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The date of the 4th of March 2004 may well be THE day of the year for software
vendors in the Business Process Analysis (BPA) sector. For it was on that date
that GartnerGroup published its eagerly anticipated update to the BPA “Magic
Quadrant,” the last one being nearly two years ago now.

The new Magic Quadrant contains more than a few surprises and provides some
key insights into the way that Gartner analysts see the market evolving over the
next 12 to 24 months.

The importance of such GartnerGroup research is very often played down (by
those not well positioned) or up (by those who have done well!). The fact is that
millions of dollars of revenue ride on the positioning, and so anyone who is
serious about BPA has to be concerned about both doing well and, of course,
continually improving their position.

For the benefit of anyone not familiar with the GartnerGroup “Magic Quadrants,”
GartnerGroup assesses vendors on two axes – A vertical one, “Ability to execute,”
and the horizontal one, “Completeness of Vision.” Vendors who are strong in
both areas will appear in the top right quadrant as “Leaders.”  Those who are
weakest on both axes will appear in the bottom left quadrant as “Niche Players.”
Companies that  are strong on vision, but weaker on execution, appear on the
bottom right as “Visionaries,” while those strong on execution and weak on
vision will appear in the top left as “Challengers.”

This year’s quadrant ranks the top 36 vendors seen by Gartner as operating in
the BPA sector. Interestingly, this new report sees more BPM and workflow
vendors appearing, as they are now seen as adding increased analysis and
simulation capabilities. It also sees quite a shuffling of positioning among the
“pure play” BPA modeling vendors with several moving from one segment to
another

In this new version of the quadrant, IDS-Scheer remains the outright leader on
the visionary stakes, but is then followed closely by two other European vendors
– MEGA International and Lanner Group, with many other European vendors
scoring well on vision as well.

However, when one looks at the ability to execute – size and reach – America
dominates, with Microsoft, IBM, and Sybase scoring heavily. Indeed, when one
looks at the 16 vendors appearing in the top two quadrants, only 4 European
companies make the grade – IDS-Scheer, MEGA International, ILOG,and (just)
Casewise.

I should also point out that just because a vendor is an outright leader does not
mean they are necessarily the right partner for your company. GartnerGroup
themselves point out that the ranking, while a good indicator, should not be an
absolute factor. For example, one company may be ranked high and be particularly
well suited for, say, SAP implementation, but if your problem is not related to
SAP but is, say, a Six Sigma or Quality related project then, there are likely to
be lower ranked vendors who are, in fact, more suitable for your needs. While
this may seem obvious, a lot of people have bought based on leader status, only
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later to discover that the product they bought was not really the best fit for their
requirements.

Another interesting point for me in the report is that, increasingly, we are seeing
better rankings for companies offering full service. Whether that full service be
concept to code in terms of BPM execution, or through providing comprehensive
consulting solutions, it is heartening to see that those with a broader vision are
now getting the recognition they deserve, both in terms of the vision ranking, but
also in terms of accepting that such approaches are helping them to increase
their ability to execute. Put another way, GartnerGroup appears to be endorsing
the approaches that lead to greater stability with a company and that will increase
the chances of the supplier surviving the inevitable shakeouts  in the sector.

While the success of European vendors in the “visionary” stakes is to be
commended, there is still a long way to go before they can rightly claim the
credit their foresight might deserve. Because, when it comes to size and reach
(the “ability to execute”), American based companies still dominate.

It is true to say that the European “pure play” BPA vendors are, for the most part,
larger than their American counterparts – largely due to the fact that, in addition
to products, these companies offer a full consulting service to assist clients in
leveraging genuine business benefits, rather than just selling tools. However,
when one looks at overall “muscle,” European companies fall well short – most
measuring revenues in only tens of millions of dollars, compared with the hundreds,
thousands or millions of millions of dollars of the American companies.

Of course, when the size is mismatched, it can also work in one’s favour and
makes it much more likely that the larger, but less well visioned, US suppliers
will look hard at those smaller, but visioned, European suppliers when looking to
round out their offerings and may well simply acquire them.

With many of the European vendors being venture funded, the timing of any such
sales may well owe more to the eagerness, or not, of the venture capitalist to
exit than whether the company is really ready to be acquired.

As one looks forward, it is most likely that vendors in the challenger’s segment
will look to acquire vendors in the visionary segment in order to propel themselves
into the leaders’ quadrant, just as IBM has done through its acquisition of Holosofx.

So, judging by this quadrant  at least, the old dynamics of marketing still hold
true – Europeans are great innovators and creators, but the domestic markets in
which they operate are too small for them to grow large enough fast enough to
cross the Atlantic and compete fully with their American counterparts.

Anyone wishing to access the report can do so at:

http://mediaproducts.gartner.com/reprints/mega_reprint/index.html


