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For Global Sourcing Association, UK

Tuesday, March 21, 2023

A NEO POINT OF VIEW
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Neo View of New Technologies
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How to buy and contract for new 
technologies?

Four recommendations in eight minutes!
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1. Contract for ambiguity and uncertainty
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Conventional sourcing 
• Define, document and adhere to 

boundaries of cost, quality and schedule 
with your vendors

• A defined route to a known destination

Sourcing of New Techs
• It is the art of the possible – transform with 

unknown requirements, and uncontained 
boundaries

• A journey that explores new destinations

Recommended
• Engage in Agile sourcing – let the Lego-blocks 

build themselves
• Contract for ranges rather than absolute 

numbers
• Buy a rate-plan instead of a committed volume

We do not 
know what we 
do not know

What is our end-
state after digital 
transformation?
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2. Choose wisely between Hyperscalers vs Managed Services Providers
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Specifically for cloud, we need to weigh the pros and cons of contracting directly with 
hyperscalers like AWS, Azure, GCP; vs contracting with managed services providers / resellers

Cloud Hyperscalers

• Hyperscalers let buyers have complete control 

over their infrastructure and data on the cloud

• Buyers can tie their pricing to prevailing publicly 

quoted prices

• Alliance partners in Cloud marketplaces provide 

significant capability beyond Cloud

• Hyperscalers usually do not provide 

implementation and management services, and 

if provided, its usually cost-prohibitive

Managed Services Providers (MSP)

• Managed providers would let you outsource the 

task of controlling costs and targeted efficiency 

improvements to the provider

• Managed deals have a stronger business case 

when dealing with multiple Cloud hyperscalers 

– necessary if you have expensive on-prem 

licenses to be migrated to cloud

• Letting MSPs manage third-party services 

usually comes in cheaper than procuring via 

Cloud marketplaces
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3. Keep a tab on the commitments you make
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The new technology landscape is changing rapidly so we are never sure if the deal that sounds so 
good right now would remain viable for its term

• Most new technologies have significant economies of scale
• Scale economy industries typically end up in an oligopoly like the operating system, or the public 

cloud industry
• This means the providers of today may no longer exist 5 years from now

Recommended
• Do not engage in a contract term longer than 3 years without an exit option
• Do not trade-in the flexibility to pay-per-use in return for minor discounts
• Do not commit volumes beyond half of what you actually expect to consume

Cloud, Industrial IoT, etc. were never designed for a take-or-pay pricing model
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4. CPI is not for the Things!
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• In conventional sourcing, Consumer Price Index (CPI) linked increases have become a hot topic 
that are applied when sourcing skill based services tied to FTEs.

• In contrast, services that are not tied to FTEs (e.g. License, storage, etc.) tend to have reducing 
incremental costs

• SaaS products typically pay themselves off within 3 years of their launch, successful ones within 
a year

• Renewal costs are much lower for the SaaS provider as most capital expenses have already been 
recovered

Insist on continuous productivity and price improvements in new technology renewals
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THANK YOU!

USA 
1345 Ave of Americas, 2nd Flr.

NY, NY 10105

www.neogroup.com

617.830.1664

AMSTERDAM, NETHERLANDS

BANGALORE, INDIA

BOGOTA, COLOMBIA

GUADALAJARA, MEXICO

NEW YORK, USA

SAO PAULO, BRAZIL

SAN FRANCISCO, USA

SYDNEY, AUSTRALIA

ATUL VASHISTHA

Chairman

atul@neogroup.com

+1.617.830.1664

PRAVEEN GUPTA

Senior Director

praveen@neogroup.com

+1.415.545.8492

www.neogroup.com

info@neogroup.com
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ABOUT NEO GROUP – BEYOND ADVICE TO OUTCOMES

Leading advisory firm focused on helping achieve

client objectives by leveraging global talent,

automation, analytics and technology

Globally recognized since 1999 by IAOP, HRO,

FAO, Black Book, NSA, Consulting Magazine and

others, but most importantly by our clients as

Best of the Best!

Neo Intellectual 
Property

Real-Time Market
Data & Analytics

Neo Proven
Methodologies

Neo’s Experienced
Advisors

Co-Creation w.
Clients

We help our clients co-create capabilities and

expedite operational improvements by our unique

people, IP, analytics, technology and ways of

working

Global 2000 and fast growth enterprises value the

solutions and outcomes based approach
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ABOUT ME
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Praveen Gupta, Senior Director, NEOGROUP, Inc.

praveen.gupta@neogroup.com
+1-415-545-8492 (USA)

+91-96768-23451 (India)

Recent Publication: 
IIoT for Management Consultants

Praveen specializes in corporate strategy, and
business transformation through global sourcing
of IT and business processes. He has over 20 years
of consulting experience across financial services,
healthcare, high-tech and manufacturing industry
segments, and has consulted with CIOs of Fortune
500 clients in the US and Europe, for global
sourcing of IT and BPO services, including IT
portfolio assessment, RFP design and sourcing,
vendor assessments, negotiations, contracting,
transition management and governance while
working in countries like India, USA, UK, China,
Singapore and Vietnam.

In the past, Praveen has worked with consulting
firms like Price Waterhouse Coopers, Atos,
Cognizant and Infosys.

Praveen is also an avid technologist, passionate
about leveraging open source, IIoT and mobile
technologies for transforming businesses.

Areas of Specialization

• Corporate Strategy

• Global Sourcing

• IT, Digital and Cloud Strategy

• Captive Center Setup

• Post-Merger IT Org Integration

• Service Provider Health Assessment

• Transition and Governance

• Operations Improvement

Educational Credentials

• Post-Graduate Diploma in Management 
(PGDM) IIM Bangalore

• Bachelor of Technology (Electronics 
Engineering) IIT - BHU, India

• Certified Project Management Professional 
(PMP) - Under Renewal

Publications

• Book titled “IIoT for Management Consultants” 
2021 ISBN 979-8477541935
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