
 

INFOSYS LIMITED - COMPANY PROFILE 

Infosys Limited (NYSE: INFY) was started in 1981 by seven people with US$ 250. Today, we are a global leader in 
consulting, technology and outsourcing with revenues of US $10.21 billion (FY17). Today, Infosys is a global leader 
in consulting, technology outsourcing and next-generation services. We enable clients in 45 countries to create 
and execute strategies for their digital transformation. we help our clients find the right problems to solve, and 
to solve these effectively.  

Our award-winning Infosys Labs and its breakthrough intellectual property can be leveraged as a co-creation 
engine to accelerate innovation across the enterprise. Infosys pioneered the Global Delivery Model (GDM), based 
on the principle of taking work to the location where the best talent is available, where it makes the best 
economic sense, with the least amount of acceptable risk. Continued leadership around GDM enables Infosys to 
drive extraordinary efficiencies and free up clients’ resources for strategic transformation or innovation 
initiatives.   

Infosys has a global footprint with 85 offices and 100 development centers in US, India, China, Australia, Japan, 
Middle East, UK, Germany, France, Switzerland, Netherlands, Poland, Canada and many other countries. Infosys 
and its subsidiaries have 198,000+ employees as on March 31, 2017. Infosys takes pride in building strategic long-
term client relationships. 97.8% of our revenues come from existing customers (Q4 FY 17). Infosys has ongoing 
contracts with more than 890 major companies for software development and maintenance. These contracts 
are executed with both onsite and offshore personnel.  

Infosys Limited in the U.S. is wholly owned and operated branch of Infosys Limited in India. Therefore, Infosys in 
the U.S. and Infosys in India are qualifying L-1 interoffice transferee organizations under the L-1 statute. 

Infosys takes pride in building strategic long-term client relationships. 97.8% of our revenues come from existing 
customers. Relationship building is an important part of every project at Infosys. We see each project as a building 
block for a sustained customer relationship. A feature of our relationship model is "Residual Value Retention" - 
a crucial relationship-building exercise. Every one of us working with a customer assimilates not only the 
application and technology knowledge, but is also sensitized to the cultural values and business objectives of the 
customer.  

Infosys has been certified at Level 5 under the Capability Maturity Model of the Software Engineering Institute 
(SEI) a level achieved by only 1.5% of the more than 1,000 software companies tested. Guided by the vision of 
becoming a globally respected software corporation providing best-of-breed software solutions, leveraging 
technology, delivered by best-in class people, Infosys has in less than two decades, emerged as a leading player 
in the global software services market. In March 1999, Infosys became the first India-registered company to be 
listed on an American stock exchange (NYSE: INFY). 

In 2011, Infosys ranked among the most innovative companies in a Forbes survey. Infosys has won the 2014 
Global Most Admired Knowledge Enterprises (MAKE) Award - the first and only Indian company to win the award 
ten times. We were named leaders in Gartner’s Magic Quadrant for Oracle Application implementation Services, 
Worldwide — for our completeness of vision and ability to execute. Infosys product, Finacle® was rated as a 
leader in Gartner’s Magic Quadrant for International Retail Core Banking 2014 for the eighth time in a row. In 
2014, Infosys topped Asiamoney’s corporate Governance Poll. We were voted India’s best company in the areas 
of corporate governance and commitment to paying good dividends, in FinanceAsia’s Asia’s Best Companies poll, 
2015. 

We have a stable revenue stream because our customers are spread widely across application, technological and 
geographical areas, allowing us to remain generally unaffected by recessions, changes in geopolitical situations 
and changes in customer preferences.  


