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It all began with vegetable oil. In 1945, in Amalner, a small town in western India, 
a company called Western India Products Limited was founded. Its main business 
was the production of Sunflower Vanaspati Oil, and later, soaps and other consumer 
care products. In the early 1980s, Wipro started selling IT products, later moving into 
IT services.

Today, Wipro Technologies is headquartered in Bangalore, the hub of India’s 
outsourcing industry. It has more than 130,000 employees, providing IT services and 
consulting in industries ranging from financial services and retail to transportation 
and healthcare. 

In the year to 31 March 2012, Wipro’s revenues from IT services were $5.9bn 
(£3.8bn) – an increase of 13% from the previous year. That makes Wipro India’s 
fourth-largest computer services provider by revenue – behind Cognizant ($6.1bn 
revenues in 2011), Infosys ($6.9bn) and Tata Consultancy Services ($10.1bn). The 
four companies form the bulk of the country’s $100bn software and outsourcing 
industry.

Hard times

Wipro makes more than three-quarters of its money from the US, its biggest market 
(52% of revenues), and Europe (28%).

However, concerns about the state of the world’s largest economy and the 
recession in the Eurozone lasting longer than expected could curb spending on 
outsourcing services by western clients of Indian companies. Competition from IBM 
and Accenture for the biggest outsourcing contracts, and new suppliers in emerging 
outsourcing centres, such as Bangladesh, South Korea, Vietnam, Mexico and Brazil, 
may also slow Wipro’s growth, some experts believe.

From vegetable oil  
to global IT services

Faced with challenging economic conditions in its key markets of the US 
and Europe, India’s fourth-largest IT services provider plans to expand its 
consultancy services business and focus on three technologies

by Nick Huber

Overview
Wipro Technologies is a global computer 
services company and India’s number 
three outsourcing company. It provides IT 
services, software solutions and research 
and development services in the areas of 
hardware and software design to 
companies and governments worldwide. 

The company – headquartered in 
Bangalore, the hub of India’s outsourcing 
industry – has more than 130,000 
employees. Revenues from IT services for 
the year to 31 March 2012 were $5.9bn 
(£3.8bn), an increase of 13.4% from the 
previous year. 

Wipro derives 52% of its revenues from the 
US and 28% from Europe, where it has 
about 5,800 employees.

In April, Wipro unsettled investors when it 
predicted that growth would be weaker 
than expected, as companies in Western 
markets cut IT spending because of 
recession and the crisis in the euro zone.

Wipro is focusing on three technologies 
(data analytics, multichannel technology 
and cloud computing), which it believes 
have good potential for growth.

Like rivals Infosys, and Tata Consultancy 
Service, wants to maintain its outsourcing 
business while expanding its consultancy 
services and selling more of its own 
software.

UK clients include Morrisons, Thames 
Water and Premier Foods. Wipro’s 
consulting business is small (it accounted 
for 3% of IT services revenues in the year 
ended 31 March 2012), but has good 
potential, according to analysts. 

To compete with rivals such as Accenture 
and IBM, Wipro needs to win more big 
contracts. Most of its contracts are small 
(475 of its customers spend less than $1m 
each year on Wipro). Only seven spend 
more than $100m with Wipro.
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In April 2012, shares in the big three Indian IT companies fell sharply after they gave 
weaker-than-expected forecasts for growth.

Wipro said it expected June quarter revenues of $1.52bn-$1.55bn at its IT services 
unit, an increase of up to 0.6% from January to March. 

“We have delivered revenues in line with our guidance in an uncertain environment,” 
said TK Kurien, executive director and chief executive officer, IT business at Wipro, 
when it announced its results for the year ended 31 March 2012. “Our restructuring 
journey started with us positioning the customer at the centre of all our efforts; we 
have seen progress, with customer satisfaction scores going up in each of the past 
four quarters, and we have created better value for our clients, with seven customers 
contributing more than $100m in revenues.”

Analysts were unimpressed. Before the results, most expected Wipro, which roughly 
met expectations with a 7.7% rise in quarterly net profit, to forecast a 2-4% increase 
in IT services revenue, which contributes about three-quarters of the group’s sales, 
Reuters reported.

“The guidance is clearly weak and it is consistent with our view that the industry is 
still facing challenges,” says Bhavin Shah, CEO of Equirus Securities, referring to 
Wipro’s forecast. “The offshore model has reached a point where incremental growth 
is going to be lower, and there are eight to 10 established players competing for the 
same growth opportunities.”

Douglas Hayward, research director, European services research, at IDC, agrees. 
“Growth is slowing for Indian suppliers [who] are not immune to the economic 
downturn when [companies’] discretionary spend reduces.”

Spending constraints

In the UK, the market for IT services is flat. The prolonged economic downturn 
means companies are more cautious about committing to long-term IT projects. 

“In the past, large [IT] infrastructure deals would have been over five years, but now 
[they] are being cut back to one or two years,” says Roop Singh, regional head of 
Wipro consulting services in Europe, in an interview with Computer Weekly. “The 
return on investment has to be much quicker. This is a general trend in IT markets 
across America, Europe and Asia Pacific.”

It is not all bad news for suppliers, however. Singh says companies’ ‘discretionary’ 
spending – technology that can give them an edge over rivals or help them do 
business better – is increasing.
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Revenues by geographical segment

Key facts
•  Revenues for IT services: $5.9bn (£3.8bn) 

for year to 31 March 2012, up 13% on the 
previous year

• Employees: 130,000
•  Main markets: US (52% of revenues), 

Europe (28%)

Main UK 
customers
• Diversey
• Morrisons
• Premier Foods
• TalkTalk
• Thames Water
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Application 
development
and maintenance 
23.8%Technology 

infrastructure
services 22%

Product engineering
and mobility 8.3%

Analytics and 
information 
management 6.6%

Consulting 
3%
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Revenues by service
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Consultancy push

Like competitors Infosys and Tata Consultancy Services, Wipro wants to maintain 
its ‘bread and butter’ outsourcing business while expanding its consultancy services 
and selling more of its own software. This strategy will pit Wipro against companies 
such as IBM and Accenture, which sell specialised consultancy services to different 
industries. 

Wipro’s consulting business is small (it accounted for 3% of IT services revenues in 
the year to 31 March 2012), but has good potential, analysts say. 

Wipro is not trying to be a “cut-rate version of Deloitte or Accenture”, Forrester 
Research says in a note published in August 2011. “It has neither tried to lift and 
shift a management consulting team onto Wipro’s existing business, nor has it 
looked for purely opportunistic or reactive wins.”

Instead, Wipro has used years of management consulting expertise and contacts 
and combined this with its technical expertise. 

Its consulting business still faces a number of challenges, however, according to 
Forrester, including overcoming a perception among some customers that Wipro 
is primarily a technology supplier, and scepticism about the importance of the 
consulting business among some Wipro executives.

Before the relaunch of Wipro Consulting Services, the company’s consulting 
business faced challenges winning internal respect and cooperation, Forrester 
says. “To some seasoned Wipro executives, management consulting represented 
a low-margin, low-revenue business since engagements are smaller and shorter in 
duration, and consultants are exorbitantly expensive and not usually based in India.”

To compete with rivals such as Accenture and IBM – and to become a boardroom 
favourite among global corporations – Wipro needs to secure more large contracts. 
Most of its contracts are small: 475 of its customers spend less than $1m a year on 
Wipro. Only seven spend more than $100m with Wipro.

Areas for growth

Despite all its talk about consultancy (or ‘business transformation’ in supplier jargon), 
Wipro remains predominantly a technology business. More than half (52%) of its 

Services
•  Analytics and information management: 

uses business intelligence, analytics and 
other software to analyse business 
performance and help management find 
ways to improve revenues

•  Business process outsourcing: runs 
back-office business functions from 
centres in America, Central and Eastern 
Europe, India, China and Latin America) 

•  Consulting services: business 
transformation, supply chain and 
government

•  Product engineering services: designing 
products for industries ranging from 
mobile and automotive to consumer and 
medical devices

•  Mobility: helps companies to sell products 
via mobile devices, equipping workers 
with smartphones, tablets

•  Business application services: helps 
companies integrate technology such as 
cloud computing, social media and digital 
marketing, into existing IT

•  Cloud services: helps companies to use 
online technologies, in particular 
e-commerce systems, and to measure 
their success

•  Eco energy: advises companies on how 
to reduce their energy consumption and 
use renewable energy

•  Infrastructure management services: 
advises companies on how to use IT 
hardware more efficiently

Products
•  Wipro enterprise desktops including 

Genuine Windows 7 Professional 
(Intel G41 Chipset Platform, Pentium Dual 
Core)

• Notebooks (including Aero Ultra) 
•  Datacentre systems (servers and server 

platforms)
•  Enterprise mobility (mobile devices, 

barcode scanning/printing, RFID for 
quicker data collection and updates)

Finance solutions
26.9%

Manufacturing
and high-tech
19.2%

Energy and
utilities 13.2%

Revenues to year ended 31 March 2012

Retail and
transportation 
15%

Global media
and telecoms
15.7%

Healthcare, life
sciences and 
services 10%

Source: Wipro

Revenues by industry
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revenue derives from business application services and technology infrastructure 
services. Which parts of this market will grow fastest?

Wipro is focusing on three technologies: data analytics (for example, analysing retail 
data to improve the effectiveness of a retailer’s promotions); multichannel technology 
(helping companies to sell products via mobile phones, tablet devices, and so on); 
and cloud computing (technology and services stored and accessed online).

“We have to operate in a world of constraints, for example, on capital, IT spending 
and energy,” says Bhanumurthy BM, senior vice president and chief business 
operations officer at Wipro. “We have to become innovative in the way we operate.”

Advances in computing power mean that companies are churning out more data, 
which can be hard to keep up with and make sense of.

In its 2011-12 annual report, Wipro says that “enterprise data” doubles every 18 
months and 35 billion emails are exchanged daily. By the end of 2012, 25% of 
Global 2000 companies will report information assets in balance sheets, research 
company Gartner has predicted.

Wipro is trying to expand its IT infrastructure services business – something Indian 
IT suppliers are not usually associated with. According to IDC, Wipro has about 100 
infrastructure clients in Europe.

“Wipro will never be an infrastructure outsourcing giant like HP, IBM or even Fujitsu, 
but it has a good story here,” says IDC’s Hayward, who spent two days with Wipro 
and its customers at a recent European conference. One infrastructure-heavy utility 
client spoke of being “really impressed with Wipro’s ability around core infrastructure 
services”, he adds.

Public and union opposition to offshore outsourcing is increasing, limiting growth 
prospects for Indian suppliers such as Wipro. But some markets, such as the public 
sector, remain relatively untapped.

“The public sector market is a relatively new one for Wipro, and one that has 
tremendous potential given the substantial projected uptick in government [use] 
of IT services expected over the next decade,” Ovum says in a research note. 
“Offshoring, however, is likely to be a political non-starter at the moment in countries 
like the US that are experiencing growth in unemployment.”

Wipro has expanded its presence in the US. It has a development centre in Atlanta, 
Georgia, where it has hired local employees and developed strong relationships with 
the government at a time when rivals were cutting jobs.

This allowed Wipro to overcome negative perceptions about its foreign origins and to 
establish Atlanta as a base for support and operations, Ovum says. In the US public 
sector, Wipro runs human resources and finance services for customers. It also has 
clients in courts and public transport.

Timeline
1945
Company set up, manufactures 
hydrogenated vegetable oil

1946
IPO for capital in February

1982
Sets up IT products business 

1990 
Establishes research and development  
services business

1993
Sets up IT services business

2000
Listed on New York Stock Exchange 

2008 
Sets up Eco Energy

Morrisons, the UK’s fourth largest 
supermarket, is using Wipro to help it 
replace its IT in a £310m project that is 
expected to generate £100m of annual 
savings when it is completed by 2014.

The six-year project includes the phased 
implementation of a full Oracle retail 
merchandising suite, planning and stores 
applications, as well as the Oracle 
e-Business Suite, which covers 
manufacturing, finance, human resources 
and payroll.

Morrisons chose Wipro as a technology 

adviser because of the company’s 
knowledge of retail systems. During the 
planning phase, Wipro led teams 
specialising in business intelligence 
technology and data warehouses and 
acted as the link between technical and 
business teams on the project.

A new financial system, which automated 
and simplified business tasks, saved 
Morrisons £7m in the first year it was rolled 
out. 

The retailer’s warehouses are also more 
efficient. Morrisons is using technology to 

track the movement of every product, 
helping it to cut stock levels and reduce 
working capital.

“What really stood out was the flexibility 
that Wipro demonstrated,” says Phil 
Goodwin, Morrisons’ programme director. 
“We wanted a contract that would enable 
us to work in partnership together, as 
things change in terms of the business 
priorities and activities on the programme. 
Wipro showed an incredible amount of 
flexibility as far as that was concerned.”

Source: Wipro

Case study: IT delivers more for Morrisons
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In common with other Indian IT suppliers, Wipro has a reputation for good customer 
service, using its knowledge of different industries to improve customers’ IT and 
business functions. It often exceeds service levels stipulated in contracts.

One satisfied Wipro customer told Hayward that he did not know of one occasion 
where Wipro had said “sorry, that’s not in the contract”. This approach to service 
means Indian vendors are likely to appeal to UK chief information officers, who may 
be more accustomed to talking to suppliers through lawyers when deals turn sour.

But can Wipro’s eagerness to please create different problems for its customers? 
According to some analysts, customers of Indian suppliers have said that the 
suppliers are reluctant to say no to a customer – for example, if a demand for a new 
IT system is impractical. 

Wipro customers also reported to Hayward that the company was not good at 
proactively suggesting and driving change (particularly business change) in its 
customers’ organisations.

Financial challenges

Wipro is facing the same challenges encountered by most fast-growing companies. 
The bigger they get, the harder it becomes to maintain the rapid growth of earlier 
years. Ed Thomas, senior analyst at Ovum, says the 20% growth rates achieved by 
Wipro before the 2008 financial crisis created “slightly unfair” expectations.

Wipro normally reins in expectations before its results, Thomas adds. Forecasts for 
revenues tend to be cautious – and often exceeded. This is one reason why Wipro’s 
forecast of flat growth in IT services in its fourth-quarter results in 2012 worried 
analysts.

Acquisitions may provide a fillip. In May 2012, Bloomberg reported that Wipro was 
seeking to make more than $1bn in acquisitions over the next 18 months, targeting 
deals between $50m and $300m.

The company has indeed come a long way from its origins as a manufacturer of 
vegetable oil.

Global executives
• Azim H Premji, founder and chairman
Premji has led Wipro since the late 1960s. 
In 2007, Business Week listed him among 
the top 30 entrepreneurs in world history.

• TK Kurien (TK), CEO, IT business and 
executive director
Before taking over as CEO of the IT 
business, in February 2011, TK was 
president of Wipro’s recently launched Eco 
Energy business. Before joining Wipro, TK 
was managing director of GE X-Ray.

• Suresh C Senapaty, executive director 
and chief finance officer
Senapaty was previously vice president of 
finance at Wipro Infotech. He played a key 
role in Wipro’s listing on the New York Stock 
Exchange in 2000.

Source: Wipro

UK offices
• Wipro Technologies
3rd Floor, Kings Court,
185 Kings Road, Reading RG1 4EX 

• Wipro Technologies
West Wing Level 2,  
3 Sheldon Square, London W2 6PS 

• Wipro UK Limited
Hemel One, First Floor,
Building 1, Boundary Way,
Hemel Hempstead HP2 7YU

• Wipro UK Limited
Campus 1, Bridge of Don,
Balgownie Road,
Aberdeen AB22 8GT

• Wipro UK Limited
5 Redwood Place, 
Peel Park Business Centre,
Ground Floor West Wing, 
East Kilbride G74 5PB


