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Gib Bulloch read the internal memo again. It was January 2011, and his firm, Accenture, was 
about to announce that Pierre Nanterme, the Group CEO of the Global Financial Services 
operating group would be replacing William Green as Accenture’s CEO. Normally, a 
leadership transition like this would not have concerned Bulloch. However, this one was 
different. Since 2002, he had been working hard to establish a new business unit within the 
firm, Accenture Development Partnerships. To build support from the firm’s top 
management, he had carefully managed the development of key internal sponsors for the 
business, first gaining the approval of Accenture’s International Chairman, Vernon Ellis, and 
then transitioning to Mark Foster, Group CEO of the firm’s Global Management Consulting 
platform, as the key sponsor. Foster, who had been a contender for the CEO job at Accenture, 
would be taking early retirement and replaced by Sander van ‘t Noordende, Chief Executive 
of the Resources operating group.  

Accenture Development Partnerships was unlike any other business initiative launched by 
the firm. The idea had come to Bulloch, then a strategy consultant in the London office, while 
on Voluntary Service Overseas (VSO) in Macedonia during a sabbatical. VSO recruited 
highly-skilled professionals to volunteer their services to charitable work in developing 
countries around the world. Reflected Bulloch,  

“I lived on a 95% salary cut and worked 60 hours a week, but I’d never been more 
motivated in my life. There was only one frustration: I knew that I was limited in what I 
could do whilst operating as an individual volunteer… Accenture is the privilege of a few 
multinationals - how much more could I have achieved if I had my whole team with me on 
the VSO project?”  

The pro bono approach of most large consultancy firms fell short of Bulloch's vision. Instead, 
he wanted to establish a “corporate social enterprise” through which Accenture could bring 
the firm’s skills and knowledge to the international development sector.  

“Our idea challenged the norm where you graduate, leave the university gates, and turn 
either towards the money-grabbing private sector or a bleeding heart NGO, to use the 
stereotypical descriptors – a binary choice. It went beyond any offering from other large 
corporates both in terms of options for employees and getting professional support to the 
development sector.”  

Between 2004 and 2010, Bulloch and his team had expanded the business to several 
countries and demonstrated its feasibility. Nevertheless, it still could not cover its fixed 
operating costs, although it generated other benefits. For example, Accenture Development 
Partnerships was cited by Fortune magazine in its 2009 write up of Accenture as one of the 
“Best Companies to Work For”, and had become a lure for potential recruits.  

However, some senior executives in the firm were beginning to question whether it should be 
preserved as a standalone business unit, integrated into the firm’s existing commercial 
business, or even disbanded. Furthermore, commercial clients had begun to ask for 
Accenture’s services in areas such as base-of-the-pyramid distribution in emerging markets. 
Were these Accenture Development Partnerships services or commercial services? Unsure of 
Nanterme’s priorities and without a key sponsor, Bulloch recognized that Accenture 
Development Partnerships needed to reaffirm its value proposition and reassess its role 
within the firm.    
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Accenture 
Accenture, a global management consulting, technology services and outsourcing company, 
employed more than 244,000 people, serving clients in 120 countries, and had annual 
revenues of US$25.5 billion in 2011. It was formed in 1989 when a group of partners from 
the Consulting division of the various Arthur Andersen firms around the world formed a new 
organization focused on consulting and technology services related to managing large-scale 
systems integration and enhancing business processes. In 2001, Andersen Consulting 
changed its name to Accenture and separated from Arthur Andersen, and the existing 
partnership structure transitioned to a corporate form via an IPO. Post-IPO, Accenture was 
restructured into 19 different industry groups that reported into five operating groups 
(Exhibit 1). 

Like other global consultancies, Accenture competed for the top graduates from universities 
and MBA programmes worldwide. New hires received extensive training in their area of 
specialty and were then assigned via an internal staffing process to client projects matched to 
their expertise. Accenture prided itself on hiring only top performers in each graduating 
class. Via rigorous internal reviews it sought to reward and retain its highest performers. 
New hires to the management consulting practice typically joined the firm as analysts and 
were promoted to consultants, managers and then senior managers with a typical time at 
each level of approximately three years. Promotions were based on a combination of the 
employee's ratings on annual reviews and qualitative input from the managers and partners 
supervising the employee. Retention was challenging in the consulting arena due to a 
combination of external opportunities and the unusually high demands of the job. 

Accenture Development Partnerships Founding: 2002-
2003 
Before launching Accenture Development Partnerships, Bulloch had two specific concerns. 
The first was that the venture would be seen as an assignment for low-performing consultants 
who could not find work in the commercial practice; the second was that it would be viewed 
as a charity. Instead, his vision was to create “a scalable self-sustaining organization, a 
business inside a business”. This meant creating a model that allowed only high-performing 
consultants to participate and that was based on market mechanisms.  

After conceiving the idea for Accenture Development Partnerships, Bulloch considered ways 
of grabbing the attention of the firm's leadership. While waiting for his return flight from 
Macedonia, he drafted a mock article for the Financial Times with the headline ‘Accenture 
Hails CaeSaR’ (project CaeSaR being the working title at the time for what was to become 
Accenture Development Partnerships) (Exhibit 2). It presented the new venture six months 
into the future as if it were already a successful part of the firm. In the piece, Vernon Ellis, 
International Chairman of Accenture, received lavish praise at Davos, the annual meeting of 
the World Economic Forum, for his work with Accenture Development Partnerships. Bulloch 
sent a copy of the article to Ellis and waited for his reaction.  

In actual fact, Ellis had been looking for a way to expand Accenture's philanthropic work. As 
International Chairman he was involved in restructuring the firm's activities. He recognized 
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that its philanthropic work lacked global coordination and was largely limited to making 
donations to foundations. He had been pondering Accenture's involvement in the 
development and charity sector when the mock FT piece resonated with him, and he agreed 
to meet with Bulloch.  

Bulloch’s primary goal in the meeting with Ellis was to get the go-ahead to conduct a 
feasibility study for Accenture Development Partnerships. In his spare time, with the help of 
colleagues he had already completed a high-level overview including a market analysis, and 
had developed initial ideas for low-cost business models. Ellis’s curiosity was sparked and he 
agreed to support the initiative. However, the real go-ahead required the commitment of each 
of the local operating heads in the firm's UK office, specifically a promise to provide one 
consultant and financial support for the venture. Three of the five operating heads came on 
board easily. The buy-in of the remaining two was more difficult. Bulloch described meeting 
one of the senior executives:  

 

“He was a fearsome chap. He would not even look up from his desk. I went in [to his office]. 
I had managed to squeeze in a five-minute appointment. He asked ‘What do you want?’ I told 
him about Accenture Development Partnerships and that everyone else had already agreed 
and that he didn’t want to be the odd one out…His answer was ‘What do you mean - a non-
profit business? We are a for-profit business. What are you going to do to this company?’”  

 

In the end it was Bulloch’s personal commitment, in particular his willingness to take a salary 
reduction to start the new venture, that won the senior executive’s support, as he explained,  

 

“When you go in to this room and say ‘That’s my vision and I am prepared to slap down 
quite a lot of money [in salary cuts] and so are these other people,’ that’s what catches their 
imagination. Normally people come and say ‘Pay me more, otherwise I will leave’, and I am 
saying ‘Pay me a reduced salary and I will stay.’” 

 

Setting up the Advisory Board 

Bulloch’s next goal was to set up an advisory board. His automatic reflex was to go to “the 
friendly faces”. Instead, one senior executive advised:  

“He said ‘Well, you got me, I am going to support you. Why don’t you go the senior executive 
who might provide more challenging perspectives on your idea?’ (This is the fearsome guy 
who had not even looked up from his desk when I walked in). ‘Why don’t you ask him to be 
on your advisory board?’ I said ‘No way, he is not even interested.’ But I took the advice and 
asked him.  
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Sure enough, he was quite surprised… but he agreed to join the board. For the first few years 
of Accenture Development Partnerships he never missed a meeting …he became our biggest 
supporter in the firm. When he went out and said ‘This is a great thing’ to his peers and the 
partners, that really counted a lot.” 

Determining the Value Proposition and Business Model 

The next step was to develop and refine the business case and business model. At Ellis’ 
suggestion, the team focused on the venture’s value as a retention and recruitment tool for the 
firm rather than a corporate citizenship initiative. It would henceforth be positioned as a 
means to increase the morale of employees, to attract potential recruits, and to enhance 
Accenture’s consultants’ understanding of the world. At an individual level, it provided an 
opportunity to work on small projects from inception to completion and, most importantly, to 
gain experience dealing directly with senior client executives. One of the early supporters and 
core team members, Chris Jurgens, explained, 

 

“We hoped [the business case] would go beyond saying ‘Well, it’s a nice thing to go off and 
make the world a better place.’ Certainly that should be part of the spirit of it, [but instead] 
we emphasized the business case that’s around skills development and leadership 
development.” 

 

Although the board understood that Accenture Development Partnerships could not cover its 
fixed costs immediately, it was adamant that it be cost-neutral in its operations. To this point, 
Mark Spelman, head of Global Strategy Lead and key member of the board, pushed Bulloch 
and his team towards creating governance structures and financial oversight.  

Ultimately the board and the team agreed upon a business case and a business model 
comprised of three elements. First, the firm would absorb the overhead and cut its margins to 
zero. Second, consultants would take a 50% salary cut for the duration of their Accenture 
Development Partnerships’ assignments. Third, clients would pay fees at “not-for-profit” 
rates (Exhibit 3). A board member explained, 

 

“Inevitably we went through some iterations as to what the right sort of model would be, and 
I think we eventually landed on something that was unique and distinctive, which I think 
made a real difference, not only externally in terms of the type of project that we run on the 
ground but also internally.” 

 

Bulloch decided that Accenture Development Partnerships should be positioned as a 
‘business within a business’ and therefore should not be integrated with Accenture’s existing 
CSR programme or sustainability practice, a view that Ellis supported. He also favoured 
operational autonomy for the venture, similar to that of an entrepreneurial start-up. The 
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advisory board, however, pushed for closer integration with an existing group instead. A 
compromise was achieved by establishing Accenture Development Partnerships as a ring-
fenced business unit, housed within the UK business, under the wing of Spelman, who 
reported to the board on a set of established performance indicators. 

Building the practice 

With Spelman’s blessing, Bulloch recruited members for a small core team. Initially, the 
team worked informally after-hours while still in their regular positions in the commercial 
practice. Like any start-up, they were often engaged in activities that exceeded their official 
job descriptions. Angela Werrett, Accenture Development Partnerships’ Human Resources 
Director, explained:  

 

“Though my background was in HR, I was responsible for finance, and for human resources, 
and for some of the marketing, and also the extension of the programme to other countries.”  

 

The new venture's success depended in large part on the willingness of Accenture consultants 
to participate and accept the proposed 50% salary reduction for the duration of their 
participation. When Bulloch sent out a company-wide survey to gauge the interest of 
consultants, the response was overwhelming, with over 800 responses in the first four hours, 
as he recalled:  

 

“We asked ‘What was your last rating?’ and ‘Are you interested in this kind of proposition?’ 
The bell curve of performance with the bell curve of interest did align. We found there was a 
correlation between the people the firm wanted to retain, recruit and attract and their 
interest in Accenture Development Partnerships.”  

 

This furthered the decision that the venture should be positioned as a retention tool, a 
perception reinforced by the economic downturn post-2001. The possibility of creating 
additional billable hours and having consultants voluntarily reduce their salary in the short 
term was viewed positively at a time when consultants were sitting on the bench.  

For Accenture’s consultants, Accenture Development Partnerships promised to be a “trial by 
fire.” They would have the opportunity to take on large amounts of responsibility while 
working in small teams with senior clients. Gareth Weir recalled his experience on a project 
in Tanzania with a quasi-government organization: 

 

“Typically in a commercial project, you’d have a project and a senior manager deciding on 
the steps to follow and how to structure the project. Here, you turn up and everything has to 
be defined by you, the consultant, and your client team.”  
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Arriving in Tanzania, Weir scheduled a project kick-off meeting for 9 a.m. the next morning. 
He did not realize that in much of the country time was read differently, with the day 
beginning at sunrise (6 a.m.) rather than just after midnight. The client arrived perfectly on 
time for the 9 a.m. meeting at 3 p.m. in the afternoon. Even then, things did not go according 
to plan: 

 

“I remember distinctly at the start saying ‘Okay, we’re going to do this project on supply-
chain optimization and here’s the methodology.’ It was full of phrases that we take for 
granted, but our clients had never heard of these. They had no idea what we were talking 
about. At the kick-off workshop, we finished the introduction of what we were planning to do 
and looked round the room. There were blank faces all around. We put the slides away and 
instead engaged in a real conversation, using flip charts to illustrate what we were going to 
do and how it was going to work.”  

 

Winning Clients 

In the development sector, Accenture had no track record, no credentials, no client 
references, and most of the consultants had never been to the developing world, even on 
holiday. Furthermore, when a potential development client was familiar with Accenture, it 
was as a charitable donor, not a service provider. Bulloch explained, 

 

“In the early days developing relationships with the sector was really interesting. They’d say 
‘You should be speaking to the fundraising people if you are from Accenture; they’ll be 
happy to receive Accenture’s cheque.’ I had to say, ‘I don’t have any money, and actually I 
want to talk about you maybe paying us.’” 

 

To establish the business, Accenture Development Partnerships needed to find a way into 
client organizations. Two key allies were Mark Goldring, CEO of VSO at the time, and Peter 
Armstrong, CEO of Oneworld, who had both agreed to join Accenture Development 
Partnerships’s advisory board. They both made some useful introductions to their peers in the 
sector.  

The first pilot project began in July 2002 with the International Finance Corporation’s 
Enterprise Development Faculty in the Balkans, which Bulloch had come to know from his 
time with VSO in Macedonia. Shortly thereafter, an introduction to Will Day, CEO of CARE 
UK, lead to one of Accenture Development Partnerships’ first projects, working for CARE’s 
local office in Vietnam. Other client projects quickly followed. (See Exhibit 4 for examples) 

Integrating with the career path 
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A key part of the value proposition was that consultants could experience work in the 
development sector without interrupting their career progression. The staffing process for 
Accenture Development Partnerships' projects was integrated into the firm-wide staffing of 
commercial projects. Interested individuals could see which positions and skills were in 
demand at a given time, submit an internal application for the position, and go through the 
interview process led by the core team. Critically, working on an Accenture Development 
Partnerships project would not be seen as ‘career suicide.’ Explained Spelman, 

 

“Of course the problem that you have there is that if I’m a senior executive and you’re 
working for me at BP, I know exactly what you’ve done. But if you’ve suddenly gone off to 
Malawi, I’ve not really got any idea what you’ve been doing, and someone turns around says 
‘Oh, they’ve done a very good job in Malawi’- do I believe it or don’t I believe it? That was 
the other interesting part of the sponsorship [challenge]. Think about a place like ours, 
where progression is based on evaluation. If those evaluations are not deemed to be credible, 
then that undermines people’s faith in the system, and it also undermines why people go to 
Accenture Development Partnerships.” 

 

The core team put into place structures that allowed evaluations from Accenture 
Development Partnerships' projects to flow into the overall evaluation of participants. An 
early participant, Arjun Raghavan, commented, 

 

“The Accenture Development Partnerships team did such a good job of making sure the 
reviews were recognized as part of adding value to the firm, I didn’t suffer at all.” 

 

Bulloch continually sought out new ways to promote the new business to consultants. He 
spoke twice a year at the firm's internal training centre at St Charles, where new consultants 
were given an induction. He also encouraged returning participants to share their experiences 
with colleagues. One of them, Dee Jadeja, described how, 

 

“I reached out to people within my community of practice to say 'Look I’ve developed this 
business case template. Any ideas how I might improve it?’ So once again, they could visibly 
see what I was doing, and the quality and the effectiveness of all that work.  

I came back a much more confident person in terms of my skills and my ability to deal with 
senior people. That helped me get on my next project back in the commercial practice 
because in consulting, a huge part of [your success] is how you conduct yourself ...how you 
manage people.” 
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This strategy proved particularly successful for gaining continued buy-in from the senior 
team, according to Spelman:  

 

“So you go and ask someone to go onto a project in Guatemala. And you find that people 
come back six months later and actually they have been thrown into the deep end, they’ve 
been given a lot of responsibility and have been able to make things happen. And it really 
does enhance skills.  

One of the things we did in our global leadership meetings was to get people who had been 
out on projects to come back and tell their story. What we found was that this became a very 
powerful way of telling people in the business about how the Accenture Development 
Partnerships work had developed their consulting skills, sharpened up their problem-solving 
capabilities, and made them focus on real results on the ground, not theoretical ideas.” 

 

Growth: 2004-2008 
Over the next four years, the venture grew from a small initiative staffed by individual 
volunteers to a core team of 13 members overseeing more than 146 participants working with 
clients in 27 countries. During that time, tensions emerged between the core team and 
advisory board members regarding the pace and extent to which Accenture Development 
Partnerships should be scaled. Bulloch wanted to grow the business both within the UK and 
across other international markets. Advisory board member Ellis disagreed: 

 

“In the beginning I held Gib back from charging all over the place. We might have gotten 
too much help or might have gotten killed.”  

 

The expansion of the business to a new market typically followed a request from a country 
office to introduce it to its region. After the office indicated an interest, legal and operational 
challenges specific to the region were evaluated to determine if implementing Accenture 
Development Partnerships there was feasible. Often the implementation had to be tailored to 
the country context, as Werrett explained, 

 

“Although we’re a global organization, the salary ranges, the benefits that you might 
receive are all very different country to country…We have to take into account things like 
housing allowances in Japan, fixed wages in France, the fact that in some countries it’s not 
legal to take a salary reduction. So how do we make it affordable and workable in those 
scenarios?” 

 

Despite variation in the amount of salary reduction taken, Bulloch was adamant that each 
employee made a personal sacrifice to take part in an Accenture Development Partnerships 
project. For example, even when the partners in several countries including Brazil, India, 
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Nigeria and South Africa suggested that the partners themselves cover the cost of the salary 
reduction rather than their employees, Bulloch and his team refused.  

The expansion process was generally slow and driven by the uptake among the country 
managers. Exceptionally, in response to the Asian tsunami in 2004, executives from the 
Asia-Pacific region rapidly introduced Accenture Development Partnerships to assist in the 
aftermath of the devastation. Despite their good intentions, things did not go smoothly. The 
Thailand practice, which at the time was relatively small since only 30 consultants met the 
eligibility criteria, did not have the critical mass to provide consultants. In some other 
countries affected by the tsunami, it was not viable for consultants to take the 50% salary 
reduction because they supported their extended families.  

Finally, as Werrett explained, there was a feeling that Accenture itself should be funding the 
Tsunami response rather than employees subsidizing it. The positioning of the firm's 
activities post-Tsunami as a disaster response rather than a leadership development 
programme sent mixed messages. 

Growth Dilemma 

As the venture grew, it began asking for more consultants in order to hit the growth targets 
set by the core team. Although managers within country offices were supportive in principle, 
converting verbal support into action was difficult. Jurgens explained,  

 

“Almost all Accenture leaders support their people doing Accenture Development 
Partnerships. They understand why we do this business. They understand why it’s good for 
people development. They get the business case. But when it comes down to ‘Are you going 
to let your highest performing strategy or supply team manager leave your work at your 
energy client or your product client for six months to go on an Accenture Development 
Partnerships project?’- that is a difficult decision.”  

 

The advisory board encouraged Bulloch to draw up a plan projecting the needed supply of 
consultants for the unit's projects each year and present it to each of the practice areas. 
Managers could indicate how many people of a given business group they would free up to 
participate in projects. While this created greater transparency and allowed for more 
effective planning, it did not alleviate the problem entirely. Spelman explained,  

 

“I think the top guys get it quite quickly. They see the idea, like it, buy into it and sign off on 
it. So you get a tick in the box. The real problem is actually two or three levels down in the 
organization. So it’s not the guys at the top who have the trouble.  

Let’s consider my UK head of Strategy, who has 150 people…All of a sudden, there’s an 
Accenture Development Partnerships’ project to be done, and there is a guy in Strategy 
who at the moment is working for BP, who is ideally qualified to do the job. Then the choice 
is between: Can we release him, let’s say in a month’s time when this phase of work ends at 
BP to go off for six months in Africa [or] the easier decision to continue to extend him at 
BP? That’s when the rubber hits the road, and that’s when it gets to be difficult. So that’s the 
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sponsorship challenge. …and that’s very tough when you’ve got an excess demand 
situation.”  

 

Although the numbers of participants and participating offices had grown, the venture still 
was not able to cover all of its fixed costs, as Spelman recalled: 

 

“We ended up needing the main business to essentially underwrite the financial side of the 
equation, and that was quite complicated because, in effect, what you were doing was 
basically subsidizing our loss in Accenture Development Partnerships for a period of time, 
because obviously you had fixed costs as part of the core team and you had other expenses 
to incur.  A lot of those expenses were incurred by the UK business on behalf of the whole 
company.” 

 

In 2007, with Ellis retiring, Bulloch needed to find a new senior sponsor. Ray Jewitt, an 
advisory board member, suggested that he align the business with Mark Foster, at the time 
the youngest Group CEO of Management Consulting in Accenture’s history. Bulloch 
approached Foster and asked whether he would like to visit some of the projects to get a 
first-hand view of how the business functioned. To his surprise, he agreed. Bulloch 
explained,  

 

“I thought I would get a day of his time. I thought on his way to South Africa he might stop 
by Nairobi, or on his way to India he might stop by and visit some projects. To my surprise, 
I got a week of his time.” 

 

After seeing first hand the value and the impact people were having through Accenture 
Development Partnerships, Foster became an instant supporter. Bulloch recalled Foster’s 
offer:  

“You have so far pushed it up bottom-up. I will now help you from the top down to really 
take this to the next level. “ 

 

Evolution: 2009-2010 
As of 2010, Accenture Development Partnerships had been launched across 26 country 
offices. It had completed more than 370 projects, involving over 750 consultants in 64 
countries, for 74 client organizations (See Exhibit 5). For example, in Kenya it had helped the 
government develop e-learning programmes for 27,000 nurses. Another collaboration with a 
major UN agency had reviewed ways in which their global supply chain could more 
effectively bring medicines and other provisions to children.  

It had also begun to catch the attention of the media. When Accenture made Fortune 
magazine’s list of “Best Companies to Work For,” Accenture Development Partnerships was 
highlighted as a key reason. The venture had demonstrated that it could generate demand 
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and supply for its services, successfully reintegrate consultants into the commercial practice, 
and cover its marginal operating costs.  

Yet as an independent unit it faced a new dilemma: to cover its fixed costs it needed to 
increase revenues. To increase revenues, it needed to sell higher margin projects. These 
tended to be large hybrid commercial projects with the firm’s core clients. Matt Radford, the 
team’s Finance lead, described the challenge:  

 

“We struggle sometimes to get a team of five together all at the right time. On some of the 
bigger projects, it’s going to be a struggle without really looking at our business model. The 
idea of getting 25 people to serve one of these multinational corporation type projects is 
even harder to think about.”  

 

In addition, the distinction between Accenture Development Partnerships’ clients and the 
commercial practice’s clients was becoming less clear (Exhibit 6). Spelman explained, 

 

“So we are working for, let’s say, the Shell Foundation on a development project, at an 
Accenture Development Partnerships’ rate, while at the same time we are also working for 
Shell on a commercial issue. And what happens sometimes is that the boundaries between 
what Shell’s doing and what Shell Foundation’s doing, or what a government is doing, 
becomes a little bit blurred. And you’ve got to be very careful about that.”  

 

The question going forward would be how Accenture Development Partnerships could work 
with commercial clients while also retaining its initial value proposition and the buy-in of 
managers and participants (Exhibit 7). Core team member Simon Martin commented,  

 

“Accenture is very clear – and it was from the start – Accenture Development Partnerships 
is not here to try and make profit for Accenture. We’re here to be a channel for Accenture’s 
people, and its footprint, and its clients, and its assets in terms of development.”  

 

Others on the team saw the need to evolve the value. Jurgens explained,  

 

“The idea of cross-sector convergence and how work in global development is increasingly 
relevant to our commercial clients …I think it significantly strengthens our business case 
when we can say ‘Hey, we’re not only looking at Care and Save the Children, but with 
Unilever on integrating small local firm firms and on the new base of the pyramid 
distribution models.’ And these sorts of things are paving a way with our key clients and 
even open some doors …These sorts of situations can open doors to CEOs and other 
business leaders.”  
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The leadership transition from Green to Nanterme marked a transition for Accenture 
Development Partnerships. To be sure, it had received positive external recognition and 
many recruits cited the possibility of working on an Accenture Development Partnerships’ 
project as a factor in their decision to join Accenture. Yet although the venture had been in 
existence since 2003, it was still struggling to reach its goal of being cost-neutral. And with 
Foster’s retirement in 2010, it was losing its key sponsor. Under the firm’s new leadership, 
the future of Accenture Development Partnerships was unclear.  

Three options existed. First, the venture could simply be phased out. After several years, the 
vision of a self-sustaining organization had yet to be realized. Accenture could explore other 
approaches to engaging in development work. A second possibility would be to integrate it 
into an existing unit, which could subsidize the overhead costs that the venture could not 
cover as a standalone unit. Perhaps it was time to revisit the earlier decision to keep 
Accenture Development Partnerships separate from the firm's existing CSR group or its 
Sustainability practice. Third, it could remain a standalone unit, but this depended on 
gaining the full support of Nanterme and Foster’s successor, van ‘t Noordende. If it remained 
standalone, should it continue with its current practice of a rotational staff taking salary cuts, 
or was it time to develop the venture into a full-fledged business unit with a dedicated staff?  

Bulloch and his team reflected on the options. After eight years of pushing the business 
inside Accenture, they began to prepare for the next chapter. 
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Exhibit 1 

Accenture Operating and Industry Groups 
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 Source: www.accenture.com (accessed August 2012) 

http://www.accenture.com/
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Exhibit 2 

‘Accenture Hails CaeSaR’ 
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Source: Accenture 
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Exhibit 3 

A Unique “Cost Neutral” Business Model 

 

 

Source: www.managementexchange.com (accessed August 2012) 

 

http://www.managementexchange.com/
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Exhibit 4 

Accenture Development Partnerships’ Client Examples  

OXFAM LIVELIHOODS PROGRAM:  

 

Oxfam launched its Global Agriculture Scale-up Initiative in 2005. It was designed to show how the 
smallholding farm community could be turned into a viable and productive path that would eventually 
generate sustainable livelihoods for millions of people living in poverty, and a means to future 
economic growth and prosperity. The initiative was launched in three countries—Ethiopia, Honduras 
and India—and seven Accenture consultants were assigned to the project through Accenture 
Development Partnerships. The Accenture Development Partnerships team applied a rigorous, 
process-driven approach to ensure that the countries were aligned with the global objectives. The 
team also worked to build the capabilities of the local staff in process management and financial 
aspects to ensure that the initiative was sustainable in the long-term. As a result of the project, a 
program implementation roadmap, including business cases and project, financial, communication 
and capacity building plans, was established and approved to proceed. The Accenture Development 
Partnerships team also secured buy-in at country level from key stakeholders such as local and 
international non-governmental organization partners and local governments. The standardized 
processes can now be leveraged for all future country and global initiatives. 

 

SAVE THE CHILDREN: SUPPLY CHAIN PROCESS IMPROVEMENTS:  

 

Each day more than 24,000 children die, most due to preventable causes. In response Save the 
Children set a goal to double the number of children they reach, without doubling the costs. Save the 
Children commissioned Accenture Development to see how improved supply chain management 
could enhance programs in sustainable livelihoods, education and health and emergency response. 
The Accenture Development Partnerships team developed a model to structure their observation, and 
then evaluated operations at 19 locations in Ethiopia, Mozambique, Indonesia and Bangladesh. The 
team interviewed 111 field staff members and facilitated group workshops, where staff highlighted risk 
areas, and suggested opportunities for improvement. They shared localized technology solutions that 
had helped manage operations, and their input strengthened the argument for addressing the complex 
supply chain needs of the agency as a whole. The team made recommendations in 3 key areas of 
People, Process, and Technology. Together, Save the Children and the Accenture Development 
Partnership team concluded that making investments in supply chain management would contribute 
to the goal of doubling the number of children reached, with an estimated $12 million dollars in 
potential savings. 

 

PLAN: SPONSORSHIP MANAGEMENT SYSTEM: 

 

Plan was a humanitarian, child-focused, non-governmental organization working with families and 
their communities to meet the needs of children around the world. In 2004, Plan requested Accenture 
Development Partnerships’ help in defining and implementing one of Plan’s largest and most complex 
global project efforts to consolidate its legacy sponsorship systems onto a common platform that 
would manage sponsorship processes across the various Plan offices worldwide. Accenture 
Development Partnership’s overall involvement in ChildData eventually included five phases that 
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developed over time, ranging from requirements gathering and process assessment through detailed 
design. Phase 5, where a team of Accenture Development Partnerships people played an active role, 
was specifically dedicated to finalizing functional and technical designs, architecture and processes, 
supporting selection of and transition to an offshore development vendor and initiating test planning 
activities. Additionally, the team supported implementation planning tasks such as an organizational 
impact assessment, communications and training, and developed an initial implementation plan, a 
draft data conversion strategy and a high level rollout approach. Above all, the ChildData project 
anticipated improvement in response times to sponsorship opportunities, as well as improvement in 
sponsorship relations due to increase in timely and accurate data. 

 Source: www. accenture.com/adp (accessed August 2012) 
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Exhibit 5 

Accenture Development Partnerships’ Growth: 2002-2010 

 

  Source: www.managementexchange.com (accessed August 2012) 
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Exhibit 6 

Accenture Development Partnerships’ Evolution: Convergence 

 

  Source: Accenture Net Impact Conference Presentation, November 2009  

 

 

 

 

 

Exhibit 7 

Accenture Development Partnerships’ Evolution: Strategic Choice  

 

 

Source: Accenture Net Impact Conference Presentation, November 2009 

 


	3rd Prize

