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Executive Summary

The global consulting and technology services
market is no longer what it was even five years
ago. It is undergoing a structural correction
triggered by an accelerated wave of digital
reinvention, severe cost pressure, and widespread
loss of trust in the incumbent firms who once
dominated it.

Clients are growing weary of bloated delivery
teams, ambiguous value promises, and
engagements that seem more like billable hour
factories than genuine problem-solving
partnerships.

This paper explores the implications of these
shifts for both buyers and providers. It outlines the
forces disrupting the enterprise and consulting
ecosystem, highlights structural inefficiencies in
sourcing and procurement, and proposes a new
framework for decision-making and partner
selection. At the centre of it all is the belief that
trust and precision must replace tradition and
scale.

The new operating model for sourcing and AShOk GOVindaI‘aju

transformation demands speed, clarity, and ‘ .
Managing Director and Founder,

rigorous value accountability. The ValueKnox
J / ValueKnox

Chaos Matrix Framework along with an Agile
Sourcing approach, developed in response to
these challenges, offers a data-driven and
outcome-aligned approach to supplier
engagement in this rapidly evolving environment.
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Business Environment Disruption:
A System Under Stress
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Business leaders today are not managing through cycles but through news headlines. Economic
recovery sits uncomfortably beside cost-cutting. Al-driven reinvention collides with outdated, legacy
systems. The BAU technology projects of today, think S4HANA or SuccessFactors style monolithic
upgrades, are going to be outdated. All while geo-political risk and local regulatory activism are routine
variables in global operating decisions. The context has changed. So too must the strategy.

Structural Economic Pressure

Most industries are undergoing a margin squeeze. What began as a temporary post-pandemic
inflationary shock has settled into a long-term recalibration of cost structures. Growth mandates have
shifted decisively into efficiency mandates. The phrase ‘do more with less’ has gone from cliché to
command. This impacts every discretionary spend item, and transformation consulting is particularly
exposed.

CFOs and CEOs alike are asking hard questions: What is the business outcome? When will we see it?
Why does it take a 15-member team to re-platform a customer journey that should have been digitised
years ago? These are not cynical questions. They are necessary ones, and traditional consulting has
few convincing answers.

VALUEKNOX RESEARCH REPORT



Technology as a Business Redesign Lever

Al is not merely a technology to be layered on. It is a force that is beginning to reconfigure the structure
and value chains of entire enterprises. It automates judgment work, compresses delivery timelines, and
displaces traditional analyst labour models. GenAl and automation tools are no longer proof-of-
concept toys. They are being embedded into core operations. From underwriting and marketing to
procurement and product design, Al is reshaping how functions operate and who they rely on. It
reduces the need for templated PowerPoint advice and increases the need for actionable delivery and
technology fluency. Consulting firms that rely on strategy theatre and analyst scale are being quietly
sidelined.

Composable, Modular Operating Models

ERP monoliths and single-vendor mega programs are giving way to modular, API|-driven architecture.
Businesses are embracing product-centric operating models where multidisciplinary teams work on
clearly scoped services and journeys, rather than multi-year transformations with vague endpoints.

This modularisation of the enterprise requires equally modular partner engagement. The idea that a
single consulting brand can solve a full-stack transformation challenge is not just outdated—it is now
economically and operationally unjustifiable. Enterprises are increasingly comfortable orchestrating
ecosystems rather than appointing single transformation captains. This shift places pressure on
traditional firms to unbundle and on buyers to rethink how they structure engagements.
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Consulting and Provider Disruption:
The Unravelling of the Traditional Model

The consulting industry has been remarkably resilient over the past three decades. Despite economic
downturns and regulatory pressures, the industry has continued to grow. But the current moment is
different. The disruption is no longer at the fringes. It is at the core of the model itself.

ANZ Market Share in 2030 by provider type by %
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Market share shift analysis by ValueKnox using comparative projections from normal and disrupted growth scenarios,

based on provider categories and regional market data from public and proprietary sources (2024-2025)

The Inversion of the Value Pyramid

Traditional consulting has operated on a leverage model - small groups of senior experts at the top
supported by large groups of junior resources. While this model made sense in a context where clients
lacked internal capability and access to structured insights, it is now seen as excessive.

Senior executives no longer need help identifying problems. They need help solving them. And they are
increasingly sceptical of paying large sums for junior resource time or theoretical recommendations.
The pyramid has inverted. Clients are demanding experienced operators, technical fluency and real-
time engagement - not junior analysts and templated frameworks. In fact clients are reluctant to
employ junior employees themselves, leave alone pay for them through an expensive consulting
engagement or technical implementation.

VALUEKNOX RESEARCH REPORT 5



The Rise of Al-Native and Specialist Firms

The most successful firms in today’s environment are not the largest. They are the most
precise. Boutique firms that bring specialist capability, work shoulder to shoulder with internal
teams, and deliver high-quality outputs within weeks—not months—are taking market share
from legacy providers.

Similarly, SaaS firms with embedded consulting capabilities are beginning to displace traditional
firms in implementation and change delivery. These firms leverage automation, Al, and telemetry
to offer superior tracking of progress and value. They don’t send 15 people to a client site. They

configure a solution, monitor outcomes, and refine in real time.

The Collapse of Brand-Led Trust

Until recently, brand equity was the default risk mitigator in consulting selection. No board got fired for
hiring a big firm. That shield is now cracking. Scandals like the PwC Australia ethical breach have
triggered a deeper interrogation of governance, transparency, and independence in consulting
engagements.

Procurement teams are less deferential. Business stakeholders are more informed. And trust is being

recalibrated from brand recognition to delivery evidence. Simply put, big logos no longer guarantee
boardroom trust.

ANZ Market Share & Growth Rates - Consulting & Technology Sectors
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Global market size and CAGR projections compiled by ValueKnox Research, using data from public sources and company
disclosures (2024-2025)

VALUEKNOX RESEARCH REPORT 6



Buyer Dysfunction and Value Leakage:
The Quiet Failure of the Transformation
Buyer

The buyer landscape is not immune to critique. Many of the most consistent sources of waste, failure
and underdelivery stem not from provider malice but from buyer structures and behaviours. Poorly
defined needs, rigid procurement models and weak governance remain the norm in enterprise delivery
sourcing.

Five Major Value Leak Points

Over-scoping by default
Using advisor cookie-cutter templates with poorly challenged assumptions
that embed unnecessary roles and workstreams.

Procurement silos
IT, Operations and Business units often procure independently, diluting

commercial leverage and fragmenting accountability.

Template-based RFPs
Legacy templates designed for compliance rather than value create slow,
burdensome processes that exclude agile providers.

Post-deal indifference
Little ongoing tracking of whether providers are delivering to outcome, with
weak or irrelevant KPIs.

Inertia-driven renewals
Contract extensions based on familiarity rather than performance, leading to
diminished returns over time.
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Each of these leaks on its own creates drag. Together they form a system that protects the
status quo and penalises speed and innovation. The result is transformation theatre: plenty of

motion, very little change.
The False Economy of Traditional Procurement

The structure of most procurement functions was not designed to handle the speed and ambiguity of
modern transformation. Many buyers default to frameworks, rules and cycle times that were created to
reduce fraud risk and protect against litigation, not to enable innovation.

RFPs designed to secure a car park resurfacing contractor should not be used to select a partner for
Al integration into national service delivery channels. Yet this is precisely what happens, repeatedly.

A reinvention of sourcing is needed - FULL STOP! One that privileges supplier knowledge and
intelligence over months of tendering, prioritises speed over process showmanship and uses real-time
vendor data to drive partner selection.

This is the playground of ValueKnox.

Facts & Figures

Over 40% of procurement teams report that

40% manual and inefficient processes hinder their

ability to address critical business priorities

Manual and Inefficient Processes .
effectlvely. JAGGAER

Gartner Survey of 1,120 executives with the

6-7 MoNths oo ropwieseco emoeesacos

the US, Canada, France, Germany, the UK,

Time-Consuming RFP Cycles
9 y Australia and Singapore. gartner Survey
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The ValueKnox Chaos Matrix:
A Strategic Lens for Clarity in Chaotic
Times

The ValueKnox Chaos Matrix

When faced with uncertainty and high stakes, executives need a framework that helps them distinguish
signal from noise. The ValueKnox Chaos Matrix builds on the concept of categorising decision
environments based on levels of certainty and agreement and applies it directly to transformation
challenges and partner strategy in the modern enterprise. To develop this, ValueKnox used the Joseph
Stacey Matrix as a foundation.

ValueKnox Chaos Matrix
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The Four Zones of the ValueKnox Chaos Matrix

Most transformations fail not because leaders don't care or try. They fail because organisations
misclassify the nature of the problem they’re solving and choose the wrong intervention model. This
results in the wrong partners, the wrong contract structures and the wrong governance approach.
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Characteristics Strategy Partner Fit

Qutcomes are clearand  Standardise and
methods are known. automate.

Low risk and high Avoid consulting unless it
predictability. adds speed or specific IP.

SaaS toals,
implementation partners,
internal delivery team.

Known goal, but requires
expertise and design
choices.

Multiple valid paths.

Bring in specialists. Boutique consulting firms,
Analyse and designthe  domain-specific experts,
most effective solution. targeted vendors.

Complicated

Goals and methods are , Agile consultancies,
Experiment and adapt.
unclear. startup ecosystems,

, , Prioritise speed, iteration . . ,
Context is evolving. . internal innovation
and learning.
Feedback loops matter. squads.

Complex

Urgent decisions in the o
2 . Act immediately. Internal leaders, crisis task
face of crisis.

Chaotic Stabilise. forces, rapid response

No time for consensus or
. Make directional bets. delivery teams.
deep analysis.

In traditional settings, most enterprise transformations are wrongly treated as Complicated when they
are, in fact, Complex or even Chaotic. This misdiagnosis leads to extended diagnostic phases, inflated
contracts and little to show for it. In some cases, such as rapid Al disruption, the only viable response is
to act now and refine later.

What This Means for Partner Strategy

e Inthe Simple zone, buyers should avoid expensive consulting engagements entirely. This is the
domain of automation, SaaS, and proven best practices.

e Inthe Complicated zone, expertise matters. But not just any expertise. It must be domain-specific,
surgically applied and ideally not bundled with generic transformation packaging.
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e Inthe Complex zone, the right strategy is to test and learn. Buyers should seek out partners

who can build prototypes, respond to feedback and iterate in compressed timeframes.

e Inthe Chaotic zone, speed and authority matter more than process. Transformation

committees and brand-name partners are rarely helpful. What's needed is courage, clarity

and a mandate to fix things fast.

Complicated Zone

Scenario: Pricing Optimisation for an FMCG Company
The business has identified margin erosion across five key
product categories. The causes are multi-factor: promotions,
channel conflict, regional variance. The answer is not obvious
but solvable.

What typically happens? Commission a broad-based
pricing strategy review from a global consultancy. 16 weeks,
3 continents, 180 slides.

What should happen? Engage a pricing boutique that
specialises in dynamic pricing algorithms and consumer
analytics. Work with internal finance and category leads.
Build models, test three pricing hypotheses, and apply
changes to a test region.

Lesson: In the Complicated zone, depth matters more than
breadth. You need a thinking partner, not a marketing
partner.

Simple Zone
Scenario: Automating Vendor Invoice Reconciliation
A national logistics firm has over 3,000 vendors and is
manually reconciling invoices every month. The process is
repetitive, rules-based and causes regular payment delays.
What typically happens? Engage a Tier 1 firm to run a 12-
week “as-is to future state” analysis followed by a custom-
built RPA solution priced at seven figures.
What should happen? Deploy a proven SaaS invoice
reconciliation tool integrated with their existing ERP. Engage
a certified implementation partner for a 6-week rollout. No
transformation committee. No discovery phase. No slides.
Just delivery.
Lesson: If the outcome is known and the solution is on the
shelf, don’'t buy complications and strategic mess for more.
Buy execution.

®

Chaotic Zone

Scenario: National Bank Suffers a Major Cyberattack
Unforeseen and highly sophisticated, the breach impacts
customer trust, online banking availability and triggers regulator
scrutiny.

What typically happens? Call in multiple brand-name
partners, set up an oversight committee and create layers of
interlocked approvals. By week four, no one owns the response.
What should happen? Activate internal crisis protocol.
Appoint a cross-functional command team with mandate and
air cover. Engage one trusted cybersecurity partner with
authority to execute decisions on containment and triage.
Communicate daily with regulators and public. Audit, rebuild,
move on.

Lesson: In chaos, speed matters more than process. The right
partner is the one who gets you from freefall to functional —
not the one who updates the steering group every Friday.

11

Complex Zone

Scenario: Redesigning Customer Support for a

ﬁL\'l_f«
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Government Services Agency

Customer satisfaction scores are dropping. Complaint volumes
are rising. The contact centre is under strain. There’s no single
root cause and no consensus on whether Al, staff training or
process simplification will fix it.

What typically happens? Set up a cross-agency task force,
write a business case for an end-to-end operating model
redesign and spend six months in discovery.

What should happen? Partner with an agile delivery firm and
design three pilots: one region trialling Al-driven chat, one
focused on enhanced case worker training and one merging
front-line staff with digital self-service. Measure. Iterate. Scale
success. Attach vendor outcome and management strategy.
Lesson: Complex environments do not respond to five-year
roadmaps. They respond to smart experiments and short
feedback loops.

The ValueKnox Chaos Matrix helps organisations avoid category errors that cost time, money and

credibility. By correctly identifying the nature of the challenge, buyers can structure partner

relationships that are fit for purpose and anchored in reality.
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Partnership Sourcing: Operationalising
Clarity, Control and Commercial Sanity

In our experience, organisations do not fail for lack of ambition. They fail because they cannot
operationalise judgment at speed. They over-consult. They under-specify. They structure commercial
terms around effort instead of outcomes. The ValueKnox Framework addresses each of these
weaknesses with a structured, modular and evidence-based approach to sourcing.

Foundation Principles 1

Diagnostic before Design

Every engagement begins with a sharp articulation of the problem to be solved. We use
our internal taxonomy to classify issues using frameworks like the ValueKnox Stacey
Matrix, Maturity Assessments and validate assumptions with delivery data.

Evidence-based Partner Selection

We maintain a live database of suppliers across major categories, markets and
capabilities. Their local market pricing models, delivery history and change request
behaviour inform the shortlisting process.

Rapid Partner Matching

Instead of issuing open-ended tender packs, we recommend spending that effort in
supplier intelligence and briefs to invite the right two to three firms. These are selected
not by who markets loudest, but by who has solved the problem credibly before.

Outcome-Aligned Commercial Structures

Wherever possible, we advise against F TE-based billing. Instead, we structure fees
based on business outcomes, progress milestones or deliverable artefacts. These are
cross-linked to performance mechanisms so our clients pay for value sourced.

Trust-Led Governance

We support clients to build lean, visible governance that encourages transparency and
penalises avoidance. This includes real-time change control, cost-benefits baseline
tracking and performance scoring.

12
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Procurement Problem Solving:
Changing the Buyer Operating Model

One of the persistent failures in
transformation is the gap between those who
source partners and those who manage
outcomes. ValueKnox closes that gap and
works alongside client’s business teams as
well as procurement. Our frameworks
integrate sourcing with deep industry
expertise, operational delivery, giving line
leaders real-time visibility into both
commercial and service performance.

This integration matters because strategy,
procurement and change delivery are no
longer separate activities. They are
interdependent. And unless they are aligned,
transformation programs will continue to burn

money and political capital in equal measure.
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Conclusion: The End of Assumptions.
The Start of Discipline.

The transformation market is not undergoing a
refinement. It is undergoing a renaissance. The
assumptions that underpinned the consulting industry
for decades; brand equals trust, headcount equals
impact, length equals quality are no longer credible.
Clients are not walking away from consulting because
they don’t value advice. They are walking away because
the delivery of that advice has become slow, opaque
and needlessly complex.

What has emerged in its place is a new operating logic:
one that prizes speed over ceremony, clarity over
complexity and evidence over eminence. This is not just

a new way to engage suppliers. It is a new way to think.

Implications for client/buyer market

e You must own your outcomes. No partner, however prestigious, can compensate for internal
confusion or misaligned incentives.

e You must build sourcing fluency. The days of outsourcing both the problem and the solution are
gone. Smart buyers are learning how to structure deals, challenge proposals and manage delivery
with precision.

e You must stop tolerating inefficiency. Slow procurement cycles, template RFPs and afterthought

governance are not only annoyances but also threats to value. Value clients can't afford to lose.

The suppliers that succeed in this new environment will not be those with the longest client list or the
largest bench. They will be those who can align to business outcomes, deliver with credibility and exit
gracefully. And the clients who succeed will be those who identify and design relationships with these
suppliers who make that possible.

VALUEKNOX RESEARCH REPORT 14



VALUEKNOX

Our Vision

At ValueKnox, our vision is to redefine the way businesses unlock value through strategic sourcing,
GCC and Transformation Services by blending cutting-edge automation, Al-driven insights, and
expert consulting. We aim to be the global leader in sourcing advisory and transformation,
transforming vendor relationships and competency centres into strategic enablers of business
growth. Our focus is on building resilient, agile, and future-ready enterprises, delivering sustained
value to every client we serve.

Our Story

ValueKnox was founded with a simple yet powerful vision: to help organisations drive maximum
value from their strategic initiatives through Digital Transformation.

Founded by Ashok Govindaraju, a former Deloitte Partner and APAC leader at Information
Services Group (ISG) and Ben Edwards, former Deloitte Director, Program Manager and
Procurement Leader - ValueKnox brings over 35 years of combined global consulting experience
across IT, BPO outsourcing, GCCs, Program management and vendor management.

Throughout their careers, Ben and Ashok have advised on over $3 billion in outsourcing
engagements, procurements and established Global Competency Centers (GCCs) in Australia,
India, the Philippines, and Malaysia, creating over 9,000 jobs. This wealth of experience revealed a
gap in the market: clients need nimble, high-impact consulting solutions that deliver real value
without the overhead of bloated consulting teams.

With a digital-first, lean consulting model,

, N _ Ashok Govindaraju
ValueKnox inverts the traditional consulting ashok@valueknox.com.au
pyramid by leveraging automation for routine tasks +61468762888
and senior practitioners for strategic work. Our
clients benefit from precision, agility, and deep
expertise - all delivered at pace, with measurable Ben Edwards
outcomes. At ValueKnox, we don'’t just advise, we ben.edwards@valueknox.com.au
create tangible value. +61402159565

www.valueknox.com.au contact@valueknox.com.au
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~ About this publication
This publication contains general information and is not intended to constitute advice on any specific matter.
- ValueKnox Pty Ltd is not, by means of this publication, rendering business, financial, investment, legal, tax, or other
professional advice or services. This publication should not be relied upon as a substitute for consultation with
qualified professional advisers. Before making any decision or taking any action that may affect your business or
financial position, you should consult a suitably qualified adviser.
No entity within the ValueKnox network shall be responsible for any loss sustained by any person or organisation
who relies on this publication.

About ValueKnox Pty Ltd

ValueKnox Pty Ltd is an Australian-based consulting firm specialising in strategic sourcing, shared services design,
commercial transformation and technology partnerships. We work with organisations navigating complex change,
helping to create practical strategies and commercial outcomes that deliver sustainable value.

To learn more about our services and insights, please visit www.valueknox.com.

© 2025 ValueKnox Pty Ltd. All rights reserved.
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