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TRANSFORM THROUGH INSIGHT

NEAT EVALUATION FOR COGNIZANT:

F&A Transformation

Market Segments: Overall, Analytics Capability, CFO Advisory Services
Capabilities, BPS & Transformation Capabilities, GenAl Capability

Introduction

This is a custom report for Cognizant presenting the findings of the 2024 NelsonHall NEAT
vendor evaluation for F&A Transformation in all five market segments: Overall, Analytics
Capability, CFO Advisory Services Capabilities, BPS & Transformation Capabilities, and GenAl
Capability. It contains the NEAT graphs of vendor performance, a summary vendor analysis of
Cognizant for F&A transformation services, and the latest market analysis summary.

This NelsonHall Vendor Evaluation & Assessment Tool (NEAT) analyzes the performance of
vendors offering finance & accounting (F&A) transformation services. The NEAT tool allows
strategic sourcing managers to assess the capability of vendors across a range of criteria and
business situations and identify the best performing vendors overall, and with specific
capability in analytics, CFO advisory services, BPS & transformation, and GenAl.

Evaluating vendors on both their “ability to deliver immediate benefit’ and their ‘ability to meet
client future requirements’, vendors are identified in one of four categories: Leaders, High
Achievers, Innovators, and Major Players.

Vendors evaluated for this NEAT are: Accenture, Capgemini, Cognizant, Datamatics, Exela
Technologies, Genpact, HCL Technologies, IBM, TCS, Tech Mahindra, Teleperformance, Wipro,
and WNS.

Further explanation of the NEAT methodology is included at the end of the report.
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NEAT Evaluation for Cognizant: F&A Transformation
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NEAT Evaluation: F&A Transformation (Overall)

F&A Transformation 2024
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Ability to meet future client requirements

NelsonHall has identified Cognizant as a Leader in the Overall market segment, as shown in
the NEAT graph. This market segment reflects Cognizant’s overall ability to meet future client
requirements as well as delivering immediate benefits to its F&A clients.

Leaders are vendors that exhibit both a high capability relative to their peers to deliver
immediate benefit and a high capability relative to their peers to meet future client
requirements.

Buy-side organizations can access the F&A Transformation NEAT tool (Overall) here.
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https://research.nelson-hall.com/sourcing-expertise/neat-reports/?avpage-views=neat&avpage-views=neat&NEATaction=viewProject&project=349
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NEAT Evaluation: F&A Transformation
(Analytics Capability)

F&A Transformation 2024
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Ability to meet future client requirements

NelsonHall has identified Cognizant as a Leader in the Analytics Capability market segment, as
shown in the NEAT graph. This market segment reflects Cognizant’s ability to meet future
client requirements as well as delivering immediate benefits to its F&A clients with specific
capability in analytics services.

Buy-side organizations can access the F&A Transformation NEAT tool (Analytics Capability)
here.
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https://research.nelson-hall.com/sourcing-expertise/neat-reports/?avpage-views=neat&avpage-views=neat&NEATaction=viewProject&project=349&weightingGroup=3063#neatProjectPage
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NEAT Evaluation: F&A Transformation
(CFO Advisory Services Capabilities)

F&A Transformation 2024
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Ability to meet future client requirements

NelsonHall has identified Cognizant as a Leader in the CFO Advisory Services Capabilities
market segment, as shown in the NEAT graph. This market segment reflects Cognizant’s ability
to meet future client requirements as well as delivering immediate benefits to its F&A clients
with specific capability in advising the CFO.

Buy-side organizations can access the F&A Transformation NEAT tool (CFO Advisory Services
Capabilities) here.
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NEAT Evaluation: F&A Transformation
(BPS & Transformation Capabilities)

F&A Transformation 2024
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Ability to meet future client requirements

NelsonHall has identified Cognizant as a Leader in the BPS & Transformation Capabilities
market segment, as shown in the NEAT graph. This market segment reflects Cognizant’s ability
to meet future client requirements as well as delivering immediate benefits to its F&A clients
with specific capability in delivering business process services transformation.

Buy-side organizations can access the F&A Transformation NEAT tool (BPS & Transformation
Capabilities) here.
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NEAT Evaluation: F&A Transformation (GenAl Capability)

F&A Transformation 2024
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Ability to meet future client requirements

NelsonHall has identified Cognizant as a Leader in the GenAl Capability market segment, as
shown in the NEAT graph. This market segment reflects Cognizant’s ability to meet future
client requirements as well as delivering immediate benefits to its F&A clients with specific
capability in the application of GenAl technology.

Buy-side organizations can access the F&A Transformation NEAT tool (GenAl Capability) here.
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NEAT Evaluation for Cognizant: F&A Transformation
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Vendor Analysis Summary for Cognizant

Overview

Cognizant’s F&A offerings cover advisory, transformation, and operations services:

F&A Advisory: services focused on assisting clients with process assessment, strategy
roadmaps, operating models, and GBS design

F&A Transformation: services focused on outcomes such as revenue monetization,
touchless S2P and R2R, automation, F&A analytics, and data ecosystem, and catering to
industry-specific requirements

F&A Operations: services encompassing global delivery footprint, platforms support,
performance benchmarking, and continuous innovation.

Cognizant is focused on providing an F&A ecosystem to deliver end-to-end transformation and
value for CFOs. It delivers services to ~120 clients and has ~96% renewal rate within its existing
engagements.

Detailed F&A services include:

Source to pay: services aimed at optimizing spend with touchless processing to reduce
OPEX. It includes sourcing and category management, contract administration, vendor
master and queues, invoice and payment processing, travel and expense processing,
reconciliations and AP close, AP platform implementation, and AP and vendor master as a
service

Order to cash: services aimed at working capital and customer experience improvement,
and detailed services include credit & master data management, order creation and
fulfilment, billing and statement processing, cash apps and reconciliations, collections &
deductions management, AR close and reporting, bill-back management, customer master
data management, OTC platform implementation.

Record to report: strategy includes strengthening processing, accuracy, and controls to
improve analysis, compliance and closing for clients. Key offerings are journal entries and
GL reconciliations, intercompany and revenue accounting, fixed asset accounting, treasury
transactions, period close activities, statutory and regulatory reporting, tax filings, lease
accounting, industry-specific accounting, and RTR platform implementation

FP&A: services focuses on delivering efficient and effective analytics for better business
insights and decision-making. Key offerings include variance/flux analysis, forecast
management, budgeting support, and reports such as revenue/ expense/ headcount/
product/ profit/ flash.

NelsonHall estimates Cognizant has ~10k FTEs delivering F&A BPS and transformation services.
Delivery headcount by region is:

Offshore: ~8k (India ~7k, Philippines ~800, others including China and Malaysia ~200)
Onshore: ~1.45k (North America ~1.35k, U.K. & Nordics ~50, Asia Pacific (Thailand):~50
Nearshore: ~600 (Poland, Hungary, and Lithuania ~300, Central & Latin America: ~300).
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NEAT Evaluation for Cognizant: F&A Transformation
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Healthcare is one of the most significant focus industries for Cognizant's F&A offerings,
followed by manufacturing, with the two accounting for ~64% of F&A revenue. Other key
sectors where Cognizant is aiming to grow its F&A offerings include energy & utilities; banking
& financial services; retail, travel and hospitality; and logistics and transportation.

In the last eighteen months, Cognizant has seen increased activities around F&A with new
client wins across various sectors and increased scope and scale of F&A delivery beyond AP,
AR, month-end closing, and reporting. It has had increased client queries and requests for
support in areas such as SOX compliance, order management, ESG reporting and accounting,
and indirect taxation.

Financials

Cognizant doesn’t report standalone F&A revenue, but NelsonHall estimates that Cognizant
had F&A BPS and transformation revenues of ~$200m in CY 2023.

Strengths

e Ability to integrate consulting and IT along with BPS under one umbrella while leveraging
the broader IT and consulting practice teams such as SAP, Oracle, Workday, Automation,
analytics and Al, and GenAl to deliver one Cognizant experience for clients

e Ability to drive and deliver automation across F&A processes, focus on the use of hyper-
automation, and leverage RPAs to drive broader transformation for clients

e Deployment of GenAl-based use cases across supplier helpdesk, customer helpdesk, and
statement reconciliations

e With a ~96% renewal rate across F&A, Cognizant has a proven track record of retaining
existing clients.

Challenges

e Creating further depth in existing F&A offerings across areas such as FP&A, enterprise risk
management

e Cognizant should focus on growing its share of F&A business from EMEA and APAC.

Strategic Direction

Cognizant has recently focused on expanding its F&A offerings across industry verticals and
increasing its penetration into more strategic areas such as tax, SOX compliance, order
management, indirect tax, ESG reporting and accounting. NelsonHall expects Cognizant to
diversify its F&A operations landscape further and improve the revenue share from these
value-added activities. It is also focused on strengthening its existing offerings across F&A,
focusing on consulting and transformation-based engagements.

The company has further focused on building platform capabilities and developing
accelerators and solutions leveraging bolt-on platforms such as Basware, Highradius, Vic.ai,
and Planful. This is one area where Cognizant expects significant growth in the coming years.

Cognizant has been experiencing increased activity across procurement and expects to add
new clients in the source-to-pay area. Such new engagements are expected to grow further
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NEAT Evaluation for Cognizant: F&A Transformation
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into the broader F&A landscape. Another key area where Cognizant is focused is in driving the
touchless F&A journey for clients, including areas such as PO, invoice, contracts, and reporting,
along with an improved user journey.

Outlook

We expect the outlook for Cognizant’s F&A business to encompass the following:

Increased focus and investments in building and strengthening its consulting offering with
an emphasis on assisting clients with target operating models, benchmarking F&A
processes from peers in the markets, digitalization, and technology modernization across
F&A

Increased activity and client engagements with existing and new clients to conduct pilot
projects and POCs across F&A areas, such as leveraging Cognizant Neuro for intelligent
automation and integrating data from different platforms under a single system,
leveraging the recent acquisition of Utegration to solve F&A challenges for energy and
utilities clients

Increased partnerships and associations with platform companies such as HighRadius,
Basware, Jagger, Sirion, and Planful to develop digital accelerators and offerings across
F&A

Increased focus on mid-market clients with digital accelerators and solutions.

NelsonHall expects ~10% growth in the F&A business overall, with strong ~15-20% growth in
consulting, transformation, and automation across F&A.
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F&A Transformation: Market Summary

Overview

The F&A services vendor landscape has evolved significantly in recent years. Rising client
demand for automation and data-driven insights, coupled with vendor solutions powered by
proprietary and third-party IPs and digital enablers that utilize automation, Al, and GenAl, has
transformed and reimagined F&A services.

Most leading vendors' reimagined offerings now fall into two main categories: transactional
and strategic. Transactional services, including PO processing, invoice processing, payment
processing, journal entries, helpdesk, period-end closing, and order processing, are
experiencing significant automation and data-driven transformation and are becoming
increasingly touchless. Consequently, vendors are shifting away from traditional FTE-based
and fixed-pricing models, and moving to per transaction pricing in these areas. Elsewhere,
vendors are increasingly adopting pure outcome-based or gain-share engagement models for
strategic areas such as working capital management, duplicate invoices/payments, and
dispute and returns management.

As Al and GenAl become more accessible over the next few years, areas like contract
management, helpdesk, reporting and insights, cash flow analysis, and accounts payable will
evolve significantly. This is expected to substantially increase automation levels from 30—40%
to 60—-80% within two to three years.

While P2P remains the most frequently outsourced process by F&A services buyers, followed
by 02C and R2R, vendor offerings are set to advance significantly, focusing more on high-end
finance services such as tax, treasury, audit, statutory and legal reporting, and derivatives
accounting.

Buy-Side Dynamics

The F&A services market is shifting towards a buyer's market, where clients hold considerably
more negotiation power than service providers. Leading vendors concentrate on large deals,
further amplifying client leverage. With the increased adoption of automation and technology
enablers, this trend is expected to deepen, enabling clients to explore additional cost-saving
opportunities.

Buyers of F&A services report high satisfaction with their current providers in traditional areas
like P2P, 02C, and R2R, though buyers highlight the need for improvements in stakeholder
management, speed of transformation, and industry-specific expertise. Satisfaction is notably
lower in emerging areas such as treasury and cash management and FP&A.

In a recent NelsonHall buyer survey, all respondents stated that they either have imminent
transformation plans or are actively undergoing transformation initiatives. Further, buyers
expect F&A vendors to play a key role in driving transformation in areas such as:

e Driving automation, including leveraging Al and GenAl and creating value-add to automate
transactions

e Generating real-time, actionable insights using a self-service dashboard in areas such as
key account data, P&L insights for CFOs and business leaders

e |everaging best-of-the-breed technology and bolt-on platforms in areas such as 02C and
R2R
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Focusing on continuous accounting, with a real-time month-end closing and reporting
activity and a focus on continuous improvements

Developing standardized global processes with the help of digital interventions.

Market Size & Growth

NelsonHall estimates the global F&A transformation services market to be ~$12.8 billion in
2024, with a projected CAGR of 3-4% through 2029.

The manufacturing sector holds the largest market share, followed by healthcare and financial
services, with these three sectors accounting for ~69% of the total market. However, sectors
such as retail, telecom and media, financial services, and healthcare are also expected to show
strong demand growth.

Success Factors

Critical success factors for vendors within the F&A transformation market are:

A focus on driving automation while delivering efficiencies and reduced operations cost

The ability to partner with technology companies and develop joint offerings, tech-
enabled services; the use of partners such as HighRadius, Anaplan, and Trintech, together
with companies such as Celonis for process mining, has been another key factor in driving
efficiencies and transparency across F&A

A consulting-led delivery approach that incorporates the vendor’s learning from other
clients and benchmarking/process insights; this has been a critical aspect of service
delivery that clients value highly

The ability to manage industry-specific F&A activities, such as retail accounting or billing
management for energy and utilities clients, is a crucial aspect of F&A delivery

The ability to manage period-end reporting and closing activities in areas such as accounts
payable and R2R while reducing complexities has been a key success factor. Vendors are
focusing on achieving T+1 period-end closing for R2R and are working towards a
continuous close model, aiming for a near T+0 closing period in the future

In consulting and advisory, activities such as target operating model design, process
assessment, benchmarking, and the ability to provide client-specific insights often serve
as gateways to broader engagements. These also serve as proof of concept for the
vendor's delivery capabilities.
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Outlook

The F&A services landscape is at a pivotal point, with the market poised for a significant
evolution. This is characterized by:

The demand for industry-specific F&A services continuing to grow and vendors looking to
build matrix-structured offerings that complement conventional F&A service areas such as
P2P, O2C, R2R, and FP&A, as well as bringing added depth to their offerings. This will also
increase the avenues for vendors to cross-sell and up-sell their F&A offerings

The impact of Al and GenAl driving toward more autonomous F&A with machine-enabled
delivery. This will also allow vendors and buyers to explore and migrate to alternate pricing
and engagement models

The emphasis on end-to-end F&A delivery driving vendors to partner with the Big Four for
audit services. At the same time, the Big Four and other audit and advisory firms are
expected to increasingly overlap and expand into each other's domains in the coming years

Vendors focusing on embedding sustainability, carbon accounting, and ESG reporting,
which will become more mainstream

Migration towards S/4HANA continuing to disrupt the existing landscape, with significant
technology-driven vendors such as Accenture, Capgemini, and IBM focusing on cloud
migration for clients and using this to extend into other BPS and advisory services, while
vendors such as Genpact and WNS will look at optimizing the S/4HANA migration for
clients

Focusing on growth via penetration into the existing client accounts while still targeting
new global 2,000 clients across the U.S. and Europe

As demand and adoption of GBS/GCCs continue to rise, vendors are increasingly exploring
GCC/GBS alternatives. Major BPS vendors are leveraging synergies across the CFQO's
organization and GBS to ensure seamless coexistence.
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NEAT Methodology: F&A Transformation

NelsonHall’s (vendor) Evaluation & Assessment Tool (NEAT) is a method by which strategic
sourcing managers can evaluate outsourcing vendors and is part of NelsonHall's Speed-to-
Source initiative. The NEAT tool sits at the front-end of the vendor screening process and
consists of a two-axis model: assessing vendors against their ‘ability to deliver immediate
benefit’ to buy-side organizations and their ‘ability to meet future client requirements’. The
latter axis is a pragmatic assessment of the vendor's ability to take clients on an innovation
journey over the lifetime of their next contract.

The ‘ability to deliver immediate benefit’ assessment is based on the criteria shown in Exhibit
1, typically reflecting the current maturity of the vendor’s offerings, delivery capability,
benefits achievement on behalf of clients, and customer presence.

The ‘ability to meet future client requirements’ assessment is based on the criteria shown in
Exhibit 2, and provides a measure of the extent to which the supplier is well-positioned to
support the customer journey over the life of a contract. This includes criteria such as the level
of partnership established with clients, the mechanisms in place to drive innovation, the level
of investment in the service, and the financial stability of the vendor.

The vendors covered in NelsonHall NEAT projects are typically the leaders in their fields.
However, within this context, the categorization of vendors within NelsonHall NEAT projects is
as follows:

e Leaders: vendors that exhibit both a high capability relative to their peers to deliver
immediate benefit and a high capability relative to their peers to meet future client
requirements

e High Achievers: vendors that exhibit a high capability relative to their peers to deliver
immediate benefit but have scope to enhance their ability to meet future client
requirements

e |nnovators: vendors that exhibit a high capability relative to their peers to meet future
client requirements but have scope to enhance their ability to deliver immediate benefit

e Major Players: other significant vendors for this service type.

The scoring of the vendors is based on a combination of analyst assessment, principally around
measurements of the ability to deliver immediate benefit; and feedback from interviewing of
vendor clients, principally in support of measurements of levels of partnership and ability to
meet future client requirements.

Note that, to ensure maximum value to buy-side users (typically strategic sourcing managers),
vendor participation in NelsonHall NEAT evaluations is free of charge and all key vendors are
invited to participate at the outset of the project.
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Exhibit 1

‘Ability to deliver immediate benefit’: Assessment criteria

Assessment Category Assessment Criteria

P2P offerings
R2R offerings
02C offerings
FP&A offerings
Offerings Consulting and stand-alone transformation offerings
CFO advisory offerings
Analytics offerings
Gen-Al enabled F&A offerings
Industry Specific Offerings

Scale of delivery capability in P2P

Scale of delivery capability in R2R

Scale of delivery capability in 02C

Scale of delivery capability in FP&A

Scale of capability, consulting & standalone transformation
) . Scale of delivery capability in CFO Advisory

Delivery Capability ] o )

Scale of delivery capability in F&A Analytics

Scale of Gen-Al enabled delivery capability in F&A

Availability of proprietary tools

Delivery capability in support of the Americas

Delivery capability in support of EMEA

Delivery capability in support of APAC

Scale of client base: consulting/transformation

Scale of client base: Managed Services

Scale of client base: CFO Advisory

Scale of client base: Gen-Al enabled F&A offerings
Client Presence Scale of client base: F&A Analytics

Number of clients in the Americas

Number of clients in EMEA

Number of clients in APAC

Number of global/multi-country clients

Improved process compliance or reduction in cost of compliance
Automation and touchless processes
Reduction in RTR closing time
Reduction in past dues
Benefits Achieved Improved working capital
Improved budgeting and planning and forecasting accuracy
Touchless reporting capability
Reduction in operational cost through productivity

Continued...
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Improvement in cycle time and processing TAT

Increased customer satisfaction or NPS

Exhibit 2

‘Ability to meet client future requirements’: Assessment criteria

Assessment Category Assessment Criteria

Investment in analytics tools and capabilities

Investment in GenAl tools and capabilities

Investment and innovation in Frameworks and delivery models
Investments Investment in RPAs and process automations

Investment in process mining

Investment in building partnership and alliances

Investments in building thought leadership across F&A

Mechanisms in place to deliver client innovation

Extent to which client perceives outcome and transformation
has been delivered

itability of f fcli
Ability to Deliver Innovation Suitability of vendor to meet future needs of client

Innovation in delivery management and engagement
commercials

Innovation in offerings and delivery, in response to evolving
industry requirements

Existing partners and technology alliances

Partners and Technological Agility and investments towards strategic alliances and
Advancements partnerships

Partner enabled offerings and enablers

Market Momentum Client wins in the past 12 months

For more information on other NelsonHall NEAT evaluations, please contact the NelsonHall
relationship manager listed below.

NelsonHall > noures
TRANSFORM THROUGH INSIGHT NelsonHall will be pleased to discuss how we can bring benefit to your
organization. You can contact us via the following relationship manager:
research.nelson-hall.com Darrin Grove at darrin.grove@nelson-hall.com

Important Notice

Copyright © 2024 by NelsonHall. All rights reserved. NelsonHall exercises its best efforts in preparation of the information
provided in this report and believes the information contained herein to be accurate. However, NelsonHall shall have no
liability for any loss or expense that may result from incompleteness or inaccuracy of the information provided.
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