
T
he famed Italian
physicist, astronomer
and philosopher
Galileo once said
that “all truths are
easy to understand

once they are discovered — the point
is to discover them.” When it comes to
analyzing business data, however,
enterprise organizations have learned
that making such discoveries is an
exceedingly tricky business.

For decades, businesses have
made strategic business decisions
based on information mined from
multiple and often incompatible data
sources. They have depended on their
IT organizations to assemble this data
into a variety of reports using manual
processes that increase the likelihood
of critical errors. Depending on the
data source used and who is compiling
the data, reports based  on same data
can reach different, even conflicting,
conclusions.

One large, global software manu-
facturer recently decided there had to
be a better way. Determined to
improve its business intelligence gath-
ering and reporting capabilities in
order to produce a “single version of
the truth,” the company turned to the
business intelligence experts at Emerg-
ing Solutions, an Emtec company.

“They were using very limited
tools for their reporting, as well as
their budgeting and forecasting,” said
Jamal Syed, director of Emerging
Solutions’ Business Intelligence (BI)
Practice. “They were spending four to
five weeks creating 70 to 80 static
spreadsheet reports for different end-

users — their executive board, their

venture capitalists, for compliance, for

SEC requirements and more. This

involved eight or nine people, from the

controller down to business analysts,

every quarter.”

All Together Now
The company upgraded its Oracle

E-Business Suite (EBS) platform from

version R11 to R12 while also imple-

menting Oracle’s Hyperion Planning

solution for budgeting and forecasting.

To pull everything together, Emerging

Solutions recommended and imple-
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Oracle Business Intelligence Enterprise Edition 11g (OBIEE) is a
comprehensive business intelligence platform that delivers a full
range of analytic and reporting capabilities.

• Designed for scalability, reliability, and performance,
OBIEE 11g delivers contextual, relevant and actionable
insight to everyone in an organization, resulting in
improved decision-making, better-informed actions, and
more efficient business processes. 

• OBIEE 11g integrates with all popular data sources, ETL
tools, business applications, application servers, security
infrastructure, portal technology as well as any ODBC
compliant third party analytical tool. 

• OBIEE 11g accesses data from multiple heterogeneous
sources— including popular relat ional and
multidimensional data sources and major ERP and CRM
applications from Oracle and SAP.

Oracle provides the industry’s only multi-sourced BI applications,
as well as market-leading performance management applications
that are powered by this BI platform.
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I
n a 2011 survey conducted among members of
the Independent Oracle Users Group (IOUG),
almost all respondents reported data growth
over the past year and one-third of them

reported that data within their enterprises grew by 25
percent or more in this time period. Almost one out of
10 sites now has data stores in the petabyte range. 

It’s been said that many are drowning in informa-
tion but starving for knowledge.  For example, organi-
zations invest heavily in enterprise resource planning
(ERP) systems that do a wonderful job of collecting
data but tend to have limited reporting capabilities.
Creating reports and ad hoc queries from the thou-
sands of tables of data available can be difficult,
requiring custom coding that takes a lot of time and is
hard to modify.

The key to unlocking the value of this data is the
effective integration of business intelligence (BI) tools.
Jamal Syed, director of Emerging Solutions’ BI Prac-
tice (An Emtec Company), provides an illuminating
look at best practices for implementing BI during an
ERP upgrade in a recent multi-part blog:
http: / /www.emtecinc.com/blog/bi-blog/2012/
02/28/implementing-business-intelligence-during-an-
erp-upgrade-part-ii/.

Jamal notes that ERP systems provide various
report writing tools such as Crystal Reports and nVi-
sion, but these tools are too complex for anyone other
than the most tech-savvy users in an organization. As
a result, most users have to depend on the IT team to

generate custom-built reports. That can be an incredi-
bly time-consuming process. Those who aren’t execu-
tive-level users may find their requests aren’t treated
with as much urgency by IT staff. When the report
does come in, any requests for modifications just start
the whole process all over again.

He shows that over time, the proliferation of cus-
tom reports in the system that fulfilled all those ad-
hoc requests make ERP upgrades difficult, expensive,
time-consuming and risky. 

Another problem with built-in reporting tools is
that they always run against real-time data, even
though most reports are aimed at analyzing historical
data and rarely require the use of real-time data. This
creates an unnecessary load on the system, again caus-
ing response time to degrade.

According to Jamal, adopting some simple busi-
ness intelligence best practices can help alleviate ERP
reporting and performance problems. 

Simply recognizing where and when “live data” is
really needed and when it isn’t can reduce strain on
ERP performance. Also creating reporting options,
which meet both current and anticipated future busi-
ness is imperative to reduce the number of ad-hoc
requests and allow for self-service functionality.

With properly integrated BI capabilities, critical
data that once was available only to IT and corporate
analysts can be placed into the hands of business users
throughout the organization, giving them direct access
to information they can use to make better decisions,
create more effective plans, and respond more quickly
to problems and opportunities.

Information is power. It is the promise of enter-
prise ERP systems, but sometimes they need a little bit
of help. A best-practice implementation of BI can help
dramatically improve reporting capabilities, alleviate
some of the stress on the IT team, and help organiza-
tions as a whole to reduce upgrade costs and keep
ERP systems running at top speed.

Business Intelligence Drives ERP Efficiency

mented Oracle’s Business Intelligence

Enterprise Edition (OBIEE), an architec-

turally unified BI platform that delivers

accurate and consistent insight by defin-

ing all data sources, metrics, calcula-

tions, definitions and hierarchies and

managing them in a Common Enter-

prise Information Model.

Emerging Solutions also imple-

mented Oracle Business Intelligence

Applications (OBIA), a BI and data

warehousing application built on the

OBIEE technology stack. The beauty of

OBIA is that it uses a variety of differ-

ent prebuilt adapters, or “hooks,” that

latch onto data from a wide range of

data sources and applications (including

Oracle E-Business Suite, PeopleSoft, JD

Edwards, Siebel, SAP and more) and

pulls that data into a single data ware-

house. It also provides a library of met-

rics, reports and dashboards. 

The results have been simply spec-

tacular. 

“With the OBIA implementation,
they are now able to generate their
quarterly reports automatically from
the system in about 15 to 30 minutes,”
said Syed.

Clean Data
One reason for the dramatic

increase in efficiency is that the Emerg-
ing Solutions team helped the company
clean their data during the course of the
four-month project. When the company
was running its forecasting and budget-
ing reports directly from the old version
of EBS, the accounts were set up by
country of origin. When those tasks
were moved to the Hyperion Planning
toolset, the company decided to set up
accounts by region.

“With that change, all the hierar-
chies changed automatically,” said
Syed. “The first time we ran the system,
there were 3,200 discrepancies between
the accounts in EBS and Hyperion Plan-
ning. If we had not implemented

OBIEE, they would never have discov-
ered that issue until they went into pro-
duction. Their budget and actuals
would never have matched.

“So during the process, not only
did we provide them with business
intelligence capabilities to pull in all the
data from multiple silos into a single
reporting platform, but we also helped
them validate the process by comparing
the data from the newly implemented
Hyperion Planning and the upgraded
EBS system. This was a big value for
them. “

Self-Service Reporting
Another value-add is that the new

platform allows self-service reporting.
Engineers, salespeople and marketing
staff no longer have to submit a request
to IT — they can generate their own
reports through highly intuitive web-
based dashboards. Users are isolated
from data structure complexity as they
work with a logical view of the infor-

mation. Users can create interactive
charts, pivot tables, reports and dash-
boards. Analysis can be saved, shared,
modified, formatted or integrated in the
user's dashboards.

“They can slice and dice the data
any way they wish,” said Syed. “You
only need to know your business to get
the data you need — you don’t need to
know the reporting tool. The end-users
do not have to be report writers or
‘super users’ to get the data they need.”

With Emerging Solutions’ help, the
company can now be assured that it is
making important decisions based on
timely and more importantly “accu-
rate” information pulled together into a
single source. In addition, the BI infra-
structure delivers relevant information
to different users in ways that are easy
to understand and most meaningful to
them. That means smarter decisions,
better plans and more-empowered
employees — a tried and true formula
for success.

COVER STORY
continued from page 1
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V
oice over IP (VoIP) has evolved to
become the foundation of business
communications across industry sec-
tors. Organizations of all sizes are con-
tinuing to replace traditional PBXs with

IP-based phone systems, as evinced by the revenue
split reported by Infonetics Research: Hybrid IP-PBXs
continue to dominate the PBX market, making up
nearly two-thirds of global revenue. Pure IP-PBXs
continue to grow as a proportion of the overall mar-
ket, making up nearly one-third now and growing.
Traditional PBXs, despite sporadic growth spurts,
continue to decline overall.

IP-PBXs are popular because they deliver a host
of business benefits, including cost savings, flexibility,
simplified administration, advanced features and
more. Increasingly, the benefits that IP-based commu-
nications deliver are being extended to mobile devices
through mobile VoIP. According to technology
research and consulting firm In-Stat, the number of
business mobile VoIP users will increase tenfold over
the next five years, with implementation both enter-
prise- and individual-driven.

“There are several reasons that adoption of
mobile VoIP makes sense,” said In-Stat Senior Analyst
Amy Cravens. “Some of these include the ability to
take the desktop phone experience with you, the abil-
ity to utilize the benefits of IP-based communication
features, a cheaper international long-distance cost, an
easy implementation path and better indoor coverage
where cell phone reception has historically been
poor.”

Business Drivers
Mobile VoIP is an extension of enterprise IP com-

munications that enables VoIP calls to be placed over
a cellular data or Wi-Fi network from a mobile device.
Voice traffic travels over the available broadband con-
nection, whether that connection is 3G, EDGE, Wi-Fi
or GPRS. 

Like fixed VoIP, mobile VoIP is being adopted in
both the consumer and business segments, but has
only recently begun to be implemented in the business
environment. Yet growth rates are strong and In-Stat
predicts that business use will have grown to nearly 83
million lines/seats by 2015. Ultimately, IP-PBX users
will account for the majority of business mobile VoIP
usage. 

Mobile VoIP is increasingly popular because it
combines IP desk phone functionality with the flexibil-
ity of smartphones. Mobile VoIP empowers organiza-
tions to create a more productive, responsive and
accessible workforce by extending the full power of an
IP desk phone and unified communications (UC) capa-
bilities to the mobile user. Dual persona features
ensure easy separation of personal and business identi-
ties on a single mobile device. Seamless and automatic
selection of the best available network — Wi-Fi or cel-
lular — enables users to communicate from anywhere.

Mobile VoIP also enables enterprises to reduce
their overall telecom costs by eliminating international
roaming and direct dial costs on mobile devices. It

also allows organizations to rightsize the number of IP
desk phones that are purchased and maintained.

Eliminating the Chaos of BYOD 
Mobility is not the only factor driving mobile

VoIP adoption. As the workforce becomes younger
and more tech-savvy, employees continue to introduce
consumer tools and services into the enterprise — with
and without the blessing of IT departments. Experts
call this the “consumerization” of IT and expect it to
dramatically alter the way businesses choose, use and
manage technology. The consumerization of IT is dri-
ving the “bring your own device” (BYOD) revolution,
in which employees use personally owned devices for
work.

Mobile VoIP solutions that integrate smartphones
and tablets with leading IP-PBX systems extend corpo-
rate communication applications to employee-owned
devices, reducing support burdens. IT can empower
users with enterprise UC on the smartphones they
love, leveraging the IP-PBX platform that they already
have — all while reducing costs and securing enter-
prise communications.

“We are hearing a lot from clients looking for
advice around BYOD, and we see this as a big issue
for enterprises, in addition to the efficiency and pro-
ductivity benefits that mobile devices bring. Enter-
prises should look to a solution that supports a broad
range of leading smartphones and tablets, as the
devices being used at work are not always company
owned. Enterprises will prefer a solution that is part
of their existing IP-PBX and UC system or works with
the existing system, therefore avoiding upgrades or

replacement of their existing infrastructure,” said
Steve Blood, vice president of research at Gartner.

Cost Savings and More
Mobile VoIP solutions also deliver some of the

classic benefits associated with VoIP, including
reduced costs and ease of administration. With soft-
ware that switches networks intelligently and auto-
matically between wireless and cellular for the best
option available at any given moment, the latest
mobile VoIP solutions can dramatically reduce inter-
national roaming and direct dial charges on smart-
phones. In fact, mobile VoIP can help organizations
reduce their mobile phone bills by up to 70 percent on
a broad range of smartphones.

Mobile VoIP empowers IT to manage enterprise
communications in a BYOD environment in a way
that reduces security risks without hindering produc-
tivity. The latest mobile VoIP solutions can ease the
workload of IT staff by bringing enterprise IP-PBXs,
UC systems and a plethora of mobile device platforms
within a single management interface.

As workers increasingly rely upon their own
mobile devices for communications, enterprise VoIP
and UC platforms need to be mobilized and infused
with context such as presence and location informa-
tion — anywhere and anytime. Mobile VoIP solutions
provide the infrastructure to seamlessly extend desk
phone functionality to smartphones and other devices.
Mobile VoIP enables mobile workers to take advan-
tage of the benefits of IP-based communications, while
allowing organizations to reduce costs and better
manage BYOD programs.

VoIP Going Mobile
Employee mobility and BYOD programs are driving business mobile VoIP adoption.

G
lobal enterprises are shifting to mobile-
only communications more rapidly than
expected — as well as adopting unified

communications services more broadly. The
BroadSoft 2011 Mobile Enterprise of the Future
Survey found that 25 percent of enterprise IT deci-
sion makers believe desk phones will be replaced
by mobile phones within two years. 

The 2011 BroadSoft survey, conducted by
Cohen Research Group, polled 200 U.S. and 200
UK IT decision makers (CEOs, VPs, directors) at
enterprises of all sizes. The results indicate enter-
prises are increasingly supporting a diverse mobile
workforce and a challenging range of mobile plat-
forms, and are rapidly prioritizing the expansion of
their unified communications capabilities.

Forty-four percent of enterprises surveyed
have at least one-quarter of their workforce oper-
ating solely using a mobile phone, and 82 percent
of enterprises have employees using mobile apps
for communications and collaboration. Already,
30 percent of enterprises support tablets, 51 per-
cent support BlackBerry devices, 40 percent sup-
port iPhones and 31 percent support Android
phones.

Sixty-two percent of IT leaders are expanding
their enterprise’s unified communications (UC)
capabilities, while instant messaging, web collabo-
ration and videoconferencing were identified as the
top UC services they are looking to support on
mobile devices over the next three years. Seventy-
two percent of IT decision makers in the U.S. are
looking to deploy videoconferencing across their
organization in the next year. When asked who
could best deliver a complete, integrated set of UC
services, “my mobile service provider,” Microsoft
and Google were top choices among respondents. 

“Enterprise end-users are demanding their IT
department support a consumer-grade communica-
tions experience that includes access to advanced
communications services and applications across
their preferred mobile communication device,”
said Leslie Ferry, vice president marketing, Broad-
Soft. “More telling, the survey revealed mobile net-
work operators have a compelling, but closing,
window of opportunity to be the preferred
provider of choice when it comes to delivering uni-
fied communications services that keep mobile
employees connected via video, instant messaging,
web conferencing and presence management.”

Survey Reveals Enterprise Shift to Mobile-Only Workforce



5www.emtecinc.com    � www.emtecfederal.comMarch/April 2012

© Copyright 2012 Emtec Inc. All rights reserved. Emtec and the Emtec logo are trademarks or registered trademarks of Emtec Inc.



The Adviserwww.emtecinc.com    � www.emtecfederal.com6



www.emtecinc.com    � www.emtecfederal.com 7March/April 2012

Legacy Designs Hurt Data Center Networks

L
egacy data center networking equipment is not capable of accommodat-

ing cloud computing, virtualization and other new IT delivery models,

according to a new report by the Enterprise Strategy Group. The IT

consulting firm says data center networking equipment retains legacy design

features such as integrated control planes, device-based management, multi-

tiered switching architectures and complicated segmentation security that do

not support massive scalability, dynamic configuration changes or new perfor-

mance requirements.

ESG analysts say the problem has led to a growing array of operational

problems in areas such as network security, performance and management. As

IT organizations try to bridge the gaps, ESG expects to see accelerated change,

including the adoption of numerous data center networking innovations such

as converged networks, software-based networks and data center fabric archi-

tecture.

“Large organizations have already started to recognize that the gap exists,

and they are starting to adopt new innovations as a result,” said ESG analyst

Jon Oltsik, who co-authored the report with Bob Laliberte. “As time goes on,

we will likely observe profound changes in enterprise data center networks and

in the industry at large.” 

Mobile Security Education Lacking 

W
hile almost three-fourths of U.S. consumers are aware of — and

concerned about — security threats to their smartphones, they

aren’t always taking active measures to protect their mobile lives,

according to a survey conducted in December 2011 by NQ Mobile, a provider

of consumer-centric mobile security and productivity applications, and the

National Cyber Security Alliance (NCSA), a nonprofit public-private partner-

ship focused on cyber-security awareness and education.

People are especially concerned about the personal information they keep

on their phones, with nine out of 10 aware that smartphones contain personal

information, and 81 percent concerned about that fact. Seventy-eight percent

are particularly concerned about their lost or stolen phone falling into the

wrong hands and its contents being misused.

Nevertheless, 58 percent of smartphone users report they don’t know

enough about mobile security to decide whether they need it or not, and a

majority of those who do not have any security features/software on their

smartphones don’t have them because of a lack of awareness or complacency.

Health Information Specialists in Demand

H
ealth organizations are worried that there aren’t enough people with

skills to handle the volume and complexity of health information as

use of electronic health records (EHR) grows, according to analysts

with the PricewaterhouseCoopers (PwC) U.S. Health Information Technology

practice.

According to PwC, health organizations plan to increase informatics

staffing levels over the next two years, with particular emphasis on people to

help with the technical aspects of EHR implementation, data integration and

interoperability.

Health informatics is an emerging, fast-growing professional field that is

expected to become even more important as health outcomes, or pay for per-

formance, become the basis of reimbursement to doctors, hospitals, drug com-

panies, medical device companies and other healthcare services.  Health orga-

nizations see the analysis and use of health information as the key to improv-

ing patient outcomes, proactively identifying chronic and high-risk patients,

managing patient population health and effectively managing financial perfor-

mance.

A
dvanced security threats
are increasing, but simply
adding more layers of
defense does not necessar-
ily increase security

against targeted threats. Security con-
trols need to evolve, according to Gart-
ner, Inc.

“Targeted attacks are penetrating
standard levels of security controls and
causing significant business damage to
enterprises that do not evolve their
security controls,” said John Pescatore,
vice president and distinguished analyst
at Gartner. “For the average enterprise,
4 percent to 8 percent of executables
that pass through antivirus and other
common defenses are malicious. Enter-
prises need to focus on reducing vulner-
abilities and increasing monitoring
capabilities to deter or more quickly
react to evolving threats. There are
existing security technologies that can
greatly reduce vulnerability to targeted
attacks.”

Gartner analysts said the term
“advanced persistent threat” (APT) has
been overhyped and is distracting orga-
nizations from a very real problem.
APT was coined by the military to refer
to a specific threat from another coun-
try. It was expanded to include other
aggressive nation states, but has been
co-opted by the media and by security
vendors to hype the source of an attack,
which distracts from the real issue —
focusing on the vulnerabilities that the
attackers are exploiting.

“The reality is that the most impor-
tant issues are the vulnerabilities and
the techniques used to exploit them, not
the country that appears to be the
source of the attack,” Pescatore said.
“The major advance in new threats has
been the level of tailoring and targeting
— these are not noisy, mass attacks
that are easily handled by simple, signa-
ture-dependent security approaches.”

Targeted attacks aim to achieve a
specific impact against specific enter-
prises, and have three major goals:

• Denial of service: Disrupting
business operations

• Theft of service: Obtaining use of
the business product or service without
paying for it

• Information compromise: Steal-
ing, destroying or modifying business-
critical information

The motivation for advanced tar-
geted threats is usually financial gain,
such as through extortion during a
denial-of-service attack, trying to
obtain a “ransom” for stolen informa-
tion, or selling stolen identity informa-

tion to criminal groups. Through year-
end 2015, financially motivated attacks
will continue to be the source of more
than 70 percent of the most damaging
cyberthreats. Most politically motivated
attacks actually reuse techniques first
seen in cybercrime attacks.

Gartner has identified some strate-
gies that companies can implement to
deal with advanced targeted threats:

Own the vulnerability; don’t blame
the threat: There are no unstoppable
forces in cyberattacks. If IT leaders
close the vulnerability, then they stop
the curious teenager, the experimental
hacker, the cybercriminal and the infor-
mation warrior. Many attacks that
include zero-day exploits often use
well-known vulnerabilities as part of
the overall attacks.

“Businesses and government agen-
cies involved in critical infrastructure,
high-tech or financial operations that
are constant targets of cybercrime and
other advanced threats need to add
‘lean-forward’ capabilities to have con-
tinual visibility into potential attacks
and compromises.” Pescatore said.
“The use of specialized threat detection,
network forensics and situational
awareness technologies can be very
effective in quickly detecting and react-
ing to the first stages of an advanced
targeted threat, but require high levels
of skilled resources to be effective.”

Evolve defenses; don’t just add lay-
ers: The best approach to reducing the
risk of compromise is always “security
in depth” — if the enterprise can afford
it. Affording it means not just having
the money to buy increasing numbers
of security products, but also the staff
and operations support to use and inte-
grate everything. Having more security
layers does not automatically mean
more security.

Focus on security, not compliance:
There is a big difference between com-
pliance and security. “Due diligence”
from a compliance perspective is simply
limiting the company’s liability from
legal action — it is never the answer to
dealing with advanced threats or living
up to customers’ trust.

“A lean-forward approach to secu-
rity is going beyond the due diligence
level of the standard network security
and vulnerability assessment controls,
and using tools and processes to contin-
uously look for active threats on the
internal networks,” Pescatore said.
“However, IT leaders must be prepared
to invest in and staff lean-forward
processes — and they must be prepared
to take action if they find something.”

On-Target Security
Gartner highlights strategies for dealing with 
the increase in advanced targeted threats.
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O
rganizations today are seeking to
become more adaptive to business
conditions, responsive to customers
and intelligent in their use of data.
However, the adoption of cloud-based

applications and social media, coupled with explosive
data growth, is in many ways impeding those goals.

That is ironic, because the cloud and social media
adoption are key elements of the trend toward greater
IT agility and the adoption of “consumer” technolo-
gies. Software as a Service (SaaS) enables organiza-
tions to roll out new applications quickly, with little
to no capital investment or IT overhead. Social media
allows various groups within the organization to initi-
ate grassroots marketing campaigns, augment tradi-
tional avenues of customer interaction and tap a gold-
mine of opinion data. 

But these applications are contributing to the data
explosion and helping to increase the velocity of
change within IT organizations. More significantly,
these tools by nature exist outside the IT infrastruc-
ture and, as a consequence, outside of the general flow
of data among business processes. This has made the
integration of cloud, social media and enterprise appli-
cations a business priority.

SnapLogic’s 2011 Application Connection Priori-
ties report reviews the most urgent application con-
nection needs and challenges facing businesses today.
According to the study, companies are prioritizing
connectivity with business intelligence and analytics
applications as well as productivity and collaboration
tools over the next year. Businesses also increasingly
recognize the importance of social media data, seeking
to integrate marketing and customer support pro-
grams with popular social media applications. 

“Businesses are inundated with data as they add
more and more applications to their ecosystem and
strive to listen to and engage with customers via social
media channels — a trend that is only accelerating,”
said Gaurav Dhillon, CEO, SnapLogic. “The biggest
challenge companies face is getting this lifeblood of
data flowing effectively throughout the entire organi-
zation. The ability to make fast, easy connections
between multiple applications has quickly become a
business necessity.”

Renewed Priority
Enterprise application integration (EAI) has its

roots in the 1990s when companies bought packaged
software solutions that automated specific business
tasks, such as enterprise resource planning and cus-
tomer relationship management solutions. These sys-
tems created silos of automation that produced redun-
dant information and became problematic when com-
mon data changed — changes or additions to data in
one solution would not necessarily be reflected in the
other. Out of this challenge came the search for ways
to integrate these disparate systems so processes that
spanned them could be automated.

EAI is still very relevant today. In fact, business
needs and processes are driving application infrastruc-
ture decisions more than ever before. Information con-
sumers are demanding that data be made available to
them in a business context regardless of its structure
or distribution across the enterprise. However, the

cloud and social media are increasing the importance
and changing the nature of EAI.

The SaaS market continues to grow at a dramatic
pace, presaging the overall cloud computing move-
ment. Organizations have overcome initial concerns
about the security, availability and performance of
SaaS applications, leading to widespread SaaS adop-
tion and maturity of the SaaS model. 

Cloud-based applications are faster to deploy,
simpler to use and have a much lower upfront cost
than traditional enterprise applications. SaaS delivers
rapid business benefits without the burden on IT to
manage and maintain both the application and the
underlying IT infrastructure. 

But not every application can move to the cloud,
so most organizations end up with a hybrid applica-
tion environment that requires integration of SaaS
with traditional applications and data sources.
Whether it’s on-premises or in the cloud, an applica-
tion has to support the organization’s business
processes. Application “silos” impact productivity and
limit the economic value of the software investment.
As a result, application integration has become critical
in today’s hybrid application environment.

Benefits and Drawbacks
The SnapLogic study found that the number of

companies deploying at least four SaaS applications
will double over the next two years, to 33 percent. At
the same time, the majority of companies expect enter-
prise data to grow by at least 25 percent over the next
12 to 18 months. Many companies cite struggles with
integration (45 percent) and data quality (40 percent)
as the primary roadblocks to leveraging the full value
of that data. Roughly half of all companies believe
that better application connectivity would lead to

enhanced time-to-market and competitiveness (50 per-
cent) as well as better business decision-making (49
percent).

Unfortunately, cloud integration has been hin-
dered by a lack of complete integration tools. Tradi-
tional EAI solutions provide the sophisticated func-
tionality large enterprises need to integrate complex
enterprise applications but lack the speed and simplic-
ity that’s desirable for cloud deployments. Custom
code offers a relatively low upfront cost but is time-
consuming to develop and costly to maintain over the
long term. 

The drawbacks of these solutions led to the devel-
opment of so-called on-demand integration — SaaS
applications that enable drag-and-drop integration in
a pay-as-you-go model. On-demand integration is use-
ful for simple cloud-to-cloud integration but lacks the
sophistication required in today’s complex hybrid
environments. 

Despite its benefits, SaaS remains an external
component that typically is not integrated into an
organization’s overall IT infrastructure. Social media,
as a special type of external application, has its own
challenges given that it generates huge volumes of data
that is highly time-sensitive. According to studies con-
ducted by Forrester Research and Gartner, IT man-
agers often resist cloud-based applications because of
the difficulty of integrating them with on-premises
applications and data. 

The continued shift to the cloud seems inevitable,
however, as organizations seeks to leverage the com-
petitive advantages of SaaS and social media. Organi-
zations must develop strategies for moving data from
the cloud into business in order to maximize the bene-
fits of the cloud model.

Bridge to the Cloud
Application integration is becoming critical with growing cloud, social media adoption.

S
alesforce.com remains one of the most popu-
lar Software-as-a-Service (SaaS) applications
available. It provides powerful customer rela-

tionship management (CRM), sales force automa-
tion (SFA) and other features with all the benefits
of the cloud. Organizations can take advantage of
it quickly, with minimal setup time and subscrip-
tion-based pricing. IT departments don’t face the
complexity and resource drain associated with
deploying and maintaining traditional on-premises
applications.

For all its benefits, however, Salesforce.com
does have its challenges. Implementation requires
the migration of huge volumes of business infor-
mation that is often stored in customized backend
systems such as financial and enterprise resource
planning (ERP) applications. Long term, cloud-
based applications such as Salesforce.com must be
integrated with other systems in order to maximize
their business value and ROI. According to a study
by SnapLogic, application integration increases
productivity, enhances flexibility, time-to-market
and competitiveness, and improves decision-mak-
ing.

Salesforce.com offers a prime example of how
application integration can streamline processes
and deliver competitive advantage. By migrating
data from legacy systems to Sales Cloud, Service
Cloud, Collaboration Cloud and Custom Cloud
applications, organizations gain a 360-degree view
of the customer that is integrated with on-premises
ERP, CRM, SFA and other applications. Users can
see order, invoice and payment history, lead-to-
opportunity data, case and incident tracking, war-
ranty information, and more in a single interface.
The SnapLogic, study found that nearly 35 percent
of organizations would like to integrate their sales
applications over the next 12 months, the third-
highest application integration priority.

Real-time data and event feeds are what make
Salesforce.com truly powerful. It transforms a pop-
ular application that many competitors are using
into something uniquely tuned to an organization’s
particular needs and processes. Application inte-
gration is the key to tapping Salesforce.com’s total
value.

Cloud Integration Boosts the Power of Salesforce.com
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IT Spending Projections Boosted

W
ith the economy showing signs of improvement, the U.S. tech mar-

ket has been rejuvenated, according to a new tech market forecast

from Forrester. The research firm is forecasting U.S. tech market

growth of 7.5 percent in 2012, up from the 6.6 percent growth projected in

November 2011. For 2013, Forrester is forecasting 8.3 percent growth. Includ-

ing telecom services, business and government spending on information and

communications technology (ICT) will increase by 7.1 percent in 2012 and 7.4

percent in 2013.

The lead tech growth category will shift from computer equipment in

2011 to software in 2012 and 2013. Software growth will occur across all cat-

egories, but software-as-a-service (SaaS) applications, general business intelli-

gence products, and specialized analytical tools will have the strongest growth.

These products will help push total software sales growth up to 11.4 percent

in 2012 and 12 percent in 2013.

Computer equipment purchases will slow to 4.5 percent growth in 2012,

as the lingering effects of Thailand’s 2011 floods hurt parts supply in the first

half and the prospect of Windows 8 dampens Wintel PC sales until the fall.

Apple Macs and iPad tablets will post strong growth in the corporate market,

though, and server and storage should grow in the mid-single digits, Forrester

analysts said. 

Developers Embrace HTML5

E
ven though the HTML5 standard is still a work in progress, software

developers are already committed to it, Evans Data’s newest Global

Development Survey shows. The survey of more than 1,200 developers

conducted worldwide showed current use of HTML5 at 43 percent in North

America, 39 percent in EMEA and 58 percent in the APAC region. Adding in

planned use brought the totals to over three-quarters across the regions.

“There isn’t any question about the adoption of HTML5. It’s already the

de facto standard,” said Janel Garvin, CEO of Evans Data, “There is especial

strength in HTML5 for mobile and cross-platform mobile apps, which is the

direction the industry is moving for client devices, and that has made it

extremely attractive to developers everywhere in the world. We see the most

strength in Asia, a region that is generally quick to adopt new technologies.”

The survey also showed that developers are more likely to use a stand-

alone HTML5 editor in APAC and EMEA, though North Americans prefer to

use the editor in their integrated development environment. When asked about

importance in the development cycle, HTML5 came in 20 percent higher on

average across regions than either Flash or Silverlight.   

Smartphones Surpass PC Shipments

T
otal global shipments of smartphones exceeded those of client PCs,

including tablets, in 2011, according to a recent report from Canalys,

an IT analyst firm that tracks smartphone markets. According to the

report, approximately 488 million smartphones shipped worldwide in 2011,

compared to 415 million client PCs. 

“In the space of a few years, smartphones have grown from being a niche

product segment at the high-end of the mobile phone market to becoming a

truly mass-market proposition,” said Chris Jones, Canalys VP and Principal

Analyst. “The greater availability of smartphones at lower price points has

helped tremendously, but there has been a driving trend of increasing con-

sumer appetite for Internet browsing, content consumption and engaging with

apps and services on mobile devices.”

However, Canalys expects to see smart phone market growth slow in

2012 as vendors exercise greater cost control and discipline, and put more

focus on profitability. Notably, even vendors that have focused on conquering

the low end of the market with aggressive pricing, such as Huawei, ZTE and

LG, are now placing greater attention on the higher tiers. Flagship models

aimed at raising selling prices and improving margins will feature more heavily

this year. 

T
he Internet Corporation
for Assigned Numbers and
Names (ICANN), the non-
profit group that governs
the vast universe of web

domain names, is ushering in one of the
biggest changes ever to the Internet’s
Domain Name System. During a special
meeting in June 2011, ICANN’s Board
of Directors approved a plan to allow a
virtually unlimited increase in the num-
ber of Internet address endings called
generic top-level domains (gTLDs). 

Under the new plan, Internet
address names will be able to end with
almost any word, including brand
names, in any language or script. New
gTLDs applications will be accepted
through April 12, 2012.

The plan has raised a number of
questions and concerns throughout the
global Internet community. In response,
ICANN executives have traveled
around the world to increase awareness
of the program. ICANN President and
CEO Rod Beckstrom explained that the
program has a number of benefits but is
not right for every organization.

“I want to make clear that ICANN
is an organization that is not advocat-
ing new gTLDs for anyone,” Beckstrom
told an audience at the FutureCom
information technology conference in
Sao Paulo. “Our role is merely facilita-
tion to implement the policy and the
programs approved by our community,
so we are here to educate not to advo-
cate.”

Significant Costs?
When ICANN quietly announced

the change there were 22 gTLDS,
including such familiar domains as
.com, .org and .net. The new gTLDs
will change the way people find infor-
mation on the Internet and how busi-
nesses plan and structure their online
presence. Virtually every organization
with an online presence could be
affected. 

“Today’s decision will usher in a
new Internet age,” said Peter Dengate
Thrush, Chairman of ICANN’s Board
of Directors. “We have provided a plat-
form for the next generation of creativ-
ity and inspiration.”

Some have argued, however, that
the hefty $185,000 application fee will
marginalize many smaller businesses.
As a result, this new platform will be
dominated by large organizations that
have significant capital investments in
their brands and cash to spend on this
program.

Beckstrom has urged those who do
not plan to apply to be vigilant. “If you
do not choose to apply, you should still
pay attention to those who do, and use
the protections built into the program

to safeguard your brand or commu-
nity,” he said. 

As the number of gTLDs grows,
organizations will need to decide which
ones to pair with their corporate iden-
tity and brand, balancing the cost of the
domain name registrations with their
potential benefits. Experts say the new
gTLDs may also affect search engine
optimization activities if search engines
allow the new gTLDs to predominate.

But the most significant risk is
potential confusion among customers.
When the Internet becomes flooded
with new gTLDs, online brand recogni-
tion may suffer — particularly among
small businesses.

Risks to Consumers
The Federal Trade Commission

(FTC) sees a more sinister problem with
the new gTLD program. The agency
has expressed concern that dramatic
expansion of the domain name system
could leave consumers more vulnerable
to online fraud and undermine law
enforcers’ ability to track down online
scammers. 

The FTC routinely consults the
“Whois” service, which lists the identi-
ties and contact information of website
operators. However, the Whois service
often contains incomplete or inaccurate
data or, increasingly, proxy registra-
tions, which shield contact information
even for domain name registrants
engaged in commercial activities. 

The new gTLDs would put “infi-
nite opportunities” at the fingertips of
scam artists, who take advantage of
consumers through tactics such as using
misspelled names to create copycat
websites, the FTC stated in a letter to
ICANN. “In short, the potential for
consumer harm is great, and ICANN
has the responsibility both to assess and
mitigate these risks,” the letter states.
The FTC urged ICANN to take addi-
tional steps to protect consumers before
approving any new gTLD applications.

ICANN notes that the decision to
proceed with the gTLD program fol-
lows many years of discussion, debate
and deliberation with the Internet com-
munity, business groups and govern-
ments. Strong efforts were made to
address the concerns of all interested
parties, and to ensure that the security,
stability and resiliency of the Internet
are not compromised. 

Industry observers say it is unlikely
that ICANN will delay or withdraw the
program. Organizations need to pre-
pare now for the expansion of gTLDs
by staying aware of new gTLDs as they
become available and their impact on
the Internet.

ICANN Allows New
Generic Top-Level Domains
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New App Helps Women Fight Back

A
new emergency mobile phone app allows women in India to report

crimes and call for help across a variety of platforms, using social net-

works like Twitter and Facebook. The FightBack app sends an SOS

message via SMS, email and Facebook at the press of a single key. The person’s

location can be tracked via GPS and help/rescue can be sent to this location.

“Women are harassed and molested everywhere on buses, at metro sta-

tions, in markets … we believe this is Asia’s first phone application aimed at

making women safer,” said Hindol Sengupta, co-founder of Whypoll, the non-

profit organization that created the application.

Sengupta said the app, which is part of the Whypoll’s “Safe in the City”

campaign, will also map the SOS alerts to build an accurate database of where

and what gender-related crimes occur, providing another safety net.

Worst Passwords of the Year

I
f you’re one of those people who thought it was clever to use “password”

as your password, it’s time to wise up and make a change. Switching the

“o” to a zero to make it “passw0rd”? Not much better. Both are on the list

of the 25 most common passwords used on the Internet this year, according to

SplashData, a well-known provider of password management applications.

Other common passwords include simple numerical choices like “123456,”

common names like “ashley” and “michael,” and patterns based on the layout

of the keyboard like “qwerty” and “qazwsx.” In an effort to encourage adop-

tion of stronger passwords, SplashData recently released its “25 Worst Pass-

words of the Year” list for 2011. The list was compiled from files containing

millions of stolen passwords posted online by hackers.

According to SplashData, the most common passwords on the web are

password, 123456, 12345678, qwerty, abc123, monkey, 1234567, letmein,

trustno1, dragon, baseball, 111111, iloveyou, master, sunshine, ashley, bailey,

passw0rd, shadow, 123123, 654321, superman, qazwsx, michael and football.

Siri TV Coming Soon?

M
ore than 50 percent of U.S. users of Apple iPhone 4S are “very satis-

fied” with the Siri voice-command feature, according to new con-

sumer research from the international research firm Parks Associ-

ates. The survey finds an additional 21 percent are “satisfied,” leaving a small

number of dissatisfied users. Thirty-seven percent of iPhone 4S owners also

want to have a similar voice-command interface for their TV set, and roughly

20 percent would not.

“Siri is clearly a hit among the initial iPhone user base,” said John Barrett,

Director, Consumer Analytics, Parks Associates. “Consumers like Siri because

it’s convenient, easy to use and helpful for remembering important information

(e.g., birthdays) and its hands-free capability makes it easy to send texts, emails

and phone calls. However, I would have expected more owners to want Siri for

their TV set. These are the folks that rushed out to get the new iPhone 4S.”

Apple could soon be launching a TV set with a Siri voice interface. The

popularity and usability of the company’s natural-language user interface could

determine the extent of Apple’s impact on the TV market.

I
n a very short time, QR codes

have become nearly ubiquitous.

These pixilated, black and

white boxes that look a bit like

miniature crossword puzzles

have begun showing up in magazines,

posters, billboards and product labels.

Although one recent study found that

two-thirds of U.S. consumers don’t

know what they are, industry analysts

expect awareness of this mobile market-

ing tool to grow rapidly.

QR (Quick Response) codes are

two-dimensional barcodes that are

readable by smartphones equipped with

a code-reader application. QR codes are

similar to UPC barcodes with one

major difference — barcodes are one-

dimensional and can store encoded

information only in a single direction.

Because QR codes store data both verti-

cally and horizontally, they gain a sig-

nificant boost in storage capacity.

While traditional 1D UPC codes typi-

cally store 13 characters, a QR code

can contain more than 7,000. That

additional capacity means a QR code

can store much more than a simple

product-identification number. Hyper-

links, phone numbers, email address,

text messages, vCard contacts and

vCalendar entries just a few of the pos-

sibilities.

QR codes were created by a Toyota

subsidiary in 1994 to track auto parts,

but organizations are continually find-

ing new and innovative applications

that leverage the mobile computing

capacity of today’s smartphones and

tablet computers. The 60 Second Mar-

keter, an online magazine, offers the

following suggestions on how organiza-

tions can use QR codes: 

BUSINESS CARDS

Put a QR code on the back of your

business card, and recipients can scan it

to easily import all your contact infor-

mation.

WEBSITES

Add a code to the contact page on

your website so users can instantly

download your contact information.

NAME TAGS

Add a code to the “Hello, My

Name Is …” badges your representa-

tives wear to conferences and trade

shows so that other attendees can

download their contact information.

PRESS RELEASES

Include scan codes in press releases

to provide recipients with additional

information.

PRODUCT PACKAGING

QR codes can drive purchasers to

registration and warranty information

and online instructional videos.

REAL ESTATE

Put a code on “Home For Sale”

signs that directs potential buyers to a

video or photo tour of the house.

GROCERY SHOPPING CARTS

Users can scan codes to get special

discounts. New discounts can be

offered each week without changing the

printed QR code.

LINK TO APP STORES

Codes in print ads can drive read-

ers to an App store where they can

download a mobile app related to the

product.

ONLINE VIDEOS

A code at the end of a video can

send viewers to related videos or con-

tent, thereby keeping the user engaged.

A recent study by comScore found

that 14 million mobile users in the U.S.

scanned a QR code on a mobile device

in June. Most of those scanning codes

are younger (18-34) males who find the

codes in newspapers or magazines (49

percent), product packaging (35 per-

cent) and websites (27 percent). Scan-

ning most frequently takes place at

home (58 percent), in retail stores (39

percent), grocery stores (24 percent)

and at work (19 percent).

“QR codes demonstrate just one

of the ways in which mobile marketing

can effectively be integrated into exist-

ing media and marketing campaigns to

help reach desired consumer segments,”

said Mark Donovan, comScore senior

vice president of mobile. “For mar-

keters, understanding which consumer

segments scan QR codes, the source

and location of these scans, and the

resulting information delivered, is cru-

cial in developing and deploying cam-

paigns that successfully utilize QR

codes to further brand engagement.” 

The Rise of QR Codes
Two-dimensional barcodes emerge
as powerful mobile marketing tools.
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D
ante’s Inferno depicts hell as nine circles
of suffering. Many a modern-day CIO
would add a 10th circle for ERP imple-
mentations.

Enterprise resource planning (ERP) platforms are
designed to improve the flow of information across an
entire organization, integrating data from a broad
range of systems, including financials, operations,
reporting and analysis, human resources and IT devel-
opment. Considering that ERP touches every aspect of
an organization, it should come as no surprise that
ERP projects are notoriously complex.

For reasons ranging from unrealistic expectations
to inadequate resources, ERP implementation projects
have a reputation for being late, exceeding budgets
and failing to deliver planned benefits. 

In one notorious example, excessive delays and
cost overruns associated with a runaway ERP imple-
mentation project put one of the largest jewelry retail-
ers in the U.S. into Chapter 11 bankruptcy in 2009.
According to court papers filed by Shane Company,
the ERP system took approximately three years to
implement instead of the proposed one year and costs
ballooned to $36 million from a projected maximum
of $10 million. Further, the company claimed that
ERP errors caused it to become “substantially over-
stocked with inventory, and with the wrong mix of
inventory.” 

Devil in the Details
According to the Project Management Institute,

nearly 70 percent of all ERP deployment projects fail,
are late or go over budget. In a recent survey under-
taken by YouGov, 58 percent of respondents reported
that ERP projects did not match business processes.
Eighteen percent couldn’t extract the information
needed and 79 percent reported that what information
they could extract was inaccurate.

Many analysts believe legacy, on-premises ERP
systems have become too costly and complex to sup-
port the agile business processes required to compete
in a dynamic and turbulent world economy. That has
opened the door for cloud-based ERP systems, whose

inherent flexibility and low cost enable the kind of
dynamic business process change that is standard
operating procedure for today’s complex and global
enterprise.

Microsoft, for instance, has announced plans to
port its Microsoft Dynamics ERP software to the Win-
dows Azure cloud platform by the end of the year.
SAP and Oracle have indicated their intentions with
recent acquisitions of cloud-based companies. Addi-
tionally, Salesforce.com has announced plans to aug-
ment its cloud-based CRM offerings by teaming with
Infor to launch a series of cloud ERP applications on
its Force.com platform.  

The cloud infrastructure makes it more and more
feasible to use a Software as a Service (SaaS) deploy-
ment model for ERP. This model allows organizations
to utilize the ERP functionality they need with the
option of expanding use and features as the need
arises. The ability to configure or tailor the solution
without touching the underlying program code means
an ERP solution can be deployed in as little as one
month, rather than the typical 12- to 18-month time-
line.

Just four years ago, Aberdeen Group called ERP
the “last bastion of resistance” to SaaS. But today this
delivery model has gained so much traction that it is
“on fire.” In its report entitled “SaaS and Cloud ERP
Trends, Observations, and Performance 2011,”
Aberdeen noted a 61-percent jump in willingness to
consider SaaS ERP solutions.

Saving Grace
Cost considerations play a huge role in the

increased interest. A SaaS ERP solution delivers lower
upfront costs and lower total cost of ownership. There
are no upgrade costs because upgrades are handled
automatically. Additionally, Aberdeen notes that a key
cost benefit with the subscription model is that it can
be recorded as a monthly operating expense rather
than a large upfront capital expenditure.

However, there are other benefits to a cloud-
based ERP implementation. According to Aberdeen,
one of the chief business benefits is more efficient col-
laboration across distance.

“Inherently, all parts of the organization, no mat-
ter where they may be located, can share a common
view of enterprise data,” analyst Nick Castellina
writes in the Aberdeen report. “As organizations
grow, they often become more geographically dis-
persed, making SaaS ERP an attractive option. SaaS
lowers the bar to smaller and more remote parts of the
organization to have access to ERP, thus enabling the
basic transactional collaboration that ERP is known
for.”

Although SaaS ERP is making inroads, it lags far
behind on-premises ERP in actual deployment. The
Aberdeen study found SaaS deployment has reached
an average of 9 percent among companies of all sizes.
The percentage is highest, 17 percent, for companies
with less than $50 million in annual revenue. For large
enterprises with bigger sunk investments in ERP, that
figure drops to 2 percent.

Security concerns have impeded the growth of
SaaS ERP to date. In the Aberdeen report, 67 percent
of respondents said they were wary of exposing key
financial or customer data, or were concerned about
data becoming corrupt. However, Aberdeen found
that, on average, on-premises solutions had 11 inci-
dents of data loss or data exposure in the previous 12
months, compared to six incidents for cloud-based
solutions.

Security concerns should continue to subside over
the coming months as other forms of on-demand
applications rapidly enter the marketplace. Forrester
Research expects worldwide spending on cloud-based
ERP software to rise about 21 percent annually
through 2015, versus low-single-digit growth for ERP
products overall. The obvious potential has led estab-
lished ERP vendors such as SAP, Oracle and Epicor to
introduce on-demand products, although the cloud-
only NetSuite still leads the pack.

With obvious cost and collaboration benefits,
SaaS ERP should enjoy healthy growth over the next
few years. Add to that the ability to improve supply
chain management, reduce inventory turns and pro-
vide marketing and sales data to an increasingly
mobile workforce, and cloud-based ERP solutions
look more and more like a little slice of heaven.
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