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Hindujas’ 2nd call
centre in Manila
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Hinduja Global plans to open
second delivery centre in Manila

‘Economic slump has increased business, reduced attrition’

Shamil Paul
Vishwanath Kulkarni
Rangalore, March 8
Business Process  GUCEOUTE-
ing company Hinduja Glohal
Solutions Lrd is exploring
options ta sel up its sccond
delivery centre in Manila to
gater Lo the rising demand for

voice-based offerings.

The company plans to set
upa s00-to-1,000-5¢at cenfre
in Manila over the nexr six to
cighl montha, which will add
o its 2.000-seac facility, it
said.

e will invest about 13-4
million in the new centre,”
said Mr Anand Vora, Chief
Financial (Mficer of Hinduja
Glohal, “We have ennugh de-
mand on the table.”

Mr Vora said the company
has seen an increase in bus-
ness because of the down-
turn, which has also brougl
dowen actririon,

“We are seeing thos trac
tion with our existing clients,
They have been doing oul-
soareing or oftshoring, and
since (hey have lasted the
benefits and also because of
the downiarn, they would
wani L offshore more proc-
csses.” said Mr Yora.

S0 a client who has been
olfshuring twn processes and
has seen signilicant benelis
now wanrs 1o offshore arher
processes in ather depurt-
ments, he explained.,

vendar consolidacion js al-
50 3 reason why the company

The company plans to sed
~upa 500-tp-1.000-se4l
cetilre in Manila gver the
next. &6-8 months

Vendor consolldation has
alsa led to icrease in
business for the campany

has seen an increase in busi-
ness, “When consalidation
happens a lot of things How
into us," Mr Vora said.
TTowever, the company 15
sceing some slowness i de-
cision making with compa-
pies that have not explored
affchoring before. “For them
it is a whale change of culurs
and mindset. There wo are
seeing that things src not

happening thar fasi,” he
added,

BUSTNESS MODEL
The company huas seen mini-
mal impact of the economic
crisia mainly because of the
husiness model it has been
ol lowing. Hinduju Global es-
sentially operutes in the in-
bound business, which is
typically  service-orienced
and deals with consumer
problems, This has not been
affecled, said Mr Vora. The
outhound business, which is
largely  telemarketing.  has
wot impacted in a big way, he
added.

The top three verticals for
Hinduja Global are insur-
ance, iclerom and consumer

electronics. While consumer
clectronics have been im-
pacted (o an extent as resule
of the global melidown, the
other three werticals have
been doing well, Mr Vora
caid.

The company sad it has
Larpe elients in che US and it
is continuously moniloring
them go that itisawarc of any
Ihad news relaced Lo the eom-
pany. It has lightened irs re-
cefvable collection and has
made sure it receives dues on
the specified day,

“We are also approaching
our clients and trying ro sec if
there ¢an be any provess im-
provements and il chose ben-
efits can be shared” he
added.



