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Finance transformation enables organizations to modernize their operating models,
enhance function performance and build readiness for future challenges. CFOs can use
these insights to identify consulting providers that can accelerate transformation efforts
and improve the likelihood of success.

Market Definition/Description

Gartner defines finance transformation consulting as services that help CFOs and finance
organizations craft strategies and roadmaps for business-aligned, forward-looking initiatives,
supported by proprietary IP, frameworks and tools to drive execution and sustain momentum.
Engagements use external finance SMEs and transformation assets to increase value and
efficiency across organizational design, data, people, technology and processes, and are
distinct from implementation consulting focused on executing operational improvements

through project delivery such as technology implementation.

CFOs face increasing complexity in their finance transformation ambitions and must evaluate
improvement opportunities across finance’s data, delivery models, processes, technology
and people to prioritize and integrate the most impactful innovation opportunities into their

finance transformation strategies.

Finance transformation consulting engagements provide critical support to CFOs through

several key activities:



« Conduct research to identify and cultivate transformative ideas that reshape CFO
perspectives on the future of finance operations, ensuring they remain at the forefront of

finance function advancements.

« Perform detailed assessments to identify discrepancies between current performance
levels and optimal outcomes, enabling targeted improvements within the finance

organization.

« Develop a strategic roadmap that defines the future-state finance function and operating

model, clarifying how finance will deliver maximum organizational value over time.

« Provide guidance on the selection, prioritization and sequencing of finance transformation

initiatives.

« Deliver tailored executive briefings with integrated change management support that align

with client objectives and constraints, facilitating smooth transitions and adaptations.

« Deploy proprietary accelerators and success-assurance frameworks. Use IP-based assets
to sustain transformation momentum, reduce execution risk and transformation fatigue,
and deliver continuous, real-time visibility into value realization and outcomes, ensuring the

client finance organization achieves its defined transformation objectives.

Mandatory Features

The mandatory features for this market include:

« Finance transformation advisory expertise — Ability to demonstrate CFO-level acumen in
developing finance transformation strategies, including the design of transformation
roadmaps and identification of value creation opportunities. This is delivered through
dedicated finance subject matter experts (SMEs) with hands-on experience across core
finance capabilities (e.g., financial planning and analysis [FP&A], controllership, data and

analytics).

« Proprietary finance transformation assets — Ability to deploy proprietary, IP-based
frameworks and tools (e.g., diagnostics, maturity models, initiative trackers) that inform
strategic decision making, reduce downstream execution risk and provide structured

visibility into expected transformation outcomes.

« Finance transformation governance and value realization support — Ability to strategically

design governance structures and success measurement approaches that enable CFOs to



effectively oversee transformation progress, drive informed decision making and ensure

sustained value realization over time.
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Vendor Strengths and Cautions

Accenture



Accenture is a Leader in the finance transformation Magic Quadrant. In 2026, Accenture
expanded its finance transformation capabilities by orchestrating connected partner
ecosystems, helping CFOs align forecasts, budgets and performance targets across finance,
sales and operations to reduce conflicting assumptions and improve planning accuracy. This
helps CFOs compress transformation design cycles, improve execution certainty and
accelerate time-to-value by establishing a structured, context-embedded workflow earlier in
the transformation process. In 2027, it plans to extend these capabilities with cognitive digital
brains, designed to identify performance risks and recommend actions for planning,

investment and resource allocation decisions.

Strengths

 Transformation framework: Accenture helps CFOs align process, technology, data, talent
and operating model decisions within a single transformation framework, enabled by the
digital twin capabilities of its Reinvention Console. This integrated approach reduces

fragmentation and improves alignment between strategy and execution.

« Future-of-finance vision: Accenture advocates for a fundamental paradigm shift that
redefines the CFO as an enterprise value architect, where the “work, workforce and
workbench” framework establishes an autonomous, agent-led operating model. This helps
CFOs anticipate how finance operating models, talent and technology will evolve in an Al-

enabled future.

« Governance discipline: Accenture treats Al governance and data sovereignty as upfront
design inputs, rather than postdeployment control layers, by deploying its proprietary trust
and sovereign control assessment to classify data by sensitivity and residency. This helps
CFOs scale Al-enabled finance capabilities while maintaining oversight of decisions, data

usage and regulatory requirements.

Cautions

« Transformation scope: Accenture’s approach is designed for large-scale finance
reinventions requiring substantial client governance and cross-functional coordination. This
approach focuses less on highly targeted advisory support, narrowly scoped
modernization or simplified engagement models than providers specialized in these

offerings.

« Service delivery: Accenture’s finance transformation offerings are closely integrated with

its broader operational and managed services capabilities. This delivery model places



greater emphasis on connecting finance transformation to broader technology and
execution activities than the stand-alone advisory-led approaches offered by some other

Leaders in this market.

« Ecosystem alignment: Accenture’s approach is designed for co-engineered technology
architectures integrated with major hyperscalers, Tier 1 ERP platforms and enterprise Al
partners. This approach focuses less on custom legacy system integration, nonstandard
ERP environments or independent multivendor procurement models than providers

specialized in vendor-agnostic technology advisory.

Bain & Company

Bain & Company is a Leader in the finance transformation Magic Quadrant. In 2026, Bain
expanded its Al-infused process redesign capabilities and Vector delivery guilds, supported
by its insights cockpit, Al process-mapping tools, and workforce analytics solutions (Aura and
Skills Analyzer) to help deploy agentic Al across core finance workflows. These capabilities
enable CFOs to redesign roles from a clean-sheet perspective, align workforce capabilities
and establish the foundations for Al-enabled operating models before deployment. In 2027, it
plans to expand its agentic Al governance capabilities and deployment playbooks to help
CFOs safely scaling transition to human-plus-agent operating models across the finance

function.

Strengths

« Transformation delivery: Bain links finance transformation to enterprise value objectives,
connecting functional changes to corporate strategy, capital allocation and financial
performance. It uses its Results Delivery methodology and outcome-based commercial

arrangements to emphasize accountability for transformation outcomes.

« Workforce readiness: Bain uses Aura, Skills Analyzer and Aster to help CFOs assess
workforce capabilities, identify talent and skill gaps, evaluate role impacts, and redesign
organizational structures to support future-state operating models. It also embeds ARC
and Results Delivery throughout transformation initiatives to overcome adoption barriers

and improve value realization.

« Innovation strategy: Bain uses a curated partner ecosystem as a repeatable innovation
engine, co-developing proprietary capabilities with frontier Al labs, hyperscalers and
specialists. It helps CFOs embed board-defensible autonomous intelligence and

predictive decision making directly into finance transformation strategies.



Cautions

« Al capability maturity: Several of Bain’s Al-enabled finance transformation capabilities,
including its Al-infused process redesign, remain in early commercialization phases rather
than broad production deployment. The maturity, scalability and market validation of these
emerging capabilities are less established than peers with a longer track record of scaled

deployments.

« Client engagement: Bain’s approach is designed for high-touch, executive-led
engagements tailored to complex strategic transformations. This approach focuses less on
delivering highly standardized, repeatable implementation menus or low-customization

accelerators than providers optimized for modular, high-volume deployments.

« Technology enablement: Bain places less emphasis on ERP modernization, platform
selection, and technology roadmaps than some Leaders. CFOs seeking a technology-led
finance transformation strategy focused on systems and applications modernization may
find greater alignment with providers that focus more heavily on finance applications and

technology modernization.

BearingPoint

BearingPoint is a Challenger in the finance transformation Magic Quadrant. In 2026,
BearingPoint focused on scaling its proprietary agentic Al platform, GenAlQ, to support Al-
native finance operating models, and advancing its CFO 4.0 offering with Al-enabled
capability assessments. This helps CFOs evaluate decision readiness, and identify priority
transformation opportunities and baseline capability gaps before operating model redesign. In
2027, it plans to expand Al and agentic governance capabilities for emerging human-agent
workforces, enhance its Apps Maturity diagnostic with client data-driven insights, and scale its
continuous value realization capabilities to track and govern business outcomes beyond

transformation planning.

Strengths

« Advisory independence: BearingPoint’s finance heritage, specialist teams and platform-
agnostic approach help CFOs design target operating models, technology strategies and
transformation roadmaps independent of vendor agendas. This helps CFOs prioritize

business outcomes over software preferences when making transformation decisions.

« Client collaboration: BearingPoint uses a structured feedback and innovation process

spanning CFO studies, client workshops, innovation circles, think tanks and maturity



assessments to evolve its offerings. This helps ensure investments in areas such as Al
governance, data management, forecasting and workforce transformation remain closely

aligned to emerging CFO priorities.

« Governance discipline: BearingPoint embeds responsible Al design principles, data
governance, explainability, sovereignty controls and regulatory compliance into its finance
transformation approach. This allows organizations to scale Al-enabled finance capabilities

while maintaining transparency, control and trust.

Cautions

« Industry specialization: Much of BearingPoint’s finance transformation portfolio is built
around cross-industry methodologies and accelerators. Industry-specific capabilities are

less differentiated than those of providers with deeper sector-focused offerings.

« Transformation scale: The scale of BearingPoint’s finance transformation practice remains
smaller than that of global consulting competitors. CFOs seeking support for large,
multinational transformation programs should evaluate the firm’s delivery capacity and
global deployment experience relative to providers with larger finance transformation

practices.

« Offering differentiation: BearingPoint’s innovation agenda is primarily focused on Al
governance, agentic Al and finance modernization. These are important but increasingly
well-established themes across the market, which may make BearingPoint’s offerings less

differentiated than those of some competing providers.

Boston Consulting Group

Boston Consulting Group (BCG) is a Leader in the finance transformation Magic Quadrant. In
2026, BCG expanded BCG X, its unit that combines consultants, Al engineers and data
scientists to design, build and deploy custom Al solutions, by bringing those capabilities
directly into finance transformation engagements. This helps CFOs move more quickly from
identifying opportunities in areas such as forecasting, planning and performance management
to implementing Al-enabled solutions. In 2027, it plans to introduce Al-enabled finance control
towers that monitor financial performance in real time and flag emerging risks, trends and

performance gaps.

BCG declined requests for supplemental information. Gartner’s analysis is therefore

based on other credible sources.



Strengths

« Strategic foresight: BCG translates emerging developments such as agentic Al, Al-first
finance functions, continuous planning, and Al-enabled finance control towers into
implications for finance operating models, workforce design, governance, and decision
making. This helps CFOs understand the strategic and organizational impacts of new

technologies before they become mainstream.

« Future-of-finance vision: BCG articulates a clear vision for how finance should evolve in an
Al-enabled environment, emphasizing a shift toward more autonomous processes,
redesigned roles and data-driven performance management. This helps CFOs evaluate
how finance operating models, workforce structures and performance management

practices will need to change as Al adoption increases.

« Al engineering integration: Through BCG X, the firm combines strategic transformation
advisory with Al engineering, data science and solution development capabilities. This
enables CFOs to move more effectively and quicker from future-state vision and operating

model design to implementation of Al-enabled finance capabilities.

Cautions

« Transformation scope: BCG’s finance transformation approach is often tied to broader
organizational change and enterprise value creation initiatives. This approach places less
emphasis on targeted, stand-alone finance modernization initiatives and modular

engagement models than Leaders specializing in discrete finance transformation initiatives.

« Commercial model: BCG’s approach is directed at organizations pursuing complex
transformations. Its portfolio emphasizes bespoke transformation and premium advisory
services, with less focus on standardized, lower-cost or outcome-based models than some

other providers.

» Prepackaged accelerators: BCG’s finance transformation offering relies heavily on tailored
consulting engagements. CFOs seeking highly standardized transformation platforms,
proprietary delivery environments or asset-led approaches may find fewer of these

capabilities than are available from some other Leaders.

Capgemini

Capgeminiis a Challenger in the finance transformation Magic Quadrant. In 2026, Capgemini

advanced its “future of the CFO” offering by integrating end-to-end agentic Al solutions into



core finance operations, deploying Al-driven scenario planning and accelerating agentic ERP
modernization. These initiatives help CFOs move from strategy to scalable Al-enabled
execution, while improving decision making and quantifying trade-offs. In 2027, it plans to
expand its aTOM platform into an integrated strategy-to-value platform, develop modular
offerings for Al-native operating models, and introduce a finance Al operating system

approach for large SAP-centric organizations.

Strengths

« Finance modernization: Capgemini helps CFOs modernize finance while maintaining
stability, compliance and governance through aTOM, which translates plans into execution-
ready workflows, and its digital twin for finance, which simulates process changes before
deployment. This helps CFOs balance innovation and control during complex

transformations.

+ Operating model redesign: Capgemini focuses its transformation guidance on how finance
operates, including decision making, service delivery, workforce models and organizational
structure. This enables CFOs to adapt finance functions to new business requirements, Al-

enabled ways of working and changing stakeholder expectations.

« Transformation delivery: Capgemini combines finance strategy, technology
modernization, organizational change and operational transformation within a single
framework. This helps CFOs move from transformation design to execution quicker while

maintaining alignment across people, processes, data and technology.

Cautions

« Future-of-finance vision: Capgemini places less emphasis on developing a distinctive
vision for the future of finance or providing strategic advisory at the CFO and board levels,
compared to Leaders in this market. CFOs may find that its future-of-finance vision is less

differentiated from the broader market than that of some competitors.

« Offering differentiation: Many of Capgemini’s planned investments, including multiagent
Al operating models, Al-enabled scenario planning, predictive forecasting and finance
diagnostics, reflect capabilities that are becoming common across the market. CFOs
seeking more differentiated future-state finance concepts may find stronger alignment

with some competitors.

« Thought leadership: Capgemini has a less prominent market presence in finance

transformation thought leadership and executive agenda setting than some competitors.



Its executive advisory capabilities, industry perspectives and thought leadership resources
are less extensive for specific board-level finance transformation priorities than Leaders in

this market.

Deloitte

Deloitte is a Leader in the finance transformation Magic Quadrant. In 2026, Deloitte scaled its
Al Navigator offer as the standard front-end diagnostic on Ascend, using Tailwind to link
initiatives to quantified benefits. This helps CFOs rapidly assess current-state capabilities,
design future-state operating models and quantify business value earlier in the transformation
journey. It also expanded its Al-native operating model design suite, combining workforce
analytics and digital twin capabilities to model workforce, service delivery and cost scenarios
before investment decisions. In 2027, it plans to introduce an autonomous finance strategy
agent and an industry-specific marketplace of prebuilt Al finance agents tailored to sector-

specific data models and controls.

Strengths

« Human-agent operating models: Deloitte uses proprietary workforce analytics and
organizational simulation tools within its Al-native operating model design suite to help
CFOs structure labor between human talent and Al agents. This helps CFOs redefine job

roles, capability paths and service delivery tiers as autonomous processes scale.

« Simulation-based transformation: Deloitte deploys its finance digital twin and Workforce
Analyzer assets on Ascend to stress-test future-state finance structures and process
changes in a virtual environment. This helps CFOs to model operational trade-offs, quantify

transformation value and minimize execution risk before committing resources.

« Technical prototyping: Deloitte embeds technical and Al engineers within finance advisory
teams during diagnostic and roadmap phases. This enables CFOs to assess Al use cases
through early prototyping and feasibility testing, rather than relying solely on strategy

development.

Cautions

« Core architecture dependency: Deloitte positions finance data, architecture and platform
modernization as prerequisites for achieving broader transformation objectives. CFOs
seeking to improve finance performance without significant investment in underlying data

and technology foundations should evaluate the implications of this approach.



 Client engagement: Deloitte’s finance strategy engagements are built around
standardized, asset-enabled frameworks that support large-scale delivery. CFOs with
unique operating structures or significant cultural change requirements may find less

opportunity for customization than with some other Leaders.

« Commercial model: Deloitte’s approach is designed around structured value-engineering
frameworks supported by proprietary diagnostics such as Al Navigator and Tailwind. This
focuses less on demonstrating verified client adoption of aggressive risk-sharing
arrangements or fee-at-risk commercial models than other Leaders that lead with

outcome-contingent pricing.

EY

EY is a Leader in the finance transformation Magic Quadrant. In 2026, EY prioritized expanding
its Finance Data Intelligence (FDI) capability, rebranded from its Finance Data Architecture
offering, while scaling agentic master data and ERP readiness capabilities to assess data
quality, lineage and structure. This helps CFOs establish a centralized Finance Data Office,
harmonize financial and operational data, and construct a trusted, governed data foundation
to accelerate Al adoption and derisk major ERP transitions. In 2027, it plans to focus its
innovation on EY.ai finance agentic performance management, co-developing integrated
architectures that combine FDI and agentic workflows to automate complex FP&A, close and

reporting processes.

Strengths

 Data-centric design: EY places finance data readiness at the core of transformation design
through its FDI and Finance Data Office frameworks by diagnosing data quality and
lineage. It helps CFOs connect fragmented enterprise systems, derisk ERP migrations and

build a trusted, governed foundation required for scalable Al adoption.

« Collaborative roadmap: EY facilitates alignment across finance, business and IT
stakeholders through its wavespace centers and EY.ai Value Blueprints methodology. This
approach helps leadership teams evaluate Al use cases, assess operating model options

and build stakeholder alignment before broader implementation.

« Future-of-finance leadership: EY leverages its “DNA of the CFO” research and executive
programs to help CFOs assess how finance capabilities, governance and operating models
must evolve. This supports the alignment of finance transformation initiatives with broader

business objectives and long-term value creation.



Cautions

« Transformation scope: EY’s engagements incorporate data, governance, operating model
and stakeholder alignment activities as part of the transformation journey. Its
transformation approach places significant emphasis on establishing data foundations and
governance capabilities, which differ from the more function-focused approaches offered

by some other Leaders in this market.

« Commercial model: EY supports a range of commercial models, including value-based and
outcome-oriented arrangements. Based on the engagement mix disclosed, adoption of
fee-at-risk, gain-sharing and other outcome-contingent commercial models appears less

established than those of some other Leaders in this market.

« Al capability maturity: EY has invested in agentic finance, FDI, digital twins and other
emerging Al-enabled finance capabilities. While these investments demonstrate a forward-
looking vision, the scaled deployment and client adoption of certain next-generation

finance capabilities appear less established than for some other Leaders in this market.

Grant Thornton Advisors

Grant Thornton Advisors is a Niche Player in the finance transformation Magic Quadrant. In
2026, Grant Thornton expanded the Grant Thornton Analytics & Automation Platform (gtap),
its finance process optimization platform, by adding capabilities that automate close
activities and identify process improvement opportunities, alongside Al governance
frameworks for overseeing Al use in finance. This helps CFOs improve finance efficiency while
maintaining appropriate controls. In 2027, it plans to introduce agentic finance capabilities that
automate activities within the financial close process, alongside Al-managed services that
monitor finance processes, identify performance issues and support ongoing optimization

after implementation.

Grant Thornton Advisors declined requests for supplemental information or to review
the draft contents of this document. Gartner’s analysis is therefore based on other

credible sources.

Strengths

« Transformation delivery: Grant Thornton designs its finance transformation services
specifically for midsize enterprises and cost-conscious organizations balancing
modernization goals with resource and capital constraints. This helps CFOs modernize

finance with practical improvements, resulting in limited disruption and capital investment.



« Finance modernization: Grant Thornton supports future-state finance adoption through its
proprietary gtap platform for automating financial processes, alongside Al governance
frameworks. This helps CFOs build scalable operations and deploy Al while maintaining

compliance and financial controls.

« Client engagement: Grant Thornton provides direct access to senior practitioners and
hands-on engagement throughout transformation programs, delivering a personalized
experience. This helps CFOs maintain continuity, accelerate decision making and adapt

transformation priorities quicker as business needs evolve.

Cautions

+ Product maturity: Grant Thornton’s technology offerings focus primarily on baseline
process optimization and workflow automation, rather than frontier autonomous finance
models. Its agentic operating models and Al-native finance services are less pronounced

than peers with dedicated investments in these areas.

+ Collaborative networks: Grant Thornton offers a relationship-driven engagement model.
However, its capabilities in benchmarking communities, innovation ecosystems, co-
creation environments and executive networks are more limited compared to larger

competitors with established global platforms.

« Commercial model: Grant Thornton primarily uses established consulting pricing and
engagement models. Its adoption of outcome-based pricing, shared-risk arrangements
and alternative commercial structures is more limited than competitors recognized for

flexible and adaptive contracting options.

Highspring

Highspring is a Niche Player in the finance transformation Magic Quadrant. In 2026, Highspring
expanded its Al-ready finance and data readiness assessments, alongside Al-ready finance
foundations that assess data quality, governance, controls and source-of-truth integrity. This
helps CFOs identify readiness gaps, rationalize fragmented tools and establish structured
governance rules before committing to Al adoption. In 2027, it plans to focus its innovation on
productizing FP&A transformation by pairing target operating model redesign with agentic Al
to automate planning, budgeting, forecasting, variance commentary and cash management,
while introducing a margin transparency diagnostic to deliver Al-driven, channel-level cost-to-

serve insights.



Strengths

« Phased transformation delivery: Highspring helps CFOs translate transformation ambitions
into prioritized, achievable initiatives. Its emphasis on readiness assessments,
transformation sequencing and value realization helps CFOs advance through manageable

stages while building momentum and demonstrating measurable outcomes.

« Al readiness: Highspring’s “accuracy before automation” philosophy focuses on
strengthening finance data, processes and governance before deploying Al. This helps
CFOs avoid ineffective Al investments and build strong foundations for long-term value

realization.

« Integration focus: Highspring helps CFOs align data, processes, governance, technology
and talent priorities before launching major transformation initiatives. This integrated
approach to transformation helps organizations reduce transformation risk and improve

prioritization.

Cautions

« Autonomous finance maturity: Highspring’s innovation agenda is focused on Al readiness,
workflow automation and finance modernization. Its maturity and roadmap in autonomous
finance and agentic operating models are less advanced than peers with established

leadership in these emerging areas.

+ Collaborative networks: Highspring’s client engagement model is centered on
practitioner-led relationships and direct advisory support. Its approach provides fewer
opportunities to leverage formal peer networks, executive communities, innovation labs

and structured co-creation environments compared with larger competitors.

« Transformation scale: Highspring has execution capabilities across a range of finance
modernization and transformation initiatives. Its capacity to support large-scale,
multiregion or highly complex transformation programs is less extensive than that of larger,

globally established competitors.

IBM

IBM is a Challenger in the finance transformation Magic Quadrant. In 2026, IBM expanded its Al
Factory for finance, which serves as its repeatable delivery model to design, deploy, and scale
finance transformations, while prioritizing the scaling of its Context and Process Studio assets

to generate complete, implementation-ready outputs earlier in engagements. This delivery



model leverages IBM Consulting Advantage (ICA) to embed reusable Al assets. This helps
CFOs accelerate time-to-value for core processes such as touchless forecasting without
building solutions from scratch. In 2027, it plans to introduce an Al-enabled finance digital twin
platform designed to help CFOs model and simulate financial, operational and process

scenarios before executing them.

Strengths

« Al-enabled transformation: IBM helps CFOs move from Al experimentation to deployment
through Al-enabled workflows, agent-based digital workers and reusable transformation
assets. This helps organizations accelerate productivity improvements and realize value

from Al initiatives more quickly.

 Cross-functional integration: IBM connects finance transformation with data, operations,
procurement, supply chain and broader enterprise processes. This enables CFOs to
address underlying business issues that often limit the impact of finance-only

transformation initiatives across the organization.

« Workforce readiness: IBM helps CFOs prepare finance organizations for Al-enabled
operating models through role redesign, capability development and workforce readiness.
This helps CFOs prepare finance teams for Al-enabled operating models and improve

adoption of new ways of working.

Cautions

 Finance specialization: IBM focuses its finance transformation on broader data, Al,
workflow and enterprise modernization initiatives. Its finance strategy, operating model

redesign and CFO advisory capabilities are less differentiated than those of some peers.

« Al capability maturity: IBM has invested in agentic Al, digital workers and Al-enabled
finance transformation capabilities. The maturity and scaled adoption of these capabilities
within finance transformation engagements are less established than those of some peers

with broader market validation.

« Executive peer networks: IBM’s client experience is tied to its broader consulting,
technology and platform capabilities. Its engagement in finance-specific executive
communities and peer networks is less extensive than peers with more established and

visible platforms for client interaction.

KPMG



KPMG is a Leader in the finance transformation Magic Quadrant. In 2026, KPMG expanded
KPMG Velocity, its finance transformation assessment and planning platform, by adding Al-
enabled diagnostics that identify high-value Al use cases, value realization assessments that
estimate expected business benefits, and Al-first operating model design capabilities that
evaluate where work should be automated, redesigned or reassigned. This helps CFOs
determine which Al initiatives are likely to generate the greatest business impact and what
workforce and process changes are required to achieve it. In 2027, it plans to introduce a CFO
Command Center that provides a real-time view of transformation progress, expected

benefits and risks.

Strengths

« Governance discipline: KPMG scales trusted Al adoption by embedding its trusted Al
framework within the Velocity platform, and incorporating risk and controls into operating
model design through digital workflows and human-in-the-loop controls. This helps CFOs

embed compliance, risk management and data governance into daily finance operations.

« Future-of-finance vision: KPMG centers on transitioning the office of the CFO from static,
project-based operations to continuous, asset-led “agentic managed services” by
structuring finance as a collaborative ecosystem of humans and autonomous agents. This
helps CFOs redesign decision-making architectures and data flows to support continuous,

real-time performance optimization.

« Service delivery: KPMG replaces traditional slide-based advisory with hands-on
prototyping during strategy and operating model design through its global network of 36
Ignition Centers. This helps CFOs experience future-state finance operating models and

technology solutions firsthand, accelerating stakeholder alignment and buy-in.

Cautions

« Al capability maturity: KPMG focuses on agentic finance, Al-enabled operating models
and finance as a service. However, the maturity, adoption and demonstrated business
impact of these emerging capabilities are less established than some other Leaders with

broader market validation and scaled client deployments.

« Transformation focus: KPMG’s capabilities are concentrated in governance, risk
management, compliance and Al-enabled modernization. Yet its emphasis on broader
business transformation, growth agendas or enterprise reinvention is less pronounced

compared to competitors with more diversified transformation offerings.



« Commercial model: KPMG offers a range of pricing and engagement models, including
modular and phased transformation programs. However, its use of outcome-based pricing
and fee-at-risk commercial arrangements is less extensive than other Leaders known for

highly flexible or innovative contracting structures.

McKinsey & Company

McKinsey & Company is a Leader in the finance transformation Magic Quadrant. In 2026,
McKinsey scaled CBFLab, its diagnostic environment, with its refreshed CBF methodology to
baseline workflows and map variants to agent execution patterns. This helps CFOs replace
static, survey-based benchmarking with dynamic, simulation-driven baselining and size
transformation value across core processes before investment. In 2027, it will focus on CBF
process packs and agentic Centers of Excellence to codify future-state designs and establish
post-go-live feedback loops, introducing digital-twin-style operating-model simulations to
test reimagined workflows, and deploying governance and responsible-Al tooling to embed

explainability, lineage and decision rights into agentic operations at scale.

Strengths

« Enterprise value creation: McKinsey uses CBFLab, its diagnostic workbench, to ingest
client data and orchestrate specialized agents, shifting transformations from functional
cost takeout to enterprisewide outcomes. This helps CFOs prioritize investments based on
business drivers, including growth, working capital and profitability, rather than finance

metrics alone.

« Diagnostic acceleration: McKinsey uses Al-enabled diagnostics, process intelligence and
benchmarking capabilities to accelerate opportunity identification and transformation
planning. This helps CFOs reduce assessment timelines, identify value opportunities faster

and move more quickly from strategy to action.

« Workforce readiness: McKinsey places organizational effectiveness and workforce
readiness at the center of its finance transformation engagement. Its approach enables
CFOs to redesign finance roles, close talent gaps and increase adoption of Al-enabled

operating models, reducing some of the most common barriers to transformation success.

Cautions

« Al capability maturity: McKinsey’s Al-enabled finance transformation approach includes

advanced capabilities, but the deployment of certain embedded Al functionality remains



less extensive compared to some Leaders with more broadly commercialized technology

offerings in these areas.

« Commercial model: McKinsey’s commercial model is oriented toward top-down,
enterprisewide transformation and value-based engagements anchored at the C-suite and
board level. It is less tailored to narrowly scoped finance modernizations or isolated point
solutions than that of some Leaders specializing in targeted or rapid-deployment

engagements.

» Transformation scope: McKinsey’s methodology uses a reference architecture based on
eight end-to-end processes to guide process redesign and agentic Al deployment. This
methodology emphasizes broader transformation and architectural alignment than some

Leaders offering more modular approaches focused on discrete implementations.

Oliver Wyman

Oliver Wyman is a Niche Player in the finance transformation Magic Quadrant. In 2026, Oliver
Wyman expanded its CFO advisory capabilities by adding research and methodologies
focused on Al operating model redesign and decision governance. This helps CFOs assess
how Al may change finance roles, decision rights and organizational structures. In 2027, it plans
to introduce agentic finance workflows that support performance analysis and cross-
functional value realization initiatives that connect finance transformation outcomes to

broader business performance.

Oliver Wyman declined requests for supplemental information or to review the draft
contents of this document. Gartner’s analysis is therefore based on other credible

sources.

Strengths

« Change leadership: Oliver Wyman places leadership accountability and organizational
change resistance at the center of its engagement. This helps CFOs build alignment,
manage change more effectively and sustain transformation outcomes beyond the initial

implementation phase.

 Enterprise value creation: Oliver Wyman approaches finance transformation through
business priorities such as value creation, capital allocation and organizational
effectiveness. This enables CFOs to align finance transformation investments with broader

enterprise objectives and business performance goals.



« Iterative approach: Oliver Wyman structures finance transformations through phased
execution cycles and business-led decision points, rather than a predetermined end-state
roadmap. This helps CFOs adjust priorities as conditions evolve, reallocate investment and

realize benefits incrementally while reducing transformation risk.

Cautions

« Technology enablement: Oliver Wyman focuses on strategy, operating model design and
finance leadership advisory. Its technology enablement capabilities, including
implementation ecosystems, strategic technology alliances and proprietary digital assets,

are less extensive than those of peers with larger technology-focused practices.

« Prepackaged accelerators: Oliver Wyman relies more on bespoke advisory analysis than
proprietary transformation platforms and prebuilt accelerators. CFOs seeking rapid
diagnostics and preconfigured operating blueprints may encounter more manual effort and

longer timelines than with productized transformation suites.

« Future-of-finance vision: Oliver Wyman concentrates on helping CFOs address near- and
medium-term transformation priorities. CFOs seeking detailed future-state blueprints for
autonomous finance, agentic operating models and Al-native finance organizations may

find more developed vision frameworks elsewhere in the market.

PwC

PwC is a Leader in the finance transformation Magic Quadrant. In 2026, PwC expanded its key
assessment and design tools, Finance Intelligence Platform and Finance Scaffolding, to make
organizational, workforce, and data change modeling easier to manage. This helps CFOs test-
drive different ways to organize their finance teams, simulate new operating models and
connect their transformation spending directly to measurable business value. In 2027, it plans
to further expand agentic capabilities, including “disposable agents” to perform short-term
activities and then offboard in a staff-augmentation style, and a “rental agentic workforce” to

help dynamically scale critical workloads without adding permanent headcount.

Strengths

 Transformation evaluation: PwC helps CFOs evaluate future-state finance operating
models before major implementation decisions are made. Through capabilities such as

finance agentic scaffolding, finance intelligence and digital org twin, organizations can



assess operating model, workforce and Al-related choices before committing significant

investment, helping reduce transformation risk.

« Workforce readiness: PwC places workforce design and workforce readiness at the center
of Al-enabled finance transformation. It helps CFOs assess how Al will affect finance roles,
organizational structures and decision-making responsibilities, so workforce changes can

be planned alongside technology adoption.

« Value validation: PwC’s “strategy-model-blueprint-activate” methodology helps CFOs
identify value opportunities, validate them through pilots and targeted deployments, and
scale initiatives only after benefits are demonstrated. This helps CFOs build business

cases, secure stakeholder support and reduce investment risk.

Cautions

« Client engagement: PwC'’s client engagement approach aligns closely with established
practices across the finance transformation consulting market, including executive
engagement and multidisciplinary review structures. CFOs seeking distinctive engagement

models or delivery experiences may find less differentiation relative to other Leaders.

« Transformation scope: PwC focuses on enterprisewide transformation programs spanning
finance, workforce, operating model, technology and Al initiatives. Its approach is less
tailored to narrowly scoped finance modernization initiatives than peers specializing in

targeted or rapid-deployment engagements.

« Execution focus: PwC’s vision emphasizes intelligent enterprises, Al-enabled operating
models, digital workforces and long-term transformation outcomes. Its approach places
greater emphasis on long-term reinvention transformation outcomes than on incremental

process optimization or modernization initiatives.

Vendors Added and Dropped

We review and adjust our inclusion criteria for Magic Quadrants as markets change. As a result
of these adjustments, the mix of vendors in any Magic Quadrant may change over time. A
vendor's appearance in a Magic Quadrant one year and not the next does not necessarily
indicate that we have changed our opinion of that vendor. It may be a reflection of a change in

the market and, therefore, changed evaluation criteria, or of a change of focus by that vendor.



No vendors were added to or dropped from this Magic Quadrant.

Inclusion and Exclusion Criteria

To qualify for inclusion, service providers need to meet all the following criteria:
Service Capabilities

« Ability to provide finance transformation consulting services via all three of the following

delivery models: in-person, remote and hybrid consulting.

« Actively market and sell finance transformation strategy consulting services on a stand-
alone basis as of 1January 2025, without the requirement to bundle these services with
other services, including, but not limited to, broader finance transformation

implementation engagements, or recurring revenue or managed services contracts.

« Demonstrated capability to address automation and Al/GenAl implications in finance
transformation strategy (e.g., identifying candidate use cases and operating model/control

considerations), without requiring a specific technology or implementation engagement.
Market Presence

« Actively market and sell finance transformation consulting services to organizations, with at
least 20% of customers having annual revenues above $1 billion in calendar year 2025 (USD

constant currency).

« No single customer entity represented more than 20% of the service provider’s finance

transformation strategy consulting revenue.

« Have, in calendar year 2025, started and completed at least 20 finance transformation
consulting engagements with unique customer logos, with at least three of these being

net-new customers.

« Maintain an established ecosystem presence relevant to finance transformation strategy
(e.g., ERP/EPM, data/analytics, process intelligence), evidenced by more than one formal

alliance.

Evaluation Criteria



Ability to Execute

Gartner evaluates each service provider’s Ability to Execute by assessing its product’s
services, sales execution, market responsiveness, customer experience, overall viability and
operations. Analysts evaluate how these criteria enable the service providers to be
competitive and effective in the market, support their ability to retain and satisfy clients,

create a positive perception and help them adequately respond to market changes.

The service, market responsiveness/record and operations criteria are particularly important in
this Magic Quadrant. Services speak directly to a provider’s ability to deliver high-quality,
value-linked finance transformation strategies and actionable transformation roadmaps.
Market responsiveness evaluates how dynamically a provider adapts its offerings,
methodologies and proprietary tools to keep pace with shifting CFO priorities. Operations
assesses the underlying delivery engine: the provider’s program governance, the scalability of
its prepackaged accelerators, and its institutionalized training programs that ensure finance-

consulting teams possess deep, up-to-date domain expertise.

While sales execution may play a secondary role in this market, it remains essential that service
providers have sufficient strategic influence and stakeholder engagement capabilities to
support the change leadership required in finance transformation strategy development. This
is done via appropriate networks of direct and indirect services to extend the scope and
depth of market reach, skills, expertise and technologies, while assuring clients receive a fair

price for the value of the end product.

Marketing execution is not rated in this evaluation, as a provider’s promotional and brand-
marketing reach is not a primary determining factor for client selection in this established

market.

Ability to Execute Evaluation Criteria

>

Evaluation Criteria Weighting

Product or Service High

Overall Viability Low



>

Evaluation Criteria Weighting
Sales Execution/Pricing Medium
Market Responsiveness/Record High
Marketing Execution NotRated
Customer Experience Low
Operations High

Source: Gartner (September 2026)

Completeness of Vision

Gartner assesses service providers’ Completeness of Vision by evaluating their ability to
articulate their perspectives on the market’s current and future direction, anticipate clients’
needs and technology trends, and address competitive forces. Analysts also evaluate the
Completeness of Vision by gauging service providers’ understanding and articulation of hovv

they exploit market forces to create new opportunities for themselves and their clients.

Market understanding, offering (product) strategy and innovation are particularly important in
this Magic Quadrant. They speak to the service provider’s ability to anticipate and influence
client requirements, while using that information to improve its offering and drive

differentiation in the market.

The business model and vertical/industry strategy, which are slightly less critical in this market,
ensure that service providers can support their clients’ current needs and deliver value to

organizations of different sizes across industries.

Sales strategy and geographic strategy are excluded from rating in this year’s analysis because
structured sales networks and regional physical presence are no longer primary differentiators

for modern, globally delivery-enabled consulting firms.

Completeness of Vision Evaluation Criteria



Evaluation Criteria Weighting

Market Understanding High
Marketing Strategy Low
Sales Strategy NotRated
Offering (Product) Strategy High
Business Model Medium
Vertical/Industry Strategy Medium
Innovation High
Geographic Strategy NotRated

Source: Gartner (September 2026)

Quadrant Descriptions

Leaders

Leaders in the finance transformation consulting market combine advanced strategic vision
for the future of finance with the ability to execute complex transformation initiatives at scale.
They help CFOs redesign finance operating models, modernize processes, strengthen data
foundations, evolve workforce capabilities and adopt Al-enabled ways of working, while

maintaining alignment with business objectives.

Leaders distinguish themselves through investments in emerging capabilities such as Al-
enabled diagnostics, organizational scenario modeling, process intelligence and
transformation planning. These capabilities help organizations accelerate decision making,

improve transformation outcomes and prepare for evolving finance operating models.



These providers demonstrate mature delivery capabilities across industries, supported by
extensive ecosystem partnerships, specialized talent and established transformation
methodologies. They consistently help clients move from transformation ambition to
implementation by integrating operating model redesign, governance, technology

modernization, workforce transformation and value realization within a unified approach.

Leaders are also influential in shaping market direction through research, thought leadership
and ongoing investment in areas such as agentic Al, autonomous finance, human-Al operating

models and intelligent decision support.

Leaders are particularly well-suited for organizations pursuing significant finance
transformation initiatives that require a balance of innovation, execution discipline and
scalable delivery capabilities. While they often provide broad and sophisticated offerings,
buyers should evaluate fit based on their transformation objectives, desired engagement

model and expected level of strategic support.

Leaders risk transitioning to Challengers if their innovation lags, or to Visionaries if their global

execution consistency or delivery scale declines.

Challengers

Challengers demonstrate strong execution capabilities and a proven ability to deliver finance
transformation consulting outcomes. They have established market credibility through
successful client engagements and provide practical guidance across finance modernization,

operating model improvement, process transformation and organizational change initiatives.

These providers typically excel at helping organizations translate strategy into action through
disciplined delivery models, experienced practitioners and well-defined methodologies. Their
approaches are often grounded in real-world implementation experience and focused on
helping CFOs achieve measurable business outcomes, improve finance effectiveness and

manage transformation risk through disciplined execution.

Compared with Leaders, Challengers generally place less emphasis on shaping future market
direction or advancing highly differentiated perspectives on emerging trends. Their innovation
agendas may be more incremental and they may invest less aggressively in proprietary assets,

future-of-finance thought leadership or emerging operating model concepts.

Challengers are often a strong fit for organizations that have a relatively clear transformation

vision and seek a provider with demonstrated execution strength. Buyers should evaluate how



well a Challenger’s approach aligns with future business needs, particularly in areas such as Al-

enabled operating models, workforce transformation and long-term finance evolution.

A Challenger can move to the Leader quadrant by showing a more forward-thinking
perspective on market evolution while maintaining strong execution. Conversely, a Challenger
may shift to the Niche Player quadrant if its execution capabilities, delivery scale or

consistency no longer meet the broader requirements of the market.

Visionaries

Visionaries are characterized by a differentiated perspective on the future of finance and their
ability to anticipate emerging CFO priorities. They are often early advocates of new concepts,
including agentic Al, autonomous finance, Al-native operating models, intelligent decision

support and evolving approaches to workforce design.

These providers invest heavily in innovation, market research and new methodologies that
help CFOs reimagine finance’s enterprise value. Their offerings frequently challenge
conventional assumptions about finance operating models, organizational structures and the
role of technology in decision making. As a result, Visionaries can provide CFOs with fresh

perspectives on how finance may evolve over the coming decade.

However, Visionaries may not always demonstrate the same level of execution maturity,
global scale or delivery consistency as Leaders. Some capabilities may remain in earlier stages

of commercialization or may not yet be broadly validated across a large client base.

Visionaries are best suited for organizations seeking strategic innovation, future-state design
and new approaches to finance transformation. They can be particularly attractive to CFOs
looking to shape long-term transformation agendas and prepare their organizations for

emerging shifts in finance, technology and workforce models.

A Visionary can move to the Leader quadrant by demonstrating stronger execution, greater
delivery scale and consistent results across industries. Conversely, Visionaries may shift to
Niche Player status if their strategic vision falls behind market expectations or fails to evolve in

line with client needs.

There are no Visionaries in this year’s Magic Quadrant.

Niche Players



Niche Players focus on specific client segments, industries, transformation priorities or
geographic markets, and differentiate themselves through specialized expertise, agility and
personalized client engagement. They often target support for specific enterprise segments
(such as midmarket or capital-constrained organizations), distinct modernization scopes
(such as phased data readiness or financial close automation), or high-touch strategic

advisory.

These providers frequently demonstrate strength in areas such as finance effectiveness,
process improvement, organizational readiness, operating model optimization or industry-
specific transformation requirements. Their client relationships are often characterized by
direct access to senior practitioners, tailored recommendations and close alignment with

organizational priorities.

Compared with providers in other quadrants, Niche Players maintain smaller delivery
footprints, more focused service portfolios, or narrower geographic reach. Rather than
deploying large-scale proprietary software platforms or broad multiagent suites, they rely on

practitioner-led delivery, modular toolsets or tailored advisory methods.

Niche Players are often well-suited for organizations seeking focused expertise, a highly
collaborative engagement model or support for specific transformation objectives. Buyers
should evaluate how well the provider’s specialization, scale and long-term roadmap align with

the complexity and ambition of their finance transformation journey.

Niche Players can transition to the Visionary quadrant by developing a differentiated, forward-
looking perspective on emerging finance architectures, or to the Challenger quadrant by
expanding global delivery scale and multipillar implementation capacity. Progression within
the market reflects expanding either the breadth of their transformation vision or the scale of

their delivery operations.

Context

Finance transformation consulting providers are increasingly enhancing their offerings by
integrating proprietary and third-party technology platforms into their strategy development
processes. They focus on helping clients build future-ready finance functions through

strategic clarity, operational agility and data-driven decision making.



This is achieved through the use of advanced technologies such as Al, GenAl and predictive
analytics, which enable faster diagnostics, operating model scenario simulation and

transformation planning. As a result, both providers and clients are placing greater emphasis
on maintaining dynamic transformation roadmaps and managing the supporting technology

ecosystem effectively.

The following recommendations will support CFOs in identifying the finance transformation

consulting provider best suited to meet the needs of their organization:

+ Al-enabled delivery: Competitive differentiation increasingly depends on embedding Al

into consulting delivery, using agents to automate workflows and enhance advisor quality.

« Outcome-driven value: Pricing models and engagements are shifting toward measurable

financial outcomes and clearer ROI, rather than traditional time-and-materials effort.

« Human-Al workforce: Addressing current talent constraints requires comprehensive, data-
driven change management to upskill staff and seamlessly integrate a new “human-Al

chemistry” into the workforce.

« Balancing innovation with governance: As transformation strategies become highly
dependent on cloud-based diagnostic platforms, CFOs and consulting firms must

collaborate to navigate emerging governance and compliance risks.

Market Overview

Market Outlook

A convergence of technological advancements, organizational complexity and evolving
regulatory mandates is compelling CFOs to fundamentally reexamine finance operating
models, workforce structures and decision-making processes. In turn, these enterprise
pressures are driving an accelerated expansion of the finance transformation consulting
market. Gartner estimates global spending on finance transformation consulting will approach

$68 billion by 2030, representing a compound annual growth rate (CAGR) of 11%.

Demand is shaped by the need for continuous reinvention in finance, as CFOs navigate
persistent uncertainty, ongoing operational disruption and the transition from early-stage Al
experimentation to enterprise deployment. Boards and executive leadership increasingly

demand that Al investments deliver tangible operational returns, forcing CFOs to seek



transformation partners who can operationalize Al agents across core workflows, rather than

merely delivering isolated proofs of concept (see A CFO’s Guide to Finance 2030 Insights).

This shift is expanding the scope of finance transformation programs to include the
deployment of advanced analytics and Al agents capable of executing complex workflows
(see 2026 CFO Priority: Leading the Shift to Al-First Finance). Crucially, this demand for
modernization unfolds in an environment of persistent enterprise cost scrutiny. CFOs face
strict mandates to compress payback horizons, intensifying scrutiny of providers’ ability to
deliver early, demonstrable value and operational efficiencies alongside longer-term

innovation.

However, transformation success remains constrained by talent and change management
challenges. The shift toward a human-Al workforce requires significant upskilling, the creation
of new roles and robust, data-driven change management programs. Consulting firms will
need to evolve their services around the emerging Al workforce by delivering structured
frameworks for blending human and digital labor, supporting clients in redesigning their

organizations and sustaining the full value of their own Al investments.

Over the next three to five years, market focus will shift from functional process efficiency
toward continuous operating model reinvention. The traditional model of multiyear, milestone-
contingent advisory is giving way to dynamic, asset-supported engagements where target
operating model design, data architecture and workforce restructuring occur concurrently.
Consequently, growth will concentrate among providers that offer preconfigured industry
data models, verified risk governance frameworks, and automated transformation accelerators

that minimize time-to-value.
Market Landscape

The market for finance transformation consulting has evolved from discrete, strategy-focused
transformation programs to continuous finance modernization initiatives spanning operating
model redesign, process transformation, data modernization, technology enablement and
workforce evolution. CFOs are increasingly investing in integrated transformation programs
that help finance functions improve efficiency, strengthen decision making, adapt to changing

business conditions and realize greater value from Al and automation investments.

Consulting firms are responding by bridging traditional target operating model (TOM) design
with hands-on digital prototyping, process simulation and data governance, enabling CFOs to

move more seamlessly from strategic vision to scaled operational execution.



Investment is increasingly shifting toward end-to-end finance transformation initiatives rather
than point solutions. These initiatives emphasize harmonized data models and standardized
processes, along with Al-enabled advanced analytics, automation and decision-support
capabilities. They also involve evolving the operating model, organizational structure and
talent strategy to better align with future-state objectives. The outcome is a more connected,
intelligent and adaptive finance function that combines modern technology with the right

skills, roles and governance to support operational excellence and strategic growth.
The current landscape is shaped by three primary market movements:
Proliferation of Asset-Led and Agentic Consulting Delivery Models

Al-accelerated delivery models are redefining the consulting value proposition (see
Innovation Insight: Al in Finance Transformation Strategy Consulting). Leading consulting firms
have built specialized diagnostic environments — such as digital twin simulators, automated
process intelligence engines and pretrained finance agents — to conduct baseline analyses in
days, rather than months. Rather than manually documenting current-state processes via
employee interviews, providers ingest client transactional logs to simulate downstream
organizational and financial impacts. This asset-led delivery model has raised the competitive
baseline, requiring consulting firms to either engineer proprietary toolsets or establish

strategic alliances with enterprise process intelligence vendors.
Heightened Focus on Realizing an Achievable Future of Finance

While vision frameworks for autonomous operations and Al-enabled decision support remain
influential, CFOs are increasingly prioritizing practical, executable paths to modernizing the
finance function. Rather than pursuing open-ended innovation programs, finance leaders are
seeking transformation partners that can translate aspirational future-of-finance concepts into
sequenced, attainable milestones. Consulting engagements are shifting toward models that
demonstrate steady progress toward strategic goals — such as establishing trusted data
foundations, evolving human-plus-machine workforce structures, and enhancing enterprise
agility. In turn, consulting firms are pairing long-term operating model blueprints with
transparent value architectures and shared accountability to ensure progressive, measurable

advancement toward the office of the CFQO’s future vision.
Orchestrating Human-Agent Workforce and Governance

As finance organizations move beyond initial digital experiments, leadership focus has shifted

from technical deployment to organizational restructuring, talent readiness and oversight.



CFOs increasingly rely on finance transformation consulting firms to help their teams work
effectively alongside Al, shifting staff from repetitive processing to strategic business
partnering. At the same time, maintaining institutional trust and compliance remains essential.
Leading consulting firms are building governance frameworks that ensure model transparency,
data privacy and internal control integrity, giving CFOs the confidence to adopt automation

while protecting their fiduciary responsibilities.
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