A new colonisation

TECHNOLOGY Non-English markets offer growth
opportunities for IT majors from India

PRIYANKA JOSHI

here is a new breed of In-

dian IT firms that is not
exactly enamoured by Uncle
Sam orthe Queen. Instead, com-
panies like Patni, EMC, Nucleus
Software, Subex Azure, 3i In-
fotech and Fractal Analysis New-
Gen have ventured into mar-
kets thatare loosely labelled as
“tough nuts”, risking their cap-
ital inreaching out to non-US/UK
markets — a risk that has
paid off, insist the players.

Breaking the convention
of going to English-speaking
countries, the key strategy adopt-
ed by the new breed of IT ma-
jors has been to harness local
talent, tap domestic markets
and de-risk the revenue mod-
el by reducing their dependence
onany one geographical region.
Yes, the Americas and Eu-
rope remain key markets, ac-
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dmittedly, barging into
mature markets is impos-
sible for mid-sized IT compa-

nies. “Additionally, the labour

arbitrage and the cost of
development can be easily
controlled in smaller mar-
kets,” says the founder chair-
man of Subex Azure, Subhash
Menon. The challenge is how
to support the customers

with a conducive support sys-

tem, he notes. Subex Azure
has a strong presence in
South America and is looking
to expand into Africa.

The new markets are
bred on relationship-based
selling, hence the cycle times

counting for over 90 per cent of
IT-ITES, but other regions
like Australasia, Asia,
West Asia, Africa and Japan are
being eyed by Indian IT com-
panies as business platforms

have built delivery centres in
key source markets (for instance
in the US), they are now set
to expand their footprints in spe-
cialist locations like China for
engineering and design; Africa

outside India. Ac- - for insurance and
cordingtoNasscom  Australasia, banking, and near-
data, software and . shore locations like
services (exporis South-east Asia, Eastern Europe and
gndaflfr::hgm West Asia, Africa Mexico. Hudlets
cﬂrxk revenues of and Japan are a $200,000 proj-
$29.6 billion, while ect for thi \3 I'Id
G billion, . ct for the Wor
exports (IT serv- new business Bank in Mongo-
ices exports, ITeS- platforms lia and is today in
BPO exports, engi- - c Mauritius, Indonesia
neering services plus outside India and Thailand with

product exports)
grew 33 per cent to clock rev-
enues of $23.6 billion. Export
earnings from markets other
than the US and the UK are
experiencing a double-digit year-
on-year growth,
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project sizes that
have breached $1 million mark.
Vishnu Dusad, managing di-
rector, Nucleus Software, says,
“We have crafted a name in
the financial product suites in
emerging markets, Our exist-
ing expertise helps us to lever-
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for sales closure is high.
“Investments in local part-
nerships and regional ma
power can be of great hel
in closing deals faster”
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ageourbrandinthe US and UK
markets.” For this quarter,
the company's wins are close
to $6.25 million, and it claims
to have consolidated its lead-
ership with significant wins
in Africa and the Middle East.
Adds Dusad, “Nucleus Software
concluded this quarter with a
multi-country order win with
one of the most prominent in-

working on develaping this
. market for the last five quar-

ters. For EMC, Sri Lanka and
Bangladesh are burgeoning
markets that will contribute

o our future growrh in the

APAC region,” he hopes. The
_ future of many mid-sized

;-mmpanres depends on how

fast they can grow their
Tespective emerging markets.
Ramakrishna Reddy, director
{EMEA), Fractal Analytics,
agrees, The company, pres-
ent across countries in East
_and West Asia, claims that
the eastern end of the conti-
nent contributed up to 50

per cont of it top fine,
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ternational bank, toimplement
our financial products.”

Patni has been focused on
the Japanese and North Asian
markets to accelerate its busi-
ness. Says Deepak Khosla, sen-
ior vice president (global
marketing), “The size of mar-
ket for Patni’s IT services in
Japan is around $107 billion.”
Patni too began with an in-
significant project for Hi-
tachi, but today the Japan mar-
ket brings in almost 5 per
cent of its revenues. Coun-
tries onits radar include Korea,
China, Philippines and Taiwan.

Amar Chintopanth, CFO of
3i Infotech, admits that chal-
lenges for Indian companies on
foreign shores can be daunt-
ing. “Creating a base in emerg-
ing marketsis not a cakewalk.”
The compary, which has astrong
presence in Central Asia, Africa,
Far East and South-east Asia,
has now set its eyes on Japan.
“Two years back, we branched
in the emerging markets with
ourbanking and insurance prod-
ucts,” says Chintopanth. 3i
Infotech grew at 60 per cent
in Central Asia. Chintopanth
says, “The best part is to see the
order values increasing at 20
per cent and hope to get 50
per cent of our revenues from
emerging markets.”




