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¥ VIEW SUMMARY

Consumerization, social, mobile and cloud trends, as well as technical advances, are rapidly
changing the face of the portal market. This year's Magic Quadrant includes new vendors
with new solutions to portal issues.

What You Need to Know

After years of steady consolidation in the portal market, the field of potential providers is once
again widening. The evolution toward a broader and more comprehensive user experience
platform (UXP), the continuing development of portal cloud services and the increasing
validation of the client-centric widget model are opening up new avenues for organizations
looking to supply new portal solutions to IT organizations, business constituencies and end
users.

Portals are personalized points of access to relevant information, business processes and
people that bring value to three major audiences:

Portals provide end-users with a single, personalized point of access to relevant and
authoritative information.

Portals provide business organizations with a unified place to engage, support, learn from
and respond to their customers and other audiences.

Portals provide IT organizations with an agile, scalable means to deliver Web
applications, an environment to enable collaboration and a means to delegate
responsibility to the business.
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Market Overview

Portal Customers and Vendors Focus on the User Experience

Gartner client discussions point to significantly altered portal emphases in recent years.
Whereas portal initiatives often involve aggregating and delivering information sources and
extending business applications and processes, new portal customers recognize that they
must engage end users to ensure the success of their portal efforts. O rganizations are finding
that older portals do not (or never did) garner significant adoption and loyalty from end users,
which has led to significant portal failure and stagnancy.
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STRATEGIC PLANNING ASSUMPTIONS

By 2015, widgets will surpass portlets as the most
prevalent portal component model.

By 2015, Gartner expects that at least 25% of new
enterprise portal projects in Global 2000 firms will
use open-source horizontal portal frameworks.

VENDORS ADDED OR DROPPED

We review and adjust our inclusion criteria for
Magic Quadrants and MarketScopes as markets
change. As a result of these adjustments, the mix
of vendors in any Magic Quadrant or MarketScope
may change over time. A vendor appearing in a
Magic Quadrant or MarketScope one year and not
the next does not necessarily indicate that we have
changed our opinion of that vendor. This may be a
reflection of a change in the market and, therefore,
changed evaluation criteria, or a change of focus
by a vendor.

EVALUATION CRITERIADEFINITIONS

Abilityto Execute

Product/Service: Core goods and services
offered by the vendor that compete in/serve the
defined market. This includes current
product/service capabilities, quality, feature sets
and skills, whether offered natively or through OEM
agreements/partnerships as defined in the market
definition and detailed in the subcriteria.

Overall Viability (Business Unit, Financial,
Strategy, Organization): Viability includes an
assessment of the overall organization's financial
health, the financial and practical success of the
business unit, and the likelihood that the individual
business unit will continue investing in the product,
will continue offering the product and will advance
the state of the art within the organization's
portfolio of products.

Sales Execution/Pricing: The vendor's
capabilities in all pre-sales activities and the
structure that supports them. This includes deal
management, pricing and negotiation, pre-sales
support and the overall effectiveness of the sales
channel.

Market Responsiveness and Track Record:
Ability to respond, change direction, be flexible and
achieve competitive success as opportunities
develop, competitors act, customer needs evolve
and market dynamics change. This criterion also
considers the vendor's history of responsiveness.

Marketing Execution: The clarity, quality,
creativity and efficacy of programs designed to
deliver the organization's message to influence the
market, promote the brand and business, increase
awareness of the products, and establish a positive
identification with the product/brand and
organization in the minds of buyers. This "mind
share" can be driven by a combination of publicity,
promotional initiatives, thought leadership,
word-of-mouth and sales activities.

Customer Experience: Relationships, products
and services/programs that enable clients to be
successful with the products evaluated. Specifically,
this includes the ways customers receive technical
support or account support. This can also include
ancillary tools, customer support programs (and the
quality thereof), availability of user groups,
service-level agreements and so on.
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knowledge management tend to split off into numerous silos. This trend raises risks for the
enterprise, creating new and more widespread privacy and compliance concerns, as well as
new levels of knowledge and information management chaos. Rather than using portal
technology only to gather value for themselves, enterprise IT and business organizations must
ensure valuable and engaging experiences for their end users, whether they're employees,
partners, customers or citizens.

As for the portal vendors, Google and Facebook have shown enterprise portal vendors the
power and earnings potential that people-centricity and viral adoption can bring. Microsoft
SharePoint's sweeping growth in the portal market is largely a factor of its appeal to business
users, rather than the portal's IT owners. Until recently, most portal providers appealed to
enterprise IT leaders first, often emphasizing the security and compliance counterpoints to
this new, flexible, yet seemingly risky, user-centricity.

Clearly, IT organizations, their business leaders and their end users need platforms that offer
value and provide a balance of control and flexibility. Portal vendors are quickly realizing that
they must enable flexibility and manageability by business users. They must offer social
experiences and mechanisms that enhance usability and ensure end-user adoption of their
products. Meanwhile, enterprise portal vendors must bring the appropriate level of user appeal
into a productive, reliable, extensible and secure portal environment.

The user experience trend also means that portal providers must rely less on consultants,
system integrators (SIs) and designers to ensure an engaging and productive user experience.
That is, they must provide a shorter path to a fruitful user experience out of the box.

"Portlets-R-Us": The Portlet Catalog Becomes the App Store

Portal customers and vendors seeking to respond more readily to business needs are also
revisiting and relabeling fundamental portal concepts. To accommodate more business needs,
respond to consumerization, delegate capability to the business, improve extensibility and
interoperability with third-party providers, and cultivate developer and vendor ecosystems,
many portal providers are building or reviving their portlet catalog capabilities. Some vendors
are starting to refer to them as "App Stores." Now that consumers and developers alike have
grasped the concept (largely through their smartphone and tablet experiences), the market
seems ripe for the concept.

Portlet catalogs typically offer portal components, modules, skins, themes, templates and
connectors that customers can easily plug into their portal frameworks to improve usability
and design, or to offer industry- or application-specific capability. The portlet store concept is
applicable to internal scenarios, where organizations want to provision certain capabilities that
can be readily and safely invoked by their business users and departmental developers, as
well as to external communities, which use the portlet marketplaces to share and sell their
components to other organizations. Internal portal app stores can be used to enable IT
organizations to deploy useful, compliant and secure portal components that site
administrators and end users can then plug into their personal or group sites.

Vendors including IBM, Microsoft, Oracle, Liferay, Backbase, DotNetNuke and Drupal support
the portlet store concept, and many are relabeling their efforts to align with consumer app
store trends. Vendors are also supporting consumer-Web widget standards, including
OpenSocial, to leverage widely available components, such as Google Gadgets.

The Portal Market Split: UXPs and Lean Portals

The horizontal portal market will serve as a foundation for emerging UXPs (see "The Emerging
User Experience Platform"), which provide the integration of technologies used to deliver
portals, mashups, rich Internet applications (RIAs), Ajax-enabled websites, Web content
management (WCM) and mobile applications. This integration can take the form of a set of
separate, yet integrated, products that can be delivered as a suite or as a single product. Early
examples of UXPs are largely derived from traditional portal technology, and include Microsoft
SharePoint, Oracle WebCenter and IBM's broadening WebSphere Portal, with its related
collaboration and content management portfolio, which is evolving toward a more cohesive
UXP.

Although a dozen years of evolution and consolidation in the portal market have brought us
sophisticated and versatile products, they've also brought functional bloat and technical
complexity. Many organizations want lean portals: simple, more cost-effective products that
focus on the portal's primary proposition and provide a personalized point of access to
relevant information, business processes and people. Lean portals rely on modern
architectures and representational state transfer (REST)-oriented standards for
interoperability, often bringing customers faster time to value, without violating software
standards in adjacent spaces, such as content management and analytics. The tendency
toward lean portals accompanies a desire for lower costs, so it's a space in which open-source
providers are playing a more prominent role.

The portal market's bifurcation is opening opportunities for software and service providers on
both sides of the rift. Backbase and edge IPK, which is new to this year's Magic Quadrant,
qualify as lean-portal providers. Although Liferay is beginning to broaden and deepen its portal
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Operations: The ability of the organization to
meet its goals and commitments. Factors include
the quality of the organizational structure, including
skills, experiences, programs, systems and other
vehicles that enable the organization to operate
effectively and efficiently on an ongoing basis.

©

Completeness of Vision

Market Understanding: Ability of the vendor to
understand buyers' wants and needs and to
translate those into products and services. Vendors
that show the highest degree of vision listen to and
understand buyers' wants and needs, and can
shape or enhance those with their added vision.

Marketing Strategy: A clear, differentiated set of
messages consistently communicated throughout
the organization and externalized through the
website, advertising, customer programs and
positioning statements.

Sales Strategy: The strategy for selling products
that uses the appropriate network of direct and
indirect sales, marketing, service and
communication affiliates that extend the scope and
depth of market reach, skills, expertise,
technologies, services and the customer base.

Offering (Product) Strategy: The vendor's
approach to product development and delivery that
emphasizes differentiation, functionality,
methodology and feature sets as they map to
current and future requirements.

Business Model: The soundness and logic of the
vendor's underlying business proposition.

Vertical/Industry Strategy: The vendor's
strategy to direct resources, skills and offerings to
meet the specific needs of individual market
segments, including vertical markets.

Innovation: Direct, related, complementary and
synergistic layouts of resources, expertise or capital
for investment, consolidation, defensive or
pre-emptive purposes.

Geographic Strategy: The vendor's strategy to
direct resources, skills and offerings to meet the
specific needs of geographies outside the "home"
or native geography, either directly or through
partners, channels and subsidiaries as appropriate
for that geography and market.
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