Disruption in Sight, Indian I'T Sells Automation

DANGER WITHIN: Companies are looking at ways to incentivise their sales forces to sell automation even when it cannibalises their own revenue
PONDERING OVER THE FUTURE
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Mumbai: Indian IT companies are
lookingat ways to incentivise their
salesforcestosell automation even
when it cannibalises their own re-
venue, as they focus on disrupting
themselves before someone else.
doesit.

Sales executives have typically been
rewarded based on the size of the de-
als they bring inand, toa smaller ex-
tent, the gross margin of those deals.
With salaries that begin at 21 crore
and stretch into several crores — de-
padingon where they are based or

— top perfor-
ming Saiks Teads recetve ehviable
perks such as luxury cars, the latest
iPhonesand international holic

But the fear that other players will
swoop in with lower prices due to au-
tomation is forcing IT companies to
provide themselves

because size matters for a sales per-
son, when we do their year-end evalu-
ations we add back the amount lost
duetoautomationntotheirdeal wins
for the year,” R Srikrishna, chief ex-
ecutiveofficerat Hex:\wam, toldET.

and
ook to boost the proftability of the
deals and the way their top sales ex-
ecutives perfo
“We are |elling our sales people to
push automation in every deal. And,

mpanies
‘would be forced to do e because it

(nfini
chinglevelslastseen intheaftermath
of the financial crisis. Nasscom has
projecteda1012% revenue growth for
the industry —a target which many

IT cos are looking at ways to pi
tion themselves, boost
eals and the way thelr top execs per

Evenlarger [T firms like n-
fosys and HCL are looking at
incentivising sales forces to
sellautomation offerings

rovide automa-
profitability of the
rform

part of what you are selling beca
Glents want the outcomes nat oy

automation can bring. And in some
are asking fnr the benefits of

And now, even L-npa: IT companies
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Chief Delivery Officer, Infosys
QOur beliefisdonotgo
and oppose commoditi-
sation, butembrace com-
moditisation by doing
this. Thatiswhat wekind
of told our teams
talcustomer base. Infosys, which had
focused its automation efforts on fix-
ed-price contracts, is moving it
sights to even time-material cont-

racts and on:site employees. Automa-
tingtimeand material would havean

Analysts say that Infosys has alrea-
dy begun countering a possible drop
mmemplm

“Infosys encouraging its
o e deliveryandsales
$1des) toshrink project iz o favour

whereverpossbieCioping
o gain  larger share of customer
wallet by doing this pmacm'ely and
thus compensate for s
9. Girish P, analyst pitice

les people explicitly for automation
initiatives”

But analysts say the industry, and
the market, should be prepared to fa-
ce a period of uncertainty over re-
suls, “The companies are confident

ugh the company hopes to offset that
by usingmore profitable platforms.
“Our belief is do ot

that they can
then to grow, you need mp&hmuesm
the digital business, We are

like Infosys and
are looking at muenuvlsmg their sa-

the

contract is signed.‘ Kalyan Kumar,
chief ‘HCL Tech-
nologies said

Gmw\‘.h in the slsomumn lndmn I

rings. “We are not Just looking at the

platform has impacted90% of itsnew
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sizeof thedeal,
the contract Automation has to be a

but embrace com-
‘moditisation by doing this. That is
what wekind of toldour teams,” Ravi
Kumar S, chief delivery officer at In-
fosys, told analysts at the company’s

ing thatplay out beca

hare from multina-
uona.ls ke ‘Accenture. Falling reve.
nues, even though they are more pro-
fitablo, will not be a good sign,” an
analyst with a Mumbai-based broke-
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