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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
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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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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
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Buying Patterns are Changing

Reduced IT supplier

relationships from Portfolio consolidation
40t0 5 . .
° Buyers are demanding fewer suppliers to do
more work

Consolidated IT
portfolio
relationships to 3
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New Buying Process

Nl Business Engage
Status Qu e E Validation il  Choice

New buying process

Developments in technology (web 2.0) have
dramatically altered the way buyers research,
engage, and select providers
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