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HCL Outlines Its Cloud Computing Achievements
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"Its client base extends from the enterprise segment to technology vendors. For technology vendors, the 
company assists in servicing the clients of its clients. The SAP cloud offering is unusual and competing 
services are only offered by 2 U.S. headquartered vendors and half a dozen European IT services 
vendors."

HCL Technologies has recently outlined key contracts for its cloud computing offering. The company has been involved in
building and sometimes operating private clouds for technology vendors and ISVs, combining its product engineering,
application and IT infrastructure capabilities. The company has been involved depending on the client from the business
and IT strategy phase to the project delivery.

The range of services that the company has provided is wide: it has been involved in redesigning the internal
infrastructure of several ISVs or helping with the software product strategies of its clients to external clients that include
first-tier ISVs and technology vendors with headquarters in the U.S. and in Europe and others.

For a U.S. Fortune 1000 ISV: HCL has been involved in several initiatives including simplifying the application
architecture of its internal ERP applications, upgrading SAP applications and supporting servers. As part of the SAP server
transformation, HCL Technologies has migrated the physical servers from a competitor's datacenter into its own in
Georgia and virtualized those to build a private cloud for the production environment. The company established a back
up site to Sungard that is used for testing environments. The client favored building a private cloud rather than using
public cloud services for several reasons including its requirement to provide a recovery within 15 minutes. HCL has
however wherever possible aimed to share select elements e.g. networks and managed security among several clients.

For a Europe-based Fortune 500 ISV: HCL has helped design the client's strategy for its midmarket clients. The client's
mid-market SaaS-like offering includes the license cost and the underlying maintenance & support, help desk and
hosting services. The application is however single-tenant. A key challenge for HCL has been to keep IT costs under
control to enable the SaaS offering of SAP to be profitable. The service is available for demo, trial and production for a
fixed price per user per month.



TPI Names HCL Amongst 2009 Top 10 Infrastructure 
Providers by TCV
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HCL has been named amongst the 2009 Top 10 Application Development and Management (ADM) and 
Top 10 Infrastructure Service Providers by Total Contract Value (TCV). TPI has also named HCL amongst 
2009 Top 15 Americas Service Providers and 2009 Top 15 EMEA Service Providers by TCV.

In the recently launched TPI Index, an analysis based on the
FY09 and 4Q09 state of commercial outsourcing market
launched by TPI, HCL has been named amongst the 2009
Top 10 Application Development and Management (ADM)
and Top 10 Infrastructure Service Providers by Total
Contract Value (TCV). TPI has also named HCL amongst
2009 Top 15 Americas Service Providers and 2009 Top 15
EMEA Service Providers by TCV.

Other highlights of the TPI index are:

Almost $25 billion contracts were awarded in 4Q09, up by
47 percent Quarter over Quarter (Q/Q) and 8 percent Year
over Year (Y/Y); strong mega-deal performance in the
quarter.
2009 TCV was the second-lowest of the decade as the
market bottomed in the first half and turned in the second
half — full year 2009 TCV is down by 13 percent.
The ITO market had its best quarter in six years. Fourth
quarter ITO TCV is up by 32 percent Y/Y — best quarter
since 4Q03.
EMEA had a very strong fourth quarter led by some very
large deals. The region‘s 4Q09 performance is significantly
up (Q/Q and Y/Y). However for 2009, TCV was down by 21
percent.
The three largest industry outsourcing verticals
strengthened in the second half of the year. Financial
Services, Manufacturing, and Telecom and Media showed
strong second-half increases.
Americas annual TCV awarded was lowest of the decade.
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Bathwick Sentiment Indicator Panel ranked HCL 
the highest  among the Indian-heritage vendors

Positions for Q4 2008. Source: The Bathwick group

 During the quarter to end of December 2008 most vendors saw slowing
growth in Europe, reduced to a 2% to 5% revenue growth range, with
HCLTech bucking this trend.

 HCLTech saw the most improved standing on the BSI for an Indian-
heritage company

 HCL completed an impressive quarter in Europe by closing the largest
acquisition of any Indian IT services vendor to create HCL Axon, as well as
winning the Nokia desktop deal from IBM.

 HCLTech scored most highly among Indian-heritage vendors in terms of
buyer confidence in the Sentiment Indicator Panel for the quarter.

 HCLTech has put in an impressive quarter in Europe: completing the
largest acquisition of any Indian IT services vendor to create HCL Axon, and
winning the Nokia desktop deal from IBM.

During the quarter to end of March 2009 most vendors saw flat or declining
growth in Europe, reduced, on average, to a -3% to flat revenue decline.
HCLTech bucked this trend with high single digit YoY growth

HCL has fire in its belly and is winning some impressive global deals
including RDA, & Xerox

Within Europe it has its eye firmly on public sector and utilities and has
already been named one of Britain‘s top employers.

June,2009

Market dominated by cost reduction is forcing private and public sector CIOs to 

make bold decisions

Bathwick Service Index (BSI) research for the fourth quarter of 2008

A breakdown of HCL Tech‟s overall BSI score 

http://bae.bathwickgroup.com/bsi/serve/chart_i107_a600_s200.jpeg
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HCL Technologies Recognised as one of Britain‟s 
Top Employer

April 24, 2009 

“To be in a position to attract the best talent, companies must align their 
people management policies and procedures with the right corporate 
culture”.

“HCL‟s emphasis on empowering staff at all levels within the organisation 
especially impressed us. Having recognised its commitment to help 
employees proactively build their skills and achieve to their full potential, we 
were delighted to be able to accredit the company as one of Britain‟s Top 
Employers 

Dominic Knight, Regional Director for UK, Ireland & Northern Europe at CRF

Britain‟s Top Employers 2009 by CRF International 



14

HCL Technologies has announced its award by Xerox of a 6-year contract to manage 9 Xerox mid-range

regional datacenters in the U.S. and Europe, in a deal valued at $100m.

Services to be provided by HCL include

 Data center hosting and migration, virtualization, consolidation and storage architecture services

 Architecture and consulting services for new technology and system design, adoption and lifecycle improvement

 Business continuity and disaster recovery.

Analyst comments:

HCL will use its Business Service Management process to centralize and standardize Xerox's data center

infrastructure.

It was no surprise that Xerox moved away from EDS, now an HP company. It is not yet clear what Xerox

intends to do with the end-user workplace services it also outsourced to EDS in a contract extended in April

2008 Xerox chose to outsource to HCL rather than another new (BPO) partner IBM

HCL Technologies Awarded 6 year Data Center 
Management Contract by Xerox

April 15, 2009
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HCL Technologies Announces Fiscal Q3 Revenues 
up 18.2% to $564m – Nelson Hall

• HCL Technologies has announced fiscal Q3 2009 revenues, for the period ending
March 31, 2009, under U.S. GAAP of $564.4m up 18.2% y-o-y, and up 11.3%
sequentially. In constant currency y-o-y growth was 27.4% and sequential growth
was 12.9%.

• Excluding the benefit of the Axon acquisition, the key growth areas during the
quarter were EAS and infrastructure services.

• Axon contributed $75m revenues in fiscal Q3.

• Nelson Hall says ―while the market demand for SAP project-based services is still
very soft, Axon will ultimately benefit from HCL's offshore capabilities and broader
geographic presence, and HCL is targeting opportunities to offer adjacent IT
services to Axon's client base. In particular, Axon brings relationships in the E&U
sector in the U.S. and the U.K. public sector.”

Source: http://www.nelson-hall.com/research-programs/tracking-service/industry-insight-database/?avpage-

views=article&id=65282&fv=2

http://www.nelson-hall.com/research-programs/tracking-service/industry-insight-database/?avpage-views=article&id=65282&fv=2
http://www.nelson-hall.com/research-programs/tracking-service/industry-insight-database/?avpage-views=article&id=65282&fv=2
http://www.nelson-hall.com/research-programs/tracking-service/industry-insight-database/?avpage-views=article&id=65282&fv=2
http://www.nelson-hall.com/research-programs/tracking-service/industry-insight-database/?avpage-views=article&id=65282&fv=2
http://www.nelson-hall.com/research-programs/tracking-service/industry-insight-database/?avpage-views=article&id=65282&fv=2
http://www.nelson-hall.com/research-programs/tracking-service/industry-insight-database/?avpage-views=article&id=65282&fv=2
http://www.nelson-hall.com/research-programs/tracking-service/industry-insight-database/?avpage-views=article&id=65282&fv=2
http://www.nelson-hall.com/research-programs/tracking-service/industry-insight-database/?avpage-views=article&id=65282&fv=2
http://www.nelson-hall.com/research-programs/tracking-service/industry-insight-database/?avpage-views=article&id=65282&fv=2
http://www.nelson-hall.com/research-programs/tracking-service/industry-insight-database/?avpage-views=article&id=65282&fv=2
http://www.nelson-hall.com/research-programs/tracking-service/industry-insight-database/?avpage-views=article&id=65282&fv=2
http://www.nelson-hall.com/research-programs/tracking-service/industry-insight-database/?avpage-views=article&id=65282&fv=2
http://www.nelson-hall.com/research-programs/tracking-service/industry-insight-database/?avpage-views=article&id=65282&fv=2
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HCL named “Best Employers” in Asia and ranked 
No: 1 in India by Hewitt in its 2009 Study 

 HCL has been selected for ―its remarkable

consistency in its day-to-day business and when

they respond to difficult times.‖
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HCL Awarded USD 350mn USD Total Outsourcing 
Contract By Reader's Digest Association

 RDA is aiming to digitalize its paper-based archives

and allow them to be accessible through the web,

through mobiles or through other channels.

 The cost-savings-funds-transformation approach has

however a price: the initial phase is expected to last

for 18 months and therefore delay new digital

initiatives.

 The goals of the contract are to:

 Lower the cost of running the IT of the client

 HCL aims to consolidate services at the central

level, standardize infrastructure and

applications, homogenize processes and tools

across the firm

 Increase quality by adopting ITIL best practices

and CMMi 4 certification

 Finance transformation projects by savings

achieved on run services.

Mar 27, 2009

RDA CEO Mary Berner states reason for choosing

HCL.

―HCL was aggressive smart, forthright &

collaborative‖

Som Mittal, President NASSCOM

―We congratulate HCL for this landmark engagement,

this deal reinforces the fact that how global

sourcing help companies to take advantage of

talent, new opportunities which will help revive

current economic situation‖

―What Slump? HCL gets USD 350 mn deal.‖-

Hindustan Times

―HCL is aggressive, other IT Services companies

should be ripping pages from HCL Playbook‖

- Business Week
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HCL Effective in Addressing Vendor Consolidation 

and Migration Issues - ARC

 HCL Technologies has pioneered best-practice methods, realizing the challenges faced by users
attempting migration and vendor consolidation

 ARC refers HCL‘s eZMigrate as a comprehensive framework that covers every stage that is critical for
integration, transition, and vendor consolidation.

 ARC believes that eZMigrate has evolved out of HCL Technologies‟ years of sound knowledge and
expertise acquired through numerous project implementations

 With eZMigrate HCL Technologies is in a position to provide a relationship oriented, technical, and
commercial solution that minimizes cost and risk of vendor transition, while ensuring business
continuity.

 HCL is one among the few companies having extensive experience in providing application services and
deep insight about the leading enterprise solutions.

 The fact that the company has won 31 out of 38 vendor consolidation opportunities that came its
way in recent times testifies to customers‘ acknowledgement of HCL Technologies‘ ability to accelerate
business transformations, vendor consolidation, and migration

MARCH 26, 2009 
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“HCL- A Leader In Developing Green Agenda”- AMR

 HCL is the leader in developing service offerings with the green agenda

 HCL offers integrated suites of green-focused services.

 HCL is going to significant lengths to get its own houses in order through eco-friendly and LEED-
certified (or equivalent) campus and building

 HCL has recently developed its Green Edge service portfolio, much of which appears to remain heavily
committed to the green data center and delivering efficiency in the IT area developments as well as
cross-organizational sustainability initiatives

http://www.amrresearch.com/default.asp
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AMR classified HCL as a Strong Performer 
for its Fiscal 2nd Quarter-2009

 AMR says the acquisition of Axon Global still looks like a smart move; otherwise enterprise application
revenue would have been down.

 It‘s the exchange rate, due to which the net income was $76.6M, down 9.3%. Without forex losses, net
income would have been up nearly 28%.

 In the wake of Satyam‟s collapse, HCL is wisely highlighting its commitment to corporate governance,
including specific actions that make the company‘s financial activities more transparent.

Caution:

 BPO is one area that‘s behind peers and where the company‘s recent industry-specific acquisitions of
Liberata Financial Services (financial services) and Control Point Solutions (telecommunications and
media) have yet to bear significant fruit.

http://www.amrresearch.com/default.asp
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HCL playing the game differently - Tech Market 
View

 HCL is being highly appreciated on the increased level of financial transparency and a “full and frank”
disclosure of every financial services institution around the world where they have deposited cash and
bonds.

 HCL won $ 1 bn new order in the last quarter the largest being the $350m/7 years with a ‗worldwide
publishing company‘ for a major Oracle project including infrastructure management (IM). 64% of the H1
deals that HCL won were against global majors.

 Since the acquisition of Axon, the new HCL-AXON business has won four new deals, have not lost a single
client and no Axon work has moved offshore. In the current quarter the revenue is expected to be $95m
(say £70m).

 The HCL-Axon could look a very attractive offer, at least in the UK and US – a premium onshore front-end
with an established Indian back-end.

 With LFS, HCL is trying to move into ‗platform BPO‘, and Life & Pensions is a hot market in the UK but
finding that (re)building the processing platform a lot harder than expected as with TCS.

 HCL is becoming an ever more interesting player to watch, especially in the UK. Being under half the size
of the TCS, Infosys and Wipro by worldwide revenues and with rather lower margins, it is playing the
game differently.
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HCL's Global Meet- Providing Structure in an 
Unstructured World by IDC

 HCL‘s "Unstructured" Global Meet was a concerted effort to "step out of the box" to engage its customers in strategic

relationships in the current global economy

 HCL made its customers think on the platform of innovation and to reflect on the meaning of strategic value of implementing

iterative incremental improvements over time.

 Speech by Gary Hamel to 500 customers-"How do you build a company that is as human as the people that work within them,

as most organizations are less capable than the people within them.―

Future Outlook:

 Business-aligned IT- HCL continues to evolve its application life-cycle strategy and internal frameworks to support more flexible

client IT alignment

 ERP revitalization- WITH AXON acquisition, HCL strengthens its foothold in the SAP world

 The green edge- HCL has rolled out its Green Services Framework and Green Product Engineering services (GPES) for customers

 Business-aligned R&D- HCL‘s new paradigm for global collaborative innovation enables it to move up its customers‘ value chain

 Aligning employees with business- To help its clients address the concept of innovation, the dual need to recognize employee

value and create environments that foster employee innovation

 IDC appreciates HCL Global Meet- event that revealed HCL‘s growth and maturity in listening to and hearing the voices of its

own customers.

 The future of HCL may ultimately rely on how it successfully mines and transforms unstructured elements into structurally sound

winning business outcomes

Dec 2008 

http://www.idc.com/home.jhtml
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HCL is enabling Product Engineering and Support 
Services for ISVs in the SaaS Ecosystem.

 HCL‘s main play in the SaaS ecosystem

today is enabling product engineering and

support services for ISVs. It has provided

these types of services for years to software

vendors, through the switch from mainframe

to client-server, from client-server to web,

and from on-premise to SaaS

 HCL‘s traditional infrastructure expertise is a

boon in these engagements, where the goal

is to engineer a smaller footprint that‘s more

compatible with on-demand computing and

today‘s smaller data centers

Consulting in the Cloud: The Emerging SaaS Consulting, Product 
Development, and Outsourcing Ecosystem
Tuesday, June 24, 2008
Dana Stiffler, Robert Bois

http://www.amrresearch.com/AboutUs/Analysts.asp?EmpId=69&style=0
http://www.amrresearch.com/AboutUs/Analysts.asp?EmpId=184&style=0
http://www.amrresearch.com/default.asp
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IDC rated HCL as the leading India SPs in FS sector 

HCL transformation strategy is based on 5 pillars:

 Pricing innovation
 Technology disruption
 Market creation
 Service innovation
 Investment in employees

 HCL is one of the leading India SPs in the financial services sector

 HCL Technologies‘ revenue in Asia/Pacific surged by 81.5% to US$64 million in 3Q07

 It‘s beginning to win some of the larger deals in the region where it has beaten out some of the 
higher-profile competition (Fonterra Co-operative Grp-ANZ)

 HCL Technologies has been successful in increasing the average deal size by going after larger and 
more complex engagements with its customers

Nov 2007

http://www.idc.com/home.jhtml
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IDC praises HCL‟s shift in focus from volume to 
value in APAC

 With its new value-centric approach, HCL Technologies aims to drive higher revenue and to gain market share from the other

Indian service providers (TCS, Wipro, Infosys & Satyam), as well as challenging the traditional leaders like IBM and Accenture

in the IT and business services market place

 HCL Technologies' next phase of their transformation strategy is based on five main pillars:

 Pricing innovation

 Technology disruption

 Market Creation

 Service Innovation

 Investment in Employees

 HCL Technologies' transformation strategy has delivered impressive results

 revenue in Asia/ Pacific surged by 81.5% to US$64 million in Q307

 Share of Asia/ Pacific revenues in global revenues has also increased from 11.8% in Q306 to 15.0% in Q307

 The company is beginning to win some of the larger deals in the region where they have beaten out some of the higher profile

competition

 signed a key application outsourcing deal with Fonterra Co-operative Group in New Zealand worth approx USD 35 Million

 The deal highlights how the company is diversifying from its traditional strong vertical, namely financial industry, into

other verticals

 HCL Technologies has been successful in increasing the average deal size by going after larger and more complex

engagements with their customers

 This trend shows HCL Technologies' ability to engage in a business solution type of engagements with its customers

 IDC believes they will be able to grow the revenues much faster than their customer acquisition
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Ovum sees HCL as a strong contender in Europe

 HCL is a company that works very hard to differentiate itself from the pack of Indian outsourcers

 HCL has very healthy growth and profitability indicators, which put it in a good position to expand and

invest in new capabilities, geographies and verticals

 HCL has a much more balanced service line portfolio compared with its Indian peers, with much

stronger infrastructure and BPO service lines.

 HCL positions itself away from commodity ADM work and into higher-value ‗transformational‘

outsourcing

 HCL is a leader in its peer group in terms of offshore RIM services, and is well placed to pick up

expected growth in demand for these services
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Ovum recognizes HCL‟s position in the European 
RIM Market

 HCL has made a notable impact on the European RIM markets (particularly in the UK) in recent years

 HCL‘s current aim is to move beyond this and into infrastructure and business process services as part of

an ongoing strategy to sustain growth rates, and achieve deeper customer penetration

 growth rates in infrastructure management are significantly ahead of broader market growth

 The current market demands suppliers to be flexible in how they engage and work with in-house IT

teams

 For example, HCL uses its ‗co-sourcing‘ model to emphasis its position as a collaborator
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HCL‟s value framework and methodology makes 
waves

 Adding business value for customers is an increasingly important focus of the

service provider industry

 HCL has defined the concept of a ‗value framework‘, which is used to model not only

the context of the service provider and customer within the service delivery

relationship, but also the high-level context of the customer‘s business with external

parties

 HCL‘s framework recognizes that either or both parties in the service delivery

relationship can be beneficiaries of particular measures to add value

 Its case studies from one prominent customer in the financial services sector show

that HCL conceived changes to business processes, and the underlying technology

that delivers savings of over US$850,000 annually, without additional contractual

costs
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