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INTRODUCTION

Firms pursue various strategies to exploit resources and 

relationships represent a sort of trade-off that organizations 
must make, whereby, in order to gain resources of other 
organizations, an organization must relinquish some its 
independence because the relationship also brings certain 

-

of liability, and therefore, a serious evaluation of whether 

Between a Customer Firm and Supplier
Firm

. A cus-

or external service provider. This chapter will provide a use-

for outsourcing information technology work to a supplier 

disadvantages of various outsourcing strategies. 

BACKGROUND

This section will provide some basic background information 

the primary strategies of sourcing work into a continuum 
that ranges from total outsourcing at one extreme to total 
insourcing at the other extreme, and had selective sourcing 
as an intermediate strategy. Total outsourcing strategy is the 

Total in-
sourcing strategy

to its internal IT department. Selective outsourcing strategy
-

-
gies for outsourcing on the basis of number of customers 
and suppliers into dyadic, multisupplier, cosourcing and 
complex outsourcing as follows. In a dyadic outsourcing 
strategy, there is just one customer and one supplier, that is, 

and the supplier in turn performs the given activity only for 
multisupplier outsourcing strategy,

there is only one customer but many suppliers, that is, a 

a cosourcing strategy, there are many customers and only 

complex 
outsourcing strategy, there are many customers and many 
suppliers; that is, it involves combining multiple customer 

-

domestic-outsourcing strategy is adopted, 
both the customer and the supplier are located in the same 

onshore-outsourcing
contrast, a customer and supplier can be located in different 
countries, and this known as a global outsourcing strategy.
Though the term global outsourcing is widely referred to as 

nearshore-outsourcing versus offshore-outsourcing. When 
a nearshore-outsourcing strategy is adopted, the chosen 
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supplier located in a country that is geographically close 

offshore-outsourcing strategy is adopted, the chosen sup-
plier is located in a country that is geographically far away 

to be factored during the formulation of strategy, because 
with improvements in communication technology and the 

a bigger concern than geographical distance. We will now 

for outsourcing information technology work. 

BUSINESS STRATEGIES FOR 
OUTSOURCING INFORMATION
TECHNOLOGY WORK

manner. 

and capabilities, and any remaining IT work that can be 
better performed by suppliers should be outsourced to the 
suppliers. Selective outsourcing is the strategy of outsourcing 
select IT tasks to suppliers, while retaining other IT tasks 

the IT budget to suppliers while still retaining a substantial 

strengths of both the internal IT department and the external 
-

ing where work is broken down into multiple modules, of 
which, some are outsourced and some are retained in-house. 
This strategy of selective outsourcing has been given various 

other names such as 
outsourcing, and modular outsourcing.

Strategy of hiring multiple suppliers for an activity. 

from being held by hostage by a monopolistic supplier, and 

suggested the following three advantages of a multiple-sup-
plier outsourcing strategy

suppliers manage and provide IT services. Such a strategy 
of multi-supplier outsourcing involves one-to-many relation-
ships, indicating that one customer uses multiple suppliers 

agreed division of labor, the various IT tasks are then jointly 
performed by the multiple suppliers, and this requires a 
cooperative environment among the suppliers, even though 
the suppliers are actually competing with each other for 

Strategy of contractually linking payments to realization 

revenue. A strategy where both the customer and supplier 
make upfront investments into a relationship and thereafter 

of forming 

the information technology services provides by a supplier, 
then the customer can establish a payment methodology 

Figure 1. Location of supplier in outsourcing



 

 

4 more pages are available in the full version of this document, which may be

purchased using the "Add to Cart" button on the publisher's webpage: www.igi-

global.com/chapter/business-strategies-outsourcing-information-

technology/13618

Related Content

Analysis and Comparison of Neural Network Models for Software Development Effort Estimation
Kamlesh Dutta, Varun Guptaand Vachik S. Dave (2019). Journal of Cases on Information Technology (pp. 88-

112).

www.irma-international.org/article/analysis-and-comparison-of-neural-network-models-for-software-development-effort-

estimation/223177

Added Value Benefits of Application of Internet Technologies to Subject Delivery
Stephan Burgessand Paul Darbyshire (2002). Annals of Cases on Information Technology: Volume 4  (pp.

390-409).

www.irma-international.org/chapter/added-value-benefits-application-internet/44520

Semantic Web and E-Tourism
Danica Damljanovicand Vladan Devedžic (2009). Encyclopedia of Information Science and Technology,

Second Edition (pp. 3426-3432).

www.irma-international.org/chapter/semantic-web-tourism/14082

A Case of Information Systems Pre-Implementation Failure: Pitfalls of Overlooking the Key

Stakeholders' Interests
Christoph Schneiderand Suprateek Sarker (2005). Journal of Cases on Information Technology (pp. 50-66).

www.irma-international.org/article/case-information-systems-pre-implementation/3147

Enabling B2B Marketplaces: The Case of GE Global Exchange Services
James Paul, Shiro Withanachchi, Robert Mockler, Marc E. Gartenfeldand Matthew Jenkins (2003). Annals of

Cases on Information Technology: Volume 5  (pp. 464-487).

www.irma-international.org/article/enabling-b2b-marketplaces/44559

http://www.igi-global.com/chapter/business-strategies-outsourcing-information-technology/13618
http://www.igi-global.com/chapter/business-strategies-outsourcing-information-technology/13618
http://www.igi-global.com/chapter/business-strategies-outsourcing-information-technology/13618
http://www.irma-international.org/article/analysis-and-comparison-of-neural-network-models-for-software-development-effort-estimation/223177
http://www.irma-international.org/article/analysis-and-comparison-of-neural-network-models-for-software-development-effort-estimation/223177
http://www.irma-international.org/chapter/added-value-benefits-application-internet/44520
http://www.irma-international.org/chapter/semantic-web-tourism/14082
http://www.irma-international.org/article/case-information-systems-pre-implementation/3147
http://www.irma-international.org/article/enabling-b2b-marketplaces/44559

