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Arundhati Bhattacharya,
President and CEO, Sales-
force – South Asia, said that
certain types of jobs will sun-
set due to artificial intelli-
gence (AI). However, it will
create new roles not in
vogue. Stating that India oc-
cupied a key role in the com-
pany’s global operations, she
said that the talent pool here
was very deep. 

“It enables you to get any
kind of talent that you really
want. There is a choice re-
garding who you want to get
because there will be quite a
bit of competition for it,” she
said. 

Bhattacharya was in the
city to mark the 10th an-
niversary of its Centre of
Excellence.

“There is a cost leverage as
well. Because if you compare
with some developed coun-
tries, I think India compares
quite favourably. The cost
would not make any di�er-
ence if the delivery quality
were poor. It’s also the qual-
ity of the delivery that makes
people believe that this is a
good place to be,” she said.

Asked about how AI is im-
pacting the industry overall
and Salesforce, in particular,
she said “the kinds of roles
now being envisaged were
very di�erent from what we
thought two years back”.

JOB ROLES 

“We were not talking about
job roles such as forward-de-
ployed engineers, content
creators and agent orches-
trators. Some towards tutor-

ing the agents themselves. As
we go forward, more and
more such roles will be cre-
ated because the require-
ments will di�er signific-
antly,” she said.

“It is essential that we
keep ourselves upskilled so
that, as those roles come up,
we are able to take them on.
There will be some sunset-
ting on certain skills, some
skills that will be more in de-
mand, some new skills that
will come up that we will
need to then internalise, and
that is the way this whole
thing is going to happen,”

she said. “The only way that
you can allay these fears is if
you lean into AI. You will not
be able to allay those fears
because it’s a fact: certain re-
petitive jobs will disappear
because AI does them better,
faster, and error-free.” 

AI SKILLING 

To mark 10 years of its
Centre of Excellence, Sale-
force, a customer relation-
ship management techno-
logy company, announced a
programme to equip one mil-
lion learners across the
country with AI-related
skills by 2030. 

‘Leveraging Trailhead’,
the free digital learning eco-
system, will be o�ered
through collaborations with
academic institutions, in-
dustry leaders and govern-
ment agencies. The company
will o�er a virtual internship
with the All India Council for
Technical Education, provid-
ing students with hands-on
project experience and job-
ready Salesforce and AI
skills. It has tied up with
Manipal Academy of Higher
Educati- on, Accenture, De-
loitte, Grant Thornton
Bharat, Infosys, PwC and
TCS for structured training
curricula and mentorship-
led learning.

KV Kurmanath
Hyderabad

AI will sunset certain job roles, create
some others: Arundhati Bhattacharya

Certain repetitive jobs
will disappear because
AI does them better,
faster and error-free
ARUNDHATI BHATTACHARYA

President and CEO, Salesforce –

South Asia

As India’s GCC boom gath-
ers pace, IT services com-
panies are embracing the
build-operate-transfer
(BOT) model to create new
revenue streams, helping
multinational clients set up
and scale captive centres
even as such centres com-
pete with traditional out-
sourcing businesses.

TCS’s new GVIC business
unit reflects the growing fo-
cus of Indian IT firms on
helping enterprises establish
and transform GCCs. 

In 2025, Citizens Finan-
cial Group Inc, a US-based
premier financial institution,
announced a joint initiative
with Cognizant to launch a
GCC in Hyderabad. As cit-
izens’ strategic partner, Cog-
nizant will build and operate
the GCC.

Under the BOT approach,
service providers build and
run a GCC for a multina-
tional client, helping it scale
operations before eventually
transferring the centre to the
client’s ownership.

STRATEGIC SHIFT

Akshay Mathur, Partner,
Everest Group, emphasised
that IT services firms are re-
sponding to a clear shift in

enterprise sourcing
preferences.

“Many organisations view
GCCs as a strategic operat-
ing model, not just as an al-
ternative to outsourcing. En-
terprises want greater
ownership and control over
critical technology, product
engineering, AI, data, and
other areas. Service pro-
viders are therefore posi-
tioning themselves as GCC
partners to help design,
build, scale and transform
these centres,” he said.

While GCC-related rev-
enue is still a small share of
most providers’ books today,
the growth rate and strategic
significance of these man-
dates make them hard to
ignore.

“It is important to focus
on this sector as traditional
IT services are going through
a metamorphosis. The
autonomous business will
change the way IT services
are delivered,” said DD
Mishra, VP Analyst, Gartner.

Mathur explained that
GCC practices are becoming
a defensive and o�ensive
play at the same time. 

Defensively, they help
providers participate in
spending that might other-
wise move away from tradi-
tional outsourcing models. 

O�ensively, they create
new revenue streams across

advisory, setup, operate, tal-
ent acquisition, transforma-
tion and managed services.

LIMITED UPSIDE

However, he noted that
while BOT deals could gener-
ate meaningful revenue,
their margins were generally
lower than those of large,
long-term outsourcing
contracts.

Mishra highlighted that
traditional IT outsourcing
thrives on multi-year, pre-
dictable recurring revenue. 

“Under the BOT model,
the internalisation phase
represents a hard end to that
income. During the ‘operate’
phase, the tech talent is leg-
ally employed by the IT ser-
vices firm. During the ‘trans-
fer’ phase, these engineers,
data architects, and project
managers o�cially cross
over to the client’s payroll,”
he said.

The model becomes more
attractive when providers re-
tain post-transfer work, such
as managed services, con-
sulting, platform support, or
transformation projects.
Without such follow-on en-
gagements, a BOT arrange-
ment may o�er adequate re-
turns but limited long-term
economic upside.

Moreover, the growth of
GCCs can cannibalise tradi-
tional outsourcing revenue
streams, depending on the
provider.

HIGH-MARGIN

Today, enterprises route
high-margin, transformative
digital projects directly to
their own GCCs. 

Traditional vendors are
left out of the loop, losing the
most lucrative portion of en-
terprise technology spend.

While enterprises are not
completely cutting o� tradi-

tional IT vendors, they are
changing what they buy from
them. 

GCCs keep the strategic,
high-value work — AI mod-
eling, cloud architecture,
data science — in-house. 

Traditional IT service pro-
viders are losing their top-
performing developers and
domain experts to GCCs,
which typically o�er 20 per
cent to 40 per cent higher
compensation.

STRONG MOMENTUM

However, India has over
2,100 GCCs today, with
strong momentum in new
centre setup and expansion
of existing centres. 

Everest Group estimates
that the service provider op-
portunity linked to GCCs is
already upwards of $25 bil-
lion in 2026 across o�shore
and nearshore geographies,
growing at about 25 per cent
year on year. 

For large IT services firms
that have invested in this
space, GCC-related revenue
is already meaningful, and in
some cases, among their
fastest-growing lines of
business.

Mathur noted, “We have
barely scratched the surface
of GCC penetration, particu-
larly in the mid-market seg-
ment, which gives this op-
portunity a long runway.”

IT firms bet on GCC boom with
build-operate-transfer model
BIZ FACILITATION. The move aims to support multinational clients in establishing and scaling their operations

Sanjana B
Bengaluru

SOURCING PIVOT. Experts emphasise that IT services firms
are responding to a clear shift in enterprise sourcing preferences

GSK agrees to acquire
Nuvalent for $10.6 billion 

GSK agreed to buy Nuvalent
for $10.6 billion, securing a US
biotech firm developing
treatments for lung cancer as
part of the British
pharmaceutical company’s
e�ort to rebuild its oncology
franchise. GSK will pay $124 a
share in cash for Nuvalent,
according to a statement on
Tuesday, a 40 per cent
premium over the Cambridge,
Massachusetts-based
company’s closing share price
on Monday. BLOOMBERG

QUICKLY.

Infosys defers hiring over
impersonation claims

New Delhi: IT services major
Infosys has deferred online
hiring examinations and
in-person evaluations for the
roles of specialist programmer
and digital systems engineer,
the company said in a
statement on Tuesday. The
statement comes in response
to reports that the IT major
paused assessments after
detecting multiple instances of
impersonation and candidate
malpractice during the
evaluation process. Infosys said
all a�ected candidates had
been informed about the
postponement. PTI

In a significant development,
private players can now take
up production of India’s
largest rocket.

In a move that will help In-
dian companies develop cap-
abilities in heavy-lift launch
vehicle production, space in-
dustry body Indian National
Space Promotion and Au-
thorization Centre (IN-
SPACe) has invited expres-
sions of interest (EoI) from
the private sector for trans-
fer of technology (ToT) of
ISRO’s Launch Vehicle
Mark-3 (LVM3).

The move is significant as
it comes on the heels of a
similar EoI issued for tech-
nology transfer of PSLV last
month, and it points to a
strategy to let ISRO focus its
e�orts on advanced R&D and
critical programmes, such as
Gaganyaan and other inter-
planetary missions, while
private sector players take a
larger role in operational and

commercial space activities.
With this, most of India’s

key rocket systems are now
open for commercialisation.

The EoI, which was re-
leased on Tuesday, invites
eligible Indian private com-
panies or industry consortia

to acquire and operationalise
LVM3 technology from
ISRO. 

The LVM3, often referred
to as ISRO’s Baahubali

rocket, is the agency’s heav-
iest operational launch
vehicle and is behind key

missions, including
Chandrayaan 2 and
Chandrayaan 3. 

The selected private entity
will receive technology
transfer and extensive sup-
port from ISRO to absorb the
technology and begin manu-
facturing and launching
LVM3 vehicles commer-
cially. The EoI invitation also
lays down the eligibility cri-
teria for the applicable
private entities. 

ISRO’s handholding and
infrastructure support is
proposed for a defined
period of 42 months or until
the realisation and launch of
two LVM3 vehicles by the se-
lected entity, whichever
comes earlier.

“Taking cognisance of the
expanding global space eco-
nomy and the strategic need
to significantly scale up
launch frequencies, IN-
SPACe has taken the initiat-
ive for technology-transfer
of LVM3 for end-to-end real-
isation, operation and com-
mercialisation of launch
vehicle by a suitable private

industry,” IN-SPACe’s note
read.

LAUNCH FREQUENCY

Space industry trackers call
it a positive step for the sec-
tor, though a bit late. A few
incidents involving PSLV in
the recent past may have
prompted the government to
consider technology trans-
fer, they add.

“We already have various
private sector infrastructure
and aerospace companies
who play a role in making the
rockets; now with a techno-
logy transfer to such players,
it will help improve the
launch cadence which has
been declining,” Chaitanya
Giri, Space Fellow at ORF,
said. Another space industry
executive said the speed of
tech transfer, frequency of
launches and the cost in-
volved will likely determine
the success of the model. 

“The good part is that
once the private sector kicks
in, the number of launches
may increase,” the person
added.

Sindhu Hariharan
Chennai

PRIVATE PUSH. Space industry trackers call it a positive step 

IN-SPACe seeks partners for ISRO rocket tech transfer

JSW Infrastructure has re-
ceived a letter of award from
the Syama Prasad Mookher-
jee Port Authority, pursuant
to a competitive bidding pro-
cess, for the integrated de-
velopment of the outer con-
tainer terminal, which
consist of two berths and five
berths at Netaji Subhas Dock
(NSD) at the Kolkata Dock
System.

The project was awarded
on a design, build, finance,
operate and transfer basis
under the Public-Private
Partnership framework and
is aimed at enhancing con-
tainer handling capacity, im-
proving operational e�-
ciency, and supporting
growing trade volumes in the
region.

Under the concession
agreement with a 30 year
tenure, the project will be ex-
ecuted in two phases and is
expected to create a total ca-
pacity of approximately 0.93
million TEUs. The new
award builds on the com-
pany’s earlier LOA for the re-
construction of berth eight
and mechanisation of berths
seven and eight at NSD,
Kolkata (0.45 million TEUs),
with interim operations ex-
pected to commence shortly.

Together, these two pro-
jects expand the company’s
footprint at one of India’s

key eastern gateway ports
and reinforce its strategic
presence in the Kolkata Dock
System.

Upon completion, includ-
ing the capacity from the on-
going berth seven and eight
project, the company’s com-
bined container handling ca-
pacity at the Kolkata Dock
System is expected to scale
up to about 1.4 million TEUs.

Both the projects are ex-
pected to address existing
capacity constraints at NSD,
improve berth productivity
through mechanisation and
enhance vessel turnaround
times. Upon completion of
the identified container
growth projects, the com-
pany’s overall container
handling capacity is expec-
ted to increase to about 1.8
million TEUs. The addition
of incremental container ca-
pacity is aligned with the
company’s strategy to pro-
gressively scale up its third-
party cargo business.

JSW Infra emerges as top
bidder for Kolkata Port
container berths
Our Bureau
Mumbai

The project is expected to
create a total capacity of
about 0.93 million TEUs 

Bombay High Court’s de-
cision to quash one-time
spectrum charges for telcos
is materially positive on an
accounting level, particu-
larly with the dismissal of the
16 per cent compound in-
terest that escalated prin-
cipal charges, as per
analysts. 

Industry experts have
called the judgment a posit-
ive decision especially for
debt-ridden Vodafone Idea
(Vi) that can use the judg-
ment for its other spectrum
cases pending in the Su-
preme Court.  

However, the dismissal of
the interest along with one-
time charges eases a severe
ramp-up of the principal
amount, as per telecom ex-
pert Parag Kar. 

“If Airtel’s original
amount of ₹8,414 crore is es-
calated by 16 per cent for 12
years, the outstanding
amount as of March 2026
would be around ₹50,000
crore,” said Kar, stressing the
importance of the judgment. 

NO MATERIAL IMPACT 

On a case-to-case basis,
Bharti Airtel’s potential
writeback of ₹11,760 crore is
unlikely to have any signific-
ant cash flow impact, said

Morgan Stanley in its re-
search note. 

However, the judg-
ment improves visibility
and eliminates potential
cash outflow risk.  

CASH FLOW 

“Partial provisioning was
already taken, so there could
be a reversal, potentially an
exceptional item. However,
this may not have any cash
flow implications. This is a
positive for sentiment,
though the ruling could be
challenged in the highest

court,” said the research
note. Following the judg-
ment, Airtel issued a state-
ment detailing the plea’s ar-
guments against a 2013
demand notice amounting to
a revised amount of ₹8,414
crore in 2018, issued by the
Department of
Telecommunications. 

CHANGING TIDES  

Meanwhile, Nomura estim-
ated that the potential re-
versal of ₹7,580 crore for Vi
is more meaningful consid-
ering the telco’s negative net
worth of -₹35,760 crore as of
FY26 end and cash flow
challenges. 

Spectrum charges relief is
a small part of Vi’s total liab-
ilities which are dominated
by large AGR and spectrum
liabilities.

Vi also carries a contin-
gent liability of ₹3,350
crore on its books.  

“The situation is slightly
complicated for Vodafone
Idea as the provisioned
amount includes OTSC per-
taining to both former Idea
and Vodafone before the
merger. 

The judgment provides a
relief to only the erstwhile
Idea’s portion of OTSC liab-
ility, while former Voda-
fone’s OTSC liability hearing
is currently pending in the
Supreme Court,” said
Nomura in its research note.

Vallari Sanzgiri
Mumbai

HC decision eases interest
pressure for telcos: Experts

Industry experts
have called the
judgment a
positive decision
especially for
debt-ridden
Vodafone Idea 

AGNIT Semiconductors, an
indigenous Gallium Nitride
(GaN) semiconductor start-
up, has o�cially opened a
new 350-square-foot ad-
vanced testing laboratory at
the Indian Institute of Sci-
ence (IISc) in Bengaluru. 

Financed through a ₹3
crore investment, the facility
is designed to enhance do-

mestic semiconductor test-
ing and validation infrastruc-
ture, specifically tailored for
high-power radio-frequency
(RF) applications.

QUALITY ASSURANCE 

The setup aims to achieve
rapid in-house validation, re-
duce external dependency,
enhance customer confid-
ence in quality assurance and
strengthen market readiness
across defence, telecom and
next-generation RF sectors.

AGNIT Semicon opens ₹3 cr GaN
testing, qualification lab at IISc 
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