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The Supplier Intelligence practice helps buyers short-
list suppliers and make key supplier-related decisions

5

at different stages of the outsourcing life cycle

Objectives

= To assist buyers in short-listing suppliers and providing information and insights on suppliers in
established and new markets

= To assist buyers optimally monitor and manage their supplier portfolio in context of their sourcing

objectives

Key issues involved in supplier short-listing

= Rapidly evolving supplier Supplier selection requires a thorough evaluation of
landscape quantitative and qualitative parameters
Increasing number of credible
supplier options (50+ credible

Quantitative parameters Qualitative parameters

suppliers serving Fortune 500 Scale Everest experience
clients in India alone) : : — ;
Perceived lack of differentiation Financial stability Cultural fit
between similar supplier Process expertise Alignment of interests
groups

Increasing risk on account of Industry expertise Value proposition
ongoing supplier consolidation : — , :
Lack of reliable market data on Global delivery Existing relationships
supplier offerings and Situation-specific criteria Situation-specific criteria

capabilities
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A top 10 pharmaceutical major sought to identify
vendors for offshore research and analytics services

-

RESEARCH INSTITUTE

Key client questions answered Client situation

What is the landscape of offshore knowledge Fortune 100 global pharmaceutical major

service suppliers? looking to offshore research and analytics
= Given the relatively similar offerings, what is the services as part of a major global

best approach to differentiating and evaluating effectiveness initiative

suppliers?

= Who are the suppliers that have the scale and the
capability and, hence, are best suited to meet the
objectives of the engagement?

Impact and benefit Key analysis dimensions

The client’'s understanding of the supplier Market maturity for offshore research and
landscape was limited to two to three large analytlcs services
suppliers. Subsequent to the research, the client = Major suppliers that can offer the services in
was able to make the process more competitive scope:
by reaching out to seven suppliers Research (business, scientific)
Analytics

= The client was working on very aggressive Document creation
timelines and was able to meet deadlines by Meeting support
leveraging Everest’s existing IP and insights on = Supplier evaluation based on primary and
the knowledge services suppliers and their secondary data collection
capabilities
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We utilized our best practice approach to identify and
short-list suppliers to meet client requirements

-

FOCUS Of RESEARCH INSTITUTE
Highlights of methodology Standard methodology engagement
= lterative, best-practice ittt L~
approach using a mix of Supplier Supplier Final selection
standard. and situation- identification evaluation Iworkshops

specific criteria
Ability to leverage supplier
relationships for primary

Supplier
universe

data collection
Approach is customized to
client’s needs and situation
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Highlights of output

= From the supplier universe, we identified 14 suppliers with capabilities in research and analytics services
for detailed evaluation

= We recommended 7 suppliers to the client for further evaluation (these suppliers received a detailed RFP

from the client in the subsequent phase)

The final deliverable was a 65+ page report that contained:

An overview of the knowledge services market

Detailed supplier evaluation and recommendations

Supplier profiles

Everest suggestions on the way forward
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report

The final report contained an overview of the
knowledge services market and also the supplier
evaluation results; below are four charts from the

We examined the offshore supplier landscape for
knowledge services

Break-up of the Indian h and lytics market by head
Percentage

100% = XX suppliers

=CC FTEs

BB-CC FTEs
AA-BB FTEs

<AA FTEs

Few suppliers have the scale to take on medium-large deals
{=AA FTEs) without significant ramp up

Source:  Everest Research Insstute (3008)
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We evaluated supplier capab
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We grouped the suppliers into three categories
depending on potential fit with client objectives

e

High fit

Supplar 1 Cwvarsifiod T Larngest scal within the dversified ITO suppllars with an established industry footpring

Suppier 2 Pure-play BFO Strong ofenngs across MOSt senices in scope. Has demonstrated in the past the abilty
b0 scake rapidy

Suppier 3 Puris-pliry Knewisdge | Pioniar of this pace. Has vary strong cllerings across Mmost senices in scop

SIS
Medium fit
Suppder4 Dwversified T & suppliar doss not have cutstanding knowledgs senices capability cumently, they
Al BB 16 Cronty Niw SHrich iNes By inwssing in larg 3

Suppler 5 Pure-play BFO Can leverage its emerging knowledge senices capability on the back of research
olferings for financial senices

Suppher & Dwversified MO One of the earty ITO players 1o mowe into BPO, suppher has leveraged its BPO franchise

10 buikd its knowledge sendces ofenngs.

Suppier 7 Puri-play BPO MG e in Serving chems in the phammaceuscal vertical

Suppler § Pure-play BFO Sub-scale offering in the research and anahtics space

Suppier 9 Pure-play Knowiecge | Inadequate experience in managing lange scalé projects. Unkikely to meet clent ramp-up
serices Fequirements
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In addition, we profiled 14 suppliers for their offerings
In the research and analytics space

g

RESEARCH INSTITUTE

Company description: Acme International is a leading
provider of business process outsourcing and knowledge
services. It offers services including finance and
accounting, data warehousing, business research and
analytics, as well as document creation. Acme also offers
legal process outsourcing services to its clients

Web site: www.acmeinternational.com
Year of formation: 1999

Key leaders:

= John Galt, Vice Chairman and CEO

= Bruce Wayne, CFO

= James Miller, SVP — Business Development

Headquarters: Mumbai, India

Market news:

= May 2007: Acme to merge with Amce, an associate
company engaged in IT services.

= Apr 2007: Acme to expand operations in Mumbai and
employ 100 more employees

= Dec 2006: Acme expands its global knowledge services
presence by opening a center in Singapore

= Apr 2006: Acme obtains SAS 70 compliance

2005 2006 2007

Total employees 1,500 2,000 2,500

Knowledge 200 300 400
services employees

Year of starting knowledge services: 2002

Key knowledge service offerings:
= Business research

= Industry/ market study

Financial research

Competitor information

Data entry and processing

Legal process outsourcing

Data analysis

Document creation

Key knowledge service clients:

= Leading information & business solutions provider

= A top-three credit rating agency

= Leading e-research and education publishing firm

= Global marketing information and market research firm

» Leading document management technology and
services enterprise

Knowledge services delivery centers:
= Mumbai, India

= Bangalore, India

= Singapore
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Contact us to better understand how we can best
assist you

-
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Everest Research Institute uses its deep expertise and understanding of
suppliers to provide you with:

= Fact based and practical assistance with short-listing of suppliers

= Comprehensive capability profiles for leading suppliers

= An extensive directory of suppliers spanning multiple functions, industries and
geographies

Everest Research Institute has been designed to meet the specific needs of your
organization. Whether it be published or custom research, actionable tools, or even
one-to-one interaction, we can develop a solution that applies to your particular
scenario.

For more information about the Institute or to find out
how we can assist you please contact us:

Email: info@everestresearchinstitute.com

Phone: +1-203-588-9054

Web site: www.everestresearchinstitute.com
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Get the answers today that lead to tomorrow’s
success

Everest Research Institute has the resources, experience, and capabilities to provide |
companies with the strategic intelligence, analysis, and insight that are crucial to

making the right decisions in today’s outsourcing marketplace.

With the vision of our leadership team, the personal commitment, and indeed, the
passion of our professionals to deliver real value to our clients, our organization is
unsurpassed in its ability to guide your company’s future success.

Everest India

Ground Floor, Tower A
Unitech Business Park
South City - |, Gurgaon
National Capital Region
India 122001
+91-124-304-1000

Everest Research Institute

Two Galleria Tower

13455 Noel Road, Suite 2100
Dallas, TX 75240

U.S.A.

+1-214-451-3110
www.everestresearchinstitute.com
info@everestresearchinstitute.com

Everest Australasia
Level 6, 90 Mount Street
North Sydney, NSW 2060
Australia
+61-3-9833-1018

Everest Group

150 E., 52" Street, 16t Floor
New York, NY 10022

U.S.A.

+1-646-805-4000

Everest Canada Everest UK Everest Netherlands & Continental Europe Everest Australia
The Exchange Tower 83 Baker Street Atrium Building 3" Floor 409a Wattletree Road
130 King Street West, Suite 1800 London, W1U 6LA Strawinskylaan 3051 East Malvern
Toronto, ON United Kingdom 1007 ZX Amsterdam Melbourne, VIC 3145
Canada M5X 1E3 +44-87-0770-0270 +31-20-301-2138 Australia
+1-416-865-2033 +61-3-9509-3933
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