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Dramatic Information Growth

Internet Host Growth

This produces information…

• New Companies
• Executive Bios
• News
• Blogs

Source: Internet Systems Consortium (www.isc.org)
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Asia Is at the Top in Internet Users

Source: 2008 Internet World Stats (www.internetworldstats.com/stats.htm)



Korea is in the Top 5 in Asia

Source: 2008 Internet World Stats (www.internetworldstats.com/stats3.htm)



Traditional Areas of Competition in IT
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Business
Information

Information As a Competitive Force
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What Factors Are Driving Change

Source: McKinsey & Company Global Executive Survey



Factors Driving Increased Competition

Source: McKinsey & Company Global Executive Survey



Information Competitive Advantage

Examples of Competitive Advantages through Information...

Market AnalysisMarket Analysis

Competitive AnalysisCompetitive Analysis

Sales ProspectingSales Prospecting

Lead GenerationLead Generation

Account PlanningAccount Planning

CRMCRM



Sources of Information

Information
Services

Internet
Searching

Subscription

High Quality

Focused Results

Time Spent Searching

Mixed Information

Thousands of Pages to Review

Cost

Quality

Focus



Example Search Results

346,000

5,490,000

2,710,000 

19,996

microsoft executives korea



Example Search Results - Google

The first 4 
results are not  
very relevant 



Market Analysis

• Who are your customers?
– They might not be who you think they are!

• What are your key vertical markets?
– How do you measure this?

• Where is the greatest potential in your target markets?
– How are you defining your target market?

• Where can we grow in new areas?
– What is our penetration by market and where is the opportunity?



Who Are Your Customers

• Drill down beyond basic Vertical to Industry slices
– Drill down further to SIC or NAICS code

• Horizontal segmentation:
– Company Size

– Geographic Region

– Product Group/Division



Who Are Your Best Customers

• Identify Best Customer Segments:
– The segments that bring the most revenue per deal

• Average Customer Value:
– Based on dollar sales, units, hours billed, seats.



Deal Size and Customer Value

• Time is a critical element to success

– Faster wins mean Revenue now

– Smaller deals alone may not reach targets

• A balance of small and large deals is key to success!



Finding Market Potential

• Enhance prospecting opportunities by expanding target markets

• Develop best customer profile and add prospects with similar stats



Determining Market Penetration

• Measure your Market Penetration

• Quantify the potential of your Target Market

• Target New and Underdeveloped Market Opportunities



Identifying Growth Markets

• Strategic planning to ensure ongoing success by tracking:
– Customer base changes over time

– Where new business is derived from

– Turnover rates for various business segments

Monitoring the changing customer enables identification of best new opportunities



Market & Competitive Analysis

Successful companies are using many 
types of information for effective 
Market and Competitive Analysis



Marketing Lead Generation

Companies are ramping up lead generation 
efforts through targeted databases



Targeted Prospecting

One of the best practices for 
prospecting is targeting peer 

companies



Strategic Selling

Using Company 
Overviews for 

Strategic Selling



Account Planning

Leading Sales Teams 
Research the Industry, 

Key Executives, and News



Account Planning

Company Information Reports help 
with Account Planning

Field Sales Forces can benefit from 
portable reports (e.g., PDF files)



CRM Integration Example

Customize Results



CRM Integration Management



CRM Lead Enrichment Example

Import Leads into CRM System



CRM Prospecting Example



CRM Account Management



Company and ExecutiveCompany and Executive

InformationInformation

News & News & 
ArticlesArticles

Industry Industry 
InformationInformation

IT ProfilesIT Profiles

Business Data Aggregation

Aggregated Data is of Higher Quality and Easier to Use



Usage by Leading Companies

Information TechnologyInformation Technology Financial ServicesFinancial Services

Professional ServicesProfessional Services Major CorporationsMajor Corporations



Summary

• Information has become a key competitive differentiator in the IT 
industry across the globe

• Advantages can be gained across functions including sales, marketing, 
competitive analysis, market analysis

• Efficiently accessing the right information at the right time is critical to 
maintaining productivity

• Business information is best used directly by end-users through the 
web or enterprise systems such as CRM

• While many companies use information, those that use it most 
effectively have an opportunity to win against the competition


