The CDI Institute today announced that over eighty North American and European businesses have placed customer data integration (CDI) on their short list for strategic technology acquisition during 2005 with an average software investment of US$1.2 million.  Moreover, the overall CDI software and related systems integration services market grew 36% from 2004 to 2005 – from $340 million to approximately $460 million.  This demonstrates the increasing importance of application integration as a catalyst for realizing return on investment (ROI) in large enterprises’ multi-million dollar customer relationship management (CRM) installations such as Siebel Systems.  
For additional information, please contact Aaron Zornes of the CDI Institute at +1 650.743.2278 or aaron.zornes@tcdii.com.
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Customer Data Integration (CDI) Spending Increased 36% in 2004-05; 

Market for CDI Software and Services to Reach $1 Billion by 2008
CDI Software Vendors DWL, Initiate Systems, Siebel and Siperian Continue to Grow Market Share by Aggrandizing Traditional Master Customer Database Business of Service Providers Acxiom, Dun & Bradstreet, and Experian;  Concurrently, Oracle and SAP Rush Data Hubs to Market to Capitalize on Expanding Software Market Opportunity
SAN FRANCISCO, Calif. – March 31, 2005 – The CDI Institute™, Inc. today announced that over eighty North American and European businesses have placed customer data integration (CDI) on their short list for strategic technology acquisition during 2005 with an average software investment of US$1.2 million.  Moreover, the overall CDI software and related systems integration services market grew 36% from 2004 to 2005 – from $340 million to approximately $460 million.  This demonstrates the increasing importance of application integration as a catalyst for realizing return on investment (ROI) in large enterprises’ multi-million dollar customer relationship management (CRM) installations such as Siebel Systems.  The CDI Institute’s Advisory Council members are updating their early adopter CDI experiences via a series of ROI surveys during the first quarter of 2005.    
The CDI market is comprised of process and technology solutions for recognizing a customer at any touch-point — while aggregating accurate, up-to-date knowledge about that customer and delivering it in an actionable form ‘just in time’ to touch-points.  Both IT vendors and executive IT management at Global 2000 enterprises need guidance in this fast paced, high stakes market which is the convergence of multiple overlapping middleware markets – e.g., customer recognition, data quality,  real-time analytics, data warehouse, business process management (BPM), and enterprise application integration (EAI), etc.
"Clearly, CDI is an increasingly critical business strategy as well as competitive differentiator for the world’s largest software vendors (Oracle, SAP, Siebel) with a flurry of best-of-breed vendors (DWL, Initiate Systems, Siperian), systems integrators (Accenture, Alliance, BearingPoint, IBM Global Services) and data service providers (Acxiom, Dun & Bradstreet, Experian) all chasing this market” said Aaron Zornes, chief research officer for the CDI Institute.  "Our research shows that well over eighty large North American and European enterprises plan to spend an average of US$1.2 million for CDI software solutions during 2005 – with early IT adopters in financial services, high-tech manufacturing, pharmaceutical, government, and telecommunications leading the way.  Additionally, there is typically an additional investment of four times that amount in systems integration services.  Clearly, CDI is one of the few remaining growth areas for both software vendors and systems integrators." 

While most enterprises have infrastructure initiatives based on the technology platforms of strategic IT partners such as Oracle/PeopleSoft, SAP and Siebel, over 75% of the IT professionals surveyed by the CDI Institute are actively considering purchases “outside the family” to facilitate connectivity between customer-facing applications and processes.  As members of the CDI Institute’s Advisory Council, IT executives such as enterprise data architects, chief technology officers, and chief customer officers gain access to research materials, and industry-specific consulting to help ensure the success and ROI of their customer information management initiatives.  In turn, these Global 2000 enterprises provide survey data about their CDI initiatives to the research staff of the CDI Institute.
"CDI strategies systematize a panoramic or 360 degree view of the customer by aggregating and analyzing multiple sources of master customer information into a master “system of record”.  Such “master data hubs” represent the holy grail of CRM products such as Microsoft, Oracle, Siebel, and SAP as they enable a single version of the truth across the enterprise’s customer-facing processes," said Zornes.  "Toward this goal, it is now a realizable goal for IT organizations to ‘buy’ rather than ‘build’ such infrastructure with over 95% of financial services and life sciences enterprises actively looking to replace homegrown CDI solutions.  Additionally, the spate of mergers and acquisition s occurring in the Telecommunications industries is further creating a need to integrate customer-facing databases and processes as the mega Telcos look to gain operational efficiencies and competitive marketing advantage via mergers.  Lastly, many IT professionals are clearly looking to such long term and large scale IT initiatives as ‘career longevity insurance’ given that such enterprise-scale infrastructure is not amenable to offshore outsourcing to India, etc.” 

CDI software vendors DWL, Siebel and Siperian continue to grow market share by aggrandizing the traditional master customer database business of data service providers such as Acxiom, Dun & Bradstreet, and Experian.  According to Zornes, “Given the increasing  frequency and seriousness of lapses in customer data security, many Global 2000 enterprises are deciding that the customer privacy risks associated with outsourcing CDI activities to a data service provider are no longer worth the risk.”
IT spending on CDI solutions increased more than 33% from 2004 to 2005 with systems integrators being the primary beneficiaries of CDI implementation.  The typical large scale CDI project requires systems integration (SI) fees ranging four to six times the amount spent on the CDI software.   SI revenues from CDI implementations will increase from the reported $155 million in 2004 to a projected $250 million in 2005.  Additionally, mega application vendors (Oracle, SAP, Siebel) saw their CDI software revenues grow 32% -- growing from $14 million in 2004 to more than $18 million projected in 2005.  Best-of-breed CDI vendors (DWL, Initiate Systems, Siperian) also will increase their CDI software license revenues 37% -- from $25 million to a projected $34 million during 2005.  During 2006 the market for CDI software and services is projected to increase its growth rate to 50% while slowing down modestly to 40% annual growth during 2007 as the majority of the Global 2000 corporations deploy their third-generation CDI solutions.  According to the most recent CDI Institute MarketPulse™ survey, the average Global 2000 enterprise will spend upwards of $5 million in their first year with a 4:1 ratio in spending for CDI services vs. software.  (see CDI Institute graph for details)  

About the CDI Institute
The CDI Institute helps IT organizations be more efficient, effective, and timely in their use of customer data integration (CDI) technologies to achieve their customer-centric business goals.  Its analysts monitor key dimensions of the CDI market via a series of ongoing industry-specific surveys targeted at IT budget decision makers.  Additionally, the CDI Institute provides forward-looking insight for CDI vendors into the key drivers of market demand, product definition, vendor differentiation, and the factors that impact successful implementation.  Founded in 2004, the CDI Institute has headquarters in Burlingame, California, close to the many software pioneers and early CDI adopters in Silicon Valley.   For more information, contact the CDI Institute at +1 650.743.2278 or info@tcdii.com, or visit the company website at www.the-CDI-Institute.com.
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Source: The CDI Institute’s 1Q2005 MarketPulse™ survey of fifty large-scale customer data integration initiatives

Systems integrators (Accenture, Alliance, BearingPoint, Cognizant, CSC, Lockheed Grumman, IBM BCS, Infosys, Unisys) 

Mega vendor CDI (Oracle Customer Data Hub, SAP Master Data Management, Siebel Universal Customer Master)
Best-of-breed CDI (DWL Customer, Initiate Systems Identity Hub, Siperian Reference Manager)

ETL (extract-transform-load vendors IBM/Ascential, Informatica, SAS)

EAI (enterprise application integration vendors BEA, IBM, Tibco)

NOTE 1 = Data service providers (Acxiom, Dun & Bradstreet, Experian, Harte-Hanks, IMS International) revenues not factored in.
NOTE 2 = Data quality vendor (Ascential, FirstLogic, Innovative Systems, Pitney Bowes/Group 1, SAS/DataFlux, Trillium) revenues not factored in.






