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IN THIS MARKET NOTE

This IDC Market Note outlines how ZAP (a provider of data and analytics software) is carving out its 

niche in the midmarket with an end-to-end solution designed to fast-track the time and effort involved 

in kick-starting a data warehousing and BI project. 

The company recently started expanding in Europe, including Portugal and France, to complement its 

U.K. presence. ZAP also operates in America, Asia/Pacific, Africa, and the Middle East. It now has 

around 70 employees with 300 customers across a range of industries and well-known brands. ZAP 

recently updated IDC on its product and corporate strategy and how its developing strategic 

partnership with Sage is providing new opportunities for market expansion.

IDC'S POINT OF VIEW

The benefits of data warehousing and BI are well-established across all industries and company sizes,

including the midmarket. Successful implementations allow organizations to leverage an integrated 

and curated view of business data, providing a trusted and secure place for organizations to generate 

business insights used for confident decision making.

In fact, IDC research shows that organizations successfully analyzing all relevant data are reaping 

significant business gains, including being able to pinpoint areas in the business for cost reduction, 

enhancing relationships through a deeper and richer understanding of the customer, and improving 

productivity through better performance management.

However, building a warehouse is not without its complexities, and it often proves to be a larger 

technical undertaking than most realize at the outset. Challenges around data integration and quality, 

adaptability of data warehousing architectures, scale, and performance are typically the most 

commonly encountered. At the same time, midsize companies differ radically from their larger 

enterprise counterparts in terms of the level of budget, resources, and skills they have at their disposal

to achieve this goal. Consequently, these factors can contribute to protracted development and 

implementation times; at worse, they can stifle the ability to deliver business insight to the 

organization.

Targeting the Needs of Midsize Organizations

IDC's research indicates that to fully address their business intelligence requirements, midsize firms 

are looking for simplified prepackaged solutions. Ideally, these are aligned to their industry, require 

less technical expertise to use and implement, and provide prebuilt components for data 

transformation, modeling, and analysis using preconfigured templates and workflows. This helps offset 

the limited IT infrastructure, restricted IT budgets, and scarce in-house BI skills that characterize many 

midsize enterprises compared with their large enterprise peers.

Not surprisingly, these factors also govern the choice and selection of any BI reporting and data 

warehousing solutions, and this is where ZAP comes in. ZAP's solution aims to automate elements of 

the time-consuming and more complex aspects of manually building a data warehousing and BI 

platform. A good example of this is the support and prepackaged content ZAP provides for specific

development tasks, including:

 Data connectivity. Data connectors for files, cloud applications or services, and on-premises 
relational databases are supported including Oracle, Salesforce, Sage, and Microsoft 

Dynamics. 

 Data integration. Prebuilt extract, load, and transform (ELT) routines provide automated

profiling and transformations for all data sources. Some data sources have additional 

automated functionality including access to source metadata and application-specific logic.
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 Data warehouse modeling. Prepackaged data warehouse models for specific enterprise 
resource planning (ERP), customer relationship management (CRM), and human resource 

management (HRM) business applications are supported, alongside the ability to profile data 
according to types, key elements, and relationships with suggestions on how data should be 

modeled.

 OLAP modeling. Multidimensional models are based on the same logical model used for the 
data warehouse, thus helping to harmonize and automate the online analytical processing 

(OLAP) model build and semantic layer generation process.

 Reporting and dashboards. Packaged reports alongside specific reporting structures and key 

performance indicators (KPIs) are supported. Through its partnership with Sage and Microsoft, 
ZAP also supports reporting on ERP, CRM, and HRM data from Sage and Microsoft 

Dynamics.

 Data governance and security. Configurable administration and security capabilities (with 
additional support for extracting security from ERP systems) ensure access and compliance 

requirements can be met. In addition, an auditing module provides IT administrators with 
intelligence on user activity, resources usage, and system monitoring to help fine-tune 

performance. 

As a certified Microsoft partner, ZAP created its solutions in.NET using the Microsoft SQL Server 

platform. The majority of customers deploy ZAP on-premises, but the company offers support for 

hybrid data architectures including storing the warehouse on Azure SQL DB or Amazon Redshift, for 

example. Going forward, the company plans to ramp up investment in a public cloud offering by 

providing the same modeling, analytics, and visualization features on-premises but as a fully 

provisioned service on Microsoft Azure. The company will aim to support hybrid architectures and 

connectivity for collecting and integrating on-premises and cloud data sources in a cloud data 

warehouse.

In addition to the development and management features noted above, ZAP's provides support for 

line-of-business users. For instance, the offering supports prebuilt metrics and KPIs, role-based 

dashboards, interactive charts, and access to a drag-and-drop function library. Likewise, for Microsoft 

Dynamics users the company provides its own tailored BI solutions with out-of-the-box analytics. 

IDC finds the ability to support both a curated data warehouse alongside business-oriented tools for 

reporting and data visualization can provide a more robust environment for governed self-service. This 

is particularly beneficial for midsize companies wanting to maintain data integrity and consistency, but 

where pressure on IT resources and budgets and/or a lack of technical expertise means access to 

data insights can be a time-consuming process. 

Mining the Sage Midmarket Opportunity

As part of its push into the midmarket, ZAP has successfully struck up a strategic partnership with 

Sage, a market leader in integrated accounting among small and midsize organizations. Effective 

August 2016, the arrangement sees ZAP embedded as the data management and analytics platform 

for the Sage X3 ERP portfolio — Sage X3 Data Management and Analytics (SDMA). In this scenario, 

customers can integrate data from Sage 1000, Sage Line 500, Sage 500, Sage 300, and other 

applications into a centralized ZAP data warehouse where it can be made accessible for reporting. 

This approach also helps in ERP migration projects, as ZAP enables data to be automatically 

extracted and stored in its warehouse without the need to maintain the legacy system for historic 

reporting and compliance purposes.
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The Sage partnership is a significant development for ZAP as this OEM agreement could open the 

door to many of Sage's X3 midmarket customers in manufacturing, distribution, services, and the food 

and beverage industries. It is however a developing relationship, and ZAP must be mindful that as a 

much larger supplier, Sage controls the balance of power; working with other technology partners or 

developing and sourcing its own data warehousing and BI functionality also remain viable options for 

the ERP software vendor. 

Competition Abounds

Traditionally, the midmarket has been underserved by the larger BI vendors, which have focused their 

heavyweight products on the needs and requirements of large enterprises. However, this has changed 

over recent times. As the BI market continues to mature, vendors see midsize organizations as a new 

growth segment, and they are adapting their product pricing and licensing strategies accordingly, 

including deploying solutions in the cloud. 

Given that the midmarket remains a key battleground for a wide variety of vendors, IDC expects 

competition will only become fiercer. To succeed, ZAP needs to underline and articulate the benefits of 

data warehouse and model automation, better governance, and self-service visualization. This will 

become increasingly important as self-service BI implementations penetrate more midsize accounts 

and as an evolving regulatory landscape places more emphasis on trusted, reliable, and compliant

data. Vendors supporting the Holy Grail of "governed self-service" operation (one that blends and 

combines agility with control) are most likely to win against their less nimble competitors.

Similarly, as part of this effort, ZAP must continue to build out its partner ecosystem (for example by 

adding more ISVs while continuing to tailor solutions to midmarket needs, whether industry, 

geography, or process-specific) so that it provides strong competitive differentiation over other 

offerings. 

Conclusion

ZAP's BI solution is designed to cater to the demands of midsize organizations. These companies are 

typically characterized by their unique challenges, focus, and business processes, and where IT

departments are focused on identifying technologies that are cost-effective, fast to deploy, low risk,

and has a lower total cost of ownership. These factors all impact and influence the downstream 

requirements of the data warehousing and BI selection process.

To this end, the technical thrust of ZAP's solution is centered on fast-tracking some of the more 

complex elements and tasks associated with deployments — specifically in terms of data 

transformation, warehouse build and self-service reporting --— thereby helping speed up development 

and implementation times while giving greater access to business information to users. The benefits of 

this approach are widely acknowledged by ZAP's customer base, which cite the platform's ability to 

reduce time-to-insight and provide a unified view of the data, being particularly noteworthy.

ZAP however, is operating in a crowded supplier market, and so needs to actively push against these 

forces while making sure to emphasize, promote and develop its offering, particularly within the cloud. 

Its partnership with Sage offers a valuable opportunity for market expansion by serving the financial

and operational performance management needs of organizations alongside a successful and 

established player. Likewise, ZAP needs to continue catering to the price-sensitive pockets of midsize

firms, especially at a time when the availability of open source tools and cloud-based SaaS offerings 

(which require less upfront capital investment) are gaining momentum.
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Synopsis

This IDC Market Note outlines how ZAP (a provider of data and analytics software) is carving out its 

niche in the midmarket with an end-to-end solution designed to fast-track the time and effort involved 

in kick-starting a data warehousing and BI project. 

"In IDC's view, midsize firms are typically characterized by their unique business challenges and 

processes as well as their limited IT infrastructure, restricted IT budgets, and scarce in-house BI skills

— all of which impact the downstream requirements of a data warehousing and BI solution," said 

Helena Schwenk, research manager, IDC Big Data and Analytics. "ZAP's offering helps midsize firms 

circumnavigate some of these issues by fast-tracking the more complex elements and tasks 

associated with deployments, specifically in terms of data transformation and warehouse build. It is 

however, operating in a crowded and competitive market, and so needs to continue to emphasize, 

promote and develop its prebuilt assets and approach, including leveraging its strategic relationship 

with Sage."
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