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Contentment does nol come casy o Lhe stars who
imhabil the entreprencurial galaxy, Annand Sarpaaik
chinmrman and ||:.1||.|.:|:13.5LI||~:\!-5| ol Cylosgdy e
Fechnoserve, Indias leading technology infrastructure
maanagement services (IMS) company, ist wrdifferent
(T8 i pursued contentmant fentlessly i his

| F-vear-old business

Flowwever, he conlesses 1o hay ing experienced 1 rar

vahon” moment last month, That s when Glodyne
which closed 2004- 10 with a tumover of 2721 crore
acquired DecisionUOne—one of North Americas larg
e pure |"|.l'| techiu -ill:.;'. |."~‘."h'u||'||~.'.|'.u'x WILR M

than 5200 million in revenue, The $104-mallion
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aceursition brought with it several marquee Fortune
SO0 clients i the US and Canada
This deal has given usa lot of pride, With this

acquisition, we are looking at a turnover of nearly
1700 crove by 2011, Buying something much bigger
than ourselves has given us the confidence to reach
the billion-dollar milestone by 2003, claims 42-vear
ald Sarnaaik, who co-founded Glodvne, earlier called
Paradvne, with his wite and former colleague, Divyy
ani Sarnaaik, i [P

Clearty, Sarnaaik s not daanted by his huge appetite
torgrowth. Clodvne ||-.‘\'L1x[~'~:_':j'- wy at more than 1500

per cent owver the mext two-and-a- hall vears to reach its



goals. As Sarnaaik points out, there are immense opportunities
that are yet to be tapped in the $54-billion global technology IMS
market. Of this, only §1 billion to $3 billion currently gets out-
sourced to India. Glodyne’s stack movement over the year proves
its capacity for wealth creation. Its share price, which hovered at
TMEin August 2009, is at TH30 today.

There’s no doubt that this is an exciting time for the company,
With DrecisionOne in its fold, the Mumbai-based Glodyne
boasts of a 3,200-phus work force spread across offices in key loca-
tions in India and North America, It is now able to offer more
services in data centre. networking, server, and workstation and
application management services. Sarnaaik has hand-picked a
team to oversee the integration process and make Glodvne's
recent acquisition a success,

Such successful scenarios didn't always seem possible. The son
ofa school teacher and a government engineer from Washim, a
small town in Vidarbha, Sarnaaik grew pp dreaming of becoming
an engineer and bagging a well-paying I'T job. Post his engineering
from Regional Engineering College in Nanded, Maharashtra. he
even got the opportunity to live his dream as an associate, market-
ing PCs and servers, in HCL-HP's enterprise division in Mumbai
in 1991, 1t’s here that the metamorphosis took place.

“When you work for a year or so, you have clarity, 1 realised that
I wanted to work for myself. | didn't know then how big or small. |
just wanted to doit.” says this first-generation entreprencur. Two
years into HCL-HP. Sarnaaik quit his job to join a group of col-
leagues to start Indosys, a systems integration company in 1993, Tn
the next four years, the group, which also included Sarnaaik’s wife,
tried to build o business together.

In 1997, the Sarnaaiks decided to part ways with the rest of
their business partners. With 210 lakh that they got from exiting
Indosys. the couple founded Paradyne Infotech. The primary
business focus was on hardware sales. But as implementation and
services orders started flowing in thick and fast, Paradyne
decided to switch gears.

Things moved briskly and by 2005, Para-
dyne hit 270 crore in revenue, It undertook

Backed with good advice and prayer, Paradyne survived. In 2005,
it went public to raise nearly 2 14 crore. The company was rechris-
tened Glodyne in October 2007 ta avoid confusion withan I'T
firm in the US with the same name.

Sarnaaik. who says his leadership style is more gut and feel than
thought, credits his success to two key factors. “For me, commit-
ment is primary. Through these years, we have built the company
on making commitments and honouring those. It doesn't work in
the short term, but in the long term, it yields huge dividends. Our
clients have stood by us," he says.

Some smart strategising has also helped the company get to
the sweet spot. First, unlike many of its competitors, Glodyne
concentrated on the domestic market through its first decade
with almost 85 per cent of its business coming from within India.
Essentially, [MS helps companies optimise their complex I'T
mfrastructures. Sarnaaik understood that a large chunk of IT
budgets were spent to maintaining current systems, especially
during recession phases when cost optimisation assumes top pri-
ority. Wisely, Glodyne chose pretty early on 1o be a pure-play
technology [MS firm, That's probably a key reason why the recent
interest shown by big IT majors in the tech IMS and Remote M5
space doesn't have Sarnaaik worried.

“Companies trust you will do a better job because of your
focus,” he says. Staying away from customised application develop-
ment, where most of the [T blue-chippers were digging gold, also
helped Glodyne manage the crowded talent market more effi-
ciently. "Our business model has been more supportive of and
dependent on technology. That's been a great advantage”

The effort has paid off. Glodyne has attracted a stream of pres-
tigious awards. For the past three years consecutively, the company
has bagged the Deloitte Technology Fast 500 Asia Pacific award
that seeks to honour fast-growing technology companies. In 2009,
it also received the Deloitte Technology Fast 30 India award, and
grabbed a fifth ranking in BT 500 India’s Most Valuable Compa-
nies in the 10 Years' Profit Performance category,

Deespite this meteoric rise, it's Glodyne's sub-
stantial niche in service offerings for the govern.

some key projects, such as setting up Reliance Glodyne Technoserve ment's social initiatives that gives Sarnaaik the
Infocomms infrastructure with Sun Microsys- mast satisfaction. Under its “E-Disha” pro-
tems. There were roadblocks, too. An engage- Earinr grammie, Glodyne is implementing the ambi-
ment with India Infoline. an Internet service IT&1MeS tious 2284-crore National Rural Employment

provider, to set up its entire bandwidth, almost

Year of incorporation

Guarantee Scheme (NREGS) project in Bihar, [i

tripped the company, even as the dotcom bub- 1997 has already started a similar NREGS implemen

ble burst at the turn of the century. Paradyne Met sales 2009 tation in Maharashtra’s Gadhichiroli district.

had bought alot of equipment from Cisco on i‘;:;"'-'a'”‘? to December) "It is our way of being conscious corporate
Crore

credit and found it tough to pay for it, as India
[nfoline went down.

Three-year saies CAGR

citizens. There is nothing that makes you feel as
good as when vour work helps the needy.” says

Sarnaaik remembers seeking Wipro chair- SN r the rather proud founder.
man Azim Premiji’s support at the time. "He has psiv s el o As Sarnaaik powers ahead to claim a greater
; : {last three years) :
been a role model. You don't forget help 1 per cent chunk of the global market, be also enters what

extended to you during tough times”
His nuaternal grandmother’s blessings have
also worked, Sarnaaik adds,
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Markat cap (as on
Decemiber 31, 2009
TF0 crore

is most definitely Glodyne's golden phase. May
be this is where this continuous pursuit of con-
tentment just might find an answer. ©
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