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Outsourcing Excellence Awards

Nomination Form 2012 – Buyer 
ABOUT THE AWARDS
The Outsourcing Excellence Awards is Outsourcing Center’s annual awards program. For more information about the awards program and past awards winners, visit www.outsourcing-center.com/outsourcing-and-sourcing-excellence-awards.html.
The Outsourcing Excellence Awards focus on relationships; the judges give the awards equally to both parties in the relationship. No award can be considered an award to the Provider only and should not be promoted as such in any marketing materials. 
INSTRUCTIONS FOR SUBMITTING A NOMINATION
Step 1: 
· Use this document as your worksheet to complete the answers to the entire Nomination Form – Buyer (which begins on page 3).
· Online registration opens November 7, 2011.
· Once your provider registers this relationship, Outsourcing Center will send you login information to input your nomination online. You will be able to copy/paste all written information from your worksheet.
· Deadline for buyer clients to submit the online form is December 7, 2011.
· Outsourcing Center may contact the buyer to verify answers.
Step 2: 
Both the Buyer Contact Person and the Provider Contact person must inform their respective PR/marketing teams about this nomination and ensure that the company will allow publicity within the parameters described below. Applicants must obtain approval for publicity before submitting this nomination form (see page 2).
Deadline for submitting nominations is December 7, 2011.

Publicity
Some of the benefit and prestige of participating in the Outsourcing Excellence Awards program includes publicity at the awards ceremony, press releases, and articles on the Outsourcing Center. You will be given a draft of the Outsourcing Center article in advance of publication for approval. You may change any information in the article that is not factually correct. 

· Both the Buyer/Customer and the Provider, by submitting the awards Nomination Form, state that their companies grant permission for publicity (with parameters as described in this section on Publicity). Both companies, therefore, before submitting the form, must have discussed the program and publicity opportunities with their PR/media/communications departments and legal departments and obtained consent for the publicity before submitting a nomination form. 

· If you have any questions or concerns regarding publicity, please contact Debra Floyd (214-696-6410) or debra.floyd@outsourcingcenter.com). 

· Winning companies will provide their logos to Outsourcing Center for specific use in connection with the Outsourcing Center Awards publish, public press releases, the Outsourcing Center Website publicizing the Awards program, and for the announcement of winners at the Awards ceremony.

Best of Luck!

If you have any questions, please call Debra Floyd at 214-696-6410 or e-mail: awards@outsourcingcenter.com
	YOUR CONTACT INFORMATION:


	First Name:
	

	Last Name:
	

	Mr. or Ms./Mrs.?
	

	Your Company Title
	

	Your Company Name:
	

	Provider Company Name: 
	

	E-mail:
	

	Phone:
	

	Your Time Zone
	

	Address:
	

	Mailstop:
	

	City, State:
	

	Postal Code:
	

	Country:
	

	Admin. Asst. Name:
	

	Admin. Asst. Email:
	

	Admin. Asst. Phone:
	

	Web site address:
	


COMPANY INFORMATION
1. What is your company’s industry? (Check one) 
	 FORMCHECKBOX 

 FORMCHECKBOX 
	Banking and Financial Services

	 FORMCHECKBOX 

 FORMCHECKBOX 
	Energy and Utilities

	 FORMCHECKBOX 

 FORMCHECKBOX 
	Healthcare

	 FORMCHECKBOX 

 FORMCHECKBOX 
	Hospitality                                           

	 FORMCHECKBOX 

 FORMCHECKBOX 
	Insurance                                            

	 FORMCHECKBOX 

 FORMCHECKBOX 
	Manufacturing

	 FORMCHECKBOX 

 FORMCHECKBOX 
	Media and Communications       

	 FORMCHECKBOX 

 FORMCHECKBOX 
	Pharma and Biotech

	
	Private Equity and M&A                                

	
	Public Sector

	
	Retail                                                     

	 FORMCHECKBOX 

 FORMCHECKBOX 
	Technology

	 FORMCHECKBOX 

 FORMCHECKBOX 
	Telecommunications

	 FORMCHECKBOX 

 FORMCHECKBOX 
	Travel and Transportation

	
	Other, please specify


2. In one paragraph only, please describe your company’s business. 

3. What caused your company to consider outsourcing? Please describe your company’s pre-outsourced situation. 

OUTSOURCING RELATIONSHIP RESULTS

4. To what extent was cost reduction a factor in the decision to outsource?

	 FORMCHECKBOX 
	None

	 FORMCHECKBOX 
	A factor, but not a material one

	 FORMCHECKBOX 
	A material factor

	 FORMCHECKBOX 
	The primary factor


a. To what extent has this relationship reduced the operational cost to the Buyer for the services, compared to the cost of providing the services internally? 

	 FORMCHECKBOX 
	0-10%

	 FORMCHECKBOX 
	11-20-%

	 FORMCHECKBOX 
	21-30%

	 FORMCHECKBOX 
	31-40% 

	
	More than 40%


b. Which of the following factors produced the operational cost reduction? (Please rank #1, 2, 3, etc. in order of impact).

	
	Technology implementation

	
	Aggressive pricing negotiations

	
	Financial incentives for the Provider to deliver innovation and/or continuous improvement

	
	The provider’s superior processes and methodologies

	
	Offshoring or nearshoring 

	
	Process standardization and/or centralization

	
	Reduced headcount

	
	Other (please explain) 


5. How has this outsourcing relationship helped your company the most in achieving its objectives? (Please rank #1, 2, 3, etc. in order of impact).

	
	Increased our ability to focus on our core business

	
	Reduced operational costs

	
	Provided scalability up or down as business volume varies

	
	Avoided capital expenditure(s) 

	
	Improved productivity

	
	Gave us access to skills/expertise we had found difficult to attract/retain in house

	
	Improved time to market for new services or products

	
	Automated processes that were manual in house

	
	Enabled taking advantage of new market opportunities

	
	Facilitated integrating our systems and processes after we merged with or acquired another company

	
	Other (please describe) 


6. Are you getting any unexpected results, either good or bad? 

7. What was the worst day in this outsourcing relationship? 

8. What was the best day in this outsourcing relationship? 

9. If you could do just one thing differently, given hindsight is 20-20, what would it be?
 

10. In your opinion, what is the “secret sauce” that makes your outsourcing relationship work? 

11. Has the Provider gone the extra mile for your company? (Note: “extra mile” refers to doing something beyond contractual services; it does not refer to being flexible about resources for the work in scope.) If so, please describe when and what occurred. 

12. Did outsourcing help you compete in your marketplace?  How? 

13. Do this relationship’s arrangements include any joint go-to-market projects from which your companies will share revenue? If so, please describe. 

14. Which of the following made the biggest impact on the results/outcomes achieved in this relationship to date? (Select only one.) 

	 FORMCHECKBOX 
	Collaboration

	 FORMCHECKBOX 
	Provider’s innovation

	 FORMCHECKBOX 
	Adding scope (after contract signing) to leverage synergies

	 FORMCHECKBOX 
	Governance structure

	 FORMCHECKBOX 
	Financial incentives for Provider

	 FORMCHECKBOX 
	Gain-sharing

	 FORMCHECKBOX 
	Informal communication (not communication in formal governance meetings)


15. Did you add any other processes to the scope of services after contract signing?  If so, please describe.

16. Did you bring any of the processes initially outsourced back in-house after contract signing?  If so, please describe.

17. Why do you believe this is a relationship that deserves an award for excellence in outsourcing? 

PROVIDER SELECTION PROCESS
18. Did your company go through a formal RFP process or a competitive bid process? 

19. If not, how did your company determine which companies to consider/evaluate as potential providers? Please describe the Provider selection process. 

20. What are the top five selection criteria your company used? (Please rank #1, 2, 3, etc. in order of importance at the time you were considering potential providers.).

	
	Price of services

	
	Advanced technology

	
	Proven reputation of success with prior clients

	
	Superior processes and methodologies

	
	Transition methodology

	
	Value proposition

	
	Prior or existing relationship with this Provider

	
	Provider’s willingness to “put skin in the game”

	
	Expertise in Buyer’s industry

	
	Ability to scale quickly

	
	Cultural fit (similar corporate cultures)

	
	Global footprint

	
	No other Providers offer this service

	
	Other (please explain) 


21. Did your company conduct site visits at the Provider’s delivery centers?

	 FORMCHECKBOX 

 FORMCHECKBOX 
	Yes

	 FORMCHECKBOX 

 FORMCHECKBOX 
	No


22. Did your company select this Provider and enter into negotiations solely with them, or did you conduct dual negotiations with multiple Providers for the same services?

23. Did your company use external legal counsel during contract negotiations?

24. Did a third party/advisor/consultant (other than an attorney) assist your company? 

a. If so, what is the name of that advisory firm? 

b. If so, what was the role of that advisor? (Please check all that apply) 

	 FORMCHECKBOX 
	Assisted in developing sourcing strategy

	
	Assisted in provider selection

	 FORMCHECKBOX 
	Assisted in contract negotiation

	 FORMCHECKBOX 
	Assisted in transition management 

	
	Assisted in operational alignment

	 FORMCHECKBOX 
	Assisted in communications management

	 FORMCHECKBOX 
	Assisted in retained organization design 

	 FORMCHECKBOX 
	Assisted in developing a vendor management office

	 FORMCHECKBOX 
	Assisted in developing a service management function 


TRANSITION PHASE

25. Did any of your employees transfer to the Provider’s company? 

c. If so, was this a requirement of your company? 

d. If so, approximately how many moved to the Provider’s payroll? 

26. What unanticipated challenges did you face during the transition period, and how did you work together to resolve them? 

STEADY STATE PHASE

27. What were the most substantial challenges you faced as the relationship evolved beyond transition, and how did you work together to resolve them? 

28. Have you benchmarked the outsourced services since contract signing?
a. If so, how many times and at what intervals?

b. If so, did you benchmark the pricing, contract terms or performance metrics?

29. Does your organization have a formal Vendor Management Office?
a. If not, what part of your organization is responsible for contract management for the outsourced services?

b. If not, what part of your organization is responsible for financial management of the outsourced services?

c. If not, what part of your organization is responsible for performance management of the outsourced services?

d. If not, what part of your organization is responsible for relationship management with this Provider?
THANK YOU FOR YOUR PARTICIPATION! 
Be sure to save your answers and submit them online beginning November 7, 2011 at www.outsourcing-awards.com.
DEADLINE FOR ALL SUBMISSIONS IS DECEMBER 7, 2011
1 
[image: image2.png]Outsourcing
Excellence
Awards




Outsourcing Excellence Awards 2012 Provider Nomination Form
Copyright 2011-2012 Outsourcing Center. All Rights Reserved

[image: image1.jpg][image: image2.png]