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Case Objectives and Use

This case discusses the successful internationalization of an Indian software product company. It was developed with a view to fill the gap in extant literature on internationalization of firms from emerging economies. The primary objective of the case is to analyze how an emerging market firm navigated through the strategic and organizational challenges in its journey to becoming a world leader. What makes the case a compelling one is the fact that the company achieved a leadership position for a mission critical application like a core banking solution among perhaps the world’s most conservative set of customers viz. banks. What is even more interesting is the company’s emergence as a product and thought leader in the rapidly evolving space like compliance and risk management despite being located in an emerging economy. Towards the end, the company’s Chairman finds himself grappling with the challenge of maintaining the leadership team’s strategic and operational freedom in charting the company’s future even as he seeks to leverage the benefits of having a large global corporation, which has its own agenda, as a strategic investor. The case can be used in courses in international business, business strategy, and leadership and general management in MBA and Executive Education programs. 

Case Synopsis

The case maps the journey of i-flex solutions (www.iflexsolutions.com) from its inception through its emergence as a leader in the banking software products space to the acquisition of a strategic stake in mid-2005 by Oracle Corporation, the US software giant.  In FY2005, the company, whose revenues and post-tax profits were about $261 million and $47 million respectively, had 600 financial institutions as customers spread over 120 countries. Its flagship product FLEXCUBE was ranked the number one core banking solution in the world by International Banking Systems, a leading UK-based banking journal, for four consecutive years. 

The case consists of five sections. The first section describes the origins of i-flex and the three guiding principles that its management established at the time of founding. The second section deals with development and marketing of FLEXCUBE as also the rationale for having a services business. The third section discusses the company’s build-buy-ally strategy that helped it strengthen its leadership position. The fourth section describes i-flex’s culture, process orientation and the systematic globalization of its operations and management. The last section engages with issues related to Oracle’s acquisition of a strategic stake in the company.

The authors developed the case for class discussion rather than to illustrate either effective or ineffective handling of the situation.  The case, instructor’s manual, and synopsis were anonymously peer reviewed and accepted by the North American Case Research Association (NACRA) for its annual meeting, October 19-21, 2006, San Diego, CA.  All rights are reserved to the authors and NACRA.  © 2006 by Indian Institute of Management Bangalore. Contact person:  J. Ramachandran, D-103, Faculty Offices, Indian Institute of Management Bangalore, Bannerghatta Road, Bangalore, 560076, Karnataka, India, +91-80-26993080, jram@iimb.ernet.in.

