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Businesses face heightened uncertainty and being dynamic is not an option any longer. 
Enterprises need systems that are light-footed, connected, and scalable to remain competitive 
and deliver value to their shareholders, employees and foremost, their customers.

Accelerated digital transformation over the last few years has hinged on how customers can be 
served on-demand, remotely through and across digital touchpoints. Businesses have been 
compelled to acknowledge and adopt the cloud to remain competitive, sustainable and get to 
the future, faster.

Cloud-based infrastructure is the cost-efficient, secure, flexible, mobile, and sustainable 
solution for businesses to deliver the aforementioned value. As businesses move towards a 
digital-only and digital-first approach, it is imperative that organizations appreciate the utility 
that cloud brings to the table.

Going beyond what the cloud can do, and 
addressing why it is necessary, to begin with, steers 
an enterprise’s transformation journey through the 
three pillars - redefining, reimagining, and 
redesigning business. 

Redefining business rewires the enterprise into 
generating more revenue. Reimagining business 
directly impacts the sustainability aspect of the 
business and redesigning business has a positive 
correlation to the improved profitability. 

From ‘what the cloud can do’ to ‘why cloud’

In a broader sense, these 3Rs collectively address how to find newer ways to earn revenue either 
through the same or newer sources, focus on maximizing the chance of repeat business and 
retaining a hard-won customer, and finally, offer clear visibility into the inner workings of the 
business so that its processes can be optimized.

With digital natives growing at 30%+ YoY, cloud native platforms are predicted to be the 
foundation to 9 out of 10 new digital initiatives by 2025. Cloud computing as a market is 
predicted to cross the USD 1T mark by 2026, with resiliency being the prime driver. 

Enterprises are ramping up spending on digital transformation, by 2024 this will make up 55% of 
all technology investment worldwide. Reaching USD 6.3 Trillion. Let’s take a look at what the 
early adopters have achieved.



Growth is a prerequisite goal for any enterprise. Redefining a business pertains to helping it achieve 
desired topline growth through new products, revenue streams, business models swiftly. The modern 
business environment moves far too quickly for legacy infrastructure to keep up.  

Cloud computing has already enabled, among other things:

Revenue and product diversification

With the agility and desired scalability of the cloud, subscription and ‘pay-as-you-go’ models have 
become increasingly popular amongst the service categories listed above. Price optimization through 
customer segmentation because of big data analytics, machine learning, and cloud computing has 
allowed enterprises to adapt their offerings and develop new products to cater to their customer base. 

One such example is that of an enterprise search solutions provider that moved to Microsoft Azure to 
offer ‘search-as-a-service’, reducing costs without compromising on quality. 

The right scale at the right speed gives enterprises the agility they need to be resilient to changes.

For instance, to meet growth targets, consumer goods companies have to develop a deep, data-driven 
understanding of changes in buying patterns. The latest information on the market and consumer is 
irrelevant if the enterprise cannot adapt swiftly. 

This is where a DSS comes into play. A decision support system (DSS) with high throughput, based on 
a data lake capable of working with traditional and new-age data sources unlocks significant 
advantages, particularly if it lives on the cloud. It can navigate and parse through multidimensional 
scales to operate and share results in real-time on your enterprise’s data.

Some of these advantages are:

• Increased agility owing to an increase in the frequency of insight generation.

• Reduction in lead time from data processing and analysis to insight; and

• Improved predictive capabilities owing to the integration of new and traditional 
forms of data.
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The benefits of a cloud-based big data analytics platform are on-demand scalability and parallel 
processing. A cloud-based system can also reduce the time taken to churn 5 TB of data from 20 days to 
10 hours, with a 30% reduction in cost in comparison to a similar on-prem system.

Innovation-led market differentiation

One pertinent example of how businesses today tend to differentiate themselves and build trust is 
through their content. Trust is particularly important in fields such as finance, and health. 

However, quality content alone is not enough, it needs to be easily discovered and experienced. Since 
content production and sharing is becoming an increasingly relevant vehicle for marketing activities, 
inventory of content using a cloud-based enterprise CMS (content management system) can be:

Newer rationales are surfacing for moving to the cloud so that enterprises can see:

The shipping business has benefited as well, through this. An Azure-based unified shipping 
platform on the backend, for instance, can handle large delivery volumes, print shipping labels 
faster, and give customers an end-to-end view of their shipment. In addition to logistics, the 
platform can drive remote access and globalize the workforce without populating any physical real 
estate. The global servers employed for running programs can serve as a company’s employees with 
non-localized stations.
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Focus on customer retention and securing revenue is key since retaining an existing customer and 
working on maximizing their lifetime value is often more economical and rewarding than going on the 
quest of acquiring new customers. 

In a hyper-competitive digital-first business environment, it is important to retain a hard-won 
customer through contextualized engagement, and a value-centric approach. 

Customer data platforms, analytics tools, and CRM on the cloud help secure and analyze data from 
various touch points and present a ‘single source of truth’ so that parts of an enterprise are not left 
thinking and acting in silos when dealing with a customer.

For instance, the insurance sector and its CX have gone through a complete overhaul.  Insurance 
providers prioritizing experience are likely to see customer loyalty and advocacy. The experience 
begins not when the insurance has been signed up for, but when an insurance product is being 
considered. Customer data on cloud empowers insurance companies to ascertain customer 
requirements before the first touch point with the customer.
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With this zero touch underwriting, the CX has improved multifold by leveraging AI and the cloud:

Value-based Intuitive interaction

The cloud has introduced a customer-first approach to insurance owing to the development of uniform 
omni-channel experiences. Contextualized and automated nudges, self-serve support such as AI-as-
sisted chat-bots, and actual service representative interactions all aim to achieve a common goal: to 
help a customer get what they need with minimum friction. 

This on-demand or dedicated support can access a history of all previous customer interactions to best 
understand and communicate with the customer based on their sentiment, previous purchases, and 
other relevant contextual information. 

Intuition to intelligence-led retention

With the 360-degree view of customers powered by a data platform, retention in the insurance indus-
try has become easier while bringing down marketing spend. Knowing the stage of life a customer is 
in, cohort-based comparison, big data analysis, and a log of interactions and preferences allows 
marketing teams to improve CLTV by cross and up selling better. 

The benefits of these 360 view go beyond sales opportunities. 

In healthcare, for example, a 360 view of a patient's cases helps provide better care by connecting 
them to the right doctor at the right time, ensuring all-round care, long term relationship building 
between the doctor and patient, and prevents viewing of incidents in isolation. This workforce 
enhancement for healthcare providers increases productivity and makes the doctor-patient journey 
collaborative as opposed to one-way. 

Privately, securely collecting the 
insured’s personal information on a 
cloud based app.

Simplifying the underwriting process 
by putting the focus on customer and 
mobile-friendliness.

Reducing the application 
processing time from weeks 
to hours.

Eliminating scope for human 
error or bias in application 
processing. 



By acknowledging the rapid adoption of cloud technologies and by adopting FinOps (a portmanteau 
of Finance and DevOps) or generally, cloud financial management, businesses can work towards 
sustainable outcomes by understanding their technological investments and the value they bring.

Significant cost savings have already been achieved because of cloud technologies. Reduced 
reliance on on-premise infrastructure and the consequent reduced need for on-ground staff has 
allowed businesses to become leaner. The savings are not only monetary. Management time and 
associated mental costs have also significantly reduced.

FinOps looks at cloud spend but not with the intention to reduce it, rather, with the intention to 
drive better unit economics. It brings financial accountability to cloud transformation and 
innovation. It is an enabling function for a successful digital transformation that breaks down the 
boundaries and provides line of sight across IT to business outcomes by involving key stakeholders 
like the business leadership, developers, and cloud operations team. 

Businesses have already begun redesigning themselves wholly or in part with the cloud at their 
core, as cloud adoption grows, FinOps teams in organizations will be working hard to derive 
maximum value out of each dollar spent on the cloud. 

Adaptive and Integrative construct enhancing profitability

As technology continues to change rapidly, it can be adopted slowly due to existing vendor lock-ins, 
unrecovered CapEX, or inertia and other issues in dealing with large, sensitive enterprise data that 
cannot be frequently altered or ported simply to keep up with developments. 

By going ‘cloud native’, enterprises can reduce costs and aforementioned inertia while becoming 
more agile. 

Modernization of business frameworks is not daunting anymore either, given the highly flexible 
nature of the cloud, enterprises can start with the ‘minimum viable transformation’ approach or ‘lift 
and shift’ their offerings over time. 

The cloud, unlike off-the-shelf solutions, is not an ‘all or nothing’ solution and can segment 
applications based on enterprise patterns, scale units independently, remain modular, and agile. 

By opting to be cloud native as opposed to using cloud IaaS, a beauty brand saw 40% reduction in 
hosting costs, 89% decrease in software licensing costs, and 45% decrease in support costs while still 
being able to uniquely identify 42 million customers to optimize their marketing spend based on 500 
attributes across 1 billion touchpoints. 

Additionally, for instance, Essar Group, a conglomerate mainly involved in the energy and 
infrastructure business, benefited from cloud computing by focusing on solutions that reduce cost of 
ownership, enhanced product quality, and increased worker productivity. By using Windows Azure 
to deliver some of their applications, they saved 65% in costs compared to an on-prem version. 

3. REDESIGN BUSINESS 



And more specifically, why 
Mindtree?

We deliver value through our tailor made, 
automation first solutions - be it cloud consulting, 
building, operating, or security.  This value typically 
comes in the form of 15% YoY reductions in 
operating costs, 80% automation of L1 activities, 
and 32% average demonstrated savings in TCO. 

Cloud can serve multiple functions across the enterprise, 
while being at the core of business transformation. It is 
limitless in scope, and is not restricted to existing 
processes and frameworks. With cloud, Mindtree helps 
bring businesses to the future, fast. 

The cloud can be leveraged differently across different 
business functions looking to thrive in a multi-cloud 
world. The needs may vary depending on the industry 
and can be addressed individually. 

So, why Cloud?

The core benefits to any business looking to remain competitive are increased agility, reduced time to 
market, and reduced total cost of ownership. For customers engaging with cloud-based business, improved 
CX, better product and service offerings, and competitive pricing are the main advantages to expect. 

We’re proud to be partners with leading cloud service providers through dedicated COE and powerful, 
exclusive go-to-market programs. Our status as an Expert Managed Service Provider of Microsoft Azure, 
AWS Advanced Consulting Partner, Premier Google Partner, and ServiceNow Global Emerging Partner is 
not only a recognition of our work, it has benefits our clients too! 

With an end-to-end assembly line, zero disruption approach, we eliminate the guesswork and daunting 
task of ‘figuring it out’ when it comes to cloud adoption so you can focus on business as usual, but with 
the benefits of cloud at its core.



Why Mindtree?

CloudKnit Platform Led Delivery
Bring in platforms and tools to 
drive efficiencies and seamless 
operations

Hyperscaler Investments

Investment will major 
Hyperscalers to enable 
industry specific solutions

Unified Operating Model

Establish synergised operating 
models, tailor made to deliver 
accountability and results

Automation led delivery

Improving efficiency and 
predictability. ~5% - 10% reduction 

in time for operational tasks

Governance at core and scale

Efficient management 
of SLAs, KPIs and cloud 

resources

Simplified Cloud Economics

Bring in collaborations to drive 
cloud cost management and 

efficient spending 

32% 15% 80%Average demonstrated 
savings in TCO

YoY, avg. Reduction in 
operations costs

Automation of 
L1 activities

Roshan Lulla is recognized as an innovator in the Cloud & Infrastructure 
domain spanning across industry verticals such as Retail, Consumer Goods, 
Health Care and Technology. With a proven track record of over two decades 
of enabling clients to succeed in their digital transformation journey, Roshan 

specializes in large scale transformation projects. Roshan has been working with organizations of 
different sizes from startups to large Fortune 50 companies , helping them scale with new business 
models and growth opportunities through Enterprise-wide modernization, Driving Efficiencies & 
Reducing Costs.
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Srikanth Kuntamukkala is an accomplished leader in Cloud Services spanning 
across industry verticals such as Banking & Financial Services, Insurance, 
Travel, Transportation and Hospitality. He has helped many customers 

transform their business by enabling their digital transformation journey, through technology 
modernization, Driving Efficiencies & Reducing Costs. He specializes in Hyperscalar based 
transformation solutions and has helped implement industry specific solutions across industries.

About Mindtree
Mindtree [NSE: MINDTREE] is a global technology consulting and services company that enables enterprises across industries to drive superior 
competitive advantage, customer experiences and business outcomes by harnessing digital and cloud technologies. A digital transformation partner 
to approximately 275 of the world’s most pioneering enterprises, Mindtree brings extensive domain, technology and consulting expertise to help 
reimagine business models, accelerate innovation and maximize growth. As a socially and environmentally responsible business, Mindtree is focused 
on growth as well as sustainability in building long-term stakeholder value. Powered by more than 37,400 talented and entrepreneurial 
professionals across 24 countries, Mindtree ― a Larsen & Toubro Group company ― is consistently recognized among the best places to work.

www.mindtree.com

Is your enterprise looking to move to the cloud? 
Please connect with us at  info@mindtree.com

Sriram brings 23 years of experience in driving strategies and growth in the 
technology and services industry, from early-to-market stages to mature and 
building & scaling businesses for leading companies across industry 
segments and technology areas. At Mindtree, Sriram is responsible for 

Service Line Markets organization in North America to expedite growth across Digital, Cloud, Data, 
Analytics, Enterprise IT, and Industry4.0 Service lines. In his current role is responsible for defining 
service line strategy and business growth, including Cross-sell and Deep sell strategy execution and 
enhancing Mindshare and market share with the Partner ecosystem.
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