
Company: 
Global provider of human 
resources (HR) software

Industry: 
Technology (software)

Line of Business: 
Providing enterprises with 
software facilitating the 
recruiting, developing, 
compensating, and retaining 
of employees. 

Target Market: 
Businesses of all sizes and 
industries, across all global 
geographies.

Cost: 
$25,000 (two-day workshop 
and deliverable package)

Deliverables: 
Solution design, migration 
plan, Savvis recommendations, 
and Return On Investment 
(ROI) analysis. 

Location: 
Boston 

Summary: 
A maker of talent-management 
applications wanted to bring to 
market Software-as-a-Service 
(SaaS) versions of its award-
winning legacy software suite. 
However, its current hosting 
vendor could not provide the 
infrastructure and bandwidth 
necessary. They asked Savvis 
to use its Savvis Transformation 
Methodology (STM) to conduct 
an intensive workshop and 
create a roadmap to a new 
infrastructure that would 
enable it to pursue this 
potentially lucrative new source 
of revenue.

HR Software Leader Transforms  
Itself With Help From Savvis
Overview
This Boston-based firm has for more than a decade aided some of the  
world’s largest companies better manage all aspects of acquiring and  
keeping valued employees.

Founded in 1997, the firm from the very beginning leveraged the Web to allow 
clients to create and communicate personalized benefit information to their 
employees. Some of its earliest customers included the U.S. Postal Service 
and Boeing, and it won four “Best of the Web” awards from Forbes magazine. 
Gradually expanding its product line through acquisition to include a  
comprehensive array of talent management solutions – including  performance 
management, compensation, and succession planning – the firm continued to 
win blue-chip accounts, and today helps 300 of the world’s largest enterprises 
with their critical HR support capabilities. 

Challenge
The firm decided to transition its legacy software products over to an on-
demand, Software-as-a-Service (SaaS) model. Although the first modules of 
the new product line were well received, the company found that its existing 
hosting provider was unable to provide the required infrastructure and net-
work bandwidth. Problems with application responsiveness as well as system 
availability led the firm to conclude that staying with its current vendor would 
not provide a stable or scalable platform to sustain its projected growth.

In mid-2007, having acquired more than 50 companies to subscribe to its first 
SaaS products, the firm engaged Savvis to conduct a workshop using its Savvis 
Transformation Methodology (STM) to assess its IT requirements and design a 
new infrastructure that would support its very aggressive expansion plans. 
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The STM Solution Development
The STM is Savvis’ consultative program for helping companies trans-
form their existing IT infrastructures from an unsatisfactory current state 
to a desired future one. The STM provides an independent way for the 
customer to objectively assess whether – and how – its infrastructure 
can be improved to enable better business success. 

Key to the STM is a discovery phase consisting of a Savvis-led Solution 
Development Workshop (SDW). The SDM is the most efficient way for Savvis to accurately assess a company’s 
business processes, gather in depth business requirements and support IT infrastructure, and deliver specific  
recommendations for ways to improve the client’s IT operations. The deliverables include vendor-agnostic  
consultative recommendations on infrastructure design and migration, and – upon client request – can include 
highly detailed plans for implementation that include cost estimates for plan deployment based on Savvis services. 

STM Workshop Details for the SAAS Client
Savvis conducted a two-day workshop with the firm to evaluate its current infrastructure and how it aligned with 
the organization’s rapidly evolving business. The firm’s top executives – including the CEO, CFO, and CIO were in the 
room, as well as representatives from virtually every functional area: security, operations, support, and product  
development. On the Savvis side, the CEO as well as a number of senior executives that headed up Savvis’ main 
lines of business – networking, infrastructure, and professional services – actively participated in the proceedings. 

Prior to the actual workshop, the Savvis SDW team performed rigorous due diligence by reviewing the current 
infrastructure and all business application components, platform design, availability, utilization, security, compliance, 
continuity, and connectivity requirements. After walking through every aspect of it with core individuals from the 
client firm, Savvis was able to come up with a design that met the firm’s growth projections. Savvis also developed 
a migration plan that would minimize the impact to the firm’s existing customer base as well as help streamline the 
addition of new customers during the migration to its desired state.

Savvis also engaged the firm in a high-level business discussion of how these technical details would contribute to 
its competitive edge and – ultimately – its bottom line. In addition to significant cost savings over its existing vendor 
relationship, Savvis demonstrated to the firm how the right infrastructure could reduce new product development 
cycles, driving shorter time to market and thus speeding up new revenue generation. 

Return on Investment Financial Analysis
As part of the STM, Savvis performed a preliminary financial analysis of what the 
firm would spend over a three-year period. Savvis compared what it would cost 
to go with a complete managed hosting solution from Savvis as opposed to a 
self-managed server environment. When taking into account all infrastructure 
costs – including those incurred for hardware, storage, networking, support and 
maintenance, administration, and training – the Savvis solution saved the firm 
more than 11 percent while eliminating unplanned downtime and time-to-market 
delays due to the existing infrastructure bottlenecks.

Looking Ahead
According to industry studies, the typical development cycle for releasing new 
applications is 4.5 months. If the firm could decrease this time due to a more re-
sponsive and scalable infrastructure, it could speed up new revenue streams and 
compete more effectively in an increasingly crowded marketplace. Because its 
SaaS offering is so new, it will probably take at least three years before new ap-
plication development stabilizes. Already, the firm is seeing decided success. As 
of September 2008, it was serving more than 4 million users on its fledgling SaaS 
platform, and hopes to have 20 new enterprise customers by the end of 2008. 
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“Despite being a very satisfied 
collocation customer of Savvis for 
many years, this was the first time 
we had heard of its ability to provide 
other service offerings. We were 
especially impressed with the Service 
Desk and Service Delivery offerings.” 


