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achieving a year on year increase in 

basis through four industry verticals 

ability to offer our clients services 
that enable them to compete in their 

not been without its disappointments, 
we have increased sales for the year 

clients place in us and our ability to 

Recognising this performance, in 

services company in Australia, 

remains congested with many 
vendors vying for the small number 
of large contracts coming up for 

only a full range of services, a 
competitive price and a reliable 

on the internationally recognised 

approach, along with our 
commitment to quality and security 
standards, ideally position us to 

into three distinctive broad 

Spending on the outsourcing 

support and training and the remaining 

the dominant segment, representing 

activity, resulting in smaller contracts 

is still a strong organisational focus 

effectiveness, the manner in which 
these arrangements are structured and 

Queensland Government and the 

Ralph Hunt
Acting General Manager, Sales and Marketing

Sales and Marketing Report

Our responsive and flexible approach 
to service provision enables us to develop 

strong relationships with our clients
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Some of our major successes
include:

•

enabling them to effectively provide 
communication services to more 

• the Queensland Government’s 

utility model for the provision 
of communications, processor, 

•

•

•

agreement with Queensland 

•

many clients demonstrate their 

who, among their day to day 
achievements, were awarded a silver 
award in the prestigious Australasian 
Report Awards for last year’s 

Operational Reports

and Professional Services and 
Applications Outsourcing teams have 

and services tailored to meet the 

impacted by the slowdown in the 

into other information searches and 
enabling electronic lodgement of court 
documents in the Queensland and 
Victorian court systems provided 

CITEC in the Marketplace

as analysts suggest signs of 
saturation in a number of areas 
including outsourcing at the 

Analysts predict that service roles 
across three critical dimensions will 

will be a central factor for success 

three vendor challenges emerge from 
organisational structure, service 

Forecasts recognise that client 
demand has always been the driving 
force behind the development 

responded to this by concentrating 
on its security and service integration 

Looking Forward

organisations are moving more into 

clients and prospects are becoming 
more focussed on services being 
provided with service level agreements 

their own performance requirements, 

both warn of the impact of global 
suppliers providing services from 

and retaining good staff will continue 

continued growth at the same 

to our clients that we are able to offer 

tailored to their requirements and 
enabling them to remain competitive 

position our core service capabilities 

our identity and originality in 

Taking an innovative approach to solutions 
for our clients helps differentiate CITEC from 
our competitors


