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Agenda

Why Integrate SaaS? 
−

 
What’s in it for end-users

−
 

What’s in it for providers

Best Practices for Choosing a SaaS
 

Integration Partner
Cast Iron Overview and 5 Min Demo
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The Business Value of Integration
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The Business Value of Integration
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SaaS and Cloud Computing Market

Satisfaction / Experience

0% 10% 20% 30% 40% 50% 60% 70% 80% 90%

User community or network

Integration capabilities

Customization capabilities

Workflow capabilities

Personalization capabilities

Data access and analysis capabilities

Security and privacy

Responsiveness to support requests

Accountability for quality of service

Backup and recovery capability

Pricing terms and conditions

Availability or uptime

System response time

Solution functionality 

“Assuming limited on-premise integration for a new SaaS

 

deployment 
will disrupt application deployment schedules within 18 months after 
an initial deployment.”

- Gartner 2007, SaaS in a Mix Application Environment

“By 2010, 75% of large enterprise SaaS

 

deployments will have at  
least five integration or interoperable points to on premise.”

- Gartner 2007, Hybrid SaaS: Questions & Answers
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Lifecycle of SaaS Integration Problem
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Typical SaaS Integration Challenges

Product

Our SaaS customers want out-of- 
the-box integration solutions…
We don’t have the expertise or time to 
support all the different access methods 
of integrations, get services to handle 
it...

Services

Our Backlog in Services is 
hurting our sales cycles…
We need an integration approach that 
reduces our implementation risk.

Sales

We try to sell around the 
integration requirements but the 
prospects are getting smarter…
We need a way to demonstrate to the 
customer we have done this before.

Marketing
We need an integration story to 
penetrate new markets.

We need a way to pre-package 
integration to penetrate new markets 
quickly.

VS



8©2008 Cast Iron Systems, Inc.  • Confidential

Resulting in…

ProductServices

Sales Marketing

•

 

Increased PS Backlog

•

 

Delayed ‘on boarding’

•

 

Long expensive POCs

•

 

Slower adoption or lost deals

•

 

Lesser Add-on Business

•

 

Poor penetration to new 
markets

•

 

Increased Engineering 
backlogs
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Cross Functional Solution
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Products: Flexible Choices
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Services: Proven Methodologies

ServicesProducts

Sales Marketing
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ServicesProducts
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Sales Training
SE Demo & POC Training
On Demand Demo Portal
Proposal Templates
Community Membership

Sales: The Right Tools
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Marketing:Customized Campaigns

ServicesProducts

Sales Marketing

Integration 
as a Service

Customer’s Data Center

Integration On 
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SaaS App
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Audience Specific Sales 
Messaging
Customized Collateral
Install-base Campaigns
Professional Whitepapers



15©2008 Cast Iron Systems, Inc.  • Confidential

Integration Partnership Benefits

Customers realize business benefits sooner
Integration no longer a sales inhibitor 
Increased user adoption
Professional services teams focus on their application 

Eliminate Integration as a Barrier to SaaS

Eliminate Integration as a Barrier to SaaS
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BuzzCorporate

Awards

...could this appliance be the silver bullet for 
integration?

Linda Musthaler 
Principal Analyst

…it’s certainly

 

easy

 

to install and it’s graphical 
tools are a boon for companies with limited IT 
resources…

Dr. Martin Heller 
Editor

... The two most interesting features are the 
speed of integration and the ease of connectivity…

Bruce Richardson, 
Chief Research Officer

Global presence 
500% growth in the past 2 years
Thousands of customer integrations 
#1 SaaS Integration Provider –

 
Premier partner for salesforce, Oracle 
CRM, Taleo, Netsuite, RightNow, SPS 
and many more

Integration appliances will play a critical part in 
the growth, acceleration & acceptance of SaaS.

Frank Kenney 
Research Director 

Company Overview
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Flexible Product Offerings

Integration as a Service

Cast Iron Appliances

Integration On Premise

Cast Iron Cloud™

Saas / Web Apps

On-premise Apps

Saas / Web Apps
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•

 

Pioneering program for SaaS ISVs, VARs and SI’s

Powered By Cast Iron™ Program

•

 

Eliminates integration as a problem for SaaS companies

•

 

Partner with #1 SaaS Integration Company
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Solution
Taleo

 

Migration-as-a-Service powered by CI
−Replication, Transformation, Cleansing

Intelligent Connector for Taleo Business Edition

PS Backlog solved -

 

Fixed Price Packages for 
Migrations 
Reduced skillset

 

required to complete migrations
Customers on-boarded fasters

Taleo: Migrations no longer a barrier to adoption

Results

Case Study: Taleo – Migration 

TBE Data Migration and Conversion Since Cast Iron

Customer 
Legacy 
System

Customer 
Flat Files

Customer 
Email

Intelligent 
Connector

Cast Iron Cloud

Taleo Data Center
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Gearworks: Now offering Integration-as-a-service

Results

Case Study: Gearworks — Integration

Solution
Gearworks

 

Integration-as-a-Service powered by 
Cast Iron

−

 

Integrate Customer Application in DAYS
−

 

Integrate Partner Applications
PIPs

 

for most common integration scenarios

Gearworks

 

offering 3 types Integration solutions
−

 

Canned, Configurable, Custom
Key Competitive differentiator in Verizon and 
Sprint Channels
New Profitable Revenue Stream

Gearworks Integration Since Cast Iron

Customer 
Scheduling 

Systems

Customer 
Flat Files

ERP 
Applications

Gearworks Applications –

 

etrace, Fieldforce

 

manager

3rd Party Applications

Customer 
ERP and Payroll 

Systems

Cast Iron Cloud

Gearworks Data Center
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5 Minute Demo

WhatWhat

HowHow

1) Select 2) Configure 3) Run
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PoweredBy.CastIron.com

PoweredBy.CastIron.com
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Integration is key for SaaS
 

adoption and growth
Choose an integration partner providing a cross-

 functional program
−

 
Product, Services, Sales and Marketing enablement

Powered By Cast Iron (poweredby.castiron.com)
−

 
Pioneering program for SaaS

 
vendors to take ‘integration off 

the table’

Summary
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Thank You

Chandar Pattabhiram, 
Vice President, Product Marketing 

650-230-0647 
Chandar@castiron.com

www.castiron.com

mailto:Chandar@castiron.com
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