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I NTRODUCTION  
Finance organizations today face unusual challenges, stemming in part from a 
world-wide economic downturn.  A high degree of uncertainty pervades the eco-
nomic environment and, at the same time, structural changes are underway that 
will transform businesses. Whether the recession ends this year or the next, it is 
clear that there will be new rules for finance to follow, and at the center of these 
new rules is an increasing requirement for financial transparency.   

As businesses adapt to today’s uncertain economic environment, financial informa-
tion is more critical to success than ever.  Nimbleness of response to difficult eco-
nomic conditions requires timely information, cash flow visibility, and visibility 
into business operations that can enable improved operating efficiencies.  In order 
to manage risk effectively and to make the key decisions that will have a positive 
strategic impact, finance organizations require information that is timely, trustwor-
thy, and presented in a way that enables insight. 

However, our research shows there are significant shortcomings in the infor-
mation that finance organizations in many businesses have access to.  In Figure 
1 below, the gap between the importance and the effectiveness of current fi-
nancial solutions is depicted in the differences in length of the blue 
(importance) and red (effectiveness) bars, as seen by finance executives in Sau-
gatuck’s 2008 Web survey. 

Figure 1: Effectiveness of Current Financial Solutions  

Figure 1 illustrates how financial information or the lack of it can impact the abil-
ity of a business to navigate: to make timely and effective decisions, optimize inef-
ficient business processes, improve ROI and manage fraud and risk.   

1 © 2009 Saugatuck Technology Inc. 

Source: Saugatuck Technology Inc., 2008 Web-based survey of finance executives; n = 140 
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And, while these are challenges faced by all businesses, it is especially difficult to over-
come them when your legacy financial systems no longer meet your needs, as many 
small and midsize businesses discover.  As companies evolve and change, they out-
grow the systems that were adequate when they started out.  Soon more people in more 
offices need access to financial systems and information, often across new geographies 
and sometimes across multiple organizational entities with new managers, new proc-
esses, new controls, and considerably less visibility.  These financial systems strain to 
the breaking point with increased data and transaction volumes and new entities to 
manage and coordinate, requiring lots of manual workarounds and, frequently, in-
creased headcount in order to manage this new complexity. 

Outgrowing financial systems leads directly to problematic decision-making be-
cause the data may be disparate and inconsistent, out of date or completely inacces-
sible.  In any case, as decision information, it is probably neither trustworthy nor 
sufficiently timely.  Moreover, the information will rarely be presented in a mean-
ingful way to support analysis or insight.  These outgrown systems lack robust re-
porting and analytics and have been patched with lots of Excel spreadsheets, not 
just on the outside of the financial system, but in and around it. 

Compounding these challenges is the inability of these legacy systems to manage 
fraud, risk and regulatory compliance.  Some are unable to comply with rapidly-
evolving regulatory and audit requirements, and most lack essential financial man-
agement and accounting functionality, such as support for multi-entity consolida-
tions. Nor are they secure. Not only can these outgrown financial systems fail to 
prevent unwarranted intrusions but, lacking comprehensive, role-based security and 
identity management, they insufficiently guard against employee fraud. 

These are three key challenges that small and midsized businesses, in particular, 
face:  managing growth as the business outgrows its financial systems; managing 
information that is timely, trustworthy, and presented in formats that enable in-
sight; and managing fraud, risk and regulatory requirements.  However, as Figure 1 
illustrates, financial executives are dissatisfied with the ability of their financial 
systems to meet the important objectives they must manage, regardless of the size 
of their company. 

THE SAAS ADVANTAGE  FOR FINANCE  

Awareness of these effectiveness gaps and the attendant costs to the business are 
driving finance executives to consider Software as a Service (SaaS) for core finan-
cial systems.  SaaS is a business service, rather than a software solution, typically 
purchased on a “per-user, per-month” basis, although year-long and multi-year dis-
counted commitments are often negotiated.  This can ease significantly the burden 
of licensing software for the small-to-midsize enterprise, and it puts the price di-
rectly in relation to its use.  With SaaS, you do not pay for shelfware, as occasion-
ally happens with on-premise software. You pay for the seats of  users that actually 
need to use the software in their normal business day.  In some instances, casual 
usage can also be licensed on a “per-user, per-month” basis. In other cases, SaaS is 
priced according to the number of transactions, as in travel expense management, 
or according to the number of employees in an enterprise, as in human resources 
management.  However, the most common pricing for SaaS is “per-user, per-
month.”   

2 © 2009 Saugatuck Technology Inc. 
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Let’s take a closer look at what you purchase in this manner.  SaaS is considerably 
more than software – it is a business service, providing the software and managing 
it for the customer.  Included in this business service is the entire range of data cen-
ter infrastructure services:  networks, storage, operating systems, databases, appli-
cation servers, Web servers, and of course, disaster recovery and backup services.   
Moreover, a full range of data center operational services – authentication, avail-
ability, identity management, production monitoring, patch management, activity 
monitoring, software upgrades and customization – are also provided.   

You don’t have to install the software, it is already installed and ready for you to use 
in the Cloud. You don’t have to manage the hardware, the software or the network.  

3 © 2009 Saugatuck Technology Inc. 

In Wave I, SaaS delivers basic business software capabilities (See Figure 3 below). The key attrac-
tions of SaaS are its rapid and relatively inexpensive implementation cycles, and the shifting of 
maintenance and upgrades from the user enterprise to the vendor.  

In Wave II, the expanding adoption and use of SaaS leads vendors to add not just more functional-
ity, but more means to integrate and manage SaaS offerings with user systems, and with other SaaS 
offerings. Thus we have seen the growth of SaaS Integration Platforms and offerings. More-
sophisticated users also begin to demand more configurable and customized offerings as their de-
pendence upon SaaS increases.  

Figure 2: Software as a Service Evolves  

 

 

 

 

 

 

 

 

 

 

Wave III SaaS provides even richer business application environments, as Cloud solution providers 
extend their platforms and business services environments to allow a much more personalized, and 
customized workflow (which is especially relevant to larger companies). In addition, complex, so-
phisticated SaaS enablement and development platforms emerge that enable core business work-
flow and operations to be, in effect, outsourced to groups of integrative services providers. 

 

SaaS Evolves through Distinct Waves 

Source: Saugatuck Technology Inc.  
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Especially, you do not have to manage the people, the technicians, or hire or train them. 
The SaaS provider manages data center infrastructure remotely for the SaaS customer.   

On the application software level, the SaaS provider ensures a continuous stream 
of ongoing upgrades to the business solution, all behind the scenes.  Unlike in a 
hosted software setting, the new releases and functional upgrades are all included 
in the “per-user, per-month” pricing (or whatever other metric may be appropriate). 
There is no annual maintenance surcharge of 22 percent of the list price of the ven-
dor software.  And if the needs of the business should expand or contract signifi-
cantly, it is simple enough to add or subtract licensed seats without any worry 
about purchasing or disposing of computer hardware, software or networking – or 
hiring and firing the trained IT technical staff to manage it.  In fact, that may be the 
most significant unstated and unexpected benefit of SaaS:  It is a completely scal-
able business resource that does not require large capital expenses at any time. 

Moreover, Cloud solutions offer unique business advantages, particularly to small 
and midsize businesses, that on-premise solutions do not – financial, technology 
and operational advantages – including improved transparency and support for de-
centralized organizations. 

FINANCIAL  ADVANTAGES  

• Time to Value – SaaS is quickly installed and more quickly made part of the 
work process when compared with on-premise software.  Often it is possible to 
self-provision a trial use, or “try before you buy,” a SaaS solution to get a feel 
for how it looks, feels and operates.  Typically, once licensed, a SaaS pur-
chaser is up and running in a matter of days or weeks, rather than months, as is 
more frequently the case with traditional vendor software.  As a consequence, 
the SaaS purchaser can begin to realize the business benefits earlier.  The pay-
back period is much quicker, and the ROI is significantly better than with on-
premise software. 

• Affordability  – SaaS does not require a large up-front investment and, espe-
cially in a recession, presents less of a financial hurdle when compared with 
on-premise software.  Small-to-midsize businesses with limited capital budgets 
and limited IT support will find SaaS is far more suitable to their needs than 
on-premise software.   Two recent studies comparing the total cost of owner-
ship of SaaS versus on-premise software each show approximately 30 percent  
lower costs with SaaS, whether the implementation is for 30 (Yankee Group) 
or for 200 (McKinsey Consulting) users. 

TECHNOLOGY  ADVANTAGES  

• Cloud-based – Because SaaS solutions are accessed via a browser, they pro-
vide superior support for decentralized or virtually-integrated organizations.  
Support for decentralized users means support for multiple geographies, for 
outsourcing and for partnering.  Mobile executives, too, will appreciate the 
convenience of being able to access these cloud-based systems while on the 
road -- from a hotel room with a laptop or from an airport with a smartphone.  
Cloud-based solutions provide support for business the way business is being 
done today, and will be done tomorrow. 

4 © 2009 Saugatuck Technology Inc. 
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• Continuous Innovation – Instead of twice yearly upgrades, SaaS solutions 
can be enhanced on a regular and almost continuous basis.  Major releases 
may also appear annually, consolidating all of the enhancements along the 
way.  One of the key enabling SaaS technologies, multi-tenancy, makes 
possible this continuous stream of enhancements.  SaaS users do not have 
to wonder whether a new release or upgrade will break their system or 
cause a significant delay in parallel testing prior to switching over into full 
production.  The SaaS provider assumes this responsibility behind the 
scenes and without intrusiveness. 

• Customization – In the early days of SaaS, one of the cautions or caveats was 
that SaaS would allow only configuration, but not true customization.  How-
ever, SaaS today, especially multi-tenant SaaS, is at least as easily customized 
as on-premise software and typically much more easily – including the look-
and-feel, the logic and workflow, and the data structures.  Many SaaS provid-
ers provide drag-and-drop customization and development tools to enable the 
enhancements and extensions some customers may want, and a new breed of 
SaaS systems integrators has arisen that specialize in taking on these tasks.   

• Integration  – Integration support was first designed for the business partners 
of SaaS providers, whose complementary solutions were enabled to drop in 
seamlessly as though part of the original solution.  Web services APIs enabled 
this integration and were also purposed to address the needs of SaaS customers 
with on-premise applications that had to integrate with the SaaS provider’s 
solution. Today Service Oriented Architectures (SOA) and Web services APIs 
are hallmarks of most, if not all SaaS providers, making integration with on-
premise vendor software and home-grown systems considerably easier.   

Three additional means of achieving seamless integration with SaaS solutions 
or with enterprise applications on premise include: Cloud-based integration 
providers, SaaS integration appliances, and SaaS system integrators.   

The first of these, the Web-based SaaS integration providers, offer point-and-
click integration services on a monthly SaaS subscription basis with no soft-
ware packages or hardware appliances to install and maintain. The second of 
these, SaaS integration appliances, enable customers to rapidly complete appli-
cation-specific integrations using a configuration, rather than a coding ap-
proach by using a pre-configured templates addressing dozens of the most 
widely-used formats.  Finally, there are now quite a number of SaaS systems 
integrators that specialize in connecting SaaS with other SaaS solutions or with 
on-premise applications.  

• Integration Alliances – Now that solution-to-solution SaaS integration is 
jointly developed, maintained and supported by leading SaaS providers, the 
integration challenge has been fully addressed. These SaaS integration partners 
develop and certify integration between their applications and technologies and 
support and maintain integration between their solutions, coordinating service 
level agreements and customer service procedures.  These SaaS integration 
alliances enable a composite solution (or a de facto suite), using multiple sys-
tems as though one system spanning finance, CRM, HR, payroll and other 
business domains. 

5 © 2009 Saugatuck Technology Inc. 
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OPERATIONAL  ADVANTAGES  

• Fewer Technical Resources – Possibly one of the least-recognized SaaS bene-
fits is that it requires significantly fewer technical resources to manage than on-
premise software, reducing the strain on IT organizations.  For the small-to-
midsize business this is an enormous advantage.  Furthermore, SaaS providers’ 
tech staffs are highly professional, completely familiar with the “ins and outs” of the 
solutions, and skilled in solving problems quickly. 

• State of the Art – By utilizing SaaS providers’ state-of-the-art data centers 
and technologies, the small-to-midsize business can take advantage of the 
latest in leading-edge technologies, including Web 2.0 and collaboration ca-
pabilities that might otherwise be beyond its reach.  In this way, the small-to-
midsize business can obtain access to next-generation technology without 
having to acquire or manage it. 

• Focus – Without the distraction of managing hardware, software, networks and 
technicians, the finance department is freed up to focus on core competencies 
and core value proposition.  SaaS outsources the burdensome aspects of the es-
sential IT systems the small-to-midsize company – and its finance team – need to 
run the business and focus on the challenges of growth, regulation and risk.   

WHY  NOW FOR CLOUD  FINANCIALS ? 

Saugatuck research indicates that finance executives already see SaaS as a way to 
bridge many of their effectiveness gaps, increasing significantly the ability of fi-
nance to deliver on its goals, particularly those goals related to operational im-
provements, ROI and managing risk. Recalling the effectiveness gap depicted in 
Figure 1 on page 1, consider how finance executives view SaaS financial solutions 
today.  The yellow (SaaS Effectiveness) bars reveal that finance executives hold 
SaaS solutions in much higher regard than their traditional, on-premise financial 
solutions (See Figure 3 – SaaS Fills in the Gaps). 
Figure 3: SaaS Fills in the Gaps 

6 © 2009 Saugatuck Technology Inc. 

Source: Saugatuck Technology Inc., 2008 Web-based survey of finance executives; n = 140 
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On the other hand, Cloud solutions are not expected to solve all of Finance’s chal-
lenges. But we do see expectations of marked improvement by using SaaS instead 
of existing systems. And these expectations are being supported by action. Recent 
Saugatuck research shows a significant acceleration of demand and deployment for 
finance and accounting systems. 

Increasingly, SaaS is at – or moving to – the core of the enterprise, including mis-
sion-critical, financial systems and operations. Saugatuck research indicates that 
over fifty percent of finance executives report one or more SaaS deployments to-
day. Nearly twenty-five percent of finance executives report having multiple solu-
tions in place, and having plans to implement more. And half of all finance execu-
tives surveyed also report that SaaS is being used for core applications within fi-
nance operations. Finance executives see broad-based value in the use of SaaS 
across both tactical “point solutions,” such as sales & use tax management, and 
core finance systems, functions and roles. SaaS is also seen as a cost-effective 
means of getting finance out of the software and systems management business, 
enabling it to focus more on being a finance department.   

CLOUD  SOLUTIONS  COME  OF AGE 
Given the increasing utilization of SaaS for financial solutions, let’s consider how 
well users regard SaaS solutions and how they may evolve.  In 2008, Saugatuck 
asked a panel of over one hundred experienced SaaS users to rate their satisfaction 
with their Cloud solutions, both in general and with respect to specific criteria.   

First, these experienced SaaS users indicated a very high degree of satisfaction 
with their SaaS solutions overall. More than 84 percent agreed or strongly agreed 
that they were satisfied. Fewer than 3 percent of SaaS users showed any degree of 
dissatisfaction with their solutions.  However, we wanted to take a closer look and 
asked these same SaaS users to rate fifteen specific attributes of a Cloud solution: 

• The SaaS solution pricing terms and conditions 
• The availability (uptime) maintained by the SaaS provider 
• The system response times maintained by the SaaS provider 
• The SaaS provider’s accountability for quality of service 
• The SaaS solution’s security and privacy 
• The SaaS solution’s backup and recovery capability 
• The SaaS solution’s functionality 
• The SaaS solution’s customization capabilities 
• The SaaS solution’s personalization capabilities 
• The SaaS solution’s integration capabilities 
• The SaaS solution’s workflow capabilities 
• The capability to access and analyze SaaS data for business purposes 
• The SaaS provider’s responsiveness to support requests 
• The SaaS provider’s responsiveness to requested enhancements and change 
• The ability to network or participate in a community of SaaS solution users 

While SaaS users show high degrees of satisfaction with Cloud solutions over-
all, satisfaction varies when it comes to specific attributes of the experience.   

7 © 2009 Saugatuck Technology Inc. 
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Figure 4 below depicts the percentages of users that agreed or strongly agreed 
that they were satisfied with an attribute of their SaaS solution.  Given a 
greater than 84 percent satisfaction rating for the overall SaaS experience, we 
were somewhat surprised to see satisfaction ranging between 39 percent and 82 
percent for the specific attributes. 
Figure 4: As SaaS Evolves So Does User Satisfaction (and Expectation) 

Furthermore, when we look at how SaaS users view the individual attributes of a 
SaaS solution, a very interesting picture emerges.  First, there is a definite range in  
the degree of satisfaction expressed by SaaS users according to the specific attrib-
utes of their experience.  Second, clear patterns are readily apparent among groups 
of attributes associated with the SaaS user experience.  The highest degrees of sat-
isfaction correspond to the attributes that we associate with Wave I SaaS – solution 
functionality, system response time, availability or uptime, and pricing terms and 
conditions.  

These attributes describe the experience of a standalone application solution, and 
are aligned well to the factors that drive the SaaS purchase decision, especially for 
the first, or first few, SaaS solutions acquired.  If users report the highest satisfac-
tion with the Wave I attributes of standalone solutions, and somewhat lower satis-
faction with more sophisticated Wave II and III attributes, that functionality will 
continue to evolve to meet user needs.  

SaaS is and will be like any other technology. The more it is used, the more it will 
be relied upon; the more it is relied upon, the more will be demanded of it; the 
more demanded of it, the more will be delivered; and so on. As users incorporate 
SaaS more into IT and business, SaaS will become more business-process and 
business-management focused.  In Wave III, SaaS becomes a cornerstone of the 
enterprise business portfolio with capabilities to facilitate a business transformation 
that  reaches beyond  the  firewall to  seamlessly  include and  orchestrate SaaS  

8 © 2009 Saugatuck Technology Inc. 

Source: Saugatuck Technology Inc. 
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Saugatuck recently spoke with Tom Berquist, Executive Vice President and 
Chief Financial Officer of Ingres concerning his experience selecting and im-
plementing Cloud Solutions.  

Q: Tom, were you specifically looking for a SaaS/Cloud solution, or was it 
just the best solution available? 

A: “The best solution.” 
 

Q: What drove the buying decision?   

A: “Speed of Implementation.  Ease of Integration.” 
 

Q: What other business benefits do you expect from SaaS and Cloud solu-
tions for business? 

A: “Reduction of IT costs—no data center, no help desk.” 

“We also get savings in server hardware, maintenance, and upkeep.” 

“…We have the ability to scale up and down the number of users as the busi-
ness changes.” 

“We make money for sure when we add in the personnel costs… the staff sav-
ings with the integration of all these products is huge.” 

“The Intacct decision came after we selected Salesforce and it was the best 
integration around.”   
 

Q: Are suites relevant to the marketplace in general?   

A: “Vendors are able to do integration for you now.  When the burden fell on 
the company to do the integration, this was a bigger deal.  Now with SaaS, it is 
the providers’ responsibility – and this is better for us as a user, as we gain the 
integration benefits, and the best-of-breed companies focus on their function-
ality.” 

“A good example of how we take advantage of the integration: we use the 
price books inside Intacct to store the information, but do the pricing in 
Salesforce. ” 

“[We can get] bi-directional synchronization on the fly.”   

Q: When do you expect SaaS will be core-systems ready? 

A: “I think it is ready now.” 

A CFO Discusses the Advantages of Cloud Financial Solutions 
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business services and to enable inter-enterprise workflows and collaboration. The 
term “SaaS” comes to encompass a universe beyond software, incorporating busi-
ness functions, processes and management. Particularly in the third wave, SaaS 
enables changes, and especially efficiency improvement, in how businesses oper-
ate. With SaaS now in the mainstream, users are beginning to see beyond the base-
line abilities of the first wave of SaaS, and many are ready to leapfrog beyond the 
integration-driven second wave to SaaS’ third wave of workflow-enabled business 
transformation.   

CONCLUSION  
For finance executives, there can be no uncertainty regarding the superior value 
provided by Cloud solutions. The financial advantages of time to value and af-
fordability are undeniable, particularly in an era in which capital investment is 
scarce.  Shifting the costs of hardware and software from a capital investment to an 
operating expense makes SaaS far more accessible.  Not only is the Cloud solution 
more affordable or accessible, because on-premise hardware and software imple-
mentation is not required, the time to go live is significantly reduced, and the time 
to value accelerated.   

Cloud financial solutions have matured to the point where they provide superior 
capability for finance executives. Moreover, technology and operational advan-
tages ensure state of the art solutions in support of decentralized organizations that, 
because they are cloud-based and managed by the SaaS provider, free up finance 
executives to concentrate on managing the challenges of their domain: growth, 
regulation and risk.  No wonder finance executives would prefer SaaS to their tra-
ditional on-premise solutions. Cloud financial solutions provide finance executives 
with the information they need, in the way they need it, when they need it, no mat-
ter where they are in the world or who needs to share it, securely and privately, 
providing financial transparency and visibility into both the past and the future to 
make navigation more certain – and with greater flexibility and lower costs than 
traditional on-premise solutions.  

10 © 2009 Saugatuck Technology Inc. 

Strategic Planning Positions (SPPs):  

• Through 2009 and beyond, the finance buyer will have greater experience with SaaS solutions (68 
percent) than the general SaaS buyer (42 percent) – given the high historical penetration rates of 
payroll systems. 

• By 2010, greater than 65 percent of finance organizations will use SaaS solutions to enable the at-
tainment of their business goals and to allow Finance to focus on Finance and not on systems. 

• By 2012, the use of SaaS by finance organizations will double for almost all categories of core and 
non-core financial systems except payroll, which already has over fifty percent penetration. 

• Through 2012, adoption of SaaS-based financial solutions will be led by small-to-midsize compa-
nies; however, by that time more than fifty percent of finance organizations of all sizes will have 
adopted the SaaS model for one or more of their core financial systems. 

• Through 2012, best-of- breed SaaS vendors with pre-built integration capability will enable de facto 
suites that will challenge the market share of pure-play SaaS suites, except in the small-business 
segments. 

• Through 2012, today’s top ranked challenges and concerns for SaaS users – namely, customization, 
security and privacy, integration and ensuring service levels – will present significant business op-
portunities for SaaS solution providers. 
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SPONSOR PERSPECTIVE: I NTACCT , INC. 
Intacct is a market and technology leader in on-demand financial 
management and accounting applications. Bringing cloud computing 
to finance and accounting, Intacct's award-winning applications are 
the preferred financial applications for AICPA business solutions. 
Thousands of companies, from startups to public corporations, turn to 
Intacct to provide: 

• Superior financial management and accounting applications 
— Intacct’s deep and mature financial management applications 
support business process flexibility and advanced functionality 
including multi-entity and multi-currency, all in an easy to use 
and deploy package. 

• Business visibility, insight and understanding — Drive mean-
ingful, real-time information for actionable insight across your 
business with customizable dashboards and reports that contain 
financial, non-financial and operational data. 

• Open, best of breed choices — Intacct believes that all stake-
holders at a company should work with the applications that best 
meet their needs.  Easily extend the value of Intacct with other 
best of breed leaders. 

• Cloud computing applications — Cloud computing shifts the 
costs and risks of traditional on-premises software from the cus-
tomer to the supplier.  Join the 84% of cloud computing users 
who are delighted with their decision to migrate away from on-
premises applications. 

• Client success and satisfaction —Recently, 93% of our clients 
said they would recommend Intacct to their business colleagues, 
and each year more than 95% of our clients renew their subscrip-
tions – voting for Intacct with their wallets. 

• Lower total cost of ownership — The Intacct delivery model is 
designed to help you reduce overhead and ongoing operational 
costs. There are no capital costs, no operating costs, no hardware 
or software to install or maintain and no programming. Let us 
handle all the IT while you focus on your core business. 

12 © 2009 Saugatuck Technology Inc. 

“On an annual basis, our savings are far 

greater than the price we pay for Intacct.” 

- CFO, Ingres  

 
 
“Intacct provides all the functionality a grow-

ing company like OpSource needs to effi-

ciently manage our global financials. Our 

close and consolidation process across our 

four entities now takes only days versus 

weeks.” 
- CFO, OpSource 

 
 
“Instead of exporting data and fumbling 

around in spreadsheets, we simply press a 

button to run the report we need.  It takes just 

minutes.” 

- Controller, Acceller 

 
 
"We realized $400,000 in annual cost savings 

by managing our financials with only two 

employees.” 

- President, Platinum Hospitality                                             
    Management 

 
 

“We saved more than $300,000 in software 

acquisition, support and customization costs.” 

- President and CEO, Cenzic 

 

Intacct customers are seeing…. 
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SAUGATUCK OFFERINGS AND SERVICES 

Saugatuck Technology is a strategic advisor to senior 

executives, information technology vendors and investors, 

providing strategy consulting, subscription research and 

thought-leadership programs focused on emerging 

technologies, key business / IT challenges, and effective 

management strategies. 

STRATEGIC CONSULTING SERVICES 

• Market Assessment 
• Strategy Validation 
• Opportunity Analysis 
• Scenario Planning 
• Competitive Analysis 

CONTINUOUS RESEARCH SERVICES (CRS) 

• Subscription access to Saugatuck’s ongoing Research 
Alerts, QuickTakes, Strategic Perspectives and fact-
based and in-depth Research Reports 

• Research agenda focuses on emerging technologies 
such as SaaS, Open Source and Virtualization / Utility 
Computing, as well as disruptive market forces and 
players at the business process layer 

THOUGHT-LEADERSHIP PROGRAMS 

• Custom research programs targeting key technology 
and business/IT investment decisions of CIOs, CFOs 
and senior business executives, delivered as research 
reports, position papers or executive presentations.  

VALUE-ADDED SERVICES 

• Competitive and market intelligence  
• Investment advisory services (M&A support, 

venture fundraising, due diligence)  
• Primary and Secondary market research. 
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