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Executive Summary 

The India Inc. story has been gaining buyers for the past half a decade. And there are concrete reasons for it. The Sensex has escalated from mediocre levels to reach a dizzying 13,900 plus. Even the 15K mark looks imminent in the near term. 

There are several independent stories that are involved in this charged economic outlook:

· Accelerated demand for goods and services

· Forex reserves of USD 150 billion plus, and increasing

· Decreasing dependency on agriculture 

· Globalization leading to India becoming attractive as an investment destination for several industries

· Fast developing infrastructure

· Stable political climate

· And lastly, fundamentally sound corporate performance

In fact, The Economist, UK is of the opinion that India and China can sustain world demand even if the US were to slip into recession. According to them ‘the US is not the sole locomotive of the world economy, pulling others along. India has become a small locomotive too.’

Merchandise and services exports have shown close to triple-digit growth over the past two years. The top industries in the current economic scenario include financial service organizations, banks, knowledge-based industries, manufacturing, retail and FMCG, pharmaceuticals, besides IT and telecom. 

Many of the larger organizations within these vertical industry segments have traditionally been large users of Business Intelligence systems. More such organizations are in the process of getting BI enabled. Also, BI adoption is starting to happen in other industry segments as well. 

Existing BI user organizations are going up the value-chain as leveraging corporate and external data for business advantage becomes part of the CXO mindset.

A well thought out BI implementation is an absolute prerequisite to Corporate or Business Performance Management, and several medium and large organizations are taking BPM ever more seriously, not just for performance gains but also for regulatory compliance as they get Sarbanes-Oxley compliant.6

 Report Highlights

· The overall BI and related spending for FYE 2006 is estimated to be Rs. 544 crore (USD 121 million), and this is expected to grow at a healthy compounded annual growth rate of 26.686% over the next four-year period ending March 2010. 

· The Indian BI marketplace so far is defined by the suppliers. In this typically sellers-market the BI vendors decide what end-users need and at what price. But, some large end-user organizations are beginning to define their BI needs.

· The BI market is believed to have grown at close to 50% in fiscal ended March 2006, over the previous year. This growth can be attributed largely to the large and enterprise organizations that currently have their enterprise systems in place.  

· The enterprise class accounts for much over a third of the BI spending in FYE 2006 while its representation in the sample is just about 12%. Large organizations constitute a little over 22% of the sample size, but account for almost 40% of the entire BI spending. 

· Till last year most BI systems had their focus on corporate strategy planning rather than day-to-day tactical plans and operations. However, this is changing as is evident from recent crop of offerings from prominent vendors such as Business Objects, SAS Institute, Microsoft, Cognos, and Hyperion among others including smaller tech-savvy entrants like QlikTech International, Informatica and Siebel Systems that is now part of Oracle.
· Business Objects recorded the maximum number of seats under its BI platform, at slightly over 15%, followed by Microsoft, Hyperion Solutions, SAP, SAS Institute and Cognos. Oracle would record a higher presence if combined with Siebel in terms of seats/CPU share.

· QlikTech and some other vendors (clubbed in ‘others’) offer OLAP like features in their in-memory-based alternative solutions to analysis and data modeling. Some of these smaller vendors like QlikTech are also quite capable in metadata management besides other aspects of data integration and development.
· The primary spend motivators in companies for BI solutions include support for strategic decisions, cost control and corporate performance enhancement.
Corporate Sample Characteristics 

Access Media focused on medium, large and enterprise class corporate organizations for the purpose of this survey. The data has been collected over the past three-four months from 1124 companies. This is keeping in line with our previous research work in the area of data analytics as well as other IT areas like security, Linux, and e-Commerce. Confining this exercise to the medium large and enterprise segments thus makes it possible to benchmark the study with results of related research studies.

Organization Size-Classes Represented
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The medium corporate segment comprises what we otherwise define as 'small-medium' and 'medium-large' organizations with permanent employee base range of 250 - 499, and 500 - 999 respectively. 

	Corporate Size Class
	Permanent Employee Range

	Medium
	250 - 999

	Large
	1000 - 2499 

	Enterprise
	2500 & Above


This not only facilitates data comparisons between similar and related research work in India, but also to a large extent tries to maintain congruency with the characteristics of the corporate universe in the country.  Strictly keeping in line with the universal corporate distribution by size-class the large/enterprise representation should be lower, but then going by the early BI adopters the sample has been adjusted. Care has been taken while estimating the total market opportunity by randomizing the data to minimize skews arising out of large deviations from the mean. 

[image: image4.emf]9%

15%

50%

28%

39%

27%

56%

0% 10%20%30%40% 50%60%70%80%90%100%

Not involved 

Analyze & Determine Needs

Recommending Role

Tech. Evaluation

Final Authorization

Set Budgets & Standards

Vendor/Brand Selection

Respondents Involvement in IT Purchase

Source: Access Media, 2006

N = 1124

Vertical Industry Segments Represented

In terms of vertical segments represented in the sample, Manufacturing is highest at 12.5% followed by Finance, Hospitality/Hospitals, FMCG and SW. Pharmaceutical, an important segment for BI, is included in the FMCG category. BPO/Call Center ops are important from the new economy perspective. Verticals like the Financial, Pharmaceuticals/Healthcare sectors have a relatively high exposure to regulatory compliance, and that in turn influences their BI perspective. The need for monitoring KPIs is critical.  Besides these segments transportation\logistics and FMCG/Retail are traditionally big in terms of BI usage worldwide. ‘Others’ comprise trading, and diversified, other services, real estate, civil construction among others.

Respondent Profiles – Function, Designation & Involvement in IT Purchase

Respondents in a survey related to BI are by and large required to be senior managerial level personnel or above. These are essentially people in job roles that require a fair understanding of the information needs of the top management or of a particular function/department.

IT function has people at the middle management levels or lower who are entrusted with such projects. About 15% of the respondents belonged to this category. 
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Within the above four types of respondents the designations encountered were: 

	Corporate Management
	CXO - CEO, President, Vice President, Chairman, Executive VP 

	
	CFO, COO, Country Manager, Regional Director

	
	Head HR, VP/Director New Projects

	IT Management
	CIO, CTO, CKO, CSO

	
	IT Head, Director-IT, Head-IT Security

	
	Manager - MIS/Database/DBA

	IT Staff
	Project Leader/Manager, DW Architect

	
	Specialist - Database/Systems, Consultants

	
	Programmer, Analyst, Systems Integrator

	Other
	VP/Director/GM Sales, Marketing, Business Development, Logistics, Customer Support

	
	VP/Director Administration, VP/Director/GM Purchase, General Manager


Respondents had different roles to play in the selection and purchase of BI tools and solutions. These varied from being ‘part of the BI evaluation team’ to having ‘complete or joint authority to sanction purchase’. 

Access Media encountered situations where the functional managers could not only recommend but also decide on the vendor/product that they find suitable. In quite a few of such cases the BI tool/solution was found to be implemented within a department and the data source(s) used with the tool too were confined only to this department. Marketing and Sales functions of FMCG and similar verticals are where such instances were found. 
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Half the respondents in the survey had recommendatory role in the purchase procedure apart from other forms of involvement. Over 56% influenced brand selection, and 39% had the final authority to decide on a purchase.

More data on purchase procedures are available later in the report.

Overview of Operating Environments & Databases 
A third of these sample organizations have BI implemented in some form or the other. This may or may not confirm to our definition of a BI platform to the last word, but the vendor offerings incorporate the aspects necessary to qualify them as full-blown BI solutions. Independent components of a BI platform pertaining to Data Integration and Application Development, Analytics and Information Delivery were also found in a large number of organizations.

 ERP penetration among sample responding organizations was the highest as compared to other enterprise SW applications involving operational as well as analytical CRM, supply chain management apps, enterprise application integration (EAI) and business process management. 

Operating environments found among the sample comprised MS Windows 2000, NT, HP-UX, Solaris, OS2, AS/400, Linux variants, other Unix derivatives including proprietary environments.  

In terms of databases encountered during the survey the following were found - Oracle, Oracle 7.x, 8i, 8i Lite, 9i, 10g, 11i, MS SQL Server, SQL Server 6.5, 7, 2000, Sybase ASE, IQ, PostgreSQL, Informix, SAS, Teradata, IBM DB2 variants, CA, Ingres, Firebird, Netezza, and MySQL among a few others.

Methodology Employed

End-user corporate survey was done using structured questionnaires as well as open-ended discussions using guides. These were designed to record both quantitative as well as qualitative responses.  The format involved face-to-face and telephonic responses. The questions were structured as far as possible and probes were used wherever necessary. Once the stratification by size-class and vertical segmentation was done, the selection of the respondent organization was random. On an average about 1.8 people per organization had to be contacted to get valid responses. In extreme cases up to 4 people had to be involved in certain organizations.

The questionnaire design followed a structured format with single or multiple choice questions. As far as possible the questions asked during the interviews were closed-ended. Open-ended inputs were recorded only when necessary. Qualitative responses were collected in some specific cases after taking into account the structured responses. Certain additional discussions with corporate end-users as well as with suppliers helped in inferring from the quantitative data. 

The field interviewers typically have 2-3 years of experience in administering structured questionnaires. In other words, they have more than 10 projects under their belts. The interviewers typically possess a PG diploma in B. Mgt. and/or Graduate Degree (BCom/BSc).  

Two field supervisors were assigned to the project from the pilot till the last questionnaire was completed. Open-ended discussions with CEOs CIO/CTOs, CFOs and Functional Heads of organizations in the past one year have been collated to form certain opinions regarding vendors, and product offerings in the Indian marketplace. These are usually done by senior consultants with minimum five years of field research exposure.

The survey was done in seven cities including the metros:

1. NCR

2. Mumbai

3. Hyderabad

4. Pune

5. Chennai

6. Bangalore

7. Kolkata

Access Media has been involved in several custom projects in the BI space and has worked with BI vendors and systems integrators trying to establish themselves in this space. The insights into product/platform selection process, proof-of-concept and implementation have come from this experience to a large extent.

Besides the primary survey other secondary research inputs have also been used to analyze/interpret the primary data and extrapolations. Other inputs include:

· Corporate infrastructure and IT budget data collected

· during fiscal 2004-05 on enterprise Linux apps & related trends

· during fiscal ended 2006 on Information Risk Management

· Knowledge archives on technology trends and spend patterns

· Tech Republic

· DM Review

· Corporate Web Sites

· Other media reports

· CII database 

· Access Media corporate panel 

BI Market Definition

Business Intelligence, by simple and most commonly accepted definition, is the process of leveraging existing historical data along with specific user inputs and statistical variables to gain insights into ‘key performance indicators’ and other related areas – be it markets, people or any other corporate resource – that can help run the business better.  In other words end-users should be ale to use corporate, regional or departmental data and be able to perform reasonable amount of slice-n-dice and drill-down using simple navigation.

The essential ingredients of a BI solution would thus be the ones that would enable end users to access data, and operate upon the data, which can then be used to answer end-user queries, cater to the reporting needs and perform advanced analytics.  

The functions of an end-to-end BI platform, in the conventional sense can be broken up into the following:

· access from single or multiple data sources & formats; 

· identifying data required for analysis; 

· extract data into a relational database (dedicated or otherwise); 

· data normalization and creation of datamarts (traditionally done using complex table structures and star-schemas);

· summary data extraction into multi-dimensional databases (hypercubes);

· front-end analytics and data visualization;

· predefined reports, ad-hoc queries

· delivering information to user groups

How to read this report

Our definition of BI, for the purpose of this report, is similar to the conventional model except there are tools available in the marketplace that integrate several of the above functions and may not strictly be using ‘online analytical processing’ (OLAP) technology widely used by vendors using database embedded server products. In functionality and performance terms however these products are like OLAP-based solutions. 

End-to-end BI solutions would typically comprise the following beyond the transactions systems and primary data sources:

· Base data system/module that extracts and further normalizes data from various sources using ETL (extraction, transformation, load);

· Data Analytic system/module for data-warehousing and creation of data-marts;

· Analysis system/module based on hyper-cubes or multidimensional data models;

· Querying system/module that has data-mining capabilities;

· Reporting system/module that help in front-end analytics and data visualization;

· Delivery system/module for remote distribution of reports using web server tools

The overall BI space thus has elements of the advanced analytics software, OLAP and data-warehouse management tools markets. 

Overall BI Market Opportunity 

About a fourth of the Indian marketplace comprising medium organizations mistook an efficient reporting system with a BI tool. Our surveys in FYE 2005 and earlier involved explaining our definition of BI at the time of recruiting organizations for the interview process. This notion has since become less common but does persist especially among the medium size-class companies.

Many medium as well as some large organizations were found during the course of the surveys that had used several technologies, third-party tools and their internal programming skills to deliver predetermined reports for senior management. These tools would involve relational databases from Microsoft, Oracle, Sybase, Informix, Information builders and CA primarily to generate reports using Power Builder and other front-end tools. 

Another type of organization within the medium segment would use report generators extensively, and along with their ERP solutions to get the desired reports and analysis. The penetration of Crystal Reports within these companies is also quite significant.

But this year has seen a major shift in the corporate end-user perception regarding a complete and comprehensive BI platform. This time it could well be BI, especially when the last three years have shown an accelerated growth in operational enterprise systems like ERP, CRM, database application management, and EAI.

 

Estimated Market Spend on BI 

The BI market is believed to have grown at close to 50% in fiscal ended March 2006, over the previous year. This growth can be attributed largely to the large and enterprise organizations that currently have their enterprise systems in place.  

Having invested in data modeling and data-warehousing these organizations are, in a manner of speaking, ready for data analytics to better manage departmental, divisional or corporate performance.  
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Share of BI Components in Overall Spending
At the end of fiscal 2006 the Indian BI spending by corporates was estimated to be Rs. 544 crore. This included all the elements of putting a BI solution in place. The spending in terms of software licenses was close about Rs. 196 crore and this along with the annual maintenance costs would make up close to 45% of the total spend.
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Overall consulting services, comprising implementation and training, account for nearly 57% of the total spend , but the deviation from this average is large with consulting spend reaching as high as 72%, or as low as 23% in some individual cases. 

The diversity in pattern between consulting and software license spending is largely a function of vendor offerings and pricing policies.  

BI Spend Quarter-wise, FYE 2006
The spending for BI and related systems started to pick up only during the last quarter of FYE 2005, and this momentum sustained the market in the initial stages of FYE 2006.

Close to 47% of the annual spending in FYE 2006 came in the first half of the fiscal which is considered high as compared to the overall IT spend pattern in the medium, large and enterprise segments.
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The third quarter spending showed marginal growth over Q2, but the spending went up by 10% in Q4. This trend is likely to continue with new entrants implementing BI in the current fiscal ending March 2007.

The first quarter of FYE 2007 exhibited a slow-down but Q2 showed a sharp upturn with vendors positioning their offerings for the medium-sized companies. The fact that some of the prominent vendors are getting interested in this space is apparent from the acquisitions and mergers in the past couple of years. End-to-end BI propositions are becoming an integral part of their services offerings.

Certain new vendors (mentioned later) have emerged in the Indian marketplace since last fiscal, and they too can be considered to have had an impact in the quarter numbers. Some of these new players have a visionary approach to BI, and have technologies that can support their strategies and pricing structures. Most of these new suppliers in India are yet to make a mark in terms of revenues or their respective shares in the spending pie.

However given the right strategies and the necessary financial commitments this breed of BI suppliers can make a significant dent in the Indian marketplace. In fact, their impact is already visible in the US, and the Western European markets.

Based on these assumptions the projected spending in Q3 and Q4 is likely to make FYE 2007 the most significant year for BI volumes and growth in India so far.  

BI Spend By Segments
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FYE 2006 had the BFSI sector spending more than any other industry vertical in BI tools and services. Banks and Insurance companies have traditionally been the biggest spenders in BI platforms in the country. FMCG/Retail sector also is a large user of data analytics worldwide. This is due to logistics requirements, large number of products and SKUs, supply chain and demand forecasts complexities. 

It is believed that 11% spend share by the Govt./PSU vertical is primarily due to some large BI implementations in the Energy sector. Also, the cost per seat factor does not confirm to industry norms in this particular segment in India. There are certain public sector banks representing this segment as well.

The lowest contribution towards BI spending has come from the consulting and media verticals. 

As expected the largest chunk of BI spending in the country has come from the enterprise class organizations that have traditionally embraced end-to-end BI solutions. A significant portion of the enterprise end-users are multinational companies or JVs.  
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The enterprise class accounts for much over a third of the BI spending in FYE 2006 while its representation in the sample is just about 12%. Large organizations constitute a little over 22% of the sample size, but account for almost 40% of the entire BI spending. 

These numbers point towards the fact that medium organizations spend relatively less as compared to the other size-class segments. The BI adoption in medium-sized organizations is limited by the complexity of applications and the number of users. 

Growth Trends in BI Spending 

The BI opportunity in corporate end-user spending terms is likely to jump 43% y-on-y in FYE 2007.
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The last two quarters (of FYE07) look relatively modest in terms of spending, but Q3 and Q4 are expected to record higher quarterly growth accounting for 27% and 31% of the projected annual spending respectively. 

This makes H2 of FYE 2007 getting close to 58% share of the annual spend as compared to 53% in FYE 2006.

BI spending is expected to grow at a compounded annual growth rate of 26.686% over the next four-year period ending March 2010. Y-on-Y growth will gradually decrease from over 43% in FYE 07 to about 28% in FYE 10.
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At this rate the total BI opportunity in FYE 10 will be worth Rs. 1776 crore in spending terms. Of this license related spend will account for nearly 32%. The SW license and the post-sale support (AMC) spending is expected to be to the tune of Rs. 745 crore accounting for 42% of the total projected spend.

As per the current state of the market in terms of deployment and time taken to get productive on the tools, Training is a critical aspect. However Training constitutes just under 1.5% in total spending terms. One of the key reasons being that training costs are often hidden within the overall consulting spend. 

It appears that end-user corporates expect training to be part of the overall delivery and deployment of BI systems.  
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The other argument in favor of a relatively low training component through the next four years is the fact that newer technologies are easier to adapt, both by the in-house developers, SIs, MIS staff as well as end-users. 

The latest BI technologies have a smaller foot-print, share the look-n-feel of popular front-end tools and GUIs, are less demanding on server resources, and take less time to deploy. 

This is one of the reasons why the consulting aspect of BI solutions deployment will grow only marginally in the medium term in terms of its share in overall spending. In fact the implementation share of the spending is expected to decrease in the next three years before it starts to rise once again in FYE 2010 when the scale and complexity of BI projects grow significantly.
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In Y-on-Y growth of the individual components of a BI solution Implementation Services is expected to maintain a healthy rate lose to 35% on an average. It is anticipated that the per-seat-cost of SW license will come under pressure in FYE 08. 

BI Supply-Side Perspectives

The Indian BI marketplace so far is defined by the suppliers. In this typically sellers-market the BI vendors decide what end-users need and at what price. But, some large end-user organizations are beginning to define their BI needs.

The supply side is not as fragmented as is the case in the US, parts of Europe and Australia. Even globally the last two years have seen massive consolidations. However there are a substantial number of players today to be able to offer sufficient choice of tools, product-suites, and services.  
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This section deals with competitive strength and/or market positioning of the BI suppliers. Scope of Applications and Capability to Implement, are the two measures as represented above by the x- and the y-axis respectively. They are an integral part of the BI definition as mentioned earlier.

Scope of Applications
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Till last year most BI systems had their focus on corporate strategy planning rather than day-to-day tactical plans and operations. However this is changing as is evident from recent crop of offerings from prominent vendors such as Business Objects, SAS Institute, Microsoft, Cognos, and Hyperion among others including smaller tech-savvy entrants like QlikTech International, Informatica and Siebel Systems that is now part of Oracle. 

These new BI platforms and business applications are designed to handle operational needs of corporate users. This trend is helping BI grow beyond an esoteric world of analysts to a relatively more practical level relevant to the masses within different corporate functions.  SAS 9, QlikTech’s QlikView 7.x, Informatica’s PowerAnalyzer etc. are some examples of software that aim to deliver ‘fit to task’ BI solutions. The key aspects are:

· Use of underlying domain knowledge 

· Apps not only for key decision makers, but operational staff

· Support broad spectrum of functional apps

· Support for Industry Vertical Strategy

· Scalability – vol. data handling, no. of apps, & users/seats

· Web-application support

Capability to Implement
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This point is primarily about timely commissioning of the BI solution. As per the fundamental concept of BI used in this report, the applications are meant to provide companies with insights into their business data and transactions. Implementing refers to the ability to convert this concept into reality. In other words this criterion is about delivery capability of the vendors and/or the products.

Unlike the traditional best-of-breed vendors using OLAP technologies, certain products use new and advanced algorithms to extract and manipulate and distribute data. While some vendors have a relatively high component of consulting there are others that are moving towards more out-of-the-box solutions. The consulting element in dollar terms is much less in such cases. The key aspects of this criterion are:

· Pre- and Post-Sale Support

· Understand and incorporate user/domain needs 

· Handle multiple data sources and types

· Handle computation rules and statistical formulae

· Execute within estimated timelines and costs

· Comprehensive user training

While the large Traditional players in BI have database-embedded sever offerings including OLAP and reporting tools, the other segment of suppliers primarily offer stand-alone tools. Traditional vendors come from a RDBMS and DataWarehouse (DW) Management backgrounds, and consequently have their focus on large BI and analytics projects involving:

· Terrabytes of data volume

· Near Real-Time data loading

· Online analytics delivered to concurrent users over the Web or using IP technologies

· Large number of users and reports

· Complex applications requiring statistical algorithms and predictive analytics
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In other words the market in the case of Traditional vendors remains restricted to certain vertical segments and certain large enterprise user organizations. Though the focus will continue to be on the larger CPM markets, many are also eyeing the mid-sized businesses with easy-to-deploy products. 

The Innovators on the other hand have graduated from Niche player status and are using smart technological advantages to package generic analytical engines along with ETL, data visualization and reporting features. These are either based on traditional OLAP or similar technologies that deliver the minimum standard in terms of data integration and mining capabilities and response times. 

New releases like Business Objects Enterprise 6.5, Cognos 8, QlikView 7.5, Hyperion System 9, and even SAS 9 point to this new trend in BI applications that aim to proliferate analytical and operational BI among line–and-staff besides promising to deliver end-to-end Corporate Performance Management using KPI Dashboards and Balanced Scorecards.

The BI supply-side scenario in the past three years has been marked with consolidations taking place across vendors from different geographical markets and with different propositions along the BI value-chain. BO acquired Crystal Reports; Hyperion merged with Brio and earlier acquired Essbase; Oracle currently has several ERP and front-end analytics and reporting brands under its fold that can help entrench its position in the BI marketplace; Cognos absorbed Adaytum; Microsoft has absorbed Proclarity in an effort to bolster its OLAP front-end capabilities.   

Hyperion’s System 9 is now advertising ‘always on’ BI for Windows Vista users.  Microsoft Office Performance Point Server has SQL Server and MS Office as its cornerstone, and now with ProClarity is certainly a strong contender for the medium-end mass-market BI apps.

Speaking of avant-garde BI solution that can be deployed more or less out of the box, QlikTech makes a case in point.  This Sweden-based BI vendor (now headquartered in the US) prefers to call its QlikView BI suite as a ‘non-OLAP’ tool. It has all the features that are required in online analytical processing and makes use of a patented technology called – Associated Query Language.  AQL contributes towards:

· In-memory use of data, computation rules, and visualization

· Efficient ETL engine

· Interactive analysis and ad-hoc querying

· Unique association of field values leading to lower query response times and application storage space

· Smaller SW application footprint due to lesser demand for servers

SPSS on the other hand traditionally outstripped many competitors in terms of its statistical and analytical capabilities, which is being used to consolidate it position. Such BI tools are likely to speed up adoption among medium-sized businesses by lowering the TCO.

Overall in the Capability-Applicability map the Traditional suppliers are tending to shift towards the Leaders quadrant with SAS Institute and Microsoft appearing to be more aggressive as compared to the rest.

The Innovators need to move up the delivery curve in order to be able to establish themselves as capable of handling more demanding need for analytics both for strategic as well as volume operational requirements. While Cognos is sitting on the fence, QlikTech International seems to be breaking new grounds with its BI solutions optimized for higher performance. The company announced its tools for the Intel Xeon platform entering the 64-bit computing space.  

The Underdogs theoretically could be moving in any of the possible directions, but SPSS, arcplan and MIS AG seem to be heading towards the Leaders quadrant. SPSS was recorded on the radar in this survey for the first time; as it was a marginal player till FYE 2004 as far as end-to-end BI solutions are concerned. SPSS Showcase Suite makes a strong case for quick data retrieval and analysis for enterprise decision making purposes. The company’s alignment with other technology vendors has begun to impact the medium- and high-end BI solutions. SPSS has been able to leverage the IBM platform users base for its foray into end-to-end offerings.

Like QlikTech, arcplan too was quick to jump on to the 64-bit technology, and offers support for heterogeneous server environments. Moreover arcplan had its strength primarily in the visual programming environment score, a feature that has since been incorporated by Oracle.
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Vendors mapped on similar grids relating to market positioning or potential are found to be moving in most cases. One reason being that as end-user needs in terms of analytics, data maintenance and modeling and scope of use get crystallized they tend to get more demanding in terms of their specific needs, timelines, as well as costs. 
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Also, the positioning of the existing and emerging players appears to be quite distinctive. Vendors thus need to adopt strategies in terms of technology, market segmentation and geographies to be ale to establish themselves as leaders. And, the traditional SW powerhouses may not be the only choice as far as buyers are concerned.

Several acquisitions and mergers in this space are at this point are due to bridging gaps in products and services offerings. Examples of both organic and inorganic expansions are present in the current scenario.

Initial Cost of Purchase

Though the pricing structures can vary significantly from vendor to vendor in terms of licensing as well as consulting, application development, implementation and training costs, we have normalized the model to four cost/spend elements – SW License, Post-Sale Support, Implementation Services and Training. 

Even within SW licensing vendors have adopted different structures and policies when it comes to user licensing, treatment of concurrent users in the case of web server-based BI solutions, site licenses and so on.
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Initial Cost of Purchase would refer to the sum total of the above four elements where Implementation spend includes consulting, application development, integration and final commissioning of the solution. 

Total costs per user organization has been segregated by the vendor/offering in question and then converted to an inverse 5-point scale. The higher the cost, lower the score.

It should be noted that these scores can change significantly if 3-year TCO is taken instead of the Initial Cost of Purchase. Vendors like QlikTech would gain in such a scenario.

Ease of Use
Historically any enterprise system implemented takes a lead time before end-users come to terms with it. Training assumes a significant part of the timelines. Only when the comfort levels of users go up to and beyond a certain threshold the productivity gains do not come into play. For operational applications the measure of such returns are relatively simpler as compared to an analytical BI implementation.

In this case end-users need to start working on the new platform using the BI tools at their disposal to be able to access and analyze quantitative data, in order to gain insights that would eventually empower decision-making. 

The parameters for Ease of Use are designed keeping in mind the time a typical user would take to start getting the basic work done:

· GUI – Intuitive display of information via dashboards, data visualization, and visual development environment

· Incorporation of Business Rules

· Navigation Flexibility

· Time to basic-utilization 

· Time to power-utilization

· Adequate operational features – data handling, distribution, collaborative computing, etc.

· Dependency on other external tools – The less the dependency the higher the score

Each of the parameters are converted to a 10-point scale (inverse in the case of 4th, 5th and 7th bullet), and they carry equal weights except ‘time to power-utilization’ that has relatively low rating.

BI Market Presence of Prominent Vendors

The Indian BI market is not adequately represented by any local brand even though the consulting component in the overall BI spending is more than half on an average. 
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Microsoft currently has the maximum number of customers for its Analysis Services that is probably the most widely deployed OLAP server in the marketplace.  Microsoft’s SQL Server along with Report Builder and MS Office (Business Scorecard) technologies that go together to deliver end-to-end BI platforms are all quite popular. 

Microsoft however has not really focused on the BI marketplace and only in the past year-and-a-half have the corporate end-users been able to identify it as a somewhat serious player. Also, the focus is currently on relatively medium-end solutions in mostly medium-sized companies. In other words the company’s mindshare as a BI vendor is weaker than some of the other leading BI platforms such as Hyperion and Siebel.

Business Objects recorded the maximum number of seats under its BI platform, at slightly over 15%, followed by Microsoft, Hyperion Solutions, SAP, SAS Institute and Cognos. Oracle would record a higher presence if combined with Siebel in terms of seats/CPU share.

Cognos has been re-architecting its offerings. This coupled with a strong sales force and business partner alignments in the region with other enterprise SW vendors makes the Cognos a contender to watch out for. Cognos has a clear vertical strategy, and its single-platform BI products approach appears to be working.  

Hyperion, like Business Objects is a pure-play BI vendor that has a broad array of BI platform capabilities including business modeling and rule capabilities. Both these companies will maintain leadership positions with the view that embedding BI into operational apps is most certainly the way forward. 

Traditional powerhouses like Microsoft and Oracle however offer functionality similar to Hyperion’s core MOLAP engine. This threat along with those from the new technology players like QlikTech is likely to create pressure on the company.  

QlikTech and some other vendors (clubbed in ‘others’) offer OLAP like features in their in-memory-based alternative solutions to analysis and data modeling. Some of these smaller vendors like QlikTech are also quite capable in metadata management besides other aspects of data integration and development.

BI in India can be said to be almost over the initial phase where applications are esoteric and remain restricted to the domains of statisticians and analysts.  Pricing would eventually be of major significance once the BI apps proliferate across functions within organizations. 

Flexibility in terms of pricing structures and the strength of their respective distributor/reseller networks will be critical in the medium-term. While heavyweights like SAP and SAS Institute may not be able to demonstrate the desired pricing flexibility at this point, they certainly have a significant penetration in the large and enterprise user segments. 

While SAP offers distinct benefits to SAP-centric organizations by virtue of its BI integrated NetWeaver platform there may be signs of the company finding a strategy for the non-SAP users.   

SAS Institute like SAP is strong in terms of a direct sales force and dedicated customer base. The need to differentiate themselves from relatively lower-end products, database embedded or otherwise is important for both. Both vendors can be said to posses one of the most comprehensive BI offerings in the marketplace.

In terms of advanced analytical capabilities however no other vendor is even close to SAS Institute. Except for SPSS that has traditionally been a critical infrastructure for market research and modeling activities. Advanced analysis including predictive analytics will become more and more significant to BI solutions over time, which is where emerging players like SPSS stand to benefit. Essbase is an integral part of the offering from SPSS, especially for IMB eServer iSeries platform. The traditional OLAP offerings from SPSS look promising, but a lot depends on its applicability across different computing environments.  

Microstrategy though quite an old hat in BI platform selling does not appear to have a broad market penetration in India as it has in the US. The vendor rates high on application scope and close to average in terms of implementation capability.  Pricing flexibility however remains a grey area that only time will tell. 

BI Adoption & Usage

BI does not have a very long history in India, though certain BI user organizations have been in existence for the past ten years or more. A bulk of the BI adoption and spending in the country is by and large within the large and enterprise class Indian companies rather than multinational organizations as was the case a few years ago. 
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At the time of the survey a fourth of the sample organizations were already using a BI platform for some application or the other. Another 12% were at some stage of the implementation process. About 11% were in the process of purchasing BI and were in the pre-evaluation or evaluation stage.

While 42% organizations did not have any BI plans, at least in the immediate future, a third of these companies had no plans whatsoever. It is however interesting to note that another 21% would be BI enabled by Q2 of FYE 2008. This means that more than half of the medium, large and enterprise organizations should have BI solutions in some form or the other, however small or restricted the scope of the app may be. 
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Lack of organized data sources besides lack of budget is the single most deterrent to companies that are not planning any BI exercise in the near term. Scattered data sources pertaining to different departments or sub-groups with departments, and lack of historical data integrity is a genuine issue with many organizations. Several such organizations are at this point in time either getting their databases in order or are contemplating or implementing ERP solutions. 

Another significant reason is lack of peer pressure.  Organizations tend to seriously look at an enterprise SW option just because their competitors have done so. This is particularly true for services sector including the hospitality segment. 

A majority of the BI user organizations are less than six months in usage experience terms. This could mean that the future BI spending in FYE 2007 and FYE 2008 would come from FTUs as it may be too early for repeat purchases. Some organizations however are looking at extending apps further down the organizational hierarchy, but such organizations currently are few.
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As to extending BI to other functional areas within organizations is concerned, the success or otherwise of the current applications is likely to play a critical role. In many of the cases the BI implementation has been on a pilot-case basis.

 Finance without doubt is the largest user community within organizations. Finance has other roles to play in the purchase decision as well, which makes it the ultimate partner as far as BI suppliers and solution providers are concerned. 
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Sales and Business Development functions are also traditionally ahead of other functions when it comes to data analytics and ad-hoc queries and what-if analysis. Marketing and Sales put together are a critical lot for BI vendors apart from the corporate decision makers.

The most popular applications across different vertical industries would relate to the following functions:

· Financial & Cost Analysis 

· Sales Management 

· Corporate – Business Performance Management (KPIs)

· Analytical CRM

· Operational Analysis

· Inventory management

Given this scenario the key users of BI tools in organizations currently are:

· Corporate Management

· CEO, COO, CFO, Country Manager, Regional Director, Executive VP, Head HR, GM Finance

· IT Management

· CIO, CTO, Head IT, Manager-MIS, Chief Security Officer, IT Analyst

· Other

· Director/VP/GM Sales, GM sales, Regional sales Manager, Territory Sales Manager, Circle Head, Head of Business Development, Researcher, Product Manager, Brand Manager, Head of Supply Chain, Demand Planner, Finance Manger, Manager Accounts, manager Administration, GM Purchase, Purchase Manager 

Shift Along the Value Chain

A good 87% of the organizations that have been using BI solutions currently have less than 150 BI end-users within. The distribution of such organizations is weighted in favor of three end-user size classes;

· ‘less than 5’, 

· ‘10-24’,

· and ‘50-149-user’ organizations. 

Each of these user-size classes account for over 20% of the BI user organizations.


The number of end-users is however not the only factor for determining the degree of usage as far as BI apps are concerned.


Along with the number of end-users within organizations it is important to acknowledge the extent of usage to be able to measure the maturity/complexity of the BI application in terms of value-add. 

There could be other parameters used to estimate the value-add component in a given BI application – no. of applications, number of functions, complexity and diversity of data sources, delivery complexities, etc.

In the above map four stages define the extent of usage within user organizations:

1. EIS – Executive Information Systems help track changes in the environment. They are an outward looking executive tool comprising spreadsheets, end-user databases and statistical packages. They are usually isolated systems working off relatively smaller departmental (or city-office) level databases.

2. MIS – Management Information Systems are relatively more inward looking, that track organizational performance and can be considered as tool for the manager/decision maker. These can comprise the most basic manual searches to auto searches to advanced data-mining technologies.

3. DSS – Decision Support Systems are designed to provide processed information that can directly influence decisions. These are analyst/programmer tools that provide hierarchical aggregations, drill-downs, and summaries at different levels, using OLAP or equivalent technologies.

4. BIS – Business Intelligence Systems are a combination or hybrid of the above. They incorporate all the elements of the information support systems and add features relating to:


a. Managed queries

b. Ad-hoc queries

c. Multiple-format delivery mechanisms

Moreover BIS aims to deliver all functions along with the option to scale on a single integrated platform. Being able to use different applications irrespective of the complexity in source data, business rules, type of function or the geographical influence/scope is the level of integration that can be achieved in a comprehensive BI environment.

The dashed line cutting through the grids indicates the line of best fit. About equal number of the sample organizations fall on either side of this curve.

· The largest cluster accounting for 45% of the sample organizations are in the 10-149 end-user category organizations, using DSS or integrated BI applications.

·  Over 40% of the BI-enabled companies are using applications that are at the top of the value chain. The reason being that only very IT-savvy user organizations were the early adopters of BI. 

· DSS and BIS application organizations account for up to 74% of the sample organizations. 

· A fourth of the current BI users can be considered low-end. A significant portion of these organizations are expected to move up the value chain and contribute towards the overall spending in fiscal ending March 2008.

· By and large, the more the end-users in an organization the more chances of the app being up the value-chain. On an average about 80% organizations with 50 end-users or more are in the BIS applications usage level.

BI Purchase Process Dynamics
From the current trends regarding the purchase process along with other relevant parameters is seems quite clear that selling a BI proposition is not an easy task by any means. Given the number of people involved in an organization for any given BI deal, the timeline involved in closing deals, and the number of activities/steps involved in the process, selling BI requires consulting background and attitude.


About a fourth of the organizations that currently have BI or are in the process of implementing have up to 3 people directly involved in the purchase decision. A majority (almost 47%) however have anywhere between 4 to 7 people involved. 

It is safe to assume that the larger the organization size-class the more the involvement of people in BI buying. It is expected that the number of people involved directly is going to fall over the next two years. This is true for the large and enterprise-class companies as well.  The reason being that as purchase decision makers get to see more success stories, the BI spending mindset is bound to relax. This is true for most significant SW and IT investments.

Most of the end-user companies are either FTUs, or are in their second major BI implementation role. The role of IT cannot be undermined. Like Finance IT too is an extremely important partner in the entire process. 

Purchase Process Timelines

Enterprise-class end-user organizations generally take above 6 months to 6 months to finalize a BI purchase order. Medium and large organizations take over 2 months to 3 months to do so, on an average. About 60% of the medium organizations and slightly over half the large organizations complete the BI purchase process in that timeframe.

Close to 54% of the enterprise organizations take between 3.1 to 6 months to finalize a BI deal. Almost 15% of such companies take more than 6 months to strike a BI deal.

On an average about half the organizations in the sample that are either existing BI users or are currently implementing BI finalize in 2 to 3 months timeframe.

Given the value-add that comes by way of a successful BI implementation, the time taken to deliberate and decide upon a BI platform is due to the sensitivity of the data involved. Companies today are paranoid when it comes to protecting their information/knowledge resources.

Data integration and security are as a result major concerns that IT has to address while assessing a BI solution.

It should however be noted that there are about 5% enterprise-class companies that take less than a month to decide on the BI solution. In most such cases it is the same vendor that is involved.

Key Stages of the Purchase Process

In terms of the number of key activities/stages in the BI purchase process there are 13 that sample organizations indicated while identifying the top 5 most critical ones.


The top five most critical considerations or activities in the BI buying process comprise:

· Proof-of-Concept

· Price Negotiation

· Performance Evaluation

· Cost Comparison

· Technical Assessment & Technology Shortlist

All of the above activities among the 13 significant ones are endorsed by 30% or more of the sample comprising those organizations that already use BI or are in the process of implementing, or plan to use BI in the near term future. About 67% of these organizations identify with proof-of-concept as one of the most critical aspects in vendor/product selection.

Most of the critical aspects of the purchase process clearly fall within the ambit of IT and Finance. In some isolated cases however the ultimate user department/function assumes a critical role. It is important to satisfy the ultimate end-user before the deal can be finalized as they happen to be an equally important stakeholder in the entire process (refer BI Usage by Functional Apps). 

Proof-of-Concept is a one the most important activities as indicated by 67% of the above sample. The role of the vendor is critical as the final outcome relating to purchase is largely dependent on the success of this activity. The involvement of the actual end-users is maximum at this stage.

Cost related exercises whether comparative or otherwise is primarily to do with the initial cost of purchase rather than a 2- or 3-year total ownership cost. About 39% consider this aspect as one of the top 5 most critical one. Finance and IT play a major role along with the actual end-user representative. In smaller BI implementations the end-user’s role can get enhanced especially if the BI implementation is out of the departmental budget. Return on Investment is not a mandatory exercise for most organizations as far as BI is considered. In some cases the large and the enterprise segment have conducted ROI assessments with the help of the vendor.

All the IT issues are considered quite important in the chain of activities, as they tend to take a significant amount of time. In the case of the FTUs IT exhibits a natural tendency to resist any external BI initiative, and only after several rounds of discussions with the vendor and the internal users resolve the 

issue. Technical assessment, performance evaluation and the short-listing based on the technology have their focus on:

· Data management & integration capabilities

· Data security and integrity

· Impact on server and other resources

· Response times

· Scalability

Price negotiation is generally a critical part of this process with all the stakeholders showing a significant amount of interest. Depending upon the size and vertical segment of the end-user organization the key person in this stage could either be finance, IT or the functional end-user representative. About 66% of the sampled companies consider this activity to be among the top 5 most important ones.

Key BI Related Information Sources

Peer groups within the organization or within the industry circles are the single largest source of information relating to BI. The information is not just about vendor offerings, but salient features of the products and solutions, best mix and match with other enterprise systems, and vendor capabilities.  


Unlike ERP and CRM vendors corporate end-users are relatively less aware about pure-play BI suppliers in the marketplace. Events like seminars, conferences and product briefing initiatives by the BI vendors are quite important to create awareness among users and to buy mindshare. BI vendor activity in this space seems to be increasing as more and more pure-play BI solution providers have their events calendar worked out for the entire year.

Web downloads are also quite popular as users and IT departments like to get limited-day free trial offers to get an initial feel of the solutions and platforms. 

To that extent certain on-line journals and resources on the subject are considered important by almost a third of the organizations surveyed. The sample organizations for the purpose of this chart comprise companies that either use BI currently or are in the process of implementing, or plan to buy within one year.

The role of the vendor is critical in all aspects of the pre-sales as well as the purchase process. This is due to relatively low awareness among users regarding product offerings and delivery capabilities of suppliers. 

In such situations end-user corporates make their existing enterprise vendor or consultant their starting point.  Pure-play BI vendors thus tend to partner with the established ERP companies to maximize reach and reduce sales cycle time.

Corporate End-User Perceptions
 End-user mindsets with respect to existing BI applications as well as expectation from such deployments will ultimately influence the adoption process in medium, large and enterprise-class organizations in the next two years.


The primary spend motivators in companies for BI solutions include support for strategic decisions, cost control and corporate performance enhancement.  

BI has not yet moved into the operational levels where quick analysis can lead to tactical decision-making and increase operational efficiency. Some vendors attempt to differentiate their offerings as operational BI solutions/tools. Currently only about 16% of the BI user organizations consider operational support as a key driver for purchasing BI.

Also the fact that just about 22% organizations consider BI to be a ‘business enabler’ is a case in point. Though the top management is today one of the most significant user groups within organizations, most do not consider this as a key driver.

End-User Satisfaction with Existing BI Deployments

Satisfactions levels of end-users within organizations are to a large extent a function of the expectations set by themselves and by the vendor as well. Over commitment by vendors are not uncommon in BI propositions, but the skills required to manage expectations appear to be inadequate.


For its part Access Media attempted to get response to this question from the actual end-user within organizations. Some of the responses however were from the main respondent of the questionnaire who might not be the actual end-user necessarily.

Close to 39% of the user organizations have recorded high levels of satisfaction with their respective BI deployments. However the ‘dissatisfied’ lot of companies account for over 11%. This, together with the partially satisfied companies, constitutes almost 27% which is high enough to warrant attention.

It must however be noted that a large chunk of the BI users have a BI history of less than six months, and as a result close to 28% respondents felt it was too short a time to comment as they were yet to take stock. 

Barriers to Effective BI Deployments


Complexity of computational rules involved in analytics is termed as the topmost key barrier to effective BI deployment, along with lack of end-user training. Over 21% of the organizations using BI have pointed towards these obstacles.

The third obstacle from the top – lack of clarity in defining need – is somewhat related to the first one pertaining to business rule complexity. This refers to the limited ability to articulate the need to the vendor/consultant and also relates to the lack of domain knowledge on part of the vendor. 
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Teradata (NCR) was not captured in the grid as it was not very well represented in the sample base. Certain other vendors with low market presence numbers have been clubbed into ‘Others”. 





Both criteria have been converted to a 10-point scale using equal weight to all the parameters within each. Higher values indicate higher applicability and capability to implement.


‘Others’ have been kept out of the market positioning maps.








The Innovators though much smaller in size are getting well entrenched in the medium segment. They make up for their lack of marketing strength and global presence by their vision and technology. Innovators have an edge in terms of time-to-implement and a distinct cost advantage over the Leaders as well as the Traditional power houses.
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The Premium segment players are currently in the strongest position to consolidate their presence in BI markets across the globe. These are the same companies that are likely to make it big in India as well. 





The Niche segment companies are more likely to try shift towards the Premium segment, with Siebel moving towards Avant-Garde quadrant.





The Premium players however are likely to face stiff competition from the Avant-Garde . This segment is aggressive in its attempt to move up the value chain, and as a result increase margins. Microsoft’s presence here is of significance, as it has the desired resources and customer base to acquire leadership position in revenue terms. 


Arcplan appears in the Wannabe segment, but quite close to the next quadrant. It seems that the company would be able to make the transition. The rest of the vendors may end up in the Niche quadrant.  
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