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And What They Are Talking About in 2010

creation
- 2 . Create
phase effective gacision parties partnership major quality
experience M manage

DuPont U0t finance however

research requires cwankzat]
fus'\‘/cstt'é)rgs‘”"f’-f”""'ff aming _..innovative abllll fu pCtlonS I e P eople %;é’r;::;:; value
e oo ., ol developmentoi-@Xample” i, management fis
e ] @\ FEdIStrlbuthn“’a“V tlmeaccountmg now wtared PI3Y

com pany Senterpnse u)re CO"EIbOI‘J(IVQ primarily  Agreement

mode utsourcin | suppliers governance
moBvePreI:‘atllonshlp h(;rdwge;éxgﬂgcgd pany e percent Slng|8|ndustry

applications q'ow'arrangementp roviae [;a{,ef;{;s 3*&'35‘”5?5’35‘36‘6rk

COosts COSU ™ services outsource co-souwcng _po L
ways knowledge client ixiesneXt betterco I I I a n I e S 'nnovat'onprOVIderS change jme,ﬁnrl
products AraNgEMents FURNING driven  (jignes contract al SO Strategy improve point “’3:::”‘ pa rt beglnnlng roce Sse . i

foun supplier
effectomeness ou d reduct lon transition  recent ¥
asten much

outsourcing

Association
of MBAs EQUIS

© 2010, All Rights Reserved. Dr Anthony Hesketh, Lancaster University Management School



A

Lancaster University
MANAGEMENT SCHOOL

Rating Scales

to underpin claims

Rating Evidence Transformation
Data-driven account of Clear articulation of strategic intent
4 performance, including financial and the role of outsourcing in
evidence underpinning claims enabling and driving company-level
performance
Data-driven account, utilizing key Clear articulation of strategic intent
stakeholder accounts of and the role of outsourcing in
3 performance from key actors enabling and driving functional-level
and/or detailed case studies performance
underpinning claims
Data-driven account using ordinal Clear articulation of the role of
2 proxies for performance accounts outsourcing in delivering service
or brief case studies listing process transformation
primary aspects of deals
Expert opinion without a Clear articulation of the practice
1 data-driven argument improvements in service delivery
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Quantifying Provider Output
Transformational Contribution
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Quantifying Provider Output
Transformational Contribution
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Does it make a difference?
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Data Sources: FTSE 100, IDC, DTI, Lancaster University
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Drilling Into Market Sectors

The Winners: MARKET CAP Change BPO users and Non Users Compared
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