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SUMMARY  
A Senior Executive with a strong record of success and leadership in creating information technology 
business at the global level. Currently he is creating an industry focused outsourcing consulting practice for 
the Everest Group and serving on several Boards of startup companies. During his 4+ years at Everest he 
has created a practice that delivers 40% of the firm's revenues. Mr Atwood has personally led engagements 
to help clients such as Unilever, Philips. Corning, Textron, Kimberly-Clark, Circuit City, Dial, LSG-Sky 
Chefs, Scotts, CSX, GM, Johns Manville, Pactiv, Honeywell, Meijer and BMC Software consider and 
sometimes outsource various ITO and BPO services.  
Prior to this Mr. Atwood was the President and CEO respectively of two venture backed start ups after 
leaving EDS. At EDS, during a 25 year career, Mr. Atwood advanced from a software development trainee 
to leading 3 different business units, with up to 2700 people, and managing a 2+ billion dollar budget. As 
the President of these business units he was responsible for sales and operation of outsourcing services to 
various portions of EDS' business.   
  
EXPERIENCE 
Consulting Sept 2001- Present 
Chapel Hill, NC 
Developed from scratch a consulting practice selling and delivering outsourcing advisory services for the 
Everest Group. Personally led engagements to help clients such as Unilever, Philips. Corning, Textron, 
Circuit City, Dial, LSG-Sky Chefs, Scotts, CSX, GM, Johns Manville, Pactiv, Honeywell, and BMC 
Software consider and sometimes outsource various ITO and BPO services.  
 
Tempest Software, New York City  
CEO 2001-2001 
Responsible for the operation and creation of a venture funded company that is making and marketing 
security software. In 7 months he raised 4.5 million dollars and determined market positioning.  
 
BUILDNET Research Triangle Park, NC 1999-2000  
President and Chief Operating Officer 
Responsible for the operation of a company with 1100 employees and 100 million in annual revenues.  
Took this from a company with sixty employees and 3 million in Annual Revenues to 1100 employees and 
100 million in Revenues in 18 months. Most growth was by acquisition using stock and the 150 million 
dollars raised to fund the venture.  
 
EDS; Plano, TX 1974-1999  
Chief Operating Officer, Enterprise Solutions (1998-1999)  
Responsible for the operation of the EDS/AT Kearney joint initiative to address the ERP implementation 
market. Responsibilities included interfacing with SAP, Oracle, BAAN and Peoplesoft. Additionally, 
established a vision to dominate the supply chain market as well as the ongoing support of these packages.  
Tripled revenues while the staff grew from 600 to 1200. Managed a politically sensitive interface between 
AT Kearney and EDS so that it became a positive relationship. Developed a truly global unit with people 
and offices in every inhabited continent 
 
SSU Director, TI New Business Development (1997-1998)  
Responsible for development of a product strategy for infrastructure services that had traditionally been 
sold as part of custom solutions. This also includes establishing strategic alliances with corporations such 
as Cisco Systems and Microsoft, as well as providing sales support to all EDS operating units. This 
strategy was EDS' method to move down market and sell to smaller firms. It became the basis for the 



current reorganization of EDS. A Cisco alliance created during this period became the model for future 
EDS technology partnerships.  
 
SBU President, Client Server Account Operations (1995-1997)  
Responsible for creating a unit to implement and operated EDS's client/server offering (Renascence) across 
all SBUs in EDS. As the leader of this unit Mr. Atwood was responsible for sales, delivery and C-level 
customer interaction for EDS' outsourcing customers. During this period we brought the unit to 
profitability, increased customer satisfaction five fold, and doubled the revenue. At his departure the staff 
was approximately 2500 and the budget 2.7 billion.  
 
SBU President, Advanced Technology (1991-1995)  
Responsible for all engineering and manufacturing systems in General Motors. As president of EDS’ 
Advanced Technology SBU, supported GM requirements for engineering and scientific computing. SBU 
was responsible for selling, defining, and migrating GM to a global client/server infrastructure. This 
assignment provided the opportunity to participate as a member of GM’s Technical Center Business Team 
as well as the EDS executive responsible for interfacing with all senior GM engineering and manufacturing 
executives. This provided MR. Atwood the opportunity to oversee the development and selling of a variety 
of projects on the leading edge of technology that were crucial to returning GM to competitiveness.  
With GM, Mr. Atwood developed a math-based strategy for product development and created the tools in 
Unigraphics to make it the world's premier system for automotive design. In 1992, the C-4 program was 
merged with other responsibilities to form the Advanced Technology SBU. The unit grew from 200 to 
2000 employees with a corresponding growth in revenue and profits.  
 
Group Manager, Technical Staffs (1988-1991)  
Led the EDS business with the GM technical Staffs. 
Responsible for improving the relationship with GM technical staffs from the worst in GM to one of the 
best while increasing EDS's revenue 70%. Further, persuaded GM to transfer Cray Computing 
responsibility to EDS.  
 
Division Manager, Support Services (1987-1988)  
Responsible for setting up the regional support centers for the automotive components group. 
These later became the SE support centers, which are the pooled SE resources, used by all of EDS.  
 
Saginaw Division EDS Account Manager (1984-1987) 
In July 1984, was one of the original group of EDS employees assigned to GM. Assigned to the Saginaw 
Division as the MIS director; later, conducted the transition of GM employees to EDS and became EDS 
Account Manager. Responsible for startup of EDS operations at Saginaw. Developed a customer 
relationship considered the best in Automotive Components Group (now Delphi). Assumed the role of the 
MIS manager and became the CIO working on the general managers staff. Developed a pilot, lights out 
factory. Participated in developing what became GM's Synchronous Manufacturing Philosophy.  
 
Project VIABLE (1982-1984) 
Responsible for Finance, Quality Assurance, and Department of Defense (DOD) project reporting for 
Project VIABLE. This was EDS’ largest contract and involved replacing the computer infrastructure for 
the US Army. Initially, this was for project VIABLE but due to our success this eventually included all 
EDS' DOD business. Developed EDS' first noncash revenue recognition policy and established processes 
and procedures that allowed EDS to meet the governments reporting and audit requirements.  
 
Deputy Country Manager, Mexico (1980-1982) 
Initially, job was to fix issue loans account, customer and receivables problem. Eventually move to Mexico 
City where I supervised the account managers in country. Sold three major accounts.  
 
Employee (1974-1980) 
Assigned to the Blue Shield of California Account as a Phase-1 in the EDS Systems Engineering 
Development Program. After completion was assigned to the Middle East Moved to Iran, worked on 



several projects and was eventually transferred to Saudi Arabia. Became the EDS Account Manager for 
King Abdul Aziz University of Jeddah, which was the largest account EDS had in Saudi Arabia. 
Performed a variety of special projects for the president of EDS World, including setting up new reporting 
systems and resolving problems.  
 
UNITED STATES ARMY 1970-1972 
First Lieutenant, USASA 
Later this agency was merged into NSA. Served as a Training Officer for the 303 USASA Battalion.  
 
 
EDUCATION  
ARIZONA STATE UNIVERSITY; Tempe AZ  
MA 1974 
BA 1970  
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Looking Over the Horizon: Market Trends and 
Perspectives

Demand shifts
1. Global sourcing (including Captives) continues to gain ground
2. Buyers interested in exploring third party options for newer services
3 Full service BPO influences 25% of market by 20103. Full service BPO influences 25% of market by 2010
4. Demand for BPO grows as more F1000 companies enter the market
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2 Supply trends
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Global sourcing continues to enhance its presence

Proportion of contracts with offshore 
component
Number of contracts

Proportion of service done offshore in FAO 
contracts
Number of contracts

38%
21%

100% = 34 180

Contracts 
completely

100% = 34 180

28%
38%

Onshore
completely 

onshore 51%

62%
79%

Offshore

Contracts
with offshore 

component 49%

72%

Cumulative until 
December 2001

2002-
March 2007

Cumulative until 
December 2001

2002-
March 2007

Proprietary & Confidential. © 2007 Everest Global Inc.
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Sample size: 214 FAO contracts signed as of March 2007
Source: Everest Research Institute (2007)



Adoption is prevalent across all major verticals

Financial services Low penetration due to

Offshore adoption by industry
2004, Percentage of Forbes 2000

Financial services 21Financial services

Others

Transportation

Low penetration due to 
large number of 
companies

Financial services

Others

Transportation

21

23

25Transportation

Manufacturing

R t il

Manufacturing

R il

Transportation 25

26

26Retail

Pharmaceuticals

Retail

Pharmaceuticals

26

28

Healthcare

Telecom and hi-techTelecom and               
hi-tech

Healthcare 40

59

1 Adoption for an industry vertical = number of companies in Forbes 2000 in that industry vertical that are offshoring/total number of

Proprietary & Confidential. © 2007 Everest Global Inc.
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1 Adoption for an industry vertical = number of companies in Forbes 2000 in that industry vertical that are offshoring/total number of 
companies in Forbes 2000 in that industry vertical

Source: Everest Research Institute analysis



Captives form a significant section of the offshore 
services market, especially for BPO

Distribution of Indian offshore services market by sourcing model
20061; US$ billion

100% = 21 8 29100%  

Captive

21 8

28-32%
45-50%

20-25%

29

8-9

Third-party
68-72%

75-80% 19-2068 72%
50-55%

ITO BPO Overall

Captives account for around 30% of the overall Indian offshore services market: 20-25% share 
of ITO and 45-50% share of BPO

Proprietary & Confidential. © 2007 Everest Global Inc.
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1 Everest estimates for calendar year 2006
Sources: Everest Research Institute; NASSCOM



Global captive centers now provide a basket of high 
impact services to their parent companies 

100

Number of captive set ups
Cumulative Growth spread across verticals –

BFSI, Telecom, MDR

70

80

90

Growth driven by BFSI BPO

40

50

60
Captive adoption begins in 
financial services

10

20

30 Growth in KPO/engineering 
services R&D

0

10

Pre-1990 1994 1997 2000 2003 2006
Hi-tech captives undertake Manufacturing captives set up 
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Source: Everest Research Institute

software engineering services for engineering services



2. Buyers are also showing interest in getting newer 
offshore services from third party providers

Typical drivers:
 Complexity of setting up establishment in competitive labor markets like India
 Investment (avoidance) in non-core functions
 Flexibility to move to newer geographies and supply sources

Buyer
examples

Example 1
Large office 

products

Example 21 Example 3
One of the top 
UK law firms

Leading 
consumer goods examples products 

manufacturer
(Everest client)

g
company 

(Everest client) 

RFI/RFP L l t Engineering
Functions 

outsourced 
to 3rd parties 

 RFI/RFP 
response 
(Quotation) 
process

 Legal support 
processes

 Engineering 
services 
(machine tool 
design)

with limited 
supplier 
maturity

 Pre-sales 
contract 
management

Proprietary & Confidential. © 2007 Everest Global Inc.
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1 Refers to Clifford Chance
Source: Supplier press release



Full service BPO market is growing faster than individual transactions

3. Everest defines full service as outsourcing across 
multiple processes with one service provider
Full service BPO market is growing faster than individual transactions

Human
Resources

Procurement
(Indirect materials)

Finance &
Accounting

nc
ia

l s
er

vi
ce

s

H
ea

lth
ca

re

an
uf

ac
tu

rin
g

an
sp

or
ta

tio
n

Vertical Specific BPO

HR 
strategy

F&A
strategy

S2P
strategy

Strategy
Key processes
Transactional services 

Fi
na

n H

M
a

Tr
a

Full service
BPO

Employee relations

Performance mgmt.

Regulatory & compliance

Internal audit
Budget/forecasting
Capital budgeting

Treasury & risk Mgmt. 
Mgmt reporting & analysis

Regulatory reporting &

Spend data mgmt

Strategic sourcing

Vendor mgmt.

Demand mgmt

ns
ac

tio
na

l 
B

PO

Fixed assets
General accounting
Accounts receivable

g y p g
compliance

Demand mgmt.

Global mobility          
Training & development
Recruitment & selection  

Compensation
Benefits Payroll Accounts

Day-to-day purchasing

Performance mgmt.

Procurement systems

Tr
an

TO

Tax

Applications maintenance    Voice & Data Networks    Help desk    Desktop
Data centers      ERP      Applications development

Call Centers

Benefits
Employment data mgmt.         

Payroll ccou ts
payable

Procurement systems

Proprietary & Confidential. © 2007 Everest Global Inc.
9Source: Everest Research Institute (2007)

IT

IT strategy



Outsourcing deals involving two or more towers are 
now appearing in the market

Outsourcing of G&A functions1

Number of buyers

100% 244

31%

32

HRO+PO

100%=2 towers 
outsourced by 
same buyer

100% = 244

11%
87%

15%

15%

3 %

Only 1 tower 
t d FAO+PO

FAO+HRO+PO

2%87%

39%

All 3 towers

outsourced 
by buyer

FAO+PO

FAO+HRO

By function

All 3 towers 
outsourced by 
buyer

1 Analysis includes only HRO FAO and PO portions of multi-function engagements

Proprietary & Confidential. © 2007 Everest Global Inc.
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1 Analysis includes only HRO, FAO and PO portions of multi-function engagements
Sample size: 462 contracts signed as of March 2007; represents a total of 244 buyers

Sources: Everest Research Institute (2007)



Full-service BPO will expand influence to nearly 20% of 
the BPO market by 2010

Estimated General & Administration BPO market
2000-06; US$ billion

27 50100% = 72
4% 10%Full service/ 

multi-process3 CAGR:25%
16%
17%

96% 90%
Transactional/ 
single process CAGR: 9.5% 84%83%

2000 2006 2010 projected

1 Full service outsourcing (HRO FAO PO) includes transactions that have 2 or more processes in scope have a term of 3 or more years

Proprietary & Confidential. © 2007 Everest Global Inc.
11

1 Full-service outsourcing (HRO, FAO, PO) includes transactions that have 2 or more processes in scope, have a term of 3 or more years 
and a size of more than US$1 million in ACV

Sources: Everest Research Institute 



4. FAO demand which was largely driven by Fortune 50 
buyers, now also includes other F1000 companies

New FAO contract signings by different buyer segments
Number of contracts

100% =
G t th

4 24 198

33%

17% 10%

Between US$10 billion 

Greater than 
US$50 billion

21%

50%
75%

and US$50 billion

Between US$5 billion 
and US$10 billion

13%
27%

25%

8%
Between US$1 billion 
and US$5 billion

13% 10%

2000-April 20061995-20001991-1995

Less than US$1 billion

Proprietary & Confidential. © 2007 Everest Global Inc.
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Sample size:   226 contracts signed as of March 2007
Source:    Everest Research Institute (2007)



Transactional FAO has the potential to be delivered on 
a one-to-many model 

Common Components BPO Platform Layers Customized Components

Business Process

Core-financial applications

Basic process steps related 
to AP, AR, GL 

Industry/ client specific 
process and functional 
changesIT Application

IT Systems InfrastructureServers, networks, security, 

Core-financial applications 
(ERP or others)

changes

IT Systems Infrastructure

Physical Infrastructure
Facilities, organization, 

people processes, 

desktops, support

Industry/ client specific 
recruitment and trainingp p p ,

support functions
g

Proprietary & Confidential. © 2007 Everest Global Inc.
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A one-to-many model would generate significant demand from smaller buyers



In HRO market, organizations with less than 15,000 
employees account for about half the number of deals

Distribution of HRO transactions and cumulative TCV by buyer employees size
Number of transactions, TCV in US$ billion
100% = 20.7170

28%

23%

9%
6%

25K-50K employees

50K-100K employees
>100K employees

15%

13%
26%

23%

Represents 66% of 
transactions and 
92% of TCV 

10K 15K l

25K 50K employees

15K-25K employees

33%

15%

12%

22%
10K-15K employees

3K-10K employees

8%
4%

No. of transactions TCVNumber of 
transactions

TCV

Proprietary & Confidential. © 2007 Everest Global Inc.
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Sample size: 170 HRO  transactions signed until 2006
Source: Everest Research Institute



Looking Over the Horizon: Market Trends and 
Perspectives

Supply shifts
1. US$90 billion + renewal event
2. Consolidation and global supplier capabilities 
3 150 + specialized locations

P

3. 150 + specialized locations
4. Remote delivery has encouraged new 

players in IT Infrastructure

D1

S1

D2

S2

1. Demand trends

2 Supply trends

P

S1 S22. Supply trends

3. ImplicationsM1 M2
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1. Approximately 25% of total market estimated up for 
renewal in next 2 years

Estimated US$90 billion of market up for renewal in the next 
two years (US$17 billion in financial services)

Of this market approximately US$50 billion is infrastructure,  

two years (US$17 billion in financial services)

pp y ,
US$15 billion is applications and US$25 billion is business 
processes

Within financial services approximately US$6 billion is 
infrastructure, US$3 billion is applications and US$8 billion is 
business processesp

Proprietary & Confidential. © 2007 Everest Global Inc.
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Source: Everest Secondary Database, January 2006



2. Plethora of new global suppliers

Path to end state
Supplier segmentation and future evolution from an offshoring

IBM GS
Large

Current state
End state

Supplier segmentation and future evolution from an offshoring 
perspective
2005

Es
)

3,200 +         
suppliers in         
India alone

Accenture
EDS

al
e 

(T
ot

al
 F

TE

Infosys
Wipro

CSC

ACS

Cap Gemini
TCS

Sc
a

Convergys

HCL
Satyam

Small
HighLow

CognizantHewitt Client Logic
GENPACT

WNS SPI Tech

Offshore centricity            

SapientNess Tech

Proprietary & Confidential. © 2007 Everest Global Inc.
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Source: Everest Research Institute

y
(Offshore FTEs as % of total FTEs) 



M&A activity in the supplier space continues as they 
build global delivery capabilities

Date Supplier M&A Target
August 2007 Wipro Infocrossing
July 2007 Infosys Royal Philips Electronics F&A services centers 
February 2007 Capgemini KanbayFebruary 2007 Capgemini Kanbay
September 2006 Capgemini Unilever India Shared Services Limited (Indigo)
July 2006 Accenture Advantium and Meridian Informed Purchasing
July 2006 EXL Service Inductis
July 2006 Genpact Moneyline (Acquisition not complete)July 2006 Genpact Moneyline (Acquisition not complete)
July 2006 EDS MphasiS
March 2006 Accenture Savista
November 2005 TCS Comicron
N b 2005 WNS T i iNovember 2005 WNS Trinity
August 2005 Convergys FAO business of Deloitte Consulting Outsourcing LLC 
July 2005 Genpact Creditek
February 2005 IBM Equitant

Proprietary & Confidential. © 2007 Everest Global Inc.
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Note: The list is not exhaustive but indicative
Source: Everest Research Institute (2007)



3. While India maintains the global sourcing 
leadership, other regions are making a strong case

100
86%

Supplier presence
Percentage suppliers with FAO delivery centers

Supplier FTEs
Indexed offshore FAO FTEs

17 17 12

48%
38%

24%

India Eastern
Europe

South East
Asia

Latin
America

India Eastern
Europe

South East
Asia

Latin
America

Number of key cities
Number of cities with FAO delivery centers

F&A process coverage
Depth of F&A process coverage

86%

39%

11
9 9

10

Number of cities with FAO delivery centers Depth of F&A process coverage

39%
31%

9%

India Eastern
Europe

South East
Asia

Latin
America

India Eastern
Europe

South East
Asia

Latin
America
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Europe Asia Americau ope s a e ca
Sample size: Based on operational level data of 21 leading FAO suppliers

Source: Everest Research Institute (2007)  



The Everest Research Institute now tracks 
outsourcing activities in over 150 cities world-wide 

Toronto

Copenhagen
Warsaw

Belfast
Aarhus Tallin

Helsinki
Turku

Oulu

Cork
Dublin

Bratislava
KrakowPoznan

Goteborg
Linkoping

Stockholm
Malmo

Glasgow

Leeds

Delhi

Shanghai

Cincinnati

Mexico City

Toronto
Prague

Lisbon
Budapest

BarcelonaDallas
Juarez

Monterrey
Montego Bay

Dalian

GuangzhouMumbai
Gandhinagar

Zagreb Bucharest

Cork Bratislavag

TunisCasablanca

Cairo

HalifaxBoise

Hanoi

Tianjin

Pune
Kolkata

San Antonio

Bangalore

Kuala Lumpur

y

San Jose

S P l

Singapore

Mauritius

Kochi Chennai
Accra Nairobi

Bangkok
Hanoi

Buenos Aires

Sao Paulo

Curitiba

Melbourne
Cape Town

JohannesburgSantiago
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Note: Map not to scale
Source: Everest Research Institute



4. Increasing proportion of IT infrastructure services 
get delivered from remote locations

2002

2003

2004

Tasks within each tower performed by non-local FTEs (survey of IMO suppliers)
Percentage

70%
63% 65%

77% 80%

2004

I i

49%
55% 58%

36%
39%42%

56%
60%

49% 48%

58%
63% 65%

54%

Increase in 
percentage of 
FTEs in the 
remote locations 
indicates adoption 

20%

36% d cates adopt o
of labor arbitrage 
as a lever in 
Infrastructure 
Outsourcing

Mainframe Midrange Server Desktop Network Helpdesk

Proprietary & Confidential. © 2007 Everest Global Inc.
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Source: Everest Research Institute analysis (Supplier RFI, 2006)



Labor cost advantages in remote management make 
up for asset based value from traditional outsourcing 

Infrastructure costs 
Percentage

ILLUSTRATIVE

Key Levers: 
 Labor efficiency

Asset transformation

Labor cost 
Hardware & 

Key Lever: Labor cost 
arbitrage

 Asset transformation 
(e.g., standardization, 
consolidation)

100%

Software cost

10

25

15
40

5

35

85% 85%

60 60 50

Cost after 
outsourcing

Savings Cost after 
outsourcing

Savings Original 
buyer’s cost 

Proprietary & Confidential. © 2007 Everest Global Inc.
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IMO Traditional IOSource: Everest Research Institute



Looking Over the Horizon: Market Trends and 
Perspectives

Implications
1. Fundamental shift in the enterprise operations models
2. Multiple external factors are now key to a good solution 
3 Relationships need to be managed across many levels

P

3. Relationships need to be managed across many levels
4. C-level enterprise view critical to program success

D1

S1

D2

S2

1. Demand trends

2 Supply trends

P

S1 S22. Supply trends

3. ImplicationsM1 M2
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1. Adoption of multiple sourcing is transforming the 
operations model of enterprises

Emerging Operations Model (Retail Bank) 30-50% of staff
 Located ‘000s of miles away
 Working across multiple time zones
 Using virtual collaborating tools

P f i l ti Performing paper less operations
 Different culture, socio-economic, educational 

backgrounds
 In foreign jurisdictions

HQ
BR 1

BR 2

BR n

BO 1
DC 1

DC 2

C1

C2
Cn S1

CC 1
Cn

S2
S3

C1 Customers

HQ

BR 1

BO 1

DC 1

Branch locations or other point of presence (e.g. ATM, Internet etc.)

Back office (operations center with technology, operations and support staff)

Head quarters or home office of the bank

Data center

Proprietary & Confidential. © 2007 Everest Global Inc.
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Captive Center (offshore based)

SupplierS1

CC 1



Savings potential from offshore based services has 
been clearly established

41%
Distribution of transactions by savings achieved

29%

13% 13%

4%

20-29 30-39 40-49 50-59 60+

Range of savings (Percentage)

More than 85% of transactions have achieved savings greater than 30%

Proprietary & Confidential. © 2007 Everest Global Inc.
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Source: Everest 2004 Offshore Market Survey



Everest projects that the labor arbitrage will sustain for 
10+ years across every important source-destination pair

Projected sustainability1 of labor arbitrage for IT ADM
Number of years

10+ years

Destination countries

India China
Philipp-
ines

Czech 
Republic Poland Mexico

U.S. 18 25 24 3 6

Destination countries

UK 5 16

Germany 6-8 20

Source 
countries

These sustainability estimates are based on ‘as-is’ momentum. In reality, the rate of increase in 

Japan 22 5 8-10

1 Assuming sustainability of labor arbitrage until destination country salaries are 60% of source country salaries for offshore pairs and

y y,
salary levels as well as exchange rate movements are driven by a complex interplay of macro-
economic factors and tend to be dynamic

Proprietary & Confidential. © 2007 Everest Global Inc.
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1 Assuming sustainability of labor arbitrage until destination country salaries are 60% of source country salaries for offshore pairs and 
75% of the source country salary for near-shore players

Source: Everest Research Institute



2. Multiple factors now key to a good solution

China
E. Europe

1. Which location 4. Managing change

 Changing the retained 
organization

India

S.E. 
Asia

C&S 
Americ
a South 

Africa

g
 Transferring accountability
 Transition management

5. Ongoing risk control
 Enterprise risk
 Health check
 Mark to market

2. Which partner 3. What solution

 Outsourced versus 
retained

 Degree of offshore
 Approach to technology

Proprietary & Confidential. © 2007 Everest Global Inc.
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Approach to technology



Organizations need to be intentional in selecting their 
sourcing approach
Strategic sourcing options matrix

Enterprise
 Multiple 

functions/

Strategic sourcing options matrix

BPO
B d

Vision/ 

functions/
services

 Cross-
functional IT infrastructure

 Shorter 
contracts

 Broader 
scopes

 Deeper impact 
on business

Objective/ 
Scope

Functional
Di t

contracts
 Unbundling
 More offshoreIT ADM

 Offshore story 
dominates

Nature of relationship

 Discreet 
functions 
& process 

 Discreet 
projects

 Breadth 
increasing

Partnership
 More need for collaboration
 Deeper impact on business
 Custom solutions

Procurement
 Arms length relationship
 Commodities
 Low risk failure

p j
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 Longer contract terms Low switching barriers



Risks need to be understood and proactively mitigated 
to ensure success of outsourcing programs

Quality

Source of operational risk2

50%Operational risk

Dimension of risk causing problem/failure1

61% Quality

Process control

50%

36%

Operational risk

Organizational risk

61%

50%

Transition and 
knowledge transfer

21%

g

Financial risk 25%

Buyer adaptability 
to offshoring

g

21%Legal risk 21%

Infrastructure 14%Strategic risk 14%
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1   Based on a sample of 28 deals, identified through secondary sources, where the buyer had problems with offshoring
2   The above categories do not add up to 100% since multiple sources of risk may have caused a problem/failure

Source: Everest Analysis, June 2005



3. Relationships need to be managed at multiple levels

In recent years Everest has been asked to support more than 40+ remediations
 Majority of remediation transactions have been IT infrastructure and application related
 More recently, a few BPO transactions have been re-mediated

 Need for common goals
 Need for communications

 Layers of governance

Relationship

Service
 Ability to ensure 

Governance
 Layers of governance
 Transparency 

Service 
delivery

transformation
 Appropriate pricing

Contract structuring

 Need for win-win economics
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 Need for flexibility
Source: Everest Research Institute



4. C-level enterprise view and sponsorship is critical to 
ensure success

1. Full service transactions cut across businesses and functional silos

2. People, process and technology re-bundling require fundamental rethinking of 
“technology- only” or “process-only” approaches

3. Outsourcing solutions are becoming more intimate and starting to impact customer 
relationships

4. Larger share of business in new geographies and outside direct control
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Everest Group Worldwide

Everest World Headquarters Everest Canada
Th E h T

Everest India 
G d Fl T ATwo Galleria Tower

13455 Noel Road, Suite 2100
Dallas, TX, USA, 75240
+1-214-451-3000

E t G N Y k

The Exchange Tower
130 King Street West, Suite 1800
Toronto, ON, Canada M5X 1E3
+1-416-865-2033

Ground Floor, Tower A
Unitech Business Park
South City - I, Gurgaon
New Delhi National Capital 
Region India 122001
+91-124-304-1000E t UKEverest Group – New York

150 E., 52nd Street, 16th Floor
New York, NY 10022
+1-212-207-4810

Everest Australasia
100 Miller Street 
North Sydney, New South Wales 
2060
A t li

+91 124 304 1000Everest UK
12 St. James Square
London, SW1Y 4RB
United Kingdom
+44-208-228-5011

Australia
+61-2-9923-1366

This presentation made by:
Mike Atwood
Principal, Everest Group
Email: MAtwood@EverestGrp.Com
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Email: MAtwood@EverestGrp.Com
Phone: 919-593-5150


