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Resourcing and Consulting Solutions for Fortune 500 Companies

CEOCFO: Mr. Sajja, what is the focus at Paramount Software Solutions today? 
Mr. Sajja: The focus of Paramount Software Solutions has been resourcing and 
consulting solutions, which has been our key line of business for the past 17 years. We 
have worked closely with many Fortune 500 companies, and will continue with the same 
momentum, and additionally targeting small and mid-size sector, which I believe has 
huge potential. We also intent to diversify towards Federal Government sector, since we 
have vast experience working actively with State Government agencies, and are 
confident of our high-quality deliverables, and affordable solutions.

CEOCFO: Would you give us an idea of the range of your projects; something 
fairly typical and something a little more outside the box?
Mr. Sajja: Our primary projects comprise of staff augmentation, which are both 
contracting positions as well as direct placements, for IT Services for various sectors 
including, but not limited to IT, Telecom, Retail, Pharma, Oil and Gas, and Government 
Agencies. Some of the technical consultants that we place are systems architects, 
project managers and software engineers, for both onsite and offsite placements. 
Although we primarily focus on staff augmentation but we have our own pool of more 
than 150 technical consultants who are our direct employees, who are skilled in 
Consulting and Development solutions, and time and again have provided support and 
services to both of these areas for clients. These consultants are experts in Business 
Process Engineering, Subject Matter, and Infrastructure Support, and provide end-to 
end support for project completion, and developments.

As for out of the box projects, we work very closely with some unique projects in the State Government agencies, which I 
would love to share, but at this point can’t since these are pretty much confidential.

CEOCFO: How do you meet the challenge of finding talent to provide tech people for companies?
Mr. Sajja: This is one major challenge that the entire Resourcing industry is facing- and it’s more in IT Recruiting. The 
stakes being higher, with IT Services, customers are not willing to make any compromises on quality and experience of 
the Technical Consultants, which makes complete sense. When it comes to areas like Data Management and Data 
Security for example, it is imperative that a company has uncompromised quality of tech support. This is just one such 
example, so imagine the stakes, for high-end implementations, and development projects. If you talk to any staffing 
company or any client for that matter; small, big or medium sized companies, the first thing that anyone would say is that 
finding the right skilled consultant is the biggest challenge. Filling this gap is essential and we as an industry have to look 
at strategic and long term fixes for this soon.

The next big challenge is the retention, which is co-related, to the challenge of finding right fit. Since it’s difficult to find 
candidates, competitors are willing to go to any lengths to recruit those existing talents. Now, it’s up to the organization on 
how they identify the right-fit and high-skilled talents, and develop a model organizational policy which keeps them 
motivated and in the process retain them for a long-term period.

At Paramount we consistently try to work on that area- Retention. We create models, such as how we achieve those or 
how we think outside the box. One of the approaches we adopted, towards thinking outside the box strategy for retention 
is a profit sharing model. This when effectively implemented become a big differentiator and a huge motivating factor for 
consultants. That is because these are high quality consultants who are placed at different client locations at higher billing 
rates, so getting the lion’s share of the billing is always a motivating factor for them. Therefore, we take all kinds of 
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approaches to achieve that. Additionally, adopting an open-door policy is very crucial to maintain long- term commitments 
from talents- they need to have that door that they can open anytime to have room for open communication. 

CEOCFO: Are companies likely to use your other services if they cannot find someone or are there really two 
separate groups? 
Mr. Sajja: Our focus being IT Solutions – whether its resourcing, consulting, or development- any client with any of the 
requirements in these areas confidently work with us instead of having to go to another provider. Our line of business is 
what you can call broadly as Managed Services. So answering your question, whether, companies are likely to use our 
other services, if they can’t find a provider or it’s an immediate requirement- yes they would, because of our 
understanding of their business, challenges, and their organization environment. We as an existing partner will always 
have that advantage over a new or multiple provider.

CEOCFO: What is a typical engagement and why would they be choosing your company for services?
Mr. Sajja: I will cover that aspect from the IT resourcing side of it, and then I will cover the IT consulting side of it. For IT 
resourcing, why would a customer choose our company? There are many differentiators, as I mentioned. The trend is that 
they are looking at long- standing companies which technologically sound, and understands the market in-depth. You are 
dealing with a lot of technical people out there, which is going to make it very difficult for your organization, if you are not 
equipped with tech-skilled recruiters, account managers and consultants.

This is one of the primal reasons why we take focused initiatives for training our sales and recruiting executives in the 
latest technical trends, and help them understand technical trends and developments, and thus the client requirements. In 
this process we also help clients, by doing pre-screenings of candidates through a matrix- based match making system, 
and interviewing them, so the hiring manager’s time is saved, instead of forwarding hundreds of resumes as a response to 
the posting in say a portal like DICE or Monster.

This way we confidently bring to table, to the client, on what sets us apart from being just a resourcing firm. Our 
organization’s retention policy, training initiatives, focus on long-term relationships, are just some of the solid reasons that 
sets us apart.

The profit sharing model that I just mentioned, for example is something that’s also beneficial to clients. You would ask 
how? For example, let us say that they have a certain billing rate. We try to stick to the billing rate by not going beyond 
that, and that makes them happy since it helps them to keep a stabilized budget for months and sometimes years. 

CEOCFO: What is your geographic reach today?
Mr. Sajja: We are based out of Alpharetta, GA and have an office in India. However, our reach is almost all states in the 
country, since our clients are located in all the regions of the United States- right from Georgia, Texas, to Michigan, 
Pennsylvania, New Jersey, California, Arizona, Oregon, Colorado.

CEOCFO: I know that business is going well, because you have been recognized on the Inc. 5000. How do you 
continue the trajectory?
Mr. Sajja: Our growth has been purely organic in the past 17 years. My personal belief as an entrepreneur is that a 
business life-cycle has to be consistent, and growth oriented- not just profit and revenue wise, but growing laterally to a 
point, that you set your own benchmarks, and not compete with the market all the time. The moment you set competitors’ 
revenues as a benchmark of growth, you will experience a stunted overall growth.

And that policy is something I continue to believe in. You can say we are fortunate to have our long-standing faith of our 
clients, that keeps us going and motivated as well. We do not believe in short-term high- profits, go up the life cycle curve, 
and come down drastically. Based on these beliefs, we will continue to focus on quality work, building more long-term 
relationships, and of course like I said, we will also be soon be focusing on Federal projects as well. 

“My personal belief as an entrepreneur is that a business life-cycle has to be consistent, and growth oriented- not just 
profit and revenue wise, but growing laterally to a point, that you set your own benchmarks, and not compete with the 
market all the time. The moment you set competitors’ revenues as a benchmark of growth, you will experience a stunted 
overall growth.” - Pramod Sajja
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CEOCFO: Why should people choose Paramount Software Solutions? What sets the company apart?
Mr. Sajja: Our USP lies in providing quality solutions that are flexible and customized, based on client’s requirement and 
budget, without compromising on security and delivery. Our focus has been on resourcing, consulting and support any 
development needs of our clients, and we do not deviate from that core focus. And this is applicable for both our clients 
and our consultants. Our unique model of employee retention and our ability to be a partner to our clients rather than a 
vendor is what sets us apart. Our relationships with clients have been long-standing, and we will focus on that kind of 
relationships always.

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine
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