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Key takeaways

IT budgets are poised to
increase as prices rise

82% of respondents expect their
companies’ IT spending to grow in
2022, in part due to inflationary
pressures, with respondents
anticipating a 5.1% weighted
average price increase

Only marginal changes are
expected in cloud investing
Workloads remain heavily on the
cloud, with less than 20% of buyers
planning to shift any workloads off
the cloud in the next two years;
those shifting are mainly pulling

because of data security concerns

Source: BCG IT Buyer Survey #3, November 2021.

back in enterprise resource planning

Half of respondents expect to
expand their IT investments

At least 50% of buyers expect to
increase their Al, machine learning
(ML), analytics, and cloud services
systems or suppliers, while roughly a
third expect to consolidate their
server infrastructure

IT decisions are still predominantly
made by IT; however, substantial
power is shifting to operations
teams, particularly in IT operations
management and devices

Risk management is an
ever-increasing focus

IT buyers increasingly choose risk
management initiatives as a major
IT priority, although strategic-
advantage initiatives are still the
leading focus

Remote-selling concerns

are waning

Many buyers have become more
comfortable signing large contracts
without in-person engagement and
are more willing to sign new
vendors remotely



IT spending 1s expected to increase 1n 2022 across most major industries,
especially financial services, education, and technology

Inflationary pressures will play
a role: respondents anticipate
a weighted average price

increase of 5.1% in 2022

Q: How do you expect your company’s overall IT spending to change compared with the previous year? (%)

—0.7-0.5
—4.7

PERCENTAGE POINT CHANGE BY INDUSTRY, 2021-2022 -10.0

Retail Tech Industrial Health care Financial Media Energy Government Education Travel and
goods services tourism

@ Average estimated spending change 2019-2020 @ Average estimated spending change 2020-2021 ® Average estimated spending change 2021-2022

Sources: BCG IT Buyer Survey #1, May 2020; BCG IT Buyer Survey #2, November 2020; BCG IT Buyer Survey #3, November 2021.
Note: Average percentage-change figures from Survey #2 shown here are slightly different from previous output, given the difference in number of respondents and weighted-average-value assumptions. Numbers may not sum due to rounding.

Weighted averages were calculated based on the lowest absolute value for the range, such that an increase or decrease in the range of 2% to 5% was assigned a value within 2%.



68% of buyers expect prices to rise in 2022, supported by budget expansion

Q: How do you expect your suppliers’ prices to change Q: How do you expect your company’s overall IT spending
in the next 12 months? (% of respondents) in 2022 to change from 2021? (% of respondents)
48 Decrease [N

No change 12

4 Increase
0
Almost all More of my  No change, or More of my Almost all
my suppliers  suppliers will else an equal  suppliers will  my suppliers
will increase increase number will decrease will decrease
prices prices than increase or prices than prices
in 2021 decrease in 2021
prices

Source: BCG IT Buyer Survey #3, November 2021.
Note: “Don't know” responses excluded; numbers may not sum to 100%.



Respondents expect to expand some areas of IT investment and
consolidate others

Q: In which of the following categories is your company looking to either consolidate or expand its IT systems or suppliers? (% of respondents)

Consolidate Expand Net %
bl o o
s o o
Anaytis 10 I 50 31 Categories
Security infrastructure 49 27 with net
Appdev/DevOps/mtegratlon __________________________________________________________________________________________________________________________________________________________________________________________ . expansion
e o
e '6|'5é'r'ét'1;6'h§ . 'rﬁ'é.hhégé.fﬁé'rif _____________________________________________________________________________________________________________________________________________________________________________________________ ,

Devices -3
e hicatione tolaboration Srclcoreent 'hﬁ'éih'agé'rhé e .

Storage and data management =7 Categories

System and service management ~7 with net

Enterprise resource planning _g consolidation

Network infrastructure

Server infrastructure

Source: BCG IT Buyer Survey #3, November 2021.
Note: “Don't know,” “Not applicable,” and “No change” responses not shown; CRM = customer relationship management.



Risk management is an increasing priority for IT buyers, although strategic
advantage remains the leading focus

0Q: How do each of the following initiatives aligh with your IT priorities for the next 12 months? (major priority, minor priority, not a priority)

Strategic Risk Revenue Cost Business operations
advantage management growth management and talent
Respondents defining
the initiative as a 48 46 41 37 36
“major priority” (%)
Change from Q4 2020 (%) +6 +9 0 +4 +3
Previous rank 1 3 2 5 4

Source: BCG IT Buyer Survey #3, November 2021.



Risk management initiatives saw the greatest year-on-year acceleration

0Q: How do each of the following initiatives align with your IT priorities for the next 12 months?

Increasing attention

Cloud migration and app to cybersecurity

15 ettt modernization are stilla H o Accelerat
Y ccelerating f ccelerating
o ocus for many buyers : S
S low-to-moderate EEY X » IAM software B\ hioh priorities
X 10 | priorities X Data loss. ~ @ EPP/EDR H
Cl)l prevention tools ..
§ * - s A ~-....I.-Iard\./vari:.cloud A Customer experience
~ u .__'r.mgra fon Automation and ° management
gz 5 L 4 >K . . App ............. predictive analytiCS . Ag]le Ways
o modernization . Big data analytics @ of working
= . A * X M1tgratle a(|jops A Digital customer

O Clou -
S 0 7 y— A experience
<+
= X . .
S Heavy emphasis on experience
o s A management and its key enablers
&n "= Table stakes lesf Customer
= - initiatives cresoree & AL
§ -10 lDecelerat](;\g L automation solutions .
o owrtormoderate X Remote-work tools D ecel'era.tl.ng
a¥ priorities high priorities
-15 1
0 30 40 50 60 70

Percentage of respondents categorizing initiative type as a “major priority” in Q4 2021

@ Strategic advantage B Risk management A Revenue growth ¢ Cost management K Business operations

Sources: BCG IT Buyer Survey #2, November 2020; BCG IT Buyer Survey #3, November 2021.
Note: IAM =identity and access management; EPP/EDR = endpoint protection platform/endpoint detection and response.



Less than 20% of buyers are shifting workloads off the cloud; those shifting are
mainly pulling back in enterprise resource planning

Q: Is your company planning on Q: In which categories do you anticipate shifting Q: What are the top reasons you
shifting any of its workload back your workload back from the cloud to another anticipate shifting your

from the cloud to an on-premise infrastructure solution? (%) workload back from the cloud to
or other non-cloud solution in the another infrastructure solution?

next two years? (%)
Enterprise resource planning

% of
Yes System and service management Top reasons respondents
Storage and data management NN 20 2@ | T ..........................
. Data security and 43
Network infrastructure privacy concerns
\ IT operations management = 26
0
Customer relationship management Complex compliance ;4
App dev/DevOps/integration —d requirements
Security infrastructure o 1 :
. Communications, collaboration, vl Eet i 25
Asia-Pacific buyers are more : and content management too high
than twice as likely (42%) to pull ; Analytics T 21
workloads off the cloud : :
g Server infrastructure
compared with buyers in North : m Poor performance 24
America (11%) and Europe (19%) ; Al/ML

Source: BCG IT Buyer Survey #3, November 2021.



Workloads remain heavily on the cloud, at 40% to 70% per category, with marginal

changes since Q4 2020

Q: What percentage of your company’s workload do you plan to host on the cloud in the next 12 months?

Cloud allocation (weighted average)

6
966

64 63

61 59

53

Commun- CRM Al/ML Analytics ERP App dev/  Systems ITOM Security Storage and Server Network
ications, DevOps/ and service infra- data manage- infra- infra-
collaboration, integration manage- structure ment structure  structure
and content ment

management

@ Oct—Nov 2020 ® Oct—Nov 2021

Sources: BCG IT Buyer Survey #2, November 2020; BCG IT Buyer Survey #3, November 2021.

Communications,
collaboration, and
content management—
as well as CRM—
remain most heavily on
the cloud

AL/ML workloads saw
the largest increase in
cloud penetration since
Q4 2020 (8 pp), while
communications saw a

slight dip (3 pp)

Note: Bar chart percentages are based on the weighted-average response for estimated cloud allocation for that category, excluding those who responded, “Don't know.” CRM = customer relationship management; ERP = enterprise resource planning; ITOM =

IT operations management.



While still predominantly driven by IT, substantial decision-making power is
shifting to operations

IT Sales and Finance and HR Operations

Q: Which department is the key decision maker marketing accounting

for IT investments, i.e., what is the buying center Response PP change Response PP change Response PP change Response PP change Response PP change
for the following product categories? N;Co;r(]m froznc:zgov 5 N;C);rcl)zl fmzrgzﬁov 5 Nc;J\/;);r(;Zl fmzr?)zlgov 5 Noox/f12r(])21 frozrgzgov 5 Noox/;”zrcl)zl frozrgzgov
Cloud services 94 I 1 - 1 1 o - i 3 1
Security infrastructure g7 6 i = 1 a1 1 - 8 6
Network infrastructure 86 -7 i = 2 1 i = 10 7
Storage and data management 8 -9 . N 2 - 1 1 i 9 6
Server infrastructure . 8 a1 . 2 i 3 1 i o0 - i 8 7
App dev/DevOps/integration 84 -1 2 - 3 -1 1 1 8 1
System and service management 82 -8 . 3 2 4 2 1 - 9 6
oM 81  -12 | 2 1 1 - 1 - 15 13
AUML 83 2 A T 2 2 i 1 o 8 3
Devices 78 14 A 3 1 2 1 14 1
Communications, collaboration, and content management = 6s -4 . 10 6 3 - 6 1 . 14 1
Analytics 57 6 8 -3 12 12 2 2 i 18 9
CRM: Digital commerce platforms . 30 5 54 -1 SR R 4 3 7 2
CRM: Customer service, field services = 25 4 52 -7 2 - 4 3 i 12 -1
CRM: Marketing/adtech/sales 2 A 65 10 2. . S 4 B8
ERP: Traditional 30 -3 5 3 7 -3 a4 1 43 3
ERP: Finance/accounting/treasury 2 -1 1 - i 68 1 . 2 - 6 -
ERP: HR management 02 2 .3 2 12 1 . 88 - 6 -
Sources: BCG IT Buyer Survey #2, November 2020; BCG IT Buyer Survey #3, November 2021. o Leading decision-making department

Note: Survey #3 data excludes answer choices “Unsure/don't know” and “Not applicable” for comparability with Survey #2. Numbers may not sum to zero across the table . .
given that some departments are not shown. ITOM = IT operations management; CRM = customer relationship management; ERP = enterprise resource planning. o Positive Chaﬂge Negat]ve Chaﬂge



Concerns with remote transactions are waning slightly, although buyers are still
more comfortable dealing with the vendors they know

0O: Regardless of your vendors’ readiness, how concerned are you—given the current constraints of digital and remote selling—about making
IT purchases? (% of respondents)

Concern with Concern with Change from
existing vendors new vendors Q2 2020 (pp)
Most buyers are happy to buy
18 remotely, and concerns with new
vendors have declined
26
-2

Concerns with existing vendors
remain lower overall compared
with concerns about new vendors

: The number of buyers who are
° : “very concerned” with new
: vendors has dropped by 11
a : percentage points since Q2 2020
15
Q4 2021 Q4 2021
Very concerned Somewhat concerned Neutral @® Not very concerned @ Not at all concerned

Sources: BCG IT Buyer Survey #2, November 2020; BCG IT Buyer Survey #3, November 2021.



Leading concerns with remote buying now revolve around stakeholder engagement

Change from
Q2 2020 (pp)

Difficult to engage with multiple stakeholders to
make an informed decision

Q: Why are you concerned about buying IT solutions remotely? (%)

Uncomfortable signing large contracts without :
in-person engagement : Fewer buyers have been

Concerned with provisioning deployments that concerned about the

require a physical presence 36 e : persor?al aspect of .
................................................................................................................................................................. ’ engag-lng W-lth Sales reps in
Like the ability to engage in a live environment 34 s person since Q2 2020

when viewing demos or proofs of concept

Like the personal aspect of engaging with sales While still a major concern,

reps in person (including negotiation) =2 s discomfort in signing large
""""""""""""""""""""""""""""""""""""""""""""""""""""""""""""""""""""""""""""""""" ; contracts without in-person
The remote sales experience is less coordinated 25 -3 : engagement has faded
Concerned? . ..
Difficult to maintain momentum 24 -5
Neutral
- Ungeresiise Not comfortable with remote testing for new 1 _a

“tech in my current environment

Sources: BCG IT Buyer Survey #2, November 2020; BCG IT Buyer Survey #3, November 2021.
Note: Question only asked of those who answered, “Very concerned” or “Somewhat concerned,” to the question, “Regardless of your vendors’ readiness, how concerned are you given the current constraints when it comes to making IT purchases?”
!Concerned with new or existing vendors.



