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Introduction

CIL and JEGI LEONIS have surveyed leading technology consulting and services
firms across the US to gain insights into their outlook and the opportunities they What is technology services?

see for the industry. .
Technology Implementation

The survey focused on three areas: Change Management  Software Development

- Market conditions: How the technology services market performed through 2024 and initial Managed Services Integration Services
observations for 2025, focusing on the impact of macroeconomic and political uncertainty and Staff Augmentation Agile Coaching
how the firms in our sample are evolving their differentiation strategies to adapt to longer-term o . .
disruption trends : : : P ’ Custom Appllcatlon Alntegration

DevOps Services SaaS Ecosystem
- Value creation opportunities: The top and bottom-line strategies technology services firms are Product Ideation Technical Enablement
using to stay competitive, including revenue growth and margin levers, Al integration and global
delivery models. Strategic Roadmapping

Innovation Labs Al Enablement
Data Engineering Cloud Applications
LLM Integration DataStrategy

Performance Optimization

« M&A outlook: How firms are balancing organic and acquisitive growth and the outlook for M&A.

Methodology:

From January 2025 to May 2025, CIL interviewed 14 founders, CEOs and board members of US-based technology
services firms. The survey took a discussion-based Q&A approach and focused on the key themes highlighted
above.
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Our respondents

We spoke to 14 founders, CEOs and board members of US-based technology services firms. Our respondents are primarily...

PE-backed... ...project-led consulting ...at the earlier stages of ...across a variety of
firms... their growth journey... technology focus areas.

. PE-backed ‘ Project-based revenue only . <50 100-200 . Ecosystem-aligned partners
‘ Founder-owned . Project-based and recurring revenue ‘ 50-100 ‘ 200+ Advisory, data and analytics

‘ Tech strategy, design & product
engineering

Technology ecosystems covered include: :r:E

o [
salesforce
4 . S

/) onestream

snowflake
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Key findings

A ‘cautiously optimistic’ market, hampered by ongoing uncertainty |_|_|_|ﬁ Market disruptors driving novel approaches to differentiation

2024 was a challenging year, but the second half saw clear improvement as strengthening market After two challenging years of budget constraints, combined with rapidly evolving Al disruption, and rising

tailwinds fueled positive momentum. While political uncertainty, especially around tariffs, has dampened regulatory pressures, tech services firms are rethinking how they differentiate. Many are doubling down

some of this early progress, respondents remain ‘cautiously optimistic’ about the medium-term outlook. on vertical specialization, rapidly expanding their propositions in high-demand areas like data and Al and

adopting more flexible operating and go-to-market models.

Ongoing margin pressure... ...driving active focus on value creation strategies

=2

Margin compression continues to challenge technology consulting and services firms—especially High-growth tech services firms are pulling both growth and efficiency levers. Most are pursuing a

high-growth players now competing more directly in the enterprise segment. Softening demand dual strategy—driving top-line gains by targeting high-growth segments, refining go-to-market approaches,
and excess post-Covid capacity have contributed to this pressure, compounded by the rapid expansion of and deepening client relationships, while also improving margins through Al-driven automation, productized
nearshore and offshore delivery models across both large SIs and smaller specialists. accelerators, better utilization, and optimized delivery via nearshore/offshore models.

M&A continues to be an active value lever for most
firms in this space

Al moving from ‘buzz’ to deployment ¥
_O
00

Al deployments are quickly evolving from early experiments to larger-scale rollouts. Still, both o

tech services firms and their clients are navigating a steep learning curve. A clear gap is emerging Respondents expect more favorable deal conditions in 2025 as buyer-seller valuation expectations continue

between early Al trailblazers and those still finding their footing. As a result, revenue generation remains to align. Most are targeting additive capabilities or new verticals, prioritizing strategic expansion over core
behind the curve—but momentum is building, with broader ramp-up expected through 2025 and 2026. consolidation.



