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Background of the research:

Despite significant hype accompanying cloud computing, many buyers are exploring it as an option
for IT consumption

IT service providers jumped onto the cloud bandwagon with a plethora of services. We categorize
these services as cloud advisor, enabler, orchestrator, and provider

Buyers have certain expectations from cloud computing, though they have equally strong concerns.
Service providers have their own concerns in providing cloud services

Service providers seem to approach the cloud market with broadly similar strategies, which varies
based upon the DNA of the service providers in terms of technology competence, business
knowledge, owning infrastructure assets, and view of the cloud market

The scope of analysis includes:

Overview of cloud computing capabilities

Adoption trends in terms of geography, buyer size, and industries

Drivers of cloud adoption from the buyers’ perspective

Perspective of service providers in terms of challenges in providing cloud services and expected
winner across cloud layers and various cloud services

Description of major service providers’ strategies in approaching the cloud market
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Everest conducted an outreach with major IT outsourcing providers including the global MNCs, Indian players and providers focused
predominantly on the European market. The outreach was followed by a detailed discussion on their cloud strategies. This report
provides a comprehensive overview of the strategies of these outsourcing providers in terms of their focus in cloud ecosystem,
challenges they foresee, buyers concerns, expectations from cloud, partnerships and their future plans to tap the cloud opportunity.
The report will be useful for both the buyers to understand strategies of these providers and service providers to understand the
broader market.

Cloud = Cloud computing is coming together of already available technologies and service consumption
philosophies in a coherent and cost effective manner

= We can broadly break down various cloud capabilities into four segments, i.e., cloud advisor, enabler,
orchestrator, and provider

= Service providers have a varying focus on these capabilities, we believe not all of these are equally
important in terms of being a differentiator

computing
overview

Cloud adoption Buyer trends: , . .
el = Defying the earlier expectations of small buyers driving cloud growth, it's the large buyers who are

spearheading the cloud business growth

= Service providers are witnessing major traction in North America. Most of the service providers are
targeting their strategic client base, which traditionally is from North America

= CIOs consider cost reduction and flexibility as the most important reasons to leverage cloud computing.
They are still concerned about security and seamless integration of cloud into their legacy environment

Service provider trends:

= Offshore and MNC service providers see different revenue contribution from different cloud layers.
Offshore service providers are seeing more contribution from SaaS, whereas, MNCs are generating more
revenue from laaS

= Offshore and MNC service providers are focusing on orchestration and provider capabilities to tap the
cloud ecosystem. However, their relative focus is different

= Service providers face many challenges, the most important being a paradigm shift in strategy to provide
cloud services. Despite buyers’ concerns, the providers are surprisingly positive about the cloud’s success
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Overview — = Overview of service provider strategies for each of the cloud capabilities (cloud advisor, enabler,
orchestrator, and provider)

o MNC providers profiled — Accenture, ACS, Atos Origin, CGI, CSC, HP, Siemens IT Solutions and
Services, and T-Systems

o Offshore providers profiled — Cognizant, Infosys, Mahindra Satyam, Patni, TCS, and Wipro

Service provider
cloud strategies
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This study analysis the major reasons and hindrances N
towards cloud computing adoption. It also profiles
cloud strategies of major service providers

Revenue contribution from different cloud layers |Supplier’s concerns in providing cloud services

Revenue contribution from different cloud layers Key challenges and risks for service providers

for Indian and MNC service providers Indexed comparison of the reasons cited by the service providers as risks/
Percentage of revenue from each cloud layer challenges in providing cloud services
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laaS XX%
PaaS [ERIEEN

SaaS XX%

BPaaS Requires Cannibalization Need large Technical ! Uncertain/ :
paradigm shift  of other investments /technology  ; limited cloud 1
. i 1 |
Indian MNCs in strategy revenue streams challenges ! fd_OF_’t'frl .
Buyer’s view — hindrance in cloud adoption Sample supplier profile — Cloud orchestration
Hindrances in cloud adoption Dimensions Description
Indexed comparison of the reasons cited by buyers as hindrance towards
adopting cloud services Client = §XXX
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| concerns challenges : I reliability standards I for new m XXXX
L o e e ,  technology . XXXX
Source: Everest Research Institute (2011)
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The following documents are recommended for additional insight on the topic covered in this Research Report. The
recommended documents either provide additional details on the topic or complementary content which may be of interest

1. Hype and Reality of Cloud Computing — “Mind the Gap!”’(ERI-2010-4-R-0402a); 2010: This report evaluates cloud computing
with respect to traditional and virtualized enterprise setup and analyzes the risks and challenges associated with the cloud. It
evaluates the often neglected “Operations as a service” stack in cloud computing and elaborates on various strategies the
service providers are leveraging to woo the enterprise buyer. The report analyzes various scenarios which are possible in cloud
computing evolution, as well as key challenges that need to be overcome for these scenarios to materialize

2. Desktop Virtualization — “A Cautious March” (ERI-2010-4-R-0443); 2010: This report analyses desktop virtualization with
more focus on VDI. Comprehensive business cases include analysis of ROI for virtualized versus traditional desktops, virtualized
versus offshored/automated desktop set-up and up-front costs needed to develop a VDI ecosystem. Buyers’ concerns and
strategies of top desktop management providers (MNCs and Indian) have been elaborated along with key dimensions of their
divergence. The report also predicts the most likely scenario of VDI evolution

For more information on this and other research published by the Everest Research Institute,
please contact us:

Ross Tisnovsky, Vice President: ross.tisnovsky@everestgrp.com
Chirajeet Sengupta, Research Director: chirajeet.sengupta@everestgrp.com
Soumit Banerjee, Senior Research Analyst: soumit.baneriee@everestgrp.com
Yugal Joshi, Senior Research Analyst: yugal.joshi@everestgrp.com

ITO Team: ITOresearch@everestgrp.com

Everest Research Institute

Two Galleria Tower

13455 Noel Road, Suite 2100 Phone: +1-214-451-3000

Dallas, TX 75240 Email: info@everestresearchinstitute.com
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Everest Group is an advisor to business leaders on global services with a worldwide
reputation for helping Global 1000 firms dramatically improve their performance by
optimizing their back-and middle-office business services. With a fact-based approach
driving outcomes, Everest Group counsels organizations with complex challenges related
to the use and delivery of global services in their pursuits to balance short-term needs with
long-term goals. Through its practical consulting, original research and industry resource
services, Everest Group helps clients maximize value from internal transformations, shared
services, outsourcing and blended model strategies. Established in 1991, Everest Group
serves users of global services, providers of services, country organizations and private
equity firms, in six continents across all industry categories. For more information, please
visit www.everestgrp.com and www.everestresearchinstitute.com.
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Contact us for more information about our consulting, research, and industry resources.

Dallas (Corporate Headquarters) India
info@everestgrp.com india@everestgrp.com
info@everestresearchinstitute.com +91-124-496-1000
+1-214-451-3000 +91-124-496-1100
+1-214-451-3110 % /
° N\
g
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New York —_—
nfo@ever @everestgrp.com G@’ , antralla@everestg rp.com
+1-646-805-4000 y = W +61-3-9509-3983
j ; A

Canada UK Netherlands & Continental
canada@everestgrp.com unitedkingdom@everestgrp.com Europe
+1-416-865-2033 +44-870-770-0270 benelux@everestgrp.com

+31-20-301-2138

www.everestgrp.com | www.everestresearchinstitute.com
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