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The road to innovation is a fascinating one. 
Here are seven diamonds of insight we’ve picked up along the way …

As a global leader in Data Center Infrastructure 
Management (DCIM), iTRACS, a CommScope 
Company, is at the forefront of innovation in the 
management of physical infrastructure in the data 
center and other enterprise environments. 

Here, in Volume Three of the DCIM Book of 
Wisdom™, we’d like to continue to share what 
we’ve learned on our path to leadership. We 
offer these seven diamonds of insight to help 
make your own DCIM journey smoother and more 
productive than you could have imagined.

So from one innovator to another – enjoy ...

Welcome to the DCIM Book of Wisdom™ – 
Volume Three.

Are you exploring a DCIM deployment right now? 
Or planning for one? We invite you to roll up your 

sleeves and use this document as a source of 
information, inspiration, and insight. This DCIM 
Book of Wisdom™ is designed to help you:

• Ignore the hype – and focus on what’s real in 
the DCIM marketplace

• Leverage the true nature of DCIM as an Open 
solution offering you extensible business 
value without vendor lock-in or proprietary 
constraints

• Use DCIM to optimize operational efficiency 
and transform your enterprise infrastructure 
– the physical infrastructure both inside the 
data center and beyond it – into a strategic 
asset that drives value and profitability for the 
organization

The economic impact of the iTRACS DCIM platform can be measured in three ways: reducing 
OPEX, deferring CAPEX, and enhancing business output (revenue, customer transactions, etc.).

The iTRACS DCIM software suite 
provides holistic management of the 
physical ecosystem – IT, Facilities, and 
Building Management Systems – with a 
dynamic understanding of the complex 
interconnectivity between assets, systems, 
and workflows. This expertise helps decision-
makers better manage their physical 
infrastructure to reduce operational costs, 
defer capital expense, and ensure maximum 
sustained business impact.

The iTRACS Converged Physical Infrastructure 
Management® (CPIM®) platform provides robust 
capabilities across all major infrastructure 
management challenges, from asset and 
connectivity management to resource 
management (space, power and cooling) and 
capacity planning. iTRACS understands how a 
move, add, change, removal, or failure of a single 
device in the ecosystem affects the performance 

of all other devices and conditions in the environment. Users can see, understand, manage, and optimize 
these dynamics continuously in a real-time visualized 3D environment to serve the needs of the business. 

This capability is available both inside the data center and in intelligent offices, campuses, and 
commercial facilities around the world. Any infrastructure that serves the mission of an enterprise.
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Why a Book of Wisdom?

Because you can’t afford to mistake hype for reality. To buy based on guesswork, not knowledge, 
about which strategy will get you where you need to go. Or to choose a DCIM vendor based on flashy 
presentations or demos that have nothing to do with YOUR infrastructure management challenges. 

You need to ask the tough questions. Get proof of capability. And make your buy based on substance.

According to Gartner, DCIM is now a required line item in the data center: “Make the implementation of 
DCIM products a base-level priority for all data center designs.”1 

This Book of Wisdom will help you make sure you start off on the right road. 
 

The iTRACS CPIM® platform can help your data center work smarter and faster, improving the 
business output and economic impact of your infrastructure investment.

Seven Diamonds  
of Insight: 

1. Think Stack 
2. Unlock the Data 
3. Stay Open 
4. Create a Community 
5. Focus on Process 
6. Don’t Trust – Verify 
7. Get (a Little) Crazy
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1 Gartner, Inc., Data Center Infrastructure Management Tools: Market and Buyer Expectations Are Evolving, June 2012
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There’s been a lot of talk about what DCIM is and 
what it isn’t. Every data center owner and operator 
faces challenges unique to his or her environment, 
and relates the potential benefits of DCIM to that 
environment.  From power monitoring to IT asset 
management to enterprise-scale capacity planning, 
DCIM means many things to many people.  

But a central truth about DCIM is becoming 
increasingly obvious to data center owners, 
operators, and users around the world – the 
executives on the front lines. The conclusion 
that more and more of these decision-makers are 
reaching is this:

True DCIM is not a point product, a monitoring 
tool, or a subset of discrete management 
capabilities. It may use these tools and data feeds 
to expand and enhance its overall value, but it is 
not limited to or defined by them.

Rather, it is an open systems management-based 
platform (suite) offering a wide array of infrastructure 
management capabilities designed to give users 
holistic insight into, and command-and-control over, 
the physical ecosystem. Its mission is to help the data 
center serve the needs of the Business with impact, 
agility, and cost efficiency – no matter how fast those 

needs are changing. Point 
products are inherently incapable 
of achieving these goals.

Ultimately, a DCIM solution 
should be designed to provide 
value across the entire DCIM 
Value Stack.

The DCIM Value Stack.

The DCIM Value Stack 
encompasses six functional areas that can drive 
tremendous business value for DCIM users:

• Operations Management

• Resource Management

• Asset and Connectivity Management

• Change Management

• Availability Management

• Capacity Planning and Demand Management

A roadmap that grows as you grow.

The DCIM Value Stack is an open, extensible approach 
to DCIM, allowing you to begin your “DCIM journey” in 
any functional area you choose, and then broaden your 
DCIM initiative into other functional areas as your needs 
– and your comfort level with DCIM – expand.

No matter where you start within any of the six 
functional areas, the key is to keep your eyes on the 
big picture – where you eventually want DCIM to take 
you. You need a DCIM vendor that understands and can 
support you – with the right technology and resources – 
in this journey.

Value can be derived from any of these functional areas 
using point solutions, but the real value comes from 
using a suite that integrates all of these capabilities in 
a smooth, predictable roadmap. The cumulative value 
delivered across all six functional areas can, one day, 

1.  Think Stack.

Don’t mistake DCIM for a point product or monitoring 
tool. True DCIM is designed to accommodate the DCIM 
Value Stack with expert management capabilities across 
six functional areas. True DCIM lets you mix and match 
these capabilities at a pace that suits your needs and 
your budget – going as slow or as fast as you’d like 
– without putting you into a technology dead-end or 
handcuffing you with limited functionality.
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create efficiencies, cost savings, and competitive 
advantage for your organization where none 
existed before.

The key is to stay on a roadmap that gives you 
OPTIONS. You don’t want to be left on the 
sidelines (stuck in technology dead-ends) as 
others leverage the extensibility of the DCIM 
Value Stack.

So if you’re looking at DCIM vendors today, ask yourself:

• Do they have a vision and product roadmap that can 
accommodate the DCIM Value Stack approach?

• Do they have an open systems management-based 
platform (suite) that has proven it can get you there?

Capacity Planning and Demand Management –  
“See into the Future” 
Forecasting, planning, and allocation of power, space and other 
resources over Time; tracking growth of IT portfolio and resource 
utilization; identifying future point when new data center 
investments will be required

Save millions on your next build-out
• Delay, defer, and/or eliminate CAPEX wherever possible 

• Measure actual vs. projected growth rates and align CAPEX to 
them so you’re building neither too early nor too late – just right 
for the business

Availability Management 
Identification and resolution of technology and process issues 
that could compromise SLAs, or worse, impact uptime

Can you really afford any downtime?
• Maintain service delivery by identifying and resolving issues 

before they become problems

• Keep revenue-generating transactions flowing smoothly

• Find and mitigate sources of risk – single points of failure, etc. 

(predictive modeling) 

Change Management 
Planning, execution, and verification of infrastructure changes 

to minimize disruption of service and optimize efficient use of 

resources 

Deliver services faster
• Select best locations for moves, adds, and changes based on 

current and future resource availability

• Avoid stranded power, optimize PUE, eliminate hot spots, etc.

• Accuracy and speed – make the right change the first time, every 

time, for the fastest possible time-to-service

Asset and Connectivity Management 
Tracking, management, and utilization of assets throughout 
their entire lifecycles – leasing, commissioning, maintenance, 
de-commissioning, etc.

Includes port-to-port network connectivity (managing network 
circuits to the port level)

Cut your asset costs
• Reduce OPEX associated with IT asset portfolio – depreciation, 

tech refresh, lifecycle management, etc.

• Reduce IT audit and compliance costs

Resource Management 
Single source of truth for Resource Consumption, optimizing the 

efficiency and use of space, power, cooling, and network ports 

Reduce energy bills and other resource costs
• Optimize use of existing resources including space (square 

footage) – do more with less

• Reduce energy consumption and costs – make the best use of 
every kilowatt

• Identify and resolve thermal issues using real-time data from 
equipment and environmental vendors - an attractive cost-saving 
alternative to CFD

Operations Monitoring and Management 
Holistic, real-time monitoring of physical ecosystem and devices 
for day-to-day operational visibility – both IT and facilities

Eliminate surprises
• Monitor and manage day-to-day operations of data center – 

baseline DCIM functionality

• Event management – managing and resolving real-time events

iTRACS CPIM® offers an example of the DCIM Value Stack approach implemented within a 
software suite environment. The CPIM® platform’s flexible, extensible approach to DCIM 
encompasses the Stack’s six key areas of functionality. You can leverage what you need today, 
then add capabilities at any pace you choose. This lets you “explore” how to best leverage DCIM 
to drive economic impact for the organization today without overspending up front or being 
trapped downstream.



6

The DCIM market is full of self-proclaimed DCIM 
leaders who are happy to tell you how great they 
are, so here’s our advice – don’t get fooled by pretty 
pictures or colorful dashboards. 

DCIM is not about pretty pictures. It’s about the data 
(or lack thereof) behind those pictures.  

We are referring to the infrastructure data 
that drives the DCIM engine – the data’s 
comprehensiveness, interconnectedness, integrity, 
and, ultimately, its value in helping you manage 
your physical resources and optimize your 
operational efficiency. 

No matter how different today’s DCIM offerings 
are, they are all equally dependent upon the 
integrity, relevancy, and usefulness of the data.

The Big Data of DCIM.

There’s a massive amount of data locked inside 
your physical infrastructure, buried in your devices 
and applications. This data isn’t just about assets or 
power usage, it’s about power, space, cooling, server 
utilization, business output, work-per-watt, facilities 
loads, and much more. It’s about literally millions of 
points of interconnectivity between assets, systems, 
and resources – a physical ecosystem in a fluid 
state of change and evolution.

Like any “Big Data,” if it remains buried, fragmented, 
isolated, and/or indecipherable, then it is of little 
use. If, however, this infrastructure data is made:

• Visible – collected, aggregated, and presented 
in a way that makes it meaningful and 
understandable;

• Interconnected – enriched with the context of 
space, connectivity, and Time to provide a holistic 
understanding of the entire interconnected 
ecosystem (not just fragmented data sets);

• Socialized – shared across your IT, Facilities, 
BMS, and Business communities quickly and 
ubiquitously; and

• Actionable – presented in a way that it can be 
instantly acted upon in a dynamic, collaborative 
decision-support environment …

then you have truly relevant 
data to work with.

So how does DCIM “unlock” 
the data buried in the heart 
of the data center and 
present it contextually as an 
interconnected whole?

By collecting, aggregating and analyzing data 
about both individual assets and the interconnected 
environment in which they are operating. 

No server is an island. All assets and systems co-
existing within an infrastructure environment are 
interdependent. Which means their performance 
is directly impacted by the performance of the 
other elements on which they are dependent – the 
power chain (PDUs, etc.), network chain (switches 
and patching), cooling (CRACS, etc.), other IT assets 
(storage, etc.), and all the associated Facilities and 
Building Management Systems. 

2.  Unlock the Data.

The Value of Interconnected Data 
The amount of data collected from today’s physical 
infrastructure is increasing exponentially. But data isn’t 
information. And the proliferation of data isn’t insight. It’s  
the interconnectedness and context of the data that counts. 

Infrastructure data is most relevant when it is presented to the decision-maker in context, with an awareness of the  
interconnected whole and a complete real-time view into the environment – not just a portion of the environment over a “slice” 
of time. This is how data becomes insight.

!"#$%&'&()(' %*%+)'&()(' "+)%,-$++%-)%&'&()('
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If your DCIM vendor doesn’t have a proven strategy 
to unlock the Big Data of DCIM – and turn it into 
actionable insight transforming how you manage 
physical infrastructure – then you may have a lot of 
pretty pictures. But you have the wrong vendor.
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To understand and manage an interconnected 
environment this complex, you need a convergence 
of relevant data from multiple points across the 
ecosystem – context-rich data coming from very 
diverse sources that gives you:

• The asset itself – model, buy/lease information, 
its line of business (LOB), applications, and other 
core data.

• Its power usage and environmentals – real-time 
power consumption, thermal readings, etc.

• Its spatial context – where the server is 
physically located.

• The entire power chain from the transformer 
on the street down to every device on every 
rack – all assets, circuits, and power-related 
interdependencies.

• Complete end-to-end network connectivity 
– all interconnected assets, their positions in 
the network, and all switching and patching 
interdependencies.

• The disposition of every asset in Time – the state 
of the asset and its impact on the environment at 
any point in time, past, present, or future.

Transforming infrastructure data into this level of 
holistic insight is not for the faint-hearted. 

Turning data into insight.

To present data in this rich interconnected context, 
you need a DCIM vendor with expertise in three 
key areas. Don’t settle for anything less:

Interconnectedness – an intuitive understanding 
of how every asset impacts every other asset 
in the complex web of interrelationships and 
interdependencies that lies at the heart of physical 
infrastructure.

Visualization – the ability to visualize this 
complex interconnectivity in a navigable 
“point and click” model that makes it instantly 
understandable, meaningful, and actionable as 
holistic insight – not fragmented data sets.

Open Systems-Management Platform – a 
flexible foundation that lets you manage and 
optimize this interconnected environment by 
connecting to anyone and everyone in an open 
DCIM ecosystem (no vendor lock). Supports best-
of-breed capabilities from multiple vendors while 
maintaining holistic command and control over the 
physical ecosystem. 

Don’t settle for anything less.

DCIM requires a deep 
understanding of the 
interconnectivity and 
interdependencies 
in the physical 
layer—and how 
to manage those 
interrelationships 
to optimize the 
performance of the 
logical layer. If your 
DCIM vendor doesn’t 
have this expertise, 
you have the wrong 
vendor.
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There’s a ton of marketing and sales hype in the 
DCIM marketplace right now. Everyone’s promising 
this, that, and the other thing, depending on their 
flavor of DCIM. And every time you turn around, 
another so-called DCIM vendor has joined the 
party. So which DCIM approach is right for you – 
and which of these vendors can actually deliver on 
their promises?

Perhaps the real question you should ask is this:

Why are more and more executives choosing an 
open systems-management approach to DCIM vs. 
the alternatives? 

The answer: Technology instinctively needs to 
be “open.” By its very nature, being open is where 
it delivers its highest value to the business. Open 
is the natural evolutionary direction of any forward-
looking technology, including DCIM.

One example is the logical layer, where an open 
systems-management approach has yielded 
immeasurable gains in productivity, cost efficiency, 
and revenue impact.

Now it’s the physical layer’s turn.

Open is the only way DCIM can go if it is to fulfill 
its true mission:

• Keeping the physical layer fluidly and 
continuously aligned to the ever-changing 
needs of the business

• Reducing OPEX, deferring CAPEX, and 
maximizing business output (revenue, customer  
transactions, etc.)  

Any other approach – one that is hardware-reliant 
or offers only partial openness – will inevitably fall 
short of your needs, driving you into technology 
dead-ends, constrained choices, cost overruns, and 
dangerously delayed time-to-value.

“Open” is where the DCIM world must go.

Being open optimizes the ability of DCIM to:

• Access, aggregate, understand, share, and leverage 
the Big Data of DCIM, turning it into holistic insight 
that drives knowledge-based decision making

• Keep the physical layer holistically aligned to 
the needs of the logical layer in an ever-shifting 
technology landscape driven by Cloud and other 
game-changers

• Support systems-to-systems and workflow/process 
integrations (not just data-to-data)

• Keep pace with the relentless march of 
Convergence as the worlds of IT, Facilities, and 
Building Management Systems continue to merge 
into a single global enterprise infrastructure

As you evaluate your options in the marketplace, here 
are two attributes to look for:

1. Open architecture.

A pure software suite based 
on an open architecture 
allows any data point to 
be fed into the suite or fed 
from the suite, supporting 
the free multi-directional 
exchange of data. Data can 

be collected, aggregated, managed, and visualized in 
real time from virtually any outside system or source 
using an open “data exchange framework” based on 
industry-standard interfaces and protocols.

• An open software suite is not constrained by 
hardware legacies, technologies based on point 
products, module-based frameworks, or other 
outdated technology approaches. 

• An open architecture is neither box-centric nor IT-
centric nor facilities centric. “Centric” implies focus 
on a single point, capability, or perspective. This 
kind of inherent limitation is the kiss of death in a 
discipline as broad and fast-changing as DCIM.

2.  A systems-management approach.

DCIM works best with a systems-management 
architecture that provides a robust foundation 
allowing you and your team to leverage best-of-breed 
capabilities to handle specific tasks, while maintaining 
holistic command and control over the entire physical 
ecosystem. You can leverage best-in-class solutions 

3.  Stay Open.

An open software platform – based on an extensible 
systems-management architecture – lets you manage the 
physical ecosystem holistically without fear of vendor lock, 
proprietary constraints, technology dead-ends, unnecessary 
cost overruns, or other vendor-related restrictions.
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and enable seamless orchestration with a single 
point of management (single pane view). Different 
solution components can be mixed and matched 
within the systems-management environment for 
a high level of interchangeability, scalability, and 
extensibility. The environment continues to grow 
to meet your needs, unconstrained by inherent 
limitations or pre-defined functionality.

DCIM vendors who cannot offer a systems-
management approach – who cannot 
accommodate the DCIM Value Stack approach 
– are putting you at risk. Because when it’s time 
to expand, you may be stuck with an inherently 
limited product that costs a fortune to evolve – 
or, even worse, a system that you must abandon 
entirely because it will never do what you need it 
to do.

DCIM Open Exchange Framework™: 
The Information Highway of DCIM

The DCIM Open Exchange Framework™ is the 
information highway that connects all outside data 
sources, systems, and workflows to the iTRACS 
CPIM® software suite, allowing for the seamless 
multi-directional “any to any” exchange of 
information. 

Using this framework technology, iTRACS CPIM® 
can send or receive any data point from any other 
vendor or system using open industry-standard 
interfaces and protocols. The framework simplifies 
the entire interchange with a standardized 
interface that speeds integrations, eliminates risk, 
and fosters rapid wins for the customer.

The Framework lets the whole world connect 
to and collaborate with the iTRACS CPIM®  
environment with robust support of:

1. Data Exchange – integrating the underlying 
infrastructure data

2. System to System Synchronization – 
collaborating with enterprise systems

3. Workflow and Process Integration – 
accelerating business processes within and 
relating to the data center

Don’t mistake the Framework for either an API 
or a partnering program. Don’t confuse it with 
mere data collection or data aggregation. This 
is an information-exchanging framework with 
enterprise-wide implications:

• Open and multi-directional – supports free 
interchange with anyone and everyone, 
including other DCIM vendors

• Creates a win-win – iTRACS CPIM® ecosystem 
is enriched with new streams of data while the 
customer’s business systems and workflows are 
enriched by pulling information from iTRACS 
CPIM® back into their environments

• Creates new opportunities to drive operational 
efficiency from the infrastructure investment

• Speeds integrations and mitigates risk for 
vendors, fostering the development of an open 
vendor ecosystem

Faster, Easier Integrations.

The Framework is core technology to the iTRACS DCIM platform 
and has powered enterprise-class integrations with: 
 
 
 
 
 

The Framework leverages a common foundational approach 
to integrations, simplifying and accelerating the process. It is 
poised to expand the DCIM ecosystem in any and all directions 
to incorporate new data sources, enterprise systems, and 
business workflows.

• CA Technologies

• OSIsoft

• Unite

• Liebert

• Geist

• and many others …

• Intel Data Center Manager

• VMware

• RF Code

• Hewlett-Packard

• APC Schneider

• BMC
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DCIM is moving organically towards an open 
systems-management approach as the most 
efficient and effective way to manage the physical 
ecosystem. Open is the natural evolutionary flow 
of DCIM, as it is with any technology. 

It’s only natural, then, that the core constituents 
within the DCIM world – users, vendors, and 
partners – would seek to collaborate on building a 
developer community to accelerate this “journey 
to open.” 

Building the open DCIM ecosystem of the 
future – and inviting everyone to join.

The ourDCIM™ Developer Community represents 
an industry-wide grassroots movement to build 
a best-of-breed DCIM ecosystem for managing 
and optimizing physical infrastructure. The goal 
is to create an open infrastructure management 
ecosystem in which all participating vendors – IT, 
Facilities, and BMS – share information seamlessly 
between assets, systems, processes, and 
workflows. This allows boundaries to be broken, 
silos deconstructed, and preconceptions dismissed 
about what DCIM can do and be.

Guiding principles of the developer 
community.

1. Empower the user – make it easier and more 
economical for users to implement the DCIM 
capabilities that meet their needs today and 
can grow with them into the future. Help users 
measure success as defined by their goals and 
expectations.

2. Invite everyone to join the journey – vendors, 
integrators, resellers, users, anyone and 
everyone who would like a hand in shaping the 
future of DCIM as an open vendor ecosystem.

3. Achieve any-to-any – grow an open ecosystem 
fostering the seamless exchange of information 
between assets, systems, applications, 
processes, and workflows. Interconnected 
infrastructure is not about one-to-one or many-
to-many – it’s about any-to-any. Within this 
ecosystem, any data point in, any data point 
out supports the inevitable and unconstrained 
convergence of IT, Facilities, BMS, and Business 
– independent of vendor or technology.

The role of CommScope and iTRACS in the 
community.

As a global leader in open enterprise-class DCIM, 
iTRACS, a CommScope Company, is pleased to be 
a Founding Sponsor of the ourDCIM™ developer 
community. We’re proud of our role in the industry 
as an innovator, and we’re strengthening that 
commitment by making the web services of 
the iTRACS Converged Physical Infrastructure 

Management® 
(CPIM®) software 
suite available for 
exploration to all 
registered, qualified 
members of the 
community.  

Every successful 
open movement starts with an idea. An idea that 
manifests into technology. Technology that is 
open, extensible, scalable. Technology that sets 
the user free in ways previously unimaginable.  We 
offer our leadership to get things started.

4.  Create a Community.

If your DCIM vendor isn’t participating in a global developer 
community to facilitate the building of an open DCIM 
ecosystem – ask them why not. Listen carefully to their 
answer. It will tell you a lot about where that vendor could 
potentially trap you (inadvertently or not).
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WHY YOU SHOULD CARE:

• Unleashes the value of your infrastructure data 
within the iTRACS CPIM® environment, turning 
it into insight to drive positive business results

• Supports the bi-directional exchange of 
information between DCIM, ITSM, IT, Facilities, 
and BMS/EMS vendors – the collaboration 
between vendors you’ve been looking for 

• Prevents you from vendor lock-in or being 
compromised by limited functionality because 
of intractable vendor dependencies

• Improves agility and time-to-value in a global 
landscape that’s constantly evolving

• Drives greater industry standards around 
physical infrastructure management

Every (r)evolution starts somewhere. 
The ourDCIM™ (r)evolution starts here.

What is the ourDCIM™ (r)evolution? It’s the natural progression of a technology that is transforming 
the value of physical infrastructure and its relationship to the business. And it’s an evolutionary journey 
whose goal is to set you free:

• Free to drive continuous value from your infrastructure, keep IT aligned to the ever-changing needs of 
the business, and keep pace with the relentless march of Convergence. 

• Free to make knowledge-driven decisions based purely on what’s best for your enterprise without the 
constraints of organizational silos.  

• Free to manage collaboratively, unleashing the true power of DCIM, within your existing processes 
and workflows (no need to reinvent anything). 

 
Have your vendors joined the ourDCIM™ Developer Community yet?
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With all of the industry buzz about DCIM these 
days, it’s easy to get caught up in the technology 
and forget about how it’s actually going to be 
implemented.

But the bottom line is this:

How will the deployment impact your team? Can 
the vendor fit your existing workflows? How much 
“heavy lifting” at your end will DCIM actually 
require? 

The answers, of course, depend on which vendor 
you are working with.

So the key is to closely examine both the vendor’s 
technology and their process.

The ideal DCIM vendor has proven expertise in 
both technology and how to deploy it.

Ask your DCIM vendor these questions about their 
implementation process. And don’t take “we’ll get 
back to you” for an answer:

• Do they have a proven step-by-step 
methodology for efficiently deploying the 
software (without driving you and your team 
crazy)? 

• What best practices are they using to execute 
that methodology?  With what level of rigor?

• Are the best practices cultivated over decades 
of experience in infrastructure management 
– or just cobbled together in a hasty effort to 
resemble expertise?

• How seamlessly can they fit into your existing 
processes so there is minimal disruption at your 
end – can they adapt to YOUR workflows?

But don’t stop there:

• Can the deployment team deliver quantifiable 
results with rapid time-to-value in YOUR 
environment?  (Demo databases don’t count.)

• What quick wins will they deliver – within 1-2 
months?

• How will they handle Change as your needs and your 
KPIs evolve – what is their hands-on process for 
this?

• What is their governance plan? 

Ask for customer references 
whose size and scope of DCIM 
deployment match your own. A 
reference for a single-site 100-
rack deployment is useless if 
you’re scoping a four-site, 4,000 
rack challenge.

Yes, you need to be careful. 
But that doesn’t mean you 

have to be in perpetual gridlock.

Technology alone won’t lead to success. Great 
technology can fail if it’s not supported by equally great 
methodology. That’s where the rubber hits the road. 
History is littered with examples of failed software that 
didn’t do what the vendor said it would do because it 
was deployed in a painful, error-prone process that told 
the buyer one unmistakable truth: The vendor didn’t 
understand process.

So, yes, you need to be careful. You don’t want to be 
another graveyard statistic.

But you can’t let your caution progress into perpetual 
gridlock, either. 

If you look carefully in the DCIM marketplace, you 
CAN find the robust, enterprise-class deployment 
methodologies you seek. 

The right DCIM vendor, with the right domain expertise, 
can transform the complexity of infrastructure 
management into a predictable, repeatable process that 
delivers:

• Quick wins – short-term value delivery that 
demonstrates the partnership is working and the 
vendor is delivering on its promises.

5.  Focus on Process.

Implementing DCIM is straightforward when you’re 
working with a vendor that has a proven methodology 
to accelerate the DCIM deployment, contain costs, 
mitigate risk, fit within your existing workflows, 
and empower you to be the expert on your DCIM 
environment – enabling true self-sufficiency.
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• Continuous value – an ongoing cycle of 
performance that demonstrates the vendor has 
the wisdom, resources, and innovativeness to 
deliver business value to you as far into the 
future as you need them.

• Risk mitigation – A predictable, cost-efficient, 
and repeatable “self-learning” deployment 
process that offers stability, reliability, and 
continuous quality improvement as your DCIM 
capabilities grow and evolve.

• Collaboration – A healthy working relationship 
between all of your stakeholders in the new 
converged world of infrastructure management 
– IT, Facilities, Building Management Systems, 
and Business. This may be the most positive 
operational shift of all!

The iTRACS Customer Value Lifecycle™ is a best- 
practices deployment and enablement methodology 
designed to help you save money, eliminate risk, 
and obtain maximum return on your iTRACS CPIM® 
investment. The Lifecycle consists of four intercon- 
nected steps – Discover, Plan, Empower, Optimize.  
Its cost-saving techniques are available from day one  
for as long as you’re part of the iTRACS community.
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A POC gives you unparalleled insight into the DCIM 
vendor’s character, values, approach, skill set, and ability 
to execute. It gives you invaluable information about the 
vendor’s competence. It requires the DCIM vendor to do a 
genuine piece of work. But you have a job to do, too. Your 
responsibility is to look under every rock, peel every layer 
of the onion, and make sure you understand exactly what 
the POC is “telling you” about that vendor.

With all of the promises floating out there from 
today’s self-proclaimed DCIM leaders, it’s easy to 
forget there’s only one surefire way to objectively 
evaluate whether a vendor can actually do what they 
say they can do:

Request a Proof-of-Concept (POC).

Some vendors will tell you a POC, while helpful, isn’t 
always necessary in the evaluation process. Ignore 
them. Cut through the buzz and make sure reality – 
not myths or marketing hype – guides your vendor 
selection.

Assume nothing. Evaluate everything. 

Here are three quick examples:

• What’s real and what isn’t in terms of DCIM 
capability.  If a DCIM vendor tells you they can 
assimilate data from anyone, and then help you 
understand and use that data, make them prove 
it. Give them a specific challenge. Then track the 
data comprehensiveness and data accuracy that 

come out of that POC. Don’t settle for “we can fix 
that later.” Demand to understand why the POC 
has not met your expectations today. If the DCIM 
vendor can’t do it in a POC – when the deal is at 
stake – what makes you think they can do it once 
the contract is signed?

• How it works in YOUR infrastructure with 
YOUR processes.  Ask for evidence that the 
solution can meet your specific DCIM needs. 
Are you looking for asset management from 
the loading dock to final decommissioning? 

Energy management across 
entire power chain from 
utility on the street down 
to every device? Ability to 
trace network connectivity 
down to the individual 
port level to detect and 
resolve issues?  Ability to 
use “what if” scenarios to 
conduct capacity planning 
and demand management to 
help minimize future CAPEX? 
Whatever you’re looking for, 

get hard proof that the vendor can deliver. For 
example, if it’s a broad-based platform that aligns 
with your processes and demonstrates superior 
functionality in multiple areas applicable to your 
needs, then you have something of substance. 
The vendor has proven it has genuine subject 
matter expertise in the areas most relevant to 
your infrastructure.

• Speed of deployment – time to value.  Watch 
how long the POC takes from first moment of 
engagement. What was the experience like? 
How many roadblocks came up? What does 
that tell you about the DCIM vendor’s process, 
their people, and their culture? Does the vendor 
have a rigorous deployment methodology that 
proactively mitigates risk? How does their domain 
expertise accelerate deployment and what proof 
do you have that the vendor can translate their 
“expertise” into speed and quality of delivery?

6.  Don’t trust. Verify.
 

A Proof-of-Concept is a key milestone that tells 
you whether a DCIM vendor is for real when they 
say they can offer granular information about the 
physical ecosystem, right down to each network 
port, power strip, or connecting cable.  Forget 
“trust us, we can do that.” Don’t trust – verify.
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How committed is your DCIM vendor to genuine, 
game-changing innovation? 

Can they actually “walk the walk” with feature-
rich DCIM software that transforms the agility, 
efficiency, and business value of your physical 
infrastructure? 

Forget flashware and marketing videos. We’re 
referring to real-world innovation that creates 
opportunities for reducing OPEX, deferring CAPEX, 
and optimizing the business value of infrastructure 
in ways you never dreamed of. Innovation that 
starts by listening carefully to what you need – 
and then finding a way to get it done.

Because that’s the kind of innovation worth 
getting excited about.

Innovate to the last mile.

Consider this as you evaluate the role of DCIM in 
your future:

The value of DCIM is not determined by the age 
or maturity of your data center. It’s determined by 
how efficiently you want that data center to run. 

With DCIM, an older data center may be able 
to run as efficiently as a new one, or even more 
efficiently depending on your ability to unleash 
the true potential of the DCIM deployment. It’s all 
about leveraging “the last mile” – using DCIM to:

• Get every ounce of capacity and performance 
out of the existing physical ecosystem

• Reduce OPEX – the costs associated with 
power, space, cooling, and other resource 
utilization

• Defer or eliminate CAPEX – extend the life of 
the data center by driving efficiency in ways 
that were previously unthinkable

Innovate with CommScope and iTRACS.

The joining of iTRACS and CommScope, under the 
CommScope banner, is a powerful alliance born of 
a little craziness, a lot of heart, and an unwavering 
commitment to drive a new level of efficiency, 
agility, and business value in the management of 
interconnected infrastructure. 

7.  Get (a Little) Crazy. 

“Here’s to the crazy ones, the misfits, 
the rebels, the troublemakers, the 
round pegs in the square holes … 

because the ones who are crazy 
enough to think that they can change 

the world, are the ones who do.”
In Memory of Steve Jobs

The only way to achieve continuous improvements 
in operational efficiency, in an interconnected 
environment as complex as the data center, is to 
work with a vendor that can provide a continuum of 
collaborative innovation. Innovation that derives from 
listening to you. Innovation that moves the needle on 
the specific efficiency goals YOU set.
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CommScope and iTRACS share a legacy of 
excellence in three areas of expertise that are 
critical to success in DCIM:

1. Innovation - Helping customers keep their 
infrastructure agile in a global business 
landscape that never sits still

2. Interconnectivity – A rich history of driving 
the intelligent management of complex, 
interconnected infrastructure environments

3. Open Technology – iTRACS offers an 
industry-leading open architecture, systems 
management-based approach, while 
CommScope has a long legacy of driving 
openness through its standards leadership

Take a close look at both innovators and you’ll see 
a pattern. 

• Technology Innovation – the ability to see the 
future and then go out and make it real 

• Process Innovation – the experience to know 
what works and what doesn’t

• Subject Matter Expertise – the foundational 
hands-on experience to guide the entire 
infrastructure management journey 

• Integrity – unwavering commitment to treating 
customers with highest ethical standards and 
best possible customer experience

As innovators of like mind, CommScope and 
iTRACS understand a simple but unforgiving truth 
about the world of technology – a truth that 
applies to customers and vendors alike. 

If you stand still, you’ll be left behind. 

Source: iTRACS

Anytime, Anywhere DCIM. Today’s DCIM users need worldwide access to their data, reports, and 
management tools – wherever they happen to be. Available in web browser, iPad, and Windows 
interfaces, the iTRACS CPIM® platform sets a high bar in flexibility, convenience, and mobility.  From 
technicians to managers, planners to C-level executives, users are never more than a click away from 
important information.  

myDCIM™ User Experience. With the myDCIM™ role-based user experience, customers are able to 
tailor their interfaces to their exact needs. This customizable user experience is designed to support 
roles including manager, operations, planner, technician, and more – ideal for both enterprise and 
multi-tenant co-location environments.
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Research from Gartner

What Really Drives Enterprises to Purchase DCIM  
(Hint: It’s Not Energy Use)

With interest in data center infrastructure 
management tools growing, providers are vying 
for share of what Gartner estimates will be a $1.7 
billion market by 2016. Understanding not only 
who is buying but why will be critical for product 
marketing and strategic marketing managers.

Impacts

• A growing interest in data center infrastructure 
management (DCIM) for capacity planning 
and predictive analysis means that DCIM 
providers now need to evolve their messaging 
and positioning beyond power and cooling 
management to focus on this more advanced 
functionality.

• Survey data showing a high level of DCIM 
deployment by large enterprises can lead 
providers to underestimate the remaining 
market for DCIM; many of the reported 
deployments may be point solutions and pilots 
that can be expanded.

• Companies that have strategic data center 
plans differ in their DCIM deployment and 
investment from those that don’t have such 
plans, creating targeting opportunities for 
providers that segment their customers this 
way.

Recommendations

• Ensure that you communicate that your DCIM 
offerings include strong business intelligence 
(BI) and analytics components.

• Understand what comprises the current 
deployment and investment plan statistics in 
the survey data, and use the information to 
inform your strategic marketing, messaging and 
sales approach.

• Segment customers and prospects according to 
whether or not they have a definitive strategic 
plan for their data center so the information 
can be used to optimize messaging.

• Focus on efficient deployment and exceptional 
customer service to ensure that small pilot 
deployments grow into corporatewide, even 
international, deployments since customers are 
not likely to introduce additional complexity 
into their data center environments by 
deploying multiple different DCIM solutions.

Analysis

Standing Out in a Crowded Market

With over 70 companies currently claiming 
participation, the DCIM market is crowded, hype-
filled and confusing for potential customers. Many 
vendors use the term DCIM to describe their 
offerings when what they really offer is only one 
component of the broader DCIM picture. They are 
“specialists” or “niche vendors” within the DCIM 
arena, which certainly have their place, but when 
they promote themselves as DCIM providers, it 
makes the vendor landscape even more confusing 
for customers. (See Note 1 for Gartner’s definition 
of DCIM.)

To get noticed and win business, DCIM providers 
need to clearly articulate where and how their 
offerings dovetail with current initiatives and 
investment priorities of CIOs (such as analytics 
and BI, cloud computing, green/sustainability and 
legacy modernization), as well as those of facilities 
managers (such as energy management and 
intelligent buildings). Then they need to build a 
strong reputation around those solutions to create 
customer confidence in their key priority areas. 
Thus, market education will be required, along 
with a strategy for bringing the various customer 
constituencies together and guiding them to 
the ultimate conclusion that your product meets 
all their collective needs. While the product’s 
capabilities and ease of integration are obviously 
vitally important, the DCIM vendor’s ability to 
effectively communicate the value proposition in 
this congested market cannot be underrated.
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As its primary fact base, this report uses a 
large-scale primary research study that Gartner 
completed in December 2012 (see Note 2 
for an explanation of the methodology). The 
study included large enterprises in the United 
States, Brazil, India and China. Deployment 
status, investment plans and business use case 
justification for DCIM were among the many topics 
explored. Also included, and relevant here, was a 
continuation of our previous research on the trend 
toward increased data center strategic planning 
among large enterprises worldwide and the impact 
that trend has on purchase decisions. In this same 
large-scale primary research study, we asked each 
respondent to think about how their organization 
approaches change in their data center(s) over the 
next five years, and asked if they have a definitive 
strategic plan that includes an integrated project 
road map or if they address each project separately 
in an effort to meet current needs, rather than as 
part of an integrated plan. Then we analyzed their 
responses to all the other questions in the study, 
in light of this response. This revealed several 
interesting data points, including some pertaining 
to DCIM, which we will explore in this report.

Impacts and Recommendations

A growing interest in data center 
infrastructure management (DCIM) for 
capacity planning and predictive analysis 
means that DCIM providers now need to 
evolve their messaging and positioning 
beyond power and cooling management to 
focus on this more advanced functionality

While temperature and power usage are relatively 
easy things to monitor, and the impact that 
managing them can have on energy costs provides 
an obvious way to demonstrate ROI, power and 
cooling management is not the reason that most 
large enterprises are deploying DCIM today. 
Rather, the organizations we talked to that either 
had already deployed DCIM in an existing data 
center or were planning to by year-end 2015 
reported that capacity planning was the most 
commonly used primary justification for that 
purchase. This was followed by predictive analysis, 
with power and cooling management coming in a 
distant third (see Figure 2). Note that the study did 
not ask about asset tracking or management. (See 
Note 3 for the definitions of capacity planning and 
predictive analysis used in the study.)

FIGURE 1    Impacts and Top Recommendations for DCIM Providers

Source: Gartner (May 2013)
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This doesn’t mean that power and cooling 
management was not part of the equation; being 
able to measure and understand those two 
elements is part of the broader picture of doing 
capacity planning and predictive analysis for any 
data center. These results simply indicate that 
it is not the primary reason for deployment, and 
therefore, targeting your DCIM offerings strictly 
for power and cooling improvements, while easy 
to message, is not where the bulk of the market 
opportunity is.

The same pattern holds true in all the countries 
we studied except Brazil, where predictive 
analysis placed third behind power and cooling 
management (see Figure 3). In “Emerging Market 
Analysis: Data Center Strategic Planning Changes 
Are Under Way,” we showed that large enterprises 
in Brazil have been slower to adopt the more 
holistic approach of using a definitive strategic 
plan with an integrated project road map to 
manage their data centers than large enterprises 
in other countries. Thus, it is not surprising that 
they would also be slower to consider DCIM for 
predictive analysis purposes, as that implies a 
more comprehensive view of, and approach to, the 
data center.

Looking at the data by organization size, the 
overall pattern again mirrors the global results. 
However, enterprises with 1,000 to 9,999 
employees are more likely (statistically speaking) 
to use power and cooling management as their 
primary justification for buying DCIM than 
those with over 10,000 employees. The biggest 
companies have bigger data centers and, thus, 
higher data center costs and, therefore, have 
progressed further along the path of strategic, 
holistic data center planning than their smaller 
counterparts.

Whether you partner to include power and cooling 
management as part of your DCIM solution, build 
it organically, or simply have an open enough 
platform that you can integrate with solutions from 
power and cooling specialists to feed the live data 
into your application, participating in the DCIM 
market requires that you have this capability. But 
having a power and cooling management product 
alone will not be enough to meet market needs in 
the future.

FIGURE 2    What Use Case Is/Was Your Primary Justification for Deploying DCIM in Your Existing Data Center?

n = 480
Source: Gartner (May 2013)

http://iapps.gartner.com/webdv/doc_display?Doccode=250485
http://iapps.gartner.com/webdv/doc_display?Doccode=250485
http://iapps.gartner.com/webdv/doc_display?Doccode=250485
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Recommendations:

• Ensure that your DCIM offering is part of a broader 
solution that includes capacity planning and/or 
predictive analysis, as well as power and cooling 
management.

• Specialist providers with a niche in providing 
power and cooling management have four 
choices:

1. Build strong partnerships with broader-based 
DCIM providers to allow your product to supply 
the monitoring component that feeds into their 
broader DCIM solutions. This requires a strong 
set of open APIs so that your customers and 
partners can leverage the wealth of information 
being generated by DCIM deployments.

2. Develop additional product capabilities to 
expand into the capacity planning or predictive 
analysis areas of the market, or to integrate 
horizontally by adding increased asset 
management capabilities.

3. Acquire or seek to be acquired.

4. Settle for a niche approach with potentially 
limited market potential.

• Craft your positioning and messaging for 
C-level executives around capacity planning 

and predictive analytics. The more you can 
demonstrate that lost capacity and a lack of 
visibility into future scenarios will negatively 
impact your customers’ ability to provide 
services to their users with potential financial 
implications, the easier it will be to get the 
attention of C-level executives.

• Demonstrate to data center managers and 
facilities managers how the predictive 
analysis value proposition fits in tactically 
with other analytics and BI tools that they 
may be using, such as building management 
systems (BMSs).

Survey data showing a high level of DCIM 
deployment by large enterprises can lead 
providers to underestimate the remaining 
market for DCIM; many of the reported 
deployments may be point solutions and 
pilots that can be expanded

Claims of robust DCIM deployment by large-
enterprise customers paint a misleading picture 
of the current market opportunity. While a 
significant amount of piloting and proof-of-
concept testing is going on, vast opportunity 
remains as those organizations move on to 
deploy throughout their data center(s) and new 
organizations deploy.

FIGURE 3    What Use Case Is/Was Your Primary Justification for Deploying DCIM in Your Existing Data Center — By 

Country and Organization Size

Sample size: U.S.: n = 116; Brazil: n = 121; India: n = 121; China: n = 122; low-end: n = 282; high-end: n = 198
Source: Gartner (May 2013)
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The primary research study data shows that 65% 
of large enterprises either have deployed or are 
currently deploying DCIM in their primary data 
center, but that number is misleading when it 
comes to evaluating the market opportunity for 
these offerings (see the first chart in Figure 4). 
Gartner’s data center forecast estimates that there 
were 6,836 large and enterprise-class data centers 
in the world in 2012 and that those data centers 
held over 2 million racks. (Note that these site 
classes, which we believe are the most suitable 
for DCIM deployments in the near term, loosely 
correlate to the employee-based organization size 
criteria used to qualify survey participants). If the 
65% deployment rate indicated in our survey is 
taken at face value, that would mean that there 
are 4,443 data centers and 1.3 million racks 
currently using DCIM.

But when we consider this data coupled with an 
understanding of how technologies are adopted 
and the fact that we only asked about deployment 
plans for the primary data center, it suggests 
that the deployments reported so far include a 
lot of small pilots, point solutions (such as asset 
management or power management) and proof-
of-concept tests, rather than full deployments. 
Indeed, this conclusion is supported by client 
inquiries and by polling conducted at our 2012 
United States Data Center Conference, in 
which the number of reported significant DCIM 

deployments (defined as covering the majority of 
a major data center’s area and operational rather 
than a test or pilot) was much lower than 65%.

Furthermore, what the primary research 
respondents had to say about their future 
investment plans for DCIM also supports this 
theory. For example, you might think that if 
an organization has already deployed DCIM, it 
wouldn’t be investing in it again in the short term. 
Or that the number that said they are currently 
deploying or plan to deploy DCIM by year-end 
2013 would be about the same as the number that 
say they are planning to invest in that time frame. 
However, neither is the case. When we asked 
specifically about investment plans for DCIM (and 
this time we didn’t limit it to the user’s primary 
data center), the results confirm that there remains 
a great deal of opportunity for future investment 
in this technology. The many existing installations 
are smaller test cases, which will pave the way 
for additional deployments. New organizations 
will start to explore the technology as well (see 
the second chart in Figure 4). In fact, 73% of large 
enterprises say there is a high likelihood that they 
will invest in DCIM by year-end 2013.

Although the deployment data does not tell the 
whole story, it is still useful because it indicates 
that there is solid interest in DCIM technology and 
continued, extensive growth opportunity. The data 

FIGURE 4    Deployment and Investment Plans — All Countries

Sample size: n = 505
Source: Gartner (May 2013)
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suggests that many large enterprises have moved 
beyond the initial research stage and have begun 
testing solutions. This is good news for providers. 
With the market still in the early stages of the 
market adoption curve, providers should focus on 
getting into accounts for pilot testing and then 
making the best possible first impression. There 
are likely to be opportunities to expand an initial 
install into additional areas of the data center 
or into secondary data centers if the customer is 
satisfied with the initial deployment. The market 
is likely to see continued fragmented offerings, 
as well as failures, mergers and acquisitions for 
some time to come. Providers must make the right 
marketing moves to survive, and this approach 
should position them to fully leverage their sales 
and maximize their revenue potential.

Recommendations:

• Understand what comprises the current 
deployment and investment plan statistics, and 
use the information to inform your strategic 
marketing, messaging and sales approach.

• Demonstrate the comprehensive nature and 
cumulative results that can be obtained with 
today’s DCIM tools as a way of distinguishing 
your value proposition from point solutions. 
Confusion reigns in the market with regard 
to the definition and value of DCIM tools, 
so anything you can do to help customers 
understand their value proposition and how 
they can supplement existing BMS solutions 
should help to build your reputation as a 
trusted supplier.

• Focus your marketing efforts on enterprise 
and large-scale data centers within North 
America and Western Europe, because these 
are expected to represent the largest market 
opportunity for DCIM through 2016.

Companies that have strategic data center 
plans differ in their DCIM deployment 
and investment from those that don’t 
have such plans, creating targeting 
opportunities for providers that segment 
their customers this way

One of the topics we studied in this primary 
research was how an organization’s approach to 
managing its data center impacted its technology 
deployment and investment plans. Each 
respondent was asked if their organization had a 

definitive strategic plan for its data center over the 
next five years that includes an integrated project 
road map or if it addresses each data center project 
separately in an effort to meet current needs, 
rather than as part of an integrated plan. We’ve 
shown in other research that organizations that 
have a strategic plan behave differently in terms of 
how and when they deploy various technologies, 
compared with those that do not operate with a 
definitive strategic plan, and that pattern holds 
true for DCIM investments, as well. For example, 
examining the DCIM deployment status and 
investment plan data revealed three patterns:

• While the lack of a strategic plan has not 
stopped companies from investing in DCIM, 
those with strategic plans are now deploying at 
higher rates (see Table 1).

• Organizations with the most mature strategic 
plans for their data center (in place for more 
than eight years) are further along the curve 
(see Figure 5).

• Large enterprises that have a strategic plan in 
place for their data center are more likely (at a 
statistically significant rate) to invest in DCIM 
tools by the end of 2013 than their counterparts 
that don’t have a strategic plan (see Figure 
6). That is not to imply that the nonstrategic 
organizations are not going to invest in DCIM in 
2013. They also report a high likelihood with a 
5.68 mean on a scale of 1 to 7. However, those 
with a strategic data center plan are even more 
likely to do so.

TABLE 1    DCIM Deployment Plans — Large Enterprises With a 
Definitive Strategic Data Center Plan Versus Large Enterprises 
Without One (Percentage of Respondents)

Deployment Status
Strategic 
Plan

No 
Strategic 
Plan

Already deployed 27 32

Currently being deployed 42 23

Plan to deploy by year-end 2013 23 22

Plan to deploy by year-end 2015 7 9

No plans to deploy before 2016 0 8

Don’t know 1 6

Sample size: strategic plan: n = 363; no strategic plan: n = 142
Source: Gartner (May 2013)
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Based on this data, you could expect to have 
moderate success if you used a single marketing 
approach to all enterprises, since both groups 
report a high likelihood that they will invest in 
DCIM in 2013. Alternatively, you could conclude 

that a more targeted approach is warranted. 
However, if you decide to target large enterprises 
that have a strategic data center plan since they 
are more likely to buy in the near term, you might 
be missing an opportunity.

FIGURE 5    DCIM Deployment Plans — By Age of Strategic Plan Versus No Strategic Plan

Sample size: strategic plan for <4 years = 153; strategic plan for 4 to 8 years = 148; strategic plan for 8+ years = 62;  
no strategic plan: n = 142
Source: Gartner (May 2013)

FIGURE 6    Mean Likelihood of Investing in DCIM Tools by Year-End 2013 on a Scale of 1 (Not at All Likely) to 7 

(Extremely Likely)

Sample size: strategic plan: n = 363; no strategic plan: n = 142; <4 years: n = 153; 4-8 years: n = 147; 8+ years: n = 62
Source: Gartner (May 2013)
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When you couple the DCIM deployment data 
with their investment plans, you see that large 
enterprises that have a strategic plan both have 
more existing/in progress DCIM deployments and 
are more likely to invest further in DCIM in 2013. 
Common sense dictates that customers who are 
satisfied with their initial DCIM deployments are 
not likely to test or install a different solution in 
other parts of their data center or different data 
center locations. Enterprises are already reporting 
that the top challenge they face when managing 
infrastructure and operations is increasing 
complexity in the data center environment (watch 
for future research based on our Data Center 
Infrastructure Perceptions and Tools Survey for 
more information). Therefore, we view it as unlikely 
that they will increase that complexity and the 
associated learning curve by introducing a different 
DCIM solution. So with 69% of large enterprises 
with a strategic plan already using or piloting 
DCIM solutions, much of their future investment 
plans are likely to be expansions of those 
deployments. And in those cases where the piloted 
solution does not meet their needs, the logical 
next step would be to move to another vendor 
that was on their piloting shortlist rather than 
beginning the research exercise again from scratch. 
That means that the barriers to entry are higher 
for a new vendor trying to get into the account. 
Therefore, while it may seem counterintuitive, 
large enterprises with definitive strategic plans 
may not be the best target for emerging DCIM 
providers that have limited marketing budgets.

Enterprises that address each data center project 
separately rather than as part of a definitive 
strategic plan, however, are equally likely to invest 
in DCIM tools in 2013 but have fewer existing 
or in-progress deployments to compete with. 
Furthermore, they report more plans to deploy 
in 2014 or 2015 than the organizations with 
strategic plans, and there is additional opportunity 
to educate and win over the higher percentage of 
them that don’t have any plans to deploy DCIM 
at this time. They, therefore, make an intriguing 
target, because you have a better chance of 
engaging them early and becoming their preferred 
vendor for future expanded deployments.

While these data points on DCIM investment 
plans point to an immediate sales opportunity 
that you can act on (the tactical view), they are 
also valuable because they provide insight into 
enterprises’ overall approach to evaluating and 
buying DCIM (the strategic view), which can inform 
your marketing efforts beyond 2013, as well.

Recommendations:

• Segment customers and prospects according to 
whether or not they have a definitive strategic 
plan for their data center.

• If your marketing resources permit, develop 
separate and distinct messaging and sales 
approaches specifically for each group.

• If your marketing resources are limited, either

• Use one messaging approach to target 
all large enterprise prospects under the 
assumption that even the groups that are 
the less likely to invest in DCIM tools in 
2013 have high enough likelihood ratings to 
warrant a scattershot approach.

• Or hone your messaging so it resonates with 
your specific target audience. Remember that 
organizations that are not yet thinking about 
their data centers holistically may require 
more education, help in doing assessments, 
guidance on how to quantify their potential 
savings, and help in translating those savings 
into statements of business agility that will 
resonate with C-level executives.

• Focus on efficient deployment and exceptional 
customer service to ensure that your small 
initial pilot deployments grow into larger 
corporatewide, even international, ones.

Evidence

Data in this report was derived from primary 
research conducted from October to December 
2012 as described in Note 2. That data was 
supplemented by Gartner analysis derived from the 
Gartner Research Data and Analytics team, Gartner 
forecasts, and the knowledge of the author and 
other Gartner analysts based on ongoing research, 
vendor briefings and client inquiry. Like all Gartner 
research, this research was also put through 
Gartner’s rigorous peer review process.

Note 1 
Gartner’s Definition of DCIM

Gartner defines DCIM as tools capable of 
monitoring, managing and/or controlling major 
data center assets and resources:

• IT infrastructure — Servers, storage, networking, 
and so on

• Facilities infrastructure — Power, cooling, 
space, and so on
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DCIM tools are data-center-specific rather than 
general building tools (that is, DCIM tools do not 
include general-purpose BMSs). DCIM capabilities 
can be delivered as software, as a combination 
hardware and software solution, or as a service. 
Solutions do not have to be sensor-based, but 
they must be designed to accommodate real-time 
monitoring and to analyze the data. They operate 
at the “box” level (where “box” includes both IT 
equipment and facilities equipment), showing what 
and where the box is, as well as what resources 
it is using. As such, these tools provide data 
center infrastructure management, not simply 
energy management, and must incorporate at 
least the following functionality: real-time energy 
management; “what if” scenarios; data center 
inventory tracking; performance of necessary 
workflow functions; and the ability to integrate 
with ITIL operations processes.

Note 2 
Survey Methodology

Gartner completed a large-scale study in 
December 2012 designed to help us better 
understand how large enterprises think about, plan 
and manage their data center operations from the 
perspectives of hardware, management software, 
organizational structure and strategy. Questions 
centered on four initiatives:

• How organizations are approaching change in 
the data center

• Deployment plans and vendor selection criteria 
for data center management tools

• What’s changing in the data center 
environment itself

• Attitudes and adoption plans for integrated 
systems

Total sample size for the survey was 505, including 
127 respondents in Brazil, 127 respondents 
in China, 126 respondents in India and 125 
respondents in the United States. To qualify for 
the survey, organizations had to have a primary 
data center in one of the above countries and had 
to manage at least 25% of the IT operations for 

mission-critical applications in-house. They also 
had to have 1,000 or more employees worldwide 
to qualify as large enterprises. The study achieved 
a good split between low-end and high-end large 
enterprises, with 59% of respondents coming from 
organizations with 1,000 to 9,999 employees 
and 41% of respondents from organizations with 
10,000 or more employees. All participant verticals 
qualified for this study with the exception of 
hardware/information technology services and 
software. Respondents were screened to ensure 
that they had high personal knowledge across the 
following areas: data center IT operations projects 
and strategies; data center IT operations hardware 
infrastructure; and data center IT operations 
software. Interviews were conducted using a mixed 
methodology of online interviewing and computer-
assisted telephone interviewing.

The main survey was developed by a team 
of analysts and then reviewed, tested and 
administered by Gartner’s Research Data and 
Analytics team. The questionnaire was fielded by 
an external vendor under contract with Gartner.

Note 3 
Capacity Planning and Predictive Analysis

For the purposes of this study, capacity planning 
was defined as going beyond placement of data 
center equipment or management of assets to also 
look at floor space, rack space, power, cooling and 
network connections to form an overall picture of 
what’s going on in the data center today.

Predictive analysis was defined as the ability 
to take hard data about the performance and 
consumption of all equipment within the data 
center in terms of space, power, cooling, network 
connection, and so forth, and use it to do what-if 
analysis in an effort to understand the cascade 
effects of making any change and the cumulative 
effects of that change over time.

The study did not ask about asset tracking or 
management.

Gartner RAS Core Research Note G00247432,  
April Adams, Federico De Silva, 

20 May 2013
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Reality DCIMTM 
iTRACS Solutions Demonstrations

iTRACS has changed the game about DCIM. We invite you to see for yourself.

No slideware or vaporware. No flash. No promotions from expensive video 
companies. No “canned” demos. These are real-world data centers modeled 
and managed in the iTRACS CPIM® software suite for enterprise, co-lo, and 
MSP customers around the world. Just click on the videos below.

Seeing is Believing

Deep-dive forensics to find and fix it FAST. 
Faster Root Cause Analysis for Higher Business Output 
Resolve issues before they become problems that affect performance.

Deferring CAPEX by extending the life of the data center. 
Capacity Utilization and Planning – The Holy Grail 
Get more capacity without having to expand your existing data center footprint.

http://www.itracs.com/itracs-in-action/optimized-workload-performance/
http://www.itracs.com/itracs-in-action/60-higher-capacity-demo/
http://www.itracs.com/itracs-in-action/60-higher-capacity-demo/
http://www.itracs.com/itracs-in-action/optimized-workload-performance/
https://www.itracs.com/itracs-in-action/60-higher-capacity-demo/
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Use thermal monitoring to replace the need for costly CFD. 
Thermal Hot Spots – Acts Like CFD 
Identify and resolve hot spots before they become hot problems.

Accelerate time-to-value and mitigate risk. 
Asset Tracking and Management – No More Rogue Assets 
Makes sure your assets are always where they’re supposed to be.

http://www.itracs.com/itracs-in-action/thermal-hot-spots-no-need-for-cfd/
http://www.itracs.com/itracs-in-action/asset-tracking-and-management-no-more-rogue-servers/
http://www.itracs.com/itracs-in-action/thermal-hot-spots-no-need-for-cfd/
http://www.itracs.com/itracs-in-action/asset-tracking-and-management-no-more-rogue-servers/
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Reduce your energy costs up to 40%. 
iTRACS PowerEye™ with Intel® Inside 
See, manage, and optimize energy efficiency across the entire physical infrastructure. 

Lowering energy consumption and reducing costs. 
Ghost Servers – Reducing Energy Costs and Usage 
Eliminate ghost servers and run a greener, more cost-efficient data center.

http://www.itracs.com/why-itracs-why-now/itracs-powereye/
http://www.itracs.com/itracs-in-action/ghost-server-energy-savings-demo/
http://www.itracs.com/why-itracs-why-now/itracs-powereye/
http://www.itracs.com/itracs-in-action/ghost-server-energy-savings-demo/
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The crystal ball you’ve been looking for. 
Intelligent Capacity Planning 
No more guesswork. Just real-world insight into the future – automatically.

Source: iTRACS

Why do it yourself when iTRACS CPIM® can do it for you? 
Intelligent Commissioning 
Generate higher ROI from your assets with our powerful automated commissioning engine.

https://www.itracs.com/itracs-in-action/capacity-planning/
https://www.itracs.com/itracs-in-action/intelligent-commissioning/
https://www.itracs.com/itracs-in-action/capacity-planning/
https://www.itracs.com/itracs-in-action/intelligent-commissioning/
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About CommScope

About iTRACS 
www.itracs.com

iTRACS, a CommScope Company, is a leading 
provider of open, enterprise-class Data Center 
Infrastructure Management (DCIM) solutions that 
drive efficiency, performance, cost savings, and 
strategic value in data centers and other global 
enterprise infrastructure.

The iTRACS Converged Physical Infrastructure 
Management® (CPIM®) software suite is 
transforming how organizations are managing 
and optimizing their physical infrastructure. At 
the heart of the CPIM® solution is Interactive 3D 
Visualization – The Efficiency Engine™, the world’s 
first and only holistic view of the data center using 
an interactive 3D model that give you command-
and-control over the entire physical ecosystem – 
IT, Facilities, and Building Management Systems.  

Today, iTRACS CPIM® is being globally deployed in 
some of the world’s most complex data centers and 
infrastructure environments. More than one-third of 
all CPIM® customers are in the Global 500/Fortune 
500.  We are managing more than 1.7 million sf of 
space for one customer alone.

iTRACS is an IDC Major Player Worldwide in DCIM. 
The company was named Value Leader in DCIM by 
Enterprise Management Associates, the highest honor 
EMA can bestow in its Radar Reports. iTRACS was 
also named in the CRN Data Center 100 for 2013.

www.commscope.com

CommScope has played a role in virtually all 
the world’s best communication networks. We 
create the infrastructure that connects people 
and technologies through every evolution. Our 
portfolio of end-to-end solutions includes critical 
infrastructure our customers need to build high-
performing wired and wireless networks. As much 

as technology changes, our goal remains the same: 
to help our customers create, innovate, design, 
and build faster and better. We’ll never stop 
connecting and evolving networks for the business 
of life at home, at work, and on the go.

© 2013 iTRACS, LLC. All rights reserved. iTRACS, Customer Value Lifecycle, myDCIM, the iTRACS logo, iTRACS CPIM, Converged Physical Infrastructure Management, Interactive 
3D Visualization-The Efficiency Engine, DCIM Open Exchange Framework, ourDCIM Developer Community, Reality DCIM, iTRACS CustomerCare and DCIM Book of Wisdom are 
trademarks or registered trademarks of iTRACS, LLC. All other trademarks referenced are the property of their respective owners. 
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website, http://www.gartner.com/technology/about/ombudsman/omb_guide2.jsp.
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this research, including any warranties of merchantability or fitness for a particular purpose.
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