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corporation stands out at the

top of the market pyramid
when it is able to both lead
its market and generate a sustainable
profit. Infosys of India, a globally
renowned consulting and information
technology service provider, is one
such company. Infosys offers its clients
across the world a wide range of
services and offerings, from business
consulting and BPO to technical system

design, and bespoke software, to name
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for 26 years, Prabhat
Kaul is leading the
team in China to help
clients take advantage
of the best available
technology and innovate
in their respective
industries, and ride the
digital transformation
wave. Sitting in the
main boardroom on the

top floor overlooking
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just a few. Infosys' story and its entry My, Prabhat Kaul, Associate Vice President, Infosys and Head of Sales,

into China is representative in many Infosys China
ways of China's growth and change during the 40 years of
opening up and reforms.

Infosys entered the China market in 2003, setting up Infosys
Technologies (China) Co., Ltd— a wholly-owned subsidiary
of Infosys, headquartered in Shanghai. By then China’s rapid
economic growth was well on its way and Infosys set a goal to
establish a world-class R&D delivery center in China geared
to provide consulting and information technology services to
its clients across the world. 15 years since first taking root in
Shanghai, Infosys China has since bloomed to be a poster boy of
an MNC in China.

On the occasion of the 40th anniversary of China's reform
and opening up, our journalist paid a visit to the company's
brand new Zizhu park headquarters to speak with Prabhat Kaul,
Associate Vice President, Infosys and Head of Sales, Infosys
China.

In a number of ways Prabhat himself is a living symbol
of Infosys' global footprint. He has experience of working in

India, Germany, and Switzerland. A veteran of this business
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the IT park, Prabhat
opened up to me to
share the Infosys story with me, which its own history nearly
as long as China's opening up and reforms period. “In 1981,
Infosys was founded by seven Indian engineers who cobbled
together the US$250 that was needed to register the business.
The company grew, slowly, but it was around 1992, a milestone
year in India's own economic opening up, when the company's
fortunes truly took off, with Infosys pioneering what is now
known as the Global Delivery Model (GDM) to provide a wide
range of services to international clients.

Fast forward to today, Infosys has a market capitalization
of US$400 billion as of 2017, generating annual revenue
of US$10.9 billion employing more than 200,000 people
worldwide. Prabhat then turns to China: "we entered the Chinese
market in 2003 and headquartered in Shanghai in order to
serve international customers. At the beginning, we played the
role of a talent developer—a core tenant of the IT industry. We
selected outstanding graduates, trained them, including stints
in India, built their skills to get them to the best shape possible
to succeed in and contribute to China's IT industry". He adds,
"in recent years, our business has changed a lot. Most notably,
more than 50% of our clients are from China. Building roots
in the local market through establishing long-term strategic
partnerships with Chinese companies was our long-term goal at
the start. Our numbers today show that this is now paying off
and we intend on doubling down on this further, especially as
Chinese companies are increasingly going global. The best show
of our faith in the market? We invested US$150 million to build
our own campus in Zizhu Park, Minhang District, Shanghai, to
give us the capacity to scale up our operations considerably."

Over the past 40 years of reform and opening up, China
has achieved considerable success in a number of areas,

technology has played a big part and Infosys' growth—built on
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helping Chinese companies

in a range of areas such

o

as technical consulting,
application development,
systems integration, product
engineering— is very much a
part of this.

Today is the era of
mobile Internet, big data,
cloud computing and
digitalization. How central is
this to Infosys?

"We provide both
the business advice, as an IT service consultant, as well as
then as a technology creator help our clients embark on the
journey of digital transformation. Helping customers achieve
intelligence and automation is our global strategy; hence our
newest motto: Navigate Your Next. To realize this strategy
we have implemented specific practices in four aspects: first,
achieve agile digital at scale; second, activate an Al-powered
core by using new technologies such as machine learning and
automation; third, enable staff to continuously learn and update
their skills; and finally, localization, i.e. focusing on the local
market. We operate in more than 50 countries around the world
therefore we believe helping Chinese companies go global is our
strength."

Prabhat cogently analyzed the strategic transformation of
Infosys in the context of the new era. It is well known that Indian
IT companies are innovative, particular in unique product
development and quality. When talking about the innovation
of Infosys, Prabhat says, "We help our customers continuously

upgrade their automation systems by automating more of their

processes and adding intelligence. For example, in call centers,
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we automated several manual

operations with results that are

more accurate and efficient. The
real value in the so called 'big
data' that we talk about is in
being able to process and extract
insights from large volumes of
unstructured data. This is where
Infosys steps in to help clients to
collect and extract insights from
Big Data using bespoke analytics
engines we develop in-house. This
is one simple example of how we
deliver value to our clients through service."

During the course of the interview, the journalist was deeply

impressed by Prabhat's very evident vast managerial experience

and know how. The rapid development of various industries in
China and the need to adopt digital transformation has created
more space for Infosys to grow into. Blessed with this unique
opportunity window, Infosys, with its expertise and global
know-how will continue to infuse automation and intelligence
into more companies. When discussing future development
plans, Prabhat Kaul exclaimed with confidence: " It is predicted
that the size of China's IT market will be $60 billion with the
growth rate reaching 15%. Our goal is to achieve a 20% increase,
5% higher than the average growth. Going beyond turnover, I
hope we can become a benchmark in the industry. We expect
to establish Center of Excellences (COEs) in China for several
advanced technologies which we envision will be at the forefront
of the industry in the world."

The higher you reach, the further you see. We sincerely
hope that Infosys can continue to play a leading role in in

China's IT industry and Sino-India economic exchanges.



