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Business Ecosystem – Niche, Key players and Leaders 
The Digital Asset Management (DAM) Ecosystem as described in Figure 1 DAM Ecosystem - First Level 

breakdown, highlights the key market niches. DAM has seen increased needs in the following market 

segments, according to the industry verticals.  

Market Niche by industry 

1) Print Publishing – According to (MacComascaigh, et al., 2008), before the dawn of the century, 

various DAM vendors provided niche solutions for the prepress and the publishing industry. This 

includes vendors like Artesia, Chuckwalla, ClearStory, IBM and EMC. These vendors have strong 

presence in the sector, and even more so than the media and advertising industry. Smaller 

vendors have dominated in providing solutions for book, catalog and magazine publishers. 

 

2) Media and Advertising industry   (MacComascaigh, et al., 2008) – Within this industry, DAM 

applications which store video, audio and text have also been known as Media Asset 

Management (MAM) applications. The industry has seen increased demands due to the 

transition from analog to digital domain, and has created an interesting landscape of providers 

and consumers. Vendors like Artesia, ClearStory and North Plains have a dominating presence in 

this domain.  

 

The industry has also seen emergence of specialized DAM vendors focusing on broadcasting of 

content through industry partnerships. Additionally as per the authors, these companies do not 

have high visibility outside the media industry. These companies may break into the broader 

enterprise space, or may be acquired by large enterprise DAM vendors. 

 

3) Healthcare industry  

Healthcare industry has seen emerging requirements for asset management and delivery, and 

has led to various start-up efforts to provide Software As A Service (SaaS) and product solutions. 

4) Public Safety – for instance Department of Homeland Security( DHS) – After 9/11 in United 

States, there have been increased needs for storage of key artifacts, which are later used for 

search and retrieval purposes. 

5) Retail Industry 
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Figure 1 DAM Ecosystem - First Level breakdown 

Additional market niches have been established by firms on the basis of geographical domains and 

customer bases and various needs. DAM has been successfully found need and adoption in the following 

geographical markets 

Market niches by geography 

1) Europe 

2) North America 

3) Asia – China and India. 

Market Niche by Business Model 

In the recent years, reduction in costs, and technological advancements of virtualization hardware, 

operating systems and storage systems have led to adoption of Software as a Service (SaaS) model by 

various firms catering to the market niches (by industry and geography) of DAM market. Further 

detailed information has been provided in the section – Business Models. 
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Business Models 
As briefly illustrated in the business ecosystem schematic, the key business models have been 

1) Application Service Provider (ASP) model 

2) Product model 

DAM industry has seen companies with strategies based on product rollout to key players across the 

industry verticals. These companies have used their marketing departments to gain business clients and 

have directly sold the DAM solution for the management and retrieval of business documents, and 

specifically large media content like video, audio and key artifacts.  

 

Media Production Studios

News agencies

- Distributors

- Production Studios

- Actors

Consumers

DAM Value capture, exchange and creation

MEDIA INDUSTRY

Digital Asset Management 

(ASP model)

Software as a Service 

(SAAS)

Advertising Agencies

Content

Content

Content

$$

$$

$$

 

Figure 2 Value Exchange - Media DAM - Saas Model 

ASP Model - The last 5 years of the Technology industry has seen wide adoption of SaaS model for 

delivering value to the end consumer. Media DAM companies have licensed content from content 

producers and have thereby provided ready and universal access to the content. The infrastructure 

charges for the service, has been balanced by advertising revenue and/or transaction fees for content 
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viewing. This model has allowed content companies to focus on producing high quality content, and also 

increase the outreach of their content to users across geographical domains.  

DAM companies thus act as niche content providers and delivery agencies, and the content producers 

act as “keystone” creators. The relationship of these entities is very crucial for smooth functioning of the 

ecosystem. It may be inferred that while advertising revenue generation is an optional parameter of the 

value flow, it significantly enhances the value delivery, enrichment for all stakeholders of the model.  

Product/Solution Model  

DAM companies have also provided DAM solutions for enterprises allowing them to distribute or market 

their content directly to end business and individual consumers. As illustrated in Figure 3 DAM Product 

model, DAM providers sell their solutions to Enterprises, which in turn use the software and hardware 

solutions to deploy a complete DAM solution, and host their rich content to meet the need of 

marketing, sales and their end consumers. This model leads to money exchange between consumers 

and enterprises, and enterprises and DAM providers. 
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Figure 3 DAM Product model 

It can also be noted that other interesting models for educational institutions and Governmental 

organizations like the Department of Homeland Security (DHS) require exchange of content as well, but 

there is a significantly less incentive for monetary value exchange. The core of the model is provide 

better services to the end user and increase the value of the system, and improve the industry 

functioning.   
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