Disruption: Al, Startups & Tech

Nimble Mid-tier IT Riding Large
Deal Momentum as Al Rejigs Biz

Mid-caps better positioned for the new Al-led, outcome-centric buying cycle: Experts
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“Mid-sized companies have started
getting invited to the bigger table now.
They are winning a lot of the deals, which
aren't very strategic to the tier 1s, and go
beyond classic transformation projects to
projects like Al-wrappers, etc, which
everyone wants to implement now,” said
Praveen Bhadada, chief executive of
consulting firm Neovay Global.

Analysts at ICICI Securities, in a note on
March 16, upgraded the stock ratings of
Coforge, Mphasis and LTM, citing their
ability to quickly remodel their business
and compete with incumbents in large
‘multi-service line deals leveraging AL

While the brokerage noted that there is
‘minimal earnings downgrade risk, as Al-
driven productivity gains are currently
offset by new work volumes, in the case of
adeflationary risk, where revenue growth




