=IDC

Executive guide

Balancing
speed and
credibility

The CIO’s growth imperative



IDC Balancing speed and credibility

In the growth stage, every sourcing decision carries weight
beyond procurement. Each contract is visible to the board,
every renewal is a test of process, and each investment can
strengthen or strain trust. Move too fast and risk lock-in. Move
too slow and watch competitors seize the advantage.

This is where the tension triangle becomes explicit:

e The board demands velocity
» Finance demands certainty
e Procurement demands rigor

ClOs must prove that transformation can advance without
eroding trust. Where the foundational stage was marked by
chaos, growth is defined by scrutiny — and under that scrutiny,
CIO credibility is built or broken in real time.

The CIO reality in
growth

At the growth stage, CIOs finally have more process but not
enough consistency. Intake forms exist but aren’t always
followed. Renewals are tracked, but deadlines still slip. Finance
and procurement are at the table, yet debates over data slow
down decisions.

Meanwhile, SaaS portfolios keep expanding. Investment
volumes grow faster than governance maturity, leaving ClOs
accountable for spend they can’t always defend. The board
sees progress but expects more. Measuring Success evolves
from simply keeping pace to how well the CIO balances speed
with defensibility.

The real story isn't whether CIOs understand process; they do.
It's that every transaction becomes a litmus test of leadership,
proof to peers, the CEO, and the board that IT is steering, not
stumbling.

Every purchase feels like a
personal bet of my credibility”

CIO Interview, 2025
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The tension triangle
under pressure

e CFO: pushes for ROI before releasing spend, demanding
clarity at a pace that rarely matches innovation.

e Procurement: enforces rigor, but often enters late, creating
friction instead of leverage.

e CIlO: must keep transformation on track without eroding
peer trust or board confidence.

This tension is explicit and political. When roles pull in different
directions, decisions stall and credibility erodes. Yet, when CIOs
bring Finance and Procurement into the process earlier,
scrutiny becomes strength. The triangle shifts from a proving
ground to a lever of authority.

Why this stage feels so
pressurized

e Exploding sourcing volume brings more scrutiny, more
renewals, and more exposure.

» Finance and procurement are active but often misaligned,
turning every negotiation into a proving ground.

» Innovation cannot pause, yet every deal must satisfy
competing demands for speed, ROI, and compliance.

e CIO credibility is tested in real time. A strong decision earns
authority. A weak one reverberates in the boardroom.

Pressure at this stage is unavoidable — but it isn't
unmanageable. CIOs who standardize inputs, align evaluation
criteria, and engage procurement early transform pressure into
proof. Each well-defended decision becomes more than a
transaction: it becomes evidence of leadership.

IDC Insight

Seventy percent of executives
identify software sourcing as a
top-five pain point

Measuring IT Vendor Performance
IDC, 2024

The credibility risk isn't
hypothetical. It's the question |
get in every board meeting: can
IT move fast without putting us
at risk?”

CIO Interview, 2025
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What good looks like

In growth-stage organizations, good is progress, not perfection.
ClOs start shifting from one-off deals to portfolio-level
discipline:

e Inputs are standardized and shared across IT, Finance, and
Procurement.

» ROI modeling is routine, giving Finance both speed and
confidence.

e Procurement engages early, turning compliance into
leverage.

» CIOs move from defending individual purchases to shaping
sourcing strategy as a whole.

This is where credibility begins to solidify. Growth CIlOs
demonstrate their ability to strike a balance between speed and
defensibility. The next stage, Mature, takes this foundation
further, where the tension triangle itself becomes strategic and
each role drives innovation, not just control.

Ready to move forward?

If this reflects your stage, you're not alone; many ClOs are in the
same position today. The difference comes from the next step.

IDC partners with Growth-stage ClOs to:
» Map practical steps for standardizing inputs and evaluation
» Provide defensible benchmarks to navigate board scrutiny
e Turn the tension triangle into a lever for authority

Your credibility strengthens with every move toward balance.
Let’s build the plan together.

Contact IDC to take the next step from Growth to Mature.

AMAROK used IDC TechMatch
to cut sourcing time by 67% and
realize a 387% ROI on its ERP
evaluation.

That's not efficiency for
efficiency’s sake. That's
defensibility at the executive
table.

AMAROK Case Study
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