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utgrown legacy systems

and increased server

maintenance issues were

unexpectedly pressed on

eBioscience, a research
reagent manufacturer, as it worked to
keep pace with its expanding business
needs. The expansion requirements cre-
ated a no-win situation for the company,
with a non-scalable platform baseline,
inadequate IT infrastructure and sub-
standard reporting capabilities. An add
on to these woes, strict compliancy re-
quirements were becoming increasingly
difficult to meet for the IT department.
They needed a new, efficient system to
provide better visibility into shipments,
custom order turnaround time and re-
ceivables. The reagent manufacturer was
not able to settle on any appropriate so-
lution or application to meet these needs.
At this point, they chanced upon Abaris,
a Teledata Technology Solutions’ (TTS)
company, which specializes in the deliv-
ery of Oracle based solutions. Within
four months, eBioscience saw a com-
plete revamp of its business applications
with Oracle’s business application suite.
Today, the company tracks receivables
and the orders of next day shipments in
real-time, with an up-to-date, scalable
platform for any business expansion. In
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2006, TTS was spun off from its incu-
bating company, Teledata Informatics
and is currently an IT consulting firm
with core competencies in Enterprise
Resource Planning, Customer Relation-
ship Management, Business Intelligence
and IT hosting operations.

For a venture to ultimately succeed,
crisis-management is a core competency
requirement and CEO, Anush Ra-
machandran of TTS has learnt this les-
son well. Two years down the line in
2008, when TTS was in the midst of
etching its footprint across the IT service
industry, the Wall Street bubble burst
which brought with it the subsequent
global recession. The global effect on IT
market revenues was a decline for TTS
revenues by over 20 percent, driven
largely by decreases in available busi-
ness, rates and license fees from cus-
tomers. The consulting firm was faced
with not only an absolute decrease in
revenue, but also with an additional chal-
lenge of generating less revenue for the
same amount of effort. The economic
uncertainty did not deter Ramachandran
or David Price, the President of TTS,
who is currently transitioning to the role
of a CEO. The recession presented them
with the platform to confront certain or-
ganizational and operational assump-

tions that had crept into their business
model during the more prosperous times
when the economy was vibrant. They
conducted a major, low level review of
almost every single financial assumption
built into their operating model and ana-
lyzed the manner in which the individ-
ual divisions operated both externally
and internally with each other.

The Strategic Leap
“In many instances, we discovered that
some of our units were delivering rev-
enues using third party companies as op-
posed to utilizing available resources
elsewhere in the company. This was be-
cause the evolution of the business had
not forged the necessary “organizational
wiring” to enable the right flow of infor-
mation as well as the corporate policy
and directives to maximize inter divi-
sional cooperation,” reveals Price. Keep-
ing the discoveries in mind, a new
organizational blueprint was introduced
that has removed the historical bound-
aries within the company and the com-
pany is implementing a global sourcing
and delivery strategy that integrates the
U.S. operations with their other organi-
zations in India.

This new organizational approach
complemented the growth initiatives

The recession presented them the platform

to evaluate the intricacies within the

company. The discoveries helped them to

build a new organizational blueprint that

has removed the historical boundaries

with three elements. First, there is a
growing demand for new solutions to
support the emerging SmartGrid and
Smart Metering Markets, which in turn
is driving a demand for consulting, prod-
ucts and solutions both in the U.S. and
Europe. Hence, they designed a vertical
industry strategy focused on Energy and
Utilities (E&U) market to provide their
enabling data and transaction manage-
ment solutions and contact intelligence
solutions like Call Logic. The latter so-
lution, will be expanded to become Con-
tact Logic by 2011, incorporating new
capabilities to integrate web, email and
chat traffic into the overall contact intel-
ligence solution. “This critical element
in the ongoing success of TTS will also
require quality relationships with key
global vendors to enable the widest de-
ployment of our IP solutions as possi-
ble,” says Ramachandran.

Second, the IT Implementation and
Operations Services Strategy drives a re-
newed focus on the implementation and
support of the Oracle eBusiness Suite,
coupled with implementation and sup-
port services for the Amdocs CRM suite
of products. Their core Oracle Solutions
business as well as the CRM business
have evolved and now deliver the full
service solution packages. The Oracle
business has been particularly success-
ful in converting implementation cus-
tomers into long term support and
consulting relationships. Along with new
solutions, the final ingredient in the re-
invention of the company was the re-
structuring of the corporate management
and global delivery operations processes.
These strategies have already begun to

hit the target, for instance, TTS new ac-
count management approach has yielded
a significant long term IT partnership
contract wherein TTS will assume the
overall role of IT management and op-
erations.

People Strength

The coming year will see the implemen-
tation of a new, more efficient delivery
management framework that will allow
TTS to maximize the efficiency of the
operations around the world. This more
efficient framework will be a key to the
success of their product solutions and
new range of lifecycle solutions for Or-
acle and CRM platforms. TTS’ new
Strategic Account Management Process
(SAM) and operating model to support
better customer relations aims to expand
upon a set of key customer relationships
that the company has maintained for a
number of years. TTS has also launched
an Automated Metering Infrastructure
Technology and Operations solution, to
allow utilities to operationally monitor
and manage the next generation of
highly complex revenue data manage-
ment solutions. To maintain the momen-
tum of these strategic steps, the
consulting firm understands the need to
have a technologically savvy team. So,
the firm is working on better manage-
ment and leadership approaches to attain
new levels of clarity with their employ-
ees, to enhance communication within
the business and foster a faster delivery
process. This will be enhanced further by
the introduction of TTS’ Global Deliv-
ery Model that aims to transform not
only their core solutions delivery and

David Price

product development processes, but also
how they can bring in new talent and fos-
ter their employees’ development.

Expansion Goals

TTS rebranded and consolidated itself
over a two-year period following ac-
quisition of businesses and divisions
like LogicaCMG’s Detroit unit, Al-
phasoft Services Corporation and
Abaris to attain its current set of capa-
bilities as a business. With 800 em-
ployees around the world, TTS is set
to venture in new geographies while
raising additional capital for both or-
ganic and inorganic growth through
acquisitions in key markets.

Their strategic thrust in the coming
years will be a focus on building on their
existing successes and capabilities in the
Energy and Ultilities Market, and ex-
panding their solutions footprint in this
space. “This is a key initiative for us in
the next three years with new industry
requirements driving unprecedented lev-
els of market spending in the next gen-
eration of IT solutions and physical
assets to support a more efficient energy
grid. We intend to place our company at
the heart of key developments in this
arena,”’says Ramachandran. Price con-
cludes, “The overall result we seek is to
make the company a sound investment
for our shareholders, a good partner to
do business with and a rewarding place
to work in the years to come”.
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