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EXECUTIVE SUMMARY 

Inventive Software Solutions has developed a digital asset management software system, 

targeted towards the safe storage of digital assets like video, audio and rich content. The 

system stores meta-information of the assets, and provides safe and secure search of content, 

harvesting and archiving. Inventive Software Solutions, hereby referred as Inventive, is 

currently in the process of aligning itself to the exact needs of the market, and forming 

partnerships with prospective business partners and in some cases content providers. 

BACKGROUND 

Inventive was founded by Ankur Sinha, during his initial time spent at System Design 

Management Program at Massachusetts Institute of Technology. After realizing the burgeoning 

need of digital asset management software for safe and secure retrieval of assets, Ankur 

architected a robust solution for this need. Ankur’s hands-on experience with DSpace, a digital 

library system, developed by MIT and Hewlett Packard, was instrumental in creating a better 

and fast performing digital asset management system. Inventive has been launching marketing 

efforts for successful implementation and adoption of the technology developed in-house. 

TECHNOLOGY START-UP STRATEGY: THE WINNING MODEL 

CASE-IN-POINT: LƴǾŜƴǘƛǾŜΩǎ ƳŀƴŀƎŜƳŜƴǘ ǘŜŀƳ Ƙŀǎ ōŜŜƴ ǊŜŎŜƴǘƭȅ ǎǇŜƴŘƛƴƎ ƴƛƎƘǘǎ ŀƴŘ ǿŜŜƪŜƴŘǎ ǘƻ ǎǘǊŀǘŜƎƛȊŜ 

how to move into the next level of technology diffusion and have clients successful adopt the technology to meet 

their own needs. The team has had discussions with Michael Davies, Lecturer at Sloan School of Management. 

aƛŎƘŀŜƭΩǎ ¢ŜŎƘƴƻƭƻƎȅ {ǘǊŀǘŜƎȅ ƭŜǎǎƻƴǎ ŀƴŘ ŘƛǎŎǳǎǎƛƻƴǎ ƘŀǾŜ ƎƛǾŜƴ ǘƘŜ ƛƴŎŜƴǘƛǾŜ ŀƴŘ ƪƴƻǿƭŜŘƎŜ ŦƻǊ ǘƘŜ ǘŜŀƳ ǘƻ 

design a technology strategy winning model for its business planning and functioning.  

With Inventive’s recent foray into the digital asset management business, a winning technology 

start-up strategy and planning model has to be adopted and adhered to. This will help the firm 
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in gaining new business and work with potential alliances as well. Exhibit 1 Winning Model - 

technology Strategy and planning {Ih²{ ¢I9 ά²LbbLbD ah59[έ Chw ¢I9 CLwaΦ 

PRESCRIPTIVE NOTES: INVENTIVE NEEDS TO ADHERE TO A WINNING 

MODEL FOR TECHNOLOGY STRATEGY AND PLANNING. 
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Exhibit 1 Winning Model - technology Strategy and planning 

CHOOSING THE BUSINESS ARENA 

Inventive’s technology edge will reap better rewards if the efforts are focused towards a 

business arena1. The management team has defined the business arena on the basis of 

                                                      

1 (Ryans, et al., 2000) 
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technology expertise, market need, potential alliances and user adoption forecasting models. It 

becomes imperative to state that the definition of the business arena should not be too 

narrow, as it will prevent spotting emerging opportunities and threats in neighboring arenas. 

Inventive’s business arena has the four major dimensions. 

1) Customers. 

2) Functionality or applications it is providing. 

3) Technologies and competencies used to create applications. 

4) Value adding role. 

As per Exhibit 2 - Business arena for inventive software solutions, there are different value 

added roles that can be provided by the company. Close examination of the value proposition, 

value addition and other adoption factors will help the management team in strategy planning.  
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Exhibit 2 - Business arena for inventive software solutions 

 

MARKET STRATEGY 

Definition of a business arena, is a key step in the strategic market planning process for 

Inventive. However, definition of the arena is not enough, and is followed by management 

decisions and prioritization of the most attractive opportunities in the arena. Research in 

emerging and developing markets, especially India, has suggested that there is a vast need for 

the technology Inventive has developed. Inventive, thus is focusing on the market needs and 
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alliances in the regions of India, and United States, where it has its headquarters and also 

where the strategic think tank team is located. 

IDENTIFYING MARKET OPPORTUNITIES WHICH ARE ATTRACTIVE 

In the business arena defined in Exhibit 2 - Business arena for inventive software solutions, the 

company needs to perform market analysis, and tap opportunities for business. Since Inventive 

currently does not have any marketing firm alliance, and does not have a dedicated sales and 

marketing department, it needs to form alliances with firms that have leverage to tap the 

prospective end-clients. 

Prescriptive note: Inventive needs to form alliances with firms to assist 

in market analysis, and reaching out to prospective clients in India. 

 

COMPETITIVE STRATEGY 

Digital Asset Management technology developed by the firm can be instrumental in entering 

two distinct market segments around the world.  

1) The first is the content delivery model to implement public web-sites that allow content 

sharing or commercial content delivery.  

2) The second business model is the use of technology  

a. To help enterprises meet their storage needs. 

b. To provide customized solutions to other technology companies 

 

As of date, Inventive’s core competency is in providing technological expertise to manage and 

deliver content. Inventive does not have any rights to broadcast commercial content like video 

or audio. Considering this, Inventive will be benefit by working with enterprise customers to 
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provide solutions to them. A long term strategy for Inventive would be to adopt model #1, 

which could reap high stake and profitable endeavors.  This transition would require successful 

implementations of projects working with other solution providers and enterprises.  

Prescriptive Note: Inventive should adopt model 2 as a short-term 

strategy to gain business and refine its technology. 

Low

H
ig

h

High

L
o

w

Dependency on content 

providers

P
ro

fi
ta

b
il
it

y

Business 

Model 1

Business 

Model 2

Profitability-Diffusion strategy model

 

Prescriptive Note: Inventive needs to form a long term strategy to 

alliance with content providers in India, to roll out public web sites for 

commercial video. 
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STRATEGIC ALLIANCES 

 

Inventive Software Solutions has recently gone into long term strategic alliance with Jak 

Software India Pvt. Ltd. for tapping the Indian market. Jak Software is managed and run by Jai 

Drinks which is a multi-million dollar business house specializing in various industry segments 

like retail, distribution, printing and real-estate business. I JakSoftware, Inventive has found a 

key partner, to market the products being developed in-house. The company will be more 

successful with the adoption of marketing and channel partners, as it could fully direct its 

resources towards launch of the products, and refining of product 

architecture/design/development strategies over time. 

TECHNOLOGY STRATEGY 

N-LEVEL SCALABILITY 

Inventive’s DAM technology provides an edge over other solutions in the market. The 

foundation of the technical and system architecture was derived from an open source solution, 

developed by MIT and HP. Inventive completely re-architected the software and used design 

patterns and caching framework to provide n-level scalability of the meta-data system 

component to support millions of users. The caching framework was bought as an OEM license 

from Tangosol, which was recently acquired by Oracle Corporation. 

COMPETITIVE EDGE: CACHING FRAMEWORK FROM TANGOSOL USED TO PROVIDE N-LEVEL 

SCALABILITY.  

DATABASE PORTABILITY 
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Inventive’s newly developed DAM product is based on a data access layer (DAL) framework, 

which allows for portability of databases. As a result, various commercial and open source 

databases like Oracle, MySQL, Sybase and PostGres can be used to store the meta data 

information. This provides a huge competitive edge over the DSpace open source solution. 

Additionally, implementation cost of the product is reduced as MySQL installation requires no 

licensing costs. 

COMPETITIVE EDGE: DATABASE PORTABILITY ALLOWS REDUCED COST AND EASE OF 

INTEGRATION WITH LARGER SYSTEMS. 

 

User interface portability 

Inventive’s product development team utilized extensive and flexible architecture for the User 

interface component of the system. XML/XSL framework allows the firm to provide customized 

solutions to new clients, with a considerable reduced time-to-market. From a business 

standpoint, Inventive can form multiple partnerships with enterprises in a very small period of 

time. 

COMPETITIVE EDGE: INVENTIVE’S PRODUCT PROVIDES AN EXTENSIBLE PRESENTATION 

LAYER TO CATER TO VARIOUS BUSINESSES IN THE REALM OF MEDIA, HEALTHCARE AND 

REAL-ESTATE. 

THE ABOVE MENTIONED TECHNOLOGY BASED COMPETITIVE EDGE PROVIDES INVENTIVE 

TO PROVIDE VALUE TO ITS CUSTOMERS, FROM A COST, TIME AND TECHNOLOGY 

STANDPOINT.  
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INVENTIVE NEEDS TO ALIGN ITSELF WITH SOLUTION PROVIDERS 

AND LEVERAGE THE TECHNOLOGICAL EDGE TO CREATE A MARKET 

FOR ITS TECHNOLOGY. 

 

SUMMARY 

Inventive is well positioned as a technological solution provider for Digital Asset Management. 

The firm needs to align with technology solution providers, having digital management needs. 

As an example, Equisys is a firm venturing into product development for the equestrians, and 

will benefit from partnership with Inventive. Inventive’s long term strategy needs to find 

content partners (in United States and other countries) to strike deals for public content sites in 

the commercial and non-commercial space.  
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