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The IT-BPO industry segmentation
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INDIAN IT-BPO INDUSTRY
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Brief history of Indian IT-BPO revenue
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INDIAN IT-BPO INDUSTRY

Brief history of Indian IT-BPO direct NASSCOM'

employment

Figures (‘000) 2 540 2,770

2196 2,300 c01

1,962

562
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The industry added 230,000 jobs in FY2012

* Excluding Hardware
17-Apr-13 Source: NASSCOM




Composition of India’s exports basket
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Current Scenario — IT Contd......
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Sophistication of Services Exports

Sophistication of Services Exports
(Non resource rich countries)
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Industry moving from “Enterprise service providers”
to “Enterprise solution creators”
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Service Providers

Service providers’ value proposition maturing beyond [ YJ:¥-5-{e(e] " &
cost to delivering business outcome

‘Verticalisation’-Business transformer

A Shift to “Pay Per
Use” model 1. Organisational Design
. = Verticalised across business functions —
Shift to Managed going beyond sales
services
2. Organic- Internal Capability
® Shared, a ig;gensttments in vertical specific tools and
® Shared, Managed services
" Man.aged ® Business Tech a Eg H.iring doctors/nurses for domain
= e Asset-light services Mgmt intensive healthcare - medical coding etc.
Z:I ®Shared services ® SLA driven *Monetisation of
> ® *Resource sharing *Agile assets/platforms 3. Inorganic- Value Additions
— eTest Labs ®Cloud, Platform ®Xaa$, Cloud,
SEIEL e e eTest Labs, CoEs i , = Fill vertical specific gaps through
e Dedicated/captive g ’ Mobility, Social - ical
N Managed services ® Pay-per-use e Agile acquisitions or enter newer verticals
eTime & material QUALITY DIFFERENTIATION methodology = E.g. Acquisi.tion qf plgtfqrms such as Life
e Drnracce avrallanra o | nwer lifecvele C Vertica“sed CoEs Admin / Claim adJUdlcatlon (Insurance)
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