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CGI at a Glance

Our Approach 
We understand it’s how we deliver our services 

that makes us a partner of choice. Whether 

clients want to increase customer satisfaction 

and grow revenue or reduce costs and minimize 

risk, our business approach puts clients and 

their results fi rst.

Client-proximity business model — 

organizes operations around metro markets, 

allowing us to be deeply rooted within clients’ 

business communities and accountable for 

project success

Industry expertise — fuels our deep 

understanding of clients’ realities to implement 

solutions that transform their business 

environments

Global delivery options — combine onsite 

responsiveness through our local offices with the 

value of remote delivery through CGI’s onshore, 

nearshore and offshore centers of excellence

Quality processes — ISO 9001:2000-certifi ed 

operations ensure highly satisfi ed relationships 

with clients, members and shareholders; and 

CMMI Levels 3 and 5-compliant global delivery 

centers provide agile, high-quality delivery

Experience the Commitment |  WE’RE IN THE BUSINESS OF SATISFYING CLIENTS. FOR OVER 30 YEARS, WE’VE OPERATED 

UPON THE PRINCIPLES OF SHARING IN OUR CLIENTS’ CHALLENGES AND DELIVERING QUALITY SERVICES TO ADDRESS THEM. A LEADING “IT” 

AND BUSINESS PROCESS SERVICES PROVIDER, CGI HAS APPROXIMATELY 26,000 PROFESSIONALS OPERATING IN 100+ WORLDWIDE OFFICES, 

GIVING US CLOSE PROXIMITY TO OUR CLIENTS. THROUGH THESE OFFICES, WE OFFER LOCAL PARTNERSHIPS AND A BALANCED BLEND 

OF GLOBAL DELIVERY OPTIONS TO ENSURE CLIENTS RECEIVE THE COMBINATION OF VALUE AND EXPERTISE THEY REQUIRE. CGI DEFINES 

SUCCESS BY EXCEEDING CLIENTS EXPECTATIONS AND HELPING THEM ACHIEVE SUPERIOR PERFORMANCE.

Our Services
CGI has a comprehensive portfolio of 

services — including consulting, systems 

integration, full management of end-to-end IT 

and business functions, and 100+ proprietary 

solutions — enabling us to serve as our clients’ 

full-service provider by improving all facets of 

their operations. Key service areas include :

Systems integration and consulting — 

strategic plans, design and implementation of 

business and technology solutions that solve 

clients’ business challenges

Application management — day-to-day 

maintenance and improvement of clients’ 

business applications, helping reduce costs 

and ensure faster delivery of new initiatives

Technology management — full infrastructure 

management capabilities that adapt to clients’ 

unique business requirements and priorities

Business process services — management of 

back-offi ce business processes to streamline 

operations and to reach new levels of 

effectiveness and productivity

Our Markets
CGI offers its end-to-end services to a focused 

set of industries where we have developed deep 

expertise. This allows us to fully understand our 

clients’ business realities and to have the know-

how and solutions needed to advance their 

business goals. Our targeted industries include :

Financial services — helping clients increase 

competitiveness by evolving complex 

environments and systems to support more 

integrated and customer-focused operations

Government and healthcare — assisting 

organizations in managing incremental change 

and undertaking large-scale, citizen-centric 

transformation

Telecommunications and utilities — helping 

providers deliver new revenue streams while 

improving productivity and customer service

Manufacturing — transforming clients’ 

operations and supply chains for enhanced 

profitability and global competitiveness

Retail and distribution — helping clients 

establish fl exible and customer-centered 

operating models that build profi tability and 

enhance loyalty
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Organic growth and acquisitions are an integral part of our business strategy and both have 

contributed to our profi table growth over the years. In addition to operational breadth and depth, 

acquisitions bring critical mass and key client relationships, which qualify us for larger contracts.

Business Highlights based on fi scal 2007 revenue

Organic Growth

Our Growth Strategy 

Acquisitions

Win new contracts and renewals

Develop new client relationships

Extend service offerings to existing clients

Enhance vertical offerings

Increase geographic presence

Increase the richness of offerings
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Targeted VerticalsTargeted Verticals

33% Financial services

32% Government and healthcare

21%  Telecommunications and utilities

 7% Manufacturing

 7% Retail and distribution

Geographic MarketsGeographic Markets

59% Canada

33% United States

 8% Europe and Asia Pacifi c

Contract TypesContract Types

55%  Management of IT and 
business functions 
(outsourcing)
– IT services 42%
–  Business process 

services 13%

45%  Systems integration 
and consulting

Pursue large outsourcing contracts with new and existing clients

Grow pipeline of outsourcing proposals

Systems 
integration 
contracts 
and projects

Large 
outsourcing 
contracts

Niche 
market 
acquisitions

Transfor-
ma tional 
acquisitions

Increase geographic presence

Increase critical mass to qualify for large outsourcing proposals

Ensure strategic fi t and accretion to net earnings


