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Appendix 1: Weekly Knowledge Sharing Sessions 
and Account Specific Bulletins
Weekly knowledge sharing sessions are held with Sales to enable them to better spot sales opportunities 
with key accounts. These are promoted internally in creative ways to help drive take up:

We have hosted an average of 172 attendees per session, an increase of 29% year-on-year.
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Appendix 2: Flipbooks and Deal Videos
Coffee table style books summarise key milestones and achievements for specific accounts, helping bring 
our sales teams bring achievements to life for clients. (Crucial given the intangible nature of our offering.)

Deal videos were also created and used to celebrate the start of new relationships. Videos frequently 
feature messages from senior TCS executives, who may not be able to attend an initial client meeting/
workshop in person, demonstrating to key clients that senior TCS stakeholders are nonetheless engaged 
with their account. These videos have proven to be an important tool for our sales people, who use them 
to either break up sessions or book end them (for example using them at the start of a session by way of 
introduction).
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Appendix 3: Joint Marketing Activities
In the last 12 months we’ve had several clients approach us to collaborate on marketing together – a far cry 
from the traditional client/supplier relationship which sees the supplier beg the client for the favour of a case 
study!
Examples of marketing content which has come out of this include:

1. 
Proximus 20 years 

partnership

2. 
TDC Norway Nuuday 

Transformation 

3.
Vodafone UK 
Standardizes 
Automation 

4.
Wolters Kluwer Taps 

into AI for Legal 
Billing 

5.
Wiley’s 

Transformation to 
Digital Disruptor 
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Appendix 4: Video case studies

While producing case studies is in itself nothing new, we believe no one does it on the scale we do, nor 
with such extensive participation of C-Suite clients (for example, in one case study video we featured over 
half of the client’s C-suite executives). In the last 12 months alone we have produced five video case studies 
featuring senior client executives:
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partnership

 

TDC Norway 
Nuuday 

Transformation 

Vodafone UK 
Standardizes 
Automation 

Wolters Kluwer Taps 
into AI for Legal 

Billing 

Wiley’s 
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Webinars and joint speaker slots
In October 2021 we brought together four major telco clients (Airtel, Celcom Axiata Berhad, Telstra and 
Vodafone) and participated with them in an invitation-only presentation to attendees of TM Forum’s Digital 
Transformation World Series Event (a leading industry event within telecoms). A second presentation was 
also undertaken with clients Telia Finland and BT. 

Similarly, in July 2021 we participated in a roundtable with client Liberty Global, and in March 2021 we 
participated in a joint webinar with VodafoneZiggo. Both events were hosted by TM Forum and were well 
received (for example, the session with Vodafone was attended live by more than 150 participants).
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A hybrid event format
TCS’ Innovation forum – a flagship event 
for TCS – was also one of our first hybrid 
events, allowing for clients and prospects 
to attend in person in London or remotely 
as they preferred. 
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Appendix 5: Personal marketing

As a major sponsor of the London Marathon, our sales team encouraged key clients to participate in the run, 
and then carefully selected a handful of them to appear in videos. This included Vodafone’s Head of Digital 
Transformation, Joris Vrij. Each video described participants’ motivations for doing the run and pictured 
them training or sharing personal running tips, like pre-run food choices, music they listen to, etc. These 
videos were then posted to encourage others to run but also to engage the client and their colleagues. Each 
client also posted the video on their own social media, further widening campaign reach.

Another example of personalised marketing includes a recent talk with Sky Italia’s CTO Gabriella Vacca. This 
saw her sit down for an intimate conversation with TCS’ Carol Wilson, VP and ISU Head, CMI UK Europe, to 
explore what had inspired her career in IT. The video was then shared with TCS employees who work on Sky 
Italia’s account, helping foster closer client relations.


