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We all know that succeeding in this fast-paced 

digital economy, one in which the speed of 

change is relentless and responsiveness is 

key to adapt, requires business agility and a 

steadfast commitment to innovation. No one 

disputes this reality, but many organizations 

find themselves at an impasse when it comes 

to taking the necessary steps to achieve that 

essential business agility and to truly commit 

to an ethos of innovation. 

Organizations who have successfully 

navigated the journey of digital transformation 

share the same technical landscape certainty: 

integration that extends to every corner of 

the organization. An integrated enterprise 

is a connected enterprise, and connected 

enterprises are better able to anticipate, 

Integration: the 
Pathway to Agility 

and Innovation

respond and react to changing market 

conditions with a seamless flow of systems 

data and processes across the landscape. A 

connected enterprise leads to an intelligent 

enterprise, one that is then poised to adapt 

ahead of the curve and to forge new paths 

instead of simply reacting. 

Don’t just take our word for it though, a recent 

ASUG survey on the importance of integration 

found that the majority of respondents 

think that the value of integration is of high 

importance leading to a number of definable 

benefits. And a July 2020 TBR study on 

integration found that 84% of respondents 

see integration as key in supporting their 

business needs. 

84%
of survey respondents 
view integration as an 

important priority

July 2020 TBR study

https://www.sap.com/documents/2020/09/f4762ed6-b27d-0010-87a3-c30de2ffd8ff.html
https://tbri.com/blog/integration-prepare-for-the-future/
https://tbri.com/blog/integration-prepare-for-the-future/
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Convincing the 
Powers That Be

The benefits of company-wide integration 

may seem perfectly obvious to those who are 

intimately involved with current integration 

challenges, but for IT leaders, line of business 

stakeholders and C-level decision-makers—

who are often dealing with a myriad of business 

units, objectives, and tasks, all competing for 

their attention—the case for integration may 

not be so clear.  

It takes a robust, well-articulated business case 

driven by an integration champion / evangelist 

who is willing to go the extra mile to ensure 

integration is viewed and prioritized company-

wide as the key to future business success.

For those integration champions and 

evangelists who are ready to take on the 

challenge of making sure that integration 

is a priority at their organization, this paper 

serves as a guide to help you confidently 

move forward and create a lasting impact by 

building an exceptional business case 

for integration.



A well-crafted, solid business case for an interconnected digital foundation can help integration 
stand out amongst the organization’s competing priorities. The business case is the key to 
getting approval, and a budget, for the integrated and digitally transformed organization.

To raise the topic of integration, the business case must clearly focus on the justification for 
integration as a strategic enterprise-wide initiative, identifying the definable benefits to both IT 
and the business and outlining a roadmap for future success—all while keeping an eye on time 
and cost to implement. 

What follows are the must-haves that enterprise integration champions like you should include 
in the business case along with tips and tricks to help make your business case exceptional.

BUILDING THE BUSINESS CASE FOR INTEGRATION

PAGE 05

The Case for the 
Business Case

A business case can take the form of a printed 

document or a visual presentation with slides. 

Choose whichever style works best for you. The 

more comfortable you are with the medium, 

the better your business case will be. Include 

graphics, diagrams and other visuals to breathe 

some life into the business case. 

Make sure you clearly state the objective of 

your case and include the risks involved should 

integration not be prioritized within your 

organization. Get the executives’ attention 

quickly with both qualitative and quantitative 

information to support your main arguments. 

You may also want to include a budget and high 

level implementation planes. You absolutely 

want to highlight how—specific to your 

organization—deeper integration between 

customer engagement, business processes, 

and the partner ecosystem lends itself to 

accomplishing business objectives like real-time 

visibility, delightful customer experiences, and 

so on.

The business case can be short or long. Find out 

how the stakeholders you need to convince like 

to digest information, how have others within 

your organization successfully won over the 

C-level execs when it comes to new business 

ideas. That last part is so crucial. Don’t focus on 

this business case as a pure technology ask but 

frame it in terms of how integration provides 

better business outcomes for your organization.

/ ESTABLISH THE BASICS
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A business case is simply a justification or an 

explanation of why your organization should 

tackle integration as a strategic imperative. In 

other words, why should the organization care 

about integration at such a strategic level? To 

do this, start digging through analyst reports 

and third-party studies. 

Analysts, such as Gartner or Forrester, play 

an outsized and influential role within large 

enterprises and are viewed, at times, as a 

guiding light for executive decision-making. 

For C-level executives, who often lean heavily 

on analyst reports, it’s important to highlight 

reports that identify the strategic importance 

of integration and discuss current industry 

trends pertaining to integration. Third-party 

studies from the likes of McKinsey and Company 

or IDC can also demonstrate the value of an 

integrated and connected enterprise. 

Honing in on key industry data points like the 

ones listed in the introduction of this paper 

are a great way to set the stage for your 

integration business case and to reinforce 

your main arguments.

/ SET THE STAGE WITH JUSTIFICATION

"The requirements of a CEO's 
digital agenda are forcing teams 

to take a hard look at their 
integration capabilities." 

IDC, Modernizing Integration Improves Time to 

Value While Enabling a Digital Agenda, March 2020

Set the baseline and identify how your 

organization compares to similar companies 

in terms of integration. This important step 

will shore up the foundation for the business 

case. If possible, visualize the assessment 

data you’ve collected.

Don’t focus on the technical perspective, or an 

inside-out approach. Instead, take an outside-

in approach—demonstrating how integration, 

or lack thereof, affects the business and its 

customers, in everything from speed to market 

to supply chain efficiency to productivity to 

customizing the customer experience. 

The integration maturity assessment must take 

a holistic approach, looking at every aspect 

of the business; several Integration Maturity 

Assessment tools offer recommendations and 

helpful tips for improving integration initiatives.

/ CONDUCT AN INTEGRATION MATURITY ASSESSMENT

https://www.gartner.com/en
https://go.forrester.com/
https://www.mckinsey.com/#
https://www.idc.com/
https://www.sap.com/dmc/exp/2020-05-68434/en-us/index.html
https://www.sap.com/dmc/exp/2020-05-68434/en-us/index.html
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Every customer wants to know that the 
technology they’re considering has worked for 
other organizations. Gathering relevant data 
from innovation award applications is a great 
place to start. This oil and gas organization’s 
submission highlights a 25% increase in 
productivity and a 25% reduction in general and 
administrative costs due to recent integration 
efforts. Including this type of data, especially 
from companies within a similar industry 
to your organization, grabs the attention of 
executives. Published case studies are another 
excellent resource for your business case 
proposal. This industrial-based case study 
highlights integration as increasing the speed 
of manufacturing projects by over 5 times. 
 
Others attend tradeshows or events (virtual 
or in-person) like ASUG —an important 
organization to help you network with peers 
and collect references—to meet with vendors 
and listen to customer presentations during 
breakout sessions. Also a mainstay at 
tradeshows, birds-of-a feather roundtables 
are an excellent way to meet and talk to peers 
focused on integration; even an impromptu 
discussion around a lunch table is a great way 
to discuss and learn how other organizations 
manage their integration strategies.

/ CHECK OUT PEER ORGANIZATIONS

ASUG members make up the 
world’s largest network of 

SAP customers, partners and 
professionals.

Once you get to a certain stage however, most 
customers want to go a step further when 
they are considering a major overhaul—an 
official reference call with an organization 
that undertook integration seeking similar 
business benefits. Hearing firsthand from 
a fellow customer can play a crucial role in 
any organization’s decision-making around 
integration. 

Peer references are a critical component of 
any integration business case, especially for 
regulated industries like government, oil and 
gas, and pharmaceuticals, who tend to have a 
herd mentality when it comes to technology 
adoption. They look to the top organizations 
in their sector for cues because they know if 
something works for a giant in the field, like 
Pfizer, for instance, it’s likely also a good bet for 
their organization.

In the initial stages of crafting a business case, 
it’s typical to collect published case studies or 
information at tradeshows or online but when 
an organization is at the point of making final 
decisions on technology, the in-depth reference 

call is crucial.

https://www.sap.com/bin/sapdxc/inm/attachment.10549/pitch-deck.pdf
https://www.sap.com/bin/sapdxc/inm/attachment.10549/pitch-deck.pdf
https://www.sap.com/products/integration-suite.html?pdf-asset=c40ed23b-ba7d-0010-87a3-c30de2ffd8ff&page=1
https://www.asug.com/
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The days of selling enterprise systems that 

take years to implement are a thing of the past, 

but most organizations are still content with a 

business case that centers on the crawl, walk, 

run approach. The advent of cloud technologies 

means a much quicker implementation time 

and a greatly reduced risk when trying out new 

solutions. A pilot project, which takes only weeks 

or even days to implement, allows customers 

to hit the ground running, allowing them to fail 

fast, at minimal cost, or, better yet, to succeed 

quickly and achieve a significant business 

outcome, with the same minimal cost.

A pilot project is a quick, low-commitment, 

low-cost way for an integration champion to 

introduce the benefits of integration to multiple 

Implementation partners play a significant 

role within enterprise organizations, they 

are many times considered to be unofficial 

advisors. Implementation partners always 

keep their customers’ best interest in mind 

when they approach an organization with 

strategic advice, at times they even have 

more influence than internal employees.

While you may consider yourself an internal 

integration champion, you will eventually 

need the support of a partner to bring the 

business case to completion. Partners are 

like gardeners who sow assurance with both 

internal champions and executives alike. 

Partners augment a current champion’s 

thought process but usually only after these 

champions’ commitment is clear and they 

have already advanced through a few of these 

teams within a company. This often gathers the 

additional buy-in needed for a pilot to evolve 

into a bigger strategic integration effort. Pilot 

projects help the powers that be understand 

how integration technologies fit into their 

overall business; how exactly the technologies 

can work to solve business problems; and, how 

much business value they can produce that 

significantly impacts the bottom line—all at a 

low cost with virtually no risk. 

In short, a pilot project really brings the business 

case to life for decision-makers. Do your research 

and speak to favored vendors or partners about 

costs and timelines for pilot projects that you can 

include in your business case.

business case steps, like spoken to peers in 

other organizations and spoken to vendors 

at tradeshows.

At the other end of the spectrum, if no 

champion exists, partners can come in and 

ignite that fire from scratch. Partners can 

conduct a discovery process and identify 

that person within the organization who has 

the maximum to lose if they don’t take on an 

integration initiative. The CIO minus 1 or 2 

people in the pecking order—a decision-maker 

that has influence with the CIO but at the 

same time has a lost a lot to lose if they don’t 

take on some of these strategic imperatives 

including integration. It does take a lot of 

nurturing and old fashioned hard work to 

ignite a “new” champion’s self-motivation.  

/ MAKE A CASE FOR A PILOT PROJECT

/ REACH OUT TO PARTNERS
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A Integrated 
Enterprise is a 

Connected Enterprise

Building a business case and getting approval 

for integration as a strategic imperative is 

key to help an organization move forward 

and maximize opportunities to function as 

a dynamic and connected business. Finding 

ways to innovate faster and stay ahead of 

the most pressing business problems often 

boils down to one fundamental concept: 

an innovative enterprise is an integrated 

enterprise, and an integrated enterprise is 

a connected enterprise. 

Connected enterprises respond immediately 

and effectively to customers’ rapidly changing 

needs in an era of seemingly nonstop upheaval. 

Business cases for integration are an incredible 

tool for empowering organizations to undergo 

or extend digital transformations with agility, 

flexibility, and immediate success. We all need 

to become more agile and more flexible as we 

face whatever this next decade has in store for 

us. Is your organization ready?
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SAP and Incture

Together, SAP and Incture empower 

organizations to reimagine how they 

connect and engage with customers and 

how to approach integration strategy 

through the lens of business innovation. 

SAP offers a comprehensive suite of 

integration capabilities to tackle any 

integration challenge including Application-

to-Application, Business-to-Business process, 

Data, API and Event driven integration. This 

means you can look to one vendor to achieve 

an enterprise approach to integration and 

future proof your organization for those 

integration needs that inevitably lie ahead. 

And with robust out-of-the-box integration 

content, SAP solutions allow organizations 

to quickly jumpstart integration projects 

and achieve faster business outcomes.   

As a trusted, experienced advisor, Incture 

can help organizations with the why, the 

how, and the when to create a convincing 

business case for a C-level audience that 

highlights the importance of integration as 

a strategic imperative. Incture has a proven 

framework not only for putting together 

integration business cases, but also for the 

integration journey that follows. With Incture’s 

involvement, organizations can quickly 

transition to SAP’s integration platform with 

the know-how to enrich the technology’s 

capabilities for maximum benefit. 

 

To learn more about SAP Integration 
Suite, contact your SAP representative 
or visit us online.

To learn more about Incture’s integration 
services, contact your Incture representative 
or visit us online.

https://www.sap.com/programs/enterprise-integration.html
https://www.sap.com/programs/enterprise-integration.html
https://www.sap.com/programs/enterprise-integration.html
https://incture.com/
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