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Profile
Visiant is one of Italy's leading player in the Information & Communication Technology sector, 
specialized in IT advisory services and system integration. 

History

Visiant was created in 2000 to offer the full spectrum of ICT consulting services and solutions and 
establish its position as a unique partner to business.

Visiant's agility and capacity to respond rapidly to the latest market trends has laid the basis for its 
continued growth and a broad and still evolving offering in every area of operation.

Steadily increasing revenues and margins reflect the group's robust strength: in 2008 Visiant 
achieved sales of ú145 million , a 15% increase compared to 2007, with an EBITDA margin of ú10 
million.

Key success factors:

Åa network business model, flexible and responsive to market demands 

Åa solid financial structure

Åthe determination and capacity of its partners, directors, management and workforce

Åhigh quality, well targeted solutions and services 

Profile and History
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Evolution 

In its eight years of operation, Visiant has seen continuous growth and success. 

Relying on capable, motivated and determined people, it has set itself increasingly ambitious goals. 
Acquisitions, an ever expanding offering, continual growth in know -how and innovative skills and 
solutions have enabled Visiant to respond successfully to the demands of a rapidly evolving market.

Today, Visiant represents a reliable and competent partner to leading companies, complex 
organizations and government agencies.

Approach

Visiant's lean, flexible structure, a key strength, and a concrete approach to IT, enables it to help 
public and private companies grow technologically and organizationally, in line with their specific 
goals and sphere of operations.

Evolution and Approach
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Vision

In attempting to achieve their goals, companies in every industry devote most of their efforts to 
their core business, while investing time and resources in other accessory activities designed to 
grow and improve business efficiency and increase profits.

Information & Communication Technology (ICT) can be seen as a set of accessory activities that 
contribute to success of such firms. The present and future of the IT sector depends on the 
quality of this contribution and the concrete benefits it can deliver to enterprise.

Mission

To help our Clients achieve success by delivering solutions and projects that optimize company 
processes, leaving them free to focus on their core business.

Vision and Mission
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Jan
2007

Jan
2010

Centralize processes and services

Develop offering and complete the value chain

Create an operation and development model

Develop system of governance

Accounting structure

Acquisitions to enter new vertical markets 

Alliances and partnerships

Rationalize group structure 

Reinforce and establish Visiant brand in the marketplace

Organization

Skills 

Offering

Brand Strategy

Jan
2008

Jan
2009

Group Evolution: main steps
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Corporate Structure
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Corporate Structure
of Visiant Group * (as of July, 1 2009)

* Core Business Units

VISIANT SpA

VISIANT Galyleo

VISIANT Security

VISIANT Interlem

VISIANT Contact Centre

VISIANT Pimsoft

VISIANT Stone

VISIANT Spindox

VISIANT SI

VISIANT Res

VISIANT do Brasil 
(Sao Paulo, BR)

VISIANT Consulting
(divisione operativa)

VISIANT Outsourcing
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Key figures: Revenues and Employees 

In Euro millions

Revenues 2001-
2008

Revenues

Employees

Employees
At 31.12 of each year
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Growth and business development 

Growth by acquisition in vertical markets

Identify structured measures over time to significantly grow Visiant's share of vertical markets 
deemed strategic for organic growth:

Å Finance

Å Utilities

Develop an organic and structured foreign presence 

Acquire in-depth knowledge of markets and begin to transfer the offering, along several strategic 
lines:

Å Support the evolution of the business and the presence of overseas Clients, (consolidating 
existing foreign ventures such as Brazil), extending the number of markets in which we 
operate

Å Grasp new business opportunities in fast growing markets

Å Diversify the risk of operating in a single domestic market
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ICT market ranking: (source IDC-DataManager nov 2008)
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Visiant's offering targets major firms and organizations in the following industries: 

telecommunications, finance, manufacturing, retail, transport, services, utilities and energy, 

and government.  

Est. 2008

Reference markets

16 ,7% Services

21 ,8% Banking, Financeand Insurance

11 ,0% Manuf., Transportation, Retail

7,0%

Govt. and public services1,2%

Energy e Utility

42 ,3 % Telecommunications
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OUTSOURCINGSECURITY
&

IT ARCHITECTURE 

WEB 2.0
&

UNIFIED
COMMUNICATION

Wide range of 
services & 

solutions for 
entire business 

processes 
(purchase cycle, 

sales cycle,)

Application 
solutions: DWH, 
BI and CRM,...

Enterprise 
Information 
Management 

and Enterprise  
Document 

Management 
solutions

ENTERPRISE

Outsourcing Call & 
Contact Center 

Customer Care, 
Phone Collection, 

Help Desks

Hosting and 
Connectivity 

Solutions

Business 
Continuity and 

Disaster Recovery

Hosted and 
Managed Services

Identity & Access 
Management

Network Security

Business 
Infrastructure

Services

Data Protection

Security 
Governance

Business 
Consulting &
IT Consulting

CONSULTING

Web Sites, Portals

Interactive & 3D 
Design

Multimedia Web 
Applications

Corporate Blogs, 
Wiki, collaboration 

platforms

A Full Spectrum Offering



ÅAbbott

ÅAcea

ÅAci

ÅAgos 

ÅAgusta

ÅAlenia Aeronautica

ÅAlitalia

ÅAllianz

ÅAlstom

ÅAmerican Express

ÅAnsaldo Energia 

ÅAPI

ÅArval

ÅAtahotels

ÅAutostrade

ÅBanca IMI

ÅBanca Mediolanum

ÅBanca Sella

ÅBanco Popolare

ÅBNL ïBNP Paribas

ÅBT Italia

ÅBTcino 

ÅCarige

ÅCartaSi 

ÅCitroën 

ÅCitibank

ÅCofathec 

ÅCosta Crociere

ÅCredem

ÅDaimler

ÅDe Agostini

ÅDeutsche Bank

ÅDHL

ÅDrive Service

ÅEnel

ÅEni 

ÅErg 

ÅEurop Assistance 

ÅFastweb

ÅFerrari

ÅFerrero

ÅFiat

ÅFideuram

ÅFinmeccanica

ÅFondiaria

ÅFujitsu

ÅGalileo Avionica

ÅGeneral Electric

ÅGenerali 

ÅGewiss

ÅGroupama

ÅGucci

ÅH3G

ÅIng Direct 

Å INPS

Å Intesa Sanpaolo 

Å Iride Energia

Å ISTAT

ÅLottomatica

ÅMagneti Marelli

ÅMaserati

ÅMDF Italia

ÅMediobanca 

ÅMinistero della Giustzia

ÅMondadori

ÅMPS

ÅOsram

ÅPirelli

ÅPoste Italiane

ÅPrada

ÅPrysmian

ÅRCS

ÅReale Mutua

ÅRGI

ÅSanofi Aventis

ÅSeat Pagine Gialle

ÅShell

ÅShering Plough

ÅSIA-SSB

ÅSirti

ÅSky

ÅSogei 

ÅTele2

ÅTelecom Italia 

ÅTerna

ÅThales 

ÅTirrenia Navigazione

ÅTSF Tele Sistemi Ferroviari

ÅUBI Banca

ÅUnicredit

ÅUniEuro

ÅVittoria Assicurazioni

ÅVodafone

ÅVersace

Å4G Holding

Clients
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Partnership

Besides proprietary products, services and solutions created and developed in house, Visiant has also 
established technology and commercial partnerships with leading industry vendors. This allows us to 
extend our offering and provide solutions compatible with Clients' existing IT platforms, while staying in 
touch with the latest market developments. 

Visiant is proud to partner with:

© Visiant 2009 14


