© INTERVIEW: THIERRY DELAPORTE, CEO & MD, Wipro
‘We want to be more aggressive on M&As’

Wipro’s new CEO and MD Thierry
Delaporte took over in the middle
ofthe ongoing pandemic. Puttingin
place changes, the company has
announced severallarge deals since
then. In an interview with Srinath
Srinivasan, ti¢ CEO shares his vision
Jfor Wipro and how he intends to
make the most of market
opportunities. Excerpts:
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best practices?

Yes, indeed, the mood at
Wipro is spirited. One key rea-
son for belief in the course we
haveadoptedisourlaser-
sharpfocusonsimpli-
fication, client-cen-
tricity and bold
execution. While
the world was
reeling under

the pan-

demic, we
went  the
extra mile to
setourhouseinorder

The market expects
Wipro to grow on a par
with its competitors. Is
this sentiment reflected
within the organisation?
How are you balancing
market expectations with
the need to retain the
organisation’s cultureand

and take some difficult calls, emerg-
ingin 2021asapotentialleader.Atthe
same time,some things remain sacro-
sanct. Wipro’s culture and values are
our North Star,and we will not com-
promiseonthem.Thesevaluesssitwell
with my goal of market-leading
growth for the company. I believe
growthat the expense ofacompany’s
mandateisafalse choice to make,one
thatisboth unsustainableand wrong.
Weare gearing up to tap the opportu-
nities on offer, especially the growing
demand forourCloud services,digital
transformation services,and digital
operations,and we plan towin in the
marketplacewhilestill being driven by
ourvalues and company mandate.
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‘We want to be
more aggressive
on M&As’

Your competitors have been
aggressivelyinvestingin dig-
ital and new platforms and
products, given the large
dealsup forgrabs.What areas
areyou focused on and why?
Ourinvestment plan covers
abroad spectrum of areas,from
salesand partnerships to capa-
bilities, to IPs, to culture and
talent. We have scouted the
market and selected thebest of
talent in the industry. We will
thus be onboarding several
senior regional leaders and
global account executives. You
will soon see a revitalised and
diverse leadership at the helm,
which will join me in Wipro’s
push for new heights. We are
strengthening our service
offerings by building vertical-
led solutions.Thiswill be keyto
being a market leader, setting
usapart from our peers.We will
also invest in products and
platforms that help us acceler-
ate and uniquely position our
services business. We are
preparing for an ambitious
drive to hire domain specialists.

These will be people with deep
technology expertise, and the
right mindset. We also want to
be moreaggressive on strategic
mergers and acquisitions
which can help us grow faster,
by granting us access to capa-
bilities in new-age technologies
and newer markets.This means
wewill stepup ourinvestments
in start-ups, via Wipro Ven-
tures, giving us an edge in the
newer technology areas.

What isyouroutlookon mar-
ket recovery across regions?
How well is Wipro positioned
to lead the sector and what
are the challenges ahead?
Inthe course of the Covid-19
pandemic, many businesses
realised that theirbusiness con-
tinuity plans, digital readiness
and security protocols were not
effective enough. There’s never
been a better time to review
enterprise IT resilience. For us,
that is good news. The demand
environment has been improv-
ing steadily over the last few
months.Wipro’sQ3 2021 order
book saw double-digit growth
ona year-on-year basis. Our Q3
dealwins,and Q4 order pipeline,
is a mixed bag of big and small
deals, representing almost all
sectorsand service offerings.We
see traction in all markets, but I
dare say Europe is particularly
strong for us.We have closed 12
large deals with a total contract
value of $1.2 billion, including
our largest-ever deal in conti-
nental Europe. We spot an
opportunity for dramatic
growth ahead of us.And Wipro
is well-positioned to make the
most of it. We havere-structured
and simplified our global busi-
ness to offer what our clients
need the most in the post-pan-
demic world — agility, inven-
tiveness,and digital acumen.



