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Everest offers unparalleled markat-sForwARD

Insight and intelligence to service providers

Company profile

Leading consulting and research firm

Founded in 1991

Served over 25% of Global 250 companies

Over 600 client engagements to date

Offices in Dallas (headquarters), Amsterdam, London,
New Delhi, New York, Sydney, and Toronto

> > >» > >

Key differentiators

A Fact-based insight and advice

A Joint research and consulting capabilities

A Recognized for thought leadership i Total Value
Equation (TVE), Joint Design, NASSCOM India BPO
study, and other industry-leading innovations

Market segments served

Service
providers
Third-parties
and captives/
shared

services

Service
recipients
Business
users,
governance,
and sourcing

Service enablers
Software/hardware and
industry associations
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Create. Increase. Accelerdté.

4

©2010, 3forward, LLC



Outsourcing Market is Changing & 3FORWARD

Large outsourcing contracts?®

Less opportunity

Greenfield sales territory is drying up, as
indicated by significant declines in large
contract signings

2007 2008 2009
(projected)

Economic pressure e
Cost of sales is becoming an increasingly organizations
important issue as most companies seek to
achieve nAmor e

1 Everest Transaction Intelligence database; large contracts defined as $100MM TCV or greater

3forward.com
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C3FORWARD

Buying Patterns are Changing

Sy Reduced IT supplier ; : )
relationships from Portfolio consolidation
40105 Buyers are demanding fewer suppliers to do
more work

Consolidated IT
portfolio
relationships to 3

€

C 3FORWARD

New Buying Process

New buying process

Developments in technology (web 2.0) have
dramatically altered the way buyers research,
engage, and select providers
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New Buying Process C- 3FORWARD

From Designing Nurturing Programs to Drive Sales®©, by Ardath Albee

Priority

Status Qua Shift

Research Options 481 Validation Choice
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Changing market calls for new sellingC-3FORWARD
philosophy

Market Stage

Introduction Growth Maturity
I

Most sales organizations still selling
as though market has not changed

Supplier consolidation,

reduced sales velocity,

sales volume reaches
steady state

Intense marketing to
establish identity,
promote awareness

Worldwide Outsourcing Sales
D
3
D
Q
D
>
D
S,

Competition is scarce; Market develops a fgold  Fewer opportunities drive
success is based on the  rushomentality; success need for fsmartero
ability to build awareness becomes a numbers approach; success
and educate prospects game where the highest based on ability to
on a unique value level of hustle wins compete for share using
proposition deep account insights
3forward.com and relationships 8
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Sales Organizations Must Adapt & 3FORWARD

Account Penetration Game Plan

Understand the
Landscape

\/ A Prioritize account pursuits by predicting likelihood and timing of sourcing

Prioritize
Investments

A
A

\/ A ldentify clientsé interest areas
A

Formulate Value
proposition

v i Build a contextual backdrop for relevant discussions with clients by

Engage Clients in
Dialogue

.
—
—~—
~—
—
S
N
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Strategic Playbook Activities

Gainin-dept h knowl edge of the
projects and planned investments

Chart the competitive landscape by supplier and functional scope
Identify opportunities for account expansion and competitive share-shift

Determine when opportunities will move from latent to sales-ready

activity
Focus resources on opportunities with the highest propensity for value
Develop the groundwork for pursuit strategies

Develop a compelling and relevant message to align with key interest points
Address identified account expansion opportunities

monitoring business events, announcements, and activities that will shape
t he accountds strategic plan

Use key occurrences as entry points for informed, relevant dialogue
Develop pursuit strategy and launch pursuit

account 6s

S

9
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Typical Sales Engagement ©3FORWVARD

Understand Landscape

Prioritize Investments

Formulate Value Proposition
| Engage in Dialogue

( \

Priority
Shift

Validation Choice

Status Quc

Research Options
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Typical Sales Engagement ©3FORVARD

These sales activities typically occur after the buyer has
formally signaled their outsourcing intentions.

A

(

Understand Landscape

Prioritize Investments

Formulate Value Proposition
| Engage in Dialogue

( \

Priority
Shift

Validation Choice

Status Quc

Research Options
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ldeal Sales Engagement EASFORWARD

In the ideal sales engagement these activities occur much earlier in the
buyer 6s plikelxcbefere any official or formal requests or notices

A

(Understand Landscape \

Prioritize Investments

Formulate Value Proposition
| Engage in Dialogue

( \

Priority

Shift Validation Choice

Status Quc
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Enabling Saldsffectiveness

with EverestnsightsM

Account Penetration Game Plan

Understand the
landscape

\/

Prioritize investments

\/

Formulate value
proposition

v

Engage clients in
dialogue

-
\\\ /
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EVEREST INSIGHTY

Account Intelligence

Account Readiness

Special Insights

Active Surveillance

C3FORWARD

Enabling assets

Semi-annual deep dive into key account
information and stats

Detailed sourcing profile with active projects,
supplier portfolio, and functional scope

Mont hly analysis of a
outsource and priority score

Accurate prediction of likelihood and timing

of sourcing activity

Monthly insider view
areas based on a robust library of

information-g at heri ng behavi
mail they are reading

Monthly dynamic newsfeed of timely and
relevant business events, announcements,
and activities



Alignment with Buying Process ="oR"ARC

Everest Insights™ is identifying and highlighting buyer
behavior that predicts likely next steps in the
outsourcing consideration process.

A

Account Account Special
Intelligence Readiness Insights

[ Active Surveillance \

Priority

Status Quc Shift

Research Options

3forward.com
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Selling with EveresghsightdM ©3FORYARD

Engagein
Dialogue
o Formulate
Understand Prioritize Value
Landscape Investments Proposition
)
( |
Account Account Special
Intelligence Readiness Insights

[ Active Surveillance \

Priority

Status Quc Shift

Research Options 481 Validation Choice
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EverestinsightsM Account Intelligence C-3FoRWARD

A Sourcing appetite
A Sourcing models

A Outsourced scope
A Trends by bus. unit

observations

> > >

Company snapshot
Financial data
Recent developments

Company
overview

and potential
. implications

>

>

Supplier names
Function view
IT and BPO profiles

Verizon Communications Inc.
Company overview and significant developments

Verizon
IT application landscape 1 Enterprise

Supplier
landscape

Verizon

Supplier landscape 7 function view
=

=

scores 2N,
(D]

B(m

Global m:

ajors

infras
CF ruiitsu Hewin

s SITEL

Belelech.

NOT EXHAUSTIVE
= e

»

Offshore majors

INfosys

> >

b=

Application names
Application providers
Functional scope
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application
landscape

EVEREST INSIGHTS

Account ntelligence

Active Surveillance

Lo |
(o)

Captives
footprint

A Geographies served
A Functional scope
A Bus. units served




EverestinsightsM Account Readiness (©-3FORWARD

List of Business events during Q209 (con Ly
List of Business events during Q209 (contd.) ‘ EVEREST INSIGHTY

r—_l[\ AN N

- Sourcing -
-/ Activity S

Events tracked Likelihood to outsource Timing of outsourcing
A Cost structure changes

Accoun! 't Readiness ‘

A Executive changes / Indicating events Indicating events
organizational restructuring (% likely) (# of months)

A Financing events

A Market@ng events ST Performance

A Operational changes

A Ownership changes Marketing event Financing 9

A Performance declines

A Regulatory changes Executive change B 12

Financing Ownership change 15
Drivers of correlation
i  Event type Operational change Costchange 16
A EVen.t f!‘equenCy Coststructure Marketing event 27
A Predictive accuracy of each event
A Lag time of outsourcing following i el Operational change 29
business event

A Lead time available until the event Regulatory S =

Is predicted to occur

3forward.com
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EverestinsightsM Account Readiness (©-3FORWARD

Freeze further

3forward.com

Low

Create. Increase. Accelerate.™

(36-60 month sales start)

With low likelihood and
long-term timing, the
company is unlikely to
outsource in the
foreseeable future

(12-36 month sales start)

Near-term timing with low
likelihood indicates that the
company has no plans to
outsource yet, but recent
events point to a possibility

Build awareness

investt k Longer Term Near Term Increase
awareness
through
targeted sales
outreach

Build Build
credibility preference | | commen ,
Opportunity Segmentation : —
A Demonstrate ' PP y =€g ‘ A Build case for el
expertise Il. Soon l. Immediate preference o
(3-12 month sales start) | (1-3 month sales start) with buyer
A Preempt RFP
by helping S | High likelihood indicates High likelihood and near- Secure sole-
buyer think T | that the company will term timing indicates that source pursuit
through advance to an outsourcing | the company is close to or
SOURCHEE =} | eventin the future has already made a Prepare for
options S decision to outsource potential RFP
= process
Q IV. Never [ll. Sometime
=



Account Readiness: Case Study C3FORWARD

2007 2009
A A
—>Targets prinmedtaieaz ed s 1~
Total universe of ! s
companies analyzed Account — 3 i 44% accuracy
Readiness < k% -
16 companies 7 companies
shortlisted signed deals
—%Targ.ets prlﬁorornotlzed
o ! 29% accuracy
_ 14 companles 4 companles
~ 400 companies shortlisted signed deals

%Targ:ets prlﬁonmettmeczed as

-

—
L “; iy 27% accuracy
36 companies 9 companies
shortlisted signed deals
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EverestinsightsM Special Insights C-3FORWARD

7@® OUTSORCINGCENTER

Outsourcing Center

A 500,000 unique
site visitors / year

A Most prominent
media source for

outsourcing-related
information Custom contact list
/ A Company-provided contact
) <L listis uploaded into the
Everest Research Institute Everest database
A Industry leader in fact- 4 Contacts are sent
based analysis related to information across interest
sourcing areas, and Everest reports
A Widely requested research what is accessed
in all major process areas

l ndustryoés |
database of sourcing
interest queries

3forward.com
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EverestinsightsM Special Insights C-3FORWARD

EVEREST INSIGHTS

What your <c¢clients are readingée

Webinars \
participation

Special Insights

Active Surveillance

1

Whitepapers
download -

I ndustryos

Research \ database of sourcing
download interest queries

Articles \
download -

ésignals their future actions

Example:
Account has strong interest in
ITO, ADM, and Location
Optimization

(e o oo o o o oo

3forward.com
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EverestinsightsM Active Surveillance € 3FORWARD

New and

renewed
| client
\ contracts

3forward.com

EVEREST INSIGHTS

Executive JV and M&A

changes and activity
| organization A
'\, restructuring ‘
SEPTEMBER 2009
Recent :» HEADLINES
Developments
pan=all | Shareholder
R \ news
o o g ratons lo's Ve B ToProide. 143049 Mo )

Veriza tons Wis Approval From New York University o hm]lFi\xM‘ S~
Sorviee o ~

R,

Commission
. of new
Expansions | services

and
\ divestitures
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Everestinsights™

C 3FORWARD

Sales EffectivenesBhrough Actionable Insight

Account Penetration Game Plan

Understand the
landscape

Prioritize investments

Formulate value
proposition

Engage clients in
dialogue

\/'
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EVEREST INSIGHTY

Account Intelligence

Account Readiness

(—~

Active Surveillance

—




