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Many businesses need to improve the performance of their front-office operations, including 
sales and marketing and business operations. Cloud9 Analytics has years of experience in 
helping organizations manage their sales pipelines and brought sales analytics to cloud 
computing through software as a service (SaaS). I have written about their efforts (See: 
"Cloud9 Analytics Make Sales Pipelines Deliver Results"), noting that  a company depends 
on the process of sales personnel booking business and delivering purchases to customers 
promptly to reach its financial targets. Cloud9 Analytics has delivered these capabilities to 
large organizations like Avaya, BT, Lenovo and Siemens and to midsize organizations, too. 
 
Now Cloud9 Analytics has announced expansion of its core Pipeline Accelerator product 
across the entire front office and all activities it does to increase revenue; as well as 
analytics its new offering has planning and collaboration to optimize performance. This is 
needed as most front offices have silos of data in various systems such as customer 
relationship management (CRM), sales force automation (SFA), marketing automation and 
several customer service systems. This incompatibility is a major reason that CRM and SFA 
have become legacy applications. Users need access to all relevant sources of data whether 
on-premises or on-demand SaaS from salesforce.com and others; they need better 
reporting and dashboards in a single application rather than trying to gather data from 
many sources and analyze it in spreadsheets. 
 
Cloud9's collaboration and planning capabilities enable sales and marketing organizations to 
work together within the application instead of losing time and context by communicating 
through separate e-mail messages. The enhanced Pipeline Accelerator provides threaded 
discussion forums not available in generic business intelligence (BI) technologies that do not 
address the business need for collaboration. The dispersed locations of sales and marketing 
organizations increase the need for collaboration to help ensure that all steps in closing 
deals get done. 
 
Cloud9 Analytics also has a cloud computing platform for performance management that 
supports data access and analytics. As well as a robust data modeling environment with 
built-in data virtualization, it allows users to rapidly define measures, metrics and key 
performance indicators for a range of front-office tasks. Over time the platform has 
advanced the fundamentals of time-series analysis that can help provide new methods of 
understanding and managing information. Cloud9 also makes the platform available for 
partners to build vertical-industry applications that can operate in the cloud. 
 
Cloud9 Analytics recently outlined its planned expansion to support sales forecasting, 
eliminate the distinction between pipeline and forecast management and add territory 
management and planning. It is also expanding support for Oracle CRM On Demand and will 
support mobile technologies. These advances are part of the company's roadmap, which is 
intended to deliver performance management for the front-office operations of sales and 
marketing, which most organizations have yet to address. 
 
 

w w w . v e n t a n a r e s e a r c h . c o m  

http://www.ventanaresearch.com/blog/commentblog.aspx?id=3427�
http://cloud9analytics.com/2010/05/18/cloud9-analytics-defines-new-class-of-performance-management-applications-that-accelerate-revenue-growth/�


 
 
 
The market for this kind of capability in the front office is growing as more vendors see 
opportunity in it. Many of Cloud9 Analytics' competitors are BI vendors that have been 
marketing and selling their products to IT and just now are moving into sales analytics but 
lack integrated collaboration, planning and performance management focused on specific 
front-office activities. Others in the sales performance management space, such as Callidus 
Software, Merced Systems, Varicent and Xactly, have focused on post-sales activities 
related to compensation, incentives, quotas, territory management and analytics to related 
to them; this group has not addressed the presales activities let alone interaction with 
marketing. Now Cloud9 will compete with all these providers for the mindshare of heads of 
sales and sales operations; one selling point for them could be integrating quota and 
incentive metrics into Cloud9 views, which is available today. Most sales and marketing 
organizations are still copying and pasting data from reports into spreadsheets and creating 
static presentations that are sent by e-mail, a process that increases cost, time and risk and 
impedes an organization from reaching its front-office objectives. 
 
If Cloud9 Analytics stays focused on the front office and distinguishes itself by adding 
performance management to analytics, it has an opportunity to strengthen its position in 
the market. This new focus has created more confidence in investors as Cloud9 has raised 
more capital to expand its operations. Another plus is that this business-focused approach 
of Cloud9 Analytics can minimize IT involvement because of the SaaS rental approach that 
speeds the time to implementation and value for the front office. 
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Ventana Research is the leading benchmark research and business technology advisory 
services firm. We provide insight and expert guidance on trends across mainstream and 
disruptive technologies. Our unparalleled insights and best practices guidance are based on 
our rigorous research-based benchmarking of people, processes, information and 
technology across business and IT functions worldwide. The combination we offer of 
benchmark research, market coverage and in-depth knowledge of hundreds of technology 
providers means we can deliver business and technology education and expertise to our 
clients where and when needed to reduce the time requirements, cost and risk of 
technology investments. Ventana Research provides the most comprehensive analyst and 
research coverage in the industry; over two million business and IT professionals and those 
who are members of our community benefit from Ventana Research's insights, as do highly 
regarded media and association partners around the world. Our views and analyses are 
distributed daily through blogs and social media channels including Twitter, Facebook, 
LinkedIn, and Business Week’s Business Exchange. Ventana Research was ranked the #1 
analyst firm you can trust in enterprise software for 2009 for its relevance to the industry. 
To learn how Ventana Research advances the maturity of organizations use of information 
and technology through benchmark research, education and advisory services, visit 
www.ventanaresearch.com. 
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