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This ebook highlights three practical 
ways self-service business data 
integration enables companies to 
make sustained cost reductions. 

Customer digital onboarding has a much bigger 
impact on the cost of doing business than many 
business leaders realize. The time a company 
spends onboarding customers using traditional data 
integration methods can consume a significant amount 
of both calendar time and skilled IT integration labor. 

When a company spends days, weeks, or even months 
digitally onboarding new business customers, it also 
spends a considerable amount of time managing 
related tasks. All that time spent implementing secure 
bi-directional data connections with new business 
customers drives up operational costs.

If your company uses traditional data integration 
solutions, the responsibility of creating onboarding 
connections rests mostly with your IT data integration 

experts. With those IT-skilled employees often in 
short supply, the process causes bottlenecks that 
restrict the speed of business customer onboarding. 
What’s more, when customers upgrade to additional 
service offerings requiring more data fields/
documents/transaction types, IT experts must spend 
more time extending existing data integration to 
accommodate the additional data required to support 
added services. Meanwhile, business teams must 
wait for IT to complete the onboarding, tracking 
progress and providing reports, among other tasks – 
all of which add to the cost of doing business.

There is a better way to digitally onboard business 
customers. Companies can embrace a self-service 
integration approach to accelerate digital onboarding 
that relieves the strain on IT, puts business teams 
in control, and significantly reduces costs. Faster 
and easier digital onboarding also reduces your 
customers’ switching costs, enabling a lower cost of 
sale and a chance to accelerate growth.

“Self-service integration speeds digital 
onboarding by 80 percent and relieves IT 
bottlenecks, enabling companies to reduce 
costs.”

Three distinct ways companies can reduce business 

costs using self-service business data integration are 

detailed in the following sections of the paper.
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The burden placed on IT departments is 
a major main factor in the failure of most 
companies’ cost-reduction programs. But 
companies that use self-service integration 
to empower non-technical business users 
and free up scarce and expensive IT data 
integration experts can reduce costs 
dramatically.

When traditional data integration methods are used, 
the responsibility of onboarding customers falls on 
the shoulders of IT data integration experts. From 
establishing bi-directional data feeds with customers 
to integrating those feeds as companies continue to 
do business, every step of digital onboarding has to 
be performed and managed by IT, who must write 
complex custom codes and run extensive data mapping 
flows. And, after finishing the initial setup process, 
IT teams still must manage subsequent upgrades in 
customer service levels that require additional data 

fields/documents/transaction types to support added 
business/services.

Those IT experts also spend a considerable amount 
of time managing related tasks, including data 
integration, data transfer implementation, data 
mapping/reformatting, exception workflow handling, 
and data security configuration. Implementing secure 
bi-directional data connections with new customers 
requires a great deal of time on the part of IT–and 
drives up your company’s operational costs.

Free Up IT Headcount
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Business team signs up new client

Business users ask IT team 
developers to setup integration

IT team schedules the task in their 
priority list

IT team sets up calls with the client IT 
team to discuss integration process

They exchange documents and 
negotiate who will send what

More time passes as each side waits 
for stuff from the other side

IT teams on both sides discuss data 
formats, APIs, protocols, security 

credentials

IT creates integration flows and data 
mappings

IT conducts internal testing

Coordinate with client IT team to test 
with client data

Report errors, Identify issues, Fix bugs

Rework and retest

Go live

Business team signs up new client

Business users collaborate with client users

Client users view integration templates, 
provide format info, test files

Create data mappings with AI

Use templates to provision connections, 
test and receive data

Test

Go live

Before After

80%

20%
15%

80%

5%

4 Weeks - 4 Months
to integrate customer data

20 Minutes - 4 Days
to integrate customer data
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• In order to scale your business for revenue growth 
and accelerate the number of new customers you 
can implement, you’ll need to recruit additional IT 
integration experts to keep pace with that growth. 
However, the labor market’s shortage of this talent 
will increase your costs significantly–and likely 
worse than linearly–as you attempt to scale up.

• Outside of business customer implementation, your 
overall enterprise IT team likely has a significant 
project backlog to support your business. In typical 
IT projects, about 25 percent of needed developer 
effort lies within the domain of data integration 
expertise. Because so many of your IT integration 
developers are consumed by day-to-day customer 
data integration, you face the cost of additional 
recruiting and/or expensive consulting hours to 

fulfill the data integration requirements of your 
other IT projects.

• The IT integration experts who perform day-
to-day bi-directional customer data integration 
are working with the same or similar data fields 
and data objects with only slightly differing 
formats between each customer. Meanwhile, 
more interesting and compelling data integration 
projects are served by other IT experts or outside 
consultants because more and more new business 
customers continue to demand attention. As 
a result, you may be seeing a higher level of 
employee burnout and attrition among your IT 
experts who are saddled with customer data 
integration, leaving you facing the high costs of 
replacing lost talent.

The implications of your IT experts being consumed by customer 
data integration have other adverse business costs:

“Your IT integration experts will be freed up to work on more strategic projects instead of 
the unending tedium of new customer data feeds.”

By transforming your customer data integration 
process into a self-service approach, you can 
significantly reduce IT-related costs.

Self-service integration enables non-technical 
business users to onboard bi-directional data feeds 
up to 80 percent faster. Business users can leverage 
reusable templates (created in advance by IT experts) 
to onboard data from hundreds (or thousands) of 
customers much faster, meaning less employee time 
is spent on data integration. What’s more, advances 
in AI and machine learning enable companies to 
automate some of the heavy lifting and repetitive work 
of customer data integration, making it easier and 

less time-consuming for the human user. Further, with 
self-service integration, just a few clicks are needed 
to retrieve, break down, and manage complex data, 
then stream it in real-time to execute modern business 
transactions. 

Because non-techie users can onboard and integrate 
customers, IT experts are freed from the manual, 
time-consuming, complex day-to-day labor of using 
data integration tools to implement customer digital 
onboarding. Your IT experts can now focus on more 
strategic tasks instead of being bogged down with the 
tedium of data feed integration.
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By putting business workers in control of the 
customer onboarding process, companies 
get it done faster. The result? Cost savings 
from improved productivity.

When a company relies on traditional data integration 
methods, its IT data integration experts implement 
bi-directional data exchange intricacies with each 
new customer being onboarded. They also perform 
more data integration to support additional add-on 
services for those same customers later. During these 
IT integration efforts, business workers wait to enable 
their customers to go live. These delays result in 
increased employee costs due to what is often weeks 
or months of calendar time needed for onboarding.

What’s more, during that time, business workers 
are kept busy fulfilling duties required to support 
onboarding, acting as liaisons between your company 
and your new customers:

• Gathering data field layouts, requirements and 
semantics 

• Tracking the status of the new customer 
onboarding effort

• Reporting on the project status to your new 
customers

Self-service integration puts the onboarding process 
largely in the hands of business workers, who can 
get the job done much faster. It enables non-techies 
to implement customer data onboarding connections 
in days–or even hours–instead of weeks or months, 
saving both time and money.

At the same time, self-service data integration relieves 
business workers of the burden of fulfilling duties 
that laid the foundation for the onboarding process 
when traditional data integration solutions were 
used. Thanks to AI, machine learning, and reusable 
templates, the amount of work done by business teams 
now is far less than was required before adopting a 
self-service approach.

And, because the overall onboarding process is 
accelerated, business teams can get new customers 
live on production systems with less effort and much 
less time spent on such tasks as opening IT request 
tickets, acting as liaisons, tracking, status reports, etc., 
thus eliminating the need to hire additional workers.

Improve Business 
User Productivity

“Self-service integration puts the onboarding process largely in the hands of business 
workers, who can get the job done much faster.”

Three Ways Self-service Customer Data Integration Reduces Costs7  /  12



“Enabling business workers to onboard 
customers much faster can get 
customers ‘live’ on production systems 
with far less effort and time - a prudent 
cost-reduction measure.”

A self-service integration solution 
can reduce sales-related expenses by 
streamlining the onboarding process, 
removing potential customers’ concerns 
about its complexity and cost.

Lengthy and complex digital onboarding adds to 
selling costs, increasing the length of sales cycles and 
the cost and effort to successfully address potential 
customers’ objections. 

The complexities inherent in most onboarding 
processes raise objections in the minds of customers, 
resulting in additional scrutiny, reference checks, and 
requests for proof of concept (POC) projects, all of 

which inject delays and additional expenses into the 
sales cycle. In most cases, your potential customer 
may have experienced pain in setting up service with 
their incumbent vendor. They may have supplied 
bandwidth from their scarce integration experts to 
initiate their use of that service, and they likely will 
resist going through that process again, preferring to 
stick with their current supplier even if your service is 
better or less expensive.

Reduce Your Cost 
of Selling
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“Lengthy and complex digital onboarding invites prospective customer objections, extra 
scrutiny of reference checks, and possible requests for POCs (proof of concepts), causing 
additional delays and expenses.”

A self-service data integration solution results in 
a streamlined and easier onboarding process that 
removes the burden from IT data integration experts 
and enables business teams to onboard customers 
80 percent faster. This means potential customers 
are more likely to sign on, with less scrutiny, fewer 
objections and questions, and fewer requests for POC 
efforts. The resulting accelerated process reduces 
your selling costs.

Also, by streamlining onboarding, the self-service 
data integration solution alleviates the effort and time 
required for businesses to switch vendors or suppliers 

when required–thus reducing switching costs. This 
means, you no longer need to stick to a vendor due 
to myriad onboarding complexities and possible 
high switching costs. In fact, you can easily switch 
to another vendor to acquire market share from your 
competitors.

And, with a self-service data integration solution in 
place, your new customers are more likely to stay, 
which reduces your expenses further. This stems from 
the steadfast business-rule of thumb: It costs five 
times less to retain an existing customer than it does to 
acquire a new one.
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Lengthy and complex digital onboarding and 
overburdened IT teams increase the cost of doing 
business. But companies that use self-service 
integration solutions to accelerate onboarding and 
subsequent customer data integration are best 
positioned to scale their businesses with more agility 
and lower costs. 

A self-service integration solution enables businesses 
to achieve their goal of sustainable cost reduction in 
three ways:

1. By removing the burden of digital onboarding from 
IT data integration experts, avoiding the need to 
hire more of this expensive and scarce talent, and 
freeing IT teams to work on important business 
projects–which often can have a cost-saving 
element of their own.

2. By empowering non-technical business workers 
to onboard customers up to 80 percent faster, 
facilitating improved productivity and cost savings.

3. By accelerating the selling process thanks to 
streamlined, less complicated onboarding that 
makes potential customers more likely to sign on, 
with fewer objections and questions.

By adopting a self-service onboarding solution, 
companies can reimagine and transform their entire 
customer data integration process to achieve business 
agility, reducing the costs associated with not only IT 
teams and business workers, but sales, too. To achieve 

this goal, it’s important to select the best self-service 
data integration solution available, one that combines 
ease of use and security with the ability to accelerate 
the process and put the majority of onboarding in 
the hands of non-techie business users. With such 
a solution in place, companies can reduce costs 
dramatically.

ABOUT ADEPTIA:

Since 2000, Adeptia’s automated, self-service-driven 
approach to customer data integration has empowered 
clients to integrate business customer data secure-
ly, easily, and quickly. Adeptia’s software is the only 
data integration technology available as a self-service 
solution that is designed for non-techie business users, 
enabling companies to transform how they do business 
by removing the burden from their IT data integration 
experts and accelerate the onboarding process.

Adeptia serves hundreds of mid-and large-sized 
businesses around the world with self-service data 
integration that scales up to meet the production data 
volume demands required by Global 2000 businesses. 
Adeptia integration technology has been favorably 
covered over the past decade on numerous Forrester 
Wave and Gartner Magic Quadrant charts.

To learn more about how Adeptia’s self-service 
software can help your business reduce its expenses, 
visit www.adeptia.com

Self-service Integration Provides 
a Smarter, Quicker, Easier Way to 
Reduce Costs
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