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IN THIS EXCERPT 

The content for this excerpt was taken directly from IDC MaturityScape: Big Data and Analytics in 

Financial Services (Doc# US40619515). All or parts of the following sections are included in this 

excerpt: IDC Opinion, Essential Guidance, and Learn More sections that relate specifically to Qlik, and 

any figures and or tables relevant to Qlik.  Table 2 from the original report has been renamed Table 1 

in this excerpt.  This study describes IDC's Big Data and Analytics MaturityScape and how it can be 

deployed by financial services firms. It defines the stages, dimensions, outcomes, and actions that 

firms should consider to develop and deliver business value from improving the firm's BDA 

competency. This study discusses the challenges and opportunities for financial services firms in the 

BDA maturity model presented in IDC MaturityScape: Big Data and Analytics in Financial Services. 

IDC OPINION 

Financial services firms that embrace the power of data-driven analysis and decision making can gain 

a competitive advantage over their traditional competitors as well as new market participants with new 

offerings and new business models. Big Data and analytics (BDA) should remain a priority on the 

agendas of executives at financial services firms including banks, brokers, and insurance providers. In 

the financial services industry, data and information are the gasoline that fuels the engine, especially in 

decision-making operations, including investment management, customer marketing, and compliance 

and risk management.  

IDC Financial Insights expects that BDA will remain an important agenda item for financial firms 

worldwide. However, some of the sales and marketing hype about the capabilities of BDA solutions 

can be inflated promises that overlook the real business and technology challenges that firms face in 

their efforts to capture the benefits of BDA tools and solutions. While many managers believe their 

firms have what it takes to capture the power and promise of BDA, the reality is that many firms are not 

equipped to manage the myriad of data, technology, staff, and business process requirements needed 

to deliver successful implementations and business value. For firms that can meet and overcome the 

challenges, access to data-driven analysis and decision making can provide benefits, including a 

better customer experience and improvements in investment returns and risk management programs. 

Successful deployments can help firms use BDA to deliver new business value and actionable insights 

by harnessing BDA and assembling the teams with the right technology skills and financial services 

experience.  

The ability for firms to realize the promise of BDA depends on their ability to discover and develop new 

and actionable ideas in a measurable and profitable way. IDC Financial Insights research suggests 

that firms and lines of business are often at different stages in their quest to capture value through the 

deployment of BDA. IDC's Big Data and Analytics MaturityScape is a framework that provides a road 

map on the stages, dimensions, desired outcomes, and actions required for firms to advance along the 
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successive stages of BDA competency and maturity. This IDC Big Data and Analytics MaturityScape 

can enable financial firms to: 

 Assess their firms' BDA competency and maturity and where they are on their journey 

 Help begin conversations among line-of-business (LOB) and technology executives about 

goals, strategies, and action plans relative to developing and deploying BDA initiatives 

 Use the baseline in this report to help define short- and long-term goals and help plan for 

improvements across all of the dimensions of building the firm's BDA capabilities 

IDC MATURITYSCAPE FIGURE 

  

FIGURE 1 

IDC's MaturityScape Big Data and Analytics Stage Overview 

 

Source: IDC, 2015 

 

Figure 1 represents the IDC MaturityScape stages from the simplest, unstructured ad hoc stage to the 

advanced, systemized optimized stage. 
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ESSENTIAL GUIDANCE 

Data remains an essential element for the financial services industry as firms and customers remain 

on a perpetual quest for new and actionable ideas and incremental insights that can improve 

investment returns, increase revenue, lower operating costs, and keep their firms in compliance with 

regulations. IDC Financial Insights believes it is imperative that financial services firms of all sizes 

embrace the power and potential of BDA tools and technology in firm operations such as: 

 Financial and investment analysis. Firms are always looking to new sources and uses of data 

to find a competitive and investing edge, especially in volatile markets that require quick 

analysis and decisions. In addition to traditional competitors, new market participants are also 

using BDA technology to build new business models without the burden of updating older and 

perhaps outdated legacy systems. For example, new participants with automated investment 

platforms have established themselves as viable alternatives to active asset management 

models, and BDA is playing a key role in this segment. 

 Customer marketing. Customer marketing has become dramatically more complex as digital 

devices and mobile services continue to transform the financial services landscape. For 

example, online and mobile connectivity allows customers and financial advisors anytime and 

anywhere access to investment, market, and investment account information. Device 

connectivity puts increasing pressure on firms to deliver more of their data and analysis on a 

real-time or near-real-time basis. As a result, firms that successfully deploy BDA tools can gain 

a competitive advantage, which can improve the customer experience and help improve 

customer account retention. Increasingly, firms are deploying sophisticated behavioral and 

predictive analytics to improve cross-selling and upselling programs and customer retention 

programs that help drive revenue growth and margin improvement. 

 Product development. BDA tools are being deployed by leading firms to help monitor market 

trends as well as demographic changes and shifts in customer asset and investment type 

allocations. Advanced analytics about customer transaction trends and product inquiry 

patterns can be used by portfolio managers and product marketing managers to develop new 

products to meet the changing needs of customers. Firms that don't have a close watch on 

future customer needs run the risk of losing customer assets in portfolios to competitors that 

have new investment options available in-house. For example, there has been significant 

growth in emerging markets and alternative investments. While firms cannot offer every 

investment option, advanced analytics can help firms determine what their product and 

services need to be to meet the needs of their customers and prospects now and in the future. 

 Risk and compliance. Risk management and regulatory compliance have taken on increased 

and strategic importance since the financial crisis as regulators and government agencies 

have imposed new rules and regulations in an effort to avoid another crisis. Regulations have 

forced many diversified financial firms to change their product, services, and investment mix, 

which has put increased pressure on revenue growth and operating margins. In addition to the 

business mix changes, regulators are paying closer attention to compliance programs such as 

anti–money laundering (AML) regulations. Increasingly, regulators are expecting firms to know 

as much as they can about their customers and counterparties through the customer due 

diligence (CDD) and know your customer (KYC) process. Many firms are deploying advanced 

BDA solutions to help aggregate new sources and types of information and performing more 

sophisticated analytics to improve transaction monitoring and compliance reporting. Firms are 

also using BDA tools to improve their risk management processes in the areas of financial 

modeling, risk reporting, and real-time investment decision making and analysis. 
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Table 1 provides a detailed set of steps for progressing from stage to stage, in each of the five 

dimensions of IDC's Big Data and Analytics MaturityScape. 

TABLE 1 

IDC MaturityScape: Big Data and Analytics — Progressing Through the Stages 

Stage Guidance 

Ad hoc 

Outcome: Proof-of-

concept or pilot 

projects; value through 

new knowledge and 

learning. 

 Launch a proof-of-concept or pilot project using existing resources.  

 Use existing data with the recognition that it may be incomplete and may lack the necessary 

quality, which will require substantial manual data preparation effort. 

 Expect significant manual effort to tune the system to reach desired performance. Lack of all 

the necessary functionalities will require workaround and scope control to achieve desired 

project outcome. 

 Do not spend significant time and effort to try to gain executive support before establishing 

initial project proof points. Look for support from colleagues with specialized BDA skills.  

 Focus on information access projects within a specific business domain. 

Opportunistic 

Outcome: Cross-

functional deployment. 

Knowledge value 

grows; business value 

opportunities become 

visible. 

 Establish a department-level BDA strategy. Although disconnected from the rest of the 

organization, it will guide the next round of project investments. Budget for localized projects 

that have midmanagement support. 

 Begin to integrate data from multiple sources to move toward high levels of trust in the 

information coming from the BDA system.  

 Deploy new technology (on-premise or in the cloud) that enables more timely access to 

information due to system performance improvements. 

 Establish a BDA team with skills in existing and newly deployed technologies and which 

coordinates work with colleagues in business. 

 Allow data scientists to experiment to uncover new insights. 

Repeatable 

Outcome: Persistent 

use. Business value is 

realized but remains 

localized to business 

units. 

 Develop cross-departmental business unit–level BDA strategies. Budget for business unit 

needs. Perform localized cost-benefit analysis for BDA projects.  

 Continue to expand the availability of and to integrate internal multistructured data sources. 

Be aware that data governance policies and procedures will be difficult to implement at a 

single business unit level.  

 Expand the availability of fit-for-purpose technology with the understanding that initial 

adoption will be selective. Minimize shelfware or unutilized subscription licenses via staged 

rollouts.  

 Assign, train, and hire staff based on the BDA strategy. Augment existing skills with 

specialized external service providers.  

 Begin to monitor and document decision processes and decision outcomes. Ensure the BDA 

team has representatives from all stakeholder groups to facilitate collaboration. 
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TABLE 1 

IDC MaturityScape: Big Data and Analytics — Progressing Through the Stages 

Stage Guidance 

Managed 

Outcome: Predictable 

outcomes. New product 

and service 

opportunities transition 

to business plans. IT 

efficiency is 

demonstrated. 

 Assign an executive-level leader to coordinate the development of a cross-business unit BDA 

strategy. 

 Establish metrics and methodology for data governance and metrics by which BDA 

processes, staff, and outcomes are measured.  

 Deploy fit-for-purpose and workload-optimized technology. Incorporate predictive analytics 

into technology performance monitoring and management processes.  

 Enable broad technology adoption by ensuring that an appropriate technology pricing 

structure is negotiated with IT vendors. 

 Establish executive support and develop plans for a centralized BDA team. Provide support 

for decentralized analytics staff within business groups. 

Optimized 

Outcome: Continuous 

learning and 

improvement. 

Previously unattainable 

business value is 

continuously produced. 

 Develop an enterprisewide BDA strategy that is championed by a C-level executive. Budget 

for BDA projects. Make available tools and methodology for business case development and 

performance and outcomes measurement.  

 Make available information about all the data sources for users with the appropriate security 

rights.  

 Maximize use of the workload-optimized system, automated system performance 

management, and dynamic scalability features of BDA technology. 

 Regularly provide training to all the BDA technology, analytics, and business staff. Maximize 

BDA staff centralization for functions such as data integration, systems management, and 

report and dashboard development. 

 Ensure that both performance management and experimentation and discovery processes 

are supported with appropriate staffing, technology, and funding. Employ decision 

management techniques to enable continuous process improvement and integration of 

analytics into business processes. 

Source: IDC, 2015 

 

LEARN MORE 

Synopsis 

This IDC study describes IDC's Big Data and Analytics (BDA) MaturityScape and its application for 

financial services firms. It identifies and discusses the stages, dimensions, outcomes, and actions that 

firms should consider to effectively develop their BDA competency. The explosive growth in data, new 

data sources, and increasingly powerful analytics tools can help firms discover, develop, and test 

actionable ideas across the firm. There are challenges and opportunities in BDA, and firms need to 

have a solid plan in place to navigate technology alternatives, improve business processes, and hire 

and develop the staff with the right combination of technology and business skills. IDC's Big Data and 
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Analytics MaturityScape is a framework of five stages, critical measures, outcomes, and actions that 

organizations should consider to effectively advance along the successive stages of BDA competency. 

"IDC's Big Data and Analytics MaturityScape is a maturity model that enables firms to assess their 

BDA competency, establish short- and long-term business goals, and prioritize technology and staffing 

decisions and deliver new business value to the firm," said Bill Fearnley, research director, IDC 

Financial Insights. "This IDC MaturityScape can help firms evaluate their BDA competency across 

business units and IT, develop a road map that enables collaboration, and discover, develop, and 

deploy new and actionable business and investment ideas." 
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