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HCL Technologies is an IT company formed in 1976 in India. It grew, and by the '80s it had gained popularity in the country as the best in hardware technology company. Changes were made, and more improvement noticed when it got a new president, Vineet Nayar, who came with new ideas. He put employees first something that led to an increase in revenue and profit margins.
Analysis

HCL technologies faced external conditions before Nayar become the CEO. By the time he was joining as a senior management trainee in the marketing department, it was experiencing hurdles. First, there was the introduction of software companies in the country which posed a high competition. Given that HCL focused mainly on hardware, the software introduction was the new trend in the country, and most firms were embracing it. Hardware technology had been commoditized, giving software and services a big chance to thrive in the market. Second, there was reluctance from Americans in buying hardware produced by an Indian firm, which they termed as inferior. Since it was the first company in the country to deal in that business, it had to gain fame. Therefore to stay in the market, a new partnership with Hewlett Packard was formed. Competition from companies like IBM also spurred when India began deregulation.

Customers also started demanding integrated IT services, something that HCL Technologies was not offering. It made most companies integrate services into their systems. Lastly, companies offshored re-coding applications into the country because of lower costs. Therefore most companies agreed to remediation of prices to get more customers. HCL, on the other hand, did not take part in the restoration hence losing customers.

After Nayar became the CEO, he had an essential strategy for the company. He came up with a tagline, Employee First, Customer Second EFCS, which aimed at creating unity among the employees. The plan also aimed at creating a unique environment at work, create transparency and accountability, and also to cultivate a value-driven culture in the organization. It also aimed at driving an inverted organization structure.  

The relationship between Human Resource practices at HCL and capabilities needed by the organization to implement Nayar's strategy was reinforced by the need to attract big deals. Contrary to the fear the president had over dealing with big contracts, it became the driving point. Therefore the changes Nyar made in the human resource were generally set to increase revenue and provide transparency within the organization. The need to compete against big companies like IBM motivated Nayar to make adjustments even more.

The HR practices implemented by Nayar helped grow organizational performance in several ways. First, the EFCS strategy put the company at the top because it no longer recorded losses in the market share. The company also got new energy with its human resource working under favorable conditions which encouraged growth. Employees from competitors also started joining the company. The introduction of the sales team that served in the 13 countries in an automated mode saved the company a big deal. It eased errors in balancing books and reduced the workload of tracking big accounts. Also, automation and intranet set the transparency tool that led to everyone working towards the development of the company with no hidden motives.

Conclusion

HCL technologies underwent significant changes for it to be where it was. The new president, who came up with new strategies marked a turning point for the company. The EFCS is the critical tool that promoted the company's success. Further, the adjustments in HR like the introduction of a larger automated sales team led to more revenue and harmony. The success of the company was contributed by the changes that every firm requires to be competitive market.   
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