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Transformation management intensity
Source: Capgemini Consulting-MIT Analysis — Digital Transformation: A roadmap for billion-dollar organizations (c) 2012
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For us and our clients.....

Engagement
Ongoing Consumer first

Experience

Build long term
Co-create relationships
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About Capgemini

With more than 130,000 people in over 40 countries, Capgemini
is one of the world's foremost providers of consulting, technology
and outsourcing services. The Group reported 2013 global
revenues of EUR 10.1 billion.

Together with its clients, Capgemini creates and delivers
business and technology solutions that fit their needs and drive
the results they want. A deeply multicultural organization,
Capgemini has developed its own way of working, the
Collaborative Business Experience™, and draws on Rightshore @,
its worldwide delivery model.

People matter, results count.
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