacturing. He’s also laid off employees—nearly 10% of the work force—and ended H-P’s traditional pension plan in favor of a 401(k).

The same heavy hand will no doubt be applied to EDS. “There is definitely some scorched earth in the cards for EDS,” said one industry observer.

But Cathie Lesjak, H-P’s chief financial officer and executive vice president, indicated to Financial Week that opportunities for cost reductions “exist in the overhead cost-structure [examples include IT and real estate] and economies of scale.”

Mr. Hurd reiterated that stance when speaking to analysts after the EDS deal was announced. “We think we know a lot about how to look at overhead and how to look at costs that result from overhead. We know how to get significant leverage out of our scale.” He added that management at H-P, which generated $104 billion in sales last year, is “trying very hard to run the playbook that we know how to run very well.”

But the EDS purchase may test that script. While H-P purchased Mercury Interactive for $4.3 billion in July 2006 and Opsware for $1.6 billion in July 2007, those software publishers were relatively easy businesses to fold into the company.

“EDS is the first big acquisition under Mark’s regime that is outside the Bay Area,” said software investor M.R. Rangaswami, host of the influential technology conference Interop. “The other deals he’s done have all been local deals. How do you establish the mind meld when you’re 1,500 miles away?”

It’s also unclear what the acquisition means for the company’s desire to boost its margins. The purchase does more than double the revenue H-P generates from services (from $17 billion to $40 billion), typically a higher-margin business than hardware manufacturing. As such, the acquisition also positions H-P as a prime rival to IBM’s Global Business Services in the technology services and consulting sector.

IBM vaulted into the lead in that sector in 2002 when it bought PricewaterhouseCoopers Consulting, a target Ms. Fiorina tried unsuccessfully to acquire.

Currently, consulting produces only $3.2 billion of H-P’s services revenue. With EDS in tow, that number jumps to $6.3 billion—still just one-tenth the size of IBM’s Global Business Services.

What’s more, EDS is strong in technology infrastructure management and outsourced networking. The real profit to be made in tech outsourcing is in business process outsourcing, and even more so in technology consulting—lines dominated right now by IBM, Accenture, Computer Sciences and a handful of India-based companies.

What’s more, EDS has in some cases offered cut-rate prices to customers to land business. “EDS has a lot of government and General Motors contracts,” said Mr. Rangaswami, “So that challenge is, how does H-P make money on those deals now, which have been [negotiated] so competitively?”

In fact, according to one accounting, acquiring EDS could clip H-P’s operating margins initially from 10.1% to 9.2%, and the company’s revenue growth from nearly 6% annually to just over 5%. These may seem like small adjustments, but on the base of H-P’s net revenue of $104 billion and net income of $9 billion, they matter plenty.

In a written response to a query, Ms. Lesjak noted that “the transaction is not expected to significantly change H-P’s growth profile in the near term.”

But Mr. Hurd and Ms. Lesjak say the deal makes sense even without an immediate above-the-line bump up from EDS. “We did not bake in a lot of revenue synergies, [but] they do exist,” said Mr. Hurd. “Any revenue synergies there are, are mostly upside to our model.”

In addition, Ms. Lesjak predicted H-P will continue to throw off plenty of cash, despite shelling out $14 billion [in cash and debt] for EDS. “Look at our net cash position today,” she told analysts, “then look out post-close four to six quarters. We’re roughly back at the same spot.”

H-P may need the scratch—for another deal. To round out Hewlett-Packard’s services offerings, Mr. Hurd might well have to buy at least one more high-end consulting shop.

Some believe Mr. Hurd will look to India to find it. Medium-sized services firms such as Cognizant or Satyam are considered acquisition candidates and, in the $10 billion-plus range, in H-P’s wheelhouse.

Mr. Hurd seemed to hint at such when, in response to a question about future purchases, he said, “There’s lots of opportunity across the planet. It’s broader than just the U.S.” Accenture, the former Arthur Andersen consulting group, has also been mentioned as a possible takeover target for H-P.

For now, the EDS deal gets H-P in the door to sell to a whole new list of clients. AMR research director Dana Stiffler said the approach has merit. “Instead of advising and implementing systems [H-P is saying], ‘We’ll take over your IT for you, including your finance and HR application functions. We’ll own all those systems and all the processes associated with those—and the consulting we get eventually will be the icing on the cake.”

The acquisition also buys Mr. Hurd time to continue H-P’s revival—and reload. “We’re fairly prudent in how we look at our balance sheet,” he told analysts. “We’ve got some digesting to do as we go forward.”

At least, until the next meal.

Related Posts

· May 15, 2008 -- Does the HP-EDS deal make mPhasis a step child ? 

· May 11, 2008 -- EDS to revamp Indian operations 

· May 7, 2008 -- Cognizant Q1 earnings: Factbox 

· April 28, 2008 -- Mindtree, Satyam bag ArcelorMittal contract 

· April 23, 2008 -- EDS says offshoring great for profitability, promises to continue 

· April 14, 2008 -- Satyam to build software development centre in Australia 

· March 18, 2008 -- Satyam’s deal with Bear Stearns faces uncertain future 

· March 13, 2008 -- Cognizant opens new delivery centre in Argentina 

· March 5, 2008 -- T-Systems integrates with Cognizant 

· March 5, 2008 -- Satyam goes to Egypt
Pipal Research signs MoU with LSE
SOURCE: Business Standard
DATE: May 19th, 2008
ARTICLE
The London Stock Exchange has signed a Memorandum of Understanding (MoU) with Pipal Research Corporation, a subsidiary of global outsourcing services provider Firstsource Solutions, to set up a new initiative — PSQ Analytics — to provide research on the companies traded on the Exchange’s Main Market and AIM.

This exchange-supported initiative will be optional for smaller companies on both the AIM and the Main Market. The target universe of companies covered by the PSQ initiative is expected to be over 1,000.

Equity research provided through the PSQ Analytics scheme is expected to cost around Rs 800,000,opening up research to companies for which current market offerings are not economic.

Pipal Research Corporation is one of three providers selected by the Exchange to participate in the initiative
FAST FACTS

Manpower shortage hits Indian animation industry
SOURCE: EconomicTimes
DATE: May 19th, 2008
ARTICLE
The Indian animation industry is expected to double its revenues to nearly $1.5 billion by 2010 but is still hampered by lack of skilled manpower, mainly due to lack of facilities and preference for traditional career options.

“At the close of next year, the industry will require at least 25,000 more trained hands to fill the gap and by the year 2012, the industry will have room to accommodate 300,000 professionals, if not more,” Atul Vohra, in-charge of the education division of the Maya Academy of Advanced Cinematics (MAAC), told reporters. 

At present only a little over 10,000 professionals are working in this techno-creative field.
Although there are about 500 private animation-training institutes, apart from a few government-run colleges having animation curriculum, India, as of today, has only a handful of institutes teaching high-end animation techniques. 

“If there was earlier an anathema towards animation among Indian students, I would rather blame their parents and guardians for it. Because, until recently, the elders in this country had a misconception that animation was all about drawing cartoon figures and so they felt there were no career prospects in this field. They never encouraged their wards to take up animation as a professional course,” Vohra pointed out. 
According to Ronand D’Mello, managing director of Maya Entertainment Limited, the parent company of MAAC, the lack of animation training institutes in India is the chief reason why the misconceptions about animation among the elders in India persisted. 

“When the IT boom started in India about 15 years ago, they rightly saw a bright future for their children in the IT industry. But they were not as much enthusiastic to push their children to take up animation as a course for full-time study even though it was largely an offshoot of the burgeoning electronics industry. This is one of the main reasons why there is a big manpower shortage in the Indian animation industry today,” D’Mello informed. 

It is with a view to generating interest in animation among the younger generation of the country that MAAC has now signed a tie-up deal with Mumbai-based Toon Club, a division of Climb Media, which specialises in imparting the basic animation training to the children. 

Their joint venture, MAAC-Junior Toon Club, will get off the ground in Mumbai later this month. 

“The venture is not aimed at giving full-time animation training to children. Our objective is to generate curiosity and interest among them about what animation actually is, so that when they grow up they would have had the basic knowledge about the field to pursue higher courses in it. The basic concept is to give their creativity a fillip with definite direction at an early age,” Vohra explained. 

MAAC already has over 30,000 students undergoing training in animation in its 60 centres in India, Nepal and the Middle East in 3D animation and visual effects. 

Similarly, Toon Club’s courses are also designed along international lines. It recently received the Award for Excellence - Special Jury Recognition for children Animation by ASIFA. 

Despite manpower shortage, the Indian animation industry has made giant strides of late and the country has become the outsourcing hub for many western animation studios as well as for Hollywood. 

“Though we are creatively superior to many other countries, we have still lagged behind in the technical aspects of the animation industry. While in many European countries and also in Singapore and Malaysia, animation training is being given at the school level, it is still not included in our school curricula. But next to IT, animation is going to be the next big thing in India in the next five years. We had better prepare our children to reap the benefits,” said Vohra. 
The Arena, the animation division of APTECH, is the oldest of the lot in imparting animation training and it also has a variety of high-end training courses, while the six-year-old MAAC specializes on imparting training in 2-D and 3-D animation. 

There are now about 100,000 students, who are now undergoing training in animation, VFX and gaming in different parts of the country. When the first batch comes out next year, they may fill the gap to a certain extent, but the want of skilled professionals is still the bane for the development of the animation industry. 


Related Posts

· March 7, 2008 -- The Korea Animation Market: Undervalued & Underfunded 
· February 25, 2008 -- Oscars - The Mumbai studio effect 

· January 28, 2008 -- Nipuna clinches Euro 7 million Animation deal
FACTS: www.businessworldindia.com
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STUDIO LOCATION
Crest Animation EUNGLNY
DQ Hyderabad
Entertainment
Graphiti Mumbai
Multimedia
Maya Mumbai
Entertainment
Paprikaas Bangalore
Animation
Pentamedia Chennai
Graphics
Prana Studios Mumbai
Rhythm & Mumbai
Hues India
Toonz Thiruvanan-
Animation thapuram
UTV Toonz Mumbai

*Includes own creations and outsourced projects

MAJOR WORKS*
Jakers! The Adventures of Piggley
Winks; Pet Alien; Bratz (serials)
Skyland (movie); Brotown, Tutenstein
(serials)
J Bole Toh Jadoo; The Tree House Set
(serials)

Tale of Jack Frost (30-minute Christmas
special show for BBC): Captain Vyom
(serial); Neopets (game cinematics)

ESP Kids; Mica (serials)

Pandavas - The Five Warriors; Sinbad -
Beyond the Veil of Mists; Buddha (serials)
Hoodwinked (movie)

Garfield, The Movie; Chronicles of Narnia
(movies)

The Adventures of Tenali Raman; Finnley
The Fire Engine; Wolverine (serials)

The Adventure of Oliver Twist: Bad Dog
II Mica (serials)

Source: B research




For Wall Street Workers, Ax Falls Quietly - NY Times article
SOURCE: NY Times
DATE: May 16th, 2008

Mohit SoapBox:
This article talks about a grim reality of what is happening in the financial services market place today. People in the financial services industry are used to the hiring and firing approach but this quiet undercurrent of jobs and people being let go presents a grim picture within the organization. It seems specially true for the ‘cost center’ folks who have to constantly jostle to create value and show case value . Why is this relevant to this forum. It is very relevant because the indecision seen in the IT/ITES/BPO marketplace is clearly reflected in the ‘fear’ sentiment and the chaos happening with the financial services firms. No decision, delayed decision are all part of this current reality in the marketplace and are not going away any time soon. The focus of the corporate employee in today’s uncertain environment is to survive and with the fight for survival decisions do get postponed, delayed and the prioritization of creating process efficency, team work,
long term project goals goes ways down in the list. 
I hope the environment changes thought it can never return to the pre crisis days and financial institutions will be reshaped for ever but I believe in the optimism and strength of human nature to adapt.
ARTICLE
People on Wall Street seem to be vanishing overnight.

Thousands are losing their jobs as hard-pressed banks cut deep. But while layoffs are nothing new in the financial industry (they come with almost every downturn), this round seems different: it is eerily quiet.

So quiet, in fact, that people refer to these cuts as stealth layoffs. Some bosses hardly say a word after people are fired. At Citigroup, Goldman Sachs and Morgan Stanley, for example, the first clue that someone is gone can be e-mail messages that are returned to senders from a former colleague’s inactivated corporate address.

While the financial markets have found a bit of a footing lately, banks are pushing ahead with plans for some of the deepest job reductions in years. Since last summer, banks worldwide have announced plans to cut 65,000 employees.

But exactly how many jobs have been or will be eliminated is unclear. In the past, banks typically made sharp reductions all at once. After the 1987 stock market crash, for example, employees were herded into conference rooms and dismissed en masse.

This time, companies are making many small cuts over the course of weeks or even months. Some people who have lost jobs, and many more struggling to hold them, say banks are keeping employees in the dark about the size and timing of layoffs.

Citigroup, for example, said last year that it would eliminate 17,000 jobs, or about 5 percent of its work force. Then in January, Citi said it would dismiss 4,200 more people. In April, it said an additional 8,700 would go.

By contrast, after the financial upheaval of 1998, when many Wall Street banks pared payrolls, Citigroup eliminated 10,600 jobs, or about 6 percent of its work force at the time.

The idea that banks will slowly wield the knife again and again unnerves many employees. People know the cuts are coming — they just don’t know when or where.

“Nobody knows who is coming in; nobody knows who is going out,” said JoAnne Kennedy, who was laid off by JPMorgan Chase this year. “They want to keep it all as quiet as possible.”

To some bank workers, one round of layoffs seems to blur into the next. At Goldman Sachs, low performers were dismissed from January through March. A few weeks later, the bank quietly began letting more people go. All told, Goldman is axing about 8 percent of its work force, although incoming employees this summer will make up for some of that loss.

At Merrill Lynch, 1,100 people were laid off early this year, mostly in mortgage-related businesses. But in April, the firm announced 2,900 more cuts.

JPMorgan Chase said last fall that it would lay off 100 people in its fixed-income division and then followed up with several smaller rounds of cuts in other parts of the bank. The casualties will keep mounting as JPMorgan melds with Bear Stearns, the troubled investment bank it is buying.

Starting at the top, JPMorgan executives are eliminating jobs at their own bank, redeploying some people to other divisions and replacing others with Bear Stearns workers. As many as 5,500 Bear Stearns employees and 4,000 JPMorgan workers could lose their jobs before it is over.

The steady drumbeat of bad news on Wall Street is sapping morale. Wendi S. Lazar, a partner at the employment law firm of Outten & Golden, said companies are usually better off being open about cutting jobs.

“You’re seeing a very, very inconsistent message to employees,” Ms. Lazar said. “It’s, ‘I don’t know when it’s going to happen, it may be tomorrow, it may be next month; we may be able to keep you, we may not.’  ”

Layoffs are always difficult, but some of the recent cutbacks have been messier than usual. Some JPMorgan employees learned that people from Bear Stearns would get their jobs before the bosses said anything. JPMorgan clients told them first.

Some Lehman Brothers investment bankers found out their jobs were in peril when they saw cardboard boxes and dumpster bins in the hallways in March.

And when Bank of America dismissed some bankers recently, it told them that their annual bonuses had been almost wiped out and that their personal belongings would arrive in the mail. The bank announced many of the layoffs on Feb. 13, two days before many employees would be able to start cashing out stock options.

In January, when Ms. Kennedy was temporarily out of the office at JPMorgan because of surgery, her boss called to say her job had been eliminated. She did not return to her office and ended up asking the bank to send her the photos of her son that she kept on her desk.

“You don’t get to say goodbye to people,” Ms. Kennedy said. “It’s demoralizing.”

At some banks like Bank of America, many laid-off employees are not allowed to return to their desks, because the banks fear departing employees will try to take valuable colleagues or clients with them.

Officials at all of the Wall Street firms declined to comment.

At Credit Suisse, people who were laid off recently were allowed to say goodbye to colleagues. But those who stayed responded with a combination of relief and fear — relief that it wasn’t them, and fear that it might be soon. Many people say they are too worried about keeping their jobs to help friends who are out of work.

“There were mixed emotions because this clearly isn’t the last round,” said an associate who was laid off by Credit Suisse last month. “Banks really aren’t making any money right now, and they haven’t been for a while. There’s only so long you can go and not lay off more people.”

Already, the industry cuts have moved beyond low performers to people for whom the future looked bright just months ago. Analysts say the reductions announced so far will not be enough and that more may come later in the year, before employees are scheduled to collect bonuses.

“People will try to delay them for as long as possible,” Meredith Whitney, the banking analyst at Oppenheimer & Company, said of the layoffs, which she thinks are far from over. “It cuts to the bone.”

Banks and brokerage firms generally pay out about 50 percent of their revenue to employees as salaries and bonuses. Last year that percentage leapt to 70 percent, even as business began to dry up. Ms. Whitney estimates that on average banks announced plans to reduce their work forces by 5 to 8 percent. They probably will have to cut at least twice that amount, she said.

Executives have spent months developing layoff strategies, negotiating severance packages, and carefully penning scripts. Many hire outside consultants, dispatch cost-cutting czars and establish centralized restructuring offices and career placement centers. For Wall Street employees, the most dangerous days are Tuesdays, Wednesdays and Thursdays. Those are the favored days to fire people, so employees do not have the weekend to stew about it.

Euphemisms for layoffs are making the rounds too. Banks do not just fire people anymore. They engage in “head count reduction,” “reduction in force” and “redundancies.”

And gallows humor is rampant. One joke: A banker calls a colleague and asks, “Are you busy? Or are you lying?”

HR outsourcing provider Capita to double India workforce in 2008
SOURCE: PersonnelToday
DATE: May 16th, 2008
ARTICLE
HR outsourcing provider Capita plans to double the number of people it employs in India by the end of 2008, according to its annual corporate responsibility report.
The company, which provides business process outsourcing services - including HR - to a range of organisations across the public and private sector, said 2,600 staff would be based offshore by the end of the year.

The report said its policies in India were designed to support all relevant employment and human rights legislation, and its training programmes tailored to meet the needs of Indian workers.

The market for business process outsourcing in the UK and Ireland is estimated to be worth £5.1bn: 33% in the public sector, and 67% in private sector organisations. However, Capita estimated the market has the potential to grow to £94.8bn in the future, with the same public/private split.

Capita has almost doubled its workforce in the past five years as the outsourcing market has boomed. However, the report did reveal that the number of ethnic minority workers it employs almost halved in 2007, compared to the previous year.

In 2007, group turnover increased by 19% to £2.07bn, with pre-tax profit rising 19% to £238m.

Related Posts

· June 5, 2008 -- Capita to buy 70pc stake in IBS OpenSystems 
· May 28, 2008 -- Capita moving jobs to India
Harvard examines Indian real estate - Would you play $7,300 for 3 days
SOURCE:  IndusBusiness Journal
DATE: May 15th, 2008

Mohit Soapbox:
This seems a first for Harvard to present a real estate specific program in India. With the explosive growth in the Indian markets in real estate this is a sunrise industry for India. The question is would you pay $7,300 dollars for a three day event even if it a ‘Harvard’ brand name. In real estate there are a lot of lessons to be learned from practitioners, this is a local industry though and a number of large US players have made a beeline to go to India, the execution around real estate is all local. The course is aimed at CEO, practitioners with a number of years experience ( which are very limited in India if you talk about corporate real estate history). Would be interesting to here views from folks on what they think about the course and the cost. All the best for the course organizers and hope there continue to be more cost effective and wider channels to fill in the skill gap in this growth industry. Plus with the US/UK real estate markets not in an immediate need to build real estate programs  lets hope that folks are looking to India to share the knowledge
ARTICLE
The Harvard Business School is hosting its first-ever real-estate program in India this June with the goal of providing some guidance to local executives as the real estate market in India continues to expand.

The South Asia Real Estate Seminar runs from June 17 to June 20 in Hyderabad, India, and costs just under $7,300. It will focus on South Asian real estate, will be taught by Harvard Business School instructors, and will feature a lecture by Noel Tata, the managing director of Trent, the company that manages Tata Group’s retail store chains in India.

He is also the director of other Tata companies, such as Voltas, Titan Industries, Tata Investment Corp., Trent Brands and Landmark. Tata will speak on the final day of the program in a session titled, “Property as the Foundation for Growth of Indian Multinationals.” The program is intended to help executives address and profit from the challenges within the changing international real-estate market, according to Harvard Business School. It will focus on several aspects of real estate, including land valuation, development planning and finance, leadership and talent development, and strategy and competitive advantage.

According to John Macomber, a lecturer at the Harvard Business School who is part of the real estate program’s faculty, the school viewed real estate as a good industry to focus on because it is a huge asset class with a lot of people involved in the field either as investors or as commercial real estate users. Macomber is the chief executive officer BuildingVision Inc. and the faculty co-chair of the Real Estate Executive Seminar and the Real Estate Management Program. He said that he expects about 50 people to attend the real estate program.    

According to Harvard Business School, the real estate program is intended for chief executive officers and executives with “significant real estate experience,” including property owners, investors and developers.

According to Macomber, the program is intended for executives who may not have formal training in the sector. These executives are expected to be people who primarily work between the Middle East and South Asia and also in Malaysia, Myanmar and Thailand.

“This is intended essentially for in-country people to develop management and leadership skills. This is about being in the real estate business in South Asia. It’s not about being passive money from outside thinking about a market. It’s about really being a principal at risk and operator,” he said.    

He added that people who attend the program will learn on several levels: they can take a step back from day-to-day business operations and have the opportunity to learn about other people’s experiences and reflect and think about what they can do when they return to their company; they can share some best practices with peers; and they have a chance to learn in a formal setting in an academic framework that they may already know.   

The program comes to India at a time when the country’s real-estate industry is on the rise. According to a report by Merrill Lynch & Co. Inc. in February 2007, investment in India’s real estate sector is expected to jump from $16 billion to $90 billion in 2015. Due to the relaxation of rules on foreign investment by India’s government in March 2005, many U.S. companies have pledged or have already invested billions into the Indian real estate market. 

According to data collected by the India Brand Equity Foundation from January 2008 to March 2008, direct foreign investment could have a six-fold jump to $30 billion over the next 10 years.

The organization, which is a public-private partnership between the Ministry of Commerce and Industry, Government of India, and the Confederation of Indian Industry, found information that showed real estate is one of the “most appealing investment areas for domestic as well as foreign investors.”

The India Brand Equity Foundation also found numbers from Cushman and Wakefield Inc., the commercial real-estate services firm, which show that since 2005, foreign investors have already raised nearly $30 billion to invest in Indian real estate. Another report collected by the foundation showed that Merrill Lynch states that $25 billion is needed over the next five years for urban housing, and a study by Indicus Analytics, an economics research and data analysis firm in New Delhi, believes there will be a demand for over 24.3 million new dwellings in India by 2015.

Other companies that are making large investments into India includes: Jones Lang LaSalle, which is planning to invest about $1 billion into the property market, Dubai-based DAMAC Properties, which is investing up to $4.5 billion in property development, according to information collected by the India Brand Equity Foundation.

In addition, the India Brand Equity Foundation also found data which revealed that real estate is the second largest employer in India, if construction and facilities management are included. Real estate is also linked to 250 other industries like cement, brick and steel.    

There was also a recent conference on South Asian real estate in Mumbai, with some of the major international hotel chains attending. The fourth annual Hotel and Investment Conference – South Asia in Mumbai took place April 2 to April 3 and was created by HVS, a consulting and services organization which concentrates on the hotel, restaurant, shared ownership, gaming and leisure industries.

Nelson Migdal, a lawyer with the Greenberg Traurig law firm, attended the conference and said there were over 400 people there, with every major international hotel company in attendance, including Jumeirah International LLC, Hilton Hospitality Inc., Hyatt Corp. and Wyndham Hotels and Resorts LLC. Migdal, who works in the firm’s Washington D.C. office, focuses on real-estate acquisition, development and leasing, hospitality and resorts, and condo management and operations.     

According to him, the chief operating officer and president of the Four Seasons Hotels and Resorts, Kathleen Taylor, came to the conference to speak, and Edwin Fuller, the managing director and president of international lodging for Marriott International Inc. flew from Bethesda, Maryland, to attend the conference.

Migdal said these hotel companies are targeting local development partners and owners in India with appealing real estate holdings. This spans real estate properties for business in Bangalore or pleasure in Goa with high-end to mid-price hotels. He added local Indian real estate developers also attended the conference and spoke.

He said there is no question that there is a growing interest in South Asia real estate, but since this is relatively new to many real estate owners and developers in India, the desire does not yet match the experience. He added that a program like the Harvard Business School helps because it brings know-how to the region.

Wipro logs on to clean energy
SOURCE: Business Standard
DATE: May 15th, 2008
ARTICLE
Wipro, the $5 billion company with interests in IT services, consumer care, lighting and furniture, is entering a new set of businesses which will enable the company to leverage its growth on the clean energy and agriculture sectors.

The company is readying a plan to include alternate energy, water treatment, food and agriculture businesses under its infrastructure business - Wipro Infrastructure Engineering Limited.

Wipro Infrastructure Engineering Limited (WIL) is primarily focussed on delivering hydraulic cylinders, components and solutions to global original equipment manufacturers in the infrastructure space.

Wipro has been in the hydraulic cylinder business for about 30 years and commands a market share of around 70 per cent in this category.

According to analysts, by diversifying into emerging areas such as clean energy, food processing and agricultural solutions, the company is able to cover a broader area and thus protect itself from market fluctuations.

Following the acquisition of Mumbai-based Aquatech Industries this year, Wipro has already made its intent clear to be an active player in the water business.

The buy has equipped Wipro with capabilities to provide complete water treatment solutions including process, plant, equipment and services for all types of industries. Aquatech is also a dominant player in the high purity water segment for the pharmaceutical industry, which will be an added advantage for Wipro.

Wipro Water, the new business division within WIL, aims to become a global player by becoming a ‘one stop shop’ for all water needs of the customers, including waste water, reuse and desalination.

“We have already made some inroads for the water business following the recent acquisition of Acqatech, and would be concentrating on the ultra pure segment by serving the pharmaceuticals and industrial businesses. The clean energy division is in a concept stage and we are considering what all we can provide to the customers. We have already started building the team,” said Anurag Behar, managing director, Wipro Infrastructure Engineering.

Behar also clarified the company’s plan to foray into providing equipment and solutions for the agriculture and food processing industries.

As a part of its focus on renewable energy, the company is building a core team of engineers in the fields of solar, wind turbines, biogas/biofuel and geothermal. Leveraging its expertise in manufacturing, the company aims to manufacture equipment which will equip the companies operating in this sector.

Wipro Infrastructure Engineering had reported a revenue of Rs 1,200 crore in the previous financial year, with an annual growth rate of 78 per cent.

Related Posts

· May 15, 2008 -- Wipro puts consultants in one house 

· May 6, 2008 -- Wipro reshuffles management again 

· April 28, 2008 -- Rumours of top-level exits hit Wipro stock 

· April 28, 2008 -- Wipro get’s into LPO services 

· April 22, 2008 -- Wipro raises intake of fresh graduates 

· April 18, 2008 -- Wipro Q4 net up 3% YoY to Rs 880cr 

· April 14, 2008 -- Wipro R&D, service centre in Poland for Credit Suisse 

· March 10, 2008 -- Hiccups delay Wipro development center in Sydney 

· March 7, 2008 -- Wipro to rack up China staff base 8-fold 
· February 28, 2008 -- Wipro reduces no. of hiring partners
Does the HP-EDS deal make mPhasis a step child ?
Date: May 14th, 2008

HP is getting into an acquisition mode and buying EDS a company which has continued to struggle to grow and compete with the larger players. EDS sales has grown at less than 1% since 2002 with  a gross margin of 15% compared to HP’s growth of 8% and gross margin of 24%.  IBM still has the largest market share of the consulting revenues ( around 7.2%) while HP and EDS have seen decline in the market share . A recent stat by Gartner suggested that the consulting market grew in 2007 by 10.5% to $748 billion.

The industry pundits are all figuring out the relevance of the deal and if there are true synergies there for HP and EDS and the stock market has not been too kind on HP and has continued to be negative after the announcement. Given the battle scars HP still has for the earlier acquisition and the loss of a CEO because of supposedly bad acquisition moves, no wonder HP is challenged to make this work. What does this all mean for mPhasis

EDS holds 60.9% in mPhasis and is the largest client for mPhasis. mPhasis before EDS days has continued to make a lot of noise but has not grown and seems to have been caught up with the wrong strategy for growth - trying to do too many things at the same time and continued to falter. EDS acquisition saw a string of high profile departures seemingly leading the company to again figure out what it wants to do when it grows up while rest of their peers were already grown up. I wonder if this is a challenge with mPhasis in particular or mid size firms in general.

This news of acquisition may not be all good for mPhasis. HP has a presence in India and may want to leverage that more effectively rather than mPhasis. mPhasis has certain expertise in voice based and BPO operations but so does HP.

EDS strategy to effectively leverage an offshoring platform via mPhasis seems to have had mixed results but not what EDS might have expected.

I wonder if the mPhasis chapter is almost closed with the HP - EDS acquisition or will it give mPhasis the boost it needs to grow and scale.

Related Posts

· May 19, 2008 -- Hurd mentality isn’t enough - HP-EDS Deal analysis by financial week 

· May 11, 2008 -- EDS to revamp Indian operations 

· May 2, 2008 -- MphasiS expects BPO segment to grow 10% 

· May 1, 2008 -- Mphasis Q4 earnings up 22.82% 

· April 23, 2008 -- EDS says offshoring great for profitability, promises to continue 

· March 10, 2008 -- MphasiS appoints Ramesh Gudalur to head BPO ops 

· January 24, 2008 -- Deutsche Post, HP services sign letter of intent for it outsourcing agreement 

· January 23, 2008 -- EDS wins R.J. Reynolds contract
Wipro puts consultants in one house
SOURCE: Indiatimes
DATE: May 15th, 2008

Mohit soapbox:
Wipro continues to restructure their org chart and is now getting their consulting under one umbrella. Infosys had taken a different approach and bought external consulting expertise to build their consulting practice.  This is an interesting model and an integration with the firm will surely be beneficial to Wipro.

ARTICLE
Wipro Technologies, which recently did a top-level rejig of its organisational structure, has bunched its 1,500-odd technology and business consultants splintered across various domains and verticals under one separate umbrella practice.

Wipro, which has been consolidating its consultant force over the last six months, is hoping to leverage on the vast resource pool in a more structured way and deploy their expertise across the bandwidth of the diversified enterprise.

Consulting accounts for 4 per cent of Wipro’s revenue. That is not likely to change significantly with this rejig. However, the new structure will have upsides in the way the company will package its offerings for strategic and deep engagements with its customers.

The consulting practice will directly report to Girish Paranjpe, who was recently elevated to the post of joint CEO.

“Till now, consultants were deeply embedded in their own respective domains and businesses. The full power of what consulting could do was not completely visible even internally,” says Wipro executive vice-president (HR) Pratik Kumar.

The bunching together has created a sizable resource pool that will now be an active part of the company’s go-to-market strategy. Consultants will engage with client CEOs/CIOs and act as partners in enhancing productivity.

Just like with any consulting firm, these professionals will actually get to work with their own fraternity rather than being split in individual projects. Wipro consulting practice would cover the gamut of technology, business, process and quality.

Apart from consulting, Wipro’s other practices include testing, BPO, infrastructure management and enterprise applications.

“It is about creating an ecosystem. They get the benefit of learning from peers and that is how consultants work. They are like partners who contribute to each other. Because it is a practice, it sells right across the organisation and they will get to see variety,” Kumar says.

Related Posts

· May 15, 2008 -- Wipro logs on to clean energy 

· May 6, 2008 -- Wipro reshuffles management again 

· April 28, 2008 -- Rumours of top-level exits hit Wipro stock 

· April 28, 2008 -- Wipro get’s into LPO services 

· April 22, 2008 -- Wipro raises intake of fresh graduates 

· April 18, 2008 -- Wipro Q4 net up 3% YoY to Rs 880cr 

· April 14, 2008 -- Wipro R&D, service centre in Poland for Credit Suisse 

· March 10, 2008 -- Hiccups delay Wipro development center in Sydney 

· March 7, 2008 -- Wipro to rack up China staff base 8-fold 
· February 28, 2008 -- Wipro reduces no. of hiring partners
Lloyds TSB Offshoring IT Functions Resulting in up to 445 Job Losses
SOURCE: PRNewsWire
DATE: May 14th, 2008
Unite say that the decision by Lloyds TSB to cut up to 250 permanent staff and up to another 195 contractors and temporary staff from their IT function is unjustified and represents a lack of faith in the IT skills of their UK workforce.The decision by the bank to transfer work from cities across the UK to India will result in the loss of up to 445 jobs by the end of 2008. The Bank’s IT employees in London and Manchester will be hit hardest by this announcement.

John Bancroft, Unite Official said: “Unite the union is disappointed by the offshoring announcement today by LTSB to go ahead with the transfer of up to 250 jobs to India. We do not believe that the business case for this decision has been made; we are challenging the bank to consider alternative options.”

“Unite has an ‘offshoring agreement’ with LTSB which states that the union will be consulted before any offshoring decisions are made and that there will be no compulsory redundancies. We will be working to ensure that staff in the bank are offered suitable alternative employment and that their terms and conditions are protected.”

“The agreement also ensures that any employee who is affected by offshoring, whether they stay with the bank or not, receives a GBP2000 training bond to enhance and develop their skills.”

The union will now work with the company to ensure that the displaced staff have their terms and conditions protected and suitable alternative employment is offered in order to ensure there are no compulsory redundancies.

- Notes to Editors -

The IT job cuts will impact: London, Manchester, Birmingham, Cardiff, Bristol, Haywards Heath, Gloucester, Andover, Edinburgh and Brighton.

Distributed by PR Newswire on behalf of Unite the Union
Nike outsourcing IT to Siemens
DATE: May 15th, 2008
SOURCE: Press Release
Nike, Inc. (NKE: News, 

 HYPERLINK "http://markets.rttnews.com/rttnews?Ticker=NKE&Page=CHART" Chart, 

 HYPERLINK "http://markets.rttnews.com/rttnews?Ticker=NKE&Page=Quote" Quote ), a Beaverton, Oregon-based consumer products company, has awarded a five-year global contract to Siemens IT Solutions and Services to provide end-user outsourcing services.

As per the agreement, Siemens will supply infrastructure outsourcing services to Nike. These services include global program management and service desk, deskside support services and asset management, as well as other services personalized for the Nike environment. Siemens will leverage its proprietary SieQuence solution.

According to Roland Paanakker, Nike Vice President and Chief Information Officer , “We believe that this partnership with Siemens will deliver scalable and consistent services to our employee’s worldwide. When fully rolled out, Siemens will support 11 languages and ensure end-to-end resolution to all incidents and service requests.”

Related Posts

· April 29, 2008 -- ACS and Nike sign an IT outsourcing contract
Mascon Global buys Ebusinessware
SOURCE: IndiaTimes
DATE: 15th May, 2008
ARTICLE
New Delhi based IT services firm Mascon Global (MGL) has acquired New York-based Ebusinessware Inc, which offers IT solutions and consulting to financial services firms, for about $35 million , marking its third acquisition this year. The firm also plans to list on Nasdaq later this year.

Ebusinessware provides technology solutions and services in areas like credit risk management, market risk management, credit derivatives, business process management and reference data management.

The acquisition will bring in additional revenues of $60 million this year. Ebusinessware has about 1,100 employees, of which 750-800 are based in India and the rest in the US.

Following the acquisition, Ebusinessware will be rebranded as MGL Finance and all MGL businesses catering to financial services clients will be brought under the same. MGL’s existing business in the financial services space is worth about $10-15 million.

“The fundamental objective is to build the company into an innovation-led, domain-focused IT solutions provider. Some of it will be done internally and some, through acquisitions,” said Mascon Global CEO Sandy K Chandra.

Mascon Global had, in March, acquired two USbased companies; business software services firm Jass & Associates and identity management service provider SDG Corp, for $55 million. The firm, which is listed on BSE and the Luxembourg Stock Exchange, is next eyeing Nasdaq listing. 

Related Posts

· March 13, 2008 -- Mascon Global acquires two US-based firm for $55 mn
US BPO to tap Indian global firms
SOURCE: Business Standard
DATE: May 15th, 2008

Mohit Soapbox:
OPI is looking to domestic Indian markets to expand and scale up there business. Like a # of firms exploring options outside of the US it is interesting to see another firm join the fray to tap the domestic market. I still am not convinced that the firms which have operated for global clients can bring or are set up to bring value to domestic players in the Indian market. What levers do you offer firms in India - cannot be cost saving, cannot be process excellence. A # of the larger firms are already operating a shared service model within India. The other aspect of the Indian markets is how large the market is.  It is still a fraction of the size of the US/UK markets with tighter margins. Is it truly a market opportunity for BPO firms or an act of desperation!
ARTICLE
Outsource Partners International (OPI), a business process outsourcing company that provides finance and accounting services to clients in the US and UK through offshore resource centres in India, plans to target Indian global firms to scale up business.

The US-based company, which started operations in India in 2002, has set up centres in Bangalore, Delhi and Kochi and employs around 2,500 people with accounting backgrounds. The company is all geared to tap the Indian accounting market which has been witnessing hectic activity.

OPI chairman and CEO Clarence T Schmitz said today, “A lot of India-based global firms are facing difficulty in instituting good accounting practices and rigorous financial controls. But the biggest challenge these companies face pertains to hiring and retaining good people, a problem that is also nagging the US. We are looking at such companies.”

Assuring timeliness and accuracy of results, Schmitz his company provides financial reporting and analysis, data management, business operations consulting, records management and documentary compliance services.

By outsourcing, the multinational companies can focus on corporate strategy and core competencies, thereby, reducing the amount of executive time spent on routine accounting and processing tasks. Companies that have not invested on technology in the financial area can leverage OPI’s financial tools, Schmitz said.

On the challenges to be overcome while wooing Indian multinational companies, OPI President Kishore Mirchandani said, “As it is a relatively new phenomenon, it is like a consultative sale.

We have to first educate the CEO on why it has to be done.” On expansion plans, Mirchandani said that OPI’s Bangalore centre has been moved to a new 280,000-sq feet facility at Vikas Telecom SEZ. The company plans to increase its total employee count to 10,000 in the next two years.

 

Related Posts

· February 25, 2008 -- OPI gets a new CFO - appoints James D. Floyd
Accenture to Provide Insurance BPO Services to CNA
SOURCE: Press Release
DATE: May 14th, 2008

Mohit Soapbox:
With a # of firms talking about platform BPO - Accenture seems to be offering that as a service and supposedly leveraging its insurance platform
Accenture (NYSE: ACN) has been selected by Continental Casualty Company, a principal insurance company subsidiary of CNA Financial Corporation (NYSE: CNA), to administer certain annuity and retirement-related products that CNA no longer underwrites, markets or promotes under a five-year business process outsourcing (BPO) agreement.  

The administration of these products includes the handling of customer inquiries, requests and payments on a number of policy administration platforms, including the Accenture Life Insurance Platform.  The services will be performed by Accenture Insurance BPO Services, an Accenture business that offers insurance BPO services to life, annuity, pension and property and casualty insurers.

The goal of the agreement is to maintain excellent customer service on behalf of CNA while controlling the cost of administering ‘closed’ annuity and retirement product portfolios with slowly receding volumes.

About Accenture
Accenture is a global management consulting, technology services and outsourcing company. Combining unparalleled experience, comprehensive capabilities across all industries and business functions, and extensive research on the world’s most successful companies, Accenture collaborates with clients to help them become high-performance businesses and governments. With 178,000 people in 49 countries, the company generated net revenues of US$19.70 billion for the fiscal year ended Aug. 31, 2007. Its home page is www.accenture.com.
About CNA
CNA is the country’s seventh largest commercial insurance writer and the 13th largest property and casualty company. CNA’s insurance products include standard commercial lines, specialty lines, surety, marine and other property and casualty coverages. CNA services include risk management, information services, underwriting, risk control and claims administration. For more information, please visit CNA at www.cna.com. CNA is a registered service mark, trade name and domain name of CNA Financial Corporation.

Related Posts

· April 22, 2008 -- Accenture to up India headcount to 50,000 in a year 

· January 28, 2008 -- Accenture Global delivery centre opens in Mississauga
AppLabs appoints Makarand Teje as CEO
SOURCE: Press Release
DATE: May 13th, 2008
AppLabs, the world’s largest independent testing and quality management company, today announced that Makarand Teje, its current President and COO, is the new Chief Executive Officer (CEO) of the organization. In his new role as CEO, Makarand will continue to report to Sashi Reddi, Founder and Chairman of AppLabs. Sashi will continue to provide strategic business direction to the company.

Sashi Reddi said, “I am excited to have Makarand take on this new responsibility to lead AppLabs to new heights. His extensive experience in selling to large enterprise accounts will enable AppLabs to succeed in winning and retaining large customers.”

“AppLabs is well-positioned to further establish its position globally as the leader in the testing industry. With our client focused engagement model and our fully evolved service portfolio around testing, I am indeed excited with this new responsibility to take AppLabs to the next level.” said Makarand Teje.

Profile of Makarand Teje (Mak):

Mak has over 18 years of experience in the global IT industry covering P&L management, business development, operations, program management and strategic marketing. Under Mak’s leadership AppLabs is organized to provide focus on client relationships as well as global delivery operations.

Prior to joining AppLabs, Mak worked at Wipro for over 15 years, during which he worked on multiple assignments for its’ Indian as well as international businesses. During his last assignment at Wipro, he led the global insurance industry business of about $150M in size. Prior to Wipro, Mak worked at Interface Electronics as the Regional Manager for Western India region and completed his management traineeship with Skefko India Bearing Co. in Mumbai.

Mak is an Electrical Engineer and has an MBA in Marketing from the Bombay University, India.

Viteos targets European expansion
SOURCE: ICFA Online
DATE: May 12th, 2008

Mohit soapbox:
Credit Suisse has an equity position in this firm. There are quite a few specialty firms out there which deal with niche in the market. For a newer firm to survive and grow they do need to build a certain niche area where they can distinguish themselves. The challenge which remains with niche firms which either stay small or become mid size is how to scale up. Current capital markets are not supporting such firms to go public, cost of debt is high, cost of customer acquisition is high and the valuations are low.   Another firm which seems to offer similar services is epitomeglobalservices. Seems like the growth strategy for Viteos is to leverage the Credit Suisse relationship and serve as a processor for Credit Suisse clients. 
ARTICLE
The hedge fund operations specialist Viteos Fund Services is establishing a sales and operational support office in London as part of its plans to expand the business in the UK and European market.

The move is a response to client demand for a worldwide footprint, said Viteos, which has an existing presence in North America and South Asia.

The firm said it has been experiencing rapid growth in its existing markets, with assets under administration growing to $8.5bn, up from $1bn in February 2006, and client numbers up to 30.

At least part of the growth has been driven by the firm’s recent partnership with Credit Suisse, which has taken an equity position in Viteos.

Since then the two companies have been co-marketing a jointly developed outsourcing service for hedge fund middle-office operations.

Dougal Brecht, managing director of Prime Services at Credit Suisse, welcomed the opening of the new office.

He said there was demand in Europe for the hedge fund operations outsourcing services provided by Viteos.

“They offer bespoke outsourcing solutions and operational support to hedge funds,” he explained.

“These services are becoming an increasingly important as the European industry matures and fund managers need to create robust and flexible business platforms.”

Brecht said Credit Suisse would be supporting the company’s European expansion.

Shankar Iyer, CEO of Viteos Fund Services, said he sensed demand among Euroepan hedge funds for more bespoke service solutions.

“Hedge funds are increasingly frustrated with ‘cookie-cutter’ solutions to their unique problems,” he said.

“Our approach has been, and will continue to be, one in which client needs define the offering, and where we serve as a strategic partner in their business growth.”

Related Posts

· April 14, 2008 -- Wipro R&D, service centre in Poland for Credit Suisse 

· January 23, 2008 -- Wipro bags Credit Suisse’s ”IT New Business Award” for Strategic Partnership 

· January 21, 2008 -- Desperately Seeking IT Specialists - Interview with Karl Landert CIO Private Banking Credit Suisse
CSC signs a seven year IT deal with TDC for $413 million
SOURCE: Consultant News
DATE: May 12th, 2008

Mohit Soapbox:
With the top tier Indian firms expanding to create a global presence, I still don’t see a whole lot of large deals as this one being announced by the Indian vendors.
ARTICLE
Computer Sciences Corporation has signed a new, seven-year IT applications outsourcing agreement with TDC, the largest telecommunications company in Denmark. The contract is valued at approximately $413 million.

CSC has supported TDC since 2003. The new agreement follows last year’s $330 million, seven-year award, which expanded the scope of infrastructure services CSC was providing. Under the new contract, which substantially expands CSC’s application services support, CSC will manage TDC’s legacy application portfolio, providing application development and maintenance services for more than 500 applications and supporting approximately 17,000 users.

As part of the new agreement, approximately 220 TDC employees will transition to CSC in June.

“We already have an excellent relationship with CSC in several areas and are pleased to expand it further to include the management of our legacy application portfolio,” said Jorgen Jakobsen, TDC chief information officer. “The new agreement will enable us to further modernize and consolidate our applications so they deliver the capabilities our business requires.”

Related Posts

· May 8, 2008 -- CSC looking to double its India workforce to 32,000 by 2011 

· May 1, 2008 -- CSC and Zurich Financial Services Group Sign US$399 Million Global IT Desktop Outsourcing Agreement 
· January 28, 2008 -- CSC moves downmarket to compete - will compete directly with Indian vendors
EDS to revamp Indian operations
SOURCE: EconomicTimes
DATE: May 12th, 2008

Mohit Soapbox:
Mphasis has been through a # of management changes, strategy changes but has never really emerged from being a mid size company. Despite supposedly having an impressive founder history the company has not grown at a rate you would expect it to. EDS seems to have continued to have issues integrating mPhasis. If mPhasis does have the investment dollars available in this market slow down more power to them
ARTICLE
Nearly two years after its acquisition of MphasiS, EDS is revamping the businesses under its India arm and is investing in a new service that will reduce revenue dependence on new employee additions.

The multinational tech firm, that lags rivals IBM and Accenture in performance and in its India presence, is working on building autonomic computing — a branch of technology that aims to create computer systems that are self-managing. EDS plans to run this as a service along the lines of its BPO and applications businesses. 

The initiative is being spearheaded by Jeya Kumar, the newly appointed CEO of MphasiS and a former executive with Sun Microsystems, which is known for having developed technologies such as Java and the Solaris operating system. 

The company is in the process of appointing a senior executive who will head this initiative and develop it as a separate line of business. The candidate is expected to join as head of technology development and will have the “best and brightest people in the firm at his disposal”, according to Mr Kumar. 

“Autonomic computing is already being commercially adopted in the US and Europe, although not in Asia-Pacific. To my knowledge, none of the Indian providers offer it,” he said. EDS has started expanding its offshore presence here only recently. After it acquired MphasiS in 2006, it has increased the headcount of the combined entity (MphasiS and EDS India) to about 27,000 employees. This year it intends to recruit nearly 6,000 people. 

The revamp being carried out will also capitalise on EDS’ strength in IT outsourcing (ITO), also known as infrastructure management. ITO will start being offered as a separate service from MphasiS and will be headed by a president. Last month, it had won a $1 billion ITO contract from Shell to manage its end-user computing. 

About 65% of EDS’ revenues come from ITO, while MphasiS gets only about 15% from this business, said Mr Kumar, whose goal is to increase the share of ITO to 20% of the business. It will do this by also tapping the domestic market, where it already has presence in BPO. 

“The domestic BPO market is very competitive, so we are focusing more on ITO,” he told ET. In all, four new services and domestic sales will come under the umbrella of the India entity, from what was primarily applications and BPO in MphasiS. Each of the businesses will have a president, and there will be six people reporting to Mr Kumar. Two new positions of chief of sales and chief quality officer are also being created. 

Related Posts

· May 15, 2008 -- Does the HP-EDS deal make mPhasis a step child ? 

· May 2, 2008 -- MphasiS expects BPO segment to grow 10% 

· May 19, 2008 -- Hurd mentality isn’t enough - HP-EDS Deal analysis by financial week 

· May 1, 2008 -- Mphasis Q4 earnings up 22.82% 

· April 23, 2008 -- EDS says offshoring great for profitability, promises to continue 

· March 10, 2008 -- MphasiS appoints Ramesh Gudalur to head BPO ops 

· January 23, 2008 -- EDS wins R.J. Reynolds contract
BPOs run intense security checks on staff
SOURCE: EconomicTimes
DATE: 13th May, 2008

Mohit Soapbox:
There was a recent case about an employee from HSBC involved in a credit card fraud. Background checks is a good directional step to help deal with the problem. The issue of dealing with security also has to be dealt within the framework of awareness, identification and enforcement.  Without a single source of identification within the country - similar to a social security in the US and a credit record, it is hard to maintain and enforce a background screening. It gets harder for  say the transport employees, the drivers which come from far flung places within the country and without any background check capability. An awareness of the seriousness of the issue and its consequences are critical for all employees to be communicated to.  This also needs to be part of the client governance model as to how the clients will handle the verification of background of employees.

ARTICLE
In the wake of BPO employee Prakash Jadhav’s alleged involvement in a multi-crore credit card fraud, BPOs and ITeS companies are once again in the limelight for data security practices.

With the rising number of such cases coming to light, outsourcing companies in the country have now resorted to conduct infinity screening — background screening more than once for the employees — as a measure to strengthen security. 

Jadhav, a Mumbai-based BPO employee was caught on Friday by the local police in an alleged credit-card scam. The focus has also shifted to transport personnel who are increasingly being subjected to regular background checks. While some companies are content with mere address verifications, a few others are conducting sting operations on cabbies to ensure the safety of their associates. 

Infinity screening process entails conducting background screening more than once during the year. Background screening typically happens when the employee joins the organisation. According to First Advantage managing director (West Asia), Ashish Dehade, Indian companies are the only ones practising infinity screening. “It helps in checking criminal records as these are dynamic in nature. Previous employment and education records remain static,” Mr Dehade says. First Advantage is one of the largest employment screening and verification companies. 

It is difficult though to base this concept on random sampling as it affects companies’ resources. Gurgaon-based background verification company, AuthBridge Research Services’ CEO Ajay Trehan says that background checks conducted more than once have a rationale behind them. “These tests are held when an employee is put on another project which is more sensitive or when he is sent abroad for an assignment,” says Mr Trehan. There have been cases of acquisitions where employees of acquired companies are made to undergo background screening. “In one case 10,000 employees of an acquired company underwent background screening,” he adds. 

Background screening is a recent concept in India undertaken at the insistence of clients. Screen Facts co-founder Kalpesh Desai says risk mapping followed by perpetual checks would be the ideal. “High risk areas should be mapped and details of the employees working in these departments should be verified from time to time. As of now, the number of companies doing this is negligible,” adds Mr Desai. 

Further, forethought needs to be given to this process as it has a huge financial impact. WNS corporate HR chief people officer Aniruddha Limaye says that under normal circumstances it is not feasible to conduct background screening for a random sample periodically. “It takes anywhere between Rs 1,000-2,000 per person to conduct a background check,” adds Mr Limaye. 

And checks are not limited to employees anymore. WNS, a third party BPO with over 17,000 employees conducts fingerprint tests for its drivers apart from its employees in association with district forensic departments. It also conducts behavioural tests for the company’s transport staff. 

“The drivers are basically aggressive. The training aims at educating them with the driving norms. We tell them to adhere to the speed limit and not be pressurised by employees,” says Manoj Sharan, chief administrative officer, WNS. 

These work shops are held during weekends. The drivers are selected on the basis of feedback received by the employees. There are close to 2,000 drivers at WNS. While WNS has been conducing address verification in the past, license checking and finger printing etc have been institutionalised in the last one year. Like WNS, the BSE-listed Firstsource too has started taking fingerprints of its security personnel and driving staff. They also conduct random alcohol tests on the drivers. 

Virgin Atlantic extends TCS IT outsourcing deal

SOURCE: iHotDesk
DATE: May 8th, 2008 

MOHIT SOAPBOX:

The interesting thing mentioned in the article is that TCS will be managing company’s third party relationships. 

[image: image7.jpg]



Airline Virgin Atlantic has extended its IT outsourcing contract with Tata Consultancy Services (TCS) until 2011. 

Under the terms of the deal, TCS will continue to take responsibility for Virgin’s IT infrastructure and applications management, leaving the airline free to focus on its core business activities.

IT systems under TCS management will include the company’s relationships with other third party IT vendors, a 24-hour service desk and application support services.

Mike Cope, IT director at Virgin Atlantic, said: “Today, airlines need to effectively exploit IT more than ever to be successful in a very competitive marketplace.”

TCS added that the airline’s IT infrastructure and services are worldwide and therefore require a partner with a similarly global reach.

Earlier this month, news provider IT Pro reported comments by technology vendor Cisco that the growing trend towards greener working practices and sustainable technology such as unified communications is likely to lead businesses to spend more on IT.
Related Posts

· June 5, 2008 -- Fujitsu exits UK project; TCS sees little impact 

· May 28, 2008 -- TCS sees short-term credit crunch impact 

· April 28, 2008 -- Scottish Water splashes out on tech 

· April 22, 2008 -- TCS shifts market focus after first pangs of a US melt-down news 

· April 8, 2008 -- TCS inks multi-year contract with Chrysler 

· March 18, 2008 -- TCS opens 1000-seat development centre in US 

· March 10, 2008 -- India’s TcS eyes thai market with local partner Firstech 

· March 5, 2008 -- TCS feels US pinch 

· March 3, 2008 -- TCS in Cincinnati 

· March 2, 2008 -- Nokia Siemens, TCS sign outsourcing deal 
Barclays to set up captive BPO in India
SOURCE: EconomicTimes
DATE: 10th May, 2008

Mohit Soapbox:
This is interesting today when Citi is scrambling to explain their growth strategy to their investors and looking to possibly sell of their captive businesses, recent captives in India have been struggling to grow and justify this seems quite the contrarian view. I understand the data risk issue but don’t buy that as the only reason why you should have a captive setup. 
ARTICLE
British banking giant Barclays is setting up a 5,000-seat captive BPO unit in India, at a time when the global financial turmoil is forcing many companies to defer their outsourcing decisions. The bank, which sold its 50% stake in BPO firm Intelenet Global Services last year, had earlier asked the BPO firm to set up a 1,000-seat BPO facility under the build-operate-transfer (BOT) model. However, it has now decided to go on its own.

Barclays has brought in Sameer Chadha from Lehman Brothers’ Mumbai office as chief operating officer (COO) of the offshoring unit. An e-mail sent to Barclays Plc did not elicit a response. “As a matter of policy, Intelenet cannot comment on client engagements or project timelines. Intelenet will continue working with key Barclays accounts as usual. Barclays will continue to be a critical customer for Intelenet,” an Intelenet spokesperson said.

While most outsourcing analysts have sounded the death knell for the captive model of outsourcing, banks tend to follow it to maintain data confidentiality and to meet strict regulatory requirements. Citigroup, Standard Chartered, Deutsche Bank, American Express and HSBC, all have their own captive offshoring centres in India.

Last year, Barclays and HDFC, both of which held 50% stake each in Intelenet, sold their stakes to SKR BPO Services, jointly owned by private equity major Blackstone and Intelenet management. Intelenet continues to provide offshoring services to Barclays. At the time of the transaction, Intelenet had agreed to set up a captive BPO unit for the financial services major.

While the current US economic slowdown has resulted in some IT-BPO project cancellations, analysts believe outsourcing will get a boost in the medium to long term as companies turn to cost cutting. “The current US slowdown will lead buyers of IT services to consider increasing the percentage of their labour in offshore, lower-cost locations,” research firm Gartner recently said. According to it, India will remain the dominant location for IT offshore services for North American and European buyers as a result of its scale, quality of resources and strong presence of traditional service providers.

Recently, other banks had also announced plans to move more work to India. New Zealand’s largest bank, ANZ National, announced plans to move 500 jobs from the country to its offshoring unit in Bangalore. Australian bank Westpac, too, said it plans to increase offshoring - its technology costs went up by over $70-million in the half year ended March 2008.

Barclays provides consumer and commercial banking, credit cards, investment banking, wealth management and investment management services in Europe, Africa, Asia Pacific and the United States. It is present in India through its investment banking arm, Barclays Capital, and it recently started consumer and commercial banking services in Mumbai, New Delhi, Kanchipuram and Nelamangala, near Bangalore.

Early this year, Barclays signed a five-year outsourcing agreement with Mumbai-based BPO firm Firstsource Solutions worth up to $80 million for supporting the banking firm’s operations in the US, including managing its operations centre in Colorado Springs. 

IT cos put freshers on virtual bench
SOURCE: IndiaTimes
DATE: May 9th, 2008
ARTICLE
For young engineering graduates, getting a job has never been tough in the past few years.

While multiple job offers were pretty much the norm earlier, engineering graduates now consider themselves lucky if a company shows up for campus recruitment at all.

And those who have got offer letters have been asked to wait for six months to a year before reporting to work.

Some fresh graduates say they are yet to receive offer letters from IT companies, which include many top-tier ones, even after the selection and placement season ended in February 2008. Others say they are receiving offer letters, which have a date of joining mentioned as late as six months to one year.

Anxious students across India have even formed online communities around companies that have issued them offer letters.

Says Nidhi Sharma, a final year B-Tech student at a Greater Noida-based Engineering college, “I received a job acceptance letter from Wipro in February this year. In the letter, the company promised to deliver a final offer letter in April which I am yet to receive. There are many students in the college facing a similar situation.”

Students are also at a disadvantageous position as they are not allowed to sit for any other interview if they have taken an offer from a company during the placement season.

Students in tier-II institutes in non-metro towns have been the most affected.

Ritesh Pahuja, a placement officer at Greater Noida Institute of Information Technology says, “All major IT companies have been slow on placements this year. Only 60 per cent of the total batch has been placed so far, although the placement process is still on. Students who have been placed were supposed to get their offer letters by the first week of April. However, most of the students have not got any letter as yet. The delay might be the result of a slowdown in the US, which is impacting the IT industry in India.”

On the other hand, top-tier IT companies maintain that they will stick to their annual guidance of hiring the announced numbers (25,000 in case of Infosys).

Wipro Technologies has made close to 14,000 offers to fresh engineering graduates in the current year.

Says Pradeep Bahirwani, V-P (resourcing) at Wipro, “We keep hiring students every quarter. If students have not received their offer letters this quarter, they will surely get them in the next. But this is a general phenomenon and we will surely hire them.”

Infosys spokesperson added, “We are not looking at staggering the campus hiring this year. All the recruits who have extended offers on campuses last year will be joining us, starting May 2008.”

But students in tier-II colleges have a different story to tell. Says Anant Kumar, a student of Raj Kumar Goyal Institute of Technology, Ghaziabad, “Many IT companies have been slow in doling out offer letters, many are still to issue it.”

Students who opted to work for small-sized IT companies are at a major risk.

On the other hand, students waiting to pass out next year might find it difficult to get internships within this year. Satyam has outrightly denied participating in the placement process this year for the 2009 batch, according to an institute in NCR.

Interestingly, the scenario is not specific to India alone. Final year students in the US and the UK are also flooding the job market with resumes.

In India, the reason behind delayed job offers is because of the reduction in new business from the US and Europe due to a downturn in the economy.

Industry leaders expect the slowdown to be over in 12-18 months, by which the demand for IT employees may again peak due to a sudden jump in offshoring. Nonetheless, this year, students may have to wait a bit longer before they get their first paycheck.

An e-mail query to Satyam Computer did not evoke any response. Meanwhile, some institutes, which offered 100 per cent placement guarantee, might see their record tarnished this year.

And many students may opt to work for other sectors such as telecom or banking if their job offers by IT companies are delayed by as much as six months.

Says Niranjan Singh, training and placement officer at Sukhmani Engineering College, Chandigarh: “Fewer IT companies have turned up this year, compared to last year. Many companies which selected the students have sent mails to them informing they will send the offer letters soon.”


CSC looking to double its India workforce to 32,000 by 2011
SOURCE: LiveMint
DATE: May 8th, 2008
ARTICLE
One of the the top software service vendors in the world, Computer Sciences Corp. (CSC) plans to double its Indian workforce to 32,000 in the next three years, as this country becomes the nucleus of the offshoring growth strategy for the company and gets set to take on work in new businesses that it plans to enter.

The Virginia, US-based firm, which began operations in India as early as 1991, provides software application development, computer infrastructure management, tech consulting, Web hosting and system integration services to global customers in banking and financial services, manufacturing and health care, as well as to government clients.

is entering three new businesses—chemical engineering, natural This year, CSC resources and consumer services—that will become operational by March next year. Globally, CSC employs around 91,000 people, more than one-sixth of who are employed in India currently.

“India is an integral part of our offshoring strategy. It has the largest resource base for CSC outside the US and we are set to double that in the next three years. As we enter into these three new businesses, a majority of the work for these three verticals will be serviced from India,” said Joe Doherty, division president, global outsourcing services organization, the Americas, for CSC.

In India, CSC has a presence in Chennai, Hyderabad, the New Delhi suburb of Noida, Bangalore, Mumbai, Vadodara and Indore.

economy has only resulted in more business for the The slowdown in the US firm, which in turn means more offshoring opportunities to locations such as “Prospective customers, who have never looked at outsourcing before India. because they never needed it, are now looking at a larger India-centric offering, as are existing customers who have pain areas. Cost is always a priority. In the last two-three quarters, I have seen a 15-20% increase in interest from existing and new customers to offshore their work to locations like India,” Doherty said.

CSC currently has a pipeline of more than 50 customers in the Americas who are looking at offshoring more intensely. Doherty said he has also noticed an increase in the number of mid-sized outsourcing deals (between $50 million and $350 million, or about Rs200 crore and Rs1,400 crore) as against the large, multi-year deals of more than $350 million.

Technology Partners International Inc., or TPI, a Houston, Texas-based firm that tracks outsourcing deals, had said last month that in the first three months of 2008, customers such as ABN Amro NV and Citibank NA had broadened the scope of their outsourcing relationships, asking tech services firms to handle processes that had until then been managed internally.

“If the US recession continues, which looks like it will, the expectations for Indian tech firms is that a lot more additional work will be coming their way in the medium to long term, which is the next two-three quarters,” Siddharth Pai, the Bangalore-based partner and managing director of TPI Advisory Services India Pvt. Ltd, told Mint last month.

Early this year, CSC completed its acquisition of First Consulting Group, which provides outsourcing, consulting and systems integration for health care, pharmaceutical and life sciences firms, for $365 million. This was to increase CSC’s health care expertise and offshore service delivery capabilities. As a result of this acquisition, around 1,200 jobs were moved to India and Vietnam.

“Our acquisition strategy going forward will be based on the verticals we are integrating. We will look at acquisition opportunities around the three new verticals that we are adding,” Doherty said.

The firm, which reported revenue of $16.1 billion for its last fiscal year ended 28 December, does not have a customer base in India but is “not closed to Doherty said looking at the domestic market as and when the need arises,”

Related Posts

· May 12, 2008 -- CSC signs a seven year IT deal with TDC for $413 million 

· May 1, 2008 -- CSC and Zurich Financial Services Group Sign US$399 Million Global IT Desktop Outsourcing Agreement 
· January 28, 2008 -- CSC moves downmarket to compete - will compete directly with Indian vendors
C Hoare & Co outsources IT infrastructure
SOURCE: Telappliant.com
DATE: May 8th, 2008
ARTICLE
One of the UK’s oldest institutions has agreed a five-year IT outsourcing contract with Capgemini.

C Hoare & Co, a privately owned bank founded in 1672, will hand over responsibility for its IT operations to the consulting and technology firm from next month.

The outsourcing deal is expected to free up the bank’s office space for other commercial activities, in addition to simultaneously providing significant cost savings and a high quality of service for clients.

Alexander Hoare, chief executive of C.Hoare & Co, said: “Our strength as a bank lies in our provision of first-class personal service to our clients.

“We are confident that working with Capgemini will maintain and enhance the IT service which provides vital underpinning for our work.”

Forrester Research valued the UK outsourcing industry at £3.8 billion in 2007. This £1 billion year-on-year meant that Britain accounts for nearly half of all the deals completed in Europe.

Related Posts

· April 24, 2008 -- Croydon Council awards five-year IT contract extension to Capgemini 
· February 25, 2008 -- Capgemini steps up India hiring 

· January 28, 2008 -- SHL signs £23m IT outsourcing deal with Capgemini
Infosys BPO to set up KPO hub in Gurgaon

SOURCE: Business Standard

DATE: May 8th, 2008

Mohit Soapbox:

Genpact seems to be one of the few exceptions which has built a KPO /Analytics platform even when majority of their workforce is in Gurgaon. Most of the firms doing KPO seem to be building their capability in and around Gurgaon. This venture of Infosys though seems to be primarily focused around their learning services offering which is a new service supposedly Infosys started out fairly recently.

ARTICLE

Infosys BPO, which started knowledge process outsourcing (KPO) services as a part of its BPO offerings four years ago, is aiming to make Gurgaon the hub for its KPO business.  

The company is setting up a large centre for ‘knowledge services’, capable of accommodating 800-1,000 people. It will be operational by the end of the current financial year. Currently, Infosys has a team of about 200 people in Gurgaon.

To step up business, Infosys BPO also aims to build new practices within knowledge services and establish near-shore presence. Knowledge services, at present, contribute about 8-10 per cent of Infosys BPO’s annual revenue of around Rs 1,000 crore. Infosys offers KPO services from three centres: Bangalore, Pune and Gurgaon.

After launching legal services (LPO) six months ago, Infosys BPO has recently announced learning services as a part of the KPO practice.

The practice will focus on knowledge management by creating a knowledge architecture. It will also involve designing, programming and deployment of courses after analysing requirements of employees at different levels in large enterprises.

“Before we had a structured learning services, we had created pseudo-universities for some customers. These involved deploying e-learning solutions. Learning services require effective governing of knowledge resources, and it is a complex issue for most large organisations.

We have already started recruiting people, including academicians, educators and researchers. We are also talking to probable customers,” Joydeep Mukherjee, VP & head, Knowledge Services, Infosys BPO, said.

Mukherjee, who was earlier with Infosys Technologies, aims to bring in rigorous processes and a strong technology platform. He had taken over as the head of the KPO practice after Ramit Sethi quit the company to head the KPO business in Wipro BPO.

Mukherjee said that the company is expecting exponential growth in the legal services business.

“Even though we have launched legal services, we have the best names as our customers. We expect the business to grow at a rapid pace since cost pressure is quite high”.

A team of about 100 people works as a part of the legal services practice, which also includes 25 attorneys.

The company is also planning a foray into legal content publishing in the near future. Infosys BPO is also going to establish near-shore consulting capabilities in UK and US.

Related Posts

· June 5, 2008 -- Infosys bags patents for mobile tech, holography 

· May 28, 2008 -- Infosys, BBVA in strategic partnership 
· May 21, 2008 -- Infosys hires consultant to chalk out revamp plan 

· May 19, 2008 -- What’s working to get more Indians working? 

· May 2, 2008 -- Meet Infy’s highest-paid executives 

· April 23, 2008 -- Infosys buys IP technology from Australian co for Finacle 

· April 18, 2008 -- Infosys signs 5-year contract with US insurer Conseco 
· March 7, 2008 -- Gurgaon - price of growth 

· March 7, 2008 -- India’s Infosys launches Islamic banking solution 
· March 6, 2008 -- 3i a Private equity firm opens resource center in Bangalore
Cognizant Q1 earnings: Factbox
SOURCE: Business Week
DATE: May 7th, 2008

Mohit Factbox:
Quarterly revenue increased to $643.1 million: 40% YoY growth :7.2% QoQ
Net income: $101.9 million
GAAP operating margin: 17.4%
non-GAAP margin: 19.5%

Segments:
Financial Services segments : Grew  by 78 million YOY – represents 45.5% of revenue
Healthcare: grew by $49 million – represents 25% of revenues
Retail: grew by $28 million – represents 15 % of revenue
Remaining 15% from communication, media and new tech
Type of Service:
Application Management: 52% revenue: growth: 37% YOY 10% QoQ
Application maintenance: 48% of revenue : Growth: 43% YOY 5% QOQ
 
Geographical segments:
North America: 80%
Europe: 19%
Asian markets: 1%
# of clients:
505 active clients
Added 6 new strategic clients: 113 clients total greater than 5 million in revenues

Guidance for second quarter 2008:
Revenue anticipated to be at least $680 million.
Fiscal 2008 revenue anticipated to be $2.95 billion, up approx 38% compared to 2007.
Employee base:
Net addition 2,600 employees : 58, 000 employee total # of employees
12.4% attrition flat during the quarter
Related Posts

· May 19, 2008 -- Hurd mentality isn’t enough - HP-EDS Deal analysis by financial week 

· March 13, 2008 -- Cognizant opens new delivery centre in Argentina 

· March 10, 2008 -- iGate 4th quarter profit falls on higher cost - appoints new CFO 

· March 5, 2008 -- T-Systems integrates with Cognizant 

· February 29, 2008 -- Cognizant to open a London office add 100 jobs 

· February 25, 2008 -- T-Systems up for grabs - TCS and Cognizant in race to acquire the company ? 

· January 23, 2008 -- Designing Global Organization - Video interview with Cognizant CEO
Globalization’s New Logic: the Rise of Developing-World Multinationals
SOURCE: World Political Review
DATE: May 7th, 2008
By: Simon Roughneen

Mohit Soapbox:
This is an interesting article talking about growth of the emerging markets multinationals. There still tends to be a mindset that in globalization more developed countries are loosing their identity and see risks of brand ownership controlled by emerging market companies. With Tata acquiring Jaguar the branding critics considered this a let down in the Jaguar brand - even when Tata’s agreed to continue with the brand name. In some countries nationalistic sentiments seem to take precedence over economic/business logic. I recall reading some place that a french winery declined to be bought out by United Breweries. There are challenges given the current market conditions, national boundaries and perception which go beyond national boundaries. I will have to admit that I have those too. I still will not buy a Lenovo brand name computer but will buy an HP. Brand building and building and managing intellectual property is critical to success of emerging market multinationals.  
An interesting data point that this trend is still emerging and the inflow into emerging countries and requirement of capital within emerging countries is still a need for continous growth of these economies.

On the IT/ITES side I see a trend over the past few quarters that although the growth has slowed down as the industry matures the companies are now being called to the table for larger more complex deals which were reserved for players like IBM, EDS, Accenture. Granted though that the TCS, Infosys of the world have matured in their offerings and now have realized that a non -India centric global model is what is needed to compete. I still though see that the firms have yet to truly embrace and put in practice a complete globalized culture which will take time
ARTICLE
In July 2007, India’s Tata Group

 HYPERLINK "http://www.tata.com/"  made headlines with its $2.3 billion acquisition of Jaguar and Land Rover (JLR) from Ford, the latest in a series of high-profile mergers and acquisitions in which well-known Western brands such as IBM, Barclays Bank, Tetley Tea and Corus steel have been bought, in part or entirely, by multinational corporations from developing economies.

Those with a longer historical view might recall that it was private business — the British East India Company — that imposed imperial control over the “brightest jewel in the empire,” before crown rule was implemented in 1858. With Tata scooping up two high-prestige British brands, a reversal of historic proportions appears to be taking place. Meanwhile, during the recent worldwide credit crunch, sovereign wealth funds, state-run investment vehicles often controlled by resource-rich developing countries, have helped bail out cash-strapped Western financial powerhouses like Merrill Lynch, Barclays, UBS and Morgan Stanley.

In the past, globalization’s critics have alleged that the opening up of economic borders is little more than a license for giant Western companies to colonize emerging economies. But recent trends suggest otherwise. In his “The Emerging Markets Century,” Antoine Van Agtmael says that the combined size of today’s emerging economies will be bigger than their Western counterparts by 2030, which he predicts will help more and more emerging-market companies overtake their rivals in industrialized countries. According to the United Nations Conference on Trade and Development (UNCTAD), foreign direct investment outflows from developing countries grew from 5.2 percent of the world total in 1990, to 14.3 percent in 2006. Simultaneously, “over 1 billion people are being lifted out of poverty,” Harold L. Sirkin, co-author of “Globality: Competing with Everyone from Everywhere for Everything,” told World Politics Review.

At the same time, new marquee brands based in the developing world are emerging. Chinese computer maker Lenovo made waves in 2005 by buying IBM’s $11 billion PC business. “Big Blue” is now a part of the world’s fourth-largest computer manufacturer, whose largest shareholder is the Chinese government. Elsewhere, Indian software outfits Infosys and Wipro have revolutionized the $650 billion technology services industry. In 2006, a takeover of Arcelor, Europe’s biggest steelmaker, by India-based Mittal Steel established the world’s largest steel company. The newly constituted Arcelor-Mittal

 HYPERLINK "http://www.arcelormittal.com/"  is the worlds first steel company with an output exceeding 100 million tons annually. Adding to his celebrity-entrepreneur status, company founder Lakshmi Mittal topped the U.K. Sunday Times’ “Rich List,” published March 20, for the fourth year running, with assets now valued at over $45 billion. (The Times’ list profiles “Britain’s richest 2000.” Although Mittal retains his Indian passport, he and his family spend much of their time in London.)

These are but the most high-profile examples. Sirkin, who is a senior partner at Boston Consulting Group, said, “high profile M&As aside, there are hundreds of companies from India, China, Brazil and elsewhere that are challenging household-name competitors from the OECD countries, and this challenge is global and growing.”

Of course, all this does not mean that Dell or General Motors or Siemens are dead in the water. Far from it. Sirkin’s book, due for release June 12, describes a world where “everything, everywhere will be up for grabs, and competition will be just as widespread.” In 2006, UNCTAD noted that foreign direct investment in developing economies still exceeds outflow by more than $200 billion.

The global gold rush could be undermined by worldwide recession, however, with the U.S. and EU slowing or already stagnant. Rising food and energy prices are feeding inflation and eating into disposable incomes among the world’s rising middle classes. Although it’s too early to tell, these trends could undermine some of the base upon which emerging-economy enterprises are building their global strategies.

But for now, emerging economy multinationals are on a roll. Causes vary, but to generalize, for one, economies of scale matter: India and China have very large and growing domestic markets to fuel growth globally. And they have a head start on Western competitors in their home markets. Low local costs coupled with the communications revolution mean companies can go global sooner and faster than was the case in the 1960s-1980s, when German, Japanese and then Asian Tiger businesses came to worldwide prominence.

But it is not all about colonialism-in-reverse. Many companies in the developing world are also expanding into other developing-world markets. On April 25, 2008, for example, a Financial Times story was subheadlined “Could India be about to shake up the global telecoms industry?” The report concerned Indian company MTN

 HYPERLINK "http://www.mtn.co.za/" . The report asserted that “the industry’s winners and losers are being increasingly defined by exposure to emerging markets.”
Bharti Airtel

 HYPERLINK "http://www.airtel.in/" ’s bid for Africa’s largest wireless company, 
A significant and growing proportion of global trade and investment activity runs between developing economies, where massive new middle classes are emerging. An extra 1.8 billion people will join these ranks globally during the next 12 years, according to Foreign Policy editor Moises Naim. With huge and increasingly affluent markets emerging in the so-called BRIC countries of Brazil, Russia, India and China, and across Southeast Asia, companies in these countries are looking to other developing economies as viable markets.

Sino-Indian trade grew 38 percent during 2006, as the former overtook the United States to become the world’s second-largest exporter, behind Germany. The World Bank Group estimates that south-south corporate investment more than tripled to $47 billion from 1995 to 2003. Currently it is probably closer to $60 billion. Speaking at the 2006 World Economic Forum, the chairman of India’s Satyam Computer Services, B. Ramalinga Raju, told an audience that “culture can be as important to multinational success as capital.” Companies used to operating in developing economies have an advantage where American or European companies can be daunted by political instability, corruption and a perception that consumers cannot afford to buy their products.

In addition, the developing world’s emerging giants have had to beat not only local competition but Western multinationals as well. And that has meant making profits at prices that Europe and the U.S. would find unthinkable. Greater exposure to competition sets this wave apart from the success of Asian companies during the latter part of the 20th century, where protectionist models allowed Mitsubishi, Samsung and others to grow at home before becoming global players.

Even if developing-world companies do not mount major global challenges, many are having significant success against Western multinationals in serving middle-income consumers at home. Grupo Positivo in Brazil has 18 percent of the domestic computer market, larger than the combined share of Hewlett-Packard and Dell, its two closest competitors.

Tata’s acquisition of JLR was preceded by the advent of its Nano, a $2,500 automobile aimed squarely at meeting growing Indian demand for cheap personal transportation. By going low, Tata has set the bar high for other auto manufacturers who are eyeing the 200 million-strong Indian middle class. Low-cost domestic strategies can also lead to success abroad: Mahindra & Mahindra (M&M) dominates the Indian market with its small tractors. But a 2006 Businessweek survey showed that two-thirds of the tractors sold in the United States are 70 horsepower or less. Now, M&M is undercutting Deere and other established tractor makers in the U.S. Similarly, Brazilian aircraft maker Embraer utilized its national base to fly past Canada’s Bombardier, becoming the world’s No. 3 aircraft maker and winning midsize-jet orders that otherwise would have gone to Airbus and Boeing.

Expect current trends to continuing as developing-world companies continue to see the strategic benefits of going global: not only to grow in new markets, but also to acquire the intangible assets like branding and intellectual capital that give Western rivals a competitive advantage, for now. Thus, more combinations of developing-world and Western companies are likely. Sirkin believes developing world companies will continue to “outbid Western competitors” to buy access to new technologies and markets.

Simon Roughneen is a freelance journalist that has reported from more than 20 countries.

Jefferies Appoints Head of Investment Banking in India
SOURCE: Press Release
DATE: May 7th, 2008

Jefferies International Limited, the UK subsidiary of US-based Jefferies Group, Inc. (NYSE: JEF), today announced the hiring of Sidharth Punshi as a Managing Director and Country Head in India. Mr. Punshi will lead the Firm’s operations working with an experienced and dedicated team of investment banking professionals covering the Indian market.Mr. Punshi joins from Goldman Sachs where he was Executive Director, Head of European IT Services and Software Sector in the Technology, Media and Telecommunications Investment Banking Group. He was previously at Citigroup, working in London, New York, Hong Kong and Singapore. Mr Punshi’s client experience includes working with Atos Origin, Capgemini, Hewlett-Packard, IBM, Infosys, Reliance Communications, SAP, Sage, Steria SA and Wipro, among others. Mr Punshi is a BSc (Hons) graduate from the London School of Economics.

David Weaver, President of Jefferies International, commented:
“We are delighted that Sid Punshi will be leading our Indian business, which has demonstrated great success the past few years. This key appointment takes us to the next stage of our engagement with the Indian market and reinforces the Firm’s commitment to this important growth area as part of our continuing strategy to strengthen Jefferies’ global franchise dedicated to supporting growth companies and their investors.”

Mr. Punshi added:
“There is tremendous growth and opportunity in India and we are seeing global leaders emerge across a number of industries. Jefferies is uniquely positioned to support the growth of Indian companies, and I look forward to leveraging the Firm’s full-service platform and multi-industry expertise to meet the objectives of Indian companies and their investors.”

Jefferies has worked with Indian companies for some years and opened its New Delhi office in 2007, marking the official launch of its local Indian operations. The Firm has a growing presence providing Indian domiciled companies with access to international equity and debt capital markets, in addition to cross-border merger and acquisition and advisory services. Jefferies has become a leader in the issuance of foreign currency convertible bonds (FCCBs) and provides for the issuance of ordinary equity shares through Global Depositary Receipts (GDRs) and American Depositary Receipts (ADRs).

Outside India, Jefferies’ investment banking professionals have raised close to $2 billion for Indian issuers, including more than $850 million in 2007 for clients in the media, industrial, technology, healthcare and textiles sectors. Notable transactions among the 10 completed for Indian companies in 2007 include a $250 million FCCB for Adani Enterprises and a $120 million private convertible bond offering for NDTV Networks. Separately, Jefferies also provides equity research on a number of Indian IT and business process outsourcing and offshoring companies that are listed and trade in the U.S.

About Jefferies

Jefferies, a global investment bank and institutional securities firm, has served growing and mid-sized companies and their investors for 45 years. Headquartered in New York, with nearly 30 offices around the world, Jefferies provides clients with capital markets and financial advisory services, institutional brokerage, securities research and asset management. The firm is a leading provider of trade execution in equity, high yield, convertible and international securities for institutional investors and high net worth individuals. Jefferies & Company, Inc. is the principal operating subsidiary of Jefferies Group, Inc. (NYSE: JEF; www.jefferies.com). Jefferies International Limited, a UK-incorporated, wholly owned subsidiary of Jefferies Group, Inc., was established in London in 1985.

GENPACT STILL WAITS ON EXIT STRATEGY
SOURCE: Barron’s
DATE: May 7th, 2008

GENPACT STILL WAITS ON EXIT STRATEGY
Genpact (G) just hasn’t lived up to insiders’ expectations since a little bulge shortly after last summer’s initial public offering. Shares have traded off nearly 20% since the August debut. Insiders haven’t unloaded their holdings in any measure. Which likely has exacerbated the pressure on the shares, as investors reflect some disinclination to bid the stock higher if it’s going to prompt the two big private equity players that, combined, hold about half the float to launch a secondary. The business processing services provider hosted its first analyst meeting Tuesday, and the story it told sounded relatively compelling, if a tad conservative. Nevertheless, shares haven’t moved, and probably won’t until insiders make a move of their own.

Related Posts

· April 18, 2008 -- Wachovia says operations started at customer call center in Philippines 

· March 31, 2008 -- GE withdraws nominees from Genpact board, may hasten exit 

· February 29, 2008 -- Genpact gets another presence in Romania 

· February 6, 2008 -- BPO markets are underpenetrated - Pramod Bhasin 

· January 31, 2008 -- Invensys Selects Genpact to Provide F&A support 

· January 30, 2008 -- Genpact appoints Ferdinando “Nani” Beccalli-Falco to its board of directors 

· August 22, 2007 -- Genpact posts slightly higher Q2 income
Sutherland to set up 10,000 people global campus in Chennai
SOURCE: The Hindu
DATE: May 7th, 2008
ARTICLE
Business process outsourcing company Sutherland Global Services, with significant offshore operations in Chennai, Kochi and Mumbai, is setting up its first global campus in Chennai.

The campus will come up in the ITeS/IT corridor of Chennai. When fully operational, the Sutherland campus in Chennai will employ over 10,000 people. The Sutherland campus will also house the `Sutherland Academy of Excellence,’ a best in class global training and development centre for all Sutherland employees. Construction of phase I of the campus will commence in the second half of this year, says a release from the company. The proposed campus will involve an investment of around Rs.200 crore over the next three years.

Sutherland, it is learnt, is also planning to set up mini campuses in Madurai, Trichy and Tirunelveli.

Within 18 months of its launch in Kochi, Sutherland has increased its headcount to over 1,500 against its original target of 750 employees. The Kerala offshore facility of Sutherland is set to become the hub of back office processing work in the financial services space. Sutherland will double its headcount in Kerala over the 18 months to over 3,000 employees, the release says.

The company, which has six facilities in Chennai and one each in Kochi and Mumbai, has hired over 3,000 people in India in 2007, thus taking its India headcount to over 11,000 employees. Globally, Sutherland now has over 21,000 employees across its 22 delivery centres in India, the U.S., the Philippines, Canada, Eastern Europe and Mexico.

“We are pleased with the progress we have made in India in 2007, having ramped up our headcount to over 11,000 people. India will continue to be an integral part of Sutherland’s global expansion. Chennai has been the offshore hub for Sutherland and our first point of entry into India and it will now be the location for our first global campus,” the released quoted Dilip Vellodi, Chairman and CEO, as saying.

Sutherland, in the meanwhile, has expanded its presence in the Philippines with the setting up of a new BPO facility in Camarines Sur. The facility was unveiled by Gloria Macapagal-Arroyo, President of the Philippines. This is Sutherland’s fourth BPO facility in the Philippines, after its foray into the country in July 2005. Sutherland also has BPO facilities in Manila, Clark and Davao City in the Philippines. The facility in Camarines Sur went live with 400 employees providing a full range of back office and customer life-cycle management services to Sutherland’s Fortune 500 client base. In 2007, Sutherland more than doubled its headcount in the Philippines. The company hired over 3,000 professionals to take its Philippines headcount to over 5,600.

Related Posts

· April 14, 2008 -- Chrysler drives into India with BPO
Does UBS job loss in the US mean job growth in UBS India ?
DATE: May 6th, 2008

UBS declared yet another dismal quarter results and will lay off 5,500 people this year to trim their workforce primarily in the US and UK. The number although less than what people feared (8000+) will put UBS out of the big league investment bank and pull it out of the race to be ever one. The path to fixing the reputation for UBS has to start yesterday given that the reputation impact on UBS has started to affect its core wealth management business. This quarter the bank saw their clients pull back net money from the bank around 12.8 billion Swiss francs compared to an inflow of 52.8 billion Swiss franc a year before. This is the first outflow of money in UBS since 2000.UBS operates out of some high cost locations around the world and for over the last few years has been actively pursuing a strategy to build operations and infrastructure to operate from low cost locations (relative low cost locations today!) in India and Eastern Europe. Supposedly the center in India has grown dramatically, based out of Hyderabad the UBS center in India has over 1500 people now doing all sort of works. If you look at UBS job postings in India over the past six months you get a sense of the areas where the Indian operations seem to have grown. I think the interesting question is now going to be that with UBS having a mature offshoring platform ( I hope so) and hopefully beyond the investment phase will the Indian offshore operations be able to cushion the slow down and provide the leaner and meaner ( and cheaper) infrastructure to support the trim down business.  In businesses where there is no business any more - fixed income, muni’s where the entire departments are being shifted the offshoring strategy is simple. There is no offshore strategy for a business which does not exist.The interesting thing will be with potentially budgets getting tighter and tighter for support services - operations, IT and everything else which is required to support making money, will the offshoring provide these functions a lever to do ‘MORE with LESS’.My feeling is that the impact of financial services carnage in the market place and the ones which have their captives has to be pretty steep for the captives. Captives have to justify their existence and why they should not be sold to third parties and their cost structures have to come in line with market expectations and realities. Good or bad financial services were the leaders in building captive centers in India and some of the initial players to build a captive presence in India. With the fight for talent heating up in India these captives have continued to operate as extensions of their onshore divisions - higher paid than the rest of the world. This has caused the anomalies and higher wage growths in India for skill set which was perceived to be more valuable.Leaders managing or operating captives today in financial services should be working extra hard to put a strategy in place where they can either emerge as saviors from this crisis or will be crushed and made irrelevant as just another cost line item.I will love to hear from people working in the industry on their views.
Wipro reshuffles management again

SOURCE:EconomicTimes
DATE: May 5th, 2008

Mohit Soapbox:
This is an interesting move to create a global program to focus broadly outside of IT and look at non-IT Wipro businesses under one umbrella. I wonder if there is a true synergistic approach across businesses or is to keep senior management from walking away.  Premji is also setting up a venture fund and has infact has already made a few investments in the retail sector (Kouton) and an oncology healthcare service provider (Healthcare Global). It seems like diversification and focusing on non IT business is what Wipro is aiming to do. Although the PE fund is not part of the Wipro umbrella.  Given the tremendous growth in consumer care and retail markets in business , I wonder if Wipro missed on opportunities across these growth businesses as it became a leader in IT services. With the IT services industry reaching a mature phase of growth and the other parts of the business still having a higher growth potential is Wipro going to take their focus on other areas of business. Will Wipro in five years have similar revenues from non-IT that it gets from IT. I don’t know am just speculating.

ARTICLE 

Wipro is in a rejig mode. The company, which also has interests in consumer care products, lighting and infrastructure engineering, is forming a group that will work across the three businesses focusing on new initiatives in these areas. 

Called the Global Program Team, it is headed T K Kurien, who was until recently at the helm of its BPO services. Kurien’s move to the new role coincides with that of Sudip Banerjee’s appointment to head Azim Premji’s billion-dollar personal corpus, and that of Suresh Vaswani and Girish Paranjpe as joint CEOs. 

Mr Kurien is credited with making the BPO arm, which was largely a voice-play when it acquired Spectramind, into more of a value-added services player. After Raman Roy, the founder of Spectramind, moved out of Wipro BPO, Mr Kurien has been heading the BPO services that is growing at an annual rate of about 22%. 

Wipro has made a few more changes in its business structure. The management team consisting of A L Rao, P R Chandrasekar, Sudip Nandy, Mr Vaswani, Mr Paranjpe, and Mr Banerjee has been dismantled and the business units will report to the joint CEOs. The new structure will have five industry-specific business units (BUs) and five technology units. 

The industry-specific BUs are — manufacturing and health care, energy and utilities, retail and transportation services, communication, media and technology, and financial services. The technology units will be — BPO, testing, infrastructure management, enterprise application services and product engineering services. 

A few business units have been re-grouped . For example, the technology business unit handled by Sudip Nandy will now also have communication and media. Manufacturing, retail, energy and utilities that used to come under enterprise business reporting to Sudip Banerjee has now been broken and re-grouped . 

Some like the product engineering services have increased their scope from working for only technology firms to now working across all industries including those such as health care and manufacturing.
Related Posts

· May 15, 2008 -- Wipro logs on to clean energy 

· May 15, 2008 -- Wipro puts consultants in one house 

· April 28, 2008 -- Rumours of top-level exits hit Wipro stock 

· April 28, 2008 -- Wipro get’s into LPO services 

· April 22, 2008 -- Wipro raises intake of fresh graduates 

· April 18, 2008 -- Wipro Q4 net up 3% YoY to Rs 880cr 

· April 14, 2008 -- Wipro R&D, service centre in Poland for Credit Suisse 

· March 10, 2008 -- Hiccups delay Wipro development center in Sydney 

· March 7, 2008 -- Wipro to rack up China staff base 8-fold 
· February 28, 2008 -- Wipro reduces no. of hiring partners
Doing their homework - Home based employees
SOURCE: Hindustan Times
DATE: May 4th, 2008

Mohit Soapbox:
Interesting article on work from home. Sameer makes a good point at the end of the article on what are some ground rules on what works and does not work when allowing employees to work from home. 
ARTICLE 

No business suits, no stuffy cubicles, no file-toting secretaries. Yet, it’s business as usual for Sameer Walia, MD of specialist KPO firm, The Smart Cube. Armed with his ‘work’ paraphernalia — a jar of cookies, mixed fruit juice, a bunch of unread magazines and a laptop — he is transacting business across Delhi, London and Chicago. In between calls, emails, and giving instructions to his key employees on AOL Instant Messenger, is the luxury of taking a nap and catching up on reading. His ‘corporate dress’ is a T-shirt and a pair of shorts, and his ‘office’ for the day is his favourite corner in the drawing room, where he can put his feet up on the sofa and work.

Walia works out of home at least once a fortnight — sometimes for three days at a stretch — to hear himself think, and get work out of the way, uninterrupted. “If I am in office, I am constantly badgered by people and calls. If I need 9-10 hours to finish some work, I end up taking 16. I get far more work done at home.”

‘Working from home makes me more productive …you need to feel good about who you are before you can be a good mother’Senior employees at Walia’s firm are encouraged to work out of home as well. “It’s refreshing,” says the boss. Manager Shashank Narain works out of home nearly five days a month — primarily to save on time wasted in getting to work, but sometimes, to tend to his seven-year-old labrador, Simba. “I don’t have to call up my boss and come up with a lie to take a day off when there’s work to be done, both in office and home. I can just work out of home. It’s a win-win situation,” he says.

Coming in to office to get work done has become increasingly irrelevant in the age of the broadband and Blackberries. The Office has homed into a new work place: homes of employees. With temperatures soaring at 42 degrees and higher, stuffy business suits have made way for shorts, and hours wasted on commuting have found a multipronged use: making the elusive work-life balance work out.

Productive parenting
When you call the Impetus Technologies office and ask for extension 5701, you reach full-time mother Pooja Sehgal Bansal’s residence — from where she heads a 17-member team. The marketing and communication associate director goes into the company’s Indore and Noida offices once a month for about 2-3 days each. “Initially, I was very sceptical about how such an arrangement could work. But then, this is how we work in the IT industry — all our clients are in different geographic locations.” The advantage: “It’s brilliant to be able to see my daughter scribble her first 1s and 3s.” The disadvantage: “I work out of pajamas at home, and don’t get to wear my sarees until I go to office.”

Ritu Bhati was IBM India’s first employee to start working out of home in 2000, when she had a small baby to look after. Now a mother of two, the learning consultant says, “The kids know it’s not story time when I am working from home. I shut the door when I am busy, and it’s only when I turn off the laptop that they know they can play with me.”

Mothering and mentoring teams at the same time can be taxing, but several women working out of home feel it helps them become both, better parents and better employees. Mumbai-based Simone Paymaster, HR manager, TCS, has been working out of home for the last two years. “It makes me more productive because I am using my mind instead of just changing diapers. It makes me feel good about who I am, and that’s important, because you need to feel good about who you are before you can be a good mother,” she says.

Srilakshmi Narasimhan took a quantum career leap as a “working housewife.” In between cooking meals for the family and seeing the kids off to school, she started working as a trainee copy editor for Chennai’s Newgen Imaging Systems Private Limited in 2002. Two years later, she became a project manager. She now goes to office for a few hours everyday to train people. “I got a real high when I started doing well. Though I started working for a salary, now it’s not about the money. I work because I enjoy it,” she says.

For Sarika Gal, Sun Microsystem’s marketing operations and web manager, working out of home for the last six months has meant, among other things,  saving on facewash. “By the time I would get to work from my home in Borivali to my office in Bandra after a two-hour commute, my face would be completely muddy. I had to start stocking up on face wash and creams in office.” She adds, “Half my energy was consumed in just getting to office. There were times when I had to make conference calls to Singapore in the middle of the road over a crackling mobile signal.” Gal now goes to office sometimes to attend meetings — but primarily works from home. “Thanks to this arrangement, I have the time to do more work. And I breathe a lot less carbon monoxide.”

Saving time on getting to work can also help you speak French. Take development research consultant Yashodhan Ghorpade, whose work-from-home option with a multilateral developmental agency allows him to work at night when he feels more creative, and use the day for other things — like French classes, tennis and reading. “I work out of home upto twice a week, and don’t necessarily have to stick to a nine to five schedule. And work can happen from anywhere — even a Wi-Fi coffee shop,” he says.

Home is where the heart is
The work-from-home option makes good HR sense, companies are realising. At Sun Microsystems, where the programme is at its nascent stage, the employee satisfaction rating is 85 per cent. And ever since PR firm 20:20 Media introduced the policy a year ago, attrition rates have seen a drop, says the Delhi GM, Amrit Ahuja.

“Such a policy improves employee morale and reduces stress by giving a greater sense of balance between one’s work and personal life. It also reduces employee absenteeism — as an employee who wishes to be absent from office due to a personal matter could work from home,” says Subash Rao, director, HR, Cisco India.

Companies are also acknowledging the rather inconvenient truth of global warming, and trying to cut down on fuel usage by getting their employees to stay at home. The Global Information System (GIS) department of Applied Materials has launched the GreenIS program to cut down its carbon footprint by 10,000 tons by 2012. “Our Applied Anywhere program under GreenIS includes Home Mobile, which means employees can work from home 1-3 days a week, and Home Assigned, under which they can work from home 4-5 days a week,” says Bangalore-based Nagaraj Bhat, director, GIS.

However, most companies extend this option only to employees whose roles can be performed from home without any loss in productivity — and who can be trusted to work out of home. “There are always some bad pennies sitting at home and not working. We had this policy across the board, but there was terrible misuse. Now, we have it only for those with at least three years work experience and a certain level of responsibility,” says Walia of The Smart Cube.

US slowdown to hit new deals: Genpact
SOURCE: Business Standard
DATE: May 5th, 2008

Mohit Soapbox:
I found the genpact earnings call this quarter quiet interesting. Pramod is an extremely smart CEO and has gotten Genpact to a great place with close to 34,000 employees over the world ( primarily still in India) with potentially lowering of attrition rate in the firm this quarter and continuing to grow the revenues of the firm. I feel though a lack of clarity in the conference calls. Seems like statements are made and then contradicted. The overall message though seems to be that GE and existing client base still driving genpact’s growth. New business is going slow or going cold as Pramod said in the call. People are putting new investment decisions on hold or scaling back.  There are a # of factors which could potentially slow down Genpact’s growth - the macro environment market conditions are not conducive to growth, GE may decide to slow down their offshoring to genpact. An interesting comment made by one of the analyst which Genpact did not want to talk about was that fact that GE business functions no longer have a mandate/requirement to offshore work to genpact.  Will be interesting to see the impact of that on genpact’s growth although the guidance from genpact is low to mid single digit growth in GE businesses. Genpact is also in an interesting position as a pure play BPO service provider if it is feeling that an IT offering ( it does offer packaged implementation services) is needed for them to grow the business. There is also an emphasis on re engineering/six sigma type of work although seems like the contribution of that to the revenue stream is still minimal and may continue to be minimal.  I wonder if Genpact is better positioned than an Infosys or Wipro to leverage the process consulting work and translate that into offshore work.

ARTICLE
“We continue to watch the business environment carefully. We are witnessing some postponement of contracts in the IT as well as BPO business. The cycle-time for deals has certainly increased from three to six months to nine to twelve months, especially for firms outsourcing for the first time,” Pramod Bhasin, president and CEO, Genpact, told analysts during a conference call.

However, he said the company has witnessed increased and faster ramp-ups from existing clients.

“There is a greater demand for re-engineering, faster hiring impact and demand for transition work. In fact, we have seen faster ramp ups from some of the key BFSI clients,” said Bhasin.

The company posted robust numbers for the first quarter ended March 31, 2007 with net income nearly 11 times up and revenues up 33 per cent.

GE, one of Genpact’s largest clients, might also spend less going forward due to the hit that it has taken because of the recent market turmoil.

“GE will cut costs. I think we may see less spending from GE. However, there are other areas within the company that give us enough scope to generate business, such as infrastructure and healthcare.”

The company is also planning to increase business from India and China. It already has two clients in India and won a BFSI client in China.

Unlike several Indian IT firms, Genpact posted forex gains of $22.4 million. Of this, nearly $15.7 million were linked to the company’s long term hedging strategy. The company will utilise 10 per cent of its revenue for capital expenditure.

Secrets Are Finally Revealed - Kenexa Story
SOURCE: Human Resource Executive Online
DATE: May 5th, 2008

Mohit Soapbox:
This is an interesting article about Kenexa.  This is a company which I have struggled to for the past few years try to ‘bucket’ into a category and good to seee the management realizing that fact.  The interesting comment in the article was where Rudy talks about their facility in India ( Vizag) and his belief that the $ 35 million of R&D expense they spend is equivalent of $75 million in India. That is a marked increment.  I don’t necessarily agree with the ratio of onshore:offshore equivalent but then I don’t know what Rudy meant when he did the comparison. I still continue to challenge the assumption that has the Indian workforce progressed to a stage where they can truly offer cutting edge or innovative R&D solutions at the same price points at which you hire a person to do IT maintenance or routine IT/BPO work.
There is always a price to be paid for innovation and building a culture that nurtures that is hard and required a long investment cycle. Let’s hope that Kenexa can do it make it work.
ARTICLE 

Kenexa CEO Rudy Karsan is an incredibly smart (former actuary) and normally honest and straightforward guy. At least for the first three of the six years I’ve known him. He’s certainly done an impressive job welding together the 27 companies he acquired in the last 21 years into Kenexa. The company expects to sell more than $220 million of its deep selection of HR software and services this year.

But when the company had its IPO nearly three years ago, it somehow slipped off the communications rails. Kenexa set up its revenue buckets for SEC-required reporting so that no one could figure out what the company was actually selling. And it has a large array of products and services, both in recruiting and assessment/performance, including employee surveys, where it is a giant like Gallup.

The financial analysts railed about it during earnings calls, but the buckets were usually left to speak for themselves with no additional commentary. The company’s tag line of “Software, Services and Content for Hiring and Retention” might have been more descriptive.

Worse, Kenexa only irregularly communicated with the HR “influencer” community, which now includes industry analysts, columnists, reporters (print and online), vendor-selection consultants and other types, bloggers and radio talk show hosts. 

This group, obviously including me, was particularly galled at not being able to track the progress of Kenexa’s highest profile acquisition: recruiting vendor BrassRing, sometimes first but always in the top three with Taleo and Vurv.

All that ended last month.

Karsan invited a group of influencers to his home for dinner and then six hours of in-depth briefings at company headquarters in Wayne, Pa., the next day. In fact, early in the briefings, he apologized for “Kenexa not being as present in the HR community since the IPO” and the meeting was intended to remedy that. It did.

Okay, so let’s go to the numbers. Taleo announced it signed 78 new enterprise recruiting deals in 2007; Vurv 68. While Kenexa did not reveal the exact number, it disclosed enough other numbers for non-actuaries to figure out that it probably signed 40 or 42, while saying that it had lost three existing customers. That’s a small number in the churning recruiting space.

As with all vendors’ new and total customer numbers, there is room for endless dispute. Did BrassRing have 157 customers when the deal closed 16 months ago in January 2007, as Kenexa’s Becky Sterling told the group in April? Or was it really 180 as ThinkPanmure financial analyst Nate Swanson later pointed to in an October 2006 Kenexa press release?

How does Sterling’s end-of-year total customer count of 210 square with an August 2007 second-quarter earnings-call transcript of “150-plus, almost 200 customers?” Especially with Karsan telling the group that eight were sold in the third quarter and 15 or 16 in Q4 2007?

Who knows? However you run the numbers, BrassRing under Kenexa clearly is no longer staying abreast in new sales with its two traditional rivals, which have raced neck-and-neck for years.

Karsan admitted to the group that closing down BrassRing’s customer support call center in Waltham, Mass., was a mistake since customers had formed personal relationships with the service reps there. But President Troy Kanter pointed out that Kenexa always integrates the operations of new acquisitions, rather than leaving its pieces in place, and sometimes that is disruptive.

CTO/CIO Jim Restivo said the BrassRing product got a new version in the middle of April, saying it had “substantial data model changes” but never mentioned or showed any functionality. 

He said the BrassRing product arrived with two big problems (which I later independently verified): Users complained about the difficulty in turning a candidate into a hire and about the reporting. He said the first has been fixed, and he’s supervised a full rewrite of the data-extraction wizard for reporting.

None of this may matter, because Kenexa has announced its own next-generation software project: Taking the best features and functions of its three recruiting products and writing a new application from the ground up for companies from 500 to 50,000 employees. Both Taleo and Vurv have separate products for smaller companies, so that will be very interesting to watch.

The new product and a rewritten performance-management application will both sit on a new technical platform for integration and workflow coming out this year, called 2.x, with a new user interface and Autonomy’s newest search engine used throughout. Pricing hasn’t been determined. 

Sterling would not say whether the new product was based on any one of the three existing products, as Oracle’s Fusion HCM is based on Oracle’s HRMS. And unlike Oracle, Kenexa is actually getting it out the door quickly. 

The company has five recruiting clients already in beta (none from BrassRing) and expects it to be generally available at end of the year. Performance will come a bit later. Kenexa is still looking for beta clients, which it hopes to have running by the end of the year.

Karsan was a little vague about performance, saying only that the company in each quarter last year sold “high single digits” of its performance product called Career Tracker. He emphasized they were complex, large company deals with lots of organizational development services, which is one of Kenexa’s many strengths, with more than 100 OD professionals on staff. None were sold to mid-market companies, the target for some of its competitors.

In fact, Karsan made it sound like the company was largely (but not completely) abandoning the mid-market, saying that Kenexa would now focus on Global 2,500 companies with 25,000 employees or more. This comes at a time when most software vendors are looking to mid-market companies to fuel their growth.

But the company will continue to maintain Kenexa Recruiter (the former Webhire) for small companies and Kenexa Recruiter Enterprise (its original product) for mid-sized companies.

Perhaps the most impressive thing about Kenexa is how fast it has gone global. Through both acquisitions and organic growth, Kenexa now has at least a sales and service presence in 18 countries, and 40 percent of its more than 1,400 employees work outside the United States, including 200 in London.

But its crown jewel is the recently opened 100,000-square-foot R&D site in Vizag, India. Kenexa bought 25 acres on the Bay of Bengal, designed and built the five buildings (obviously with lots of acreage left), directly employs all the people in them and basically owns it all! Karsan caught the offshoring wave early and personally went to India years ago to make it happen.

The result? “Our $35 million R&D budget for 2008 is like $75 million when it’s spent in India,” he says. A second brand-new site is planned for Cyberjaya, Malaysia. Kenexa is definitely ahead of this curve, though doubts persist about how good the new software coming out of any offshore facility will be.

Kenexa will be deciding soon about adding full compensation and learning applications, to become a true talent-management-suite vendor. 

Besides surveys, the only world-class software Kenexa owns today is BrassRing. But with 15 percent to 20 percent of revenue coming from outsourced recruiting services alone and total revenue tripling since going public, maybe that, too, doesn’t matter.

HR Technology Columnist Bill Kutik is also co-chairman of the 11th Annual HR Technology Conference & Exposition® in Chicago, Oct. 15 to 17. The full agenda is finished and will be available this month at www.HRTechnologyConference.com ,where a printed brochure can also beordered. He is also host of The Bill Kutik Radio Show available on iTunes. He can be reached at bkutik@earthlink.net 
Firstsource Solutions to create 800 new jobs in Northern Ireland
SOURCE: TopNews
DATE: May 5th, 2008
ARTICLE
Firstsource Solutions, the ICICI Bank-promoted Indian BPO major, plans to create 800 new jobs in Northern Ireland by establishing a new centre of excellence and expanding its existing operations in Londonderry.

The company has announced that around 300 of the new jobs will be in Londonderry where the company already employs 350. The remaining 500 jobs will be based in the company’s European Centre of Excellence. The company will commission the centre in the region in a short duration.

Further, the company has received £6.7 million (about Rs 54 crore) grant aid from Invest Northern Ireland, a regional economic development agency.

The grant and the expansion were finalized during a recent trade visit to India by the Enterprise, Trade and Investment minister Nigel Dodds.

The investment further boosts the strong links between Northern Ireland and India, which has led to a string of inward investments from Indian companies. Recently, Invest Northern Ireland has opened an office in Mumbai to further cultivate these links.

Firstsource has 34 call centres worldwide and employs more than 17,000 people across four continents. It specializes in providing outsourced services including contact centre, back-office processing and debt-collection services.

Related Posts

· May 27, 2008 -- Warburg Pincus eyes majority stake in Firstsource 

· May 21, 2008 -- Firstsource, Airtel in three-year outsourcing partnership 
Wipro makes more leadership changes
A fortnight ago, the company announced the appointment of Suresh Vaswani and Girish Paranjpe as joint chief executive officers of Wipro Technologies, the company’s global IT arm.

The move was said to have triggered discontent in some quarters of its senior management cadre, something the company has denied.

In the changes announced today, Wipro BPO head, T K Kurien (who reportedly wanted to quit) has been given charge of a new initiative, the scope and functions of which will be outlined later. According to sources, Kurien will report to Paranjpe for IT business, and for other initiatives he will report directly to Chairman Azim Premji.

Ashutosh Vaidya, who headed the computing business as vice-president of Wipro Infotech, will head Wipro BPO. He will work along with Kurien for a couple of months to ensure a smooth transition of responsibility. Vaidya will report to Vaswani and Paranjpe (secondary reporting).

Anand Sankaran will lead Wipro Infotech and reported Vaswani.

Following the resignation of P R Chandrasekar as president of the company’s operations for Americas and Europe, Manoj Punja takes charge and will primarily report to Vaswani with secondary reporting to Girish Paranjpe.

Punja was previously vice-president of a vertical in Wipro Technologies that focuses on technology, media, transportation services, which has now been done away with.

Ayan Mukherjee and Hiroshi Aley will continue as heads of Europe, Japan and China geographies respectively.

The company has also reclassified some existing business units as strategic business units (SBUs).

They include the Manufacturing and Healthcare SBU to be headed by N S Bala, who was earlier senior VP in the Manufacturing Solutions Group.

The company plans to create a new SBU in Communications, Media and Technology, which will be headed by Sudip Nandy, who till now lead the Telecom and Product Engineering solutions business unit. Nandy will also report to Paranjpe.

Other SBUs planned are for Energy and Utilities and Financial Solutions which will also have separate business heads. A new strategic business unit for Retail, Transportation and Services has also been created as a part of the restructuring.

Product Engineering Services, which has also been reclassified as a service line, will be headed by V R Venkatesh, senior VP, Embedded Systems.

Now WNS forays into platform-based BPO
SOURCE: EconomicTimes
DATE: May 2nd, 2008

Mohit Soapbox:
The Platform BPO term comes up again. Essentially the model refers to a service offering where the IT platform for delivery is owned by the vendor and the services are provided plus the platform. Similar to payroll services by ADP. This model is an interesting model and so far vendor with both IT and BPO practices have made a lot of noise around that. WNS is one of the first pure play companies to do that. What will be interesting to see is that how do companies make this work and price. I have seen limited success in a joint IT/BPO initiatives with clients even if it is the same vendor. Also given that the platform BPO development requires an investment. If a client is willing to fund the investment great but now in the current global economic environment not too many clients will be willing to ‘try’ out something new.

ARTICLE
India’s second-largest third party BPO firm, WNS Global Services, has decided to carve out a separate group from its existing services called the ‘business technology group’ and has moved its chief information officer, Atul Davda, to head the effort.

The move will represent the first serious foray by a pure-play BPO firm into ‘platform-based BPO services’, business processes that are run on a unified technology platform owned by the vendor rather than on separate client platforms. 

The subject of platform-based BPO has been slightly controversial with IT firms favouring it because of their natural bias towards building and owning technology and a few pure-play BPO firms opposing it. 

The contention of the pure-play BPOs has been that clients would not want to switch to a standardised platform from their existing platforms. WNS Group CEO Neeraj Bhargava, however, said the company intended to launch the platform-based offering shortly in the market as an ‘external-facing initiative’ and eventually, also report its numbers under a separate head. 

“Already we get 25% of our revenues from services that have a technology component. What we are doing now is consolidating it under a single umbrella and offering to customers. 

We intend to get very aggressive with platform-based BPO,” he said. Customers were also beginning to see the value of standardisation as they made global acquisitions and each firm came with its own platform and set of practices, making it harder to integrate, Mr Bhargava said. 

The company has also ventured closer to IT turf with a set of tools for enterprise resource planning (ERP) that are offered on a licence-fee basis to customers. The intention is not to compete with the likes of Satyam and other IT companies, but to offer tools that enable BPO, he said. 

These tools help to convert data in different formats to a single standard form that can then be used in running processes such as payroll and HR on platforms like SAP. 

WNS, which started off as a British Airways captive, inherited JADE, an end-to-end passenger accounting platform from it. It also inherited a few more platforms through its acquisitions over the years as well as a document indexing platform for digital loan management from its acquisition of Trinity, and last year, an auto-claims management platform from its acquisition of Flovate Technologies. 

In addition to these, the ‘business technology group’ headed by Mr Davda will work on developing more platform-based BPO offerings. The pricing for platform-based BPO can be transaction-based rather based on the number of seats that dedicated to a process. 

According to Sudin Apte, senior analyst and country head - India, Forrester Research, BPO firms can de-link revenues from manpower only through such initiatives. “This has to be way the forward given the challenges of the appreciating rupee and wage inflation,” he said. [image: image8.png]



Related Posts

· June 5, 2008 -- WNS appoints Reynolds as MD North America 

· May 27, 2008 -- Warburg Pincus eyes majority stake in Firstsource 

· May 21, 2008 -- HCL Launches Underwriting Solution 

· April 8, 2008 -- WNS acquires auto insurance claims processor call 24/7 

· March 28, 2008 -- BPO firm ExlService beats rival WNS in market cap 

· February 4, 2008 -- WNS Appoints Alok Misra as Chief Financial Officer
Mindtree to buy stake in Aztecsoft for Rs 80 per share
SOURCE: EconomicTimes
DATE: May 2nd, 2008

Mohit Soapbox:
It is interesting to see a number of these small acquisitions happening in the BPO space. Part of it is survival.

ARTICLE
Back-office firm Mindtree Ltd on Friday said it has signed a definitive agreement to acquire 32.57 percent stake in engineering software services and research and development firm Aztecsoft at Rs 80 a share.

“We expect merger of Aztecsoft to be completed by early part of 2009/2010,” Mindtree’s Chairman and Managing Director Ashok Soota told reporters on Friday. 

The transaction would value Aztecsoft at $90 million, it said in a statement. The company will also announce an open offer to Aztec’s public shareholder to buy an additional 20 percent stake, as per the country’s takeover regulations. 

The open offer is expected to be completed by August 2008, Soota said. 

“When you consider the guidance given by Aztecsoft, it doesnt look to me anybody will be able to say it is overpriced. It is a fair price,” Soota said. 

The acquisition of Aztecsoft will be funded through its internal cash reserves, he said, adding that the acquisition will be adding to its earnings per share. 

Mindtree’s profit margins would not be affected by the acquisition, he said. 

“It is going to be seen as something of a win-win for both sides,” Soota said. 

Mindtree offers research and development services while Aztecsoft does product development and testing services. 

Mindtree has 180 clients while Aztecsoft has about 70 clients.

Related Posts

· April 28, 2008 -- Mindtree, Satyam bag ArcelorMittal contract 

· April 17, 2008 -- Mindtree Q4 net jumps 45% 

· March 5, 2008 -- Venkatachaliah to head Aztecsoft HR 

· February 4, 2008 -- MindTree expands Middle East operations
Tricom buys Godrej Global Solutions for Rs 19.63 cr
SOURCE: EconomicTime
DATE: May 2nd, 2008
ARTICLE
IT enabled services provider, Tricom India, today said it has acquired Godrej Global Solutions (GGSL) for a consideration of Rs 19.63 crore.

Tricom plans to fund the acquisition through a mix of cash and fully convertible debentures, entirely through the internal accruals of the company, Tricom said in a press release issued here today.

“Acquisitions were a part of the growth strategy for Tricom and we hope to grow organically and inorganically. Post acquisition, the core team of GGSL will continue to function in their respective positions,” Tricom India Managaing Director, Chetan Kothari, said in the statement.

A Godrej Group company, GGSL, is a global BPO Solutions provider and mainly has operations in healthcare, data capture and data conversion areans.

The company had reported a topline revenue of Rs 16.5 crore in last fiscal.

The board of directors of Tricom gave the approval for the acquisition in its meeting held here today, the company said.

Besides, the board has also approved the sub-division of its equity shares with the face value of Rs 10 each to the face value of Rs 2 each, it said.

Meet Infy’s highest-paid executives
SOURCE: EconomicTimes
DATE: May 2nd, 2008
ARTICLE 

Any guesses on who are the Infosys Technologies top four highest paid execs? Chairman Narayana Murthy, co-chairman Nandan Nilekani, MD & CEO S Gopalakrishnan and COO SD Shibulal? All four wrong.

According to a filing to the US Securities and Exchange Commission by the Bangalore-based Infosys for financial year 2007-08 BG Srinivas, senior vice-president and head of the manufacturing business at Infosys; Ashok Vemuri senior vice-president and head of the banking and capital markets business unit; TV Mohandas Pai, head (administration, education and research, HRD) and chairperson of Infosys BPO; Srinath Batnihead (delivery excellence); and Subhash Dhar, senior vice-president and head (communications, media and entertainment) are the top five highest paid executives at the company. The list conspicuously misses the names of Murthy Nilekani, Gopalakrishnan and Shibulal among the top five.

According to the filing by IT bellwether, Vemuri and Srinivas took home almost four times that of S Gopalakrishnan as total annual compensation in 2007.

Vermuri earned a cool $704,111 (Rs 2.8 crore) and Srinivas $670,857 (Rs 2.68 crore). Against this, Gopalakrishnan got $189,914 (Rs 76 lakh). HR director TV Mohandas Pai earned $422,574 (Rs 1.69 crore), while Infosys non-executive chairman & chief mentor, NR Narayana Murthy, took home $125,000 (Rs 50 lakh) as other annual compensation. Nilekani earned $189,751 (Rs 75.93 lakh), while quality, information systems & communication design group head K Dinesh, who is also a director on the Infy board, earned $191,219 (Rs 76.52 lakh). COO SD Shibulal pocketed $182,376 (Rs 72.98 lakh). CFO V Balakrishnan’s total compensation for 2007-08 totalled $140,431 (Rs 56.2 lakh).

The two other names in the list Batni and Dhar received annual compensation packages of $316,207 (approx Rs 1.3 crore) and $248,316 (approx Rs 1 crore), respectively.

However, the total compensation doesn’t include earnings like that from dividend payouts. Infosys had declared a dividend of 145 per cent, along with a special dividend of 200 per cent. Directors and senior executives hold about 16.94 per cent in Infosys. Murthy holds 4.99 per cent, Nilekani has a 3.45 per cent stake and Gopalakrishnan, 3.35 per cent. Another 2.52 per cent is held by K Dinesh, while Shibulal holds 2.21 per cent.

“At the highest levels, compensation has probably low relevance. There are several other factors that make up the overall reward structure,” IT recruitment  firm TVA Infotech CEO Gautam Sinha said.
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Australian union calls on government to halt offshoring
SOURCE: Finextra
DATE: May 2nd, 2008
ARTICLE
Australia’s Financial Sector Union (FSU) has called for the country’s government to act to prevent banks from shifting jobs to overseas centres amid concerns that Westpac is looking to offshore more work.
In a press conference following the release of the bank’s first half results, Westpac chief executive Gail Kelly denied local reports that the bank was planning to shift 3000 back office jobs to India over the next three years in order to cut costs.

But she did state that Westpac would continue outsourcing and offshoring operations.

In a statement responding to the reports, FSU called on the federal government to “review all bank licensing arrangements to ensure that Australia’s major banks maintain back office jobs in the country”.

Leon Carter, national secretary, FSU, says the offshoring would “hollow out the Australian finance industry, leaving a nation of bank shop fronts”.

“Back office workers are the backbone the Australian’s major banks performing hundreds of important task such as handling customers’ sensitive banking information,” says Carter. “What’s needed now is for the Federal Government to take this opportunity to rein in the Banks and protect bank jobs from being sent offshore.”

In 2006 Westpac was forced to shelve plans to shift over 400 loans processing jobs from Sydney to an offshore centre in Bangalore after New South Wales Premier Morris Iemma warned that any move would be taken into account when a lucrative contract the bank had with the government expired.
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MphasiS expects BPO segment to grow 10%
SOURCE: IndiaEarning.com
DATE: May 2nd, 2008

Mohit Soapbox:
An interesting fact from this discussion was that EDS is 43% of revenues for Mphasis. I was looking at Genpact #’s and realized that GE is 49% of their revenues . For Genpact it is a different scenario now as GE still has a stake in the company but is not represented on the board and may have different incentives to work with or not work with Genpact. EDS acquired mPhasis and has to make the relationship work.
ARTICLE
Jeya Kumar, Chief Executive Officer and Susanto Banerjee, Interim CFO of MphasiS elaborating on the Q4 results said the margins slipped QoQ due to delay in product start and on onsite utilisation drop in the application buisness. MphasiS added 811 employees this quarter. They expect to see 10% growth in the BPO segment. Excerpts from CNBC-TV18’s exclusive interview with Jeya Kumar and Susanto Banerjee:

Q: What can you tell us about 2009, without giving specific number guidance? What is the outlook at MphasiS for next year? Kumar:

For 2009, I think we will continue to see the growth story continuing. Typically we don’t give out forward guidance, but from what we have right now in terms of our pipeline visibility and our growth stretched itself we are seeing a continued growth story.

Q: Your margins have slipped in the current quarter - could you take us through why that has happened and whether it is a one-off slippage or will it continue to be mildly soft in the next few quarters?

Banerjee: Essentially the quarter-on-quarter margins have slipped because the application business is the largest in the portfolio that we have in MphasiS. The application business is a churned business and there has been some project start delays and there has been some onsite utilisation drop, which impacted the margins in this particular quarter.

Q: Do you expect to recover by the next quarter and there was a bit of a scale down in terms of employees as well, can you explain what happened?

Banerjee: With regard to the employees essentially, we tightly managed our branch once we had the visibility of certain delays in the project starts. But we did grow in terms of net headcount by about 811 and YoY we did about 7,000 people additional. So we are upto 27,000 headcounts as of now. With regards to the next quarter and the year to come, we typically don’t give any forward guidance. But we hope things are going to look up a little bit in the application side, the BPO and ITO sides are looking good. So we hope this is going to be a better quarter.

Q: The expectation for analysts was that post Q3, the big revenues would start kicking in from EDS can you just out line the performance by way of order inflow from EDS and where you see that going?

Kumar: EDS is currently 43% of our total revenues and continues to grow in that fashion. So what we are looking for this year is for that number to actually grow probably into the 45% range. But our focus is greater growth in our MphasiS call channel, that’s where we actually want to boost growth. We made a lot of investments last year in the ITO sector and that’s what is really fueling our growth. In the domestic BPO, we continue to do very well; we are among the top five now and we continue to see growth in both the ITO at about 10% and BPO at the same level.

Q: Be a little bit more specific about the BPO side of the business -what kind of bill rates are you seeing and whether margins are improving in that business as well?

Kumar: On the international side, we see the margins improving. On the domestic side, it’s a comparative test for everybody in the industry. But we see the domestic portion actually growing a lot faster. There is a lot of interest in actually migrating KPO services and non-voice services and that is what actually we are driving to.
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Symphony Services expanding Indian operations
SOURCE: The Hindu
DATE: May 1st, 2008
ARTICLE
Symphony Services is set to further expand its Indian operations with the addition of about 1,000 people during the year with thrust on embedded systems design business.The technology product development services provider is scouting for another possible location for a development centre which could potentially be in Hyderabad. The company is headquartered in Palo Alto (California) with centres in Bangalore, Pune and Mumbai.

The President of Symphony Services, Mr Amitava Roy, told Business Line that after the acquisition of the Silicon Valley-based Optimal Engineering, the company has expanded the scope of services in embedded systems design.

“We expect within a year, this embedded systems arm is likely to contribute to more than 25 per cent of revenues where the company provides solutions for mobile connectivity. These product-related services are in demand globally. The design work is also handled out of China, where we set up a centre last year,” Mr Roy said.

The company, which has revenues of over $100 million in 2006, is expecting a growth of over 45 per cent this year.

Asked about plans to raise funds, Mr Roy said, “This was on cards but it will depend on ideal market conditions. It is likely to be an overseas listing.”

Prior to the company restructure, which meant carving out a separate division out of the marketing and analytics business, the company had about 4,500 people. About 1,200 of them are now with the analytics business.

Mphasis Q4 earnings up 22.82%
SOURCE: MyIris
DATE: May 1st, 2008
ARTICLE

Mphasis disclosed a good rise in standalone net profit for the quarter ended March 2008, below analysts expectations. During the quarter, the profit of the company rose 22.82 % to Rs 569.00 million from Rs 463.27 million of the same quarter last year.  The analysts surveyed by Bloomberg had forecast Rs 716.00 million in earnings.

The company reported earnings of Rs 2.73 a share during the quarter, registering 21.87 % growth over previous year period.

Net sales for the quarter rose 46.65% to Rs 4841.90 million, far below the expectations of  analysts at Bloomberg, of Rs 6.670 million, while total income for the quarter jumped 3.47 times to Rs 4,470.90 million, when compared with the prior year period.

Annual Results :
The company posted a 67.78 % rise in net profit of Rs 2207 million, for the financial year ended Mar. 31, 2008, as against Rs 1,315.34 million last year. 

The net sales were up 54.46 % for the period at  Rs. 17, 035.60 million, as against Rs 11, 028.55 million last year.

The total income rose 54.81 % at Rs 16,934.60 million as against Rs 10,938.70 million last year.

The company reported 65.88 % rise in earnings of Rs 10.60 a share during the above period, as against Rs 6.39 last year.

Commenting on the results Jeya Kumar, CEO, said “This fiscal has been one of change & transformation. With EDS as a strong business partner, the Company has been building a solid foundation for development of capability and capacity. Our leadership team is coming to shape and our employee strength continues to grow with over 27,000 people currently. We are expanding aggressively and we continue to add new domain specific services to our portfolio to map the demands of the customer.“During the quarter, the Group added 17 new clients. These include a US based manufacturing company, a technology company in Europe and a US based retail company in Application services and a banking company in Asia Pacific region in BPO services.

This quarter the Group recorded a net headcount increase of 811 to take the total manpower numbers to 27,047. Overall debtors days have marginally increased to 43 days and the Group had a cash reserve of Rs 9.5 million as at Mar. 31, 2008. Blended billing rates remained steady.

Shares of the company declined Rs 7.35, or 3.09%, to settle at Rs 230.2. The total volume of shares traded was 194,141 at the BSE (Wednesday).
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Texas Technology Companies Launch Program to End Offshoring of Jobs
SOURCE: Press Release
DATE: April 30th, 2008

Mohit Soapbox:
This is an interesting concept. This is similar to the concept of virtual outsourcing. A # of firms are looking at ‘rural outsourcing’ getting work done in smaller communities across America rather than offshore work. There is a potential to use this approach for call center, process work, system support. If a right training and education program is build higher end work can potentially be virtually sourced.  The approach to focus on specialize areas and work on training programs in specialized option is a good bet for success in the program. I also believe that this is not an alternate to offshoring and can be used effectively with global location strategy.
ARTICLE
Executives at technology companies in Austin have founded a business volunteer organization to provide American workers to businesses presently sending support and testing jobs overseas. Americans Work (www.americanswork.com) is designed to connect companies needing employees with U.S. communities trying to attract jobs and businesses. A pilot for the program is presently being launched in Johnstown, Pennsylvania.

“This is not only good for our country,” said Jack Holt, CEO of S3 Matching Technologies and one of the organizers of Americans Work. “It’s good for our businesses. When you look at the incentives offered by states and communities transitioning from traditional manufacturing industries and the real economics, there is no longer a cost justification for offshoring. Besides, my clients want to speak to people in America.”

According to Holt, who recently traveled to Johnstown to meet with economic development officials, customers who discover their call is offshored are often left with a sense that their business or concerns are not important. Language and cultural differences also lead to lower productivity and can reduce market share. Dell Computers, which was an early leader of the offshoring movement, has returned many customer support and call center jobs to the U.S., though the company still maintains similar operations overseas.

For some jobs, the cost of recruiting, relocating and retaining U.S.-based people was perceived to be a lot higher than offshoring those jobs. Americans Work intends to change that. Americans Work is cooperating with local governments to build an infrastructure that provides centralized access to job skills available in the US while removing the real and perceived cost difference, which allows companies can focus on where the best people for them should be located, instead of on how much they cost.

“We are counting on numerous businesses to join us in this effort to help the economy in our country,” said Phil Gilbert, President of Lombardi (www.lombardi.com), a software company based in Austin, Texas that focuses on process improvement. “Eventually, we expect to have Americans Work job centers in numerous cities throughout the Midwest and we are confident this is a wise investment for any company.”

Gilbert and Holt said the Americans Work idea was inspired by Sen. Barack Obama’s call to national service. Organizers are convinced that American workers can compete in the global economy regardless of the low apparent cost for workers at overseas call centers.

“My company does business globally, and we have great employees and partners in many of those countries. We have found that it just makes sense to put workers close to the people they serve. At Americans Work, we are hoping to do two basic things. We gather together pledges of new ’service economy’ jobs — like call center or quality assurance jobs — to create a marketplace of outsource-able work. Then we work with local governments to provide scalable, consistent job-specific retraining. It’s this infrastructure that’s missing. In China, India and other places, there’s an infrastructure that government invests in so that there’s a lot of people in a given location with a known skill level. We are trying to do that at the grass roots level. Our view is that if you can put work in China, you can put it in Johnstown.”

Americans Work offers a different take on “retraining.” Large, top-down retraining efforts focus on “least common denominator” skills like word processing or email. Americans Work will concentrate on the skills needed for specific, pledged jobs. Directed training provided in local centers will work with job applicants to get them trained on the specific technologies they’ll need to know to do a certain job, decreasing time-to-value for the company, and increasing marketability for the applicant.

The Johnstown operation of Americans Work is expected to start in May with software and hardware technicians and product support workers. Organizers hope to grow the office to make it a significant employer in the city before launching Americans Work facilities at another location. Jobs are expected to meet or exceed the local median wage and will include health care benefits.

“Johnstown is a perfect example of a community being smart and looking to the future,” CEO Holt said. “They have done a remarkable job of reinventing themselves and moving away from the traditional heavy industries and manufacturing. There is an educated labor force that is attractive to any employer.”

About: Americans work is a volunteer organization that does not function as a for-profit business or a non-profit foundation. We are business people working through the internet and trying to connect US companies that need workers with communities that need jobs. Join us by visiting www.americanswork.com
India: Incentives to software firms extended by one more year
SOURCE: MyNews.in
DATE: May 1st, 2008
ARTICLE
The Government of India has announced extension of tax benefit scheme given to the country’’s software firms by one more year.

Under the Software Technology Parks of India (STPI) scheme, introduced in 1999, Indian IT firms get tax holiday on profits from exports. The scheme was scheduled to end March 2009. The Income Tax exemption for software companies has been extended to March 31, 2010, from next year, Finance Minister P. Chidambaram said while replying to a debate on his budget proposals in parliament here.

The minister also said it was time to remove exemptions and not to increase income tax rates.

“This decision is particularly beneficial for BPO companies and the small and medium segment, which have been greatly impacted by the rupee appreciation, inflation and signs of slowdown of the US economy, “the National Association of Software and Services Companies (Nasscom) said in a statement welcoming the move.

The IT industry body also hoped that this would be ratified by both the houses of parliament by early May. “This benefit will also give us time to come up with other workable and acceptable options for the future, beyond 2010,” Nasscom said.”

The IT-BPO industry is expanding into tier two and three cities which will help remove the pressure on large centres as well as help in more balanced economic development. It is important that we incentivate this move to tier two and three cities with STPI/SEZ (special economic zone) like benefits,” it added

Westpac denies offshoring jobs to India
SOURCE: MSN News
DATE: May 1st, 2008
ARTICLE
One of Australia’s leading banks, Westpac Banking Corporation Ltd., Thursday denied media reports that it is planning to move 3,000 back-office jobs to India though it does want to increase “offshoring.”

A report in Fairfax newspapers, the publishers of ‘The Sydney Morning Herald’ and ‘The Age,’ among others, said Westpac is expected to send up to 3,000 back-room staff to overseas locations such as India over the next three years in an accelerated plan to cut costs.

Westpac chief executive Gail Kelly told analysts Thursday: “I haven’t seen any piece of paper with that kind of number… Will there be an increase in offshoring? Absolutely.”

The news of jobs going to India came as the bank announced an increase in its half year profits by 10 percent to $1.83 billion (US$ 1.71 billion).

In recent years, Australia’s leading banks including ANZ, National Australia Bank and St George Bank have outsourced jobs to India, despite much resentment at home about locals losing employment.

“Back-office workers are the backbone of Australia’s major banks, performing hundreds of important tasks like handling customers’ sensitive banking information. Swiping out more than 3,000 of these jobs will mean that only the facade of an Australian bank would be left behind,” Finance Sector Union Secretary Leon Carter said in a statement.

Australian banks have been keen to outsource functions because of cheaper costs and greater technological efficiencies gained abroad.

Services being outsourced include information technology services, transaction work, and unsecured lending.

Westpac’s large operations centre in suburban Concord was the centre of a successful campaign 18 months ago by unions to prevent 300 administration jobs going to India
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CSC and Zurich Financial Services Group Sign US$399 Million Global IT Desktop Outsourcing Agreement
SOURCE: Company Press Release
DATE: May 1st, 2008
Computer Sciences Corporation (NYSE: CSC) today announced that it has
signed an information technology (IT) desktop services outsourcing contract
expanding the scope of services CSC provides to Zurich Financial Services
Group (Zurich), a world-leading, insurance-based financial services provider.
The new agreement has a six-year base period at an estimated value of US$399
million with a two-year extension option.

    Under the contract, CSC will assume responsibility for the provision of
Zurich’s electronic Workplace (eWP) desktop services to its businesses in the
United States, Canada, the United Kingdom, Switzerland, Germany, Italy and
Spain. The scope includes global service desk, local on-site support, and
software packaging and distribution to approximately 51,000 users. The eWP
service will provide Zurich with the cost and performance benefits of a
globally standardised desktop service environment while allowing
organizations within Zurich to tailor services specifically to their business
needs and locations.

    “We are pleased to announce this expansion of our relationship with
Zurich,” said CSC Chairman, President and Chief Executive Officer Michael W.
Laphen. “CSC’s global expertise in desktop computing services will provide
Zurich’s businesses with access to innovative technology and services and
bring new levels of efficiency in support of Zurich’s global IT strategy.”

    Michael Paravicini, Chief Information Technology Officer at Zurich
Financial Services Group, said, “CSC already provides support for the
development and maintenance of our application software, and our expanded
relationship will allow us to provide a more integrated holistic solution for
both our eWP and application support needs.”

    CSC’s relationship with Zurich began in July 2004 when they signed a
landmark seven-year global IT applications outsourcing contract. Through the
agreement, CSC provides all applications development and support services to
Zurich’s businesses in the United States, the United Kingdom, Switzerland and
Germany.
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