services: Time for transition

Tcmquote an industry CEO, this year may well determine who the ‘has-beens’ and the ‘to-bes’ of the industry are

industry that has put India on

! the global map — IT services —
and the companies that pioneered
thermarch towards dominant market

‘moretime. The protectionism moves are
likely tointensify as every countrystrug-
glestofind healthy economic growth and
jobs forits citizens. But more important
is the fact that the model for consuming
ITand the inexorable move towards dig-
ital —by governments, corporations and
citizens — is likely to pose enormous
problemson one hand and throw up

opportunities on the other. As oncem.

determine who are the “has-beens” and
‘who the “to-bes” of the IT industry!
Why should the aspirations and
moves towards digital transformation
of large customers come in the way of

techno- fthe IT industry? Insimple
Iogyandprocess managementarebeing  terms, the three significant trends —
putunder Inthelasttwo software,

decades, successive waves of new devel-
opmients have upset the IT apple cart.
The:decline of the Dot Coms in 2000,
therrise of new i like the

business processes moving from the
premisestothe cloud; rapid automation
on the factory floor and of knowledge

Philippines, Central and Eastern Europe
anddLatin America as alternative desti-

ficial intelligence and machine learn-
ing — are all impacting, in greater or

most recently, the di ytodeploylarge ditional application areas
against the H-1B visa and i of the past like Human
the threat TTexecutives theser- Capital Management.
that their to work and live iver val-

ion, loyalty program-
mes for hospllall(y and
tetail chains or even tra-

ing anc

in the US may be threatened by new.

‘ue and desired outcomes to clients.

Human Capital Manage-

Indian services firms
aspiring to be the
leaders of the future
will have to address
product and platform
and build new go-to~

Management Syster), have lost meaning
with employees required to
upgrade their skills “just in
time” rather than “just in
case”. A recent wail from the
Indian CEO of a multina-

focusing on insights and engagement
rather than just record-keeping is what
good digital platforms will do to trans-
form thejourney of every stakeholder—
employee, supply and demand chain
partners and of course the customer.

I

their — employees were

of digital platforms seems like a great

ment Platform, whichiis a_market strategies  “untrainable”couldbémore  opportunity, the reality check comes

the nigh tech workforce employed by - way information is consumed by large - challenge that every man- to win global deals  because of skilling methods  from the fact tht digital attackers i

India software companies. Is this just and even medium clients across verti- _ager in every industry and return to deployed rather than the  the form of new entrants are already in
another passing phase or are there real  cal domains and horizontal application  faces, the new millennial robust growth inherent abil-  the market i Andth

issus we need to worry about? areas and the move is away from large ~ employee is no longer sat- ityof the ind tosellto

‘The reality in: -built applicati i i Agood digital plat-  the CEO, COO and CMO of an organisa-

ofisas or the salary Indian  wards multi and some-  Resource Management System) or PMS form in this area would retain some tion are substantially different from sell-

times even multi-client digital plat- System) e HRMS, PMS and LMS  ing to an IT chief of an organisation!

thedip of an iceberg of airly substantial  forms. A digital platform which tend to be isms more of record but become  Indian services firms aspiring to be the

problems facingthe industry as it seeksto most of the busmess knowledge intoa  useful fo recordingbehaviourofthepast  the system of insight and leaders of

infrast-

Nasscom's unwillingness to predict a
growth

ructure that

than be of real assistance in delivering
value for learn

F

of the clouds of uncertainty that hang

ovésthe industry and the search forsilver

linings will have to continue for some
o

every| n ervice
mode. Such platforms today abound,
whether it is for the management of
‘multiple supply chains in manufactur-

ing, traditionally delivered through lec-
tures in training centres or through an
unending catalogue of online courses
served up from an LMS (Learning

for the millennial, enabling her to go on
a voyage of discovery to explore career
optionsand then consume skillsin “easy
todigest” engaging modules that are rel-
evant to the context rather than just a
mass of content. The same approach of

product and platform and build new go-
to-market strategies to win global deals
and return to robust growth!

Thewnitesischairmanof SEWorld
and Nasscom Foundation



