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Many IT services vendors have spent a great deal of time focusing
on innovation over the last year. However, what is innovation to
client organisations? Are they interested in buying ‘innovation’ from
their IT services vendors? How are they approaching the innovation
sourcing process with their vendors? What are the key issues and
best practices in terms of risk, intellectual property, relationship
management and measuring innovation from a client perspective?

These are some of the key questions we explored with CIOs, COOs
and CFOs from 11 client organisations, which included BT (telecoms),
Banca Carige, Cetrel, Helvetia Patria and Norwich Union (financial
services), Honda and SKF (manufacturers), LexisNexis (information
services), Max Bahr (retailer), Stockholm City Council (SCC) and the
UK Department of Work and Pensions – DWP (public organisations).
In addition, we studied the innovation approaches of around 12 other
organisations from other sources of information, including airlines,
financial services organisations and retailers.
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