Client Case Study LGLARO

Eclaro partners with a US-based benefits platform provider to provide offshore resources in Manila,
Th e Philippines to perform technical and BPO-related roles to supplement the client's US engineering and
customer support teams
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Team of 300 is operating at RPA technology, reduce cost
maximum efficiency levels and add capacity for client
Th e What started as a transactional staff augmentation engagement has developed
into a large-scale, output driven, win-win relationship between Eclaro and the client. The client currently
ReS u |tS enjoys a 20% increase in capacity, allowing them to invest more in offshoring services with Eclaro without

compromising productivity and quality



