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BIO: 

Atul is recognized globally as one of 

the leading experts on globalization, 

emerging markets, outsourcing and 

related governance. Globalization 

Today recognized Atul as a Industry 

Most Influential Powerhouse 25 in 

2011. Near Shore Americas recog-

nized him as one of the Power 50 in 

2010 and 2011. Consulting Magazine 

named Atul as one of the “Top 25 

Most Influential Consultants” in 2006 

and “Top 6 IT Powerbrokers” in 2004. 

HRO Today named Atul as a HR Out-

sourcing Superstar five years in a row 

from 2004 through 2010. FAO Today 

named him a Superstar from 2007 

through 2009. 

 

About Neo Group: 

Neo Group was founded in 1999 with 

the principle that talent in low cost 

locations and outsourcing firms, lev-

eraged appropriately could create 

sustainable competitive advantage. 

Neo Group’s data, analytics and advi-

sory solutions focused on outsourcing 

and shared services helps clients 

transform from “Good to Great”. 

 

Neo Group helps organizations bene-

fit from the rise of services globaliza-

tion and outsourcing around the world. 

We help create sustainable competi-

tive advantage through: 

 

Advisory: Neo Group's Advisory Solu-

tions helps clients optimize and trans-

form from "good" to "great", by inte-

grating industry-leading research with 

experts, strategic insights and hands-

on implementation support across all 

stages of the outsourcing and global-

ization lifecycle. 

 

Risk Monitoring: The Global Supply 

Risk Monitoring is a data and ana-

lytics service from Neo Group to 

monitor ongoing “Risk” and “Opportu-

nities”: at Country, City and Supplier 

levels. 

 

Governance Services: The govern-

ance solution provides resources and 

tools to help clients Manage, Monitor 

and Improve supply relationships. To 

provide these services, we draw upon 

our global resources, process exper-

tise and analytical tools. 

 

Business Services 

IT & Global Services 

 

 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Vashistha, would you 

tell us about Neo Group and what you 

do? 

Mr. Vashistha: I started the company 

back in 1999 to help primarily large 

companies at that point in time take 

advantage of outsourcing around the 

world. We provide data, analytics and 

advisory services, around services 

outsourcing and shared services to 

help them leverage talent around the 

world. 

 

CEOCFO: What types of industries of 

focus for you? 

Mr. Vashistha: We primarily focus on 

the Global 5000 so these are compa-

nies such as Time Warner, Visa and 

Home Depot. Those are the kinds of 

companies on which we focus. We do 

not focus on any vertical because our 

clients actually provide that expertise 

while we provide the expertise around 

the merging markets and outsourcing.  

 

CEOCFO: Would you explain how it 

works and what are the specific ser-

vices you are doing for the company? 

Mr. Vashistha: There are primarily 

three services and the first one is ad-

visory. In advisory we are helping cli-

ents figure out their sourcing strategy 

which is what part of their business 

and operations can be globalized and 

can be in a remote environment in a 

low-cost market, so helping them un-

derstand what those pieces are. We 

help them understand the capabilities 

of locations and suppliers and then 

helping them figure out how to set up 

the right program management gov-

ernance to run those operations both 

their own operations globally and 

working with the suppliers with which 

they contract. The second piece in 

advisory is the whole sourcing proc-

ess, which is selecting the right sup-
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pliers and that includes the right loca-

tions as part of that. In addition to that 

we created a data and analytic ser-

vice three years ago because we real-

ized that companies were facing risk 

in these emerging markets that were 

not obvious by just working with a 

supplier because they were location 

based risk. Now we have over fifty 

companies that subscribe to what is 

called global supply risk monitor, 

which is a data analytic service to 

help them monitor on a real time ba-

sis the risk associated with operating 

in these locations and the suppliers 

they have. Finally our third solution is 

the governance solution where we 

provide people both onsite and off-

shore to help manage these opera-

tions so it is called governance sup-

port. We take over that function for 

our clients.  

 

CEOCFO: Are most of your clients 

taking advantage of all parts of your 

service? 

Mr. Vashistha: Very often our 

clients might start off as a cli-

ent in either the data analytic 

service or our advisory ser-

vice. Most of our clients take 

advantage of at least two of 

our solutions.  

 

CEOCFO: What has changed most 

over the years and how is the focus 

now more than it might have been 

when you started? 

Mr. Vashistha: When I look back to 

1999, our solution was only advisory. 

It was significantly centered around 

leveraging capability in India and the 

Philippines. If I fast-forward to today, 

our solution is truly global. We have 

clients that are no longer juts leverag-

ing India or Philippines but there is a 

huge amount of interest and attention 

in the US clients such as example in 

Latin America. We see the same 

thing in our European clients a signifi-

cant interest in eastern and central 

Europe. The business is no longer just 

about advice. The ability to leverage 

data analytics has become significant. 

Clients are wanting to make intelligent 

decisions not just based on advice, so 

they are also looking at data and ana-

lytics.  

 

CEOCFO: What is the most challeng-

ing part to put together and how do 

you assess the risk? 

Mr. Vashistha: I think that is the se-

cret sauce of our global supply risk 

monitor product. We have algorithms 

that not just identify today’s risk but 

also attempt to predict future risk. I 

think the challenge of course is that 

while you can measure it today and 

even predict it, the challenge is how 

to get clients to translate that into ac-

tion. One of the things that we are 

trying to focus on is not just capture 

and predict risk but make recommen-

dations on what specific actions cli-

ents should be taking to mitigate that 

risk. That is the challenge on the cli-

ent side but also it is one of the areas 

where we are trying to increase our 

effort.  

 

CEOCFO: How do you reach poten-

tial clients? 

Mr. Vashistha: Traditionally in the 

advisory business our entire outreach 

was based on word of mouth. We 

have never been a firm that has in-

vested in advertising. Our focus has 

been on client intimacy so create or 

participate in events that you can 

have an exchange. You will often find 

us speaking at twenty events a year 

or on the other side as a knowledge 

leader. You will see that I have pub-

lished and written three books. We 

write an article at least once a month 

and that is what drives much of our 

business. Clients are looking for in-

formation and knowledge and once 

they have it they recognize that we 

are the ones they should be talking to.  

 

CEOCFO: What is the competitive 

landscape outlook? 

Mr. Vashistha: On the advisory side 

it is the usual suspect of the big man-

agement consulting companies and 

then some that are focused on this 

area. That market has changed sig-

nificantly. There was hardly any when 

I started this company and today 

there is probably twenty or thirty com-

panies. On the data side we are very 

unique that right now that is a busi-

ness we founded and started and 

there is no direct competitor. One can 

always go to one of the research 

companies and get data but the dif-

ference is our real-time and for the 

others it would be static. For advisory 

there is a great amount of competition 

but on the other side not so much.  

 

CEOCFO: How is business these 

days? 

Mr. Vashistha: 2012 was a fantastic 

year and the first two months of 2013 

has surpassed our 2012 year. I was 

always worried about election year 

since I have seen already four cycles 

so I but this time it has been different. 

Companies are making fast decisions 

and I think 2013 will be a good year. 

 

CEOCFO: The role of outsourcing is 

always a topic of discussion. Your 

customers do not seem to find it a 

problem. What are your thoughts on 

that matter? 

Mr. Vashistha: Outsourcing 

is a compelling business 

model. I believe that trend will 

only accelerate but I do not 

think it is going to reverse. 

Will locations change and 

more work come back to the U.S.? I 

think that is exactly what is happening 

today. Many companies outsourced 

over the last five or ten years and 

took businesses to market that were 

not suited for that part of business. I 

think what clients are doing now is 

reevaluating their portfolios and say-

ing there are certain things that they 

need to keep there. We actually now 

have markets like Albuquerque New 

Mexico, Detroit Michigan, Little Rock 

Arkansas and Raleigh North Carolina. 

The rate structure in those locations 

are such that I can be effective doing 

work there and then I can decide what 

I need to put in Mexico City, Buenos 

Aires or Manila. I think that is defi-

nitely a debate and action that is hap-

pening today and I think that is just a 

natural part of business. If you look at 

manufacturing over the last twenty 

years, that is exactly what has hap-

pened. Certain manufacturing moved 

to Mexico and then China. Some of 

that is coming back to the US and that 

is just the natural flow of business as 

companies change decisions or the 

“Neo Group’s data, analytics and advisory 

solutions focused on outsourcing and 

shared services helps clients transform from 

“Good to Great”.”- Atul Vashistha 
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market changes. As a business it is a 

very compelling business model of 

outsourcing which is a compelling 

business model and I see that accel-

erating.  

 

CEOCFO: Are there bells and whis-

tles you would like to add or new ar-

eas you think you should be adding to 

what you provide? 

Mr. Vashistha: I think from our data 

and analytics business we are going 

to continue to move more towards a 

benchmark to give clients the ability 

to not just look at market data but the 

ability to customize it and be able to 

look at their unique situation and 

compare. I think the direction we are 

going will give clients more power 

over data and analytics.  

 

CEOCFO: Why should the business 

and investment community pay atten-

tion to Neo Group? 

Mr. Vashistha: People should be 

paying attention to Neo Group be-

cause emerging markets are a growth 

market both for revenues and they 

are an incredible market to reduce 

their cost of operations. Nobody 

knows those markets better than us. 

We have been in business since 1999 

and we know how to help companies 

both look at the revenue side and 

more importantly the cost side as you 

think about how to make your busi-

ness more competitive. Outsourcing 

is a competitive weapon that ought to 

be exercised by companies. Some 

companies will use it more and some 

less. Some will use same time zone 

versus others. There is nobody better 

qualified than us because of our ad-

vice but also because of all of the 

data analytics that we do best.  

 

CEOCFO: What is the one thing peo-

ple should know about Neo Group? 

Mr. Vashistha: One thing people 

should know about Neo Group is that 

you get what you put in it. What I 

mean by that is what we have found 

over the last thirteen-plus years is our 

customers that benefit most from us 

are customers that are willing to par-

ticipate, which is be part of our teams 

as we help them finance. Customers 

that are looking to do this should think 

about what investment they are going 

to make in terms of time and sharing 

knowledge to get the best out of a 

company like us.  
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