
Cut  typica l  t ime-cr i t ica l
implementat ion t ime
roughly  in  hal f  compared
to the t radit ional  approach

Some implementat ion
phases  reduced f rom
weeks  to  minutes

Cited by  EY Advisory
Leader  as  a  reason for
acquir ing Integrc

Transformed del ivery  f rom
time based pr ic ing to
outcome based pr ic ing

Typica l  gross  margin  for
RouteONE projects  around
20% higher  than consult ing
based del ivery

A T  A  G L A N C E
C A S E  S T U D Y

The
automation
technology
that helped
sell a
company to
Ernst &
Young

I N T R O D U C T I O N

Before  Carter  Loxworth ,  I  was
Operat ions  Director  of  Integrc ,  a
company I  co- founded and helped
grow into  the wor ld 's  largest  SAP GRC
(Governance ,  R isk  &  Compl iance)
specia l i s t .  I  was  responsib le  for  c l ient
del ivery ,  e f f ic iency ,  bui ld ing and
managing the consult ing team,
del ivery  standards ,  and the
prof i tabi l i ty  and performance of  our
UK operat ing company .

This  case  study is  the  story  of
RouteONE,  the automat ion technology
I  bui l t  at  Integrc  that  d idn ' t  just  make
the bus iness  more ef f ic ient ,  i t  drove
meaningful  growth,  double  d ig i t
increase in  pro ject  prof i tabi l i ty  and
it ' s  the  technology EY themselves
pointed to  as  the reason they  acquired
the company .
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T H E  S O L U T I O N :  R O U T E O N E

Rather  than just  accelerat ing the o ld
manual  approach,  we bui l t  something
genuinely  automated:  RouteONE,  our
own automated conf igurat ion engine ,
backed by  a  large l ibrary  of  pre-bui l t
content ,  an  accelerated implementat ion
methodology ,  and a  f ramework for  end-
user  adopt ion .

The d ist inct ion mattered .  We weren ' t
of fer ing c l ients  a  faster  vers ion of  the
same manual  process .  We were
replac ing large parts  of  i t  outr ight  and
of fer ing c l ients  something genuinely
di f ferent  and enhanced that  no-one e lse
was :  a  guaranteed outcome with
business  cr i t ica l  r i sks  under  contro l .

Our  so lut ion was  benef i ts  r ich .  For
c l ients  i t  de l ivered cr i t ica l  pro jects
quicker  than anyone e lse  could ,  at  a
f ixed cost  with  user  adopt ion (which
was h istor ica l ly  a  problem in  th is
complex ,  technica l  area)  bui l t - in  as  a
guaranteed outcome.

For  Integrc ,  i t  became our  USP;  no-one
else  could  do pro jects  l ike  th is .  I t
increased our  average gross  margin  on
projects  by  over  20% compared to
running the same project  as  a
tradit ional  consult ing engagement ,  i t
d i rect ly  st rengthened our  owned IP
which was  h igh on our  agenda as  we
prepared to  f ind acquis i t ion partners ,  i t
helped us  win more deals  and compete
more ef fect ive ly  with  our  b iggest
compet i tors  and ul t imately  helped get
the company acquired in  2015 .

B A C K G R O U N D

Integrc  was  formed in  2012 ,
through the merger  of  a
bout ique UK consultancy  f i rm
I ’d  co- founded in  2006 and a
Dutch f i rm.  We grew quick ly ,
becoming the market- leading
SAP GRC specia l i s t ,  expanding
into  new terr i tor ies  inc luding
India  and the Middle  East .

Growing that  fast  meant
constant ly  running into  the
same wal l  the  whole  industry
ran into :  SAP GRC
implementat ions  were
tradit ional ly  s low,  manual ,  and
expensive .

https : / /www.carter loxworth .com

T H E  P R O B L E M

This  wasn ' t  just  our  own
exper ience ;  we had the data  to
prove i t  was  industry  wide .  A
GRC performance survey  we ran
found that  more than 60% of
organisat ions  running SAP were
st i l l  managing and test ing thei r
internal  contro ls  in  a
predominant ly  manual  way .

That  manual  approach was  the
cei l ing on how fast  we could
scale .  Every  new c l ient  meant
another  s low,  resource-heavy
implementat ion .  The t radit ional
p laybook was  to  get  faster  at
the manual  process .  We made a
di f ferent  bet .

R E C O G N I T I O N

RouteONE won a  GRC Technology
Innovat ion Award ,  an independent
industry  recognit ion ,  not  something we
were c la iming about  ourse lves .

http://www.carterloxworth.com/


Automated
conf igurat ion

engine expedites
t ime consuming

manual  work

Draft  system could
be bui l t  with in  24

hours  of  pro ject
start

Large l ibrary  of  pre-
bui l t  content

End-user  adopt ion
framework ensures

user  engagement  and
adopt ion for  assured
ROI  f rom the pro ject

H O W  I T  W O R K E D

Tradit ional ly ,  SAP GRC projects  were
consult ing engagements .  I ’d  deploy  a
project  team who would gather
requirements ,  create  so lut ion des ign and
architecture ,  conf igure  the so lut ion ,
oversee test ing ,  wr i te  pro ject
documentat ion and hand i t  over  to  the
cl ient .

We implemented SAP GRC for  some of  the
biggest  companies  in  the wor ld .  Over  the
years  we did  these implementat ions ,
pro jects  ranged f rom 3  months  to  2  ½
years ,  depending on the project  s ize ,
complex i ty  and scope.

RouteONE automated the bas ic  system
set-up r ight  at  the start  so  the c l ient  had
a working envi ronment  in  week one to
learn f rom,  start  the engagement  process
and use so  they  could  contr ibute  to
better  contextual ised des ign decis ions .

Our  experts  could  spend more dedicated
t ime with  the c l ient  doing the th ings
machines  can ’ t ;  bui ld ing re lat ionships
and creat ing ef fect ive  so lut ion des ign .

As  des ign decis ions  were  made,  they
would be added to  des ign sheets ,  which
when complete  would be loaded into  the
RouteONE conf igurat ion engine which
would automate the deta i led system
conf igurat ion ,  sav ing weeks  of  technica l
bui ld  work .

Ult imately ,  RouteONE enabled projects  to
be completed for  less  manual  e f fort  with
certa inty  prov ided on the outcome for  the
cl ient .

K E Y  F E A T U R E S



N E X T

See how an IT  serv ices
company adopted
agent ic  AI  into  thei r
serv ice  del ivery

Talk  to  us  about
bui ld ing something
s imi lar  for  your  bus iness

T H E  O U T C O M E

RouteONE became the reason a  Big
Four  f i rm wanted to  acquire  us .

When EY announced the
acquis i t ion in  2015 ,  thei r  own

Advisory  R isk  Leader  for  Europe ,
Middle  East ,  India  and Afr ica ,

Jonathan Blackmore ,  sa id  “ Integrc
has  unique and di f ferent iat ing

technology and industry  ins ight ,
and we look forward to  welcoming
their  h ighly  sk i l led people  into  EY .

With th is  acquis i t ion ,  we wi l l  be
able  to  prov ide a  wor ld-c lass  set  of
so lut ions  to  help  our  c l ients ’  GRC
operat ions  work  better” ,  po int ing

direct ly  to  what  RouteONE had
bui l t .

Bruce Ramsay of  Equiteq ,  who
worked with  Integrc  in  prepar ing

for  the sa le  and led the
transact ion ,  was  just  as  d i rect :

“ Integrc  i s  a  great  example  of  how
to bui ld  a  va luable  consult ing

business :  thei r  focus  on a  s ingle
technology and process  (SAP GRC) ;

p lus  the software  they  developed
to beat  compet i t ion through faster ,

cheaper  and better
implementat ions ;  and the

operat ion in  India  to  enable  them
to mainta in  re lat ionships  and

revenue with  key  g lobal  c l ients
through an outsourced support
serv ice .  A l l  these  contr ibuted to

making them a wel l  sought-after
acquis i t ion target” .

In  August  2015 ,  Integrc  was
acquired by  EY .

W H Y  T H I S  M A T T E R S
T O D A Y

The work  I ’m doing for  c l ients  now
on AI  t ransformat ion is  not
fundamental ly  d i f ferent  to  what  I
d id  in  2014  with  RouteONE.  I t ’ s
ef fect ive ly  the same thing in  a
new domain ,  for  a  d i f ferent  c l ient
base :  t ransforming c l ient  del ivery
that  creates  better  outcomes for
end c l ients  and del ivers  enhanced
margin  for  consult ing companies .

Prev ious ly ,  i t  was  spott ing that
SAP GRC compl iance was  a
manual ,  repeatable  process ,
eat ing t ime and money that
should have gone toward growth
and counted toward reta ined
earnings ,  i t  was  bui ld ing rea l
automat ion around i t ,  not  just
working faster .  Now,  i t ' s  spott ing
the same pattern in  smal l
bus inesses :  repet i t ive ,  manual
admin and del ivery  of  manual ,
automatable  work ,  s tanding
between a  team and what  actual ly
grows the bus iness  and bui ld ing
AI  agents  to  take i t  on .

The technology 's  changed.  The
inst inct  hasn ' t .
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