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Ramco Systems
recasts strategy
to boost growth

Staff Reporter

CHENNAI: Ramco Systems has
put in place a new strategy to
get the company out of the
low growth tag. The new
game plan will see the compa-
ny give a renewed push into
international markets and in-
crease marketing spend sig-
nificantly. It has also taken a
conscious decision to put sev-
eral sub-product areas on the
back-burner.

The software product com-
pany, which has reported
losses for the last few quar-
ters, has enrolled over
hundred partners over the
last six months, and ramped
up its teams to address in-
ternational markets such as
Middle East and Africa.

Despite ramping up the
company’s  user-interface
team, the overall headcount
has decreased by 200 over the
last year. Most of the decrease
hasbeen natural, according to
officials.

“Indian software product
firms generally have failed be-
cause they build a product,
but don’t market it well.
We're consciously pushing
into global markets now... a
decision that will see our in-
vestment in marketing even-
tually jump from'the current
8% of sales to 25% of sales,”
said CEO Virender Aggarwal,
who was hired last year to set
the ship right. He was ad-
dressing reporters here on
Thursday. ¢

According to Mr. Aggarwal,
the company has also con-
sciously decided to not posi-
tion its products at a lower
price, as “building a brand re-
quires positioning it proper-
Iy

Mr. Aggarwal, who was pre-
viously with HCL Technolo-
gies, pointed out that the
company had built many
products which would not
have seen the “light of the
day”.

Consequently, Ramco has
put several sub-product fea-
tures and areas on the back-
burner. It has instead decided

Virender Aggarwal

to focus on growth areas that
have larger addressable
markets.

Three focus areas

For instance, Ramco’s
three focus areas now are:
ERP, HCM (Human Capital
Management) and aviation.
The company is now awaiting
market regulator SEBI's nod
for its proposed Rs. 120 crore
rights issue to meet its capital
requirements. :

“Losses are narrowing as
we run the business more
prudently. While we have no
time-line [on returning to
profit], our order bookings
are encouraging. We have
more [bookings] in the first
six weeks of this quarter than
what we sold totally in the
last quarter,” he said.
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Ramco eyes
2125crvia
rightsissue,
to launch
product in US

fe Bureau

Chennai, Nov 14: Buoyed
by the response from West
Asian and African coun-
tries to its human capital
management (HCM) soft-
ware solution on cloud,
Chennai-based RamcoSys-
temsisplanningtotakeitto
the US market soon with
necessary modifications to
adhere to the regulatory
framework there.

The company, which is
one of the major compa-
nies in aviation and ERP
solutions as well, will be
tying up with local chan-
nel partners to penetrate
intothe market.

The ITproductscompa-
ny hasalsosought market
regulator Sebi’s nod for a
rights issue to raise close
to3125 crore.

Ramco Systems chief
executive officer Viren-

' CEO VIRENDRA

| AGGARWAL SAID

| THECOMPANY

' WILL ACQUIRE

| SUBSTANTIAL

| CLIENTSIN

| OTHERPLACES
BEFOREENTERING

| THEUS MARKET

dra Aggarwal told a select
group of journalists on
Thursday that the compa-
ny will acquire substan-
tial major clients in other
territories before enter-
ingthe US market, so that
itcould build upcredibili-
ty. Also, in the first phase
the company will be look-
ing its aviation and ERP
clients who could alsoopt
for payroll solution for
theiremployees.

“ Aspartof our aggres-
sivemarketing policy gen-
erally and in the wake of
theUS entry we willbe do-
ing some big campaign to
sell our products. We will
be spending around 25%
of our sales revenues for
thenext 12to 15 months,”
Aggarwalsaid.

The company which
has been making losses
during the last few quar-
ters, hasalsodecidedtofo-
cus only on high-growth
verticalssuchasaviation,
ERP and HCM, virtually,
givingcoldshouldertothe
restof the verticals.

“We have chosen the
markets where we could
make success and accord-
ingly we have made some
realignment inour strate-
gies. We have shifted peo-
plefromlow-growthareas
to high growth ones and
hired specialists to fur-
ther fuel our growth mo-
mentum,"hesaid.
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