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SUMMARY

Business Process Outsourcing (BPO) is not new, but for a while most corporations have been happy to observe the

market from the sidelines.  Now, current and future business trends mandate that every company have a BPO

strategy.  Cost savings are now a permanent part of the corporate landscape: as competition in a global

environment inexorably increases, the need for ever-greater competitiveness, efficiency and productivity becomes

more urgent.  IT Outsourcing (ITO) has been effective at reducing IT operational costs, but ITO impact has been

limited to controlling (and sometimes reducing) IT spend.  After a decade of ITO, most of the low-hanging IT cost

savings have been harvested, so the question arises, “Where is the next wave of cost savings and productivity

improvements going to come from?”  The answer is BPO, which offers a greater level of both cost savings and

productivity improvements - for the corporate operating budget.

WHAT ORGANIZATIONS WILL LEARN FROM THIS GUIDE:

Outsourcing
Buyers

Outsourcing
Service Providers

Outsourcing Facilitators and
Industry Observers

• Why BPO is an absolutely critical
component of staying competitive
in today’s economy

• The similarities and differences
between ITO and BPO, both
tactically and strategically

• How to apply best practices, avoid
common failures, and finally reap
the much-hyped rewards of BPO

• How to enter the market as a
service provider

• How ITO providers can make the
shift to BPO

• How process knowledge vendors
can make the shift to outsourcing

• How to deliver the productivity
improvements and cost savings
clients are looking for while
maintaining profit margins

• The unique dynamics of BPO

• Why BPO is the inevitable future
of today’s market

• How to monetize the BPO trend
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