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Executive Summary

Report Author: Tarun Vaid

For U.S. clients, the mandate has shifted
from move to S/4HANA to modernize without
disruption, reflecting a transition from
reluctance to risk aversion

This ISG Provider Lens® SAP Ecosystem

study assesses the competitive landscape for
providers in the U.S. in 2025 by evaluating their
capabilities, market positioning and execution
across advisory, implementation and managed
services. The research covers five quadrants:
SAP S/4AHANA System Transformation —
Large Accounts; SAP S/AHANA System
Transformation — Midmarket; SAP Application
Managed Services; SAP Business Al and
Business Technology Platform (BTP) Services;
and Managed Cloud Services for SAP ERP.

Market context: why the landscape is shifting

U.S. enterprises face a deadline-driven push
to exit SAP ERP Central Component (ECC)
while maintaining financial discipline. Boards
want modernization without disruption,
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prompting programs to be sequenced into
smaller waves with milestone-based proof of
value. Cloud economics, security expectations
and audit demands are steering organizations
toward standardized cores with composable
extensions, avoiding the upgrade drag of
heavy customizations.

SAP's transformation strategy is increasingly
bifurcated: large enterprises are deferring
complex upgrades, while SMEs are

being targeted with simpler greenfield
implementations. SAP is struggling to convert
its large ECC installed base to S/AHANA

due to unclear incremental value, restrictive
licensing and high sunk costs. As a result,
SAP is pivoting to the midmarket and SME
segments, where GROW with SAP enables
faster deployments, lower sales friction and
quicker revenue realization.

RISE with SAP is not being deprioritized
technically, but it is commercially and
behaviorally harder to sell, particularly for
brownfield and bluefield upgrades. Many
customers in nonregulated industries do not
view the 2027 mainstream support deadline as
urgent. Instead, they are choosing to sweat the

© 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED.

U.S. enterprises
are prioritizing
clean core, Al
first delivery models
that demonstrate
business
value quickly.
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Executive Summary

asset, delay decisions, and consider extended

support or third-party maintenance until 2030.

From a 2026-27 strategy lens, SAP's pragmatic
response is to win where it can — greenfield
growth in the SME segment. Ecosystem
partners are aligning around the GROW
message, while upgrades remain complex,
lengthy and politically difficult. The strategic
implication is a two-speed SAP market: slow-
moving large enterprises and fast-moving
SME greenfield adoption.

Investments and risk management

default layer for integration, data, analytics
and side-by-side innovation, keeping the ERP
core clean and upgradeable.

Regulatory pressure and industry timing for
S/4AHANA migration

The urgency of SAP's 2027 mainstream
support deadline varies by industry. Regulated
industries, such as life sciences and utilities,
face heightened pressure due to stringent
compliance requirements, including FDA, EMA
and HIPAA, accelerating migration timelines.
In contrast, manufacturing and other less-

transformation because environments are
too complex, integrated and risk-sensitive for
full greenfield replacements.

Prove value early and often: Every phase
must connect to business KPls, such

as period-close cycle time, days sales
outstanding (DSO) and inventory turns, not
just IT milestones.

Keep the core clean and innovate on

BTP: Minimizing custom code in ERP and
building extensions side by side on BTP can
enable safer, more frequent releases and

Consulting-led discovery as a starting point

Enterprises expect a consulting led discovery
that links process baselines, data quality

and the target operating model to a credible
business case. They want a clear lane choice
(greenfield, brownfield or selective data
transformation [SDT]), a value office to track
benefits, and an organizational change plan that
prepares users for new processes, roles and Uls.

Industry-specific priorities and accelerators

U.S. clients want industry-ready accelerators,
including process templates, compliance packs

regulated industries are more likely to sweat
the asset, deferring decisions and considering o
extended support options through 2030.

Capital is available but tightly scrutinized. CFOs easier upgrades.

require clear ROl and defined payback periods,
favoring selective modernization over big-bang
rewrites. Decision-makers prioritize approaches
that protect operations during cutover, reduce

and reference architectures, to shorten time-to-
value and reduce design churn. Manufacturers
prioritize shop-floor/warehouse execution

and OEE; consumer and retail organizations
focus on margin, replenishment and returns;

Make Al practical: Enterprises should
prioritize Al in delivery (code, test and
documentation) and operations (triage,
RCA and prediction) before automating

U.S. enterprise priorities: pragmatic
modernization without disruption

regression risk and simplify future updates.
Technology posture

Al has shifted from pilot to production.
Practical gains are coming from Al-assisted
code remediation, automated testing,

o De-risk the journey to S/4HANA: For large

enterprises, the mandate is modernize
without disruption, not simply move to
S/AHANA. Their approach has shifted from
reluctance to risk aversion. ISG anticipates

business decisions.

Industrialize run: Enterprises must adopt
AlOps or SRE models, outcome-based
SLAs, and FinOps disciplines for cloud ERP,
including RISE and public cloud variants.

and services-led firms seek project-to-
profit visibility and strong experience layers.
Sustainability and ESG appear more often
in RFPs, typically starting with analytics-led
reporting before full-module adoption.

incident triage and enterprise knowledge a shift toward bluefield or selective

search. Meanwhile, BTP is becoming the
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Pragmatic Al adoption and orchestration

Interest in Al-enabled solutions is increasing,
but the adoption of SAP's Joule remains
cautious due to questions about maturity,
data safety/governance and measurable
business outcomes. This is not a rejection;
enterprises want credible Al orchestration,
often backed by hyperscalers and integrated
with ERP rather than relying solely on ERP
vendor point features.

Provider dynamics: how the supply

side is adapting

Consulting-first front end, factory-backed
execution

Leading providers frontload consulting-led
work, including value diagnostics, process
intelligence and benefit modeling, to set
lane choices and rollout plans. They then
execute through repeatable factories for
migration, conversion, testing and data,
ensuring consistent outcomes across waves.
Weaker approaches still depend on ad hoc
and manual testing, which U.S. enterprises
view as higher risk.
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Operationalizing the clean core

Leaders operationalize clean core by design, not
just in principle. They use BTP-based extension
catalogs, maintain a keep/retire/refactor
backlog for custom code, enforce white-

listed APIs, apply LCNC patterns (SAP Build),
and integrate DevOps/ALM for versioning

and traceability. The defining measure is

the environment's ability to take quarterly
updates without disruption.

Al first delivery and operations

The differentiator is no longer we use Al, but
where and how Al is embedded:

e |n delivery: ABAP deconstruction and
remediation, automated test case generation
and documentation assistants

e |n operations: ticket clustering, knowledge
bots grounded in client artifacts, proactive
anomaly detection, and self-healing
runbooks with human approval

Providers that combine these capabilities with
explainability and rollback plans will scale faster
in compliance intensive environments.

© 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED.

Outcome-oriented SLAs for Al-enabled
operations

SLA focus is shifting from activity metrics,

such as response time, to business-aligned
outcomes, such as order cycle time, period-
close variance and fulfillment accuracy.
Contracts increasingly incorporate automation-
rate thresholds, first-time-right targets

and continuous value sprints that convert
prioritized backlogs into measurable benefits.

Quadrant-specific insights: how providers are
delivering and adapting for U.S. clients

SAP S/4HANA System Transformation

Leading providers simplify the S/AHANA journey
by offering well-defined transformation paths —
greenfield, brownfield or SDT — aligned to
client risk appetite, data quality and change
readiness. They front-load a consulting-led
discovery to align business outcomes, process
gaps and data issues before design/build.
Execution is supported by conversion and
migration factories, prebuilt process templates,
and automation for code remediation,

testing and data migration. This approach

shortens timelines and reduces dependency
on large on-site teams while improving
predictability and quality.

Proof points for enterprises

e A clear transformation lane recommendation
with pros and cons, costs and timelines

e A data quality and harmonization plan
detailing how master data will be cleaned,
standardized and migrated

e A custom code assessment outlining what
will be kept, retired or rebuilt on BTP

e Evidence of automated regression testing to
reduce go-live and post-go-live risk

e Demonstrations of minimized downtime,
especially for 24/7 operations

Frequent provider risks and gaps to monitor

e One size fits all recommendations instead of
a tailored transformation lane

e Over customization that defeats the purpose
of a clean core

e Polished presentations but weak data
remediation capabilities, causing late-stage
delays and defects

SAP ECOSYSTEM QUADRANT REPORT | APRIL 2026 5 G
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e |nadequate change management and
training, leaving users unprepared for new
processes and Uls

SAP Application Managed Services

Modern application managed services (AMS)
providers have moved beyond traditional
ticket handling, applying AlOps, automation
and predictive monitoring to prevent issues
before they occur. They are shifting to
business-aligned SLAs, such as order cycle
time and period-close timeliness, instead of
legacy metrics like ticket-closure time. They
incorporate continuous value sprints to deliver
prioritized improvements on a regular cadence
rather than in frequent releases.

Proof points for enterprises

e Clear breakdown of automation versus
manual effort, especially for L1/L2 incidents

e Business aligned KPIs in addition to IT SLAs

e A cost-reduction roadmap leveraging self-
healing scripts, Al-powered analysis and
proactive monitoring

e Evidence of FinOps practices for cloud ERP,
including consumption visibility and cost
optimization recommendations
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e Real examples demonstrating incident
reduction and measurable process
outcome improvements

Frequent provider risks and gaps to monitor

e AlOps claims with predominantly manual
triage and remediation

e SlLAsfocused on internal IT efficiency rather
than business results

o |nsufficient root cause elimination —
temporary incident reduction followed by
recurrent spikes

e No defined operating model for continuous
value realization after go live

SAP Business Al and Business Technology
Platform (BTP) Services

Leading providers position BTP as the
innovation and integration layer, keeping

ERP core clean while delivering modular
extensions, analytics, data orchestration and
Al agents. They develop upgrade-safe, side-
by-side solutions, with structured governance
for prompts, models and data. They also
deploy Al to assist — not replace — business
processes, with clear boundaries and human
approval where needed.

© 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED.

Proof points for enterprises

Catalog of BTP-based extensions
with governance models and evidence of
upgrade safety

Demonstrations of Al use cases, for example,
code remediation, test automation, ticket
triage and decision support

Data architecture showing secure,

traceable data flows between SAP and
non-SAP systems

Approaches to accelerate analytics using
Datasphere/SAC with reusable data models

Al safety plan covering explainability, prompt
governance and rollback procedures

Frequent provider risks and gaps to monitor

Al or BTP capabilities that look good in
demonstrations but lack lifecycle integration
(DevOps, ALM and testing)

Extensions built in ways that are
not upgrade-safe and break during
quarterly releases

Over dependence on generic LLM behavior
without grounding in enterprise data

e No defined governance for Al model/prompt
changes

Managed Cloud Services for SAP ERP

Leading providers assume end-to-end
responsibility for runtime resilience and security
across hybrid, private cloud and RISE with SAP
landscapes. They implement policy-as-code,
automated compliance checks and routinely
tested HA/DR playbooks. They standardize
platforms and configurations to streamline
upgrades, patching and incident management
across multi-system SAP estates.

Proof points for enterprises

e Documented HA/DR drills with actual
recovery times achieved versus targets

e Transparency into the provider's security
posture, including automated compliance
checks

e Evidence of end-to-end observability
correlating issues across infrastructure,
integrations and SAP applications

e A defined model for cloud cost visibility and
optimization, especially on hyperscalers

SAP ECOSYSTEM QUADRANT REPORT | APRIL 2026 6 G
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e Runbooks demonstrating automation for
provisioning, scaling, refreshes and patching

Frequent provider risks and gaps to monitor

e Fragmented accountability across
infrastructure, applications and integrations

e Limited transparency into cloud
consumption with unexpected cost spikes

e |nadequate disaster recovery readiness,
for example, plans untested under realistic
failure scenarios

e QOver reliance on manual monitoring that
cannot scale to hybrid environments

Outlook for U.S. enterprises (12-24 months)

U.S. enterprises will keep favoring standardized
routes to S/AHANA with measurable value
checkpoints and provable clean-core controls.
Al will become a platform norm, establishing
automated test baselines, ABAP modernization
copilots and L1-to-L2 triage — expanding

only where audit trails and rollback are in
place. GROW with SAP will proliferate across
subsidiaries and carveouts, while RISE with
SAP will underpin complex estates seeking
cloud economics without losing risk control.
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Sustainability and regulatory reporting will
progress through analytics-first approaches
before broader module rollouts.

Recommended actions for enterprises

e Select the transformation lane and secure
industrialized delivery capabilities: Choose
greenfield, brownfield or SDT based on data
quality and risk appetite, and contract for
conversion, testing and data factories that
make execution repeatable across waves.

e Embed value realization into the contract:
Tie acceptance to KPl improvements,
not just go-live, and ensure automated
regression testing and extension guardrails.

e Scale Al safely: Start with delivery and
run assistants under human approval,
and expand autonomy only where
explainability, data controls and rollback
mechanisms are proven.

Recommended actions for providers

e Measurable clean-core governance: Publish
extension catalogs, code decommissioning/
refactoring roadmaps, and upgrade-
safe regression suites validated against
quarterly releases.

© 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED.

o Industrialize Al: Embed Al across the SDLC

and operations with human-in-the-loop
controls and observable pipelines, and move
beyond pilots.

End-to-end accountability with financial
transparency: Present one accountable
operating model across advise/build/run,
with clear FinOps and resilience metrics

for business sponsors.

Clean core has become a
governance system — code
decommissioning/refactoring,
side by side extensions on

BTP, automated regression test
baselines and auditable change
management — to safely absorb
quarterly updates.

SAP ECOSYSTEM QUADRANT REPORT | APRIL 2026




Provider Positioning

1‘) Provider Positioning Page 10f 5
SAP SI4HAN'A System SAP SI4HAN.A System SAP Application Managed SAP. Business Al and Managed Cloud Services
Transformation — Transformation — Services Business Technology for SAP ERP
Large Accounts Midmarket Platform (BTP) Services

Accenture

Applexus

Atos

Birlasoft

Bristlecone
Capgemini

Clarkston Consulting
Coforge

Cognitus

Cognizant

*
1SG Provider Lens

Leader Not In Leader Leader Leader

Leader Product Challenger Rising Star % Product Challenger

Product Challenger Product Challenger Product Challenger
Product Challenger Product Challenger Product Challenger

© 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED. SAP ECOSYSTEM QUADRANT REPORT | APRIL 2026 8 G




Provider Positioning
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Introduction

Key focus
areas for SAP
Ecosystem
2026 study.

Simplified lllustration Source: ISG 2026

SAP S/4HANA System
Transformation — Large Accounts

SAP S/4HANA System
Transformation — Midmarket

SAP Application Managed Services

SAP Business Al and Business
Technology Platform (BTP) Services

Managed Cloud Services for
SAP ERP
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Definition

In 2025, SAP sharpened its focus on guiding
enterprises through digital transformation

by enhancing core ERP, cloud, HXM and Al
capabilities. As SAP ERP Central Component
(ECC) nears the end of mainstream support in
2027 and Compatibility Scope rights expire in
2025, enterprises are accelerating the shift to
SAP S/4HANA. SAP supports this transition
through RISE with SAP for orchestrated

cloud transformations and GROW with SAP
for midsize firms adopting S/AHANA Cloud
Public Edition. These programs offer tailored
pathways, on-premises, private or public
cloud, anchored by SAP Business Technology
Platform (BTP) to maintain a clean digital core

and enable scalable innovation. Enterprises are

leveraging SAP SuccessFactors to modernize
HR with Al-powered talent management and
workforce intelligence. The 2025 releases
introduced Joule Agents for HR scenarios,
enhancing personalization and skill-based
development. Across business functions,
SAP Business Al, embedded in over 400
scenarios, boosts automation and decision-
making. Joule Studio and SAP Business

Data Cloud enable enterprises to create
custom agents and unify their data. With

Al governance certified to ISO 42001, SAP
ensures the secure, ethical deployment of Al.
The evolution of SAP ecosystem reflects its
commitment to enterprise agility, resilience
and future readiness. The ISG Provider Lens®
2026 study focuses on these key areas

of requirement for SAP and its clients. In
addition to the SAP S/4AHANA transformation,
this year's study assesses service providers’
capabilities across application management,
SuccessFactors HCM, SAP Business Al, BTP
and managed cloud services.

SAP ECOSYSTEM QUADRANT REPORT |  APRIL2026 13 G



Introduction

Scope of the Report

This ISG Provider Lens® quadrant report

covers the following five quadrants for
services/solutions: SAP S/AHANA System
Transformation — Large Accounts; SAP
S/AHANA System Transformation — Midmarket;
SAP Application Managed Services; SAP
Business Al and Business Technology

Platform (BTP) Services and Managed Cloud
Services for SAP ERP.

This ISG Provider Lens® study offers
IT decision-makers:

e Transparency on the strengths and
weaknesses of relevant providers

o A differentiated positioning of providers by
segments (quadrants) on their competitive
strengths and portfolio attractiveness

e Focus onthe U.S. market

Our study serves as the basis for important
decision-making by covering providers’
positioning, key relationships and go-to-market
considerations. ISG advisors and enterprise
clients also use information from these reports
to evaluate their existing vendor relationships
and potential engagements.
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Provider Classifications

The provider position reflects the suitability

of providers for a defined market segment
(quadrant). Without further additions, the
position always applies to all company sizes
classes and industries. In case the service
requirements from enterprise customers differ
and the spectrum of providers operating in

the local market is sufficiently wide, a further
differentiation of the providers by performance
is made according to the target group for
products and services. In doing so, ISG either
considers the industry requirements or the
number of employees, as well as the corporate
structures of customers and positions providers
according to their focus area. As a result, ISG
differentiates them, if necessary, into two client
target groups that are defined as follows:

e Midmarket: Companies with 100 to 4,999
employees or revenues between $20 million
and $999 million with central headquarters
in the respective country, usually privately
owned.

© 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED.

e Large Accounts: Multinational companies
with more than 5,000 employees or revenue
above $1 billion, with activities worldwide
and globally distributed decision-making
structures.

The ISG Provider Lens® quadrants are created
using an evaluation matrix containing four
segments (Leader, Product & Market Challenger
and Contender), and the providers are
positioned accordingly. Each ISG Provider Lens®
quadrant may include a service provider(s)
which ISG believes has strong potential to
move into the Leader quadrant. This type of
provider can be classified as a Rising Star.

e Number of providers in each quadrant:
ISG rates and positions the most relevant
providers according to the scope of the
report for each quadrant and limits the
maximum of providers per quadrant to
25 (exceptions are possible).

SAP ECOSYSTEM QUADRANT REPORT | APRIL 2026




Introduction

A
") Provider Classifications: Quadrant Key

Product Challengers offer a product and
service portfolio that reflect excellent service
and technology stacks. These providers and
vendors deliver an unmatched broad and deep
range of capabilities. They show evidence of
investing to enhance their market presence
and competitive strengths.

Contenders offer services and products
meeting the evaluation criteria that qualifies
them to be included in the IPL quadrant. These
promising service providers or vendors show
evidence of rapidly investing in products/
services and follow sensible market approach
with a goal of becoming a Product or Market
Challenger within 12 to 18 months.

*
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Leaders have a comprehensive product and
service offering, a strong market presence and
established competitive position. The product
portfolios and competitive strategies of Leaders
are strongly positioned to win business in the
markets covered by the study. The Leaders also
represent innovative strength and competitive
stability.

Market Challengers have a strong presence

in the market and offer a significant edge

over other vendors and providers based

on competitive strength. Often, Market
Challengers are the established and well-known
vendors in the regions or vertical markets
covered in the study.

© 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED.

% Rising Stars have promising
portfolios or the market experience
to become a Leader, including the
required roadmap and adequate
focus on key market trends

and customer requirements.
Rising Stars also have excellent
management and understanding
of the local market in the studied
region. These vendors and

service providers give evidence of
significant progress toward their
goals in the last 12 months. ISG
expects Rising Stars to reach the
Leader quadrant within the next 12
to 24 months if they continue their
delivery of above-average market
impact and strength of innovation.

Not in means the service provider
or vendor was not included in this
quadrant. Among the possible
reasons for this designation:

ISG could not obtain enough
information to position the
company; the company does

not provide the relevant service
or solution as defined for each
quadrant of a study; or the company
did not meet the eligibility criteria

for the study quadrant. Omission
from the quadrant does not imply
that the service provider or vendor
does not offer or plan to offer this
service or solution.

SAP ECOSYSTEM QUADRANT REPORT | APRIL2026 15 G




SAP S/AHANA System
Transtormation — Large Accounts



Who Should Read This Section

This report is valuable for providers offering SAP S/4HANA system transformation services in the
U.S. to understand their market position and for enterprises looking to evaluate these providers.
The quadrant assesses the capabilities of providers' SAP S/4AHANA consulting and implementation

services for large system transformations.

Chief information officers (CIOs)

Should read this report to evaluate the capabilities of SAP-certified providers in driving large-
scale ERP transformations. Understanding provider strengths in innovation, compliance and
global delivery is critical for ClOs to ensure their organizations achieve operational resilience and
scalability. This report enables ClOs to identify partners that can embed Al and automation into

SAP programs, accelerating time-to-value and competitive agility.

Procurement and vendor management teams

Should use this report to benchmark SAP service providers based on certifications, delivery
maturity and innovation strength. The report simplifies vendor evaluation and shortlisting, ensuring
alignment with enterprise procurement standards. By leveraging these insights, teams can

negotiate effectively and choose partners that offer cost efficiency and strategic value.

*
ISG Provider Lens © 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED.

SAP program directors

Should use this report to assess providers' ability to execute greenfield, brownfield and bluefield
migrations efficiently. The report provides insights into tools, accelerators and delivery models
that reduce complexity and risk during transformation. By leveraging these insights, program
directors can select partners that align with strategic goals and ensure smooth execution of
SAP S/AHANA initiatives.
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SAP Ecosystem
SAP S/AHANA System Transformation — Large Accounts
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This quadrant assesses
providers' capabilities
In guiding enterprises
to modern SAP
platforms, focusing on
cloud adoption, clean
core modernization,
and reliable, low

risk transformation
executlon.

Tarun Vaid
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SAP S/AHANA System Transformation — Large Accounts

Definition

This quadrant evaluates SAP-certified Eligibility Criteria . Tools and accelerators to Business Application
providers that lead transformation programs 1 : g - : : et f Programming (ABAP)
moving from ECC 6.0 to SAP S/4AHANA. It S S ae extensibility mod

includes conversions from ECC 6.0, net-new
implementations, and selective migrations,
such as greenfield, brownfield and bluefield
across cloud and on-premises environments,
including RISE with SAP. These providers
embed Al, predictive analytics and intelligent
automation to accelerate decision-making
and compliance. They specialize in managing . e
complex, multi-instance SAP landscapes with SAP S/4HANA development,

strict regulatory needs, ensuring secure cloud integration and testing, wit delivery

migration, resilient operations and faster at least two implementations of . B i in central finance,
time to value. Their expertise spans global S/AHANA in the last 12 months supply chain, business model
rollouts, public company governance and : : . transformation and industry-
industry-specific controls, enabling scalable . Advisory and implementation sieiie sl ene

innovation across finance, supply chain and experience in greenfield and p

the digital core. Providers stand out through brownﬁeld deployments . Al-driven transformation
strong innovation road maps, robust partner or transformation frameworks, clean core
ecosystems and deep talent pools that drive . . enablement and Advanced

scalable enterprise-wide transformation.
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Observations

Enterprises are steadily transitioning from
legacy ERP to SAP's modern digital core, with
most choosing cloud to accelerate upgrades,
reduce IT effort and enable flexible scaling. SAP
modernization is no longer a single, monolithic
ERP program; enterprises are pursuing
modular, industry-specific roadmaps that
leverage side-by-side extensions on SAP BTP,
hyperscaler-native Al and analytics, provider
accelerators, and composable, clean-core
architectures that externalize innovation. As a
result, the transformation focus is shifting
outside the ERP core. A strong emphasis is
placed on simplifying the system by keeping
the core clean and using ready made industry
process templates to reduce design time and
ease future updates. For large enterprises, the
mandate has evolved from move to S/4AHANA to
modernize without disruption, reflecting a shift
from reluctance to risk aversion.

Most large enterprises carry 10-20 years of
customizations, industry extensions and
regulatory constraints. A pure greenfield
approach often exceeds their risk tolerance,
while a pure brownfield approach preserves
too much technical debt. Selective data

*
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transformation/bluefield offers a pragmatic
middle path: modernize high-value process
areas, retain stable components and clean
the core without a full rebuild. The adoption of
the bluefield approach has grown by over 120
percent in the last two years.

From the 45 companies assessed for this study,
28 qualified for this quadrant, with 11 being
Leaders and one a Rising Star.

>
accenture

Accenture brings Al-driven S/AHANA delivery,
myConcerto-enabled value tracking and strong
governance for large multi-country programs.
Deep industry assets and business technology
platform (BTP)-aligned accelerators shorten
design cycles and support scalable, low-risk
transformation.

Capgomini@s

Capgemini brings an Al-first delivery model,
strong U.S. industry paths and automation-led
S/AHANA modernization. Its outcome-driven
value office, rapid Al use-case rollout and
sector accelerators help enterprises accelerate
adoption, reduce costs and sustain clean

core operations.

© 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED.

€& cognizant

Cognizant accelerates S/AHANA with
conversion tools, GenAl agents and strong
brownfield expertise. Its RISE credentials
and industry solutions such as Utility4U and
MfgXpress improve compliance, compress
design cycles and deliver rapid time-to-value
for U.S. enterprises.

Deloitte

Deloitte applies its Kinetic Enterprise
framework, Al-enabled conversion and
testing tools and BTP-aligned accelerators
to streamline complex S/AHANA programs.
IndustryEdge templates and global rollout
assets ensure consistent, scalable and clean
core modernization.

EY

EY's Flow framework automates S/4AHANA
delivery through Al-driven planning, testing
and deployment. Composable ERP supports
modular, API-first extensibility, while its
extensive global SAP practice and sector
coverage strengthen execution for complex
enterprise programs.

HCLTech

HLTech's Elevate and BridgeS/4AHANA
frameworks guide value-led S/AHANA
transformation, supported by CloudSMART
migration and Syniti/Natuvion tools. AlForce.
SAP and BTP governance accelerators reduce
custom code and enable scalable, industry-
specific modernization.

IBM drives complex S/AHANA programs
through consulting-led design, hybrid
migration using Rapid Move and strong
automation, supported by proven scale and
Watson-enabled intelligence. Its industry
models and global delivery ensure reliable,
compliant transformation.

Infosys

Infosys accelerates S/AHANA journeys with an
Al-first lifecycle, industrialized toolsets for code,
data and testing and a strong SAP partnership.
Its automation-rich approach strengthens clean
core adoption, impact analysis and scalable,
cross-industry transformation.
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LTIV

LTM unifies advisory-to-execution with clean
core blueprints, Al-native accelerators and
industry-specific solution packs. Its design
clarity, automation and BTP-driven extensibility
reduce customization, improve readiness and
enable predictable S/AHANA modernization.

TCS blends GenAl-enabled delivery with

deep accelerators such as Crystallus and
ConvertCore, improving velocity and clean
core outcomes. Its industry solutions, BTP
extensibility and automation factories support
scalable, high-quality transformations across
global enterprises.

Wipro applies an Al-first S/AHANA approach
with eSymphony, Apex and conversion
accelerators, supported by extensive

industry templates. Its RISE credentials,

cloud automation and BTP assets enhance
modernization acceleration, compliance, clean
core adoption and global execution.

N\
X TECHNOLOGY

DXC Technology (Rising Star) delivers
industrialized clean core modernization with
unified advisory-to-run execution, migration
factories and governed templates. Its full-stack
modernization and BTP-enabled innovation
streamline multi-country rollouts and drive
continuous post-go-live improvement.

*
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HCLTech

Overview

HCLTech is headquartered in Noida,
India. It has more than 223,400
employees worldwide. In FY25, the
company generated $13.8 billion in
revenue. HCLTech's SAP S/AHANA
transformation services include
end-to-end solutions that leverage

Al, automation and industry-specific
templates. With over 10,000 SAP
professionals in the U.S., it offers deep
industry expertise and innovative tools
to deliver efficient and value-driven
transformations for clients. HCLTech
couples industrialized S/AHANA delivery
with Al-first execution across advisory,
migration and run functions.

*
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Strengths

Industrialized transformation framework:
HCLTech's ELEVATE and BridgeS/4HANA
tools shape S/AHANA assessments, roadmap
design and business case creation using
ColourSmart and Value Sentinel. Activate+
drives value-centric delivery, while ProjectXM
captures project sentiment. CloudSMART
supports cloud migration, with Syniti,
Natuvion and major hyperscalers, enabling
data and infrastructure transformation.

Al-first and BTP-focused modernization:
HCLTech's approach, through its AlForce.SAP
and deep collaboration with SAP's Al and BTP
teams, embed agentic automation across
design, build, testing and run. Its Joule-
aligned accelerators, integration frameworks
and BTP governance tools streamline
extension, integration and modernization,

© 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED.

“HCLTech leads in the U.S. with its industrialized, Al-

CQ? first S/AHANA engine, Base90, Activate+, Migrate+

Leader

and AlForce.SAP offerings, amplified by a 360°
SAP partnership, consistently converting enterprise
complexity into scaled clean core and

BTP-powered value.”

Tarun Vaid

helping enterprises reduce their dependency
on custom code and accelerating innovation
on clean core architectures.

Industry-specific solutions: HCLTech
extends S/4HANAS standard industry
capabilities with software IP, accelerators
and templates. Its portfolio includes
iMRO/4 for aerospace MRO, Segmentation
for life sciences supply chains and iPEO
for advanced manufacturing. BASE9Q
templates accelerate delivery across A&D,
utilities, manufacturing and life sciences,
with midmarket models for packaging,
retail and agribusiness.

Caution

HCLTech should accelerate the maturity of its
GenAl-enabled delivery, strengthen Base90
activation and enhance Activate+ execution.
A robust use of intelligent migration tooling
and robust OCM frameworks is needed to
reduce delivery friction, improve adoption
and enhance competitiveness.
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Who Should Read This Section

This report is valuable for providers offering SAP S/4HANA system transformation services in the
U.S. to understand their market position and for enterprises looking to evaluate these providers. In
this quadrant, ISG highlights the current market positioning of these providers based on the depth

of their service offerings and market presence.

Chief information officers (CIOs)

Should read this report to evaluate the capabilities of SAP-certified providers in driving SME-
focused ERP transformations. Understanding provider strengths in innovation, compliance and
global delivery is critical for ClOs to ensure their organizations achieve operational resilience and
scalability. This report enables them to identify partners that can embed Al and automation into

SAP programs, accelerating time-to-value and competitive agility.

Procurement and vendor management teams

Should use this report to benchmark SAP service providers based on certifications, delivery
maturity and innovation strength. The report simplifies vendor evaluation and shortlisting, ensuring
alignment with enterprise procurement standards. By leveraging these insights, teams can

negotiate effectively and choose partners that offer cost efficiency and strategic value.

*
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SAP program directors

Should read this report to assess providers' ability to execute greenfield, brownfield and bluefield
migrations efficiently. The report provides insights into tools, accelerators and delivery models
that reduce complexity and risk during transformation. By leveraging these insights, program
directors can select partners that align with strategic goals and ensure smooth execution of
SAP S/AHANA initiatives.
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SAP S/4AHANA System Transformation — Midmarket

Definition
This quadrant evaluates SAP-certified providers Eligibility Criteria
delivering agile SAP S/4AHANA transformations 1. SAP certifications

for small and midmarket clients with regional
operations and moderate complexity. Providers
use industry-specific templates, packaged

solutions and RISE with SAP and GROW with - 0S ae
SAP programs to accelerate deployment, SAP S/4HANA development

reduce cost and minimize disruption. They integration and testing, with
emphasize secure cloud adoption, embedded at least one SMEijCllsed
cybersecurity and sustainability-driven implementation in the
operations. Providers leverage automation, Al / S

and analytics to enhance decision-making and Pre advisory and
resilience. Strong partner ecosystems, skilled 1mp1ementat10n experience

talent and preconfigured accelerators enable

rapid time to value. Support for multitenant

environments, regulatory compliance

and ESG reporting is increasingly critical including ABAP code

for SMEs seeking scalable innovation and ’ - L simplification, clean core

long-term growth. LA - enablement and extensibility
S ¢ ‘ via SAP BTP

im lementatlono timization,
accelerators, preconﬁgured P P

templates and 1ndustr

Partnershlps w1th SAP and
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Observations

Across providers, SAP S/4HANA transformation
is consistently positioned as a business led
modernization journey rather than a one time
technical migration, with structured, end-to-
end lifecycles that begin with assessment

and roadmapping, progress through

migration and deployment, and extend into
post go live optimization and innovation.
Brownfield conversion remains the most
common entry path due to risk, cost and
continuity considerations, but it is increasingly
combined with selective redesign, clean core
rationalization and phased optimization,

while greenfield is reserved for major process
reengineering or landscape simplification.
There is strong convergence on the clean core
principle, with providers advocating minimal

in core customization and the systematic
movement of extensions, integrations, analytics
and automation to SAP BTP.

SAP BTP is universally positioned as the
innovation and extensibility layer, supporting
integration, data, analytics, application
development and automation during and after

*
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migration. Industrialized delivery models and
migration factories are widely emphasized to
improve predictability, speed and scalability,
supported by proprietary accelerators for
assessment, data migration, custom code
remediation, testing and governance. Al and
GenAl are embedded across the transformation
lifecycle for code analysis and remediation, test
automation, documentation, process discovery
and delivery productivity, with growing
references to agent-based or autonomous
capabilities. Success is increasingly linked to
data quality and governance, organizational
change management and measurable value
realization, with most providers positioning
S/AHANA as a foundation for continuous
improvement and integration with adjacent
SAP and non-SAP platforms rather than a
standalone ERP replacement.

From the 45 companies assessed for this study,
24 qualified for this quadrant, with seven being
Leaders and one Rising Star.

© 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED.

AtoS

Atos’ Vision4Future framework, RISE++ and
GROW propositions, advanced preconfigured
solutions (APS) and agentic Al toolchain (VITA)
reflect a structured, accelerator-led approach to
S/AHANA adoption.

Birlasoft

Birlasoft's approach is anchored in the
enhanced SmartMOVE framework, industry-
aligned SmartEDGE clean core templates
and a growing portfolio of Al- and GenAl-led
accelerators such as the SmartAssist copilot
suite and the Cogito GenAl platform.

Cognitus

Cognitus positions itself as a transformation-
focused S/AHANA partner, leveraging its
Cognitus Data Migration platform, CVI COE and
SAP Cloud ALM automation to industrialize
public cloud delivery.

HEXAWARE

Hexaware's S/AHANA capabilities are
supported by proprietary Al-driven accelerators,
SAP BTP-based clean core extensions,

industry solutions, such as SAP Proaxia VSS,
and agentic Al use cases, including 3-way
matching automation.

Hitachi Digital Services

Hitachi Digital Services' approach is structured
around outcome-driven transformation,
supported by proprietary accelerators

such as H4Bridge, H4Auto and H4Chem,

along with automation tools for code
remediation and migration.

O nTTDaTa

NTT DATA combines industry-specific
S/AHANA templates with automation, GenAl-
enabled delivery through its aXet platform and
asset-based consulting.
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A SYNTAX

Syntax delivers SAP S/4AHANA services through
an advisory-led, structured transformation
framework anchored in its Power of Next
program and the broader Syntax Compass
lifecycle model.

KaarTech

KaarTech (Rising Star) demonstrates structured
and scalable SAP S/AHANA capabilities

built on robust domain specialization,
proprietary automation platforms and strong
SAP collaboration.

*
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SAP Application
Managed Services




Who Should Read This Section

This report is valuable for providers offering SAP application managed services (AMS) in the U.S.
to understand their market position and for enterprises looking to evaluate these providers. In this
quadrant, ISG highlights the current market positioning of these providers based on the depth of

their service offerings and market presence.

Chief information officers

Should read this report to evaluate SAP-certified providers’ capabilities in delivering intelligent,
end-to-end application managed services. Understanding provider strengths in automation,
Al-driven support and proactive optimization is critical for CIOs to ensure operational resilience
and cost efficiency. This report helps ClOs identify partners that align AMS with business KPIs and

enable continuous improvement across ECC, S/4AHANA and SAP cloud landscapes.

SAP program directors

Should read this report to assess providers' ability to manage complex SAP environments through
intelligent AMS frameworks. The report provides insights into providers' tools, accelerators

and Al-driven approaches for incident management, testing and change control. By leveraging
these insights, program directors can select partners that deliver predictable SLAs and minimize

disruption during ongoing operations.

*
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Procurement teams

Should read this report to benchmark AMS providers based on certifications, delivery maturity and
innovation strength. The report simplifies vendor evaluation and shortlisting, ensuring alignment
with enterprise procurement standards. By leveraging these insights, procurement teams can
negotiate effectively and choose partners that offer cost efficiency and strategic value for long-

term AMS engagements.

Risk and compliance officers

Should read this report to assess providers' ability to maintain governance and compliance during
AMS delivery. Understanding capabilities in change management, version control and secure
operations is critical for mitigating risks. This report enables officers to select partners with strong

credentials and proven experience in regulated environments.
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This quadrant evaluates
providers’' capability to
deliver stable, proactive,
automation led SAP
operations with high
availability, strong
security and continuous
Improvement across
cloud and hybrid
environments.

Tarun Vaid
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SAP Application Managed Services

Definition

This quadrant evaluates SAP-certified providers
offering end-to-end application managed
services (AMS) across ECC, S/4HANA and
SAP cloud landscapes. Providers must deliver
intelligent, proactive services, including
application optimization, Al-driven L1-L3
support, testing, incident and problem
management and integration with SAP product
support. Key capabilities include automation,
predictive analytics, DevOps, agile delivery
and integration with SAP Solution Manager
and Cloud Application Lifecycle Management
(ALM). ABAP remains crucial to custom code
management, modernization and extensibility.
Providers must support improvement, version
control and change management while
aligning AMS with business KPIs. They must
offer managed services, including application
optimization, application support and testing
for SAP. Providers offer expertise, tools and
accelerators to manage applications and align
with clients’ IT and business objectives; those
with the SAP Partner Center of Expertise
certification receive high ratings.

*
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Eligibility Criteria

1

Application optimization, support
and testing f solutions

Incident management, ticketing

tools, SAP Solution Manage

documentation, all 1tial
lonal

Use of Al for quality 1mprovement
and DevOps automation g
with inte

Resources and skillsets to
solve challenges, improve
performance and deliver SLAs,

Automation of t
use of Al and ML with

Experience handling
complex and large SAP
solution

ent

ABAP rnodermzatlon and

on of SAP’s
Serv1ce Pack Stack (SPS) updates,
business impact prediction,
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SAP Application Managed Services

Observations

Application support is shifting from reactive
ticket handling to a proactive, prevention-
focused model. Modern AMS use automation,
continuous monitoring and Al-enabled
assistants to detect issues earlier, guide users
and resolve routine problems automatically.
Centralized, around-the-clock command
centers orchestrate operations to reduce
manual effort and improve response times. As
aresult, enterprises are realizing fewer support
tickets, faster resolution and more predictable
system performance.

Service contracts are evolving toward business-
aligned models that reward improvements in
availability, user experience and stability rather
than just effort expended. Modern AMS now
incorporates ongoing governance, security
controls, cost optimization and support for
cloud environments. A continued focus on
keeping the ERP core clean ensures systems
remain easier to update and manage over
time. The main challenges include upskilling
teams, coordinating multiple vendors and
maintaining clear KPIs. Overall, AMS is

*
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becoming a strategic function that maintains
system reliability while continually improving

it. The overall quadrant tightens as Product
Challengers mature capabilities, but Leaders
continue to differentiate through deeper
automation, operational resilience, and a
proven ability to manage complex, multimodule
SAP environments.

From the 45 companies assessed for this study,
31 qualified for this quadrant, with 13 being
Leaders and two Rising Stars.

>
accenture

Accenture GenWizard is an Al-led automation
platform that reinvents how teams work by
combining GenAl with a resilient, plug-and-play
digital core.

Capgomini@s

Capgemini combines S/4AHANA-led digital core
transformation with cloud-agnostic managed
services, Al-driven operations and industry-
aligned product-centric delivery models.

© 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED.

€ cognizant

Cognizant delivers predictive, insight-

driven support across S/4AHANA, SAP Cloud
applications and BTP through proprietary
platforms such as Cognizant Neuro® IT
Operations, ApplLens, SAP-certified automation
center and the BOTS Framework.

Deloitte

Deloitte’s outcome-centric approach to Al
with SAP helps organizations move beyond
automation to realize measurable business
value by pairing Al capabilities with SAP’s
cloud-based business suite.

-\~
n.. TECHNOLOGY

DXC Technology positions SAP AMS as a

run service and a foundation for continuous
optimization and clean-core, future-ready SAP
landscapes, supported by a global SAP CoE and
frameworks such as EDGE and CES Operate.

EY

EY's SAP AMS delivers Al-enabled, end-to-end
application management on SAP S/AHANA
Cloud, combining run, optimize and governance
services with robust domain expertise.

HCLTech

HCLTech positions SAP AMS as a continuous
value transformation lever, anchored by
proprietary platforms such as AlForce.

Ops, structured frameworks such as the
Digital Transition Framework and COMPASS
and extensive use of agentic Al across
operations and business processes.

IBM differentiates itself through a uniquely
integrated approach to SAP application
managed services, blending GenAl,
automation and end-to-end accountability
at enterprise scale.
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Infosys

Infosys demonstrates strong depth in SAP AMS
through its ValuePLUS framework, underpinned
by the Infosys Topaz Fabric platform.

LTm

LTM differentiates through proprietary
accelerators, an Al agent suite and a
structured modern operations framework
spanning resilience, UX, delivery efficiency,
business value and agility.

UOS e

TCS embeds GenAl, AlOps and intelligent
monitoring into ERP support, enabling proactive
optimization, self-healing workflows and UX
improvements beyond SLAs.

*
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TECH

mahindra
Tech Mahindra's AMS framework combines
proprietary platforms such as AIOpsNX™,
GAIA AlOps, Epsilon and NAD 2.2 with SAP-
native tools to enable predictive operations,
automation-led delivery and outcome-oriented
governance across complex, multi-industry
SAP landscapes.

Wipro combines DevOps-aligned AMS,
agentic Al, observability and industry-specific
accelerators under its eSymphony framework,
enabling measurable productivity gains, ticket
reduction and operational resilience across
complex SAP landscapes.

© 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED.

Hitachi Digital Services

Hitachi Digital Services’ (Rising Star) AMS is
differentiated by an AlOps-enabled support
model, proprietary automation tools, and
the HFusion Assure governance framework,
aligning SAP operations with SAP best
practices, clean-core principles, and
cloud-first strategies.

O nNTTDaTa

NTT DATA's (Rising Star) SAP Intelligent AMS
provides end-to-end application management
services across the full application lifecycle,
leveraging analytics, automation and Agile
delivery models.
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HCLTech

Overview

HCLTech is headquartered in Noida,
India. It has more than 223,400
employees worldwide. In FY25, the
company generated $13.8 billion in
revenue. HCLTech integrates agentic Al
into SAP AMS through technical skill-
based Al agents and business capability-
aligned SME agents. These agents
operate autonomously or in collaborative
assistive mode, supporting observability,
incident response, governance and
self-healing. With over two decades

of SAP AMS experience, the company
has evolved from traditional support

to an intelligent, agentic Al-enabled,
outcome-driven model.

*
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Strengths

Al-first AMS architecture: HCLTech's SAP
AMS are explicitly designed around an
Al-first operating model, embedding Al

and GenAl across the full AMS lifecycle.
The capabilities span Al-driven operations,
business workflows and development, with
autonomous and assistive Al agents handling
ticket triage, diagnostics, remediation and
continuous learning. This architecture
enables progressive movement toward
autonomous, self-learning AMS.

Platform depth: HCLTech's proprietary
AlForce.Ops platform provides intelligent
observability, ticket triaging, automation,
knowledge management and virtual
assistants. With over 100 ready-to-deploy
SAP use cases across basis, security and
functional areas, AlForce.Ops enables

© 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED.

“HCLTech differentiates its SAP AMS through

CQJ the AlForce.Ops platform, embedding Al-driven

Leader

Tarun Vaid

platform-driven SAP AMS delivery
with measurable reductions in MTTR,
effort and operational spend.

Industrialized AMS delivery: HCLTech
brings industrialization to SAP AMS
through standardized archetypes, shared

services, SRE practices and Lean initiatives.

Frameworks such as the Dreyfus-aligned
skills model, Knowledge Academy and
enterprise-wide best-practice platforms
ensure delivery consistency, cross-skilling
and scalability across SAP environments.

SAP ECOSYSTEM QUADRANT REPORT | APRIL 2026

automation and observability into an industrialized
AMS delivery model.”

Caution

HCLTech positions itself as an Al- and
agent-driven AMS provider. However, it
should focus on demonstrating how these Al
agents operate in conjunction with human
teams and showcase the tangible client
benefits achieved through this blended
operating model.




SAP Business Al and Business
Technology Plattorm (BTP) Services



Who Should Read This Section

This report is valuable for service providers offering SAP business Al and business technology
platform (BTP) services in the U.S. to understand their market position and for enterprises looking
to evaluate these providers. In this quadrant, ISG highlights the current market positioning of these

providers based on the depth of their service offerings and market presence.

Chief information officers

Should read this report to evaluate providers' ability to deliver intelligent, Al-powered solutions
through SAP business Al and SAP BTP. Understanding capabilities in GenAl, predictive analytics
and modular architectures is critical for ClOs to shape innovation strategies and future-proof
their SAP investments. This report helps them identify partners that enable scalable, secure and

outcome-driven digital transformation across complex enterprise environments.

SAP program directors

Should read this report to assess providers' expertise in designing and implementing SAP BTP
services integrated with business Al. The report highlights providers that offer accelerators,
reference architectures and low-code/no-code tools for rapid deployment. These insights help
directors select partners that align transformation programs with business objectives while

embedding Al-driven automation and decision intelligence.

*
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Procurement teams

Should read this report to benchmark providers' certifications, delivery maturity and innovation
capabilities in SAP BTP and business Al. The report simplifies vendor evaluation by highlighting
accelerators, reference architectures and proven success stories. These insights help procurement
teams negotiate effectively and choose partners that offer strategic value and cost efficiency for

Al-driven SAP programs.
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SAP Business Al and Business Technology Platform (BTP) Services

Definition

This quadrant assesses service providers Eligibility Criteria . Ability to support composable
that specialize in designing, building and 1 lity to deliver consulting bus1ness models S

integrating SAP Business Al and SAP Business desigi‘l . implementation' 2

Technology Platform (SAP BTP) to deliver
intelligent, modular and industry-specific
solutions. SAP Business Al, which is embedded
throughout SAP's suite of applications, utilizes
generative Al (GenAl), ML and predictive . Expertise in deploying GenAl,
analytics to automate routine tasks, enhance ML and predictive analytics
strategic planning and support improved Wlthln SAP appllcatlons T‘ ) dr]
decision-making. To be recognized, providers O
must demonstrate strong capabilities

across SAP BTP services, including data . Availability of ready-to-deploy
orchestration, event-driven architecture, solutions, reference architectures

ABAP Cloud extensibility and low-code/no- and accelerators built on SAP
code development through SAP Build. These

providers focus on enabling scalable innovation,
Al-powered process automation, and rapid
deployment by leveraging industry-specific
reference architectures. Additionally, they are
evaluated on their ability to deliver secure,
sustainable and outcome-oriented digital
transformation across complex and diverse
enterprise environments.

Integration of proprietary Al

models via SAP Al Core and
g with the

*
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SAP Business Al and Business Technology Platform (BTP) Services

Observations

Across providers, SAP Business Al and SAP
BTP are positioned as inseparable pillars of
SAP modernization — BTP as the standard
layer for extensibility, integration, data and
governance, and Business Al embedded across
both business processes and delivery lifecycles
rather than treated as a standalone innovation.
There is broad alignment on a clean-core, core-
and-edge architecture in which intelligence,
automation, analytics and customization are
shifted to BTP, while the digital core remains
stable and upgrade-ready. Al-first positioning

is now pervasive, with GenAl embedded into
software delivery, code remediation, testing,
documentation and migration factories,
alongside business-facing use cases in finance
automation, supply chain intelligence, HR
experiences and service operations.

Providers commonly position SAP Joule

and BTP Al services as orchestration layers
rather than end solutions, emphasizing
domain-trained models, agent-based patterns,
and integration with data platforms such

as Datasphere and Business Data Cloud.
Industrialization is a shared theme —

*
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standardized BTP build factories, reusable
accelerators and migration playbooks are
used to scale Al adoption beyond pilots
into repeatable programs. Governance, cost
control and data readiness are treated as
critical enablers, with FinOps, Al guardrails
and application-ready data highlighted as
prerequisites for sustainable Business Al.

Regulatory requirements, security
expectations and enterprise grade compliance
implicitly shape architectures and delivery
models, reinforcing the demand for

robust BTP governance and controlled Al
operationalization. Overall, SAP Business Al is
positioned less as experimentation and more
as a production capability delivered through
BTP, tightly linked to measurable productivity,
operational efficiency and long term platform
value rather than isolated innovation outcomes.

From the 45 companies assessed for this study,
29 qualified for this quadrant, with 12 being
Leaders and one a Rising Star.

© 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED.

>
accenture

Accenture embeds GenAl and agentic Al
across the SAP transformation lifecycle,
enabled by platforms such as Bewizard and
myConcerto and supported by a portfolio of
over 160 BTP accelerators.

Capgomini@s
Capgemini combines Al-first delivery, agentic
Al use cases, SAP BTP advisory leadership and

structured transformation governance through
frameworks such as DAN.

€ cognizant

Cognizant differentiates through SAP Business
Al-certified assets, GenAl-enabled migration
and operations frameworks, and industry-
aligned BTP solutions.

Deloitte

Deloitte employs a clean-core-led SAP
transformation approach that combines leading
practices with SAP BTP-based innovation and
the SAP partner ecosystem, underpinned by
Deloitte's Trustworthy Al framework to ensure
transparent, enterprise-grade Al adoption.

EY

EY embeds agentic Al, GenAl and automation
into SAP S/4AHANA programs and SAP BTP-
and SAP IBP-led transformations through
proprietary platforms such as EY Catalyst,
Transformation Sprint Platform (TSP)

and EY Flow.

HCLTech

HCLTech has developed a platform-centric
and innovation-led approach to SAP Business
Al and SAP BTP services, anchored by

its proprietary Al Force framework and deep
co-innovation with SAP.

IBM'’s capabilities span embedded Al (including
Joule), automation, GenAl-led delivery
transformation, hybrid cloud architectures

and BTP-enabled integration strategies,
delivering Al-augmented S/4HANA and RISE
transformations at scale.
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Infosys

Infosys has developed a comprehensive,
execution-focused portfolio in SAP Business Al
and SAP Business Technology Platform (BTP),
underpinned by an Al-first, cloud-first strategy.

LTIV

LTM's SAP Business Al and BTP capabilities
span agent-led automation, GenAl-
enabled business solutions, clean-core-
aligned BTP modernization and structured
adoption frameworks.

. TATA
l (:b CONSULTANCY
SERVICES

TCS stands out with its Human+Al operating

model and WisdomNext orchestration platform,

helping clients adopt Al across SAP programs
while maintaining flexibility in multi-vendor
enterprise landscapes.

TECH

mahindra
Tech Mahindra delivers BTP-based composable
industry solutions and Al copilots aligned to
SAP Industry Cloud, helping clients adopt
industry-relevant use cases rather than
generic Al deployments.

Wipro combines SAP Al Core, Document Al,
Integration Suite and Build Process Automation
with its proprietary HOLMES and Wipro
Intelligence™ platforms to deliver targeted,
side-by-side extensibility and Al enablement.

AtoS

Atos (Rising Star) provides packaged BTP
governance, data-to-Al accelerators, and
industrialized DevOps and AlOps operating
models to scale Al-driven innovation and deliver
measurable, governed transformation across
global SAP landscapes.
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SAP Business Al and Business Technology Platform (BTP) Services

HCLTech

Overview

HCLTech is headquartered in Noida,
India. It has more than 223,400
employees worldwide. In FY25, the
company generated $13.8 billion in
revenue. HCLTech offers comprehensive
SAP services, focusing on business
digitalization through cloud, Al-driven
insights and sustainable outcomes.

Its portfolio includes SAP S/AHANA
migrations, SAP BTP development,

and Al-powered automation with its
proprietary AlForce.SAP platform and
industry-aligned business transformation
solutions. HCLTech is recognized as

an SAP NextLevel BTP & Al Partner,
AppHaus Alliance Partner and

RISE Validated Partner.
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Strengths

Proprietary platform: HCLTech's AlForce.
SAP is a proprietary, agentic Al platform
built on SAP BTP that spans SAP and non-
SAP systems. It supports end-to-end SAP
transformation, SDLC and IT operations
use cases. The platform integrates with
existing enterprise tools, enables modular
and scalable Al adoption, and delivers
productivity gains across migration,
operations and industry processes without
replacing customer landscapes.

Embedded business Al approach:
HCLTech integrates SAP Business Al and
BTP services directly into its innovation,
process design and architecture
frameworks instead of running standalone
Al initiatives. Through frameworks such
as Intelligent Process Engineering and

© 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED.

“HCLTech demonstrates strong depth in SAP Business
CQU Al and BTP through its AlForce.SAP platform. It
embeds SAP Business Al into industry and LOB (line

Leader

of business) processes, delivering scalable SAP BTP-

based agents with tangible operational impact.”

Tarun Vaid

Qmodel Reference Architecture for SAP, the
provider ensures clean core alignment and
structured BTP adoption.

Industry-specific agents: HCLTech is
developing high-impact Al agents on SAP
BTP to extend core industry processes
across manufacturing, utilities, consumer,
life sciences and aerospace and defense.
These agents infuse Al into key LOB areas
such as supply chain, finance, sustainability,
planning, and HXM, covering use cases from
autonomous quality inspection and supply
chain mitigation to self-healing operations,
supplier onboarding and smart recruiting.

Caution

HCLTech has developed a proprietary
platform powered by agentic Al. However,
the company should place more emphasis
on showcasing published case studies that
demonstrate how it has implemented these
agentic Al capabilities and delivered tangible
benefits to clients in the U.S.
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Services for SAP ERP




Who Should Read This Section

This report is valuable for providers offering managed cloud services for SAP ERP in the U.S. to
understand their market position and for enterprises looking to evaluate these providers. In this
quadrant, ISG highlights the current market positioning of these providers based on the depth of

their service offerings and market presence.

Chief information officers

Should read this report to assess providers’ ability to securely operate SAP ERP in managed cloud
environments with predictable performance and cost control. The report highlights partners with
SAP and hyperscaler certifications, robust SLAs and governance models that reduce operational
risk. It helps ClOs select providers that balance resilience (availability and disaster recovery) with

modernization opportunities (S/AHANA readiness and cost optimization).

Transformation leads

Should read this report to evaluate providers' managed cloud operating models for SAP ERP
across private, public and hybrid setups. The report highlights capabilities in migration support,
cutover readiness and post-migration stabilization, covering monitoring, incident and problem
management, and change control. These insights help directors align roadmaps and SLAs with

business outcomes while ensuring smooth day-two operations.

*
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Procurement teams

Should use this report to benchmark providers' certifications, delivery maturity and managed
services scope for SAP ERP. The report enables a standardized comparison of incident processes,
automation toolsets, cost models and SLA frameworks aligned to ITIL and ISO standards. With
these insights, vendor managers can shortlist partners that meet compliance needs and negotiate

value-based contracts for enterprise-grade support.
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Managed Cloud Services for SAP ERP

Definition

This quadrant evaluates service providers that Eligibility Criteria
manage hybrid cloud environments, focusing N

on security access, infrastructure monitoring,
system availability, disaster recovery and data
compliance. These providers help clients
overcome technical barriers to migrating ERP
systems to the cloud, facilitating transitions
from private to public cloud or from on- SAP- and cloud-certified
premises setups. Expertise in maintaining SAP C 't 1nologies
operations, especially with S/AHANA and its :
in-memory database, is crucial. Providers must
demonstrate strong capabilities in data volume
management, application code management
and cloud cost optimization.

2, M
P in the
no ] ~

Typically, these service providers hold SAP
and cloud certifications, ensuring the secure
operation of S/AHANA in hybrid environments. ~loud T ors Wit
They offer the required managed services for S/4HANA specialization
on-premises operations. Leading providers use
advanced technologies and automation tools to
optimize post-migration operations, delivering
significant benefits to clients by effectively
meeting their infrastructure needs.

*
1SG Provider Lens © 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED. SAP ECOSYSTEM QUADRANT REPORT | APRIL2026 46 G



Managed Cloud Services for SAP ERP

Observations

Enterprises are steadily migrating SAP ERP
landscapes from traditional data centers to
cloud environments to improve reliability,
scalability and cost control. Providers focus on
stabilizing and securing operations throughout
this shift, delivering end-to-end services that
encompass migration, day-to-day operations,
disaster recovery, monitoring, security and
continuous updates. This integrated model
reduces infrastructure burden and enables
enterprises to concentrate resources

on business priorities, while maintaining
consistent performance and governance.

A common theme is simplifying operations
through automation. Providers use monitoring
tools, automated remediation, predictive
insights and standardized cloud operating
procedures to reduce manual effort, prevent
outages and improve system availability.
Security and regulatory compliance remain
central, with a strong focus on identity and
access management, data protection, audit
readiness and secure access controls. As
enterprises adopt cloud based ERP, disciplined
cost management — usage tracking,

*
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optimization dashboards and pay as you use
models — helps avoid overspending. Persistent
challenges include data cleanup, integrating
SAP with non SAP systems, minimizing
migration downtime and upskilling teams for
cloud operating models. Nonetheless, reported
outcomes are consistent: lower operating
costs, higher uptime, faster scaling and a
modernized foundation for future innovation.

From the 45 companies assessed for this study,
28 qualified for this quadrant, with nine being
Leaders and one a Rising Star.

>
accenture

Accenture |eads with cloud-first migration
playbooks, strong automation for resilient
SAP Ops and a lifecycle model that
stabilizes, optimizes and continuously
improves ERP environments, delivering
predictable modernization and sustained
operational value.

© 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED.

Capgemini @

Capgemini combines industrialized SAP Ops,
Al-first automation and deep hyperscaler
partnerships to deliver stable, compliant

and outcome-driven cloud operations. Its
standardized run model and integrated
toolchains improve reliability, acceleration and
modernization impact.

€ cognizant

Cognizant differentiates through strong
multicloud alliances, its cCAT framework for
structured ERP cloud journeys and certified
SAP Ops capabilities that elevate it from
executor to orchestrator, providing governed,
resilient and future-ready SAP cloud operations.

-\~
X TECHNOLOGY

DXC Technology’s unified Complete for SAP
model, embedded AlOps/FinOps automation
and deep hyperscaler engineering deliver
predictable, multi-region SAP operations.
Standardized controls and self-healing
workflows strengthen reliability and reduce
migration and run risk.

HCLTech

HCLTech advances SAP Cloud Ops with
AlForce.SAP automation, HyRISE hybrid
deployment for regulated clients and
industrialized migration to run tools. These
accelerators enhance stability, compliance,
cloud economics and confidence in complex
ERP modernization.

Infosys

Infosys unifies hyperscaler-aligned cloud
engineering, automation-first operations
and modernization accelerators to deliver
resilient, cost-efficient SAP estates. Its
AlOps, containerization and self-healing
fabric enhance uptime, acceleration and
predictable run performance.

kyndryl

Kyndryl blends strong multicloud delivery
with an integrated model spanning Consult,
Bridge and Vital. Its platform-agnostic designs,
deep hyperscaler alliances and SAP-certified
governance drive resilient operations, rapid
value capture and consistent modernization.
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oS B A SYNTAX

TCS drives autonomous SAP cloud operations Syntax (Rising Star) delivers disciplined

with its Al-first run model, full-stack hybrid cloud architectures with strong HA/
observability and hyperscaler partnerships. DR patterns and automation-led control. Its
Investments in U.S. delivery, cloud-native GenAl accelerators and migration toolchain
tooling and ignio-led service intelligence streamline remediation, reduce volatility and
strengthen stability, risk reduction and enable rapid, low-risk SAP modernization across
run predictability. cloud environments.

Wipro combines hyperscaler-aligned SAP
migration accelerators with integrated FinOps
and Al-led operations. Tools such as Safe
Passage, SLICE and WINGS reduce migration
effort, optimize cost, unify observability

and deliver predictable, self-healing SAP
cloud environments.
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Managed Cloud Services for SAP ERP

HCLTech

Overview

HCLTech is headquartered in Noida,
India. It has more than 223,400
employees worldwide. In FY25, the
company generated $13.8 billion in
revenue. HCLTech offers SAP ERP
managed cloud services with an

Al-first, industrialized model that spans
advisory-to-run across public, private
and hybrid environments. Differentiators
include HyRISE for regulated hybrid RISE,
AlForce.SAP for agentic operations and
SMARTAdmin/SMART Deploy for Basis
automation, woven into CloudSMART
FinOps, clean core governance

and migration factories, delivering

faster cutovers, lower run-costs

and resilient SLAs.
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Strengths

Al-orchestrated cloud operations: HCLTech
applies AlForce.SAP to streamline SAP run
operations through predictive monitoring,
automated triage and self-healing. This
approach strengthens cloud stability,
accelerates issue resolution and enforces
clean core discipline. These Al-enabled
efficiencies reinforce HCLTech's ability to
deliver measurable post-migration value.

Industrialized migrate-to-run framework:
HCLTech's Migrate+Factory, HANASmart,
DataSure and Mosaic tools standardize
discovery, migration and cloud run
governance. The model improves cloud
economics through FinOps and maintains
performance across hyperscaler platforms,
driving client confidence in end-to-end SAP
cloud transformation.

© 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED.

“HCLTech'’s leadership position in managed cloud
services is underpinned by its robust CloudSMART
strategy, expertise in automation and Al, and vast

@

Leader

pool of skilled professionals that deliver next-gen

solutions and services.”

Tarun Vaid

Hybrid cloud modernization at scale:
HCLTech helps regulated enterprises with
HyRISE through its co-engineered hybrid RISE
model, which is deployed within customer
data centers. Combined with SMARTAdmin
automation, it improves infrastructure
reliability, security and DR readiness.

This approach helps clients modernize
complex estates confidently while meeting
compliance and performance expectations.
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Caution

To sustain its leadership position, HCLTech
must make its Al and automation narrative
more outcome tied, demonstrating
repeatable run cost baselines, clean core
discipline and upgrade agility per account,
while simplifying its robust toolset into
clearer packages that are easy to buy,
govern and scale.



Appendix



Methodology & Team

The ISG Provider Lens® 2026 — SAP Ecosystem
study analyzes the relevant software vendors/
service providers in the U.S. market, based on
a multi-phased research and analysis process,
and positions these providers based on the ISG
Research methodology.

Study Sponsor:
Heiko Henkes

Lead Author:
Tarun Vaid

Editors:
Priyanka Richi and Dona George

Research Analyst:
Vartika Rai

Data Analyst:
Aishwarya Pateriya

Consultant Advisors:
Sandip Tarafdar and Brandon Provost

Project Manager:
Krishnanunni Payyappilly
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Information Services Group Inc. is solely
responsible for the content of this report.
Unless otherwise cited, all content, including
illustrations, research, conclusions, assertions
and positions contained in this report were
developed by, and are the sole property of,
Information Services Group Inc.

The research and analysis presented in

this report includes research from the ISG
Provider Lens® program, ongoing ISG Research
programs, interviews with ISG advisors,
briefings with service providers and analysis

of publicly available market information from
multiple sources. The data collected for this
report represent information that ISG believes
to be current as of Month 2026 for providers
that actively participated and for providers that
did not. ISG recognizes that many mergers and
acquisitions may have occurred since then, but
this report does not reflect these changes.

All revenue references are in U.S. dollars ($US)
unless noted otherwise.
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The study was conducted in the
following steps:

1.

Definition of SAP Ecosystem
market

. Use of questionnaire-based

surveys of service providers/
vendor across all trend topics

. Interactive discussions with

service providers/vendors on
capabilities and use cases

. Leverage ISG's internal databases
and advisor knowledge &
experience (Wherever applicable)

. Detailed analysis and evaluation

of services and service
documentation based on the facts
& figures received from providers
and other sources.
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6. Use of the following key
evaluation criteria:

* Strategy and vision
* Innovation

Brand awareness and
presence in the market

Sales and partner landscape

Breadth and depth of
portfolio of services offered

Technology advancements




Author and Editor Biographies

Lead Author Research Analyst

Vartika Rai
Senior Research Analyst

Tarun Vaid
Manager and Principal Analyst

Tarun has over 12 years of extensive research  delivering various consulting projects Vartika Rai is a senior research analyst at Vartika started her current role in June 2022.
experience across the ICT domain, including  on digital transformation, supply chain ISG and is responsible for supporting and Before this role, she worked on secondary
report writing, drafting thought leadership, transformation, understanding customer co-authoring Provider Lens™ studies on research, competitive intelligence, market
analyzing IT spending, consulting clients feedback and interviewing providers. Analytics — Services and Platforms, and SAP  trends, and newsletter analysis.

on latest trends and business use cases. Ecosystem. She supports the lead analysts

Additionally, he has been responsible for in the research process and authors the

delivering end-to-end research projects, global summary report. Vartika also develops

working with internal stakeholders in content from an enterprise perspective and

collaborates with advisors and enterprise
clients on ad-hoc research assignments.

*
1SG Provider Lens © 2026 INFORMATION SERVICES GROUP, INC. ALL RIGHTS RESERVED. SAP ECOSYSTEM QUADRANT REPORT | APRIL2026 52 G



Author and Editor Biographies

Study Sponsor

Heiko Henkes

Heiko Henkes serves as Director and
Principal Analyst at ISG, overseeing the
Global ISG Provider Lens® (IPL) Program for
all IT Outsourcing (ITO) studies alongside
his pivotal role in the global IPL division as
a strategic program manager and thought
leader for IPL lead analysts.

Henkes heads Star of Excellence, ISG's
global customer experience initiative,
steering program design and its integration
with IPL and ISG's sourcing practice. His

expertise lies in guiding companies through

|IT-based business model transformations,
leveraging his deep understanding
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Director & Principal Analyst, Global IPL Content Lead

of continuous transformation, IT
competencies, sustainable business
strategies and change management in a
cloud-Al-driven business landscape. Henkes
is known for his contributions as a keynote
speaker on digital innovation, sharing
insights on using technology for business
growth and transformation.
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IPL Product Owner

Jan Erik Aase

Mr. Aase brings extensive experience

in the implementation and research of
service integration and management of
both IT and business processes. With over
35 years of experience, he is highly skilled
at analyzing vendor governance trends and
methodologies, identifying inefficiencies in
current processes, and advising the industry.
Jan Erik has experience on all four sides

of the sourcing and vendor governance
lifecycle - as a client, an industry analyst,

a service provider and an advisor.

Partner and Global Head - ISG Provider Lens®

Now as a research director, principal analyst
and global head of ISG Provider Lens®, he

is very well positioned to assess and report
on the state of the industry and make
recommendations for both enterprises and
service provider clients.
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About Our Company & Research

iSG Provider Lens

The ISG Provider Lens® Quadrant research
series is the only service provider evaluation
of its kind to combine empirical, data-driven
research and market analysis with the
real-world experience and observations

of ISG's global advisory team. Enterprises
will find a wealth of detailed data and market
analysis to help guide their selection of
appropriate sourcing partners.

ISG advisors use the reports to validate
their own market knowledge and make
recommendations to ISG's enterprise
clients. The research currently covers
providers offering their services across
multiple geographies globally.

For more information about

ISG Provider Lens® research,

please visit this webpage.
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iSG Research’

ISG Research™ provides subscription
research, advisory consulting and
executive event services focused

on market trends and disruptive
technologies driving change in business
computing. ISG Research™ delivers
guidance that helps businesses
accelerate growth and create

more value.

ISG offers research specifically

about providers to state and local
governments (including counties, cities)
as well as higher education institutions.
Visit: Public Sector.

For more information about ISG
Research™ subscriptions, please
email contact@isg-one.com,

call +1.203.454.3900, or visit
research.isg-one.com.
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ISG (Information Services Group)

(Nasdagq: Ill) is a leading global Al-centered

technology research and advisory firm.

A trusted partner to more than 900
clients, including 75 of the world's top 100
enterprises, ISG is a long-time leader in

technology and business services sourcing
that is now at the forefront of leveraging Al

to help organizations achieve operational
excellence and faster growth.

The firm, founded in 2006, is known for

its proprietary market data, in-depth
knowledge of provider ecosystems, and
the expertise of its 1,600 professionals
worldwide working together to help clients
maximize the value of their technology
investments.

For more information, visit isg-one.com.
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