
LEADERS IN IT SOLUTIONS

EDITORS’ NOTE Saurabh Ranjan 
has more than 22 years of ex-
tensive experience in Human 
Resource (HR) Management, in-
ternational/Asia staffi ng, resource 
management, and HRIS project 
management. Prior to joining UST 
Global, Ranjan spent more than 
12 years working for large IT prod-
uct and service organizations like 
Cadence, Keane, and Covansys, 
where he developed organizational 
capabilities by implementing re-
cruiter skills training, consistent 
regional processes, systems updates, and in-
dicator reports. He was also part of multi-
ple development programs such as workforce 
analysis, recruitment strategy, university rela-
tions, and employer branding.

How do you define your role and focus 
your efforts?

Three years ago, India and China were 
known as the place for labor arbitrage. We 
could see a decline coming so we began to 
evaluate what we could do in other regions 
to create value while giving people jobs to 
sustain families and communities.

We looked at different areas and began 
to wonder if we couldn’t develop a model 
in Latin America. We did some research and 
found out this is one of the most promising 
and growing regions.

We contac ted Mex ico ’ s  P res iden t , 
Vicente Fox, and presented our concept for 
creating jobs through technology and train-
ing. We believed this could eventually cre-
ate a stronger social environment and stem 
violence, and that Mexico could become 
the second-largest IT hub in the Western 
Hemisphere.

We are now experiencing great success 
with this effort and are being recognized 
by the government of Mexico.

We took this same model to countries 
like Spain, the UAE, and Brazil where it has 
been well supported because, at day’s end, 
we are change agents creating local jobs. 
We’re not exporting them to China or India, 
but are helping fuel the economy of that 
country.

In return, we have received many help-
ful concessions that have fostered opportuni-
ties to invest in their technology, in their 

culture, and their land. So every-
thing they can do jointly with us, 
they are willing to do because we 
are taking the risk and hiring people 
on our dime.

We have also brought the same 
concept back to America, where we 
will hire 100 minority women in each 
of many inner cities.

Our strategy is to increase our 
global footprint to give our custom-
ers an option beyond just in India, 
Manila, and Asia, but also in Mexico, 
Europe, Africa, and the Middle East.

Today, we are poised to take any com-
plex business and deliver it from any of our 
centers across the world.

Does your process vary by country or 
does it work across different cultures?

We’re replicating jobs, technology, train-
ing, and peace in any country in which we 
gain access, because every country on every 
continent is trying to harness the knowl-
edge economy. Technology does not require 
that you have an office before you begin. 
Electronically, you can start remotely any-
where in the world; you just need to decide 
on your name, your brand, and what you 
want to do.

Are there certain countries that you 
consider key priorities?

Most countries are fi nding it diffi cult to 
create jobs and keep their young people in 
the country. However, we are choosing to go 
where there is enough need and where we 
think UST Global can scale.

We are locat ing to countr ies where 
there are employment issues but where 
there are also good schools, good colleges, 
good careers, and good people; we have the 
data that allows us to evaluate that. We’re 
also looking to go to countries where peo-
ple are calling on us to help them because 
their youth are struggling, such as Spain and 
Greece.

Greece’s Prime Minister Samaras called 
us but we could not do anything because 
they are funded by the EU, which is not will-
ing to fund anything at this point. But typi-
cally, whenever a country calls us, we pay 
attention.

What is your process for evaluating 
whether your investment in a country 
will be viable?

In evaluating new countries to approach, 
we try to fi rst check our U.S. market custom-
ers. UST Global today has 125 global Fortune 
500 customers. Most of the companies we 
work with in the Fortune 500 space are global.

For example, when we were looking to 
open in Spain, we went to Costco and asked 
what interest they might have. They were ex-
tremely excited and told us that, if we open 
in Spain, they would certainly give us business 
and guided us on the specifi c interests they had.

At the same time, we went to another fi -
nancial client and told them we were looking 
at opening in Costa Rica. Likewise, they in-
dicated that they wanted to do business with 
us there.

So our fi rst move is to check with current 
customers; then we evaluate the research that 
has been done by third-party sourcing com-
panies and what they are saying about those 
marketplaces. This data gives us the confi-
dence that if we move forward, we will have 
enough business to support our investment.

The third thing is, we fi nd out from the 
local communities what kind of support and 
business they give if we come there.

We try to apply the 1/3-1/3-1/3 me-
chanics: so one-third of the business comes 
from America; one-third of the business 
comes from the local country; and one-third of 
the business comes from the rest of the world.

So we defi nitely do the research before 
we invest and make commitments.

How critical is corporate responsi-
bility to the company and to bringing in 
talent?

It has been a priority in our culture from 
day one to give back and to work for a bigger 
cause. When Sajan (Pillai) founded the com-
pany, we established these principles in the 
company in India. We gave back to women 
who were not educated and provided health 
care to those who could not buy benefi ts as a 
part of our CSR program.

It’s an integral part of the soul of the 
company. We are here to transform lives and 
to give people the power to change their fu-
tures. Technology is the vehicle we utilize to 
do that. We realize that, by doing that, we are 
changing lives of people and we brought that 
into the central theme of the company, that 
we will train people for IT jobs so they can 
get higher pay to bring more sustainability to 
community and family.•

Saurabh Ranjan
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EDITORS’ NOTE Carlos Gutierrez 
is the current Chair for Albright 
Stonebridge Group. He served as 
the U.S. Secretary of Commerce 
from 2005 to 2009 under President 
Geor ge  W.  Bush ,  and  j o ined 
A lb r i gh t  S t onebr idge  Gr oup 
from Citi, where he served as Vice 
Chairman of the Institutional 
Clients Group and a member of the 
Senior Strategic Advisory Group. 
Secretary Gutierrez was born in 
Havana, Cuba. He joined the 
Bush administration in 2005 af-
ter spending nearly 30 years with Kellogg 
Company. After assignments in Latin America, 
Canada, Asia, and the United States, he be-
came President and Chief Executive Offi cer of 
Kellogg in 1999. In April 2000, he was named 
Chairman of the Board of Kellogg Company. 
As the 35th Secretary of the U.S. Department of 
Commerce, Secretary Gutierrez was responsible 
for heading a Cabinet agency with almost 
40,000 employees and a $6.5-billion bud-
get focused on promoting American busi-
ness at home and abroad. Secretary Gutierrez 
is Chairman of Republicans for Immigration 
Reform, the political action group that he co-
founded in 2012. He also serves as a National 
Trustee at the University of Miami and as a vis-
iting scholar at the University’s Institute for 
Cuban and Cuban American Studies.

Today, there is much focus on emerging 
markets but there are substantive chal-
lenges as well. Are these systemic problems 
of concern long term or are they just grow-
ing pains that should be expected?

There is a problem in generalizing.
BRICS was the big thing – Brazil, Russia, 

India, China, South Africa. If you weren’t in 
BRICS, you weren’t global, so most companies 
changed their strategy to be in BRICS.

After the financial crisis when coun-
tries were exposed, it became apparent that 
there was little in common among these 
countries.

Some emerging markets are strong and 
others aren’t. It’s all about picking the right 
ones – it’s not about generalizing and saying 
we’re going to fi nd emerging markets.

Are companies beginning to under-
stand that China is not the only emerging 
market that should be focused on?

Yes. Companies absolutely were 
almost like a magnet to China, but Asia 
is clearly a lot bigger. What is happen-
ing now is that the world is regional-
izing before it becomes global.

The European Union regionalized 
fi rst. Asians are now looking at what they 
call an ASEAN +3 or ASEAN +6 – es-
sentially the 10 Southeast Asian coun-
tries, plus Korea, Japan, and China in a 
free trade agreement.

This is going to happen over the 
next decade. As we speak, the Chinese 
are building roads going down into 

Southeast Asia. If you look at our side of the 
world, the Americas are very fragmented – we 
don’t have a competitive region, which is a shame 
because it’s all being driven by politics.

Is the U.S. losing its competitive edge?
We still are, by far, the runaway leader 

in innovation, and as long as we are, we’re 
going to be ahead of the game. Our competi-
tive advantage is freedom – people are free 
to open businesses and free to fail, and that 
continues to be what keeps us ahead of the 
world.

There is no question that if you look 
around at the top ten ports in the world, six 
are in China and none of the other four are in 
the U.S.

Of the top 10 airports in the world, six are 
in Asia – only one is in the Western Hemisphere 
and that is Vancouver.

We have to invest in infrastructure, but part 
of the problem that the government has is that it 
spreads itself so thin that it becomes diffi cult to 
fund infrastructure because they have taken on 
so many other things. One of the most reward-
ing and valuable debates we can have in this 
country is what is the role of government and 
how will we limit where government spends its 
money, because we’re not spending it where 
we should.

Is it hard to be optimistic when you look 
at how Washington is structured today?

First of all, we should be looking at politi-
cal reform, because what is happening now is 
the extremes of both parties have taken over; 
districts have been gerrymandered so they fa-
vor one party over another, so the Democrats 
are concerned about a competitor from their 
left and the Republicans are concerned about a 
competitor from their right – I think we need to 
fi nd a moderate center.

You’re also a leader in the discussion 
around immigration reform. Are you opti-
mistic that we can achieve true reform?

One of the most misunderstood parts of 
immigration reform is that everyone thinks it’s 
only about the 11 million undocumented, but 
the reason we have 11 million undocumented 
is because we have a legal system that doesn’t 
work. Our legal system penalizes businesses if 
they hire someone illegally or has them go over-
seas. We’re seeing that with family farms and 
R&D centers.

The most important part of reform is get-
ting a system that works for the economy. For 
some reason, we have never been able to admit 
that we need immigration, that we need a lot of 
it, so we’re always falling short.

The Senate Bill, for example, said we could 
put a cap on agricultural workers and that cap 
would be 112,000. Our economy needs any-
where from 700,000 to one million agricul-
tural workers a year, so where do you get the 
remainder?

For construction workers, there is a quota 
of 15,000, but we need 15,000 in Miami alone.

We have all of these unintended conse-
quences and we’re forcing people to hire ille-
gally, to close down and move overseas, and 
we’re not growing as fast as we could.

How did you get involved in UST 
Global?

I met the CEO (Sajan Pillai) in Mexico. He 
was introduced to me by former President Fox. 
He was training 10,000 Mexican students at the 
Fox Center to work in the STEM fi elds and high 
tech.

I asked if he had ever thought of doing 
something like that in the U.S., and he came 
back with the idea of training 1,000 African-
American women with a community college 
degree to work in the software industry. The 
incredible thing is that he pays them a sti-
pend while they’re studying, and when they 
finish their training, he places them in jobs 
that are all earning $30,000 to $40,000 per 
year. These women who are so underrep-
resented in the STEM field all of a sudden 
have a shot. I give Sajan Pillai so much credit 
because corporate social responsibility for 
many companies has been limited to writing 
a couple of checks.

What UST Global is doing is very hard work 
but they’re committed to it, and I have a great 
deal of admiration for the company.•

Carlos M. Gutierrez

Addressing Global Challenges
An Interview with The Honorable Carlos M. Gutierrez, 
Chair of the Albright Stonebridge Group, UST Global

POSTED WITH PERMISSION. COPYRIGHT © 2014 LEADERS MAGAZINE, INC. LEADERS 73VOLUME 37, NUMBER 3


