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The HfS Hot Vendors are an exclusive group of emerging players with a differentiated value proposition
for the Digital OneOffice (Exhibit 1). HfS analysts speak with numerous exciting start-ups and emerging
players. We designate a select group as the HfS Hot Vendors based on their offerings' distinctiveness,
ecosystem robustness, client impact, financial position, and the impact in our OneOffice Framework. The
HfS Hot Vendors may not have the scale and size to be featured in our Blueprint reports, but they have
the vision and strategy to impact and disrupt the market.
Exhibit 1: The Digital OneOffice framework
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In the rapidly changing space of digital operations, enterprises realize they cannot be everything to
everyone. Whether you are an enterprise consuming third-party services, a service provider, or a
technology provider, you will need a smart ecosystem to succeed and survive the future. HfS Hot
Vendors are service and technology providers hand-picked by our analysts to help you flesh out your
smart ecosystem with offerings that solve today's complex business problems and exploit market
opportunities. In this increasingly "me too" world, HfS Hot Vendors display truly differentiated offerings
and out-of-the-box thinking that can be both inspiring and useful.
In this report, we profile seven short-listed players (Exhibit 2) who have been designated as HfS Hot
Vendors based on our rigorous five-step assessment over the course of Q1 2018. The HfS Hot Vendor
designation for the following players will remain in place till the end of Q1 2019 (a period of one year),
when the same process will be followed for renewing the HfS Hot Vendors designation.
Exhibit 2: HfS Hot Vendors Q1 2018 Edition (In alphabetical order)
HfS Hot Vendor Designation valid for a period of 1 year from Q2 2018 – Q1 2019
Actionable Insights for Employee Development Driving
Performance in the Front Office
Building a ‘People-Friendly’ Automation Platform

Creating a Platform to Operationalize Machine Learning

Pathbreaking processor designed for machine intelligence

Innovative and Award-winning DevOps and Cloud consultancy
An innovative 100% U.S. Based, 100% Agile Software
Development Partner
Pioneering blockchain-based energy trading platforms
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Nexient: An innovative 100% U.S. Based, 100% Agile Software
Development Partner
Authors: Ollie O’Donoghue, Melissa O’Brien
Nexient is an agile software development services firm that is adopting agile and DevOps practices to
push the envelope beyond traditional IT development value propositions.
Nexient differentiates itself from the competition by its “Product Mindset” development, which focuses
on customer experience, revenue and profit for value creation and takes a fail fast, learn fast approach.
The standard value proposition for application development lies with objective measures for the quality
of the code itself (as cheaply as possible). With the next generation of applications, the quality required
is shifting to more subjective qualities like usability and fun. This requires more creativity and a deeper
understanding of its function. Proximity can make a big difference, or at least it can provide a shortcut to
achieving the familiarity required to bolster the creative aspect of application design. Nexient aims to
bridge the gap between traditional IT sourcing options of in-house and offshore to support client
businesses with agile, flexible teams with context, integrated service delivery, and new technology
expertise.
Nexient leads with its innovation hub in Silicon Valley, complemented by scalable delivery centres in
Michigan and Indiana to help its clients realise the value of cutting-edge innovations within a business
context. Clients particularly value the firm’s capacity to reimagine business models and processes, with
multiple examples of Nexient supporting digital transformation with innovative solutions—for example,
designing an app for a retailer that significantly drove up sales conversions.
Nexient’s clients advise that the firm’s business model, which focuses on scalable and agile onshore
services, has enabled them to find a technology partner that offers faster and improved quality delivery
over offshoring. The capability to integrate provider talent and augment current business capabilities is
especially important to clients.
The full range of services provided by Nexient includes digital experience, product definition and
consulting, and software services.
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Exhibit 7: Nexient Fact-sheet

HfS Take: Nexient is pushing the envelope on the way traditional outsourcing engagements work by
promoting a highly collaborative and partnership focused engagement. From a HfS perspective, this
approach is not only becoming popular but is also an essential evolution of traditional approaches in
which providers share the risk and rewards of investment in digital innovations.
We are now living in a more progressive business environment where organizations strive to provide
touchless digital customer experience and our OneOffice concept provides a roadmap for the enabling
technologies and processes to collapse organizational silos to truly become customer centric. Nexient
fits within this framework by enabling faster, more intelligent operations to clients looking to improve
customer centricity and UX design. Nexient’s core offering, focused on reimagining the way technology
supports clients in driving a customer-first approach to business, supports the HfS Digital OneOffice
concept, specifically by breaking down business silos with innovative software and technology solutions
that drive an improved digital experience.
Moving forward, Nexient will need to further hone its messaging to adapt to the changing nature of
automation and human labour. Boasting an all-onshore workforce is just one of the levers to pull in an
increasingly dynamic services ecosystem—Nexient will need to have a clear message about how its
technology and intelligent automation focused solutions best augment and complement its delivery
staff. Shifting the emphasis toward the softer side of application delivery and design is where true digital
organizations need to focus. It’s not enough to have an app; in today’s world it’s got to be cool.
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HfS Hot Vendors Assessment Methodology
HfS Hot Vendors undergo a straightforward but rigorous five-step assessment:
1. Pre-selection. We do not consider a player a potential Hot Vendor if it qualifies for any of our
Blueprint Reports. Our Blueprint Reports feature the major and established players across every
dimension of the Digital OneOffice.
2. Analyst briefing. The process starts with a briefing during which we ask vendors to share their
story with our analysts. We typically ask questions around value proposition, potential
distinctiveness, solution details, financial position, and client impact.
3. Client reference. If the HfS analyst sees potential after the briefing, we ask the vendor for a
couple of client references so that we can speak directly with clients. The client conversations
help us understand what is real and what is just marketing spiel. Note that we do not divulge any
client details and these calls are kept strictly confidential.
4. HfS selection. HfS analysts recommend their potential Hot Vendor to the selection committee
(comprising CEO Phil Fersht, Chief Strategy Office Saurabh Gupta, and Chief Data Officer Jamie
Snowdon), which determines if the vendor brings forth a differentiated value proposition for the
Digital OneOffice. We publish the selected vendors on our website.
5. We expect some of the HfS Hot Vendors to progress over time to get featured in Blueprint
Reports, be acquired, or change strategic direction. Consequently, we award the HfS Hot Vendor
designation for one year and follow the same process for renewing a vendor’s place on the HfS
Hot Vendors list.
If you think you deserve to be an HfS Hot Vendor, please click here to schedule a briefing.

D e fin in g F ut u r e Bu s ine s s O pe r a t io ns ™
© 2018, HfS Research Ltd | www.hfsresearch.com | www.horsesforsources.com

E x c e r pt fo r Nex ie n t

The HfS Hot Vendors Q1 2018 | 6

About HfS Research
HfS’ mission is to provide visionary insight into the major innovations impacting business operations:
automation, artificial intelligence, blockchain, digital business models and smart analytics. We focus on
the future of operations across key industries. We influence the strategies of enterprise customers to
develop operational backbones to stay competitive and partner with capable services providers,
technology suppliers, and third-party advisors.
HfS is the changing face of the analyst industry combining knowledge with impact:
» ThinkTank model to collaborate with enterprise customers and other industry stakeholders
» 3000 enterprise customer interviews annually across the Global 2000
» A highly experienced analyst team
» Unrivalled industry summits
» Comprehensive data products on the future of operations and IT services across industries
» A growing readership of over one million annually.
The "As-a-Service Economy" and "OneOffice™" are revolutionizing the industry. Read more on HfS and
our initiatives here.
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