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This report could be written due to the support of the participating
vendors. Each of the vendors is represented with a vendor profile written
by Strategy Partners. Strategy Partners recognizes that not all applicable

vendors are represented in this document.

Disclaimer

Complete document. © 2008 by, “Strategy Partners Nederland B.V”. All rights reserved. This publication
may not be reproduced or transmitted in any form without prior permission from the copyright holder.

The information contained herein has been obtained from sources believed to be reliable and has been
prepared with professional diligence. However, Strategy Partners Nederland B.V. and Strategy Partners
International Limited disclaim all warranties as to the accuracy and completeness of this information.
Strategy Partners Nederland B.V. its directors and employees, can accept no liability for any damages or
loss occasioned to person or entity for errors or omissions in the information contained herein or for the
interpretations thereof. The opinions expressed herein may change at any time without notice.

Strategy Partners Nederland B.V., Willem van Abcoudelaan 11, 3971 AA Driebergen, Netherlands.
Tel: (+31) 653.763.180; Fax: (+31) 343.513.177. See also: http://www.strategy-partners.com
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The author

The author of this document has been working in the IT sector for
more than 20 years. He started the development of financial
banking transaction systems of the Dutch banks. This development
was followed by scanning and recognition of accept giro forms, the
introduction of multiple workflow systems with electronic
documents, document management applications and output
management applications. Within the variety of industries large-
scale applications have been advised and implemented. The author
publishes a great deal about his experiences and he speaks at
(inter)national conventions.
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1 Management Summary
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2 Introduction
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3 Developments in Communication and Output
Management
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8 Vendor profiles

8.1 Market overview
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8.2 <Vendor>

8.2.1 Introduction

8.2.2 Contact information

Contact information for Europe Contact information Headquarter
Name

AddreSS Name

Zip code Address

City Zip code

Country City

Telephone Country

Fax Telephone

E-mail Website

Website

Company information

Headquarter

Established (date)

Offices and locations

Number of employees (Worldwide)

Revenue 2007
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8.2.3 Background information
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8.2.4 Product descriptions
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8.2.5 Business applications

Application: <Business solution>

Application: <Business solution>
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8.2.6 Go-To market model
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8.2.7 Summary

Strengths
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8.3 .Innovation versus vendor - selecting the short-list
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Strategy Partners Netherlands BV

<> Strategy Partners is an established professional retainer and project based IT
consultancy business. We are an authoritative source of detailed analysis and
advice on the ECM, BPM and document application software markets in
Europe, which is provided at executive level and personalized into the context
of our clients.

<> We deliver independent consulting and original market analysis in the key
areas of Content Management, Business Process management (BPM),
Electronic Document and Output Management, Content and Document
Capture, Services, Information Resource Planning, Knowledge Management
(KM) and Outsourcing Services.

Strategy Partners’ Value

Our value is based on clear differentiators:

V¥  All our research and analysis is customised for our clients and delivered from
their individual perspective. We do not provide the generic "blue sky" market
views, as we believe they blur the real issues, and waste clients’ time.

V¥V  We know the CEOs of the companies that would be appropriate to approach
and introduced to your executive team.

V¥  We can quantify the value of the markets in which you operate, and your
position within them.

V¥V  All our services are delivered through face-to-face meetings to present a
personalised service to all our clients. We do not publish generic research in
the hope it will be of some interest. We research and deliver advice on what is
important to you and your business.

V¥ Our advice is actionable and pragmatic. We offer business-focused advice
without flattery. We are not 'futurologists': we advise on what to do, today.

V¥  We focus on what is possible in Europe today, because we have analysts on
the ground in five countries. We have researchers in New York and California
and so understand what is happening and is feasible in North America.

v Strategy Partners is independent and neutral. We do not sell long-term
consultancy projects. Unlike other analyst companies we do not write reports
praising individual vendors. We do not take positions in the stock of vendors
we analyse. This ensures that our analysis and advice is always unbiased.

Strategy Partners is neither a market maker nor sells on behalf of its clients. It
provides independent and original market research to quantify market

opportunities.
E-mail contact: contact@strategy-partners.nl
Telephone: +31 (0)6 50734796
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