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Inglorious bastards –
teknologrekruttering i PwC
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PwC i Norge

• 2 000 mennesker
• 28 kontorer og filialer
• 3,6 mrd NOK omsetning

Mer enn 295 000 mennesker 
i 156 land i PwC-nettverket

PwC jobber med

78%

av landets 100
største virksomheter

3 av 5
av landets 500

største virksomheter
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We need different kinds of talents to become truly digital!
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Teknolog-lønnskurve vs. Økonom-lønnskurve

Developer experience vs. global audit/trust enterprise R&Q

Karriereutsikter

Rollemodeller & kommunikasjon fra toppen

Teknologi som støttefunksjon vs. kjerneleveranse

KPI-er & Performance-prosess

Nerdekultur vs. “NHH-kultur”

Teknologer er annerledes – mange 
strukturer som passer bra for professional 
services passer dårlig for dem
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Teknolog

Big4
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Audit tools Engineering tools
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Service first Product first

Core value proposition Help customers resolve their needs through projects and expert 
advice

Discover and deliver digital products that enable customers to 
solve their needs themselves

Discovery model Identify and understand customer specific needs, one customer at a 
time

Identify, understand, and generalize common unresolved needs 
across wide range of customers

Delivery model Project teams deliver results project-by-project according to 
customer needs, one customer at a time – marginal cost of 
production is significant

Product teams develop and operate software solutions that wide 
range of customers use according to their needs – marginal cost of 
production is negligible

Sales model Sell time & material projects (low volume, high fee) Sell subscription/license (high volume, low fee)

Scalability Limited by people available to staff on projects Limited only by total size of market

Main function of services Solve customer needs through project deliverables Support product delivery: Customer onboarding, initial setup, 
configuration maintenance, training

Main function of products Support project delivery: Automate repetitive processes, support 
data-driven decisions with data capture, insight & analytics

Solve customer needs through product features

Teknologi som støttefunksjon vs. kjerneleveranse

Første forsøk:

Tjenesteområdenes ansvar & mandat

Teknologenes ansvar & mandat
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Teknologi som støttefunksjon vs. kjerneleveranse

Vi prøver igjen:

Tjenesteområdenes ansvar & mandat

Teknologenes ansvar & mandat
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Teknologi som støttefunksjon vs. kjerneleveranse

Går i retning mot (?):
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“Det som du er, vær fullt og 
helt, og ikke stykkevis og delt.”


