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Digital Mobility
Solu�ons
PRICE VS. VALUE

It is important that organiza�ons adopt a comprehensive digital mobility solu�on for it to be successful.
Developing and implemen�ng mobility solu�ons in phases, will result in lesser adop�on as the users
don’t get enough value out of them. Crea�ng a comprehensive Business Requirement Document which
implicitly states the business objec�ves the organiza�on wants to achieve through implementa�on of the
solu�on as well as the features and func�ons the solu�on must possess, is of cri�cal importance.
Organiza�ons should be open to ﬂexible pricing op�ons like SaaS which can substan�ally bring down the
ini�al cost of investment without comprising not the value the solu�on can provide.
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Price VS. Value

Price
While companies may be a�racted to the ini�al
low cost of digital mobility projects, these ini�al
costs are o�en overshot and the gap between the
es�mated costs and the actual price paid can be
quite signiﬁcant.
There are several reasons for this:
 Lacking a proper vision and not char�ng
the short, medium and long-term
objec�ves for adop�ng and
implemen�ng digital mobility sales
solu�ons. O�en, companies ﬁgure out
needs and requirements only a�er
embarking on the project, thereby
making addi�onal investment necessary.
 Vendors do not provide clear informa�on
to the customer and give them poor
visibility on the cost of ownership. The
inexperience of the vendor in digital
mobility sales solu�ons also contributes
to this problem to a large extent.
 There is no clear visibility of price
oﬀerings since digital mobility projects
are done on bespoke basis.
Organiza�ons are unsure of the total cost
of ownership as knowledge on the scope
and beneﬁts of digital mobility sales
solu�ons is s�ll emerging. The cost of
procuring hardware like servers and
tablets for digital mobility also increases
the investments. Another observa�on is
that most of the companies compe�ng
within this space oﬀer neither a SaaS
solu�on nor a conﬁgurable product
which is available oﬀ-the-shelf.
 Most vendors are neither domain
experts in digital mobility sales solu�ons
nor have they developed their own
Mobile Enterprise Applica�on Pla�orm
(MEAP) or Mobile Applica�on
Development Pla�orm (MADP).

They do not have their own technology
stack for development and use open source
pla�orms and tools and are therefore,
dependent on third par�es for
enhancements and changes in their
oﬀerings. This is one of the major
contributors to a higher cost of ownership.

Conclusion
It is important for companies to dra�
a very detailed business requirement
document a�er discussions with key
stakeholders, so that all
requirements are taken into
considera�on before the project is
embarked on. A readymade
conﬁgurable oﬀ-the-shelf product
has the advantage over a product
made on a bespoke basis and can be
both cost and �me saving.
In order to reduce cost, companies
should consider SaaS models or
cloud services, especially where they
do not have the necessary
infrastructure. Many companies who
have successfully implemented
digital mobility sales solu�ons, have
had innova�ve schemes to help the
agent own hardware, for example,
tablets. Hence, it is not necessary
that a company needs to always buy
the hardware for its salesforce. User
will be willing to invest in the
hardware if they see value in owning
it and if it helps them sell be�er.
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Value
Most vendors in the digital space work on bespoke
project, rather than oﬀering a conﬁgurable digital
mobility sales product as they do not specialize in
digital mobility solu�ons. Since they seldom spend
on research, they are unable to integrate new
technologies and processes into their solu�ons.
Digital mobility devices (for example, tablets)
introduce newer and richer features and digital
mobility solu�ons must be able to incorporate the
beneﬁts of such features into the applica�on as and
when required.
Hence, it is cri�cal and impera�ve that Insurance
companies choose vendors who are not only domain
specialists in Insurance and digital mobility but who
also have an exis�ng product oﬀering as compared
to vendors who develop bespoke solu�ons. A
readymade oﬀ-the-shelf product can reduce the
implementa�on �me by as much as 80%.

Conclusion
This results in companies gaining
market share and improving their
bo�om-line. This can only be
achieved if they opt for an
end-to-end comprehensive
solu�on. It is vitally important
that the applica�on should evolve
with �me incorpora�ng new
features and capabili�es through
adop�on of new technology.
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