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Copyright 
All data of the present research is protected by copyright. The copyright of the present document 
belongs to TECHINVEST. Full or partial reproduction of this report without consent of owner is 
illegal and will be subject to legal measures in accordance with present acting legislation.  

Introduction 

Market-Visio Company conducted the research of current status and tendencies of Ukrainian IT 
services and products industry in September-Desember, 2003. The research has been conducted on 
demand of TECHINVEST (which is an assignee of AVentures – www.aventures.biz) with an 
assistance of American Chamber of Commerce in Ukraine and expert group including eSP-
Consortium, Miratech, Softline, Softjourn, Tessart, Ukrainian Association of Software Developers, 
Ukrainian Hi-Tech Initiative and Ukrainian Software Consortium.  

The present report includes the full results of the research conducted. The report consists of 88 
pages. The majority of data is produced as 46 pictures and 4 tables. 

Goals and methods of conducting research 

The main goal of the research is to provide objective and up-to-date information on volumes, 
structure, main players and trends of the Ukrainian software development market.  

The general estimations and tendencies of the Ukrainian IT services and products export industry as 
well as characteristics of software development companies were explored. The following sources of 
data were used:  

  Desk Research, including the analysis of publications in specialized editions/periodicals, web-
sites and other open sources of information; 

  The data of previous researches conducted by Market-Visio, Gartner and other information; 

  Surveys taken by the experts of Ukrainian offshore software development market; 

  Personal interviews with representatives of companies involved in IT service and product export 
market.  

The Market-Visio analysts conducted seven in-depth interviews with the market experts and 88 
interviews (personal or obtained by Internet-survey) with representatives of the software companies 
from Kiev, Lvov, Kharkov, Odessa and Dnepropetrovsk.  
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Structure of the report 

Chapter 1 «Analysis of Ukrainian IT services and products export market». This chapter outlines 
the expert estimations of the Ukrainian IT services and products export market. The expert panel of 
the research included the CEO and CIO of the largest companies in the Ukrainian IT-market, and 
also the participants of the project who provided the estimations of market volume, its dynamics 
and also provided an opinion on market structure and trends. 

Chapter 2 «Ukrainian IT services and products exporters’ characteristics». This chapter outlines 
characteristics of the Ukrainian IT services and products exporters. Chapter includes information on 
companies turnovers, salaries of specialists, companies certifications, provided services and 
solutions, development tools and platforms. 

Chapter 3 «The strategies of Ukrainian exporters of IT services and products». This chapter 
outlines information on strategies of the Ukrainian exporters of IT services and products in software 
development and services promotion in the international markets.  

Chapter 4 «The successful projects of Ukrainian IT companies». This chapter outlines information 
about successful projects realized by the Ukrainian exporters of IT services and products for 
international clients. 

Chapter 5 «Information about participating Ukrainian IT companies». This chapter outlines 
information about the experts, sponsors of the research, business units and the other research 
participants. 

Structure of respondents 

More than 60 Ukrainian IT companies involved in IT services and products export industry have 
been interviewed. The geographical scope of the research covered the following cities: Kiev, Lvov, 
Kharkov, Odessa, Sevastopol, Dnepropetrovsk, Chernovtsy, Crimea, Vinnitsa and Kherson.  

The IT companies involved in the open market of software development for foreign customers were 
the subject of the present research.  

The pictures 1-4 show the structure of the software development companies involved in the research 
according to the number of their employees, structure of founders, years of foundation and 
engagement in export business. 
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35-80 persons
21,4%

From 80 persons
14,3%

Less than 15 persons
35,7%

15-35 persons
28,6%

Source: Market-Visio, 2003  
Picture 1. Respondents structure by number of employees 

 

1987-1991
6,7%

1992-1995
25,0%

1996-1998
11,7%

1999-2000
23,3%

2001-2002
33,3%

Source: Market-Visio, 2003  
Picture 2. Respondents structure by years of foundation 
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1992-1995
10,0%

1987-1991
3,3%

2001-2002
40,0%

1999-2000
33,3%

1996-1998
13,3%

Source: Market-Visio, 2003  
Picture 3. Respondents structure by year since when they engaged in export business  

 

 

Ukrainian company/ private 
person
62,5%

Foreign company/ private 
person
12,5%

Ukrainian and foreign 
founders

25,0%

Source: Market-Visio, 2003  
Picture 4. Respondents structure by founders 
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Executive Summary 

According to the feedback from the market experts and players, the volume of the Ukrainian IT 
services exports in 2003 will range from 30M USD to 100M USD in revenue. We estimate this 
amount will be 70M USD. The members of the market are quite optimistic about its growth and are 
forecasting that Ukrainian IT services and products export revenue will double over the next two 
years, or 40-50% annually. Increased growth rates (even exceeding the above stated) are feasible 
provided a) the industry’s development will be supported by the Ukrainian government and b) the 
largest players of the market will consolidate their capacities and efforts for promotion in the 
foreign markets. 

According to our estimations, export revenue comprises about 50% of the entire market for IT 
services rendered  and will increase up to 60% by 2005. 

The market is order-oriented, and the product (“off the shelf”) model constitutes no more than 10-
15%. It is forecasted that its share will grow, and in 2005 will amount up to 35%. It is supposed that 
the products oriented model will be more competitive business model in the future. 

There are around 20-25 public (or known) IT companies in Ukraine, which are mainly located in 
Kiev, Lvov, Kharkov, and Dnepropetrovsk. Practically speaking, there are no development centers 
of large corporations in Ukraine. There are around 200 small companies and independent software 
developers’ groups, whose market share ranges from 10% to 65% (according to our estimates 
amounts to 35%). 

The total number of the specialists working in the Ukrainian IT services and products export market 
in 2003 is estimated to range between 8,000-10,000. Various public information sources provide the 
numbers ranging from 20,000 to 25,000. 

In Ukraine, an average monthly salary of the production personnel involved in IT services and 
products exports software production ranges from 300 USD to 1,500 USD and the management 
salaries range from 500 USD to 2,500 USD. It is proved by the data published in the open sources. 

The market is still developing rapidly, and the market leaders realize the necessity for consolidation 
of efforts within Ukraine and cooperation with the developers from Russia and Belarus. The IT-
specialist brain drain has nearly ceased, and many of them are coming back to establish their own 
businesses in Ukraine. 

The following large companies involved in offshore software development are leaders in the 
Ukrainian market: Miratech, Softline, SoftServe, TelesensKSCL Ukraine. 

Competition to Ukrainian developers comes from software companies in India, Israel, Russia, 
Romania, China, and Belarus. But the software exporters from these countries have different 
specialization. By our opinion the Ukrainian software developers should pay more attention to the 
high-end software engineering sector where Russian and Romanian developers operates. This 
segment is more attractive for the Ukrainian exporters of IT services and products due to the 
similarity of education in the field of programming and mathematics. 

Among the clients of the Ukrainian IT companies are companies and organizations from the USA, 
Canada, Israel, Germany, France, Sweden, Denmark, Norway, Switzerland, Italy, and Spain. 
Ukrainian companies also receive sub-contracting orders from the Czech Republic and Poland.  

Considering the fact that Ukrainian IT-professionals have qualifications similar to Russians, and 
that their salaries are 30-50% lower, it is not surprising that Russia holds 4th place in the rank of the 
countries where Ukraine’s key software development orders are coming from due to the low 
international recognition of the Ukrainian IT industry and little on-site presence of software 
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development companies. Thus Russian clients could avoid communication risks due to similarity of 
languages and cultures with Ukraine. 

It is quite possible that in the nearest future the Ukrainian IT specialists will be enticed into large 
Russian offshore software development companies. To level this risks Ukrainian companies should 
organize internal education of young specialists from the universities. 

The majority of the experts agree that export-oriented services must be promoted by the companies 
themselves through the establishment of the representative offices abroad with the assistance of 
Ukrainian Embassies, as well as through the marketing partners. All the experts note that Ukrainian 
companies need to cooperate in their marketing and PR efforts with other offshore development 
companies and take advantage of the Internet for promotion.  

It is expected that in the coming years the Ukrainian IT companies will intensify significantly their 
efforts in promotion of IT services and products in the international markets either by themselves or 
through different association. Also, a substantial raise of foreign investors’ interest to Ukrainian IT 
companies and their products international commercialization is forecasted.   

All experts agree that the political stability of the state and the dynamic growth of the market are 
positive market factors. The Telecom sector (dedicated lines, mobile communication) is developing. 
Geographical location of state is also seen as a favorable factor. The neighboring European Union 
countries and special cooperation status with EU are also considered as favorable factors for 
Ukrainian IT-export industry growth.   

In the opinion of the experts the negative image of the state and the lack of information about the 
achievements and competitive advantages of the Ukrainian IT-industry exert a negative influence in 
foreign markets on the development of the IT export industry. There is no State program to support 
the development of the IT export industry. The lack of the qualified specialists, the inertia of the 
education system, and the drain of qualified lecturers from Ukrainian educational institutions 
remain issues. 
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1. Analysis of Ukrainian IT services and products export market 

This chapter outlines the expert estimations of the Ukrainian IT services and products export 
market. The expert panel of the research included the CEO and CIO of the largest companies in the 
Ukrainian IT market, and also the participants of the project who provided the estimations of the 
market volume, its dynamics and also provided an opinion on trends of market development and its 
structure. 

1.1. Volume of Ukrainian IT services and products export market 

According to the data provided by TECHINVEST, the volume of the Ukrainian IT services exports 
in 2000 amounted to 32M USD in revenue, in 2001 its volume has increased by 22% (nearly 40 m). 
This data proved been proven by the present research. 

We estimate the Ukrainian IT services and products exports in 2003 to be about 70M USD. 
Picture 1.1. shows the growth dynamics of the Ukrainian IT services and products export market 
development, starting from 2000 and also market volume forecasts for the next two years.  
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Picture 1.1. Ukrainian IT services and products export market size  

 

The players of the market are optimistic about its growth and are forecasting that the Ukrainian IT 
services and products export revenue will double over the next two years, or 40-50% annually. 
Increased growth rates (even exceeding the above stated) are feasible provided a) the industry’s 
development is supported by the Ukrainian government and b) the largest players of the market will 
consolidate their capacities and efforts for promotion in foreign markets.  

According to the experts, export revenue share amounts to 30%-50% of the entire market of IT 
services. According to the data obtained during the research the export revenue share amounts to 
nearly 50% of the market and will probably increase to 60% by 2005. 
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Volume of the Ukrainian export market of IT services is not large compared to the international 
leaders in IT service and products export. Russia as closest competitor will have 450-500M USD 
export market size in 2003. 

The total share of the Ukrainian export market of IT services and products is about 50% of software 
market in 2002. This is much higher than in Russia where this share is about 30-35%. 

According to Gartner analysts opinion as IT services and products exporter Ukraine could be placed 
in “Up and comers” category. These countries have limited offshore IT revenue. They do not have 
yet sufficient resources and infrastructure to operate at full capacity and sustain good profit 
margins. 
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To evaluate countries – the exporters of IT services and products Gartner use the following list of 
the factors that can help potential clients to evaluate risks and opportunities and choose providers. 
The most crucial factors are language, government support, labor pool, infrastructure, educational 
system, cost, political stability, cultural compatibility and data/IP security. 

 

Ukraine is not presented in this table separately. But according to our opinion qualitative indicators 
of Russia is quite similar to Ukraine. Opinions of the Ukrainian experts about factors positively and 
negatively affecting Ukrainian export market support this.  

Main competitive advantages of the Ukrainian IT services and products exporters is:  

• labor pool; 

• educational system and qualification of specialists;  

• competitive cost of services; 

• geographical and cultural similarity with European Union. 
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Most of the countries – exporters of IT services and products have deep specialization and expertise 
in specific areas. 

 

 

From Gartner analysts’ point of view the Russian exporters of IT services and products focus on 
high-end software engineering. Due to the similar qualification level, educational systems and 
mentality the Ukrainian exporters of IT services and products should also focus on this area. 
Thereto the majority of the Ukrainian software exporters are small and are not able to execute large 
projects. Such projects are usually area of the Indian developers. 
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1.2. Structure of Ukrainian providers of IT services and products for export  

Within the framework of the research the following structure of the Ukrainian IT services and 
products export market was used: 

  Midsize and large IT companies; 

  Software development centers of international vendors in Ukraine; 

  Small companies (with less than 15 person), independent software developers’ groups and private 
developers.  

The picture 1.2. shows the share of each group in the Ukrainian IT services and products export 
market. The estimates were provided by the participants of the research. 

Large and midsize companies
65,0%

Small companies (less than 15 
empl.) and independent groups 

of programmers
35,0%

Source: Market-Visio, 2003
 

Picture 1.2. Market shares of different IT services and products exporters groups 

 

According to the participants’ opinion, the main share of the Ukrainian IT services and products 
export market (65%) belongs to the medium and large companies. About 35% of the market 
belongs to the small companies and independent software developers’ groups. 

The majority of experts and market participants agree that the software development centers of the 
international vendors are weakly represented in Ukraine. However, in the opinion of the some 
members of the market, with the present positive dynamics of the Ukrainian IT services and 
products export market, development centers for large corporations are likely to be established in 
Ukraine within the next several years. Their establishment can substantially impact the volume of 
the Ukrainian IT services and products exports and market structure as well.   

According to the offshore programming market research conducted in Russia, the development 
centers for large corporations (their number does not exceed 10) account for up to a quarter of the 
entire Russian offshore software development market. 
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1.3. Business models and status of Department on IT services and products development for 
export 

Market-Visio defines two basic business models when conducting the analysis of the business 
models used by the IT services and products exporters:  

1. Order model. Company is involved in software development for foreign companies. All the 
intellectual property rights (the result of contract realization) belong to customer (foreign 
company). The majority of Indian companies use this model in their activity. 

2. Product (”off the shelf”) model. Company is involved in the licensing of technologies and/or 
software products both as a complete package, and as a part of another (separate) software 
package. Products and services of similar companies are mainly demanded either by software 
developers or licensors (licensor-companies). The product model prevails in Israel and 
Scandinavian states. 

3. Combined model. Many companies develop software for foreign companies and simultaneously 
work on their own software products. 

BPO (Business Process Outsourcing) model was also considered within the research of the 
Ukrainian IT services and products export market. Within the framework of the present research we 
regarded BPO as the services of the Ukrainian companies on routine operations (filling out 
application forms, etc.) for foreign customers. These services are not directly connected with 
software development, though they are mainly offered to the companies operating on the IT 
services and products export market. 

The picture 1.3. shows the structure of the respondents according to the business-model. 
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Picture 1.3. Ukrainian IT services and products exporters business models 
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The basic business models used by the Ukrainian exporters of IT services and products are marked 
in red. Blue color indicates the share of the companies that additionally offer BPO and other 
services. 

The half of the participants offers software development services on demand only. Another 40% of 
the respondents are involved in the software development on demand and distribution of “off-the-
shelf” software as well. 

The product model is used by just 8% of the Ukrainian IT services and products exporters only. 

Outsourcing services of routine business processes are provided by a quarter of Ukrainian IT 
services and products exporters.   

According to our information, revenue from the software products export amounted to 10-15% of 
the entire market of the IT services and products export in 2002 in spite of the substantial share of 
companies that use product business model (including the combined one). 

About one third of the research participants plan to change their business model by 2004-2005. 
Mainly the companies that use the business order model plan to change it to the product model. 

By our opinion, the share of the software products export in Ukraine might increase up to 30-35% 
out of the entire IT services and products export market by 2005. 

The picture 1.4. shows the data on the status the research participants’ export-oriented software 
development department.  
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Picture 1.4. Departments responsible for IT services and products export 

 

The IT services and products export is the main business for almost half of the research participants. 
Correspondingly, these companies are mainly focused on providing services to the foreign 
customers. 
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About 30% of the companies are involved in the IT services and products export. These companies 
provide services to the internal customers as well as external, at the same time the export business is 
not a separate direction of their activity. 

More than 20% of the companies have singled out the department of the IT services and products 
export. These companies provide services to both domestic and foreign customers. However, the 
export of IT services and products is singled out to the separate department. 

To a great extent, the IT services and products export is the core business for small (less 15 persons) 
and large (more than 80 persons) companies. Medium companies are more differentiated and 
provide services to the domestic and foreign customers. This is why the export business is either not 
separated from the entire development department or singled out as an independent department. 

About 28% of the research participants plan to change the status of the IT services and products 
export department during 2004-2005. Generally speaking, it is planned by the companies where 
providing of services and development of products is in the competence of the common software 
development department. Most likely, these companies will single out export business into separate 
department/direction.  
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1.4. The number of suppliers and software developers 

150 Ukrainian companies involved in the IT services and products export were proposed to 
participate in the research. 

According to the experts, about 300 companies are involved in the IT services and products export 
in Ukraine nowadays.  

Annually more than 30 thousands potential IT specialists graduate from the Ukrainian universities. 
The total number of the specialists working in the IT services and products export in Ukraine is 
estimated to range between 8 000-10 000. According to the certification agency Brainbench, 
Ukraine has more than 25 000 IT specialists of international level. 

The picture 1.5. shows the structure of the specialists involved in the IT services and products 
export working in the companies participated in the research. 
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Picture 1.5. Structure of employees involved in IT services and products export business 

 

The number of the programmers accounts for more than a half of the personnel involved in the IT 
services and products export in the participant companies.  

The number of the management personnel comprises about 10 % of personnel involved in the IT 
services and products export. 
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The picture 1.6. shows an estimation of growth rate of the number of employees in the participating 
companies. 
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Picture 1.6. Growth rates of the number of employees involved in IT services and products export business to 
2005 

 

According to the feedback from the participant companies the total number of their employees will 
either double or even triple by 2005. The number of the project and quality assurance managers will 
increase most substantially (almost triple compared to 2002). 

It is forecasted that the growth of the management and support personnel will be the least 
substantial. 

Qualitative growth in the number of the project and quality managers is connected with the 
tendency of the Ukrainian IT services and products exporters to improve their services as well as 
with the necessity to acquire international certification. 

The Table 1.1. below shows partial list of clients and end-users of the Ukrainian IT services and 
products exporters: 
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Table 1.1. Some of the internationally recognized corporate clients of Ukrainian IT services exporters 

The list of  some corporate clients of 
Ukrainian IT-services exporters 

USA 
Boeing 
CitiBank  
DASA (DaimlerChrysler Aerospace) 
Delta Airlines 
DHL 
Disney 
Ford  
General Electrics 
ING Bank 
Ingersoll-Rand International Sales Inc. 
Intel 
Kyriba 
Mellon Financial Group 
Microsoft 
Motorola 
NASA  
NY Stock Exchange 
Paramount Pictures 
Scala 
Visteon 
Westinghouse Electric 
 

EU 
Alcatel 
Deloitte & Touche Tohmatsu 
Deutsche Telekom 
Euronex 
Fiat Avia 
France Telecom 
Nokia 
Rabo Bank 
Siemens 
T-Systems Nova 

 

International financial organizations (e.g. World Bank), governmental and local authorities in the 
countries all around the world are among the clients, also. 
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The picture 1.7. shows average salaries of the specialists of the companies involved in the IT 
services and products export business. 
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Picture 1.7. Max and Min salaries of employees involved in IT services and products export business 

 

At the moment the maximal salary of the management staff accounts for around 1400-1500 USD 
per month. The maximal salary of the engineering staff accounts for about 600-850 USD per month. 

By 2005 the respondents forecast increase of the management staff salaries on the average by 20-
25% (up to 1800 USD) and the engineering staff salary by 25-30%. 

Generally, an average salary of the management staff in Ukraine amounts to 1000 USD, the 
engineering staff – about 500 USD.  

According to the Market-Visio research conducted in the beginning of 2002 in Russia the average 
salaries of the management and engineering personnel were 1150 USD and 730 USD per month 
correspondently. Taking into account salaries growth dynamics in the Russian companies involved 
in the IT services and products export business, we can say that in Ukraine an average salary in the 
companies engaged in the export business is 30-50% lower in comparison to the Russian 
companies. 
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1.5. Key regions 

In the course of the research the respondents were offered to name the key regions of their export 
business. 

The picture 1.8. shows the data related to the countries which are the customers of the Ukrainian 
companies engaged in IT services and products export, as well as the importance of each countries 
and perspectives up to 2005. 
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Picture 1.8. Key regions of Ukrainian IT services and products exporters 

 

At the moment the biggest client of the Ukrainian IT companies is the USA. Besides, a significant 
part of IT services is provided to the countries of Western Europe and Russia. 

In 2005 the USA status as the main customer of IT services and products will remain the same, 
nevertheless, the importance of the customers from Western Europe will increase significantly. 

The importance of the Russian customers of IT services and products will increase as well, 
although, according to the respondents’ opinion they consider Russia less perspective client 
compared to the USA and Western Europe. 
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1.6. Key competitors 

The respondents were asked to name the main countries-competitors in the IT services and products 
export market. 

The table 1.1. shows countries which are the main competitors of the Ukrainian IT services and 
products export business according to the respondents’ opinions. 

Table 1.2. Main countries-competitors of the Ukrainian IT services and products export business 

Countries Number of mentions 
India 44 
Russia 37 

China 11 
Romania 11 

Belarus 8 

Ireland 5 

USA 3 
Czechia 3 

Bulgaria 2 
Israel 2 

Pakistan 2 

Asian countries 1 

Eastern Europe 1 
Canada 1 

Korea 1 
Poland 1 

According to the respondents, companies from India, Russia, China and Romania are considered to 
be the main competitors of the Ukrainian IT services and products exporters. 

Though Russia is the main competitor, significant part of the Ukrainian exporters projects was 
received through the Russian marketing channels.  
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1.7. Market trends 

In the course of the research the respondents were asked to name main trends on the Ukrainian IT 
services and products export market. The majority of the respondents pointed out the following 
main market trends: 

• Market consolidation and existing players integration; 

• Stable growth of the IT services and product export market; 

• Professional development of the specialists, involved in the IT services and products export 
business; 

• Increase in professional association activity; 

• Need for certification; 

• Unique niches search; 

• Domestic competition increase; 

• Software products export growth. 

The respondents also were asked to name positive and negative factors affecting the Ukrainian IT 
services and products export market (picture 1.9.). 
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Picture 1.9. Factors affecting Ukrainian IT services and products export market 

 

Lack of the government support is one of the most significant bars to the export industry 
development. Most of the market players think that if Ukrainian president tells couple words about 
industry during any international visit it could significantly influence the Ukrainian export industry 
perception on the global markets. 
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Insufficiency of investments is the result of the non-transparency of the majority Ukrainian IT 
products and services export companies. Only large export companies (mainly with foreign owners) 
can count on international investments. 

The picture 1.10. shows the main priorities of the Ukrainian companies in development of the IT 
services and products export business for the next two years. 
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Picture 1.10. Main priorities in IT service and products business development 

 

The main development priorities for the majority of Ukrainian IT services and products exporters 
will be the research and development of new products as well as software compiling tools 
development. Thus, the key priorities for Ukrainian companies are product export growth and new 
software development technologies implementation. 
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2. Ukrainian IT services and products exporters characteristics 

This chapter outlines characteristics of Ukrainian IT services and products exporters. The chapter 
includes information on the companies’ turnovers, salaries of specialists, companies’ certifications, 
provided services and solutions, development tools and platforms. 

2.1. Companies’ turnovers in 2002 and dynamics up to 2005 

In the course of the research the respondents were asked to name their turnover of the IT services 
and products export business in 2002.  

The picture 2.1. shows companies turnovers in 2002. The information was given by 77% of the 
respondents. 
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Picture 2.1. Companies turnovers in IT services and products export business 

 

The IT services and products export business turnover of almost 70% of the companies that 
participated in the research did not exceed 100 thousand USD. Mainly, these companies are either 
small companies with the number of employees of 15 or mid-size companies for which IT services 
and products export is one of the business activities. 

All companies with the export business turnover of more than 500 thousand USD are big companies 
with the number of employees of more than 80. As a rule, export business is their main activity and 
accounts for more than 50% of their whole business. 

The Table 2.1. presents Market-Visio estimations concerning structure of the Ukrainian companies 
by the export business volumes and their market shares in 2002. 
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Table 2.1. Structure of Ukrainian companies by export business size 

Company turnover (2002) Market share, % Number of the companies, % 

more than 1 mln USD 75-80 8-10 

from 100 thsd. to 1 mln. USD 15-20 20-25 

Up to 100 thsd. USD 10-15 65-70 

Total: 100% 100% 

According to the experts at the moment approximately 300 Ukrainian companies are involved in the 
IT services and products export business. Thus, it is possible to estimate that more than ! of the 
Ukrainian IT services and products export is made by 25-30 biggest companies. 

The picture 2.2. shows the respondents’ estimations related to the dynamics of their IT services and 
products export business. 

11,3

4,8

8,1

8,1

19,4

9,7

19,4

12,9

6,5

17,7

1,6

3,2

6,5

8,1

9,7

12,9

8,1

22,6

9,7

0 5 10 15 20 25

N/A

Will reduce

Won't change

Increase by 1-10%

Increase by 10-20%

Increase by 20-50%

Increase by 50-100%

Increase by 100-200%

Increase by 200-300%

Increase by 300-500%

Increase  more than 500%

2002-2005

2002-2003

Source: Market-Visio, 2003
%, share of answer

 
Picture 2.2. Dynamics of IT services and products export business 

 

Significant part of the respondents believes that in 2003 their IT services and products export 
business will increase either by 10-20% or by 50-100%. 

10-20% increase of the export business in 2003 is forecasted basically by the companies with IT 
services and products export volumes in the whole company business being less than 50 %. 

For the companies planning 50-100% increase of their export this type of business is their core 
activity. Mostly, such companies have turnover of more than 500 thousand USD. 

More than 100% increase of export business in 2003 in comparison with 2002 is expected mainly 
by small companies.  

More than half of the respondents believe that the IT services and products export business of their 
companies will increase more than twofold from 2002 to 2005. More than 20% of the respondents 
forecast five-six time increase of their export business. 
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2.2. Main players on Ukrainian export market of IT services and products 

The respondents were asked to point out the largest companies engaged in IT services and products 
export in Ukraine (table 2.2.). 

Table 2.2. Main players on Ukrainian market of IT services and products 

Companies Number of mentions 
Miratech 20 

Volia Software (Softline) 18 

Telesens KSCL 13 

SoftServe 12 
Eleks 10 

Tessart 10 
UkrSoft 4 

According to the respondents Miratech and Volia Software (Softline) are the leaders on the 
Ukrainian IT services and products export market. 
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2.3. Companies’ certifications  

One of the company development level indicators is quality certification of their software 
development processes. Many respondents stated that obtaining a certificate is the one of the main 
company's priorities. 

Picture 2.3. shows data and plans of the interviewed companies concerning getting certificates 
before 2003 and 2005. 
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Picture 2.3. Companies certifications in 2003-2005 

 

By the end of 2003 almost 25% of the Ukrainian companies are planning to be certificated. We 
assume that the majority of companies will get certification in 2004-2006. 
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The picture 2.4. presents data on the current state and plans of the participants of the research 
concerning the certification in 2003-2005. 
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Picture 2.4. Availability of certificates in 2003-2005 

 

Substantially, companies plan to receive ISO certifications in 2003 and 2004. Along with this 
mostly companies plan to receive CMM certificates before 2005.  

According to the data received we conclude that by 2005 Ukraine’s market of the offshore IT 
services is going to be very attractive and forward looking for the companies offering services of 
CMM(I) certification. 
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2.4. Demand for services and solutions 

Within the framework of this research the respondents were offered to mention the services and 
products that exporters offer to foreign customers (picture 2.5.). 
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Picture 2.5. Demand for services 

 

More than 70% of the interviewed companies offer foreign customers the service of coding. 

The second place is taken by the following services: IT consulting, application integration, software 
testing, re-engineering services. 

The level of the Ukraine companies’ services popularity is very similar to the level of the Russian 
IT companies.  

High demand for IT consulting services shows the importance of «intellectual» component of the 
Ukrainian exports market. 

The picture below shows the Ukrainian IT export market value chain. The Picture also gives the 
information on average cost per hour of Ukrainian specialist. 
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Integration  
and re - engineering 

Application development 
and testing 

Nondiscretionary programming (coding)/  
/Application maintenance 

Solution 

IT consulting 

Pricing: 
$15 - 35 

Pricing:  
$10 - 20 

Pricing:  
$4 - 10 

 

Based on the Gartner classification of the software development fields we estimate the demand for 
software solutions as follows: 

1. Back Office Application 
2. Electronic Commerce 
3. Front Office Application 
4. Internet and Electronic Workplace 
5. Networking and Communications 
6. Software Infrastructure 
7. Enterprise Application Integration 
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The picture 2.6. represents the line of the Ukrainian companies activities in the field of the IT 
services and products. The respondents were offered to mention both the key lines in their activities 
and the secondary ones. The data is represented in the descending order based on the number of 
answers about companies’ activities in key directions.  
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Picture 2.6. Demand of solutions 

 

The main activity direction for the most part of the Ukraine exporters of the IT services is the 
development of electronic commerce applications, trading sites, back office applications and 
software infrastructure. 

The participants forecast an increase in orders for Back and Front office applications and integration 
of corporate applications, as well as increased deal flow from entertainment segment by 2005. 
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The picture 2.7. represents the dynamics of the Ukrainian companies activities in the field of the IT 
services and products. 
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Picture 2.7. Dynamic of key orders 

 

In 2005 the research participants plan to increase the number of key orders in the field of Back and 
Front office applications, entertainment and EAI. 

Most of the companies suppose that importance of Intranet and Electronic Workplaces, Software 
Infrastructure and GIS will decrease in 2005. 

The Appendix 1 contains more detailed information on specialization of the Ukrainian exporters of 
IT services and products.  The Chapter 4 contains the information on the most successful export 
projects realized by the Ukrainian companies.   

 

Electronic commerce 

In this area most companies are oriented at Web Development Software and Electronic Catalog. In 
2005 the companies plan to receive increased dealflow in Internet Security software development. 

Internet and Electronic Workplaces 

In this area the companies are oriented at Document Systems development. All of the companies are 
planning to increase orders in Video Conferencing software development. 

Software Infrastructure 

In this area majority of the companies are oriented at Database Management Systems development. 
In the nearest future the companies are planning to increase orders in System and Network 
Management and Information Security applications development. 
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Back Office Applications 

In this area most of the companies oriented at ERP and Finance software development. In 2005 the 
companies plan to get more orders in Warehouse Management Systems development. 

Networking and Communications 

In this area most of the companies are oriented at Wireless Technologies software development. In 
2005 the companies expect the number of the orders in Remote Access Technologies and Wireless 
Technologies to increase. 

Front Office Applications 

In this area majority of companies are oriented at CRM applications development. In 2005 CRM 
software development will keep leading role for the Ukrainian developers. 
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2.5. Platforms and development tools 

During the research the respondents were asked to mention the platforms and development 
techniques they usually use. 

The picture 2.8. shows the level of the popularity of the different programming languages among 
the Ukraine exporters of IT services and products.  
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Picture 2.8. Programming languages 

 

For the most part of Ukrainian exporters of IT services and products the key set of programming 
languages consists of SQL, Java, C/C++, HTML, DHTML, CFML, XML, XSL. 
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The picture 2.9. shows the level of popularity of CASE tools among the Ukraine exporters of IT 
services and products.  
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Picture 2.9. Case tools 

 

For the most part of Ukrainian exporters of IT services the key CASE tools are Microsoft and 
Rational products. 
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The picture 2.10. shows the level of popularity of different software development tools among the 
Ukraine exporters of IT services and products.  
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Picture 2.10. Software development tools 

 

The majority of the Ukrainian exporters of IT services use Microsoft and Borland/Inprise products 
as software development tools. 
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The picture 2.11. shows the level of popularity of different testing tools among the Ukrainian 
exporters of IT services and products.  
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Picture 2.11. Testing tools 

 

For the most part of the Ukrainian exporters of IT services the key testing tools are Microsoft and 
Borland/Inprise products. 
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The picture 2.12. shows the level of popularity of different infrastructure support tools among the 
Ukrainian exporters of IT services and products. 
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Picture 2.12. Infrastructure support tools 

 

The majority of the Ukrainian exporters of IT services and products use Microsoft and Rational 
products as infrastructure support tools. 
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The picture 2.13. shows the level of popularity of different methodologies among Ukrainian 
exporters of IT services and products. 
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Picture 2.13. Methodologies 

 

The majority of the Ukrainian exporters of IT services use UML and RUP methodologies. 

 

 

 



UKRAINIAN IT SERVICE AND PRODUCTS EXPORT MARKET’ 2003 
 

 
 Market-Visio (Consulting & Research) 
 Gartner Distributor in Russia 
 Office 501, 14/1, B. Novodmitrovsky   
 127015 Moscow, Russia Federation 
 Tel. +7 095 748 01 58, Fax +7 095 748 01 59 

44

The picture 2.14. represents the data on the level of prevalence of different platforms among the 
Ukrainian suppliers of IT services and products. 
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Picture 2.14. Platforms 

 

The most popular programming platform among the Ukraine exporters is Windows. Almost 100% 
of the companies use it and moreover 90% of the companies use it as a main platform.  

Linux and Unix platforms are used by 80-85% of the Ukrainian IT services exporters, but not more 
than 60% are using these platforms as the main ones. 
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3. The strategies of Ukrainian exporters of IT services and products 

This chapter outlines information on strategies of the Ukrainian exporters of IT services and 
products in software development and services promotion on the international markets. 

3.1. Orientation in export of IT products and services 

During the research the respondents were asked to mention one of three fields (development of 
software) their company is oriented at: 

• The software development is technology-driven (developing software for specific technologies, 
platforms)  

• The software development in the company oriented on horizontal solutions (the development of 
software in specific fields, for instance CRM-solutions) 

• The software development in the company is primarily focused on the vertical solutions for 
special fields 

The results are shown on the picture 3.1. 
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Picture 3.1. Companies approaches in IT services and products export business 

 

Presently, the majority of the Ukrainian companies are focused on developing software for special 
technologies and platforms. The vertical orientation is the least popular one. 

The companies oriented at production of vertical solutions were asked to name industries they were 
developing software for. 
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The results are shown on the picture 3.2. 
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Picture 3.2. Industries of vertical solutions-driven companies 

 

Mostly, the companies oriented at development of vertical solutions are working for public health, 
production industries, as well as for service and commercial businesses.  
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3.2. Channels and methods of IT services and products promotion  

During the market research the respondents were asked to mention the most perspective strategy 
within the 2 year-period in the IT products and services export market. 

The results are shown on the picture 3.3. 
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Picture 3.3. Expansion strategies of Ukrainian IT services and product exporters 

 

The most part of the research participants are planning to develop their businesses using own 
resources. 

33% of the respondents plan to develop their businesses by using external investments and 11% 
plan to use credits. 

The participants of the research were asked to list the most perspective promotion methods in the 
field of IT products and services export. 
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The results are shown on the picture 3.4. 
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Picture 3.4. Promotions methods of Ukrainian IT services and product exporters 

 

Most of the companies believe that the Ukrainian companies should promote their IT products and 
services by their foreign partners/agencies. This opinion is confirmed by the data about the amount 
of representative offices of the Ukrainian companies (exporters of IT products and services) abroad 
(picture 3.5.). 
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Picture 3.5. Representations level of Ukrainian IT services and product exporters in key regions 

 

Usually, the Ukrainian companies have either partners or brokers in the foreign countries. Just few 
of them have representation offices in the countries, which are the most important for their business. 
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The picture 3.6. shows the information on the functions of Ukrainian representatives abroad. 
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Picture 3.6. Functions of Ukrainian IT services and product exporters representatives in key regions 

 

The main function of the majority of Ukrainian representative offices are marketing and sales 
promotion. The core projects management mostly is a responsibility of the key customer, for whom 
Ukrainian IT companies are working. 
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4. The successful projects of Ukrainian IT companies 

This chapter outlines information about successful projects realized by Ukrainian exporters of IT 
services and products for international clients. The projects were selected by the independent group 
of the experts after the in depth analysis. 

Infopulse 

The Client 
Kyriba Corporation (www.kyriba.com), leading provider of distributed cash and 
treasury management solutions with headquarters in USA and Europe.  

Project investors American Express, Mangrove Capital Partners, GRP Partners, Commerzbank AG 
Industry domain Finance 
Expertise domain Cash, Treasury and Liquidity management 
Technologies / tools J2EE, Oracle, BEA WebLogic, Rational Enterprise Suite, WebGain 
Project scale 200+ man-years, geographically distributed team of 100+ persons 

Project summary 
KyribaTI liquidity management and centralization platform enables real-time access to 
consolidated cash flow and position data across business units and countries. 

Project background  

The client required implementation of new integrated suite of on-line financial 
applications aimed at dramatical enhancing the value of banks' and financial 
institutions’ service offerings including: 

• integration services for heterogeneous financial information 
• decision-making support tools such as forecasting, reconciliation and cash 

positioning 
• complex, highly-customizable inter- and intra-corporates' workflows 
• access to multiple banking transactions systems 

Requirements 

• 100% J2EE 
• Scalable cluster-friendly multi-tier architecture 
• 24x7 availability 
• Strong security 
• Up to 1000 simultaneous connections 
• Support both “thin” and “fat” front-ends 
• Support of highly-configurable workflows 
• Web-enable reporting 
• Multilingual capacities 
• Customizable look-and-feel 

Our role 

Provide complete software development lifecycle strictly following the RUP 
methodology: 

• Develop system requirements with use-case modeling technique;  
• Define system architecture, perform object-oriented analysis and design 

(validated by Rational and BEA) 
• Implement and integrate the system 
• Test 
• Deploy pre-production and production platforms 

Methodology 

Rational Unified Process (RUP): Requirements modeling with use-cases, 
Architectural analysis, OOA/OOD, Iterative development, Configuration and Change 
Management, Test, Deployment, Project management. 
Extreme programming (XP): continuous integration, automated tests, strict coding 
conventions, refactoring. 

Client benefits 

The client got and delivered to end-customers fully operational web-enabled cash 
management platform built on modern technological basis according to the customer’s 
functional and technical requirements. System requirements and architecture are 
completely documented in accordance with best practices recommended by RUP. The 
whole project has been performed on time and on budget. 
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Microcosmic Group 
The Client Nokia (www.nokia.com) 
Industry domain Nokia is the world leader in mobile communications. Backed by its experience, innovation, user-

friendliness and secure solutions, the company has become the leading supplier of mobile phones 
and a leading supplier of mobile, fixed broadband and IP networks 

Expertise domain Nokia Mobile Phones 
Technologies  .NET technologies, C#, XML/XSLT, MS SQL Server 
Project Summary Development and deployment of the information system for merchandising automation 
Project Background Nokia mobile phones in Ukraine are sold through a wide retail network consisting of 

points-of-sale (POS) of various kinds – from exclusive stores to small departments in 
non-specialized shops. The company has established clear standards, according to 
which each POS must pass authorization to be allowed to sell Nokia products. Special 
monitoring is carried out continuously to ensure that no authorized POS compromise 
the standards. 
 
The monitoring assumes regular visits to every authorized POS, during which a 
designated company representative – merchandiser – conducts a store check. The 
merchandiser gathers various information as to how the standards are kept, whether 
new POS materials should be delivered, etc. This information is then sent to the 
regional office, where it is processed and analyzed. 
 

Requirement Having several hundreds points-of-sale all over Ukraine and constantly adding new 
ones, the company had faced a situation where the ever-increasing volume of 
information has made the existing methods for collecting, processing and analyzing the 
data too slow and expensive. A modern system was required which would allow fast 
and reliable data collection and instant analysis. 
 
The main goals for deploying a merchandising information system were a) to improve 
the quality of monitoring by providing tools for instant reporting and analysis and b) to 
reduce monitoring costs by automating most of the operations involved. 
 

Our role MicroCosmic Group provided detailed business analysis and all aspects of application 
development and deployment: requirements analysis and specification, software 
design, development and testing, personnel training, etc. The solution offered by 
MicroCosmic Group comprised a multi-user web-based application with centralized 
data storage. Using web interface, the field merchandisers enter monitoring data 
collected during regular visits to POS. Each merchandiser has access only to those POS 
included in his route, while the route is defined by his superior. When the data has been 
entered, the system can instantly produce analysis in forms of tables and charts. The 
look and contents of the analysis results can be changed by system administrator with 
the aid of built-in report wizard. 
As extra productivity tools, the system includes internal messaging system and critical 
values monitor. The messaging system saves time and money spent on phone calls and 
fax messages. The critical values monitor produces alerts when a certain parameter has 
or has not reached an assigned value: for example, a report has not been submitted by 
specified date.  
The system provides great flexibility in defining user roles and access rights, allowing 
creation of new user roles to meet changing business processes. Web interface resolves 
the issue of mobility for field merchandisers – they can log in to the system from any 
place where Internet access is present. Another important benefit of web-enabled 
application is that the user geography does not matter any more: Nokia European office 
staff can access the data as fast and easy as a merchandiser in remote Ukrainian town.  

Client Benefits Improved merchandising process, significant cost reduction, faster and more reliable 
communication between managing office and field workers, increased overall process 
effectiveness  
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Reaktivate 
The Client FiSMA UK (www.fisma.org) 
Industry domain B2B platform for establishing cooperation between UK companies and UK investors 
Expertise domain Internet consulting, web design and web development 
Technologies PHP 4.3.4, Expat 0.95, Sablotron 1.0, SSL, MySQL, XML/XSL, Adobe Photoshop 7.0, 

Macromedia HomeSite 5.2 
Project Summary Web based system to satisfy all demands of new online business in the field of B2B investments 
Project 
Background 

After preliminary marketing analysis by Client it became apparent that there are no competitors 
on UK market in the field of online investment solutions. That was why we were given the task 
to build the system that would suite all the project’s requirements. 

Requirement • Provide investment and consulting services only within the bounds of UK 
• Strictly define and level user groups by the number of factors such as FSA membership 
• Totally control all users’ interactions, registration process and the internal behaviour of the 

System 
• Obey all the legal UK issues without detriment to functionality  

Our role • Logotype, company corporate style and web site design 
• Internal system of documents circulation and communication between users – Administrator 

is able to define types of possible documents and access level for each user group; Users 
download and read documents appropriate to their status and permission level. The 
communication between Investor and Company occurs through internal messaging system 
with restrictions applied for each user group. 

• Sophisticated business logic management system that basically includes: 
o Management of the registration process for each user group with accurate tuning of online 

payment options. The following tools are available for Administrator: 
§ Management of general registration settings that includes: definition of key data 

required for successful registration (country, age, FSA membership, number of retries 
before user is blocked, etc); management of special questionnaire that serves as success 
criteria for Knowledgeable Investor registration – Administrator defines the list of 
questions, number of answers for each question, relations between correct/incorrect 
answer and next question, number of points for each answer, amount of points to gain 
for successful registration, etc 

§ Payment options. Administrator is able to instruct the system how to respond to the 
particular message from Payment System. Basically for each code returned from the 
payment gateway it is possible to assign the scheme of response: Decline registration 
and delete all temporary user data; Decline registration and block all further registration 
attempts for X days, Accept registration with limited access and send reminder in X 
days; Accept registration and move temporary user data to the general database. 

§ Price policy management – Administrator creates elemental rules and defines the set of 
these rules to develop individual price policy for each user group 

o Users’ management and control of all interactions between Investor and Company. This is 
implemented by: 
§ Leveling users access to the particular document type 
§ Ability to define the penalty for terms and conditions violation 
§ Documents processing – the document appears on the site only being converted to PDF 

and authorized by Administrator 
o Financial tracking system. The system tracks any payment by User, price policy and time 

period. 
Client Benefits • Client got all the necessary tools to handle online business in the field of B2B investments 

• Client makes no efforts to maintain and sustain the system after initial setup 
• There are already couple dozens of users with ready contracts before marketing campaign start 
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Volia Software (Softline) 
The Client Ingersoll-Rand Int. Company (www.irco.com) – A Fortune 500 company 

leading innovation and solutions for the major global markets of Security and 
Safety, Climate Control, Industrial Solutions and Infrastructure 

Industry Domain Production and Distribution of variety of equipment  
Expertise Domain Logistic System IDS (International Distribution System) 
Technologies Back end on Oracle RDBMS 

Business layer on EJBs with BEA WebLogic Application server 
Presentation layer on JSP/Servlets with BEA WebLogic Web server 
Oracle Reports server for scheduling reporting routings and publishing reports 

Project Summary Existing mainframe-based order processing system needed to be replaced with a 
solution that ensures changing business needs are followed in a faster, flexible and 
cost-effective way. The new system would support significantly more connected 
users, increased availability and reliability requirements and run on two mirrored 
nodes. 
A new Internet-based system was developed on J2EE platform using proven 
practices of legacy system analysis and re-engineering, cutting-edge software 
development technologies and project management approaches.  Three-tiered (N-
tiered) architecture was used to make the new application robust, secure and 
scalable. 

Project Background Legacy system has been working and being modified for more than 20 years. As a 
result, it became not manageable and not changeable. Furthermore, there was no 
any documentation, so, complete business process analysis and reengineering of 
the old system was necessary. 

Requirements Complete legacy system’s functionality replacement, ability to work with other 
Customer’s systems. 
Moreover, both new and old systems had to work in parallel mode for smooth 
transition. 

Our role Project Management and development (full circle) 
Client Benefits The client gained much from cooperation with Softline and is committed to a long-

term relationship. The new system brought the company to the leading edge in 
order processing systems thus improving the image of the company, attracting new 
clients and streamlining interactions with customers and partners. New 
technologies involved in the project increased productivity of IT department 
consequently minimizing time-to-market for improvements of the system required 
by customers and partners as well as a changing business environment. 
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Source Valley 
The Client Bonus Technology Inc (www.bonustec.net), USA   official vendor of Telcordia 

Technologies 
Industry domain Telecommunications 
Expertise Domain Source ValleyTM is a dynamically growing IT company delivering the premium-quality 

QA/Testing services for businesses worldwide. Our mission is to perform extensive in-
depth testing of solutions and applications drastically improving their quality. Driven by 
our solid expertise in QA/Testing, we provide our existing customers with Software 
Development, Maintenance and Technical Support services based on the knowledge of 
the product we test. Being an official representative of Bonus Technology in Ukraine, 
we participate in a joint long-term contract with Telcordia Technologies, one of the 
biggest U.S. telecommunications software developing companies. Source Valley 
provides development, testing, maintenance and support for the number of Telcordia’s 
integrated systems. 

Technologies HP-UX/Windows, J2EE, C++, CORBA/XML, JMS Bus 
Project Summary One of Telcordia's products is integrated tool to track and monitor entire 

telecommunication network, seamlessly. Telcordia's management chose the outsourcing 
model striving to access highly qualified Resources while benefiting from cost reduction 
at the same time. 
 
At the time Source Valley offered exactly that kind of services. All organizational Issues 
were resolved in a timely manner and pilot project started 1 month from our first 
contact. By that time we’ve set up the entire infrastructure, hired additional resources 
with the relevant experience, conducted online trainings, prepared the test environment, 
developed local procedures etc. 
 
Pilot project focused on functional and configuration testing. It lasted 3 month and was 
highly successful. Offshore team managed to achieve the same performance as the team 
of testers on-site. Dynamic testing strategy, aggressive risk management and effective 
communication were key factors of our success. 

Project Background Improving the quality of the Product by allocating additional resources at the Multi-Unit 
phase of testing in order to stabilize the software by the time it enters the Product Test. 
This would result in extra time available for the in-depth testing such as performance 
tuning and optimization. 

Requirement Observe Telcordia quality methods of operations (QMO) software system testing 
standards and practices as they apply to the Product. Comply with Bonus and/or 
Telcordia computer security and other security procedures; provide safety of proprietary 
confidential information. 

Our role Source Valley delivers the full-cycle of QA/Testing services including Requirements 
Analysis, Test Plans and Test Cases development, Configuration, Functional and 
Regression as well as Performance testing. 

Client Benefits The quality of testing has improved - Product Test reported increase from 60% to 80% 
of PFT (passed first time) test cases rate. Source Valley has demonstrated total 62% 
improvement in cost-efficiency. 
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TeT 
Client USA software development company 
Expertise domain Requirements analysis and specification, software design, development and 

testing, sustaining engineering 
Technologies  MS Visual Basic 6.0, MS SQL Server 7.0/2000, PVCS, Rational Rose 2000 
Project summary The product provides PC tools to analyze corporate IT asset management data 

collected from mainframe and Unix systems. 
Although concept and architecture were developed by the client, TeT 
implemented and continues to implement major critical components of the system 
including data import and export (CSV, desktop databases, MS Excel, XML), 
reporting tools, GUI, charting, data retrieval and processing, internationalization, 
multi-user support, etc.  
The project can be considered as a perfect example of a team overseas work 
provided by TeT 

Client Benefits Dramatic cost savings, stable predictable results, better product's quality 
 
Client USA software development company 
Expertise domain Turn-key application development – from requirements gathering to deployment 
Technologies used Palm OS ® platform, MS Visual C++, Metrowerks CodeWarrior, M-language 

(Cache DBMS) 
Project summary A Palm OS ® handheld interface to a medical billing system. 

This software package allows doctors to review and input information when they are 
away from the office, primarily during hospital rounds, and gives access to the most 
of patient record, appointments and schedule data. 

The package is comprised by 3 levels (database procedures, desktop module and 
Palm application) connected by custom BXXP protocol implementation based on 
XML specification. Custom UI controls were used at Palm level to make GUI 
more user-friendly  

Client Benefits A new modern mobile product to interface popular billing system 
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Eclipse SP 
The Client TechDataSolutions Inc. (www.techdatasolutions.com), USA  
Industry domain Client’s relationship management 
Expertise Domain Web development 
Technologies ASP/MS Access 
Project Summary Detailed description could be found at http://www.clientworkz.com/247.htm  

The 24/7 Client Feedback Program consists of a customized Internet portal for 
company clients to: 

• Provide compliments on your performance (compliment box)  
• Provide complaints and request enhanced service (complaint box)  
• Participate in a more detailed feedback survey (approach that provides very 

actionable information and valuable insights) 
Project Background Project has been developed by Eclipse SP LLC for its partner – TechDataSolutions 

Inc. (USA) 
Requirement There was a task to develop already failed project in strict terms and with high quality 
Our role We have successfully accomplished defined requirements and delivered quality 

software in agreed terms 
Client Benefits Client has received expected software for expected budget and a free warranty support 

for a one year period. 
During the project client receives weekly reporting from the assigned project manager. 
During iterative deliverables, client had a chance to review delivered software, try it 
from the very beginning and apply his comments 
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ILS-Ukraine 
The Client National Land Agency (NLA), Kingston, Jamaica 
Industry domain Governmental 
Expertise Domain Land Registration Solutions, TORENS based, 

Name of system is ILS Land Registration System 3.0 (ILS LRS 3.0) 
Technologies Multi-layered architecture and with own application server use, integration with 3d 

parties applications, which are in use in NLA: 
Based on the following software technologies: Windows 2000/XP, Microsoft SQL 
Server 2000,.NET 1.1, Delphi 7.0, C#, ArcGIS, ActiveX, ADO, HTML/DHTML, 
Crystal Reports 

Project Summary TORENS based land registration system, system automates activity of all department of 
NLA, configurable workflows customizable for each registration transaction type, 
configurable access rights, rich set of reports providing information on land registry, 
staff productivity, turnaround time for registration transactions, electronic Certificate of 
Title, integration with document scanning system containing about 1 million scanned 
documents, integration with GIS system containing cadastre information for whole 
Jamaica – about 650 thousand land parcels. 
Project was in cooperation with following companies:  

• Fujitsu, supplier of H/W solution and 
• NovaLIS, supplier of GIS solution, ESRI technology based. 

Number of users of the system is 200. Project has been funded by Word Bank at a cost 
of USD 1.24 million. References: 

• http://www.nla.gov.jm/nla_services.html 
Project Background Latest developments and installations in this direction besides ILS LRS for NLA, 

Jamaica are: 
• ILS LRS 2.0, Republic of Armenia, year 2001, customer – State Land Cadastral 

Committee of Republic of Armenia, installation basis – 36 regional land offices; 
• ILS LRS 2.1, Republic of Uzbekistan, year 2002, customer – Main Administration 

of Geodesy, Mapping and State Cadastre, installation basis –  10 regional land 
offices. 

Requirement ILS requires the following to be provided by customer: 
• Initial information from customer: RFP, scope or work, brief explanation. 
• Access to current information systems in use; 
• Information on land legislation – state acts, resolutions, decrees; 
• Access to line staff on assessment phase; 
• Access to Registrars and Lowers on assessment stage; 
• Constant communication to customer on customization phase. 

Our role As a rule, deployment and maintenance for ILS LRS includes the following activities:   
• Business analysis, including analysis of land legislation, current registration 

workflows, organization chart with staff roles, current reporting procedures and 
forms, systems in use; 

• Assessment Report – result of business analysis with our recommendations on 
system architecture, workflow changes, reorganizations; 

• System customization, which includes definition of objects/attributes, workflows 
configuration, reports creation; 

• Language localization (skill – Russian, Ukrainian, Armenian, Uzbek, English) 
• Development of custom modules and subsystems specific for customer; 
• Integration to existing system;  
• Data conversion and load from systems to be stopped; 
• Staff training and User Documentation; 
• Maintenance and remote support if remote access provided by customer. 

Client Benefits • Reducing the time for transactions a times; 
• United registry of all land information on Certificates of Title, owners, real estate, 

encumbrances; 
• Improved staff management; 
• Improved reporting. 
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Kit-Group 
!"and#%& Affinity Marketing (www.affinity-marketing.com) 

W288 N3442 Lost Creek Ct., Pewaukee, WI 53072, 1-866-493-6258 
Industry domain Auto sales e-marketing, e-CRM 
Technologies ASP.NET, MSSQL 
Project Summary This application helps Affinity Marketing to bring new solutions for web enabled 

CRM and Internet marketing. It enhances the marketing efforts for auto sales by 
increasing CSI scores, harvesting leads, and increased sales. 
Features:  

 Web enabled 
 Email harvesting  
 Email newsletter creator  
 Email campaigns delivery 
 Survey creation, delivery and tracking 
 Flexible reporting 

Project Background This is an ongoing project where we provide enhancements, support, and software 
development as required by the client 

Requirement Provide a solution that allows our client to offer email marketing services to increase 
sales and collect valuable data for their clients 

Our role We designed, developed, provide support, and make recommendations to our client 
Affinity Marketing for their IT needs. This includes consultation, software 
development, testing, hosting, and support services 

Client Benefits The client has benefited from our web based application expertise and low cost. The 
application we designed has drastically increased sales and provides invaluable data 
for the users of this application 
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MBS 
The Client Xplorex – Outdoor Adventure Newswire  

  3176 West 11th. Ave. Vancouver, BC, V6K 2M7 Canada 
tel.: (604) 805-5872  
http://www.xplorex.com 

Expertise Domain Xplorex provides the most technologically advanced platform for on-line business and 
presence 

Technologies Language: Perl, PHP, Java 2 SDK 1.3.1, JSP Engine: TomCat 3.2.1, HTML, XML, 
Flash, Photoshop, Corel 
Database: MySQL 
Web Servers: Apache, IIS, PWS 
Mail Server: qmail 1.03 + vpopmail for virtual domain and users management 
Wireless: WML, SMS etc 
OS: Windows 95/98/NT4/2000, Linux RedHat, FreeBSD, SUN OS 

Project Summary Started in 2000 as development of www.xplorex.com web site, it has later transformed 
into development of mysitetool.com – web based system for instant creation of fully -
featured web sites, featuring total customization and control 

Project Background This is an ongoing project where we provide enhancements, support, and software 
development as required by the client 

Requirement Provide the following solutions: Web / network applications, Web portals (Xplorex), 
Web shop software, Creative design, Text/voice chat applications 

Our role We designed, developed, provide support, and make recommendations to our client.   
Client Benefits With Xplorex, you get more than just a superior website - you also learn best Internet 

practices that help you make the biggest possible impact in your market. With 
Xplorex, it's easy to transform your ideas into action with the most useful marketing 
tool ever invented. The Benefits of Xplorex System: 

• Dramatically Reduces Costs   
• Reduces Time to Market  
• Run Online Business Anywhere  
• Increases Productivity  
• Saves Your Money  
• Access the Global Market  
• Reduces the cost of customer support  
• Allows you to compete with the best  
• Allows you to claim the highest rankings on the search engines 
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Miratech 
The Client Genesys Telecommunications Laboratories (www.genesyslab.com), USA  
Industry domain Telecommunications 
Technologies Tools and technologies: Java, C++, SQL, COM+, SOAP, XML, RPC, TCP/IP, C# 

Platforms: MS Windows NT-XP, Sun Solaris, HP-UNIX, AIX, MS SQL Server 7.0, DB/2, 
ORACLE, SAP, MS CRM, Genesys Framework, . Net 

Project Summary Development of software applications for various Genesys product lines.  
Miratech was involved in following activities:  

1. Requirement Specification 
2. Architecture and Design 
3. Graphical Design 
4. Coding and Unit testing 
5. Functional and System Testing 
6. Project Management 

Short summaries of the project Miratech runs for Genesys now: 
WorkForce Management: 
http://www.genesyslab.com/contact_center/products/workforce_management.asp 
Miratech is fully responsible for development of the front-end part of the solution.  
Current stage of the project takes about 10 stuff years 
 
GPlus adapters: http://www.genesyslab.com/contact_center/products/gplus.asp 
Miratech is responsible for development 
Currently Miratech allocated approximately 5 staff year for development of this set of projects 
 
IPMX: Miratech is fully responsible for producing and support of the VoIP components of the 
Genesys suit.  
Miratech allocated approximately 7 staff years for this project.  
 
AIL Services: Miratech took responsibility for development of the protocol intended to link 
Genesys framework Java services and third party .Net clients. 
Miratech allocated approximately 3 staff years for this project.  
 
MS CRM Adaptor: This project is intended to produce a special adaptor between the Genesys 
framework components and MS CRM Server. 
Miratech allocated approximately 2 staff years for this project.  
 
The software development team allocated for Genesys is about 50 persons. It is being doubled 
each year.  

Project Background Optimization of the client’s expenses and development of its capacity 
Our role Software development, IT services and support, and 2-nd and 3-d level of Product support 

Software development team: 50 persons 
2-nd and 3-rd level support team: 8 persons 
IT support team: 4 persons 

Client Benefits Customer optimized its expenses, increased its productivity 
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Novatek 
The Client A leading U.S. airline  
Industry domain Air transportation  
Technologies OS: HP-UX 

Database: IBM DB2 
Developer tools and languages: C++, ACE, IBM MQ Series, Rogue Wave Tools, 
SQL, IBM db2connect, ERWin, Rational Rose, CVS, MS-VSS 

Project Summary Development of the Billing and Settlement Plan system based on the legacy application 
logic 

Project Background The Client receives ticket sales information for travel agency sales via Billing and 
Settlement Plan (BSP) from 70+ countries in the Hand Off Tape (HOT) format and 
Airline Settlement Plan (ASP) from agencies in the United States in the Carrier Account 
Tape (CAT) format. The HOT and CAT data contains all Agents' (automated and 
manual) transactions effected exclusively on behalf of one Ticketing Airline during one 
or more reporting periods.  Further, the data contains other accountable documents 
concerning such transactions and those of that Airline relating to prior reporting periods. 

The original application cannot be used for processing of BSP data due to the 
performance, maintainability, and modification of BSP format. 

Requirement Improve overall system performance to perform daily operations in time. Add some new 
functionality with the purpose to support last changes in the client's business process. 
Update interfaces to external systems which were changed last time. Use MQ Series for 
event-based communications. 

Our role After business analysis of currently installed system, identification of weak points, 
mining of business rules from source codes and validation, new system has been 
developed. Due to the completely new architecture, which is optimized for BSP data 
processing; avoiding of internal persistence and mixture of several technology new 
system has meet expectations of the Customer. 

The application was completely integrated into environment of the Customer in 
accordance with standards and policies of the Customer. The system works 24/7. It 
waits for new files. As soon new file appears, the system processes data, applies 
business rules, stores information into the BSP data persistence and sends events to 
other installed systems. 

Significant limitations of the project were strong polices of the Client. Our team had to 
study standard process for software development, and timely integrate the process in our 
site. Standards and policies include processes, documentation, coding standards, 
mandatory integration with reusable modules, etc. Due to the experience of the team, 
internal development process has been adopted timely. The project has been completed 
successfully. 

Client Benefits • The BSP data is processed by the Customer 
• Appearing of new data and modification of BSP data storage is evented, and can be 

monitored by any other application 
• New optimized architecture allowed to increase the performance for about 5 times 
• It is possible to support the system. New code is well-structured and well-

commented 
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SoftPro 
The Client Seehafen Transportkontor Gildemeister GmbH, Germany 
Industry domain Transport company 
Expertise Domain Transport logistic 
Technologies Advantage Database Server, Xbase++, WEB Application Adapter, MS Visual C++ 
Project Summary The aim of the project is to increase the efficiency of company daily functions and to 

develop the corporate desktop/Internet application to manage consignment delivery 
worldwide  

Project Background The project consists of three parallel action streams: workplaces for managers of 
import department, workplaces for managers of warehouse department, and worldwide 
agent’s access to database via Internet. The second streams are solved in two 
technologies – as desktop and as Internet application for remote warehouses 

Requirement Integration with Tobit Infocenter (Tobit SoftWare, Germany) as main mail & fax 
application, integration MS Map Point to optimize cargo delivery streams in whole 
Germany and German-speaking part of Europe. Data interchanging with CargoSmart 
and Deutsche Paket Dienst databases 

Our role The main developer of desktop & Internet (via WEB Application Adapter) application 
Client Benefits Increasing the efficiency of company daily functions, acceleration of information 

processing, optimization of cargo delivery expenses, quick connection with worldwide 
agents 
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Telesens 

The Client Deutsche Telekom AG, sub-unit T-Online (www.telekom.de) - the leading telecom 
operator and Internet Service Provider in Germany 

Project investors Deutsche Telekom AG 
Industry domain Telecommunications 

Expertise domain Billing for Internet services and domain hosting 
Billing for broadband connections (ATM) 

Technologies / tools 
Distributed client-server architecture, server part on the  Sparc SUN Solaris platform 
(C++, Sun Forte), client for Windows (C++, Borland C++ Builder), RDBMS Oracle, 
CASE Tools: Rational Enterprise Suite, Sybase Data Architect 

Project scale 
1200+ man-month, distributed team (Cologne, Kharkov, Riga) consisted of 40+ persons. 
Work performed in Kharkov was about 3500+ man-month 

Project summary 

In 1999, due to introduction of new services (Broadband ATM) and continuous upsurge 
of internet services (ISP and Domain Hosting), Deutsche Telekom AG realized the need 
of introducing new generation billing software with the following functionality: 

• flexible customization of tariff models to changes of business rules 
• processing of huge volumes of data in conformity with the 24*7 scheme 
• data exchange with other information systems of DTAG 

Project background  
The orders for new billing solutions were placed with Telesens AG Group, where at that 
time Telesens Ukraine was one of the divisions 

Requirements 

The management of Telesens AG Group decided to run parallel development of full-
scale solutions (on Sparc SUN Solaris platform) at Cologne development center and 
interim solutions (on WIntel platform) at Kharkov development center.  This approach 
allowed deploying the first versions of billing systems as early as six months after the 
beginning of development, and clarify the requirements to the core systems in the course 
of running the interim solutions 

Our role 

During its cooperation with DTAG, Telesens Ukraine performed the following works: 
• Development and introduction of KDVpre for ATM-billing. The system was in 

commercial operation from September of 1999 to September of 2000, after that 
it was replaced with full-scale KDV-ATM solution. 

• Development and introduction of a billing system for IP-traffic of KDVticar. 
Commercial operation of the system began in 2000 and it turned out to be so 
successful that DTAG decided to continue developing the existing system. The 
last version of KDVticar 4.6.4 is in commercial operation since 2002. 

• After the Cologne office was shut down in October of 2001, Telesens Ukraine 
took over all works related to maintenance and further development of KDV-
ATM system 

Client benefits 
In his report about projects performed by Telesens Ukraine for DTAG, Mr.Ulrich 
Hoffmann, in particular, emphasized the high quality of works and prompt deliveries, as 
well as efficient communications with the Kharkov team and lack of language barriers 
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Tessart 
The Client Oregon Department of Corrections, Salem, Oregon (ODOC). 
Industry domain Government 
Expertise Domain Legacy Applications Services 
Technologies AS/400, OS/400, COBOL, RPG, CL 

Project Summary Extensive 1.5 year-long software re-engineering (Y2K renovation) effort for 
Government organization. Workefforts: 160+ man*month.  

Project Background 

Oregon Dep-t of Corrections (ODOC) has got rather "omplex information system hosted 
on multiple AS/400 machines. The legacy software portfolio (10 MLOC+) written in 
such languages as COBOL/400, RPG, CL was considered as vulnerable to Year-2000 
problem.  
Total team involved included 9 people, 2 of them on-site in Salem, OR. The core team 
was working in Kyiv, Ukraine using local AS/400 system for renovation and unit-test 
and using remote access to the Client’s QA environment.  

Requirement 

It was required to  
- define the scope of Y2K remediation efforts;  
- schedule remediation efforts keeping minimum software “freezing” downtime 

and taking into account interdependence between legacy applications;  
- identify the best remediation strategy;  design and finally apply remediation 

software patches;  
- make patched application to correctly pass unit-test, on-site integration- and 

finally acceptance test.  
Our role Final contractor 

Client Benefits 
Client benefited from combination of low-cost high-quality renovation services and 
extensive legacy language expertise.  

 


