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The worldwide public 
cloud services market is 
forecast to grow 17% in 

2020 to total $266.4 billion, 
up from $227.8 billion in 2019, 
according to Gartner, Inc. 

“At this point, cloud 
adoption is mainstream,” said 
Sid Nag, research vice president 
at Gartner. “The expectations of 
the outcomes associated with 
cloud investments therefore 
are also higher. Adoption of 
next-generation solutions are 
almost always ‘cloud-enhanced’ 
solutions, meaning they build 
on the strengths of a cloud 
platform to deliver digital 
business capabilities.”

 Software as a service (SaaS) 
will remain the largest market 
segment, which is forecast 
to grow to $116 billion next 
year due to the scalability of 
subscription-based software 
(see Table 1). The second-
largest market segment is cloud 
system infrastructure services, 
or infrastructure as a service 
(IaaS), which will reach $50 
billion in 2020. IaaS is forecast 
to grow 24% year over year, 

which is the highest growth 
rate across all market segments. 
This growth is attributed to 
the demands of modern 
applications and workloads, 
which require infrastructure 
that traditional data centers 
cannot meet.

Various forms of cloud 

computing are among the 
top three areas where most 
global CIOs will increase their 
investment next year, according 
to Gartner. As organizations 
increase their reliance on 
cloud technologies, IT teams 
are rushing to embrace 
cloud-built applications and 

relocate existing digital assets. 
“Building, implementing and 
maturing cloud strategies will 
continue to be a top priority for 
years to come,” said Mr. Nag.

“The cloud managed 
service landscape is becoming 
increasingly sophisticated and 
competitive. In fact, by 2022, 
up to 60% of organizations 
will use an external service 
provider’s cloud managed 
service offering, which is double 
the percentage of organizations 
from 2018,” said Mr. Nag. 
“Cloud-native capabilities, 
application services, multicloud 
and hybrid cloud comprise a 
diverse cloud ecosystem that 
will be important differentiators 
for technology product 
managers. Demand for strategic 
cloud service outcomes signals 
an organizational shift toward 
digital business outcomes.”

Gartner Forecasts WorldWide Public cloud 
revenue to GroW 17% in 2020

IaaS Secures Highest Growth in 2020 Due to Data Center Consolidation

sid nAg 
Research Vice President, 
Gartner

Source: Gartner (November 2019)

BPaaS = business process as a service; IaaS = infrastructure as a service; PaaS = platform as a service; 
SaaS = software as a service
Note: Totals may not add up due to rounding.

table 1. Worldwide Public cloud service revenue Forecast 
(billions of u.s. dollars)

 2018 2019 2020 2021 2022

Cloud Business Process Services (BPaaS) 41.7 43.7 46.9 50.2 53.8

Cloud Application Infrastructure Services (PaaS) 26.4 32.2 39.7 48.3 58.0

Cloud Application Services (SaaS) 85.7 99.5 116.0 133.0 151.1

Cloud Management and Security Services 10.5 12.0 13.8 15.7 17.6

Cloud System Infrastructure Services (IaaS) 32.4 40.3 50.0 61.3 74.1

Total Market 196.7 227.8 266.4 308.5 354.6

Table 1. Worldwide Public Cloud Service Revenue Forecast (Billions of U.S. Dollars)



9NOVEMBER 2019



2710 NOVEMBER 2019

COVER STORYCOVER STORY

Intellectual ProPertIes 
for IndIan IsVs:  

no More an oasIs



11NOVEMBER 2019

There was a time 
when India’s global 
recognition as a 
software giant 
was primarily due 
to its prowess in 
IT services. This 
brand equity was 
further augmented 
with the growing 
clout of BPOs in 
the global map; the 
coinage of terms 
like ‘Bangalored’ 
emphasized the 
growing Indian-
ization of IT services. 
However, even in 
those heady days 
many lamented the 
lack of development 
of software 
products by Indian 
software products.

By  Kalpana Singhal

COVER STORY
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The paradigm has shifted 
significantly by 2019. While India 
still remains a name to reckon with 

in IT services, Nasscom estimates the 
worth of the Indian software products 
market at $7bn and growing annually 
at a rate of 9.5% annually. More 
precisely, this market is supported by 
3,720 Independent Software Vendors 
(ISVs) with their own software IPs 
(Intellectual Properties) of different sizes 
addressing different verticals.

More and more ISVs are coming 
to market with their unique IPs on 
different SaaS solutions. These solutions 
are leveraging Internet, analytics, 
mobile and social networks as well. 
While many of the large Indian IT 

services players too have grown their 
software products LoBs, the ISV 
ecosystem mainly consists of relatively 
older and larger players and smaller 
start-ups who have come up in the last 
2-3 years.

Challenges for isVs to 
develop own iPs

Small, agile and nimble ISVs can 
turn fast with the market trends (both 
technical and business trends) but 
often suffer from lack of sufficient 
time to develop efficient processes 
and procedures. Large and established 
ISVs have advantage of an existing 
customer base and efficient operations 
but changing faster with the time is 
always a challenge. This Ying and Yang 
of agility to meet market demand and 

efficiency to run the business is core to 
many ISV challenges.

Diving deeper, all ISVs are 
constrained by the quality of support 
from all stakeholders ranging from 
investors, manpower, partners and 
customers. Identifying the right investor 
who allows the ISVs to experiment 
with multiple technologies, see the 
bigger picture and stand by during 
initial days of failures is extremely 
critical. Many ISVs back out of the long 
and complicated journey required to 
successfully commercialize a software 
product due to investors not willing to 
gestate their projects with adequate 
time and money.

Another common failing for 

Indian ISVs in developing their own 
IPs is due to lack of an adequately 
skilled workforce. Finding an in-
house technology team that has 
delivered end-to-end lifecycle product 
development and getting technologists 
with deep domain knowledge in 
specific sectors are two Achilles Heels 
for the ISVs. And even as in a few cases 
if the required manpower has been 
developed, it is next to impossible for 
the ISVs to retain these talent.

Another deterrent for many ISVs 
in developing their own IPs comes 
from the lack of a serious technology 
partner who is willing to share the risk 
and work through the entire product 
lifecycle. Often it is not possible to get 
an appropriate tech partner who has 
a great senior team of technologists. 
What this means is the partner 

COVER STORY

choosIng the 
rIght IsV: Best 

PractIces for cIos

identify the iP specializations 
of the isVs

Different ISVs may have specific areas of 
expertise in how they serve their customers. 
Know the specializations of their software 
products most relevant to your industry, 
and make sure that the ISV you choose can 
provide them.

Examine the reputation of the 
isVs

Check customer references and reviews 
of the software products the ISVs have 
claimed to have developed. Make sure there 
are no pending litigations around previous IP 
violations.

testing Capabilities of isVs
Development is one thing. Effectively 

testing a product is another. Make sure that 
the ISV partner you choose does adequate 
software testing alongside development, so 
that you are never saddled with a half-baked 
product.

Check Legacy of the isV
What kinds of partnerships do they 

currently hold? How long have they 
been in partnership with those groups or 
organizations? Examining a company’s client 
legacy, as well as their communal impact, 
can help you identify a partner that’s truly 
reputable. Checking their IP history is also 
critical. 
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ecosystem itself lacks entities 
who can successfully promote 
the software products from the 
ISVs. Traditionally, the smaller 
ISVs lack in marketing muscles 
and require the handolding of an 
enthusiastic partner to propagate 
the virtues of the IPs developed 
by them.

Last but not the least, even 
customers have a role to play 
in sustaining the journeys of 
these ISVs. There are instances 
when ISVs are able to sell their 
IPs either through word of 
mouth or through their industry 
connections. Unless the customer 
subsequently supports the 
product through maintenance 
and upgrade lifecycle, it is 
however difficult for these IPs 
to penetrate the market further. 
The ISVs also need consistent 
performance of their products 
that deliver end-user satisfaction 
and retention and then these 
customers themselves can 
become their extended marketing 
arms for future promotions of 
the IPs.

Best Practices to 
Protect iPs 

For many ISVs, the 
domestic market might not be 
commercially lucrative in the 
initial run. These ISVs often look 
at selling their software products 
to overseas clients purely for 
commercial benefits. While both 
action and rationale are purely 
laudable, it makes sense to 
follow some best practices when 
dealing with offshore clients.

The first and foremost step 
is to get an overview of the 
different initiatives and laws 
undertaken by the offshore 
country to protect Intellectual 
Property. Subsequently, it is 
imperative for the ISVs to 
examine the work entities that 
can be copyrighted or patented. 
An ongoing evaluation of the 
company’s work entities to 
identify copyright protection 
or patents is very critical. While 
copyrighting, it is important to 
make sure that such a protection 
will be valid in the country of 
offshore activity. And lastly if 
the ISV plans to enter into a 
vendor relationship with an 
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list of 100 indian isvs
1 A M Webtech 35 Promatics Technologies 69

AbsolutData Research & 
Analytics 

2 Fourtek IT Solutions 36 Brights 70 Annik Technology 

3
Coding Brains Software 
Solutions

37 Zealous System 71 Arctern Consulting 

4 Triazine Software 38 NMG 72 Azure Knowledge Corporation

5 Appinventiv 39 OpenXcell 73 Catura Systems

6 Fluper Limited 40 Swenson HE 74 Comat Technologies 

7 QSS Technosoft 41 ZCO corporation 75 Compulink

8 Time Dynamo 42 Apptension 76 CresTech Software Systems 

9 AskSid 43 Mavin Infotech 77 Drishti Soft Solutions

10 Routematic 44 Clavax Technologies 78 Druvaa Software

11 Projectcatalyst Internet 45 IPIX Tech Services 79 EmPower Research 

12 QNu Labs 46 iViz Techno Solutions 80 Eperium Business Solutions 

13 Slabs Technologies 47 LeewayHertz Technologies 81 Estel Technologies 

14 Mynd Solutionsd 48
Mann-India Technologies 
Private Limited

82 Evolutionary Systems 

15 KirtiLabs 49 MedSphere Technologies 83 Fifth Generation Technologies

16 Wellthy Therputics 50 Myndsolutions 84 Future Focus Infotech 

17 Tripto 51 OrangeScape Technologies 85 GeBBS Healthcare Solutions 

18 Vehant Technologies 52 PharmARC Analytic Solutions 86 Ingenius Technologies

19 Atlas Systems 53 PK4 Software Technologies 87 Network Techlab

20 ITCube 54 Proteans Software Soultions 88 Syndrome Technologies

21 Enaviya 55 Robust Designs 89 Netspider Infotech

22 ThinkPalm 56 S7 Software Solutions 90 LDS Infotech

23 Unified Infotech 57 Savi Infoservices 91 Searce

24 Capital Numbers 58 Shell Transource 92 Insight Business Machines

25 Hidden Brains InfoTech 59 Skelta Software 93 Techlink Infoware

26 Simform 60 Sloka Telecom 94 Infobahn Technical Solutions

27 Iflexion 61 SpadeWorx Software Services 95 Softline Services

28 IndiaNIC 62 Srishti Software Applications 96 eMudhra

29 Cyber Infrastructure 63 Trendyworks Technologies 97 eSmart Systems

30 Syberry 64 ValueNotes Database 98 AgileThought

31 Sunflower Lab 65 Vmukti Solutions 99 Wapice

32 OPenGeeksLab 66 Wirkle Technologies 100 Finastra

33 Belatrix Software 67 ABM Knowledgeware 

34 Dockyard 68 A1 Future Technologies
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offshore entity, extreme caution has 
to be exercised in understanding the 
vendor’s history with respect to any 
Intellectual property violations.

Notwithstanding constraints, the 
ISVs must set up internal IP protection 
teams to handle these activities. 
Intellectual property protection is an 
ongoing business responsibility and 
not a one-time act. This makes it very 
critical to have a team in the company 
that is responsible for monitoring 
their IP violations. In executing a 
contract with the offshore vendor, 
it is important to define a separate 
IP Violation clause and define its 
consequences. Some ISVs often sign 
the contract with the onsite entity of 
the offshore vendor as it gives them 
more leverage to take any legal action 
if they have to. Lastly, it is important to 
seek a reference check for all the team 
members of the offshore team to 
make sure there is no IP violation case 
history behind the individual.

Enforcing a central repository 
for all the code and documents 
also improve the overall efficiency, 

and avoid numerous placeholders 
for critical documents and code. 
ISVs should follow this up with the 
subsequent actions. Perform a periodic 
IP audit and examine any new work 
that can be copy righted. Remove all 
the unauthorized software/product, 
reiterate the importance of IP and look 
into all the place holders of the code 
and documents. And finally assign 
appropriate ownership to the critical 
documents and update any change 
of ownership to patents. In all the 
company meetings and presentations, 
the ISVs should make sure the 
appropriate references and credits are 

given to the owner of the work (be 
it internal or external). Making this 
practice a habit will raise the standards 
of the employees to acknowledge and 
respect and protect other people’s 
work.

domestic Challenges on 
iPs for isVs

Many ISVs are now developing 
their IPs on open source software. A 
common fallacy of many domestic 
customers is to treat open source as 
free software. Open Source is defined 
as a software-licensing model where 
the source code of the software is 
typically made available royalty-free to 
the users of the software, under terms 
allowing redistribution, modification 
and addition, though often with 
certain restrictions. However, it does 
not generally signify Free Software, 
as a developer can charge cash for 
the open-source software (OSS) they 
make or to which they contribute. OSS 
is easily downloadable without any 
restrictions, provides more flexibility 

and long-term stability, lowers the cost 
of starting a business, and allows for 
rapid innovation.

In India’s cost-sensitive market, 
ISVs have to decide if there is a 
business case to build a cloud to run 
their production software or host SaaS 
solution in a public cloud or hosted 
cloud. There are both qualitative 
and quantitative factors to consider. 
Qualitative analysis can include new 
or existing software solution, security, 
compliance, availability, global 
reach requirements, IP protection, 
existing IT resources in-house or lack 
there-of. Quantitative analysis can 

Why Intellectual 
ProPerty for IsVs

Intellectual property is a trademark that 
lasts indefinitely but it needs renewal at a 
fixed frequency.

 
A copyright lasts for the whole of the 

creator’s life plus 60 years after his death. 
 
A parent lasts for 20 years after filing and 

then becomes public property. 
 
Now ISVs mostly develop customized 

software solutions.  The very nature of 
customization as per requirement rules out 
copyright,  as the software code cannot 
remain unchanged for 60 years. 

Even the 20 years as applicable for a 
patent is not feasible.  Besides a patent 
lapses into a public property whereas ISV 
silutions are ownership driven either by the 
developers or the customers. 

include cost per user considering cost of compute, 
network, storage, support, training, software license, 
third party integration, human resource cost for 
development and support.

Pricing software solution using pay-per-use 
model is a challenge that is different from pricing for 
perpetual license. Pricing needs to be based on the 
market’s willingness to pay, as competition is just a 
click away. It also requires considerations and clear 
understanding that ISVs may not have many months 
to recover R&D cost due to competitive threats. 
Hence, it requires clear planning on how fast ISV can 
get enough customers to reach a breakeven point to 
cover R&D, customer acquisition & operation cost.

Historically, ISVs are responsible for application 
development, feature and functionalities while 
customers are responsible for managing them 
in their own environment. With SaaS, operating 
and supporting is also part of ISV responsibilities. 
The DevOps software development methodology 
and considerations for operations is an important 
evolution compared to historically popular Waterfall 
or Agile methodologies. The DevOps methodology 
of software development is claimed to reduce 
approximately 50% time as well as cost for long term 
operations support.

Success of ISVs does not only rely on the direct 
customers but also equality important are ecosystem 
partners. So ISVs also need to develop APIs for 
their key feature functionalities for partners to take 
advantage of. This is one of the very important 
considerations for DevOps methodology to address 
needs of development, operations and integration.  
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Route Mobile is a cloud 
communication platform 
provider, catering to 

enterprises, over-the-top (OTT) 
players and mobile network 
operators (MNO). Their range 
of enterprise communication 
services includes smart solutions 
in messaging, voice, email, 
and SMS filtering, analytics 
and monetization. Since its 
inception in 2004, Route Mobile 
has been enhancing mobile 
communications through 
technology upgrades and 
product innovations. Tushar 
Agnihotri, CEO – India, Route 
Mobile, highlights the unique 
proposition and benefits the 
company offers to its customers 
through solutions catering 
across various communication 
layers.

 Please talk 
about your range of 
solutions?

We offer platform which 
effectively allows enterprises 
to communicate with the end 
customers seamlessly across 
multiple communication 
layers. Our range of enterprise 
communication services 
includes smart solutions in 
messaging, voice, email, SMS 
filtering, and analytics. We are 
also working on upcoming 
technologies like ICS which 
would convert conventional 
SMS inbox into a tool which 
can receive and communicate 
rich media including videos 
and PDFs. In addition, we are 
offering solutions on WhatsApp 
and will soon provide solutions 

on platforms like Viber and 
WeChat. We are also working to 
develop solutions on RCA.

 What are the 
benefits your 
customers derive 
from your solutions?

Our solutions facilitate 
seamless communication 
between the end-customers 
and the enterprises. Enterprises 
can off-load huge costs they 
incur to run call centers for 
customer communication. In 
many cases, enterprises need 
to hire hundreds of customer 
service executives for various 
queries, doubts and grievances. 
This results in huge operational 
expenses. Our solution on 

multiple communication layers 
offers AI-led bot to address and 
answer customer queries up 
to a certain level. As majority 
of the customer queries can 
be resolved with standardized 
responses, the bot-driven 
solution helps enterprises 
provide seamless and fast 
experience to their customers. 
Majority of the physical 
interactions can be replaced 
by bot-driven interactions over 
WhatsApp, Viber, SMS and so 
on.

Enterprises will be able 
to cut down the size of call 
center as they gradually start 
moving customer queries and 
grievances towards our solution. 
This results in huge savings on 
manpower and operational 
expenses.

“As majority of customer queries can be resolved 
with standardized responses, the bot-driven 

solution helps enterprises provide seamless and 
fast experience to the customers.”

Route Mobile Ltd Effectively 
Allows Enterprise to 

Communicate with the end 
Customers.

QUICK CHAT

Tushar agnihoTri,  
CEO - India, Route Mobile Ltd
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Amit BhAsin, EVP, QualityKiosk

 What is your go-
to-market strategy?

We typically are very 
keenly associated with 
complex digital application 
environment. We have got 
most of our clients who are 
into banking, financial services, 
fintech and insurance. The 
largest Telcos in India work 
with us like Vodafone and Jio. 
Our GTM is predicted by the 
complex digital application 
environment that the clients 
have and their looking for 
very clear outcome ownership 
based answers and that’s how 
we approach that.

 What are some of 
your recent projects?

We recently worked with 
the largest e-commerce 
player in the world- Amazon 
and ICICI Bank. Where they 
were launching joint product 
within a month’s time and 
they needed a continuous 
analytics pipeline which could 
essentially tell them about 
the operational intelligence of 

how the customer is getting 
acquired for the product 
but also about the business 
intelligence- what are the 
customer journeys that are 
not getting completed, what 
are the customer experiences 
that we can highlight and 
inform them about. We are 
currently working with the 
Dubai Government which is 
setting up a global payments 
gateway in that region in UAE. 
We are closely working with 
the ministry of Finance to 
roll out the digital payments 
application across the entire 
region. We are working 
alongside IBM, that’s why 
it a very exciting part of our 
journey right now. Customers 
expect three kinds of outcomes 
from Qualitykiosk. One is, 
ensure the digital quality 
assurance of their application 
which are serving either a 
B2C client environment or a 
B2B. The other is, they’d like 
to improve the application 
lifecycle for which we do a 
lot of data analytics based on 
supervising machine learning, 
algorithms and AI.

Qualitykiosk on their recent Project with the  
uae government

Qualitykiosk Technology is a two decade old organization, having about 2000 
performance and digital engineering consultants who essentially work with 
some of the largest banks in the country in Middle East, Telecom as well as 

automobile manufacturers while taking the ownership of their digital application 
life cycle, right from preproduction to production and once the production is 

rolled out tracking how is the customer getting impacted with the application 
i.e. on an Android, iOS or the web platform? Amit Bhasin, EVP, Qualitykiosk 
highlights that they cover the value chain of an application lifecycle and the 

digital journey and manage it for the clients.
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During our younger days, 
robots were mainly 
restricted to pages of 

Isaac Asimov and Ray Bradbury 
or in movies like Robocop 
and serials like Johnny Soko. 
Today robots are no more 
sci-fi, especially driven by the 
needs of Indian enterprises to 
automate their business needs. 
No wonder, therefore that a 
report by Research and Markets 
forecasts that the Robotic 
Process Automation (RPA) 
market will grow at a CAGR of 
20% from 2019-25.

A vertical dissection of the 
Indian RPA market shows more 
than 70% of the pie being 
contributed by services while 
software accounts for the rest. 
There is a gamut of services 
being offered by different RPA 
players including advisory, 
consulting and training. They 
help enterprises identify the 
automation opportunities, 
optimize those identified 
processes, build business 
cases around them, select the 
right vendors and initiate pilot 
projects with them.

The predominant focus has 
been on consulting (accounting 
for 42% of the total pie) with 
the growing awareness about 
RPA amongst enterprises. The 
BPO sector particularly has been 
an aggressive BPO adopter 
with particular affinity towards 
robot orchestration, centralized 

robot dashboard management, 
and enterprise level robot 
deployments.

The growing popularity 
of RPA consulting services 
amongst Indian enterprises 
has ensured that market share 
has been grabbed largely by 
vendors like UiPath, Blue Prism, 
Automation Anywhere, Kofax 
and WorkFusion. The RPA 
solutions from these vendors 
do not completely eliminate the 
need for business management 
or enterprise application 
integration, but they offer a 
mean to automate complex and 
costly processes and expedite 
back office and middle office 
tasks.

UiPath: Bucharest-based 
UiPath has focused mainly 
on global captives and IT and 
BPO players to sustain its 
growth in India. The focus on 
captives can be gauged from 
the fact that UiPath’s India 
business is structured in teams 
that specialise in different 
geographies such as North 
American captives, European 
captives and Asia-Pacific 
captives. On the other hand, the 
Chennai BPO for whom UiPath 
did a pilot in 2014 was not only 
the first in India, but one of the 
first RPA projects anywhere in 
the world.

The cornerstones of UiPath’s 
GTM strategy in India have been 
its collaborations with Ingram 

Micro and KPMG. Appointing 
Ingram Micro as distributor 
enabled UiPath to leverage its 
network across 250 cities to 
bring more enterprises into the 
RPA fold. It also streamlined 
the procurement function by 
bringing in uniformity and 
predictability in commercial 
fulfilment.

On the other hand, UiPath 
joined hands with KPMG to 
enhance digital workplaces 
across the country. Under 
the partnership, KPMG and 
UiPath are offering Intelligent 
Automation solutions that 
expedite operational processes, 
increase agility and accuracy 
and lower costs through 
automation.

In sync with its rapid growth 
globally, in India too UiPath 
was looking to expand to eight 
cities including Chennai, Pune, 
Hyderabad and Kolkata, while 
increasing headcount in existing 
centers in Bengaluru, Mumbai 
and Gurugram by end of 2019. 
However, the sudden layoff 
of 400+ employees globally 
included workforce in India too 
and has caused a temporary 
roadblock to UiPath’s superfast 
charge in India.

Blue Prism: London-based 
Blue Prism has targeted the 
Global Capabality Centers (more 
than 1800 in India now) for its 
RPA solutions in India. These 
GCCs were one of the first 

adapters of enterprise-scale 
RPA in India for their global 
digital transformation initiatives 
and Blue Prism was a collateral 
gainer.

The acquisition of 
Thoughtonomy extended 
Blue Prism’s RPA capabilities 
on Microsoft Azure; the 
collaboration with EY, on the 
other hand, allowed it to offer 
RPA as a service using Azure. 
Result: significant additions in 
the client roster for Blue Prism 
across financial services, IT-BPO, 
manufacturing and healthcare.

Blue Prism was the first RPA 
vendor globally to establish 
a strong user community 
along with collaborative 
learning programs. It set up 
the Operational Agility Forum 
(OAF in 2009 that later evolved 
into the Digital Operations 
Community (DOC) for RPA 
leaders.  The US-based Robotic 
Automation Advisory Council 
(RAAC) was also created in 
2014.

Continuing the tradition, 
Blue Prism launched its online 
RPA community targeting 
GCCs in India. This community 
aimed to provide a forum for its 
members to share information 
and learn best practices for 
deploying and scaling Blue 
Prism. The community hosts and 
facilitates discussions among 
industry-specific user groups, 
RPA events, hackathons and 

IN
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5 vendors doMinate indian robotic 
Process autoMation Market
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demos for RPA practioners, 
professionals and innovators.

Automation Anywhere: 
India has become the second 
largest market for San Jose—
based Automation Anywhere 
after the US. The launch of 
Bot Store, one of industry’s 
first online marketplace 
for 500+preconfigured 
downloadable RPA bots, on its 
platform definitely catalyzed this 
growth.

Automation Anywhere plans 
to invest $100mn in India over 
next 3-5 years. This would be 
used to open four new offices 
in Delhi, Hyderabad, Chennai 
and Pune while beefing up the 
presence in Bengaluru, Mumbai 
and Vadodara. It also plans a 
new engineering center in Pune 
to add to the two in Bengaluru 
and one in Vadodara.

The company has focused 
on training especially to 
develop relevant RPA skilled 
workforce for India. Globally its 
agreements with the Association 
of International Certified 
Professional Accountants 
and Chartered Institute of 

Management Accountants 
(CIMA) to offer RPA training to 
over 650,000 members globally 
had also spiralled to India. 
Training partners like NIIT, Fast 
Lane and Pasona also bolstered 
Automation’s attempts to create 
RPA workforce in India.

Automation Anywhere 
provides a complete suite of 
products capable of automating 
business processes at scale. 
This includes a foundational 
Enterprise RPA platform, IQ 
Bot, an AI product and Bot 
Insight, a predictive analytics 
capability embedded into bots. 
The acquisition of Klevops has 
further helped automate more 
processes with the same level of 
central governance, security and 
analytic capability.

Kofax: Kofax combines 
RPA with cognitive capture, 
process orchestration, mobility, 
engagement, and analytics. 
This helped its Indian enterprise 
customers mitigate compliance 
risk and increase their 
competitiveness, growth and 
profitability. Using its existing 
customer base for document 

digitization and e-signature 
solutions, Kofax successfully 
looked at upselling and cross 
selling RPA solutions.

The recent acquisitions of 
Nuance Document Imaging 
and Top Imaging Systems also 
enhanced its RPA capabilities 
through its full-scaled intelligent 
automation initiatives. As a 
result, Kofax has expanded its 
presence globally and India too 
has become one of its Top 5 
markets globally.

Kofax has partnered with 
Borderless Minds for training 
RPA and intelligent automation-

skilled workforce. Similarly 
partnerships with ISVs like Espire 
help enterprises gain digital 
dexterity and set off on the 
path of digital transformation 
through a combination of RPA 
and process intelligence.

WorkFusion: WorkFusion’s 
full range of intelligent 
automation tools including 
RPA, cognitive automation, 
and chatbots has helped 
many enterprises undergo 
digital transformation since its 
inception in India in 2016. BFSI 
and IT services and BPO have 
been the primary adopters.
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Digital transformation of 
enterprises is the current 
buzzword in India Inc. 

After all India’s economy worth 
$ 2.2 Trillion is the world’s third 
largest economy in terms of 
PPP. It is rapidly growing at a 
rate of 7-8% per annum and is 
estimated to overtake the US 
by 2045.

The Services Sector 
contributes roughly 56% of the 
GDP followed by the Industrial 
Sector with 26% and the 
Agricultural Sector with 18%. 
Both the services and industrial 
sector are undertaking these 
digital transformation journeys; 
even the agricultural sector is 
slow and steadily coming into 
the picture.

ERP applications have 
been the strongest pillar of 
this digital transformation 
roadmaps for enterprises of 
all sizes as well as maturity 
levels. Now even mid-market 
organizations and SMBs 
have jumped into this digital 
transformation bandwagon. 
And naturally ERP adoption has 
been a key driver for them in 
this transformation journey.

rise of the desi 
Brigade

Market leaders like SAP, 
Oracle and Microsoft have been 
the biggest players driving this 
ERP adoption amongst large 
enterprises as well as SMBs. 
Enterprise and mid-market 
customers are investing in ERP 
applications based on new 
features and capabilities that 
are expected to replace their 
existing legacy systems. In many 
cases, competitive upgrades and 
replacements that could have 
a profound impact on future 
market-share changes will 
become more widespread.

No wonder therefore that 
the three biggies combined 
together account for 48% of 
the ERP software market share 
in India. While these numbers 
are impressive, this is also a 
testimony to the tremendous 
marketing muscles these 
companies boast of. However, 
what these numbers also mean 
is that 52% of the market share 
(and that in a democracy is a 
simple majority) still belongs 
to the Tier 2 and Tier 3 ERP 
vendors.

While there are MNC 
vendors like Sage or ACT who 
belong to this category, the 
fact of the matter (and what 
we should be proud of) is that 
this domain is dominated by 
home grown vendors like Marg, 
Tally, Busy, Ramco  or EazyERP.  
ERP and its predecessors like 
MRP, etc. have always aided the 
Indian enterprise to manage 
their resources more effectively. 
Although Indian industries 
were slightly late to adopt ERP 
Systems as compared to other 
developed economies, but 
post liberalization they grew 
manifold and suddenly ERP 
Solution became more of a 
necessity rather than an option.

ERP Systems would help 
companies to effectively 
manage their entire processes 
starting from Procurement 
to Manufacturing of finished 
products to final delivery of 
goods to the market. ERP 
Software in India also helped 
businesses to manage their 
Human Resource and Payroll 
requirements much better. 
Gradually Best ERP Systems 
have become the backbone 
of every successful Indian 

INSIghTS

Make in india succeeds in erP?
Indian ERP Vendors like Tally, Marg and Eazy ERP are  

gradually gaining marketshare

enterprise. One catalyst that 
has helped these home grown 
ERP vendors to prosper is 
GST. As they say one man’s 
meat is another man’s poison. 
GST customization has 
definitely helped vendors like 
Marg, EazyERP or Tally gain 
momentum, especially amongst 
SMBs, and also amongst some 
larger enterprises.

glimpses of tally, 
Eazy and marg

The Tally Partner Ecosystem 
is the core of Tally family, 
compromising of highly 
ambitious, skilled and efficient 
partner organizations. These 
partners are specialists who 
believe in delivering outstanding 
experiences in terms of sales 
and service. Moreover, they also 
advice and offer the most fitting 
business solutions, even for 
unique business needs.

As its GTM strategy, Tally 
runs Tally ACCELARATOR 
program to enhance and 
support 14 lakh SME 
entrepreneurs especially 
post GST. There are 223 Tally 
accelerator across India in 
specific regions where they 
mentor and train the customers.

Manufacturing has been a 
focus area for Eazy ERP which 
boasts of 200+ customers 
across India. Another focus 
vertical  has been distribution 
management where Eazy 
helps companies over FMCG, 
and tracking their distribution 
network.  Increasing focus 
is being given to the in food 
and garments sector too. The 
focus markets are Ahmedabad, 
Kolkata, Mumbai and Bangalore, 
though Eazy is present in 25 
more cities including two tier 
and 3 tier ones.

As part of its GTM, Marg 
ERP is running the project 
called MILAP. As  part of this 
project, Marg has amalgamated 
local ERP vendors in more 
than 70 places within India. 
Consequently, it has more than 
9 lakh users in India currently 
who are being taken care of 
through its 900 plus service 
centers.
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ITPV PROMOTION

Now days, Artificial 
Intelligence is not the thing 
of a science fiction or any 

concept based technology. It’s 
equally important for home security 
and surveillance system. Till now, 
we have used security cameras as 
a normal “record & view” system. 
We could only view the video 
recordings after the mishappening 
has occurred. 

Clearly, you cannot spend your 
day watching the security camera’s 
live stream to limit the unwanted 
events like intrusion or burglary. All 
you want is to get notification in 
real time, in case of any emergency 
or intrusion, burglary, theft or any 
unwanted incidents. Here comes 
the role of “Artificial Intelligence” 
in Security cameras and surveillance 
systems which gives you real time 
alerts. Each different AI function 
enables you to work more efficiently 
as you don’t have to deal with 
numerous fake alerts. 

With video analytics technology 
in our security camera systems, 
the job of securing your home 

artiFicial intelliGence PoWered security 
caMeras – Future oF surveillance systeM

artificial intelligence - smart detection Features

1.
Trip Wire: This can help to detect intruders when a line is crossed. You can make 
changes in the settings and fix the line for entry or exit and that can record import entry/
exit points.

2.
Missing Object Detection: You will be notified if anything goes missing from the normal 
view of the cameras from its assigned zones/points.

3.
Abandoned Object Missing: Alerts can be generated when any object is left in the 
area of interest longer than any set period of time. 

4.
Intrusion: Whenever anyone tries to cross the designated area around the points fixed by 
you, a notification is generated. 

5.
Heat Mapping: You want to be notified about the hot spots around the areas under 
surveillance by security cameras, use heat mapping to get alerts.

6.
People counting: Set up the feature of people counting and you will get to know the 
number of people coming and leaving your home, office or apartments.

7.
Number Plate Recognition: Number plate recognition cameras read the number plate of 
any vehicle in a set area. It can easily read within a speed range of 0 – 200 Km/h.

8.
Face Recognition: AI enabled cameras can easily recognize the face of registered person. 
Apart from a registered person comes into set area of interest, alert would be generated 
and you will be notified.

or business becomes 
much simpler. AI enabled 
security camera uses 
motion detection functions 

like Tripwire, intrusion, 
and heat mapping to 
introduce greater precision 
and confidence for event 

detection. And the best 
thing is that with time the 
AI will improve and become 
more precise. 
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After 2 years of consistent 
YoY growth, the Inkjet 
segment declined by 

3.8% due to sluggish consumer 
demand, despite 3Q19 being 
the quarter wherein online 
channel partners stock up high 
volumes for the festive season 
online sales. Barring 2Q17, 
which was largely impacted 
by the then upcoming GST 
launch, the Ink tank segment 
saw the lowest YoY growth 
of 0.3%. The Laser segment 
occupied the lowest market 
share till date of 37.8%, owing 
to the migration of users to 
the Ink tank segment and 
weak demand from SMBs and 
MSEs due to credit issues they 
continue to face with banks. 
Overall, the laser segment 
witnessed a YoY decline of 
13.5%.

“While the YoY growth 
seems challenging, the 
situation improved from a 
QoQ perspective. The inkjet 
market grew QoQ by 35.3% in 
preparation for the upcoming 
festive season. There was 
an increase in demand from 
the Government and the 
corporate sector. Interestingly, 
the single-function printers 
grew significantly YoY while 
its multi-function counterpart 
declined, a trend not observed 
in the last 19 quarters. This 
was a conscious move from 
vendors in order to flush out 
the inventory of single-function 
printers through partner 
schemes and flash online 
sales,” says Bani Johri, Market 
Analyst, IPDS, IDC India.

overall hCP market:

top 3 Brand 
highlights:

HP Inc. (excluding 
Samsung) maintained its 
leadership in HCP with a 
market share of 38.0%, while 
its shipment declined by 
9.9% YoY. The degrowth was 
primarily led by the inkjet 
segment, which declined 
by 11.0% YoY as a result of 
sluggish demand from the 
consumer segment and the 
intense competition its Ink 
tank portfolio faced from other 
players. HP retained its 2nd 
position in the Inkjet segment. 
On the Laser printer front, 
HP continued to maintain its 
number 1 position with a 60% 
market share and grew by 

3.9% QoQ owing to attractive 
partner schemes.

Epson maintained its 2nd 
position in the overall HCP 
market and declined marginally 
by 1.3% YoY. Epson’s single-

function printer’s shipment 
grew significantly at the back of 
attractive channel schemes. It 
continued to hold its leadership 
position in the inkjet segment 
with a unit market share of 
40.8%.

Canon recorded YoY decline 
of 5.0% while maintaining 
its 3rd position in the HCP 
market and capturing 23.5% 
unit market share. In the 
inkjet segment, Canon grew 
YoY by 0.8% as a result of 
channel stocking even though 
the market sentiments were 
subdued. With its wide product 
portfolio and a strong foothold 
in the corporate segment, 
Canon continues to lead the 
copier market with a 28.9% unit 
market share and by securing 
multiple Government orders it 
grew by 4.0% QoQ.

idC india market 
outlook:

“We should expect 
challenging market conditions 
in 4Q19 and possibly H1’2020 
as the negative economic 
sentiment will likely impact 
both consumer and commercial 
demand. High level of channel 
inventory and weak consumer 
sentiment are going to be the 
main factors which will have 
an impact on shipments in 
2019Q4. However, the corporate 
market demand may see partial 
recovery owing to recent 
corporate tax cuts announced 
by the government,” says 
Nishant Bansal, Senior Research 
Manager, IPDS, IDC India.

ChANNEL NEWS

india HcP Market declines by 6.5% year-over-
year as Festive season online sale Fails to 

counter sluGGisH deMand, idc india rePorts
India Hardcopy Peripherals (HCP) market shipped 1.03 million units in 3Q19, with 

a growth of 22.6% Quarter-over-Quarter (QoQ), according to the latest IDC 
Worldwide Quarterly Hardcopy Peripherals Tracker, CY3Q19. Decline in shipment 

of Inkjet printers and Laser segment brought the overall HCP market down by 
6.5% Year-over-Year (YoY).

nishAnt BAnsAL 
Senior Research Manager, 
IPDS, IDC India
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Jio has enabled India as the 
world’s largest data-market 
growing from 20 crore GB 

per month in 2016 to over 
600 crore GB per month now.

Despite the staggering 
growth in data-consumption 
and 4G coverage across the 
country, there are still over 
40 crore Indian consumers 
who have not benefitted 
from the advent of the latest 
technologies.

Jio believes that the 
ambitious objectives of the 
‘Digital India’ mission can 
be achieved only if India 
is made “2G-mukt” in the 
shortest time-frame possible. 
The Government and 
TRAI should mandate this 
through policy. This requires 
continued investment at an 
industry level. The whole 
industry needs to come up 
the curve and raise standards 
to meet the aspirations of 
Indian citizens and fulfill 
the nation’s digital agenda. 
Jio is committed to support 
this objective through the 
following actions.

It aims to bring the 
40 crore 2G customers to 
experience and participate 
fully in the Digital India 
eco-system. It intends to 
provide the best quality and 
customer experience for all 

Jio customers. It aims to 
continuously innovate in 
the digital eco-system to 
provide affordable services 
and products for the Indian 
consumers. It always strives to 
being regulatory compliant, 
and work with the industry 
to keep the telecom sector 
a vibrant part of the Indian 
economy and a vital engine for 
the country’s growth.

Once TRAI initiates a 
consultation process for 
revision of telecom tariffs. 
Like other operators, Jio too 
intends to work with the 
Government and comply 
with the regulatory regime 
to strengthen the industry 
to benefit Indian consumers. 
With appropriate increase 
in tariffs in the next few 
weeks, Jio plans measures 
in a manner that does 
not adversely impact data 
consumption or growth in 
digital adoption and sustain 
investments at the same time.

While ensuring its 
commitment to a sustainable 
sector, Jio will compete on the 
basis of quality and service in 
the marketplace. Jio commits 
to always keep the customer 
at the center of everything and 
ensure India sustain its global 
leadership as the world’s 
largest data market.

UiPath announced that 
Manish Bharti has been 
elevated to the role of 

President for the India region, 
effective November 22, 2019. 
Manish joined UiPath India at its 
inception, to lead Sales function 
and then served as UiPath’s Senior 
Vice President of Global Accounts. 
In this new role, he will scale 
UiPath by overseeing all business 
and technology units within the 
company’s India operations. 
Raghunath Subramanian, previously 
CEO for UiPath India, has been 
appointed as Non-Executive 
Chairman of UiPath Entities in India.

Manish will be responsible 
for accelerating business growth 
for UiPath in India. His focus 
will be aimed at scaling RPA 
implementations across diverse 
industry verticals – Banking & 
Financial Services, Technology, 
manufacturing, retail and 
healthcare leading engagements 
with global Fortune 500 companies 
for deeper adoption of RPA. 
He will also take on additional 
responsibilities from Rajeev Mittal 
who is moving on to pursue other 
endeavors.

Speaking about the 
appointment, Daniel Dines, UiPath 
co-founder and CEO said, “Manish 
is a ‘business builder’ with proven 
experience of setting up and scaling 
complex technology businesses 
across North America, Asia Pacific 
and India. In his previous role at 
UiPath, Manish has led several of 
our key customer relationships 
across the globe and we are 
confident that he will steer UiPath’s 
growth by offering customers a 
seamless experience and helping 
them accelerate their digital 
transformation journey.”

UiPath’s growth is unparalleled 
among software companies, with 
the company planning to end 
2019 at $300 million in annual 
recurring revenue. Because of 
UiPath’s ease of use, scalability 
and open platform, the company 
has cultivated the world’s largest 
RPA community exceeding 5,000 
customers, including more than 

50 percent of the Fortune 500 and 
eight of the Fortune 10. As the hot 
bed of RPA talent, India serves as a 
strategic location and investment 
for the company and houses 
UiPath’s second largest engineering 
development center. In addition 
to technical talent and innovation, 
the team in India also forms the 
base for global shared services that 
includes pre-sales consultants, sales, 
solution architects and customer 
success functions.

Daniel added: “I would like to 
thank Raghu for building our India 
business from scratch. He has been 
instrumental in building developer 
and academic momentum for the 
UiPath platform and championing 
India as the RPA talent pool of the 
world. I am excited to have him 
start a new critical role as Non-
Executive Chairman for UiPath 
India where he will continue 
to evangelize the power of 
automation to help us deliver long-
term sustainable returns for our 
customers.”

Raghu commented: “It has 
been a true honor to help take 
UiPath to the market leadership 
position. I have tremendous 
confidence in Manish Bharti to 
continue the growth trajectory 
of UiPath in India. In this next 
stage, I look forward to providing 
Manish and the team with counsel 
and support to ensure we take 
our industry to its full potential in 
India.”

ChANNEL NEWS

Jio Plans Wider digital 
adoption for indian 

consumers

Manish bharti appointed as 
uiPath india President

mAnish BhArti 
President, UiPath India
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TechnoBind, India’s first 
specialist distributor 
focusing on DATA and 

associated domains, today 
announced the H1 growth 
figures. With new vendor 
tie-ups and expansion of 
its geographical presence, 
TechnoBind recorded a stellar 
growth of 60 percent YoY. 
TechnoBind tasted both organic 
and inorganic growth.

The major growth drivers 
were an increased requirement 
for sophisticated Data 
Management solutions for 
the exploding Data amongst 
customers, accelerated 
Cloud Adoption efforts from 
organizations across segments 
and finally the heightened cyber 
risk framework coupled with the 
Data Protection Laws driving 
the regulatory and compliance 
scene.

Large part of the organic 
growth traction came from 

Commvault with their 
Hyperscale appliances, Tintri’s 
Software Defined Storage 
solutions and Gemalto’s (Now 
Thales) solutions for Data 
Protection. On the other hand, 
ramp-up of the business of the 
new sign-ups of the previous 
year, Microfocus’ operational 
management and security 
solutions and Quest’s data 
management solutions fuelled 
TechnoBind’s inorganic growth.

H1 also saw the introduction 
of new alliances in the form 
of ESET, TeamViewer and 
SuperMicro. Very close to 
the end of the half also saw 
Beyond Trust getting added 
to the portfolio of solutions at 
Technobind which will play a big 
role in the revenue plans for H2 
and beyond.

Mr. Prashanth G J, CEO at 
TechnoBind said, “H1 2019 
was exceptional for TechnoBind 
with major vendor signups. 

The growth results reflect 
our commitment towards 
customers and partners. We 
focus on helping partners solve 
the business pain points of 
our customers with the next 
generation technologies and 
products and this we believe is 
adding true value to our stake 
holders – partners on one side 
and our OEM vendors on the 
other. For the partners, we are 
able to showcase the market 
opportunities and help lead 
them into it while for the OEM 
partners we act as an extended 
arm helping them in their 
market penetration strategies.”

With a lot of Digital 
Transformation projects 
happening, metro cities still 
remain the biggest growth 
engines for Technobind. 
Recently, TechnoBind has 
expanded its wings in the 
Eastern India and Bangladesh 
regions by adding more 
resources there. In the near 
future, TechnoBind plans to 
penetrate into upcountry 
markets of South and West. 
Inline with their GTM strategy, 
they have doubled the pre-sales 
which is now proven to be best 
value that can be extended to 
the field.

“Our TechnoBind team 
shares a strong culture of value 
creation for the channel partner 
ecosystem. Our improvised GTM 
coupled with the distribution of 
innovative products aligned with 
latest disruptive technologies, 
has contributed to our strong 

position in the market place“, 
added Prashanth.

TechnoBind is a Bangalore-
based India’s fastest growing 
specialist partner in IT 
focusing on ‘Data’ and related 
solutions. The company 
has marked its presence in 
almost all major verticals like 
enterprise, manufacturing, 
BFSI, SMB and government. 
TechnoBind offers consulting 
services for organizations to 
help them focus on reducing 
costs, mitigate risk and 
improve productivity along 
with maximizing returns on 
investments. The company has 
a presence in Mumbai, Delhi, 
Chennai, Hyderabad, Kolkata, 
Pune, Nepal, Bangladesh and 
Singapore.

ChANNEL NEWS

technobind records 60% growth yoy; increases focus  
on new geographies including tier-2 cities

•  Growth fuelled from both organic and inorganic revenue streams in H1 2019

•  With an increasing business run rate, TechnoBind has been delivering a consistent 
YoY growth and gaining a greater market share in the Indian technology 
distribution market.

•  The renewed GTM strategy with the same unique ‘use-case based’ approach has 
helped the company reach newer heights

PrAshAnth g J 
CEO, TechnoBind
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Like every other major tech 
vendor, IBM too has been an 
active protagonist in the cloud 

ecosystem. And Big Blue’s India 
cloud sojourn underpins its efforts 
on that front on a global scale. 
The acquisition of Softlayer in 
2013 with 2400 cloud clients set 
the ball rolling. The logical follow 
up was IBM investing $1.2bn 
in expanding its global cloud 
footprint and opening 15 new 
centers worldwide in 2014 adding 
to the existing global footprint 
of 13 global data centers from 
SoftLayer and 12 from IBM. One 
of these was in Chennai where in 
2015, IBM opened its first public 
cloud data center in India.

The new IBM Cloud data 
center offered local customers and 
end users increased performance 
and speed for data traveling to 
and from the region. Part of IBM’s 
$1.2 billion investment to expand 
its global cloud footprint into 
every major financial market, the 
Chennai data center underscored 
IBM’s commitment to India, a key 
growth market for the company.

With a local onramp to IBM 
Cloud, Indian customers, especially 
those in regulated industries, 
gained more flexibility to store and 
compute data within the country. 
The Chennai data center joined 
IBM’s Mumbai cloud center and 
was part of an expansive network 
of data centers that blanket the 
globe, providing users with the 

performance and disaster recovery 
solutions needed to ensure 
business continuity.

Embracing startups & 
developers

In an effort to accelerate 
digital transformation both at the 
enterprise and startup level, IBM 
also established a partnership with 
NASSCOM to launch Techstartup.
in, a digital hub wherein the 
entire Indian startup ecosystem, 
including angels, mentors, 
investors, academia and venture 
capitalists, interact with each 
other to grow the cloud market. 
Techstartup.in provided 10,000 
startups with a level playing field 
in India to develop new ideas and 
technologies.

In addition, IBM launched 
two initiatives for developers—
developerWorks Premium and a 
cloud certification program—to 
enable developers with the 
right tools and skills to compete 
and innovate in the global 
marketplace. Also in support of 
developers, IBM aligned with 
strategic enterprise IT leaders like 
Accenture, Tech Mahindra and 
CSC to extend the use of IBM 
Cloud technologies, including IBM 
Bluemix, to developer communities 
in India and around the world.

developerWorks Premium 
has given developers in India and 
around the world the access they 

needed to successfully prototype 
and deliver new cloud projects. 
It is serving as IBM’s premier 
developer program, providing 
access to tools, cloud credits, 
training, education, certifications, 
community support, exclusive 
content and special discounts to 
leading developer events.

The developer cloud 
certification program, on the 
other hand, allowed developers 
to showcase their understanding 
of the industry’s best practices 
in cloud application design on 
IBM Bluemix, IBM’s platform as a 
service. This program established 
an ecosystem of developers on 
IBM Cloud with documented skill 
levels and combined existing IBM 
solution advisor and infrastructure 
architecture certifications to create 
a strong professional certification 
program across IBM Cloud 
technologies.

In a move to support the 
developer community, IBM is 
working with strategic enterprise 
IT leaders to extend the use of 
Bluemix to developers in India 
and around the world. Accenture 
expanded the Accenture 
Innovation Center for IBM 
Technologies in Bangalore to help 
clients take advantage of rapid 
application development with 
Bluemix.

IBM Bluemix was also being 
used by thousands of developers 
at CSC, Sogeti and Tech Mahindra. 

These engagements are indicative 
of a broader trend in the 
industry in which enterprises are 
increasingly moving to hybrid 
deployment models to capture 
the flexibility, scalability and cost 
benefits of the cloud while they 
extract value from on-premises 
data.

With a vision to be the 
preferred digital transformation 
partner for its clients, partners and 
the ecosystem in India, IBM is at 
the forefront, helping businesses 
bring their technology aspirations 
to life. Today, all the conversations 
with businesses are ‘Cloud First’ 
– from solution to Delivery. But as 
they say the proof of the pudding 
is in the eating. There are recent 
examples of clients, both SMBs 
and large enterprises, who have 
adopted IBM Cloud to fuel their 
digital transformation journey in 
India.

the smB Cloud 
Warriors

Kalyan Jewellers
Kalyan Jewellers collaborated 

with IBM to Digitally Transform its 
Retail Experience: Kalyan Jewellers 
– one of the leading jewellery 
groups in India and IBM teamed 
up to design and deploy ‘Store-
2-Door’, a custom-built mobile 
app on ‘Bluemix – IBM’s Cloud 
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elePHants can dance (on cloud)
IBM is rapidly expanding its cloud footprint in India as evident from its SMB as well 

as large enterprise deployments
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platform’, for iOS that digitally 
transforms how the jewellery 
retailer and its staff engages with 
customers.

With this app, Kalyan boosted 
the productivity of sales associates 
with digital tools to enhance 
the customer experience, driving 
greater brand awareness and 
loyalty. IBM Cloud’s platform 
provided Kalyan the benefit of 
easy application development and 
scalability.

Using the Store-2-Door app 
on iPad, Kalyan sales associates are 
equipped with immediate access 
to customer data on Kaylan’s 
core databases so they can deliver 
a unique, personalized and 
interactive experience to customers 
purchasing Kaylan jewellery. By 
implementing this integrated, – 
mobility-driven solution across 
all its MyKalyan Stores across 
17 states, the brand provides 
its customers – an innovative, 
seamless shopping experience 
across virtual and physical retail 
outlets via mobile devices.

indian institute of 
information technology 
and management, 
Kerala

Indian Institute of Information 
Technology and Management 
– Kerala (IIITM-K) has partnered 
with IBM to develop a real-time 
water quality management system 
– ‘Swatchpaani’. The system, 
powered by IBM’s Watson IoT 
technologies and IBM Cloud, 
continuously monitors water 
quality and measures temperature, 
pH and the presence of various 
metal/non-metal substances in the 
water to ensure standard levels 
are not exceeded as prescribed by 
agencies.

Aditya Birla online 
Fashion (abof)

Aditya Birla Online Fashion ( 
Abof ), a leading online fashion 
retailer selected  IBM  to deliver 
a personalized and convenient 
shopping experience powered by 
IBM Cloud and Watson. With this 
new feature, shoppers can now 
interact and ask natural language 
questions about abof’s unique 
product assortment, receiving 
custom responses to their inquiries.
The customer engagement is 

conducted through a simple 
question and answer interface 
leveraging Watson’s Natural 
Language Classifier, as well as 
Retrieve and Rank delivered on the 
IBM Cloud. IBM Global Business 
Services and IBM Research worked 
with abof to introduce the service 
and help create a more engaging 
and intuitive shopping experience 
for customers.

Pace Automation
Pace Automation, a leading 

‘Solution as a Service Company’ 
entered into a strategic partnership 
with IBM to offer ‘RetailSmart’, 
an end-to-end fully integrated 
solution that enables local ‘Kirana’ 
stores to become ecommerce 
ready. Powered by IBM Cloud, 
the solution allows Kirana stores 
to deliver a convenient online 
shopping experience to consumers 
and pay safely using a convenient 
payment mode (irrespective of the 
size of the purchase). To bridge 
the gap, Pace Automation has 
developed a unique solution, 
‘RetailSmart’ on IBM cloud to 
digitally enable Kirana stores across 
the country. By implementing 
the solution, a Kirana store 
automatically becomes a part of 
the SmartKirana Network, hosted 
on IBM Cloud from the Chennai 
datacenter. The network digitally 
interconnects all Kirana stores in 
the country.

Prana studios
Leading visual effects and 

animation studio Prana chose IBM 
Cloud to run and develop critical 
applications for the creation of 
next-generation visual effects. 
Prana Studios, a leading 3-D 
animation and visual effects studio, 
selected IBM Cloud to run new 
high resolution rendering jobs that 
are required to create high-quality 
visual effects. As an award-
winning visual effects company, 
Prana collaborates with major 
movie studios and independent 
production companies around 
the world to create state-of-the-
art visual imagery for full-length 
feature animated, live action and 
hybrid films. It also creates visual 
effects for special-venue attractions 
and live shows.

mit tech Fest, Pune
IBM Watson powered Robot 

‘Chintu’ was introduced at MIT 
Tech Fest in Pune. The students 
at MIT Pune have been using 
Watson APIs powered by IBM’s 
Cloud platform and have hit the 
ground running with speed within 
weeks.  Drawing from Watson’s 
domain knowledge, Chintu assists 
senior citizens in conducting 
everyday tasks such as reading 
the newspaper / book, provides 
mood based entertainment 
services for song and dance and 
generates reminders on their daily 
medication.

godrej interio
Godrej Interio, the furniture 

division of Godrej & Boyce is 
collaborating with IBM to capture 
the attention of the growing 
number of home furniture 
and accessories consumers. 
Godrej Interio, India’s largest 
furniture brand, has selected 
IBM Commerce and IBM Design 
Thinking-led engagement to 
further augment customer 
engagement and experience 
across all of its 3 brands (Godrej 
Interio, U&Us and a new lifestyle 
home furniture brand) and 
increase brand loyalty by delivering 
a seamless personalized shopping 
experience across store, mobile 
and social channels.

Large Enterprises 
too on Cloud nine

titan
Titan, India’s leading 

manufacturer of watches and 
other fine personal accessories, 
is using IBM Watson Customer 
Engagement and cloud-based 
solutions to help increase annual 
sales from its 11 million loyalty 
customer base, while attracting 
new consumers to Titan’s unique 
line of products. Titan is currently 
leveraging IBM Watson Customer 
Engagement solutions to serve 
as the backbone of its online 
platform, enabling the company 
to tailor online campaigns that 
are unique to their customers 
– not just taking into account 
preferences and past purchases 
(what they spent previously, what 
deals sparked action), but also 
leveraging analytics to examine 
their real-time behavior (i.e. what 
items are being looked at most, 

what channels are customers 
buying through, why cart was 
abandoned, etc…), so campaigns 
can be tailored on the fly to help 
drive a purchase

Yes Bank
YES BANK, India’s 5th largest 

private sector bank implemented 
a multi-nodal Blockchain 
transaction to fully digitize vendor 
financing for Bajaj Electricals. 
The implementation has been 
done on a blockchain-based 
smart contract written by fintech 
start-up Cateina Technologies. YES 
BANK will leverage IBM Watson 
Conversation, a cloud-based 
cognitive service, to enhance the 
digital experience of partners, 
corporate clients and developers 
collaborating with them on 
the integrated Blockchain – API 
Banking platform.

Aegon Life
IBM is providing Aegon Life 

Insurance Company with a hybrid 
cloud solution, hosted from its 
datacenters in Navi Mumbai 
and Bangalore. This is enabling 
Aegon to launch new products 
to the market with speed, while 
improving the efficiency of its 
IT operations. As a part of the 
agreement, IBM is also helping 
them maintain continuous 
business operations and improve 
overall business resiliency via 
the IBM Cloud through the IBM 
datacenter in Mumbai, while 
creating a scalable IT service 
platform for Aegon Life India’s 
infrastructure and applications 
environment.

dhFL
Dewan Housing Finance 

Corporation (DHFL), one of 
India’s premier housing finance 
companies, is leveraging IBM 
technologies including IBM Cloud 
and Analytics, to create a digital 
enterprise and accelerate its 
growth strategy. DHFL is using 
IBM’s technology that will enable 
business transformation for 
better customer engagements, 
reduce turnaround time, 
improve efficiency, and increase 
productivity. Specifically, IBM is 
working with DHFL to deploy 
comprehensive business solutions 
that leverages the power of 
IBM Design Thinking, Watson 
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Life just gives you 
situations; it is how 
you think or handle 

the situations, which makes 
them tough or easy. Let’s 
take God of Cricket Sachin 
Tendulkar. When bombarded 
with bouncers by Brett Lee 
or Shoaib Akhtar, Sachin did 
not flinch or cry but rather 
turned it to his advantage by 
employing the upper cut over 
slips. RAH Infotech too like 
Sachin has turned adversity 
into opportunity—a few 
years back when the whole 
nation was reeling under 
demonetization impact, 
RAH Infotech believed that 
demonetization will bring 
business to them.

So why was 
demonetization a ‘Mauka’ for 
RAH in which it easily smashed 
a ‘Chauka’.  Answered Ashok 
Kumar, MD, RAH Infotech, 
“Demonetization increased 
the transaction rate in banks. 
This translated into more 
demand in banking solutions 
and helped bring business 
for us.” However, it would be 
presumptuous to attribute 
RAH’s stupendous growth 
in the last few years to 
demonetization alone.

Allying with partners in 
relatively newer but focus 
areas for new-age enterprises 
has definitely been RAH’s 

trump cards. Rapid 7 in 
vulnerability management, 
Skybox in security analytics, 
Cambium in industry-grade 
networking that supports 
new age workloads has 
been force multipliers. In 
effect, RAH has become the 
extended arms of operational 
and marketing embodiments 
for these and other such 
niche OEMs.

Even 2018-19 saw 
RAH Infotech registering 
a whopping 68% growth, 
quite unusual for a Value 
Added Distributor (VAD) 
focusing on networking, 
security and data protection.  

Kumar attributed this to 
a closer relationship with 
CIOs and enterprise channel 
partners and increased 
efficiency in credit policy and 
channel management. RAH 
has also forayed into other 
domains like telephony and 
video collaboration, server 
and storage management, 
backup and disaster recovery 
management, BCP services 
and data center solutions 
among others.

RAH’s growth in 
the last few years came 
courtesy Radware, Microtek, 
Forescout, F-Secure, 

Gemalto—truly  the ‘Hum 
Paanch’ packed a solid 
punch. The business was 
further bolstered by the 
addition of newer OEMs 
like Rapid 7, Cambium 
Networks, Infloblox, Seclore, 
Checkpoint,  IXIA, Quest, 
Cavission, Skybox Security, 
Net South, Winmagic, 
Actifio, Data Resolve and 
Device 42 into the fold.

This in hindsight has 
proved to be a boon for 
RAH as two of its erstwhile 
‘Hum Paanch’ champions 
Winmagic and F-Secure 
have shut down their India 
operations. Just a few days 
back, RAH joined hands 
with Tata Communications 
for business cloud services. 
While RAH today boasts 
of 20+ brands, the top 
10 contributes 70% of its 
revenues. It has also started 
promoting local brands like 
Innefu, Smokescreen, Seclore 
and Vehere.

RAH’s presence across 
the length and breadth of 
the country, both directly as 
well as through its partners 
has also been one of its 
strong growth catalysts. 
Geographically, RAH is 
present in all the major 
cities like Gurgaon(HO), 
Ahemdabad, Bangalore, 
Chennai, Hyderabad, Jaipur, 
Kolkata, Mumbai, New 
Delhi(RO), Noida; it has 
marked  its presence also 
in the international market 
with offices in Dubai, Nepal, 
Singapore, UK and USA.

Cloud, AI, ML and IoT 
are the newer thrust areas 
for RAH, where it is building 
technical capabilities and 
looking to introduce new 
value-added services to 
its portfolio. “Cloud is a 
big focus area for us and 
we will soon be entering 
into cloud distribution as 
it promises huge business 
opportunities,” informed the 
newly appointed CEO Ashish 
Guha.

Analytics, IBM Connections, IBM Managed 
Security Service and IBM Digital Experience 
platform

mahindra group
The Mahindra Group, one of the 

largest diversified multinational group of 
companies based in India, is working with 
IBM for the development of a blockchain 
solution that has the potential to reinvent 
supply chain finance across India by 
enhancing security, transparency and 
operational processes. This cloud-based 
application, one of the first projects of its 
kind in India outside of traditional banking, 
is designed to transform supplier-to-
manufacturer trade finance transactions 
through a permissioned distributed ledger. 
The blockchain-based supply chain finance 
solution will enable all parties involved in 
the transaction to act on the same shared 
ledger, with each party updating only their 
part of the process, ensuring efficiency, 
consistency, trust and transparency, while 
safeguarding sensitive information.

honda Cars
Honda Cars India (HCIL), a leading 

manufacturer of passenger cars in India, 
plans to leverage Watson IoT on IBM 
Cloudplatform for ‘Honda Connect’, 
the company’s connected car service to 
digitally transform their customers’ mobility 
experience. Honda Cars with advanced 
capabilities will be able to offer new 
age services.  Watson IoT on IBM Cloud 
platform is a scalable & open standards 
based platform for future expansion of 
services to Honda customers, especially 
advanced Analytics based services. Overall 
the engagement with IBM will help 
accelerate market launch of new services 
bundled with state of the art data security.

tamil nadu government
Tamil Nadu state and IBM built 

new emergency command center using 
IBM Cloud, Analytics and The Weather 
Company data services to help government 
agencies rapidly prepare for – and respond 
to – extreme weather events. The cloud-
based Center, made possible by an IBM 
grant, will enable Tamil Nadu State to pool 
time-sensitive data from various sources, 
including weather forecasts, current 
conditions, and historical data from The 
Weather Company, an IBM Business, to 
help track and gauge weather patterns as 
early as possible. The Center will collect 
power, traffic, health service, and shelter 
information from municipal sources, and 
display the current data on a map shared 
by multiple government agencies. All 
processing and analysis will be conducted 
in IBM’s cloud data center in Chennai.
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AshoK KumAr 
MD, RAH Infotech

     Demonetization 
increased the 
transaction rate 
in banks. This 
translated into 
more demand in 
banking solutions 
and helped bring 
business for us.
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Airtel Payments Bank has partnered with National 
Payments Corporation of India and Indian Highways 
Management Company Limited to sell FASTag in 

India. With this, FASTag will be made available across its 
digital and retail touch points across the country. FASTag 
is known for enabling automatic cashless payments at the 
toll plazas across the country.

In order to sell FASTag in India, Airtel Payments Bank 
have joined hands with National Payments Corporation 
of India and Indian Highways Management Company 
Limited. This will not only make FASTag available on 
digital platforms but also on retail touch points across the 
country.

Through the Bank section of the Airtel Thanks app, 
the purchase of FASTag in India remains only a few clicks 
away. A special cashback of Rs 50 is being provided on the 
purchase of FASTag made via the app. Nevertheless,FASTag 
can also be purchased from select banking points of Airtel 
Payments Bank. The copy of the vehicle’s registration 
Certificate (RC) and registration number are the two things 
that is supposed to be shared while buying FASTag.

FASTag works when linked to a registered Airtel 
Payments Bank account or wallet. This enables instant 
discounted charges at toll plazas. Bank or wallet balance 
is good enough to run FASTag and hence any additional 
recharges are not required. In fact, the best part lies in 
the 2.5 per cent cashback which will be received by the 
FASTag users on all Toll Payments by NHAI.

In order to deliver its content on XStream platform, 
the company has also collaborated with CuriosityStream. 
CuriosityStream is a platform while allows the viewers to 
experience different genres of films and series focussed 
around space, art, history, volcanoes, travel, cars, 
architecture, dinosaurs and much more.

A complimentary access to exciting content of 
CuriosityStream will be available for the Airtel Thanks Fold 
and Platinum customers on the Airtel Xstream website 
and Airtel Xstream app. Apart from this the content will 
also be available on Airtel Xstream Smart Stick and Airtel 
Xstream Hybrid Box.

UST Global, a leading digital 
transformation service 
provider has recently acquired 
ComplyUSA, a comprehensive 
compliance assessment and 
privacy automation platform. 
On acquisition, the ComplyUSA 
platform will be fully integrated 
into UST Global’s privacy and 
compliance suite of offerings, 
with existing tools like Ctrl-
Data, offering data discovery 
and comprehensive assessment 
solution, as well as a Subject 
Access Request (SAR) automation.

The acquisition of ComplyUSA 
fits with UST Global’s strategy of 
broadening its compliance and 
regulatory technology offerings 
to create a differentiated value 
proposition for its clients. It is 
poised to give the new entity a 
competitive advantage in the 
consumer privacy space. With 
UST’s global presence and focus 
on innovation, and ComplyUSA’s 
expertise in consumer privacy, 
the new entity can offer large-
scale enterprises with a unique 
managed service offering that 
combines high-quality consumer 
experience with a cost-efficient 
outcome-based pricing model.

According to experts, 
ComplyUSA has been at the 
forefront of the customer data 
privacy and compliance movement. 

Privacy laws are now in a state of 
flux both at the state level and at 
a federal level around the world 
causing a significant impact on 
enterprises. Automation is critical 
to effectively manage varying 
SAR workloads. ComplyUSA is a 
complete automation led solution 
that assists companies not only 
in managing privacy compliance 
but also in unlocking the value 
of enterprise customer data by 
building trust.

UST Global has been on an 
acquisition spree in the last few 
weeks. In October, it acquired 
SCM Accelerators, a supply chain 
process and IT consulting firm 
that provides digital supply chain 
transformation solutions and 
services. This strategic move was 
a part of UST’s growth initiative 
to lead their SAP business. The 
new entity will leverage and 
integrate the digital platforms and 
innovative solutions while driving 
UST Global’s SAP growth strategy

Analysts feel the acquisition 
of SCM Accelerators fills a white 
space in UST Global’s ability to 
support its customers with SAP’s 
digital services and solutions. 
The new entity would help bring 
additional focus on UST Global’s 
supply chain service offerings to 
create a significantly higher value 
proposition for its clients.

Boosts compliance and SAP businesses 
with ComplyUSA and SCM Accelerators

ust Global on an  
acQuisition sPree

PurcHasinG Fastagin india 
becoMes easy For airtel 

PayMents bank custoMer
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tHe telecoM industry all set to 
increase tariFFs FroM deceMber 

due to Financial cruncH

aWs $10bn 
laWsuit: sour 

GraPes or Genuine 
Grouse

On facing unprecedented statutory 
dues and intense competition, Bharti 
Airtel and Vodafone Idea on Monday 

reportedly declared a hike in data charges 
and mobile phone calls from December 
adding that the increase was justified for 
viability of their business.

The first step was taken by Vodafone 
Idea wherein he announced his plans to raise 
tariffs for the first time in the past 3 years 
soon after which Airtel announced a similar 
statement.

Both however did not declare the exact 
raise in rates but confirmed that this hike will 
be effective from December 2019.

Even Vodafone Idea has reportedly faced 
loss of Rs. 50,921 crores for the second 
quarter ended on the 30thof September on 
account of liability arising out of the order 
given by the Supreme Court in the adjusted 
gross revenue case. This loss however is 
known to be the highest ever in comparison 
to others posted by any Indian Corporate.

In order to ensure the world class digital 
experience for customers, Vodafone Idea will 
be increasing the rates of its tariffs.

Currently the company offers a monthly 
pack of Rs. 24 without data and packs that 
include data starts from Rs. 33 onwards. On 
the other hand, Airtel monthly plan starts 
from Rs. 24 and with data it is from Rs.35.

Vodafone Idea reportedly commented 
last week that it can only continue as a 
going concern if the government provides 
appropriate relief and include a review 
petition before the apex court. After the 
apex court judgement, even Bharti Airtel 
raised similar concerns. Even Bharti Airtel 
announced its plan to increase the tariffs 
from Dec 2019.

On facing the highest ever loss of Rs 
23,045 crore,Bharti Airtel reportedly said last 
week that it realises the telecom regulator Trai 

is supposedly going to initiate a consultation 
for getting rationality in pricing in the Indian 
mobile sector, which has been operating at 
rates that have been deteriorating its viability.

Post the AGR Verdict, the firm led by 
Sunil Bharti Mittal made provision of amount 
aggregating Rs.28,450 crore. Vodafone Idea 
has not just estimated liability of Rs, 44,150 
crores post the apex court order but also 
made provisioning of Rs.25,680 crore in the 
second quarter fiscal.

According to a statement made by 
Vodafone Idea, All the stakeholders has 
acknowledged the intense financial stress 
in the telecom sector. Now the high-level 
committee of secretaries (CoS) headed by 
the cabinet Secretary is now looking for a 
solution to provide appropriate relief.

In order to tackle the tariff war in the 
sector initiated by the new entrant Reliance 
Jio, Vodafone India and Idea Cellular had 
merged their telecom business.

Vodafone Idea was given birth on August 
31st last year as it turned out to be the 
biggest telecom operator in India with 408 
customers.

However, everything never goes 
according to the plan and the merged 
company lost over 100 million mobile 
subscribers since merger due to the severe 
tariff war.

Prices of mobile data according to the 
Telecom Regulatory Authority of India has 
fallen drastically by about 95 per cent to Rs 
11.78 per gigabyte (GB)

Even the rates for mobile calling dipped 
by 60 per cent to 19 paise per minute 
between June 2016 to Dec 2017. Reliance Jio 
however offers unlimited voice calls within its 
plan of other mobile services.

Vodafone which holds stake of 45.39 per 
cent in Vodafone Idea has declared that the 
group is no more going to invest any more 
into the Indian telecom venture and some 
similar action has also been taken by Aditya 
Birla Group. These circumstances have left no 
other choice but to operate solely by internal 
resources.

Vodafone Idea has reportedly 
commented that they still have the largest 
spectrum footprint and improving its pace 
in the network integration the company will 
be able to expand both its capacity and its 
coverage. Therefore, it is proper track to offer 
4G services to 1 billion Indian customers by 
March 2020.

Losing a lucrative business deal to a 
competitor is often hard to take for a 
business entity. The normal reaction 

though smells of ‘sour grapes’ as the 
loser usually moves on once the initial 
disappointment is over.

Few though go the extent to what AWS 
has done recently in the US. Irked by losing 
the $10bn Joint Enterprise Defence Initiative 
(JEDI) to Microsoft, the web arm of Amazon 
has filed a lawsuit challenging the US 
Department of Defense move.

This deal to provide IaaS and PaaS 
services to Pentagon has been in the 
limelight for quite some time. After two of 
the bidders IBM and Oracle got rejected,  the 
stage was left for Microsoft and AWS to slog 
it out.

A personal intervention by the US 
President Donald Trump alleging conflict 
of interest led to Pentagon initially stalling 
the contract process. Subsequently though 
Microsoft got lucky and bagged the contract.

The lawsuit filed by AWS though looking 
a bit naive might still have justification. 
The official reason given isthat a lot of 
sensitive corporate information that was 
shared during bidding might compromise 
AWS’business interests.

However,  looking at Trump’s personal 
animosity towards Jeff Bezos and Amazing 
for propagating a contestant ideology, that 
being a strong motive cannot be ruled out.

Watch this space for next interesting 
developments as this government industry 
rigmarole unfolds in the future

JEFF BEzos 
Founder & CEO, Amazon
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A large auto manufacturer 
from Pune was suddenly 
witnessing dwindling 

sales over two quarters. Worried 
and initially unable to fathom 
the actual cause, the auto 
giant started tracking reactions 
from existing and potential 
customers. And soon it was able 
to garner enough information 
that allowed it to undertake 
remedial recourses Cut to an 
agency handling operations of 
an electronic appliances player. A 
50% drop in market share over 
a quarter was a matter of severe 
concern to both the vendor and 
the agency. Again, an effective 
mechanism to track social 
media conversations about the 
company helped the appliances 
vendor to regain lost grounds. 
What proved to be the effective 
mechanism in both cases was 
Konnect Insights, India’s leading 
social listening and analytics 
platform.

This social listening and 
analytics software tool from 

Konnect Insights allows 
businesses to measure public 
perception online. The search 
engines from Konnect Insights 

crawl over90 million online 
sources including blogs, forums, 
news, reviews and social media 
platforms like Twitter, Facebook, 
Google Plus, YouTube, Instagram, 
Google Business reviews and 
many more.

The extensive coverage of 
Konnect Insights ensures that 
no brand misses out on any 
conversation. While this would 
be beneficial for its business, no 
meaningful advantage can be 
gained without applying relevant 
analytics. Konnect Insights offers 
businesses integrated analytics 
including social listening, hashtag 
analysis and analytics of Digital 
assets on various social platforms 
social CRM and workflow 
features. With the in-built BI 
tools the analytics is at a different 
level compared to other tools.

Automated Sentiment 
analysis is one USP of Konnect 
Insights whereby it often 
scores over other competing 
social media analytics tools. 
Available in a host of languages 
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listen, evaluate and act – konnect insiGHts
Listen, Evaluate and Act – Konnect Insights

The analytical social listening tool Konnect Insights is helping businesses track  
public perceptions online.

      Konnect Insights 
is a SaaS product. 
The social CRM and 
workflow features of 
Konnect Insights help 
clients resolve issues 
without having to set 
up a large customer 
care team of their 
own.

including English, Hindi, 
Bengali, Marathi, Chinese, 
Arabic, German and Spanish 
among others, the use of 
various algorithms and NLP 
has helped in finetuning the 
accuracy of sentiment analysis.

Konnect Insights offers 
differential pricing for four 
different packages targeted at 
specific business groups.

•   Standard plan: Ideally 
suited for 1 brand and up 
to 4 competitors.

•   Standard Plus: Ideally suited 
for a brand with multiple 
products and many 
competitors.

•   Market Research Plan: 
Ideally suited for market 
research where there is 
a requirement to study 
an event like an election 
or industry analysis for a 
particular sector.

•   Customised plans – 
Depending on the needs of 
the brands

“Konnect Insights is a SaaS 
product. The social CRM and 
workflow features of Konnect 
Insights help clients resolve 
issues without having to set 
up a large customer care 
team of their own, “ informed 
Palash Goorha Business Head, 
Client Acquisition Konnect 
Insights. Konnect Insights has 
brands from various verticals 
such as auto, telecom, BFSI, 
IT, pharma, entertainment . 
Marquee customers include 
MG Motors, Mcdonalds 
India(Hardcastle Restaurants), 
Mother Dairy, MotilalOswal, 
Mahindra Electric, DHFL, 
VLCC as well as agencies like 
DentsuWebchutney, Madison 
World, Edelman and Publicis. 
No wonder, therefore that 
Konnect Insights has been 
clocking high double digit 
growth over the last few years.

PALAsh goorhA 
Business Head, Client 
Acquisition, Konnect Insights
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NetApp, the data authority for 
hybrid cloud, and Google 
Cloud today announced the 

general availability of NetApp® 
Cloud Volumes Service, NetApp 
Cloud Volumes ONTAP® for Google 
Cloud, and support for Anthos on 
NetApp HCI to help organizations 
focus on innovation across any 
hybrid environments.

As enterprises seek to take 
advantage of the agility and 
efficiency benefits of the cloud, 
they need to know that their data is 
secure and in the right place, for the 
right cost, at scale. To achieve these 
goals, they are building data fabrics 
that provide maximum flexibility 
as they move to hybrid multicloud 
environments. With NetApp and 
Google Cloud, customers can 
unlock the power of their data with 
tightly integrated, enterprise-class 
data solutions that are optimized 
and validated forGoogle Cloud.

“IDC research shows that a 
growing percentage of enterprise 
workloads being deployed to cloud 
environments share a dependence 
on storage performance, and 
increasingly prioritize tools that 
enable governance, automation, 
and data mobility,” said Deepak 
Mohan, research director, Cloud 
Infrastructure Services, IDC. 
“With NetApp’s enterprise data 
services running on Google 
Cloud, organizations can 
achieve the performance and 
functionality needed to support 
the most intensive workloads, 
and immediately drive innovation 
across on premises and public cloud 
environments.”

“We’re delighted to expand 
our partnership with NetApp to 
enable hybrid and multicloud 
deployments for customers and to 
make NetApp’s solutions generally 
available now on Google Cloud,” 
said Kevin Ichhpurani, corporate 
vice president, Global Ecosystem 
at Google Cloud. “In addition, 
customers now have the option 
to deploy Anthos on NetApp’s 
validated HCI, providing customers 
more choice in the on-premises 
hardware solutions on which they 
can run Anthos.”

NetApp’s data services and 
solutions help customers effectively 
manage their transition from on-
premises to hybrid and multicloud 
environments

“Our mission to help our 
customers realize the promise of 
the public cloud and enable them 
to drive innovation and business 
outcomes with cloud aligns with 
the approach Google Cloud is 
pursuing on premises and off,” said 
Anthony Lye, senior vice president 
and general manager, Cloud Data 

Services, NetApp. “With powerful 
NetApp enterprise data services 
and solutions tightly integrated 
into Google Cloud environments, 
organizations can achieve 
advanced data management and 
unprecedented performance to truly 
take advantage of Google Cloud’s 
innovative leadership in application 
development, analytics, and 
machine learning.”

Today’s announcements include 
the following new services and 
solutions.

netApp Cloud Volumes 
service and Cloud Volumes 
ontAPfor google Cloudare 
now generally available
•  NetApp Cloud Volumes Service 

for Google Cloud is a cloud-
native, Google Cloud integrated 
file service with the performance, 
availability, and security required 
to efficiently run business-critical 
applications. Additionally, 
customers can now confidently 
run production workloads in 
Google Cloud. Cloud Volumes 
Service for Google Cloud is also 
now available in the United 
Kingdom region.

•  Also, now globally generally 
available, NetApp Cloud Volumes 
ONTAP for Google Cloud is 
the leading data management 
solution that accelerates 
the enterprise cloud journey 
by bringing enhanced data 
protection, storage efficiencies, 
and mobility to Google Cloud and 

hybrid multicloud environments.
“Impact’s Partnership Cloud™, 

the leading partnership automation 
SaaS solution, accelerates enterprise 
growth by bringing automation 
to enterprise partnership 
management,” said Roger 
Kjensurd, chief technical officer, 
Impact. “Cloud Volumes Service 
for Google Cloud Platform has 
enabled us to develop an agile and 
flexible enterprise-grade platform 
for our customers with ease and 
simplicity. In turn, this has allowed 
us to enable customers to improve 
the full partnership lifecycle and 
optimize revenue.”

“We’ve been searching for a 
suitable replacement for CephFS 
and to do away with the headaches 
of maintaining our own internal 
Ceph stack,” said Aleem Shah, 
senior operations engineer, Prowler.
io. “We tried many alternatives, 
with NetApp Cloud Volumes 
Service coming out on top in terms 
of its ever-expanding feature set, 
reliability, and pricing. The service 
support provided by NetApp was 
unmatched in all categories.”

introducingnetApp hCi for 
google Cloud Anthos

NetApp HCI is a scalable, on-
premises hybrid cloud infrastructure 
that transforms private clouds into 
a deployable region of a multicloud. 
NetApp HCI isnow validated to 
work with Google Cloud’s Anthos, 
givingcustomers the peace of mind 
of a true enterprise-class platform 
validated with Anthos to reliably 
deploy and run their applications.

ENTERPRISE NEWS

netapp and Google cloud advance strategic 
Partnership to drive innovation in the cloud

NetApp and Google Cloud help customers unlock the power of data with tightly 
integrated, enterprise-class data services and solutions for Google Cloud

key capabilities

additional 
resources

Unprecedented ability to build a hybrid cloud.With NetApp 
Trident, a fully supported open source project, organizations can 
orchestrate a complex hybrid cloud environment that ties together 
Google Cloud, Anthos, and NetApp HCI on the premises.

Increased flexibility.Enterprises can scale on demand and add 
compute or capacity as needed to meet business requirements.

Increased choice. Choose from a wider range of leading 
application platforms, including Anthos, Kubernetes, VMware, 
and NetApp Kubernetes Service.

Learn more about today’s 
announcement

Read more about the news 
on the NetApp blog.
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swahili language version  
launched by the ada app

oyo appoints 
betsy atkins as 
its independent 

director

With a new Swahili language 
version of an AI assessment app, 
Ada Health is planning to expand 

its services in East Africa.
This tool will be designed for the 

clinicians and patience to gain more detail 
about the potential symptom causes along 
with the localized actions describing what 
to do next.

This Swahili version of the Ada app 
will be accessible on a smartphone and it 
would offer support both the professionals 
in the healthcare department as well as the 
patients in order to get them immediate 
guidance. A series of personalized health 
related questions will be asked based on 
which a person will be guided towards the 
right medicine, the proper pharmacist and 
the specialized Doctor.

In order to localize the app Ada worked 
with regional stakeholders.Also, to get the 
tool culturally and linguistically appropriate, 
the Berlin based start-up joined hands with 
Muhimbili University of Health and Allied 
Sciences in Tanzania and Swiss non-profit 
foundation Botnar during the design 
process.

Swahili version will particularly cater to 
the medical needs of specifically those living 
in East Africa. This would help in providing 
specific information about child and 
maternal issues and infectious diseases such 
as HIV, malaria and diphtheria.  

the emerging need for such 
service

This start-up is merely one of those 
start-ups which aim to use the health 

technology to fight with global access 
problems. Nevertheless, Ada has moved a 
little ahead and provided a Swahili version 
of technology.

Reportedly, 4 billion people are suffering 
from the scarcity of basic health services 
globally, but the ones hit hardest by this 
challenge are the low- and middle-income 
countries. East Africa is highly affected by 
this and lot of countries have one doctor 
per 1000 patients. Therefore, utilising the 
highest connectivity era can cater to the 
needs of the people. This tool can indeed 
help in multiple ways.

the trend of health-tech
October 2018 was the year when Ada 

declared that they would work on Swahili 
and the integration of Romanian Language. 
In fact, partnership with the Gates 
Foundation was also announced through 
which their aim was to access the efficacy 
of its AI tech parts of Africa, South America, 
South Asia and India. Start – Up Pitches

This is not however the only health 
tech company expanding into this region. 
The Rwandan government teamed up with 
Babylon Health in 2016 on a program called 
Babyl Rwanda. Under this service, people 
in the country got enabled to access virtual 
consultation with experts and doctors along 
with monitoring and diagnostic tools. 
The system not just enabled prescription 
delivery but also the access to secure clinical 
records. An AI pilot program got included 
in this partnership in order to triage new 
cases.

Atkins will not only play a supervisory 
role but also provide guidance to 
the founder of the Unicorn Ritesh 

Agarwal. He will guide the management 
on key decisions to taken around business. 
Agarwal who is now 26 founded OYO 7 
years ago at the age of only 19.

On the board, Atkins will be 
accompanied by industry experts like 
Mark Schwartz, VC, Goldman Sachs 
and Chairman of Goldman Sachs Asia 
Pacific, BejulSomania, Partner, Lightspeed 
India Partners Advisors, Munish Verma, 
Managing Partner, SoftBank Vision Fund 
and Mohit Bhatnagar, MD, Sequoia 
Capital India Advisor.

Baja Corporation which is founded by 
Atkins is a Mexican firm that runs around 
business consulting, angel investing and 
corporate governance. She not only built 
three early-stage funds at the company 
but also made early seed investments 
in consumer and enterprise software 
companies. Start – Up Pitches

TECh STARTUP

Indian hospitality start-up 
OYO Hotels and Homes has 
reportedly appointed Baja 

CEO and Founder Betsy 
Atkins asits new independent 

director.

BEtsY AtKins 
Independent Director, OYO
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SAP Concur has conducted 
a survey highlighting 
the preference for an 

integrated travel solution that 
could help ensure the safety of 
Indian business travellers.

Corporate travel in India 
is propelled by end-to-end 
technology centric solutions, 
preferences and mindset. The 
online survey was conducted 
amongst 500 Indian business 
travellers. It sheds light on the 
top concerns among modern 
business travellers in India. 
Notable highlights from the 
survey include:

opportunities for 
employers to adopt 
travel technologies 
•   77% of Indian business 

travellers agree their 
employers are behind when 
it comes to adopting latest 
technologies to manage 
business travel

•   67%of Indian business 
travellers believe in 
experiencing gap in 
technology adoption for 
booking and expense 
reporting tools

•   66%of Indian business 

travellers rated that there 
is a gap in adoption of 
travel safety tools such as 
automated safety alerts 
about their destination

opportunity to 
improve productivity, 
compliance and 
control over business 
expenses 
•   32% Indian business 

travellers rated that their 
company took 3-5 days to 
reimburse for a business trip 
expense

•   56% Indian business travellers 
believe it’s more likely to have 
their expenses reimbursed on 
time than having their plane 
leave on time.

•   55% Indian business travellers 
said that they forfeited or lost 
money on a travel-related 
business expense because 
either they didn’t think it was 
worth reporting or because 
their company failed to 
reimburse them.

travellers do not 
put safety as a 

priority despite their 
experiences with risk, 
while travelling, scope 
to adopt travel safety 
tools 
•   While 28% say, they prioritize 

safety first, 29% say, they put 
business first.

•   88% have experienced safety 
concerns while on a business 
trip in the last 12 months.

Business travel isn’t 
getting easier or less 
stressful
•   36% say that the most 

stressful part of a business trip 
is during the trip itself

•   68% say they have changed 
their travel accommodations 
owing to safety concerns

•   Nearly all Indian business 
travellers (98%) have shared 
their location while travelling 
for business, the most of 
all markets surveyed (global 
average: 91%). This includes 
nearly 3 in 4 (73%) who 
did so for safety specifically, 
second only to Mexico (76%) 
as the most likely to do so 
(global average: 58%).

millennial business 
travellers are more 
sensitive to current 
events
•   In the last 12 months, 52% 

have reduced travel to a 
location because of political 
unrest or health hazards, 
compared to 43% of Gen Xers 
and 50% of Boomers

•   50% millennial business 
travellers have also selected a 
flight based on aircraft type, 
compared to 48% of Gen Xers 
and 29% of Boomers.

•   73% Indian business travellers 
book using online travel 
agenciesor sites and over 
45% Indian business travellers 
rated the ability to book a 
hotel via a mobile app as the 
most desired service, closely 
followed by 41% who rated 
booking air travel as the most 
desired.

•   Female travellers report high 
levels of harassment – 87% 
of female Indian business 
travellers have been harassed 
on a business trip, especially 
62% say they have suffered 
the indignity of being asked if 
they were travelling with their 
husband

indian business travellers seek HiGHer 
tecH adoPtion For travel & exPenses
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Building intellectual property (IP) is the single 
most profitable way to differentiate your 
business. Building IP allows you to provide 

complete offerings, if also boost the Valuation of your 
Company  The most interesting statistic was that 75% 
of ISVs were still just concentrating on traditional 
applications that improve current processes, rather 
than on developing applications that enabled new 
ways of working, the opportunities presented by big 
data and the internet of things, there does appear 
to be a consensus that cloud and mobile are strong 
areas for ISVs to concentrate on, an exciting time to 
be a developer, ISVs don’t build apps for the sake of 
developing code; they build an app to turn an idea 
into reality.

Therefore, in a competitive market, your existing 
customers are your most valuable ones you’re 
not selling them software, have open and honest 
conversations with your customers and understand 
how you can make a difference to their business. In 
a SaaS world, you build mutual partnerships with 
your user base -- Likewise, your IP can also open 
opportunities to sell your solution through channel 
partners. Look to your network for incremental 
solutions that can be bundled to round out and 
complete your own. Continue to extend your reach by 
looking for ways to expand your IP-focused solutions 
into similar use cases in other verticals.

The number of ISV businesses has seen significant 
growth. In 2018, approximately 100,000 ISVs in play 
worldwide, compared to the roughly 10,000 ISV 
partners doing business in 2008. We forecast that ISV 
count  would reach 1 million by 2027, fuelled by their 
ability to provide highly customized applications to 
their customers and help drive the dream of digital 
transformation.

New LOB buyers are buying multiple SaaS 
application  to address their digital transformation 
goals. This combined with an abundance of capital 
from highly engaged angels, venture capitalists, 
and private equity firms to create opportunity. 
Marketplaces and no-code/low-code platforms has 
been fuelling ISV growth even further in 2019 and 
will continue in 2020.

Why to build your own IP?
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