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Ithasbeen more than six
‘months since theiGate

‘your European clients?
We did not have any major
impact of {Gate in Europe.
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cquisition was when some We have multiplied the head- ume game. There are some
of ourclients in the US, who ~ countby750timessincethen. markets where we are still
are also served by  Today, we inagurate our = small. If we ook at our mix,

Capgemini, told me, please centre in Mull’\bnlv ‘which can our Europe revenue is still 60
do not change the way the seat30,000employees, Weare ~per cent. We would like our
accounts are managed by - also setting up, as part of our _revenue ratio between Europe
iGate. We are today investi- centre ol‘excellencz,aoentre and North America to be
gating as to what is so for applied |innovation 50:50. i

m digital and
it is growing at 23 per cent
(yearly). We will acquire but
only when we demonstrate
the success of this acquisition
and, two, it will be in the dig-
ital and innovation space.

‘Where doyousee digital

Snique about this and want  exchange. here,| This. was -sition that inreascs our pies-
to inculcate it further in the launched towards the end of ence in North Americaand in
company. last year, anetworkofinnova. other segments there. Fot

tion centres, Atthegrouplevel, - instance, we are absolutely
i nu[ present in health care in

Europe by
23 per cent, one ohhe fastest
in terms of growing the
Idianioftshore ot contt
al Europe, in terms of
meas\mng the proportion of
people working from India to
other geographies. For the
US, we are similar to others,
at 65 per cent. The leverage of
offshore from Germany and
the Scandinavian countries
is52 per cent. In Holland, itis
slightly below 30 per cent
and slightly below 20 per
cent in France. S, iGate did
not change much there.
iGate wasabigchange or
us in the US. There,
Capgemini was s(mng in
insurance in property and
casualty, and iGate in life and

changeas youintegratethe  but only nine are certified as the US. It is a gap we want to
i fill. But,

threeyears?
It should be 30-35 per cent in
the next two to three years,
organically: With an acquisi-
tion, we can touch 40 per cent.

two compani , an

Ithink it will be easy tobring - oneof thesewillbeinIndia.  more targeted, with the goal
this change in our financial  For several European to increase the US presence.
services unit, which is built - and global players, India is The US market is more than
out of Kanbay. I think they a production centre. But, 40 per cent for several global
will adapt to this quick and we started in India to firms; for us, it is 31 per cent
we see this getting imple- become a global player, and Also, digital will be a big
mented in a quarter or two. among competifors, we are priority. In terms of iGate and
But, for the rest of our US the only one to have four =
operations, it will take some Indians as part of our board
more time and in Europe, (of directors).

much longer.

Though digitalis growing
be fastfor
operations. from traditional businesses.
India.

Acquisition of iGate was an  strategy?
acceleration of ourattemptto  After iGate, I think

saving. The latter foru
new addition. We started to
cross-Sell and have sold some
very large deals to a few.
banks. The number of new
client logos, new for both of
us, is in the range of seven.
One surpfise after the

‘make India a central part of wedonotneedany |
i more of a

60,000 employees in India, vol-
iGate added 25,000 and we
added 5000 organically.
When we bought Kanbay in
2007, India was only 120 peo-
ple; we got 30,000 by acquisi-
tion the restis organic growth.

y
integration completed?
Twothings matter in integra-
tion, people and markets. We
have the management team
in place but the people inte-
gration is yet to happen. From
the financials point, the mar-
kets will expect clarity on the
customer base and retention
of key employees. So far, we
have managed customers well
and have retained all the ke
talent. We need to focus on the
synergies and the market will
expect a clear picture by the
endof July.

One good thing about
this acqusition was hard-
Iy any overlap in terms
of clients.

iGate had 280
clients; we had
only three in com-

access to 277
clients. The biggest
was



