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Contact your IDC Custom Solutions 
sales representative for more information.

Address New Markets4

• License assets to channel partners.
• Translate Business Value content to reach 

a global audience.

Expand your Reach

Promote and Share1

• Ask subject-matter champions to blog 
and link to the Business Value White Paper.  

• Encourage internal influencers to comment 
on and post it to social media. 

• Create a customized email signature and/or 
a personalized note for sales and client 
development teams to use and generate 
awareness.

• Highlight ROI and KPI metrics for social 
media use and banner ads.

• Distribute in an email campaign.
• Provide as a takeaway to visitors at your 

event booth.
• Employ as a leave-behind after a customer 

interaction.
• Promote and share with the C-level to drive 

engagement.  

Share Your Snapshot and Executive Summary

Drive Tra�c to Your White Paper

Inform Sales Teams 3

• Organize an internal webcast to discuss 
Business Value results and key findings.

• Post assets to internal knowledge repositories 
for education and training. 

• Provide sales and partner teams with 
quantified Business Value data points in 
a quick reference format. 

Empower Your Sales Team 
With Meaningful Conversations

Boost Marketing and Sales5

• An IDC analyst highlights key 
takeaways from your Business 
Value White Paper in a 
2–3-minute video.

Summary Video:

Nurture leads

• IDC-branded graphic tiles 
tease a compelling data 
point from your Business 
Value White Paper.

Social Tile: 

Create new leads

• Leverage the power of an IDC analyst-led 
presentation in a turnkey, on-demand 
webcast with guaranteed leads to reach 
and engage qualified buyers and build a 
stronger sales pipeline.  

Analyst Webinar Participation:

• Provide your buyers with a personalized 
assessment using a web-based, 
customized, self-service ROI tool.  

Snapshot Tool:

• Enhance campaign performance with 
targeted and guaranteed intent-based 
leads. Demonstrate e�ciency and grow 
ROI with a scalable program to engage 
buyers with intent.

Guaranteed Lead Generation:

Optimize for Digital Channels2
Post to Your Website

• Create customized signatures to promote 
your assets.

Enrich Your Email Interactions

• Generate social media posts to promote 
your assets.

• Develop social tiles featuring ROI, KPI metrics, 
and quotes to draw audience attention.

Push Out on Social Media

• Feature the assets in your content library. 
• Launch a dedicated landing page with key 

Business Value commentary and metrics.  
• Gate the white paper for better qualified lead 

generation.

The Business Value
of Company ABC
Product XYZ

Group Vice President
Content Strategies and the Future of Work, IDC

Holly Muscolino

67%
more productive
analytics teams

Download the White Paper

Group Vice President
Content Strategies and the Future of Work, IDC

With research by:

Holly Muscolino

The Business Value of 
Company ABC Product XYZ

Business Value White Paper, sponsored by Company ABC

Megan Szurley
Senior Research Analyst,  
Business Value Strategy Practice, IDC

Matthew Marden
Research Vice President,  
Business Value Strategy Practice, IDC

1

BUSINESS VALUE 
HIGHLIGHTS 

259% three-year return 
of investment

11 months to payback

$82.25 million 
in revenue gains per 
organization per year

32% lower platform and 
infrastructure costs

67% more processes 
automated 

45% faster to run data 
reports

67% more productive 
analytics teams

32% faster to scale 
to new business 
opportunities

30% more accurate 
financial forecasts

Executive Summary: 
The Business Value of
Company ABC Product XYZ

As organizations continue to modernize their environment, 
executives are increasingly focused on achieving business 
outcomes from their technology investments, particularly 
during this period of economic uncertainty. This IDC 
Business Value study provides an in-depth examination  
of nine organizations that deployed Product XYZ.

IDC spoke with organizations about how they have established a 
platform for running Product XYZ with Company ABC. Study participants 
described how Company ABC has enabled them to establish more 
e�cient business processes and improved cross-organizational 
collaboration, thereby capturing significantly more value with data  
and connected line-of-business (LOB) teams. With Company ABC,  
they have deepened use of automation and integration and improved 
access to information. 

Based on interviews with Company ABC customers, IDC 
projects that these customers will achieve benefits worth 
an annual average of $20.10 million per organization by: 

• Automating manual processes for and deepening integration of  
LOB and business team solutions 

• Enhancing the flow of and visibility into operational data for platform 
development e�orts, analytics, and LOB team use

• Providing a more agile and accessible platform for development  
and project execution
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Read the full white paper

Business Value Snapshot, sponsored by Company ABC

CUSTOMER QUOTE (INDUSTRY IN PARENTHESES, IF APPLICABLE):
“The biggest value-add of Company ABC Product XYZ is that we are starting to perform 
predictive maintenance on our equipment which will cut down on our forced outages. 
Company ABC Product XYZ provides greater workflow transparency to our user base,  
which we lacked before.”

Organizations can achieve significant value by using Company ABC Product XYZ to manage their  
fleet of assets and the employees responsible for their maintenance. IDC projects that due to richer 
asset management capabilities, user productivity gains, decreased risk, and business enablement.

The Business Value of
Company ABC Product XYZ

$42.2 million 
average annual 
benefit

225% 
five-year return  
of investment

9.3 months 
payback on  
investment

KEY RESULTS 

CUSTOMER QUOTE (INDUSTRY IN PARENTHESES, IF APPLICABLE):
“Company ABC Product XYZ mobile is a game changer for my organization. Everyone  
knows where things are in the process and our business gets done much more e�ciently.”  

ASSET PERFORMANCE BENEFITS

• 25% increase in inspection 
accuracy rate

• 23% better overall 
equipment e�ciency

• 45% quicker unplanned 
downtime resolution

CUSTOMER QUOTE (INDUSTRY IN PARENTHESES, IF APPLICABLE):
“Company ABC Product XYZ mobile is a game changer for my organization. Mobile  
has given technicians all the needed information about jobs, which they lacked before.  
With their smart device.” 

OTHER BUSINESS AND IT BENEFITS

• 32% more productive 
technicians

• 35% more productive 
compliance teams

• 49% more productive 
asset managers


