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Introduction 

 

This document describes an actual customer case, for an 

organization, which have had great success with Comintelli's cloud 

based Intelligence2day® information management platform. The 

case story is based on in-depth interview by an IDC analyst with key 

stakeholders in the user company, which is a large international 

telecommunications provider. 

Challenges 

The company has several both internal and external challenges.  

The core market is under considerable pressure as spending on 

both fixed and mobile voice services is waning at a faster pace than 

the growth in data services spending. In addition, new competitors 

enter the market with low cost or innovative OTT services.  

The company has a large and geographically spread organization 

where different country organization are responsible for daily 

operations. Group-wide functions work in close cooperation with the 

countries, providing advice and guidance to maintain high technical 

and commercial skills, ensure good management and regulatory 

compliance, as well as developing a business that is sustainable in 

the long term. 

Following a streamlining of the organization, the market intelligence 

resources were significantly reduced. However, it soon became 

apparent that to be a leading innovator, market intelligence is a key 

factor for sound decision making. But unlike previous solutions, the 

new one should contain all information in a single repository and 

allow everyone access and sharing capabilities efficiently. 

  

IDC Case Story 

Solution Snapshot 

Customer: Large 

telecommunications provider 

Challenges: Transforming a large 

enterprise in a highly dynamic 

market necessitates a solution, 

which makes market intelligence 

available to everyone and 

improves knowledge sharing. 

Solution: Comintelli 

Intelligence2day® as a service 

from a public cloud installation. 

Project Duration: Setup 10 

weeks. Roll out to 60%, 7 months 

from start. 

Benefit: All market intelligence 

in one place with one common 

classification model to enable 

better search and collaboration 

and improve decision making. 
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Requirements 

The overall primary necessity is that all market insight should be easily available to all relevant 

people on different levels in the organization to support sound and timely decision making, and 

support the strategy-process in the company. Moreover, the aim was to make the organization 

more efficient, by improving collaboration and reducing the significant amount of double-work that 

was taking place. 

 

The company has staff working with market intelligence and analysis in the head office as well as 

in countries. They describe their matrix organization using the terms Hub and Spokes, and market 

intelligence is one competence area where skills exist in both the Hub and out in the Spokes, The 

strategy and intelligence team in the Hub, is responsible for analyst relations and sourcing 

research from third party analyst firms, but the Spokes evidently has valuable insights in the local 

markets, therefore collaborating on content is critical. 

To support decision making and allow collaboration, a number of key requirements for the new 

solution were identified: 

 Available to everybody. To drive the most value from the available market intelligence, it 

was essential that all employees could directly access the necessary information 

regardless of time and location. Hence the focus was on cloud solutions that would be 

available to all employees in all markets from any device. 

 Integrate multiple data sources. The company uses a number of different data sources in 

their market intelligence, including both premium content and various free of charge 

sources. Everything had to be available via one single repository.  

 Ability to share information. The company produces a lot of market intelligence internally, 

which should also be available on the same platform to improve collaboration and 

knowledge sharing in the organization. 

 Ease of use. The solution needed to be easy for the user to access, be an internal solution 

but delivered as a service. It needed to be easy to find for users and relatively easy to 

access the content. The usability needed to be good and tailored to their business. To 

support this, the company deliberately aimed for a solution, which shouldn't be tightly 

bolted into the internal IT systems, as this would over complicate things. 

 

It was evident that a new type of solution was needed, and the starting point this time was a 

solution supporting multiple data sources, and the company looked to a provider that would 

support that and make the information available to all employees on any type of device. 

Management prioritized the openness of the solution and part of the vision was that this new 

platform should be able to be used for more than storing the data from external providers; that it 

would also be used as a point where they could share their own customer research. 
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The Solution 

It was decided to source a portal solution as a service from Comintelli. It is a turn-key solution 

linked into the company intranet. The pilot project included 30-40 users. Today, the number has 

grown to approximately 1,200 active users, and still there are potential for adding more. Basically, 

anyone in the company can have access if they want. At the moment, the portal shares 10-15 

sources, some free-of-charge, but most are premium paid content from different market research 

providers. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Comintelli's Intelligence2day® has been able to meet their customer's key challenges in gathering 

relevant information sources into one portal, being able to share that information efficiently and 

enabling user uploading and sharing of information, and today the company can store and share 

almost any type of information in the system. 

This is an example of a Telecom intelligence portal 
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Benefits 

The project including the approach with one single repository storing all information provides great 

value for the company. The insights the portal provides are used to make more informed decisions 

across the company; developing new products, defining campaigns, analyzing regulatory impact 

etc. Some of the more specific advantages are: 

 Deeper insight to what their customers want and need. 

 Better understanding of the specific challenges faced in each market and country, 

regarding technical solutions and societal issues alike. 

 Much improved intelligence on new competition to the telecom operator, disruptive players 

that provide different types of communication solutions. 

 Better collaboration and improved efficiency across various work processes. 

 Broader use and enhanced visibility of market intelligence through customized dashboards 

– for example with country-specific information 

With the portal and the sharing capabilities, double-work has decreased and collaboration has 

improved. Because of this approach they now have a better understanding of the needs for market 

intelligence, and they have improved the intelligence gathering efficiency, employees know where 

to go when they have a new need for market intelligence rather than trying to solve it themselves. 

However, the benefits are not only about collaboration and making more informed decisions, it is 

also about speed and agility. Better and easier to access information not only improved the ability 

to make good decisions, it speeds up the entire decision making process. 

 

To promote the solution internally, the company hosts video presentations where key topics are 

presented by the Strategy and Market Intelligence team or a guest speaker. There is also a 

monthly newsletter where the team highlights key research findings. These have proven 

paramount for creating awareness of the portal and its content, and are key drivers for the success 

of the system. These tools showcase all the intelligence and functionality they have in 

Intelligence2day® in a better way than traditional training sessions do and help ensure that more 

employees start using the system. 

Finally, the implementation was relatively quick and smooth. Comintelli provided Intelligence2day® 

as a service in just 10 weeks. They provided project specifications that helped the project in the 

startup phase. Additionally, Comintelli showed flexibility and embedded a solid sign-on solution. 
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The future 

While the Intelligence2day® solution is already very successful, the company does not consider it 

a completed project, but expect to derive additional value from it.  

So far the solution has been rolled-out to about 60% of the company, but both coverage and use 

will improve further.   

The primary target group for the intelligence solution, newsletter and video sessions are 

management, staff working with strategic planning, offering, marketing and finance, but even more 

users are targeted by: 

 Delivering intelligence that is more useful and customized 

 Using more internal marketing 

 Improving the content by adding more data sources 

 Improving the user experience 

There are functions that are yet to be used widely. For example, user-profiling is an area that looks 

promising to help find knowledge and people in the organization a lot quicker than before. 

In the future, the company sees a potential for the system to support more video-based content. 

This means large amounts of data, classification systems and at some point the system should 

include an artificial intelligence or machine learning of some sort to automatically classify content. 

 

Methodology 

Information about the company and the project outlined in this document was gathered via direct 

interview with lead project manager at the customer company. Questions posed by IDC were 

designed to specifically capture insights into the challenges before, and benefits after the 

implementation of Intelligence2day® and to gain an understanding of both the efficiency and the 

cost benefits realized from this project. 
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