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The Marketplace
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Global Services Taxonomy

IT & Business Services & Outsourcing Markets

v ‘

Project Based IT Services IT Outsourcing Business Process Outsourcing

* IT Consulting « Application Management Cross Function Industry Services

‘ ConSU|ting e SyStem * Network Management Eilrjlr;?:e?i?:l&cfnting : (Plz)r,crigegéfvices
Integration » Desktop Management « Customer Service * Reports

* Custom Applications « Hosting . Zurch_asing & . Eata Man;\gement
Development . Sgll:erg IggMarketing Pc;?/r:e?lrt]s

e Support « Training + Others

» Research &
Development

(Onshore) (Near-shore) (Offshore)
Outsourcing projects that are completed Outsourcing projects that are completed Outsourcing projects that are completed
Onshore Near shore Offshore
* Services are outsourced to a locally based » Near-shore would refer to projects that are » Offshore Outsourcing refers to projects that are
provider. Examples in America would be outsourced to a service provider based in a outsourced to providers that are based
IBM € EDS etc nearby geography, usually within similar time overseas usually in India or China
» They can also be foreign companies which zones * These can also be foreign companies locating
have a same country operation as their client.  Benefits are cultural similarity and ease of their internal operations center in a different
For example Wipro, Infosys, etc, in USA management geography (e.g. IBM’s Finance Department is
« Examples are USA outsourcing to Mexico e in Malaysia and Puerto Rico)

Japan outsourcing to Dalian, China, Singapore
outsourcing to Malaysia
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Available Market

IT & Business Services & Outsourcing Markets
IT Outsourcing Business Process Outsourcing

| 1
1 I
« IT Consulting « Application Management Cross Function Industry | 1
* Consulting & System * Network Management ° Eiﬁ?::e?source o Servitces 1 The Total I
i o ° . . ayments .

Integratlon . X DeSK_IOp Managemem Accounting * Cards services ' Aval Iable Market !
e Custom Applications * Hosting « Customer Service «  Reports I 1
Development * Purchasing & + Data | 1
. Sourcing Management |
SUppOﬂ . Sal_es_ & Marketing « Loans and I_ ____________ -

« Training Payments

« Research & ¢ Others

Development

(Onshore) (Near-shore) (Offshore)

Outsourcing projects that are Outsourcing projects that are Outsourcing projects that are
completed Onshore completed Near shore completed Offshore

« Services are outsourced to a locally based « Near-shore would refer to projects that are « Offshore Outsourcing refers to projects
provider. Examples in America would be outsourced to a service provider based in that are outsourced to providers that are
IBM é EDS etc a nearby geography, usually within similar based overseas usually in India or China

« They can also be foreign companies which time zones « These can also be foreign companies
have a same country operation as their « Benefits are cultural similarity and ease of locating their internal operations center in
client. For example Wipro, Infosys, etc, in management a different geography (e.g. IBM's Finance
USA « Examples are USA outsourcing to Department is in Malaysia and Puerto Rico)

Mexico & Japan outsourcing to Dalian,
China, Singapore outsourcing to Malaysia

*Total Available Market: Refers to all services rendered 3 Party IT providers in the areas of Business & IT
Outsourcing. This includes areas of work for vendors who choose to expand their businesses geographically
to deliver services from where the demand stems

*Total Addressable Market : Is a sub-sect of the available market and represents the export of the
aforementioned services to a country other than where the services demand originates
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Addressable Market

Onshore
component

. $1 Tn
$Billions
Services
A expenditures
captured by
onshore players
(e.g., EDS, IBM)
Services
expenditures in
"onshore "
market ,
Expenditures captured
using onshore locations
\ 4 > (e.g., US, Canada, France)
$240 B
- .
— Expenditures captured
. — using offshore locations
— — [ —— o o
U ——— (e.g., India, China)
Offshore
component
Services
expenditures captured
The addressable market for Kenyan vendors. The offshore market segment is still by offshore  players
very small and emerging in the overall market . However, it's growing quickly with a ﬁ:gs IV\;'pro*
CAGR of over 20% in the coming five years. - Infosys)
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Breadth Of Services Within

Future
Services

Emerging
Services |
Current $

Services 7 ™

% \ # !

#

\_ /
—ﬂ

Note: not a complete list

—

1l
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Where “Convergence” Is Imminent

Low *ADM (application development and maintenance)
*Technical support
*Systems Integration, Packaged Implementation
|T *Technical Consulting
SeI‘ViCGS *Remote Infrastructure Management (Outsourcing: Desktop, Data Center, Networks)
*“On-site” Infrastructure Managed Svc (Outsourcing)/ Asset Light OD Models
*Business Consulting
Business Risk .
High Convergence
to Customers
*Business Consulting
*Multi-Tower Outsourcing (Combining BPO with ITO)
Analytics/KPO/R &D/Engineering
«Multi-Functional Outsourcing (e.g. Horizontal: HR, Customer Care, F&A,
BP O procurement; Vertical: Banking, Telecom, Healthcare)
eFunctional Outsourcing (e.g. Horizontal: HR, Customer Care, F&A, procurement;
Vertical: Banking, Telecom, Healthcare)
*Discrete/Single “Sub”-Process Management and Execution (e.g. Horizontal: HR,
Customer Care, F&A, procurement; Vertical: Banking, Telecom, Healthcare)
*Data Processing Services (e.g. Claims, Check)
Low *Document Management

Low «_» High
Complexity of Service Requirements
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Knowing The Competitive
Landscape
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Global Shoring Ecosystem

Nearshore:
Canada

/

Ireland

Onshore: ‘
USA
\ Onsite/
} Offsite
Nearshore: .\
i Nearshore:
Mexico . Caribbean — ‘
/ Jamaica, DR
Nearshore: Offshore:
Central America Ghana
Nearshore: . Nearshore:
Chile Brazil
Nearshore:
1 N hore:
« Easier travel (< 4 Hrs) Argenting

* Cultural affinity
* Time zone
 Security/Stability

‘ Longer-Term Prospects

11/12/2009

Offshore:

Offshore:

South Africa

. Current Priorities

© 2009 Matryzel, All Rights Reserved

Offshore:
Poland Offshore:

. . Russia

Offshore:

. China

‘ Offshore:
Vietnam
Offshore:
UAE ‘ . Offshore:
Philippines
Offshore: PP
India
Offshore Offshore: Offshore:
Kenya Malaysia Singapore
Offshore: . ‘
Mauritius OﬁShore-

Onshore:
Australia

e Lower costs

* Time to market
 Mature Resources
» Scale

‘ Mature options
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A GENERATION I

GENERATION I

REVENUE POTENTIAL

MARKET & GOVERNMENT GENERATION |

TIME

Source: Matryzel Consulting Inc.,
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Generation |

PROVEN LOCATIONS EMERGING LOCATIONS

INDIA VIETNAM
PHILIPPINES BrRAZIL
i KENYA
MARKET & GOVERNMENT GENERATION |
TANZANIA
SRI LaNnKA

FOCUSED ON ENABLING FACTORS
THROUGH LEVERAGING EXISTING COMPETENCIES/ EXPERIENCE
FURTHERED BY CREATING APPROPRIATE POLICIES & INCENTIVES

AND WITH GOVT. FOLLOWING A NO-INTERVENTIONIST APPROACH

Source: Matryzel Consulting Inc.,
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Generation |l

PROVEN LOCATIONS EMERGING LOCATIONS

JAMAICA GHANA
GENERATION CHINA ARGENTINA
I
HUNGARY CosTa Rica
MARKET & GOVERNMENT GENERATION | -
Romani A EL SALVADOR

FOCUSED ON ENABLING FACTORS

THROUGH LEVERAGING CORE PEOPLE SKILLS & COMPETENCIES
SUPPORTED BY FAIRLY DECENT INFRASTRUCTURE

FURTHERED BY CREATING APPROPRIATE POLICIES & INCENTIVES

AND WITH GOVT. FOLLOWING A QUASI-INTERVENTIONIST APPROACH

Source: Matryzel Consulting Inc.,
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Generation Il

PROVEN LOCATIONS EMERGING LOCATIONS

GENERATION

Il PoLAND MEXICO
GENERATION CzeCH REP. MALAYSIA
Il
. CANADA SINGAPORL
MARKET & GOVERNMENT GENERATION | -
[RELAND SOUTH AFRICA

Russia

[SRAEL

FOCUSED ON COMPREHENSIVE SET OF COMPLIMENTARY FACTORS

LEVERAGING PEOPLE SKILLS, HIGH-END INFRASTRUCTURE & A PROACTIVE INDUSTRY
FURTHERED BY CREATING APPROPRIATE POLICIES & INCENTIVES

SUPPORTED BY EXCELLENT GOVT. INDUSTRY COLLABORATION

AIMED AT ECONOMIC DEVELOPMENT, REGIONAL INTEGRATION & KNOWLEDGE CREATION
AND SUPPORTED BY ROBUST DOMESTIC CONSUMPTION OF SERVICES

Source: Matryzel Consulting Inc.,
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Positioning Of Destinations — Evaluation Is Complex

Appetite For Verticalization Multi-Sourcing Risk & Process Cost Regional Vs.
Various Business Leading To Adaptability & Diversification Rationalization & Global
Models & Ability  centers Of Offshoring Enhanced Intra-

To Become A Excellence Orientation Location Options

“Modular “

Location

WHAT IS DRIVING “LOCATIONAL ASSESSMENTS”
Is Not Just “Availability Of Talent Pool”
Or “Existence Of Adequate Infrastructure” That Can Support Outsourcing Initiatives

Its In The Location’s “Inherent Competencies” That D rives The Ability To
“Sustain”

And Cater To “Client Business Needs” And Not Just “S ervice Needs”
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Leveraging Local Strengths
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Pursue A Dual Penetration Strategy

— Long Term
Local Providers Local Export

* Local Kenya companies build reputation Local providers can
and brand in meeting in-country (Kenya) leverage brand and ‘
customer needs ibili I
i . | S Ll (ibCEI « Focus on building
* Ability of local providers to build ecosystems offshore location, coupled .
and supplier relationships  with MNCs with own proven export opportunities
by local players
directly to
US/Europe.

Short Term

l capabilities

Global Providers t

with Captive
Operations Prove y

MNCs with

Captive
Operations

Build brand of
Kenya-based
providers as reliable
source of IT and
business process
skills and services to

* Establish confidence
in US/European
companies (buyers
of services) being

« Enables non-Kenya-
based providers to
validate ability to
utilize local resources

* Establishes brand
and builds credibility
of Kenya as a reliable

-

able to rely on Kenya

as reliable source of
services to support c
local customers

Pursue MNCs that
currently utilize
offshore captives as
initial targets, followed
by MNCs that have
not used captive
operations

11/12/2009

effectively in building
local opportunities

Builds confidence in
US/European

service providers in
doing business in
Kenya and ensuring
customers in
developed markets of
quality of services for
export

source of IT and

business process skills
and services that can

be exported to
developed markets
(e.g. US, Europe)
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non-Kenya-based
markets, particularly
developed markets
(e.g. US, Western
Europe)
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Enable Deployment of “Hub & Spoke " Models

Popular Offshore Outsourcing Destinations « Multinational companies are aiming at a global

supply chain, while service providers are looking
at newer destinations to enhance their delivery

5 %:@@ 5 A L N . |
PVLEN footprint in the competitive sourcing scenario.
Canada f . S ) . .
0 9 Russia r . + Companies that have made India and/or China
raine ¥
W their “hub” are especially looking at countries like
%( the Philippines, Malaysia, Vietham, etc as
¢

“spokes”.

Mexico
» Forinstance, Indian companies like Infosys,

Satyam, Wipro, etc. have set up centers in
Malaysia & Philippines to compete with the

Costa Rica . .
global giants like IBM, Accenture, etc.

» The “Spokes” serve as regional centers serve or

J

Argentina Vietnam

| ﬁ
Chile QJ v

The adoption of “global delivery” — as a result of increasing knowledge and maturity amongst buyers — is leading to a search

}7 disaster recovery and business continuity
centers, and sometimes just near-shore centers
to some of the key markets.

for newer locations beyond established destinations like India, and creating opportunities for emerging destinations

Source: KPMG Analysis
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THANK YOU

Bobby Varanasi, COP

Chairman & CEO, Matryzel Consulting Inc
Asia Ambassador - IAOP
bobby@matryzel.com
+60.17.379.0215; +1.302.525.2593
Skype - bobbyvar
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