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Initiatives: IT Services and Solutions

The demand for intelligent and highly automated testing services is driven by the

need for continuous quality excellence at a lower cost. This report guides sourcing,

procurement and vendor management leaders in making better sourcing decisions

when selecting application testing service providers.

This Magic Quadrant is related to other research:

View All Magic Quadrants and Critical Capabilities

Market Definition/Description
“Application testing services” is a comprehensive term used to capture all types of verification and

validation services to support quality control and quality assurance (QA) of clients’ applications.

Verification, which is typically an internal process, is the evaluation of whether or not a product or a

service complies with regulation, requirement, specification, or imposed conditions. Validation is the

assurance that a product or service meets the needs of the customer, which typically involves

acceptance and suitability with external customers.

The following application testing services (referred to as “ATS” in the rest of this document) categories

were considered for this Magic Quadrant:

This Magic Quadrant does not cover infrastructure testing services, mobile device testing or software

testing tools (independent software vendors producing software tools for the market).

Design advisory consulting services — A range of consultative services focusing on overall testing

strategy, business process testing and technical site testing

■

Build deployment or IT implementation services — Services that define and execute tests to verify test

objectives for predetermined test objects (units) in controlled test environments, according to test

scenarios that reflect theoretical or operational situations for the predetermined test objects

■

Operate management services — Services including managed testing, hosting and testing process

management

■
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The application testing service market is dynamic with full IT service providers and dedicated, pure-play

application testing services providers and provides a highly demanded service. Due to the surge in digital

solutions, implementation has become a demanded and essential service. Consequently, ensuring

quality throughout the solution-life cycle has become a critical requirement. As this market includes both

full service and pure-play ATS providers, it is impossible to keep track of all small/medium players

capabilities. Gartner therefore keeps track of around 300 ATS providers in this market — both full service

and pure play.

For 2020, the total outsourced spend on application testing services is forecast to be 76.36 billion in

2020, up 4.17% from 2019. This Magic Quadrant assesses 20 ATS who met the specified inclusion

criteria (see the Inclusion and Exclusion Criteria section).

Magic Quadrant

Figure 1. Magic Quadrant for Application Testing Services, Worldwide

Source: Gartner (December 2020)

Vendor Strengths and Cautions
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Each vendor profile summarizes key characteristics of the vendor’s practice, along with details of which

deal-type it has a good “fit.” It also reviews each provider’s strengths and cautions in the categories (i.e.,

design, build, operate), and offers commentary on implications to the clients seeking application testing

services from these service providers. We have also incorporated input from clients who have rated the

providers delivery and their experiences in Gartner Peer Insights. As Magic Quadrants help buyers to

identify and select the ATS, we also include key information on each provider’s practice:

Based on the Magic Quadrant’s inclusion criteria, many capable providers were not assessed as part of

this analysis (see the Inclusion and Exclusion Criteria section). However, they may be a better fit

depending on the size of the engagement, geography, industry, specific engagement type and other

factors. Clients are advised to speak to authors of this research to help with narrowing down a shortlist

of best-fit service providers in this study, as well as to discuss providers not covered here.

Accenture

Accenture is positioned in the Leaders quadrant. It is primarily a good fit for large global enterprises

looking for multifunctional, multichannel and consultative quality engineering services across multiple

geographies with a strong industry context.

Accenture has an estimated 51,700 dedicated ATS resources. The breakdown of its ATS revenue is North

America, 50%; Latin America, 2%; EMEA, 38%; and Asia/Pacific, 10%. Gartner estimates 5% YoY growth in

Resources: The number of full-time employees dedicated to the testing practice (not consultants in

another business unit who are occasionally performing work on testing engagements). Dedicated

resources indicate focus of practice, but sustainable growth should not be entirely connected to full-

time equivalent (FTE) growth.

■

Geography: Breakdown of where the revenue comes from, indicating the regions where the provider is

strongest and has the largest number of clients.

■

Growth: This year, we have estimated providers’ revenue from the beginning of the third quarter of

2019 to the end of the second quarter of 2020. The providers in this Magic Quadrant are estimated as

a group to have grown revenue by 4.6% (weighted average) year over year (YoY). The ability to grow

solidly provides an indication of the providers’ investment and focus in the testing practice and ability

to take advantage of opportunities.

■

Industry: Some providers are industry-agnostic; some are specialized in only a few industries; and

others are more focused on a broad range of industries. We identify the industries that are more

prominent in the providers’ focus and the industries in which the vendors have experience. However, it

does not always mean that other industries are excluded from a vendor’s coverage.

■

Client size: Participating providers were asked to provide a percentage breakdown of revenue derived

from clients of different sizes (based on client FTEs). This information was used to determine the

client size, that’s the vendor’s “sweet spot.” The client size segments are: small, up to 999 employees;

small to midsize, from 1,000 to 10,000 employees; and large, with more than 10,000 employees.

■
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Accenture’s ATS revenue from 3Q19 through 2Q20. The banking, professional services, utility and energy

industries each generate more than 10% of Accenture’s ATS revenue; of that, 70% is from large clients,

while 30% is from small to midsize clients.

Strengths

Cautions

Applause

Applause is positioned in the Niche Players quadrant. It is primarily a good fit for large and high-growth

midsize enterprises in North America and EMEA seeking crowdtesting services to improve speed,

increase flexibility in scaling their release testing and expand coverage as needed.

Quality Engineering (QE): Accenture has enhanced its focus on assisting clients’ transition to quality

engineering by significantly investing in its proprietary test automation and management platform

capabilities. For example, Accenture Touchless Testing Platform provides self-healing automation,

differentiated artificial intelligence (AI) testing and deep analytics capabilities.

■

Industry Focus: Accenture has further enhanced its industry focus, with more than 80% of its testing

resources having industry-specific specializations. Its Omni-Channel Testing Platform has more than

5,500 reusable industry and cross-industry test cases and scenarios built in. It has also automated

test repositories for SAP SuccessFactors and Salesforce to enable out-of-the-box use of functional

assets for clients from industries across the spectrum.

■

Technical Expertise: Accenture has continuously invested in reengineering its workforce from

dedicated testers to full-stack engineers. It has partnered with academia (such as the Massachusetts

Institute of Technology) to train its workforce on evolving QE approaches. Its testing resources have a

wide variety of specialized skills in cloud, security, data and analytics, automation, AI, and blockchain.

■

Pricing Strategy: While Accenture can successfully improve the overall effectiveness in the client’s

testing process, the focus is really on value delivery by utilizing its broader strategic capabilities and

other service offerings. Accenture may not be a good fit for small-sized clients or for clients with a

significant pressure on cost control.

■

Leadership Engagement: Some users of Accenture’s ATS mentioned that project management did not

fully participate in the scope planning in the early stages, which impacted delivery timelines. Thus,

clients engaging with the provider should ensure that the testing scope receives signoff from both

parties as one of the kickoff-phase deliverables.

■

Use of Tools: Accenture has many tools to improve speed and quality of delivery, but some clients

indicated that they are not fully aware of them. Clients engaging with the provider should consider an

outcome-based contract model that incentivizes the provider to proactively apply and share its

proprietary tools and accelerators.

■
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Applause has a community of over 600,000 ATS resources and an estimated 409 dedicated full-time

employees. The breakdown of its ATS revenue is North America, 72%; EMEA, 27%; and Asia/Pacific, 1%.

The banking, media and retail industries each generate more than 10% of Applause’s ATS revenue; of

that, 65% comes from large clients, 26% from small to midsize clients and 9% from small clients.

Strengths

Cautions

Atos

Atos is positioned in the Niche Players quadrant. It is primarily a good fit for midsize and large

enterprises, mainly based in EMEA, looking for application testing services, specifically in the public

sector, banking and telecommunications. It is also a good fit for highly regulated, complex and niche

industries.

Crowdtesting Community: Applause has access to a large community of over 600,000 testers, and it

helps assemble, train, and deploy targeted test teams based on individual client needs. Clients also

have the option to use the same dedicated, stable team of experts for all their testing projects, thus

using Applause as their own private testing community.

■

On-Demand Flexibility: Using Applause’s testing community across geographies, platforms, and

devices, clients can quickly scale testing teams up or down on demand to meet both planned and

unplanned testing needs Many users of Applause’s ATS appreciate the quick response rate and speed

at which Applause can help with deployment.

■

Trusted Partner: Many users of Applause’s ATS are appreciative of the seamlessness with which

Applause operates and the time it invests in learning and understanding individual client businesses.

Some users also noted that Applause is able to fine-tune rapidly changing client landscapes using

high-quality testers and excellent project management skills.

■

Limited Breadth: Applause is purely focused on delivering crowdtesting services. This may not be

appealing to all client types and requirements. Applause has limited ability to bring testing tools,

accelerators and frameworks in comparison to other service providers in this Magic Quadrant.

■

Industry Focus: Though Applause has deployed an industry-focused approach to marketing and

solution delivery, it has less experience and fewer industry-specific assets when compared to other

service providers in this Magic Quadrant. Clients should require the provider to demonstrate

experience in their industry or be willing to add the industry context themselves.

■

Testing of Back-End Applications: Applause does not have the dedicated capabilities or the focus to

address testing of back-end applications. It partners with other large vendors in this Magic Quadrant

(such as Infosys) to strengthen offerings to clients where it completes front-end testing and lets its

partners manage back-end work.

■
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Atos has an estimated 15,814 dedicated ATS resources. The breakdown of its ATS revenue is North

America, 15%; Latin America, 2%; EMEA, 75%; and Asia/Pacific, 8%. Gartner estimates 8% YoY decline in

Atos’ ATS revenue from 3Q19 through 2Q20. The public sector, banking and telecommunications

industries each generate more than 10% of Atos’ ATS revenue; of that, 70% is from large clients, 25%

from small to midsize clients and 5% from small clients.

Strengths

Cautions

Capgemini

Capgemini is positioned in the Leaders quadrant. It is primarily a good fit for global enterprises seeking a

combination of onshore, “nearshore” and offshore delivery of ATS underpinned by automation and

quality engineering thought leadership.

Focused Expertise: Atos has developed expertise in various specialized areas, such as testing for

connected devices, avionics, defense electronics and cybersecurity. Users of Atos’ ATS appreciate the

investments that Atos has made in these specialized areas through resources and development of

specific assets in these areas.

■

Strong EMEA Presence: Around half of Atos’ resources are based in EMEA, and 75% of its revenue

comes from clients in EMEA. The provider has a solid anchoring in the region, with a strong brand,

good presence, cultural affinity and local industry knowledge. It also leverages its 44 global delivery

centers across Europe, North and South America, and Asia/Pacific.

■

Intelligent Platforms: Atos has developed proprietary automation platforms, SyntBots and Codex,

which are enabled by machine learning (ML) and AI. These platforms enable faster development of

new products, ensuring “first time right” while also bringing consistency and quality to the testing life

cycle.

■

Targeted Innovation: Atos has strong testing skills in niche areas; however, discussions with its ATS

users indicated that it could get better at knowledge transfer, collaborative quality improvement and

proactive innovation for clients.

■

Resourcing Issues: Some users of Atos’ ATS reported staffing and onboarding issues at the beginning

of projects. Some of them also noted that the resources that were committed to testing engagements

lacked creativity. Clients engaging with Atos should therefore ensure sufficient time is allocated to

resourcing, and that key personnel are vetted and have the right capabilities.

■

Legacy Models: While Atos has good knowledge of emerging technologies, much of its application

testing services work is focused on traditional and legacy applications, with around 30% of work

delivered through the staff augmentation model. Clients should require the provider to proactively

offer subscription or unit pricing or outcome-based models.

■
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Capgemini has an estimated 24,150 dedicated ATS resources. The breakdown of its ATS revenue is

North America, 38%; Latin America, 2%; EMEA, 52%; and Asia/Pacific, 8%. Gartner estimates 17% YoY

growth in Capgemini’s ATS revenue from 3Q19 through 2Q20. The banking, public sector, manufacturing

and natural resources industries each generate more than 10% of Capgemini’s ATS revenue; of that, 47%

comes from large clients, 44% from small to midsize clients and 9% from small clients.

Strengths

Cautions

Cigniti

Quality Engineering: Capgemini’s quality engineering solutions are designed based on a test-first

approach, enabling seamless quality assurance to engineering transformation, which has been further

augmented in size and scale with its acquisition of Altran. Its approach is underpinned by a rich set of

QE enablers. These include ADA, which uses machine learning for test data; Adapt, which has self-

healing and optimization capabilities; and iAuthor, which uses NLP algorithms to optimize the number

of test cases.

■

Industry Strength: Capgemini has industry-specific centers of excellence (COEs) focused on providing

industry and domain expertise. These COEs have industry-specific repositories of KPIs, test cases,

business process reference templates and test solutions. The COEs include CRESCENT (Consumer

Products and Retail Solutions Center) and CHROME (Manufacturing and Automotive Domain Center

of Excellence).

■

Global Execution Strategy: Capgemini has its blended Rightshore delivery model, with global delivery

centers across 40 countries, strong industrialization, and nearshore delivery from multiple regions, as

well as onshore COEs in 10 countries. The delivery centers are further complemented by testing

services from its subsidiary Sogeti.

■

Low Adoption of Cognitive Tools: Capgemini possesses a suite of cognitive solutions and A- infused

testing automation models, but overall adoption and utilization are low. Clients engaging with the

provider should jointly plan to increase adoption of these tools through the course of the testing

engagement.

■

Service-Level Challenges: Some users of Capgemini’s ATS indicated that they face challenges with

consistent SLA-based delivery. Some noted that they expected the provider to incorporate a more

robust set of KPIs with clearly articulated value for the clients. Clients engaging with the provider

should jointly plan and clearly define objectives and governance management for their programs.

■

Resource Management: Some users of Capgemini’s ATS indicated that they face issues with timely

onboarding of resources with new skills. Some also faced challenges in knowledge transfer, resource

upskilling and training. Clients should note that resource management needs joint planning, and they

should be involved early on in the process to achieve the best outcomes.

■
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Cigniti is positioned in the Niche Players quadrant. As a pure-play testing service provider, the company

is generally a good fit for midsize to large North American enterprises looking for test automation and

platform expertise.

Cigniti has an estimated 2,405 dedicated ATS resources. The breakdown of its ATS revenue is North

America, 84%; EMEA, 12%; and Asia/Pacific, 4%. Gartner estimates 6% year-over-year (YoY) growth in

Cigniti’s ATS revenue from 3Q19 through 2Q20. The high tech, retail, and travel and transportation

industries each generate more than 10% of Cigniti’s ATS revenue; of that, 56% originates from small to

midsize clients, 39% from large clients and 5% from small clients.

Strengths

Cautions

Cognizant

IP and Asset Landscape: Cigniti leverages and invests in intellectual property (IP) such as its core

software testing platform, BlueSwan. Recent investments into this suite of products include Verita, an

AI-enabled quality engineering platform and dashboard with predictive and prescriptive analytics, and

the launch of an AI-based Cigniti Enterprise Sentiment Analyzer as a SaaS offering.

■

Breadth of Services: Cigniti offers a broad range of services, including quality assurance, quality

engineering, digital assurance, next-gen testing, and advisory and transformation services. These

services are underpinned by multiple testing tool vendor partnerships, where more recently added

partners include UiPath, HeadSpin and Tricentis.

■

Engaged and Flexible Teams: Cigniti focuses on having engaged leadership teams on test

engagements. Users of Cigniti’s ATS appreciate the ability of Cigniti’s resources to adopt a strong

customer focus. They also noted its ability to work as a partner, its level of responsiveness as well as

the speed with which it rectifies any issues on engagements as strengths.

■

Limited Global Presence: While Cigniti continues to build presence outside of North America, currently

most of its revenue (84%) is from North American clients. Clients in other geographies need to

carefully evaluate Cigniti’s delivery strategy and should ensure that the right testing experts are

committed to their testing engagements.

■

Resource Capability: Some users of Cigniti’s ATS indicated that they would like to see more thought

leadership on testing engagements with a more proactive mindset. Some clients remarked that teams

have limited capabilities to work autonomously and need clear instructions and monitoring in order to

provide the most effective result.

■

Resource Management: Depending on the number of engagements and their level of resources, some

clients have indicated key resources are stretched too thin in order to meet deliverables. Clients need

to validate the resource plan and ensure that Cigniti balances the strong willingness of its resources to

go the extra mile with assigning sufficient resources at the right experience levels.

■
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Cognizant is positioned in the Leaders quadrant. It is primarily a good fit for large enterprises,

particularly in the U.S. and U.K. markets, looking for a provider that can offer continuous quality (CQ)

services using a wide portfolio of intelligent automation tools in addition to agile and DevOps

capabilities.

Cognizant has an estimated 35,197 dedicated ATS resources. The breakdown of its ATS revenue is North

America, 75%; Latin America, less than 1%; EMEA, 18%; and Asia/Pacific, 7%. Gartner estimates 4% YoY

growth in revenue from 3Q19 through 2Q20. The financial services and healthcare and life sciences

industries each generate more than 10% of Cognizant’s ATS revenue; of that, 80% comes from large

clients, while 20% originates from small clients.

Strengths

Cautions

Deloitte

Industry-Specific Digital Assurance: Cognizant has focused on developing industry-specific digital

assurance solutions, thereby assuring clients of business outcomes in industries that it serves. This

approach is further supported by its industry-specific Digital Labs, which are aimed at helping clients

accelerate their shift to digital while providing assurance across their digital stacks.

■

IP and Asset Landscape: Cognizant has created intellectual property for AI-enabled QA services. It has

developed AI Lifecycle Assurance, a platform for training and testing of AI applications to assure AI

model, data and process. Its quality insight solution uses bots for intelligent defect prediction, triaging,

test optimization and impact analysis.

■

Strategic Partner: Cognizant works as a strategic partner to drive automation and DevOps in testing

engagements. Clients have indicated that they appreciate how Cognizant enables digital and agile

transformation in their organizations by using its team of highly qualified testing professionals.

■

Limited Local Presence: Cognizant has 70% of its testing resources based in India. This affects

Cognizant’s ability to deliver onshore services to clients in other geographies that are looking for more

local support. Clients engaging with the provider should ensure that they define their requirements

clearly and validate that the proposed resource plan has critical resources near/onshore.

■

Resource Assignment: Some clients indicated that they face issues with resource availability and

getting access to resources with the right skills. Some of them expected the provider to proactively

manage their resourcing requirements and seamlessly assign testing resources based on delivery

timeline and client priorities.

■

Process Delays: Some users of Cognizant’s ATS remarked that they experience delays in the initial

transition and the vendor can make test requirements-gathering and test planning process

improvements to avoid any impact on cost and delivery timelines.

■
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Deloitte declined to participate fully in the research process for this Magic Quadrant. Gartner’s analysis is

based on other credible sources, including previous vendor briefings, customer inquiries and publicly

available information.

Deloitte is positioned in the Visionaries quadrant. It is primarily a good fit for large global enterprises

across major geographies seeking consulting-led application testing services as part of a wider service

engagement.

Deloitte has an estimated 17,000 dedicated ATS resources. The breakdown of its ATS revenue is North

America, 45%; Latin America, 3%; EMEA, 19%; and Asia/Pacific, 35%. Gartner estimates 10% YoY growth

in Deloitte’s ATS revenue from 3Q19 through 2Q20. The banking, public sector and healthcare industries

each generate more than 10% of Deloitte’s ATS revenue; of that, 80% comes from large clients while 20%

originates from small to midsize clients.

Strengths

Cautions

Life Cycle Services: Deloitte offers a broad spectrum of services across application life cycles with

end-to-end testing services as a subset. Deloitte’s consultative approach to testing services is

underpinned by a QE strategy, diverse delivery models, multiskilled resource pool, AI-enabled industry

specific assets, and enhanced agile and DevOps capabilities.

■

Client Relationships: Deloitte invests in building trusted client relationships by co-innovating with

ecosystem partners. It also provides thought leadership to client CxOs on matters pertaining to agile,

DevOps and continuous quality improvements. Users of Deloitte’s ATS appreciate the scale and the

power that this global firm can bring to testing engagements.

■

Technical Acumen: Users of Deloitte’s ATS appreciate the development mindset that Deloitte’s quality

engineers bring to the table. Some customers specifically note the resources’ proficiency with leading

test management, automation and performance testing tools, and recognize Deloitte’s expertise in

managing and delivering large-scale testing programs.

■

Pricing Strategy: Deloitte has a value-led, outcome-based approach to testing services, which reflects

investments in more senior skills and tools to measure, report and improve on value. As a

consequence, Deloitte is a more expensive provider than its peers when it comes to ATS-only services.

■

Client Size: Deloitte’s consultative approach, which is focused on achieving large transformative

outcomes to clients, coupled with associated high costs, prevents small-sized clients from considering

Deloitte for their testing engagements.

■

Navigating Productivity Tools: Deloitte has a vast array of accelerators, tools and products that its

clients sometimes find overwhelming. Clients that engage Deloitte for their consulting-led testing

services should ask the provider to help them navigate the multitudes of tools that can improve

quality and speed.

■
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DXC Technology

DXC Technology (DXC) is positioned in the Visionaries quadrant. It is primarily a good fit for global

midsize to large enterprises seeking testing services with flexible consumption delivery models.

DXC has an estimated 11,630 dedicated ATS resources. The breakdown of its ATS revenue is North

America, 53%; Latin America, 4%; EMEA, 25%; and Asia/Pacific, 10%. Gartner estimates 19% YoY decline

in DXC’s ATS revenue from 3Q19 through 2Q20. The banking, insurance and healthcare industries each

generate more than 10% of DXC’s ATS revenue; of that, 75% is from large clients, 20% is from small to

midsize enterprises, while only 5% comes from small clients.

Strengths

Cautions

Global and Regional Presence: DXC delivers testing services in 57 countries globally, using its global

delivery model from its 360 local delivery offices and five global delivery hubs in India, the Philippines,

China, Costa Rica and Poland. DXC continues to further expand its testing capabilities with targeted

acquisitions.

■

Strong Partner Ecosystem: DXC leverages its strong ecosystem of partners to co-create and bring

innovative solutions addressing traditional and emerging technologies like mobile, the Internet of

Things (IoT), DevSecOps, big data and AI. It has also used its partner ecosystem to build a joint go-to-

market and selling strategy. It has partnerships with tool vendors such as Micro Focus, Universal

Technology Solutions (UTS), Delphix and Topcoder.

■

Application Security Testing: DXC provides static, dynamic and mobile application security testing on

demand to identify security issues during development, vulnerabilities in deployed apps and data

leakage issues. The Application Security on Demand service integrates with DevSecOps and quickly

and accurately evaluates software security.

■

Low IP Investment: DXC does not have the same level of investment as other providers in this Magic

Quadrant in creating pure testing IP and building thought leadership in the market. Some DXC clients

indicate that they expect the provider to play a more proactive role in QA organization transformation.

■

Test Automation: Even though DXC continues to invest and build partnerships with testing vendors to

develop test automation IP, DXC’s clients indicate low utilization of test automation in general for

testing engagements. Clients engaging with DXC, especially with managed services models, should

require the provider to demonstrate the use of automation tools in their proposal toward quality and

speed of delivery.

■

Resource Availability: All clients expect ATS providers to have the right skilled and timely resources

available for their engagement. Some users of DXC’s ATS indicated that they face resourcing issues

with the provider. Clients engaging with the provider, especially under time and materials engagement,

may want to include SLAs regarding resource availability and timeliness SLAs into their contracts.

■
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EPAM

EPAM is positioned in the Challengers quadrant. It is primarily a good fit for midsize to large enterprises,

mainly based in North America and EMEA, seeking quality engineers who can assist in adopting agile

and DevOps practices.

EPAM has an estimated 7,766 dedicated ATS resources. The breakdown of its ATS revenue is North

America, 58%; EMEA, 40%; and Asia/Pacific, 2%. Gartner estimates 23% YoY growth in EPAM’s ATS

revenue from 3Q19 through 2Q20. The banking, high tech and media industries each generate more than

10% of EPAM’s ATS revenue; of that, 77% comes from large clients, 17% from small to midsize clients

and 6% from small clients.

Strengths

Cautions

DevTestSecOps Practice: EPAM’s quality assurance services are part of a larger DevTestSecOps

practice, and the provider delivers quality assurance services with a focus on ideation, continuous

build, continuous development (CD) and continuous integration (CI). Further investments in AI/ML

and quality engineering to increase tester productivity have enhanced the attractiveness of EPAM’s

breadth and quality of services.

■

Newer Delivery Models: In 2019, EPAM acquired test IO, a SaaS crowdtesting platform, to provide on-

demand testing services and expand geographic coverage. It has since integrated test IO and offers

testing as a service, with a focus on performance testing, functional test automation and usability

testing by using dedicated crowd, bench and nontester employees. This has enhanced EPAM’s ability

to offer differentiated delivery and pricing models.

■

Quality of Engineers: EPAM provides strong technical resources who focus on modern solution

development with testing built into the architecture. Users of EPAM’s ATS appreciate its resources for

their ability to deliver customized solutions and satisfy unique customer needs.

■

Industry Expertise: EPAM has fewer industry solutions than their competitors in this Magic Quadrant.

While EPAM continues to invest in developing more industry-specific solutions, clients should track the

industry-specific intellectual capital and value these solutions will add to their testing engagements.

■

Resource Location: EPAM’s delivery model is centered in Eastern Europe, with 79% of its resources

based in Belarus, Ukraine and Russia. While it has recently expanded its geography coverage with the

integration of test IO to provide on-demand testing services to its clients, some users of EPAM’s ATS

indicate that they have not found the utilization of its newly acquired on-demand capability across

other geographies.

■

Cost and Processes: Though a large percent of EPAM resources are based in low-cost nearshore

locations in Europe, some users indicate that EPAM rates do not reflect the low costs that these

locations typically offer. Some clients also noted that EPAM’s overall tester productivity is lower than

expected.

■
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Expleo

Expleo is positioned in the Challengers quadrant. It is primarily a good fit for large, EMEA-based

automotive, banking and insurance enterprises seeking testing services that are supported by strong test

automation.

Expleo has an estimated 4,760 dedicated ATS resources. The breakdown of its ATS revenue is North

America, 12%; EMEA, 84%; and Asia/Pacific, 4%. Gartner estimates 3% YoY growth in Expleo’s ATS

revenue from 3Q19 through 2Q20. The banking, insurance, and automotive industries each generate

more than 10% of Expleo’s ATS revenue; of that, 92% comes from large clients while 8% is from small to

midsize enterprises.

Strengths

Cautions

Strong EMEA Presence: More than 50% of Expleo’s resources reside in EMEA, providing clients with

strong local client support and delivery. Around 84% of Expleo’s revenue originates in EMEA,

highlighting its origins and strength in this region, but it is also building up a substantial client base in

the U.S. and Asia/Pacific. Expleo complements local delivery with a range of nearshore and offshore

centers across the U.S., the U.K., Germany, Romania and India.

■

IP and Asset Landscape: Expleo has invested in creating a continuous intelligent quality platform.

The platform covers automation of the overall agile and DevOps software delivery process, security,

performance, environments and data, as well as quality management and test automation, thus

serving as a one-stop shop for clients seeking these solutions. The platform can also create the data

to support quality analytics.

■

IT and Operational Technology: Through its heritage and merger with Assystem Technologies, Expleo

has gained a strong understanding of both IT and operational technologies, which are increasingly

relevant as the Internet of Things expands. This has amplified Expleo’s attractiveness in industries like

automotive, transportation and manufacturing.

■

Inconsistent Technical Skills: Some users of Expleo’s ATS indicated that they encounter issues in

getting access to highly skilled testing resources for their engagements. Clients engaging with this

provider should ensure their contracts have clear requirements for critical skill resources’ availability

and level of experience along with necessary service levels.

■

Limited Local Coverage: While Expleo can support clients from its global delivery centers in multiple

locations, its local presence is limited outside Western Europe and the U.S. Therefore, clients outside

these locations must check Expleo’s delivery strategy beforehand to ensure that they are able to get

strong local support.

■
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HCL Technologies

HCL Technologies (HCL) is positioned in the Challengers quadrant. It is primarily a good fit for medium

and large global enterprises seeking a provider capable of bringing in cost-efficient continuous quality

improvements through automation and global delivery.

HCL has an estimated 18,100 dedicated ATS resources. The breakdown of its ATS revenue is North

America, 47%; Latin America, 5%; EMEA, 36%; and Asia/Pacific, 12%. Gartner estimates 20% YoY growth

in HCL’s ATS revenue from 3Q19 through 2Q20. The banking and high tech industries each generate

more than 10% of HCL’s ATS revenue; of that, 65% comes from large clients, 31% from small to midsize

enterprises and 4% from small clients.

Strengths

Cautions

Proactive Leadership: Clients expect their ATS providers to proactively raise issues, bring ideas and

focus on business outcomes. Some users of Expleo’s ATS shared concerns about assigned resources

on their engagements who did not meet these expectations.

■

Reinventing Testing: HCL has significantly invested to pivot from traditional testing to digitalization of

testing. The company has built a suite of domain- and industry-specific testing solutions, which has

bolstered its end-to-end quality engineering offerings. In addition, HCL has worked toward digitally

upskilling its quality engineers, making them proficient in agile and DevOps processes.

■

Flexible Pricing Models: Along with a focus on outcomes, HCL offers pricing models based on their

clients’ appetite for innovation, tolerance for change or openness to gain sharing. HCL offers bundled

pricing options leveraging HCL Software to provide customers better flexibility. Feedback from users

of HCL’s ATS indicates that its services are priced competitively. Some clients also appreciate the

flexibility in HCL’s contracting practices on testing engagements.

■

Flexible Resources: Discussions with HCL’s clients indicate a high degree of flexibility and

commitment from HCL testing resources. The high level of team commitment and capability to

quickly scale up according to business demands are also appreciated.

■

Resourcing Challenges: Attrition and resource rotations impact clients’ engagement, especially where

critical skills and industry knowledge are required. Some users of HCL’s ATS indicated that they face

resource attrition and rotation issues on their projects and found HCL’s ability to replace technical

expertise and do knowledge transition on complex testing engagements not up to the mark.

■

Local Support: HCL continues to expand its delivery reach. However, roughly 80% of its testing

resources are based in India. Clients in Europe and the Middle East, who require local presence,

indicate concerns with HCL’s low domestic resource availability.

■

Productivity Tools: HCL has a variety of robotic process automation (RPA), AI, ML and cognitive

offerings, and a set of potential use cases. However, users of HCL’s ATS indicated that they do not find

■
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IBM

IBM is positioned in the Leaders quadrant and is primarily a good fit for large clients looking for a

provider with a global network and deep expertise in the IoT, intelligent automation and analytics.

IBM has an estimated 31,400 dedicated ATS resources. The breakdown of its ATS revenue is North

America, 57%; Latin America, 7%; EMEA, 21%; and Asia/Pacific, 15%. Gartner estimates 8% YoY growth in

IBM’s ATS revenue from 3Q19 through 2Q20. The banking, insurance, and telecommunications

industries each generate more than 10% of IBM’s ATS revenue; of that, 93% is from large clients, while

6% is from small to midsize enterprises and 1% is from small clients.

Strengths

Cautions

HCL proactively bringing these innovations forward into their testing engagements.

Strong Brand: IBM has a strong overall brand that percolates well into a seamless customer

experience in application testing engagements. IBM offers end-to-end quality engineering services by

bringing together a diverse set of business-platform-focused, domain- and industry-focused, and AI-

infused differentiators to testing engagements, which users of IBM’s ATS greatly appreciate.

■

IP and Asset Landscape: IBM continues to significantly evolve its IGNITE quality platform, which is

now available on IBM Cloud, Microsoft Azure, Skytap and Red Hat OpenShift. The platform has

undergone considerable enhancements to provide for continuous end-to-end testing capabilities

underpinned with a strong operations framework.

■

Innovation: Users of IBM’s ATS reported a high degree of satisfaction in its ability to drive innovation,

improve business process agility and create operational efficiencies. Customers specifically called out

the support and commitment they received in testing innovation from IBM’s leadership and

management.

■

Build Coherence: Some users of IBM’s ATS indicated that IBM could put more focus on making it easy

for clients to navigate multiple tools and accelerators. The exchanges between the diverse set of

testing products to provide for an easy and seamless experience could also be simplified.

■

Internal Leverage: IBM has several internal practices — some of them organic, some of them through

acquisitions — that, when effectively leveraged, can lead to extraordinary customer experiences, but

can create challenges otherwise. While IBM’s clients applaud its ability to work collaboratively with

them, they indicate that IBM could do better in leveraging its vast array of internal talent (technology,

people and process) to deliver holistic customer experiences.

■

Speed of Delivery: Some users of IBM’s ATS indicated that IBM’s speed of delivery is an area for

improvement. While some suggested that IBM could have better resources committed to their

engagements, others reported that collaboration between different IBM global testing service teams

impacted the delivery timeliness and experience.

■
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Infosys

Infosys is positioned in the Leaders quadrant. It is primarily a good fit for large global enterprises that

are looking for a long-term and reliable testing partner that can offer a broad portfolio of cost-effective

testing services.

Infosys has an estimated 25,001 dedicated ATS resources. The breakdown of its ATS revenue is North

America, 61%; EMEA, 22%; and Asia/Pacific, 17%. Gartner estimates 5% YoY growth in Infosys’ ATS

revenue from 3Q19 through 2Q20. The banking, consumer products and media industries each generate

more than 10% of Infosys’ ATS revenue; of that, 83% is from large clients, 15% comes from small to

midsize clients and 2% from small companies.

Strengths

Cautions

Cost-Effective Delivery: Users of Infosys’ ATS appreciate its cost-competitiveness in testing

engagements and the overall delivery flexibility. Infosys offers a range of delivery models like

automation factory, crowdsourcing, managed services and software+ services all underpinned by the

strong confluence of open-source and proprietary tools at competitive rates.

■

Breadth of Testing Services: Infosys has a range of testing offerings across both legacy

modernization (cloud, storage and certification testing) and digital transformation (UX,

microservices/visualization, SaaS package, IoT, and data and analytics testing). This helps clients

pursuing either of these initiatives to consider Infosys as a one-stop shop.

■

Integrated AI: Infosys leverages intelligent automation such as AI and ML through an integrated AI

testing platform. It is used in the context of adding value in test optimization, test reduction and

traceability, as well as in DevOps. In addition to using ML and AI in testing delivery, Infosys also

validates and tests clients’ AI models.

■

Proactive Innovation: Some of the users of Infosys’ ATS have remarked that they would like more

proactive actionable recommendations on continuous quality improvement and quality engineering

innovation from the consulting teams on their engagements.

■

Local Resources Outside the U.S.: While Infosys has scaled up local resources in the U.S., there is still

demand for more local resources in other locations. The EMEA region has less than 4% of the total

testing resources, and although Infosys uses its global delivery model and crowdtesting, it can still

mean a disadvantage for clients wanting strong local support.

■

Advisory Capabilities: Infosys consulting capabilities in testing practice is not at the same capacity as

some of its more consulting-focused counterparts in the Magic Quadrant. Infosys has taken steps

toward this by investing in building up the number of its global field consultants. Clients engaging

Infosys for consulting-led testing services must ensure the offering includes the right caliber of

advisors with industry expertise.

■
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Maveric Systems

Maveric Systems (Maveric) is positioned in the Niche Players quadrant. It is primarily a good fit for

midsize to large enterprises in the banking industry based in the Middle East and Europe seeking

application testing services.

Maveric has an estimated 1,224 dedicated ATS resources. The breakdown of its ATS revenue is North

America, 10%; Latin America, 5%; EMEA, 69%; and Asia/Pacific, 16%. Gartner estimates 1% YoY growth in

Maveric’s ATS revenue from 3Q19 through 2Q20. The banking industry alone generates 100% of

Maveric’s ATS revenue; of that, 65% originates from small to midsize organizations while 34% comes

from large enterprises.

Strengths

Cautions

NTT DATA

NTT DATA is positioned in the Niche Players quadrant. It is primarily a good fit for medium to large

Asia/Pacific, North American and EMEA enterprises looking for application testing services supported by

Industry Focus: Maveric specializes in the banking sector, and has coverage across the banking value

chain, such as retail banking, corporate banking, cards, payments and wealth. Maveric has solutions

spanning across “build the bank” and “run the bank,” and has led several transformative quality

engineering engagements.

■

IP and Asset Landscape: Maveric has created a proprietary set of assets attached to its banking-

domain-centric @ccel platform. The platform ensures rapid quality improvements with a domain-led,

AI-enabled fabric by tackling key speed breakers in the CI-CQ-CD pipeline through contextual

interventions across it.

■

Middle East, Singapore and U.K. focus: While most of Maveric’s delivery resources are in India

(around 73%), it has strong local capability in the Middle East, Singapore and the U.K. Around 70% of

Maveric’s revenue originates in EMEA. The provider also utilizes regional delivery centers in the U.K.,

Poland, Dubai, Saudi Arabia and Singapore.

■

Limited Industry Focus: Maveric is only focused on the banking industry, where all its revenue

originates. It cannot support clients with the same depth from any other industry vertical.

■

Limited Integration: While Maveric has capabilities in intelligent automation, including AI and ML, it is

not yet able to leverage this with clients on a larger scale. Compared to other providers in this Magic

Quadrant, it has dedicated less focus to developing these technologies to be integrated into service

delivery.

■

Small Scale: The testing practice at Maveric is one of the smallest considered within this Magic

Quadrant. It has a small resource footprint and limited global delivery and testing tools and

methodologies, and thus may not be the best fit for very large, complex projects.

■
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deep domain knowledge and industry solutions.

NTT DATA has an estimated 18,953 dedicated ATS resources. The breakdown of its ATS revenue is

North America, 24%; Latin America, 4%; EMEA, 13%; and Asia/Pacific, 59%. Gartner estimates 6% YoY

growth in NTT DATA’s ATS revenue from 3Q19 through 2Q20. The banking and insurance industries and

the public sector each generate more than 10% of NTT DATA’s ATS revenue; of that, 71% comes from

large clients, 26% from small to midsize enterprises, and 3% from small clients.

Strengths

Cautions

Planit

Planit is positioned in the Niche Players quadrant. It is primarily a good fit for midsize and large

enterprises looking for a flexible, local partner in Australia/New Zealand (ANZ) and the U.K., particularly

Quality Engineering: NTT DATA leverages a federated model that supports deeper vertical solutions,

domain knowledge and technology alignment. The company’s transition to quality engineering has

been underpinned by development of solutions that can capture real-time quality, predict product

quality issues using AI/ML, and enable automation and continuous improvement.

■

Growing Geographical Effectiveness: While NTT DATA has a large market presence in Japan by

heritage, the company has invested to consistently perform and grow in North America and EMEA,

winning new customers across industry verticals predominantly in finance, insurance, healthcare and

automotive manufacturing.

■

Flexibility: Users of NTT DATA’s ATS greatly appreciate the flexibility and responsiveness that it brings

to testing engagements. Customers specifically called out the speed with which it is able to adapt to

individual customer developmental models and deliver on time, within budget and to scope.

■

Limited Innovation: NTT DATA continues to invest in innovative solutions such as AI Test Engine and

self-healing automation. However, some of the users of NTT DATA’s ATS noted that the company

could do better in terms of proactively proposing and realizing innovation in testing engagements.

Some customers specifically mentioned that they want it to more effectively use analytics, AI and

cognitive models in testing.

■

Delivery Model: Japan considerably relies on an onshore delivery model with some support from

China and Vietnam. Outside Japan, NTT DATA uses a multishore approach aligned to client

requirements and intimacy. However, the provider has fewer resources than competitors in nearshore

and offshore locations. This may limit the provider’s ability to offer attractive price points and

continued access to competitive talent for clients on a sustainable basis.

■

Applied Research and Development: Some users of NTT DATA’s ATS indicate that despite significant

R&D investments by the provider, there seems to be low application of R&D lessons in their testing

engagements.

■
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those seeking testing services with a focus on customer experience.

Planit has an estimated 1,599 dedicated ATS resources. The breakdown of its ATS revenue is EMEA, 8%;

and Asia/Pacific, 92%. Gartner estimates 7% YoY growth in Planit’s ATS revenue from 3Q19 through

2Q20. The banking, insurance and retail industries each generate more than 10% of Planit’s ATS revenue;

of that, 69% comes from large clients, while 30% is from small to midsize clients and 1% from small

clients.

Strengths

Cautions

Qualitest

Qualitest is positioned in the Visionaries quadrant. It is primarily a good fit for midsize and large

enterprises seeking a collaborative testing service provider with a significant onshore presence in the

U.S. or the U.K.

Customer Experience Focus: Users of Planit’s ATS appreciate the high level of professionalism,

flexibility and cultural fit of resources on their testing accounts. Close collaboration and working in a

trusted partnership were mentioned as a successful, pleasant experience and a differentiator for

services provided.

■

IP and Asset Landscape: Planit has a number of proprietary accelerators and frameworks that are

aimed at expediting testing processes for complex applications. Some of the examples of their assets

are Voltage, an automation framework that utilizes an object model methodology; Aurora, a quality

governance framework; and the Orana full life cycle software delivery framework.

■

Aggressive Offering Strategic Vision: Planit continues to invest in areas that will help accelerate life

cycle quality and delivery speed, which was noted in discussions with users of Planit’s ATS. Planit’s

ability to design solutions catered to its client-specific delivery or quality needs is clearly noted among

its clients.

■

Limited Geography Focus: Most of Planit’s resources are based in ANZ. The provider does have

resources in India and the U.K., but when compared with other providers in this Magic Quadrant,

Planit’s geography focus is still quite narrow.

■

Limited Offshoring Scale: Planit’s presence in India is limited, especially in comparison with other

service providers in this Magic Quadrant. This implies that it is not the best fit for large global

enterprises that want to significantly offshore their testing and are specifically looking for a large pool

of offshore testing resources at competitive rates.

■

Consulting and Advisory Capabilities: Planit has limited breadth and depth to offer a full spectrum of

testing consulting and advisory services to clients. Some clients indicated that Planit could

proactively include business and process consulting and advisory services on testing engagements.

■
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Qualitest has an estimated 2,940 dedicated ATS resources. The breakdown of its ATS revenue is North

America, 38%; EMEA, 61%; and Asia/Pacific, 1%. Gartner estimates 6% YoY decline in Qualitest’s ATS

revenue from 3Q19 through 2Q20. The banking, high tech and insurance industries each generate more

than 10% of Qualitest’s ATS revenue; of that, 80% comes large clients, while 15% is from small to

midsize clients and 5% from small clients.

Strengths

Cautions

TCS

TCS is positioned in the Leaders quadrant. It is primarily a good fit for large global enterprises looking

for a global provider capable of handling large projects using its testing platforms and breadth of

Team Collaboration: Users of Qualitest’s ATS reflected a high level of satisfaction with the flexibility,

expertise and passion of the provider’s testing resources. Some clients were specifically appreciative

of the level of transparency and commitment from the provider to continuously improve with a driven

sense of personal ownership.

■

Cost and Ease of Doing Business: Discussions with Qualitest’s clients indicated the ease of

negotiating mutually beneficial agreements with the provider, as well as satisfaction with the overall

cost of products and services. Working through contractual or engagement issues or problems within

a solution was mentioned as evidence of its collaborative, one-team approach.

■

IP and Asset Landscape: Qualitest continues to develop its suite of branded, proprietary assets that

are used on engagements to streamline testing processes. Examples include QualiFrame, a

framework for web and mobile; and QualiHub, an internal team communication and app-monitoring

client. This is in addition to bolstering its Qualisense AI offering with its Test.Predictor and

Test.Consolidator solutions.

■

Inconsistent Resource Quality: Some users of Qualitest’s ATS indicated that they face resourcing

issues, in some cases due to a lack of proper vetting before they receive resource profiles. Some

expressed they were not provided with information about the strategic and technical skills of

resources during the planning stages.

■

Scaled Agile Coordination: Some users of Qualitest’s ATS indicated that they initially faced challenges

in realizing coordinated benefits of Qualitests’ agile testing capabilities, process and tooling

knowledge, especially in the scenario of scaling agile to work in complex settings. Clients engaging

this provider should jointly plan and organize the scaling efforts to achieve better coordination early in

the engagement.

■

Proactive Innovation: As Qualitest continues to invest in R&D and developing testing assets, some

users of Qualitest’s ATS noted that the provider could be more proactive in helping clients realize

innovation in testing particularly in the application of intelligent automation tools in individual client

environments.

■
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industry expertise.

TCS has an estimated 43,500 dedicated ATS resources. The breakdown of its ATS revenue is North

America, 62%; Latin America, 1%; EMEA, 27%; and Asia/Pacific, 10%. Gartner estimates 2% YoY growth in

TCS’ ATS revenue from 3Q19 through 2Q20. The banking, retail and insurance industries each generate

more than 10% of TCS’ ATS revenue; of that, 75% comes from large clients, 20% from small to midsize

clients and 5% from small clients.

Strengths

Cautions

Tech Mahindra

Breadth of Industry Expertise: TCS has continued to build on its breadth of offerings for testing

services across diverse industries such as Automation Marketplace, FATCA Validation Tool and

AutoApp, among others, to accelerate industry-specific QE life cycles. Users of TCS’ ATS are

particularly impressed with the plug-and-play nature and the scalability of these solutions.

■

Testing Platforms and Partnerships: Among the testing platforms, TCS’s cognitive test automation

platform, Smart Quality Engineering (SmartQE), incorporates ML and deep learning to provide AI-led

quality engineering with end-to-end capabilities across data, model and service engineering. It also

has capabilities to test AI systems. TCS continues to forge and leverage new partnerships with major

testing product vendors through the Co-Innovation Network (COIN) ecosystem.

■

Ease of Doing Business: Users of TCS’s ATS are appreciative of the ease of working with the provider

on testing engagements from beginning to end. Some of them specifically noted the partnership

excellence the provider brings to the table, in addition to enabling the team to push current quality

goals with its services.

■

Resourcing Issues: Some TCS clients faced resourcing timeliness issues. Some of them indicated

that teams were not assembled in a just-in-time manner for their engagements. Clients should include

metrics in their contracts for timely resource delivery and expansion while engaging with ATS

providers.

■

Proactive Leadership: Users of TCS’s ATS indicate that it could be more proactive in proposing

innovation to improve structures around people, process and tools. While TCS’ clients appreciate the

broad capabilities the provider possesses, they would like to see a more exhaustive application of

these capabilities in their engagements.

■

User Interface: Some users of TCS’ ATS indicated that the UI (user interface) of TCS’s Test Solutions

could be more intuitive. Clients engaging with TCS should include the provisioning of user manuals

and corresponding client training as part of their requirements and vendor deliverables to enable a

seamless experience while using the test solutions.

■
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Tech Mahindra is positioned in the Niche Players quadrant. It is primarily a good fit for midsize to large

global banking and telecommunication enterprises seeking testing services with focus on industry-

specific accelerators.

Tech Mahindra has an estimated 13,481 dedicated ATS resources. The breakdown of its ATS revenue is

North America, 46%; Latin America, 3%; EMEA, 32%; and Asia/Pacific, 19%. Gartner estimates 11% YoY

decline in Tech Mahindra’s ATS revenue from 3Q19 through 2Q20. The banking and telecommunications

industries each generate more than 10% of Tech Mahindra’s ATS revenue; of that, 82% comes from large

enterprises, while 18% is from small to midsize enterprises.

Strengths

Cautions

Wipro

Vertical Expertise: Tech Mahindra has a strong expertise in banking and telecommunication verticals,

which together make up 62% of its total testing revenue. The company has a number of reusable

frameworks and accelerators in these verticals, and is focused on continuously enhancing these in-

house solutions. It also co-innovates with ecosystem partners to offer this deep expertise to banking

and telecommunications clients.

■

IP and Asset Landscape: Tech Mahindra has over 100,000 test assets to help clients reduce cost and

improve quality. Examples include its eAnalytics engine, which harnesses intelligent automation and

ML for predicting application failures and providing corrective action suggestions; intelligent

automation through the LitmusT framework; root cause analysis using Cha.AI; and environment

management through Test Environment Management Solution (TEMS).

■

Technical Expertise: Clients indicate that they appreciate the quality of Tech Mahindra’s test engineers

and the technical expertise that they bring to testing engagements. Tech Mahindra also uses multiple

innovative pricing models, such as risk-reward, pay-per-bug and pay-per-release, an approach that is

appreciated by clients.

■

Limited Transformation Approach: Tech Mahindra helps clients with a technology-focused approach,

and there is limited focus on business transformation. Some users of Tech Mahindra’s ATS indicate

that the provider’s business advisory skills could be improved, which could have otherwise helped

them with transformation of their quality assurance program.

■

Local Resourcing: Tech Mahindra has around 79% of its delivery resources in offshore locations in

India. Some clients indicated concerns about getting specialist testing resources, especially in

onshore locations.

■

Client Dependency: Some users of Tech Mahindra’s ATS indicated that they want the provider to be

more proactive in providing vision and out-of-the-box thinking on the testing engagements and rely

less on clients for direction.

■
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Wipro is in the Leaders quadrant. It is primarily a good fit for large global enterprises looking for a quality

engineering partner that has a broad portfolio of testing services and intelligent automation solutions.

Wipro has an estimated 25,058 dedicated ATS resources. The breakdown of its ATS revenue is North

America, 51%; Latin America, 3%; EMEA, 35%; and Asia/Pacific, 11%. Gartner estimates 2% YoY growth in

Wipro’s ATS revenue from 3Q19 through 2Q20. The banking, retail and high tech industries each

generate more than 10% of Wipro’s ATS revenue; of that, 99% comes from large enterprises, with only 1%

from small to midsize enterprises.

Strengths

Cautions

IP and Asset Landscape: Wipro has invested in building a large portfolio of testing IP and

accelerators. Its portfolio includes IntelliAssure 2.0, an intelligent quality platform built on HOLMES

and leveraging AI; virtual personas such as Virtual Automation Engineer (VAE), which enables various

autonomous test processes; devNXT, which brings assets and capabilities together for ease of

application engineering; and ModernizR, an assurance platform for application modernization.

■

Service-Based No Shore Delivery: Wipro has significantly invested in its Quality as a Service (QaaS)

model at the enterprise level for automation, performance, accessibility and security testing services,

to name a few. This has helped transition the company to an as-a-service operating model providing

differentiated consumption and pricing models to its clients. Wipro also actively integrates

crowdtesting into delivery through public, private and certified crowds using Wipro IPs, platforms and

partner ecosystems.

■

QE Transformation: Wipro offers pod-based models to enable a product-based delivery for clients in

DevSecOps and QE transformation. The pods offer an integrated structure with development, quality

engineering, security and operations teams working together while transforming testing to higher

maturity levels through Wipro’s Continuous Testing Maturity Model (CTMM) framework.

■

Offshore Delivery: While Wipro has continuously invested in no-shore delivery models and

localization, more than 65% of Wipro’s testing delivery resources are in India. Clients requiring a

substantial level of on-site or onshore resources may find Wipro less effective among competitors

with local/onshore presence. Clients may need to ensure they have included sufficient lead time for

the provider to fulfill the onshore requirement.

■

Pricing Strategy vs. Value Articulation: Some users of Wipro’s ATS indicated that Wipro’s pricing

strategy for some of the more evolving products and services in its testing services portfolio is not

always competitive enough. Some felt that the provider could be more effective in articulating the

value of these products to the clients.

■

Resource Inconsistency: Some users of Wipro’s ATS mentioned that they faced initial challenges with

getting timely access to experts on engagements. Some also noted the slow onboarding of resources

with specialist skills in particular, and expected the provider to be more seamless and proactive in

resource management.

■
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Vendors Added and Dropped

We review and adjust our inclusion criteria for Magic Quadrants as markets change. As a result of these

adjustments, the mix of vendors in any Magic Quadrant may change over time. A vendor's appearance in

a Magic Quadrant one year and not the next does not necessarily indicate that we have changed our

opinion of that vendor. It may be a reflection of a change in the market and, therefore, changed

evaluation criteria, or of a change of focus by that vendor.

We review and adjust our inclusion criteria for Magic Quadrants as markets change. As a result of these

adjustments, the mix of vendors in any Magic Quadrant may change over time. A vendor’s appearance in

a Magic Quadrant one year and not the next does not necessarily indicate that we have changed our

opinion of that vendor. It may be a reflection of a change in the market and, therefore, changed

evaluation criteria, or of a change of focus by that vendor.

Added

No vendors were added to this Magic Quadrant.

Dropped

No vendors were dropped from this Magic Quadrant.

Inclusion and Exclusion Criteria
The criteria that service providers had to meet for inclusion in this Magic Quadrant are based on a

combination of quantitative and qualitative measures.

Quantitative Criteria

Both pure-play companies and full-service IT providers for application testing services are included in

this Magic Quadrant, with some differences in criteria:

Qualitative Criteria

The qualitative criteria include the following:

Pure-play companies derive more than 90% of their revenue exclusively from application testing

services. The requirement for this research was for these companies to have a minimum of $50

million in annual revenue (measured from the third quarter of 2019 through the second quarter of

2020).

■

Full-service providers of application-related services are required to have $300 million in annual

application testing service revenue (measured from the third quarter of 2019 through the second

quarter of 2020).

■

Providers must have regional-based testing delivery capabilities in at least two worldwide regions:

North America (U.S. and Canada), Latin America, EMEA, Asia/Pacific and Japan.

■
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Evaluation Criteria

Ability to Execute

Gartner evaluates service providers on their Ability to Execute and their Completeness of Vision. When

the two sets of criteria are evaluated together, the resulting analysis provides a view of how well the

provider performs a spectrum of services compared with its peers and how well it is positioned for the

future.

For more information on Gartner’s Magic Quadrant research methodology, refer to  How Markets and

Vendors Are Evaluated in Gartner Magic Quadrants.

Gartner analysts evaluate technology providers on the quality and efficacy of the processes, systems,

methods or procedures that enable IT provider performance to be competitive, efficient and effective,

and to positively impact revenue, retention and reputation. Ultimately, technology providers are judged on

their ability and success in capitalizing on their vision.

Product or Service: This criterion assesses core services that are offered by the provider and that

compete in/serve the defined market. This includes current service capabilities, quality, skills and so on.

Subcategories include:

Service providers must have demonstrated a capability to consistently invest in methodology,

frameworks, automation and internal processes, as well as to invest in resource development.

■

Service providers must have dedicated testing resources. Dedicated testing resources mean the

resource functions are branded as “application testing” or “software quality assurance,” and at least

40% of the dedicated testing resources must be certified. Examples of certification include the

International Institute for Software Testing (IIST), Software Quality Engineering (SQE), American

Society for Quality (ASQ), International Software Testing Qualifications Board (ISTQB), International

Software Quality Institute (iSQI) and Certified Software Quality Analyst (CSQA).

■

Service providers are expected to deliver application testing services from at least two stages of the

life cycle of an application: determine strategy, determine process, identify needs, design solution,

build solution, implement solution and operate solution.

■

Breadth and depth of capabilities across application testing service capabilities■

Capabilities in business/process consulting and industry knowledge■

Capabilities in other key delivery success factors: project management, change management,

communication and so on

■

Demonstrated track record in successfully executing large complex global engagements■

How automation helps to improve efficiency for the client on deals■

https://www.gartner.com/en/documents/3956304/how-markets-and-vendors-are-evaluated-in-gartner-magic-q
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Overall Viability: Viability includes an assessment of the overall organization’s financial health and the

financial and practical success of the business unit. It also includes the likelihood of the individual

business unit to continue to invest in the service and continue to offer the service, and advancing the

state of the art within the organization’s portfolio of services. Specific assessment includes the size and

growth of the application testing service business.

Sales Execution/Pricing: This criterion assesses the service provider’s capabilities in all presales

activities and the structure that supports them. These include deal management, pricing and negotiation,

presales support, and the overall effectiveness of the sales channel. Subcategories include:

Market Responsiveness/Record: This criterion assesses the vendor’s ability to respond, change

direction, be flexible and achieve competitive success as opportunities develop, competitors act,

customer needs evolve and market dynamics change. This criterion also considers the provider’s history

of responsiveness and ability to quickly address changing requirements. A subcategory is:

Customer Experience: This criterion considers the provider’s specific client feedback on the client’s

experience working with the application testing service provider.

Operations: This criterion assesses the ability of the organization to meet its goals and commitments.

Factors include the quality of the organizational structure, ability to manage utilization and attrition,

tools, methodologies, knowledge management systems, training programs, global presence, global

delivery centers, and testing centers of excellence (TCOEs). It also includes other vehicles that enable the

organization to operate effectively and efficiently on an ongoing basis.

Ability to Execute

Service providers’ agile and DevOps capabilities, including approach, skills and resources, experience,

methodologies and so on

■

Pricing strategy and alternative pricing models■

Customer feedback on value for money■

Provider’s capabilities to deliver against business outcome-based objectives and metrics■
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Table 1: Ability to Execute Evaluation Criteria

Gartner (December 2020)

Completeness of Vision

Gartner analysts evaluate technology providers on their ability to convincingly articulate logical

statements about current and future market direction, innovation, customer needs, and competitive

forces and how well they map to the Gartner position. Ultimately, technology providers are rated on their

understanding of how market forces can be exploited to create opportunity for the provider.

Market Understanding: This criterion assesses the ability of the provider to understand buyers’ needs

and translate these needs into products and services. Vendors that show the highest degree of vision

listen and understand buyers’ wants and needs, and they can shape or enhance those wants with their

added vision. Subcategories include the service provider’s knowledge and articulation of key market

direction and trends, and the service provider’s thought leadership.

Marketing Strategy: This criterion assesses a clear, differentiated set of messages that are consistently

communicated throughout the organization and are externalized via communications, advertising,

customer programs and positioning statements.

Sales Strategy: This criterion assesses the strategy for selling services, which uses the appropriate

network of direct and indirect sales, marketing, service and communications affiliates. This network
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extends the scope and depth of market reach, skills, expertise, technologies, services and customer base.

Subcategories include:

Offering (Product) Strategy: This criterion assesses a service provider’s approach to application testing

service development and delivery. The assessment emphasizes depth and breadth of capabilities,

differentiation, and methodologies as they map to current and future requirements, such as

enhancements/extensions to testing products.

Subcategories include:

Vertical/Industry Strategy: This criterion assesses the technology provider’s strategy to direct resources,

skills and offerings to meet the specific needs of individual market segments, including verticals. This

includes vertical, industry and process investments, as revealed by dedicated resources, training and

related templates, preconfigured solutions, process maps and other IP development in selected verticals,

industries and processes.

Innovation: This criterion assesses the direct, related, complementary and synergistic layouts of

resources, expertise or capital for investment, consolidation, and defensive or preemptive purposes.

Geographic Strategy: This criterion assesses the provider’s strategy to direct resources, skills and

offerings to meet the specific needs of geographies outside the “home” or native geography, including

global delivery locations, either directly or through partners, channels and subsidiaries.

Completeness of Vision

Service provider’s strategies for partnerships and alliances■

Account management and vision for creating new and/or additional service business■

Service provider’s capabilities in tools, assets, IP, branded products, competency in IoT and digital

testing, as well as offerings related to client experience

■

Service provider’s capabilities in using analytics, predictive analytics, AI, or cognitive methods and

approaches

■
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Table 2: Completeness of Vision Evaluation Criteria

Gartner (December 2020)

Quadrant Descriptions

Leaders

Leaders are performing well today, gaining traction and mind share in the market; they have a clear

vision of market direction and are actively building competencies to sustain their leadership position in

the market. Leaders generally have a global client base; a track record of complex, global engagements

that support quality engineering transformation; and well-balanced business, process and industry

consulting, implementation and service management capabilities that are supported by rigorous tools

and methodologies.

Challengers

Challengers execute well today for the portfolio of work selected, but they have a less-defined view of

market direction. Consequently, these service providers are the “up and comers” of the future.

Challengers generally have some gaps in consulting or other capabilities, including sales, marketing,

innovation, geographic presence or offering strategy.
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Visionaries

Visionaries articulate important market trends and direction. They have a vision for changing market

rules, but they are not currently in a position to fully deliver and consistently execute their vision.

Niche Players

Niche Players focus on a few segments of the market, such as certain geographies, vertical industries,

client segments or functional areas. Their Ability to Execute is limited to these focus areas, and therefore,

we evaluate them based on the niche areas they play in. The offering strategy of these providers was

considered good, and they can be considered to be leading players within their niche market focus. Niche

Players need to increase their geographic sales and delivery, as well as increase overall breadth and

depth of capabilities and bench strength.

Context
This Magic Quadrant analyzes the providers offering testing services including consulting services,

implementation, integration and managed services. The application testing service market landscape is

vast and diverse, and it includes providers with different specialization. Gartner is aware of about 300

providers offering application testing services globally, but these providers are not the complete

marketplace.

The 20 providers evaluated in this Magic Quadrant represent only a small number of leading providers. It

should be taken into consideration that many smaller providers not covered in this Magic Quadrant may

be appropriate for any particular client needs. Gartner has used inclusion criteria to identify global

providers that can handle complex, transformational projects, as well as pure-plays active globally, but

smaller local providers, for example, might be a better fit for a client seeking local support.

Gartner uses its selection criteria for evaluating the Ability to Execute and Completeness of Vision and,

thereby, positions the providers in this Magic Quadrant. Clients must also consider their own criteria in

addition to Gartner’s selected criteria to correctly identify which provider would have the correct skills to

match their needs. Application testing engagements require skills related to testing specific products, in

combination with the service provider’s capabilities, which can look different for each client.

Do not select only providers in the Leaders quadrant. Challengers, Visionaries or Niche Players may

prove to be more appropriate for your requirements. Gartner’s Market Guides for specialized mobile

services ( Market Guide for Mobile Application Testing Services) or for crowdtesting services ( Market

Guide for Crowdsourced Application Testing Services) can be helpful to identify additional suitable

service providers.

Market Overview
The market for application testing services is moderately strong, as the participating providers as a

group showed a revenue growth of 4.1% when compared to the previous year. While it continues to show

moderate growth in demand for both integrated and independent testing service deals, there were some

https://www.gartner.com/en/documents/3751863/market-guide-for-mobile-application-testing-services
https://www.gartner.com/en/documents/3018219/market-guide-for-crowdsourced-application-testing-servic
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participating providers who reported declines in their application testing services revenue. This is partly

due to the COVID-19-induced spending constraints in the buyer environments. The participating testing

providers’ number of FTEs grew by 4.15%.

Across the globe, the COVID-19 pandemic created resourcing and operational challenges, exposed

quality-gaps in clients’ systems and introduced newer ways of working eventually. The resourcing and

operational issues were resolved quite swiftly. However, addressing deeper issues associated with

business continuity risks, demand fluctuations, security risks, monitoring, reporting and decision-making

and workforce productivity management required careful attention and planning from clients, which

continues to be a work in progress for many of them.

Vendors in the application testing services space witnessed slowed discretionary spending from clients

across industries, with sharp declines in overall IT spending from clients in high impacted industries like

retail, hospitality and transport. This translated to margin pressures for several application testing

services vendors. However, on the resourcing front, there was greater acceptance of distributed agile,

resulting in higher utilization of nearshore and offshore resources. The winning vendors in the space

continued to launch new offerings as the COVID-19 situation evolved: systems resilience testing, return-

to-work validation, application performance monitoring, continuous test automation, quality dashboards

and enhanced crowdtesting propositions, among others. Most vendors rolled out a suite of collaboration

and remote-learning platforms to seamlessly enable their resources to work from anywhere.

A focus on cost-effective continuous quality — that is, a systematic approach toward the improvement

of processes to achieve the quality goals of business and development — is the need of the hour. The

number of clients having continuous testing fully integrated in their development process continues to

grow. There are numerous piecemeal initiatives embraced by organizations to achieve their continuous

quality goals. However, many continue to face challenges, mainly in the areas of having visibility

throughout the development life cycle, creating and maintaining test cases aligned with user

expectations, and enabling a culture shift toward QE culture supported by appropriate tools and skill

sets. Providers are increasingly starting to assist clients with applying an integral approach from

business, IT and OT perspectives, and are actively focusing on identifying, consolidating and

maintaining quality engineering artifacts as part of any development project. Key to achieving these

goals are ample use of automation, analytics, and technologies like machine learning, cognitive

computing and robotics, as well as multiskilled testers who understand the business process,

development and the usage of new technologies.

Agile and DevOps methods continue to be popular among organizations as the push toward continuous

integration and delivery gains momentum. This trend has further accelerated adoption of automation in

enterprises. Use of AI continues to improve quality assurance activities and support new ways of

working in DevOps, mobile and IoT environments. The market saw an increased appetite among vendors

to form partnerships with tooling vendors like Tricentis and Micro Focus, among others. This has

collectively bolstered the providers’ positioning to serve clients in a holistic way, helping them more

quickly reach their continuous quality goals. Service providers are making significant investments in

developing intelligent automation use cases such as defect classification, defect prediction, defect
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prevention, self-healing and test optimization. The focus is on using machine learning, cognitive

computing, robotics, bots and neurolinguistics programming to improve development, maintenance and

optimization of test assets. Intelligent bots are increasingly being embedded in testing services by

service providers. Crowdtesting has now become more integrated with service provider application

services portfolios. Service providers are building crowdtesting capabilities by either partnering with

crowdtesting companies, developing an internal crowd platform or acquiring crowdtesting companies.

The importance of crowdtesting has grown during the pandemic, with clients now more proactively

sourcing talent and quality engineering services through the crowd.

Evaluation Criteria Definitions

Ability to Execute

Product/Service: Core goods and services offered by the vendor for the defined market. This includes

current product/service capabilities, quality, feature sets, skills and so on, whether offered natively or

through OEM agreements/partnerships as defined in the market definition and detailed in the subcriteria.

Overall Viability: Viability includes an assessment of the overall organization's financial health, the

financial and practical success of the business unit, and the likelihood that the individual business unit

will continue investing in the product, will continue offering the product and will advance the state of the

art within the organization's portfolio of products.

Sales Execution/Pricing: The vendor's capabilities in all presales activities and the structure that

supports them. This includes deal management, pricing and negotiation, presales support, and the

overall effectiveness of the sales channel.

Market Responsiveness/Record: Ability to respond, change direction, be flexible and achieve competitive

success as opportunities develop, competitors act, customer needs evolve and market dynamics change.

This criterion also considers the vendor's history of responsiveness.

Marketing Execution: The clarity, quality, creativity and efficacy of programs designed to deliver the

organization's message to influence the market, promote the brand and business, increase awareness of

the products, and establish a positive identification with the product/brand and organization in the

minds of buyers. This "mind share" can be driven by a combination of publicity, promotional initiatives,

thought leadership, word of mouth and sales activities.

Customer Experience: Relationships, products and services/programs that enable clients to be

successful with the products evaluated. Specifically, this includes the ways customers receive technical

support or account support. This can also include ancillary tools, customer support programs (and the

quality thereof), availability of user groups, service-level agreements and so on.

Operations: The ability of the organization to meet its goals and commitments. Factors include the

quality of the organizational structure, including skills, experiences, programs, systems and other

vehicles that enable the organization to operate effectively and efficiently on an ongoing basis.
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Completeness of Vision

Market Understanding: Ability of the vendor to understand buyers' wants and needs and to translate

those into products and services. Vendors that show the highest degree of vision listen to and

understand buyers' wants and needs, and can shape or enhance those with their added vision.

Marketing Strategy: A clear, differentiated set of messages consistently communicated throughout the

organization and externalized through the website, advertising, customer programs and positioning

statements.

Sales Strategy: The strategy for selling products that uses the appropriate network of direct and indirect

sales, marketing, service, and communication affiliates that extend the scope and depth of market reach,

skills, expertise, technologies, services and the customer base.

Offering (Product) Strategy: The vendor's approach to product development and delivery that

emphasizes differentiation, functionality, methodology and feature sets as they map to current and

future requirements.

Business Model: The soundness and logic of the vendor's underlying business proposition.

Vertical/Industry Strategy: The vendor's strategy to direct resources, skills and offerings to meet the

specific needs of individual market segments, including vertical markets.

Innovation: Direct, related, complementary and synergistic layouts of resources, expertise or capital for

investment, consolidation, defensive or pre-emptive purposes.

Geographic Strategy: The vendor's strategy to direct resources, skills and offerings to meet the specific

needs of geographies outside the "home" or native geography, either directly or through partners,

channels and subsidiaries as appropriate for that geography and market.
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