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Successful Sourcing in the Digital Economy 
— New Rules, New Value

Trip Report
The annual Gartner Sourcing & Strategic Vendor Relationships Summit was held on  
2 – 3 June 2014, at the Park Plaza Westminster Bridge Hotel in London. This report 
summarizes and provides highlights from the event.

Overview
Every industry is being disrupted by the move towards digital business. The forces that have 
enabled organizations such as Netflix, Amazon and Spotify to redefine their industries will also 
have a radical impact on your organization. How should you adapt your sourcing strategies to 
deliver the agility and innovation that digital business requires?

This year’s summit helped delegates to understand how to adapt their approaches and vendor 
eco-system to the growing requirements of digital business. From the creation of effective IT 
sourcing strategies, to the selection of “best fit” providers and the adoption of new pricing 
models, through to the management of current and emerging providers, we hope that the 
Summit gave you fresh new ideas and concrete, actionable ‘how to’ advice.
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Key take-aways

We’d like to leave you with these key pieces of advice from the event:

•	 Build	an	adaptive	sourcing	strategy	using	the	three	layer	model	of	run,	differentiate	and	
innovate.

•	 Sourcing	executives	must	move	away	from	approaches	that	were	“built	to	last”	to	
sourcing strategies that are “built to adapt.” 

•	 Adopt	new	operations	processes	incorporating	both	digital	and	physical	aspects	of	
your business.

•	 Explore	your	digitalization	risks	carefully	and	plan	mitigation.

•	Mandate	a	comprehensive	and	structured	due	diligence	process	as	part	of	the	vendor	
evaluation process.

•	 Focus	on	the	impact	and	contribution	of	mobile	applications	on	IT	and	business	
strategies.

•	 Align	the	vendor	sourcing,	procurement,	and	vendor	management	activities	to	those	
roles best suited to succeed in meeting the business goals.

•	 Recognize	that	the	value	of	supplier	performance	measurement	and	management	
extends beyond strictly objective measures.

•	 Confirm,	document	and	communicate	your	cloud	sourcing	strategy	and	principles.

•	 Adopt	cloud	services	with	both	short-term	and	long-term	needs	in	mind	—	adaptation	
is just as important as adoption!

“  The quality of 
the speeches is 
truly excellent 
and the keynote 
presentations 
are truly thought 
provoking and 
inspirational.”
Senior Vendor Manager

Guest keynote speaker Tim Harford, 
economist, writer and broadcaster
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Selected highlights from the Summit

Gartner Keynote: Adapting Sourcing for a Digital Future
Linda Cohen, Cathy Tornbohm, and Ian Marriott 

We opened the summit with a keynote presentation that examined the pressure that 
organizations are under to exploit new digital business opportunities, where future sourcing 
objectives are driven by speed and innovation. The presentation gave practical advice on ‘running 
the core’ while adapting sourcing for a digital future. The key advice from this keynote was:

Change the tune

•	 If	you	don’t	see	innovation	around	you	—	“Be	afraid,	be	very,	very	afraid”.

•	 So,	be	the	one	that	changes	the	tune	in	your	organization.	

Educate your colleagues, executives and ecosystem of stakeholders 

•	 Increase	transparency	to	invite	new	ideas.

•	 Offer	digital	tours.	

There are “Concurrent or Competing” Priorities 

•	 Renovate	the	Core	and	Exploit	the	NEW.

•	 LOTS	of	Stakeholders	—	CIO,	CMO,	Chief	Digital	Officer,	Chief	Data	Officer.	

Collectively help define the right growth target

•	 Be	part	of	the	“collective’	not	on	the	outside.

•	 There	are	many	small	waves	of	innovation	all	around	—	one	in	ten	will	hit.

Lead the digital charge

•	 Start	setting	the	sourcing	agenda	that	will	enable	digital	business	agenda.	

•	 Increase	the	sense	of	urgency.	

•	 Ask	for	forgiveness	—	not	permission.

Gartner Keynote: Emerging Trends, Disruptions and Digital Business
Steve Prentice

The combined influence of social computing, mobile devices, big data and cloud everything is 
ushering in a new digital industrial economy. This keynote examined how, over the next few years, 
we will see existing business models swept aside by a new wave of digital businesses which blur 
the boundaries between the digital and physical worlds and create new revenue opportunities 
and decisive competitive advantage. Some key points to remember:

•	We	live	in	a	digital	World.

•	 Smart	technologies	promise	new	opportunities	for	competitive	advantage.

•	 Digital	impacts	every	business	but	requires	more	than	superficial	change,	with	a	focus	on	
business innovation rather than technology.

•	 Discover	the	digital	inside	everything,	use	the	information,	but	be	aware	of	the	risks.

•	 Disruptions	will	come	from	many	directions	—	be	bold	and	be	first!	

Linda Cohen
Managing VP

Cathy Tornbohm
Research VP

Ian Marriott
Research VP, and Conference Chair

Steve Prentice
VP and Gartner Research Fellow
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Developing Vendor Management Metrics, Scorecards, and Dashboards
Helen Huntley

In this popular session, Helen Huntley highlighted ways to identify the right metrics and create 
the right models for communicating vendor performance to stakeholders and vendors. Key 
recommendations were:

•	 Recognize	that	the	value	of	supplier	performance	measurement	and	management	extends	
beyond strictly objective measures.

•	 Understand	that	subjective	measures	are	key	and	should	be	gathered,	regardless	of	recognized	
importance.

•	 Ensure	measurements	fit	the	supplier	categorization.

•	 Create	meaningful	scorecards	and	dashboards	with	views	and	measurement	displays	relevant	
to your key stakeholders.

•	 Use	vendor	management	best	practices	to	influence	supplier	performance.

How Adaptive Sourcing Strategies Deliver Agility, Efficiency and Digital Transformation
Claudio Da Rold

This presentation examined how organizations can balance the quest for low cost IT with digital 
innovation and business process performance improvement and differentiation by applying the 
principles	of	a	layered	adaptive	sourcing	strategy.	Claudio	Da	Rold’s	advice	was:

•	 Identify	stakeholders	and	governance	model	at	each	layer:	Innovate,	differentiate	and	run.

•	 Collaborate	with	internal	innovation	leaders	offering	best	practices	and	tools	to	make	innovation	
effective.

•	 Align	to	process	owners’	initiatives	for	process	optimization	and	differentiation.	

•	 Run	IT	on	sourcing	options	that	are	reliable,	secure,	adaptive	and	enable	linear	decreasing	of	
unit costs.

•	 Accelerate	proactively	business	outcome	achievement	and	time-to-market	by	integrating	five	
critical capabilities across the three layers. 

Five Key Areas That Can Make or Break Your Outsourcing Deal
Ruby Jivan

In this session, we examined five key areas that must be done right to ensure an outsourcing deal 
will	meet	the	business	objectives.	They	were:	1.	Clear	Scope	of	Work.	2.	Right	SLAs	and	KPIs.	 
3. Right terms and commercials. 4. Transition plan and execution. 5. Retained organization 
structure and competencies. The key recommendations were:

•	 Define	a	clear	scope	of	work.	

•	 Select	the	right	SLAs	and	KPIs.	

•	 Include	the	right	terms	and	commercial	structures.

•	 Dedicate	sufficient	time	for	transition	and	steady-state.	

•	 Reorganize	retained	organization	and	assess	competencies.	

Helen Huntley
Research VP

Claudio Da Rold
IT Services and Sourcing 
Chief of Research;  
VP, Distinguished Analyst

Ruby Jivan
Research Director
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Determining the Best Organization Model for Vendor Management
Christopher Ambrose

In	this	“To	the	Point”	session,	Chris	Ambrose	identified	the	common	vendor	management	
organizational models and criteria for determining the best model to suit your vendor 
management	goals	and	organizational	culture.	Chris’	advice	was:

•	 Define	the	organizational	needs	within	the	vendor	management	charter.

•	 Understand	the	“political”	implications	of	where	vendor	management	reports.

•	 Avoid	building	a	vendor	management	bureaucracy.

•	 Realize	that	governance	is	often	more	important	than	organization	in	determining	vendor	
management success.

 
Top 10 most-attended sessions

The most popular track presentations during the event were:

1. Case Study: Shell: Portfolio IT Ecosystems — The Next Source of Value

2. Developing Vendor Management Metrics, Scorecards, and Dashboards

3. Case Study: DSB A/S: Turning a Firm Infrastructure Outsourcing Contract into 
a Business Enabler

4. To the Point: Determining the Best Organization Model for Vendor Management

5. How Adaptive Sourcing Strategies Deliver Agility, Efficiency and Digital 
Transformation

6. Vendor Management and Governance: Don’t Be Bypassed by the Business

7. Five Key Areas That Can Make or Break Your Outsourcing Deal

8. Managing Conflict and Friction Between Procurement and Vendor 
Management

9. Vendor Management Techniques for Cloud Sourcing

10. How to use Sourcing for Innovation

Top attending regions
•	 UK	and	Ireland

•	 Nordics	

•	 Benelux

•	Germany	

Top attending industries
•	 Financial	services	

•	 Technology/Telecom	

•	 Services	

•	Manufacturing	

•	 Government

Snapshot of attendees 

Gartner analyst Cathy Tornbohm

Chris Ambrose
Research VP

“  (The event) Provided wisdom not just 
knowledge. Wisdom that was both 
practical and world class.”
Head of Procurement
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With Thanks to our Sponsors

Premier Sponsor

Platinum Sponsors

Silver Sponsors

s o f t w a r e  d e v e l o p m e n t

“  A great and inspiring possibility to see 
emerging trends and meet peers. The 
variety of sessions and details make it 
worthwhile for every level.”
Project Manager
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Post-event resources

Customizable post-event worksheet

Take a moment to complete your own post-event trip report, a valuable resource for future 
reference	and	a	great	way	to	share	with	colleagues	what	you	learned.	Click	here	to	access	the	
trip report worksheet.

Learn more with relevant research

Want to learn more about the topics that interest you most? Turn to the end of each session 
presentation for a list of related Gartner research notes. Select Gartner research is available on 
demand at gartner.com.

“  Great location, great topics and most of all excellent 
workshops to provide starting points and foundations. 
This is the place to share and gain information.”
Head of IT Procurement


