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Service-oriented architecture
(SOA) appears to be all the rage
among the information
technology network
administrators of many large
corporations, but how does one
begin or get support for such an
ambitious initiative?

Vivek Ranadive, the founder,
chairman and chief executive at
integration specialist Tibco
Software, said a compelling
reason for adopting SOA was “to
end the architecture for
extortion” that had held the
heads of companies and their
network administrators hostage
for more than 20 years.

“The database-oriented
architecture in many companies
is very rigid; it centralises control
and is very expensive to change,”
Mr Ranadive said, noting the
typically high cost of keeping
those software licences and
updating them.

He said the situation got
worse as companies piled on
more business applications, such
as enterprise resource planning
software, on top that
architecture, which meant
“extortion on top of extortion”.

“There is a sea change
happening in the industry. Over
the next 20 years, data will no
longer be controlled in one spot
– it will be democratised.
Companies will move from a
static database-oriented
architecture to a dynamic
service-oriented architecture,” he
said.

“The killer application will
come from the companies and
their business process ...
Differentiation will come from
how uniquely companies use
their business processes.”

The primary value of SOA as
an IT strategy is its design to
break down monolithic
applications into discrete
business services that can be
shared and reused across the
enterprise using standards that
improve their interoperability. 

The ability to compose
services that can then be invoked
as stand alone services is
intended to reduce the cost and
complexity of integrating
incompatible applications, which

is typically the case in many large
firms absorbing a new business
unit, operating in a new market,
or implementing new IT systems
to comply with regulations,
according to Jeff Kristick, director
of product marketing for Tibco’s
business process management
solutions unit.

“Tibco customers have found
that the true benefits of
enterprise-wide SOA can be
realised most effectively when
deployed as part of an
“independent enterprise service

bus,” Mr Kristick said. That
independent integration layer
helps to mitigate complexity by
not exposing business processes
to the complexity of running
multiple, disparate application
platforms. 

“Enterprise applications work,
but they do not need to be the
centre of the universe in a
business,” said Ram Menon,
senior vice-president for
worldwide marketing at Tibco.
“It should be the business
process. We provide the tools to
manage those business processes
and help implement the SOA.”

Research firm Forrester said
the business process
management software market
was growing fast, with worldwide
demand anticipated to grow
more than 20 per cent annually

between last year to 2009, when
the market will be worth US$2.7
billion.

Forrester predicted the
enterprise service bus approach
championed by Tibco would be
the most popular way to do SOA-
based integration over the next
several years.

Mr Kristick said high demand
had so far come from the
financial services, retail banking
and telecoms sectors. 

Tibco clients in Asia included
China Telecom, Acer, DBS Bank
and the Hong Kong Housing
Society.

Burton Group research
director Anne Thomas Manes
said: “Despite agreement that
SOA will enable better flexibility
and agility, there’s still debate as
to what exactly SOA is and how
to implement it.”

Meanwhile, database software
providers such as Oracle and
IBM, and major application
suppliers such as SAP, have also
embraced the promise of SOA.

Last September, Oracle
announced its Fusion
Architecture, which incorporates
business process management
and SOA. IBM said its products –
including WebSphere, Rational
and Tivoli middleware – were all
capable of helping companies
achieve the business benefit for
SOA.

For companies just starting
on the SOA adoption path or in
the middle of deploying it
themselves, IBM offers a free
online assessment so businesses
can quickly evaluate their level of
SOA exploitation and identify
high priority focus areas. 

Research firm International
Data Corp reported last month
that SOA, besides the software,
would also cost companies in
terms of external services needed
to adopt the strategy.

It forecasts worldwide
spending on SOA-based external
services will reach US$8.6 billion
this year, a 138 per cent increase
from US$3.6 billion last year. By
2010, global SOA-based services
spending will reach US$33.8
billion.

“There is no question that
SOA will offer a tremendous
opportunity for service vendors
in the coming years,” said

Marianne Hedin, SOA program
manager at IDC. 

“Service providers need to
gain broader and deeper skills in
the area of SOA, and position
themselves to be actively
involved with clients throughout
their long SOA journey, which
can take many years.”

Tibco service-oriented architecture strategy
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Vivek Ranadive says there is a sea change happening in the industry. Over the next 20 years, data will no longer be controlled in one spot. 

Initiative puts an end to
‘architecture of extortion’ 
IT departments see SOA as a way to break down monolithic business applications 

Report by Bien Perez

“The database-oriented
architecture in many

companies is very rigid, it
centralises control and is

very expensive to change”
Vivek Ranadive

Tibco Software chairman and chief executive

Jeff Kristick of Tibco Software

The nascent software-as-a-service
(SaaS) market in Asia is about to
heat up, with NetSuite attempting
to trump SAP in selling on-
demand business applications to
mid-sized companies.

SaaS pioneer NetSuite, a
California-based firm controlled
by Oracle chief executive Larry
Ellison, has announced key
improvements to its recently
launched NetSuite 11.0 release,
which brings mid-sized
companies the benefits of a single
business management suite
without the cost, complexity and
rigidity of traditional enterprise
software applications.

“This is what we call ‘SAP for
the rest of us’,” said Zach Nelson,
chief executive of NetSuite.

The new and improved
NetSuite Version 11.0, which has
been made available in phases
since April this year, competes
directly against mySAP All-in-
One, the German software giant’s
SaaS solution. 

SaaS is a fast-growing software
delivery model in which
applications – including customer
relationship management (CRM),
enterprise resource planning
(ERP), supply chain management
and e-commerce – are offered
remotely over the internet
through a subscription-based fee.
Users do not buy the licence of
the software. 

With seven years of research
and development invested in its
SaaS model, NetSuite delivers an
integrated on-demand business
suite. 

Other suppliers in this
emerging market typically offer
stand-alone CRM or ERP
applications.

Mr Nelson said the new
features in NetSuite Version 11.0
put even more distance between
NetSuite and SAP’s approach –
with an emphasis on making
back-office applications such as
ERP as easy to use as front-office
applications like CRM.

NetSuite Version 11.0 adds

deep ERP functionality, including
demand-based inventory
replenishment, landed cost and
bin management for
manufacturing companies;
project accounting and milestone
billing for those delivering
services; and expense
amortisation for companies with
more complex financial systems. 

CRM has long been
considered the domain for
customer-facing activities, but Mr
Nelson said back-office systems
owned the most important
information in the relationship
with the customer – orders,
credits, invoices, payments and
product/service delivery. 

NetSuite says its Version 11.0 is
the first application to make the
back-office part the strategic core
of total customer relationship
management. 

Every interaction by back-
office users – phone calls, e-mails,
meetings, documents and user
notes – is tracked in transaction
records such as in orders,
invoices and shipments, enabling
the personalisation of workflow.

The new NetSuite release also
added customer dashboard, used

to gather and review all that
information, and KPI scorecards,
a business intelligence tool.

Mr Nelson said NetSuite was
rolling out this version to
“thousands of firms”, including
new customers in Japan, which
he said was “the world’s second-
largest IT market”. 

More than 100 firms in Asia
use NetSuite, which will beef up
its presence in Hong Kong this
year. 

Springboard Research last
month noted that the top five
SaaS vendors operating in Asia
were all North American –
Salesforce.com, WebEx,
RightNow Technologies, Oracle
and NetSuite – and accounted for
more than half of the market.

It estimated the regional
market, excluding Japan, saw
revenues increase more than 80
per cent to US$80 million last
year. 

The market is expected to
grow to US$501 million by 2008. 

Amid the challenge from
smaller and aggressive rivals, SAP
this month forged a new reseller,
referral and solution relationship
with IBM to serve the US$500
billion small and medium-sized
enterprise market worldwide.

That alliance will focus initially
on the United States but will
expand to about 12 countries in
the coming months. More than
8,000 small and medium-sized
firms run their businesses with
mySAP All-in-One.

“The SaaS market is receiving
considerable focus from software
vendors operating in various
industries,” said Dane Anderson,
research vice-president at
Springboard Research. 

“Global software giants, local
independent software vendors
and emerging on-demand
software vendors all have a
healthy dose of respect for the
power of SaaS to disrupt the
competitive frameworks of the
software industry in the future.”
Bien Perez

NetSuite upgrade aims
for mid-market sector
Californian firm tries to grab share of business management
software revenues before SAP and others get in on the act

Zach Nelson: targeting Japan 


