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WILL HAVE 50K TRAINED TO LEVERAGE
GENAITHIS YEAR, SAYS HCLTECH CEO

‘Will have 50K fully traine
to leverage GenAl by FY25'

Among the large IT players, HCLTech's fourth quarter performance in

FY24 has been industry leading. Ti

he firm's revenue guidance of 3-5

per cent growth for FY25, though soft compared to its FY24 figure, is

still strong against Infosys' 1-3 per cent. CVIJAYAKUMAR, chief executive
officer (CE0) and managing director (MD), HCLTech, in a video interview

with Shivani Shinde and Ashutosh Mishra, says that its challenger
position is working in favour of the firm. Edited excerpts:

Fourth quarter FY24
performance looks really
soft. Could youjust walk us
through whathappened
duringthe quarter? Also,
despiteastrongtotal contract
value (TCV), the guidance for
FY25isalsoonthesofterside.
When we started FY24, there
was cautious optimism
around growth inline with the
market momentumat that
time. There were signals of
reduced discretionary spends
andslowdown insomekey
verticals. Weasacompany
reacted to that with agility and
flexibility. For FY24, our
revenue growth was
8.3percentandour
servicesbusiness grew
S4percent. Theseare
industryleading. Our
services performancein Q4
hasbeen verystrongand
software hasaseasonality
issue, sothatimpactsthe
performance. For guidance,
we've assumed asimilar
discretionaryspend
environmentinFY25as
comparedtoFY24.

Doyousee things improving
during the next two-three
quarters? What's the sense
thatyou're getting from
clients and customers?
Insome verticals, we
definitely feel confident that
things willimprove. Butin
others, I'mstill assuming, at
leastin the next couple of
quarters, things may not.

Some peersare sayingthata
lot of the spends are moving
to GenAlKkind of projects,
which means sloweruptick
inbusiness.Isthatthe sense
thatyou were also getting?
Thereisdefinitely alot of

interestin GenAl, and weseea
lotoftractionin Aland
GenAl-related opportunities
where companies are looking
forrealistic and pragmatic
benefits. Still, theservices
spend on GenAlisnot
significant enough. Butitis
definitely growingevery day.

HCLTechhasbeenan outlier
when compared to peers like
TCS and Infosys. You have
grownintheUSandinthe
banking, financial services
and insurance (BFSI) vertical.
‘What worked for HCLTech?
We have the highest focusin
North America, the
largest services
market, and that’swhy
we'vebeenvery
successfulinthe US.
Almost 64 per centof revenue
comes fromthe US. Similarly,
BFSIis thelargest vertical, and
we'vetakensome bigbets, like
focusingonassetand wealth
managementaswell as hybrid
Cloud adoption. Insuranceisa
bigvertical bet. Insome of
these areaswhere we invested
in, wealsowonseveral clients
inthelast3-4 years. Many of
them arescalingup. I think
thesearesomereasonswhy
we have good outcomes inthe
USaswellasin BFSL. Weare
also benefiting from the
momentumonvendor
consolidation. The bigdeal
that we won wasalso
consolidation. Generally,
we’vebeen positioned asa
challengerinalotofthelarge
accountswhereweare
startingsmall and those
accountsare expanding
quitenicely.

Do yousee this momentum
continuing for you?

"We see a lot of traction in
Aland GenAl-related
opportunities where firms
are looking for realistic and
pragmatic benefits. Still,
services spend on GenAl is
notsignificant enough”

CVIJAYAKUMAR
CEO and MD, HCLTech

Theunderlyingmomentum,
yes, but there could besome
tactical thingslike we’ve done
adivestiture of State Street. So,
such things will have an
impact, butthe underlying
momentum will continue.

Howis HCLTech planning to
grow its GenAl services?

Onebig focusis onskilling. By
this financial year, we’ll have
about 50,000 people fully
trained toleverage GenAl
We’realso puttinga lot of focus
onGenAldevelopersand
people who canreally doall
thearchitectureand
programming. [ thinkskill is
alsoequallyimportanttodrive
growthinthissegment. We are
focused onboth.

HCLTechis an outlier whenit
comes to hiringtrends. The
pyramid structure which it
started focusing on, is that
playing out well for the firm?
Yes, Ithinkin FY22 and FY23,
we had agood intake of
freshers. We had almost
doubled itduring that time.
In 2024, because growth was
moderating, our fresher
intake came down. We took
about 12,000 people, and I
thinkthis strongly correlates
with the growth in the
business. In years where the
growth s low, we’ll have
lesser freshers, and when
growth picks up, we'll have
more freshers.
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