Lifecvcle Authority Group

The Lifécycle Operating SyStem

SR From Operating Model to Autonomic System
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The IT Services Game of Catch

High Stakes Process from Sales to Delivery

Sales Pre-Sales Architects Delivery
——— "| ‘ ; . ol
Identifies Opportunity Defines Solution Executes

Why this Model Breaks

Work moves through coordination, not control

Decisions are reinterpreted at each handoff

Intent degrades as it passes between teams

Outcomes depend on individual effort, not system design

Fromm Game of Catch to Controlled Lifecycle System

Governed Flow from Sales to Delivery

5
Bid & Proposal |
> Authority

—— -

Sales
o Authority . =

Practice
Authority

Lifecycle
Operating Model

h’l-—-
: Sy N

“%4 | Delivery
%0 A Authority

, Client

Delivery
Authority | 7

’

/
/

: Practice
l Bid & Proposal ' Authority

—\ |  Authority "»/(
= Learning / Pattern Update

From Coordination to Control
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Work moves through governed control points, not handoffs
Intent is structured, validated, and preserved across the lifecycle
Decisions are enforced by authority, not reinterpreted by function

Outcomes are produced by system design, not individual effort
The organization gets smart through structural learning loops



‘Lifecycle Operating Model — System Map - * - . T

Sales Authonty

1 mafbtpmned Acthergy
(ERTT4 -

e Client Intent

e Structured &
Governed -

//-=*—
% Bid & Proposal

a Connoeld Systcel '

f@ Practice Authonty |

-r

-2 Deliver Authorit 1
s “ Dehve«rnyystrel Y

/4

_ _’~. ’..4 I Learning & Delivery

Deal Assembly

» Pattern-based (fast)

» Standard (controlled) 7 Signals ) ExecutIO 'l

T T Pattern e

 Custom (validated) - ;
P T B

e Structured Intent drives controlled deal assembly, governed . .~ .=
by authority, with continuous delivery and learning loops . v ot T

& DellverySystrol 3 I T



OUR TRANSFORMATION JOURNEY

FROM 4 TOWERS TO A LIFECYCLE OPERATING MODEL

WHERE WE START

4 TOWER MODEL

| LHN e :

‘% 3 C ) []) PRESERVE INTENT
SOLUTIONS/ Alaliad
ARcHTECTURE DELIVERY  OPERATIONS

s1

STRONG CAPABILITIES.
SILOED HANDOFFS.
INCONSISTENT OUTCOMES.

@ PHASE 1 ] m] PHASE 2 !

/., ASSESS&ALIGN > [ STRUCTURAL ) @
& FOUNDATIONS Y

« Define lifecycle taxonomy ‘

 Stand up Bid & Proposal

* Assess current state /
& pain points

* Build the case for change : : .

g + Establish Practice authority

Define the target state charter criteria

vision

THE OUTCOME _{_‘; Stronger Handoffs (./\ Intent Preserved

Higher Quality —&P  Across the Lifecycle

— Stronger Handoffs.

THE TRANSFORMATION
BUILDING THE BRIDGE

PHASE 3 PHASE 4
WORK PRODUCTS & > @ LIFECYCLE
 Build service catalog & taxonomy

» Create core work products

+ Define delivery acceptance

Clearer Authority. Better Outcomes. - WHERE WE'RE HEADED

EARLY LIFECYCLE
OPERATING MODEL
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ESTABLISH DRIVE BETTER \

CLEAR AUTHORITY ., BUSINESS OUTCOMES

PROFESSIONAL | MANAGED
CONSULTING | ~“crpvices SERVICES

Shape the Design & Deliver Run & Evolve
Opportunity the Solution the Solution

& PRACTICES

Standards -« Patterns - IP - Architecture

BID & PROPOSAL

Commercial Excellence - Solution Governance

R

STRONG FOUNDATIONS. SEAMLESS HANDOFFS.

APREDICTABLE OUTCOMES.
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N 0®o PHASE 5
») @gm® ORGANIZATIONAL
EVOLUTION

* Overlay practice leadership

PATTERN DEVELOPMENT GOVERNANCE

+ Implement lifecycle gates
+ Define DACI for handoffs

» Introduce intent preservation
mechanisms

* Separate architecture
from sales

¢ Launch lifecycle KPI
framework

Better Margin 2 Faster, More Predictable /. Lifecycle Expansion
Realization \ Delivery Tr]"lq & Growth
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Transforming IT Services into a
Lifecycle Operating Model

What We Actually Do - The Consulting
Opportunity

Align Sales, Delivery, and Practices Around
Client Intent
Establish a single operating structure that
preserves intent from deal creation through
execution.

* Build Repeatable, Pattern-Based Service
Portfolios
Define scalable offerings that accelerate deal
cycles and improve delivery consistency.

* Introduce Governed Bid & Proposal and
Lifecycle Control Points
Enforce pricing discipline, solution validation,
and risk management before and during
delivery.

* Create a Closed-Loop Learning System for
Revenue and Margin Growth
Continuously improve win rates, delivery
performance, and profitability through
Institutional learning.



The Lifecycle OS

salesforce ="

Pricing Integrity
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Autonomic & Governed 3 Eecution “ Qr
Self-regulates execution through enforced i
policies, approvals, and decision rights
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Intent-Aware & Intelligent / itk e
Captures, preserves, and continuously | .
revalidates client intent : fnlysis Agent
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Pattern-Driven Execution : T AN _3 \ / 'cf,n',me,c-.al
Standardizes design, pricing, and delivery | VN R
through reusable service patterns

Closed-Loop Learning System

Continuously improves outcomes, pricing, and
delivery through feedback loops



How the Lifecycle Operating Model k 2 2
& OS Improves Client Economics ' Quantlﬁed Client Economics

How the | Lifecycle Operating Model or OS Improves Client Economics

Revenue Expansion

k - x
Higher attach rates across the lifecycle (Consulting y ' V = e : z N

s +24% ¥ ||
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Faster deal velocity (reduced cycle time) R O l‘

Expansion through pattern-based upsell

> More revenue per client, faster ; / ‘, ! s 1 4% ‘
Cost Efficiency ; ::.'& : > ,
Reducedrework and project overruns ".-.‘-" A S %:
Lower cost-to-serve over time - ‘ ; :
delivery through proven patterns - ,; == $
Expansion through Pattern based upsell \ . : C
Margin Improvement s T —— e ==
* Pricing aligned to proven delivery patterns T - - N s

S

#S1%  ..-28%

je Expansion I " Lowered Costs | Increased Margins | Less Failed Projects"
Risk Reduction ‘ '

: Reduced scope leakage 4% . \ : \~;14% :

Higher predictability of gross margin

* Fewerfailed or degraded projects

, Higher revenue. Lower cost. More predictable margin. Reduced delivery risk.
* Reduceddependency on heroics o
* Controlled customization
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Key Insight

; ET . Control of the lifecycle = control of revenue, o
ST o - - )
EE. . D margin, and delivery outcomes -
Ao i Lo "-h :
! .. We do not create new spend—we control and -‘.'__.'_,'-f» |
optimize existing spend across the lifecycle. > X
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Revenue Model

Land - Expand - Align

Per Engagement Per Seat
(Land) 36 (Expand)

Lifecycle Transformation -

Lifeéycle_OS Platform

$50—$200 per user/ month .
* Applied across:

 Sales

* Bid & Proposal

o Practice S

S

e Delivery & &

o Consulting + = = L
implementation .
* Establishes the operating .

model and initial control
system

Value-Based
(Align) = =

Optuonal Maroln Improvemen
Partncnpatlon

. Part|C|pat|on in reallzed
margin |mprovement
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e ® Tled to i G L 4
o Pricing dlsapllne 3
¢ Reduced rework .

ST Dellvery consnstency :

Revenue expands with Ilfecycle adoption and allgns

to client financial outcomes

* Optional value-based pncmg tied to measurable margin improvement




Phase 1 - Revenue Projections

Per Seat & Upfront Fees Assumptions

éales Authority % Delivery RN *  We win percentages of large services companies by regional
. RN : Authority lifecycle.

o . Account Opportunity = ; - : —_ Growth willcome as clients unify under the Lifecycle Operating
/Pridng 3 Management Shaping ] ",;.j o E R Consulting \ Practice' NG Model and the OS

ity )4 " B - o : Te~ Authority 27 ; _

Al ..A”thor' e e = - Professional. / i =" y - 4 Growth willcome from new clients

. Services

" Client: 5% Commercia) = : = Services

1000’s of existing MSPs, ISPs
Market will include OEM, SaaS and Internal IT

4. Lo e bt /§7 5§ NOTE: 5% Adoption= pilot stage

Relationship Strategy V£

Per Seat per Month and Entry Fee

Company Partner Mission Revenue Seat Estimated Seats  $/Seat/Month EntryFee  Annual Revenue
Penetration %

Accenture Pattern Expansion £65B Phase 2-3 1] £250 1]

Tata Consultancy Integration / Scaling £30B 10% 4,000 £250 £1,000,000 $13,000,000
NTT DATA Delivery Optimization £30B Phase 2-3 0 £250 0

WWT Platform Integration £20B Phase 2-3 1] £250 1]

Infosys Pattern Expansion £1BB B 3,000 £250 £750,000 $%9,750,000
HCLTech Delivery Optimization 2138 129 2,500 £250 £1,000,000 S£B,500,000
Wipro Transformation Entry £11B B9 2,000 £250 £500,000 $%6,500,000

Total $37,750,000



Phase 2 - Revenue Projections

Performance Fee Assumptions

We win % of large services companies by regional lifecycle.
Likely early wins take less than 5%

Growth willcome as clients unify under the Lifecycle Operating
Modeland the OS

Growth will come from new clients

1000’s of existing MSPs, ISPs

Delivery
Authority

Consulting \ ;

Sales Authority

Oppor‘tunity

e : Account /
/ Pricing \\ Management  Shaping A
Al (,, Aut y e = Client Professional. /

\ : ; Commer'c.ialv"' = Inten% Services
Relat_iQnSh'P c e SR 7/

Practice” '
3 ™ Authority £
Managed & o
§ S_ervices 3

Company

Accenture
Tata Consultancy
MNTT DATA
WWT
Infosys
HCLTech
Wipro
Total

Strategy

Partner Mission

Pattern Expansion
Integrations Scaling
Delivery Optimization
Platform Integration
Pattern Expansion
Delivery Optimization
Transformation Entry

e =

Revenue

$30,000,000,000
$30,000,000,000
$18,000,000,000
$13,000,000,000
£11,000,000,000

Adoption %

5.00%
30.004%
5.00%
5.00%
20.004%
J0.00%
10.00%

Market will include OEM, SaaS and Internal IT
NOTE: 5% Adoption= pilot stage

In Scope Revenue

£3,250,000,000
£9,000,000,000
£1,500,000,000
£1,000,000,000
£3,600,000,000
£9,100,000,000
£1, 100,000,000
$28,550,000,000

5% Margin Lift
Value
£162,500,000
£450,000,000
£75,000,000
£50,000,000
£180,000,000
$455,000,000
£55,000,000
£1,427,500,000

Your 109
Share

1046
104
104
104
104
104
104

Estimated Fee

£16,250,000
£45,000,000
£7,500,000
£5,000,000
$18,000,000
$45,500,000
£5,500,000
$142 750,000
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* Break-even & path to Scal e
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- Key Insight —

Lifecycle whitespace = known, addressable service value sitting on the table




ALIGNMENT IS NO LONGER MANAGED - '

- IT IS ENGINEERED - .




	Slide 1
	Slide 2
	Slide 3
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11
	Slide 12
	Slide 13

