
What’s the ROI of
a Data Strategy?
Data is not only a big challenge, but also notoriously difficult. 

The purpose of this guide is to help you identify and evaluate 

the ROI for your business from both these perspectives. 



Introduction
Data is big. Every single department, function, and 
transaction in your business produces data whether 
you are collecting it or not, and that’s just the data 
inside your operations. 

On top of that, there is the whole world of data that 
affects your business, such as market trends, 
customer feedback and activity, economic conditions, 
supply chains, and even the weather. Companies 
that can collect, analyze, and gain real insight 
from their data have a tremendous edge over 
their competition.

Data is also difficult. The abundance of data 
available is surpassed only by the variety of tools, 
systems, and sources used to collect and process it. 
There are thousands of ERP, CMS, accounting, and 
discrete software services used by businesses to 
collect and manage data, and few of them talk to 
each other or work together out-of-the-box.  As each 
one carries its own promises of features and benefits, 
it is easy to get swept away in a stack of “solutions” 
whose total value is less than the sum of its parts.

All this means the ROI of your data strategy is based 
not only on the benefits you gain from leveraging 
data effectively, but also on avoiding the traps and 
pitfalls along the journey to realizing your goals. The 
purpose of this guide is to help you identify and 
evaluate the ROI for your business from both 
these perspectives.
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http://www.onebridge.tech/


Avoiding a “Sunk Cost” Nightmare
Gartner studies and surveys have revealed that 60-85% of large data 
initiatives in enterprise organizations fail. Most of the reasons for these 
failures fall into these buckets:
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All these circumstances illustrate the critical importance of having a 
strategy before undertaking any large data project or initiative. The ROI 
in this case, is ensuring that your investment doesn’t go to waste.

However, we realize that “loss avoidance” is not the most motivating 
factor if you aren’t already convinced that you need to take data 
seriously. So, we are going to continue climbing up the ladder from 
“bottom line” to “top line” ROI regarding your data strategy. 

Biting off more than you can chew with large-scaled 
projects that have yet to be proven or tested.

Viewing data as a “technology only” problem and not 
including people and process into the plan and approach.

Insufficient vendor vetting where solutions are chosen too quickly, 
only to find out later they can’t meet the requirements for the project.

Lack of alignment to business outcomes where the solutions created 
don’t provide the necessary value to the company or stakeholders.

Project fatigue that sets in when expectations were not set 
well and buy-in for the initiative dwindles over time.

Failure to adopt the new solutions and use them properly when 
users are not trained or fully on-boarded to use new tools.

http://www.onebridge.tech/
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Good Data in Good Data Out, 
The Value of Data Management
A critical part of data strategy is data management and governance. 
While data never lies, people do! More accurately, people make mistakes. 
A large amount of any organization’s data comes from data entry during 
the flow of business. If the data being entered into your systems isn’t 
accurate, reliable, and consistent, it will be nearly impossible to trust and 
rely on that data.

The lost time and cost due to lack of data management will vary between 
organizations, but you can probably get a good idea of your own losses 
due to the following consequences:

• Considerable time spent having to clean up records and reports 
during quarterly reports and tax season.

• Disruption, confusion, and dissatisfaction from customers when 
information is lost or misprocessed.

• Inability to optimize use of internal resources, materials, or manpower.
• Failure to meet compliance standards or rushing during audits to 

gather the necessary information.
• The growing sprawl of “chaos management,” where more and more 

people are needed to manage processes due to lack of integrated and 
reliable systems.

http://www.onebridge.tech/


One of our data management partners at Onebridge is Profisee. Their 
solution monitors for anomalies while simultaneously enabling the 
automatic management of data to ensure compliance and accuracy. ROI 
highlight examples from their clients include:

• 50% reduction in manual effort to update financial reports at the GAP 
clothing retailer.

• Cleaning and removing duplicates from over 40 million records for 
the American Heart Association, resulting in increased donations and 
response rates from their donor base.

• The average “payback” time after implementing data management 
for clients is 6-12 months with long term operational ROI of ~400% 
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Industry ROI Breakeven 
(months) Primary Value Driver(s)

Financial Services 440% 11.1 Increased sales through better segmentation 
and real-time data attribution

Distributor 1084% 5.1 Increased sales through better segmentation 
and lower customer acquisition costs

Oil & Gas 553% 9.2 Better visibility into obsolete or deteriorating 
wells to discontinue unnecessary drilling

Manufacturer 442% 15.5 Preventing errant shipments reducing legal 
costs around legal name changes

Retail 559% 9.1 Improved sales through better campaign 
management

Casino 703.7% 13.5
Increase Revenue er customer, Optimized 
pricing and improved terms on materials 
purchases

Investment 
Banking 2404% 5.2 Improved methods and tools for managing 

demand/supply performance

Manufacturer 1569% 8.0 Improved sales by proactively managing 
customer transition points

Manufacturer 4340% 3.9 Consolidated inventory and improved terms 
on materials purchases

Transportation 1453% 3.9 Data privacy compliance and improved 
cross-sell/upsell

Financial Services 768% 8.8 Improved cross-sell/upsell with Customer 
360

Manufacturer 392% 6.0 Customer master for communications of 
price increases

Transportation 683% 6.4 Quoting and pricing management

Table courtesy of

http://www.onebridge.tech/
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Liberate Your Data to Enable 
Growth and Sustainability
Too often, business owners and leaders conflate data with software. 
For example, instead of thinking about customer data and engagement, 
people think about CRM tools like Hubspot or Mailchimp. Instead of 
thinking about your accounting data, people think about Quickbooks or 
Sage. This way of thinking puts your data at the mercy of third-party 
companies.

The landscape of digital solutions is always rapidly changing and evolving, 
and if your data is held hostage by third-party vendors, then your ability to 
adapt, grow, and change is limited. Modern data storage and integration 
solutions enable organizations to own, manage, integrate, and migrate 
their data freely.

This problem also affects your ability to report on and gain insights from 
your data. If the only reports you can pull are those provided by your 
vendors, then you are again at their mercy to provide such reports. 
Having a data warehouse strategy solves all these issues by allowing you 
to pull insights and reports together from data across your organization.
The ROI benefits of owning your data include:

• Being able to move or change software and digital service providers 
at will to save money or increase capabilities.

• Integrating data from across your organization into reports and 
insights that include the context of all your business functions.

• Having backups and contingencies to quickly recover from security or 
reliability issues from third-party vendors.

• Implement more discrete access and security for your data by being 
able to define who can see what and when.

There is nothing special about the data contained in one system vs 
another. Data is data, and it is ubiquitous across the spectrum. Taking 
control and ownership over your data is a critical requirement for the 
future of business.

http://www.onebridge.tech/
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There is a good chance that you have already experienced the hype around 
things like AI, Machine Learning, Predictive Analytics, and Real-Time 
Business Intelligence. It’s true, these things are changing the competitive 
landscape of every industry. The problem is that these are benefits that can 
only be realized after the foundation of a solid data strategy is established.

If you can’t trust, access, and analyze your data, then there is no 
chance you will be able to gain the kind of deep insights that give you 
a competitive edge or provide real value for your customers. For 
organizations who have invested in a solid foundation of data, the ROI 
from data becomes obvious very quickly:

Companies can provide greater transparency to 
customers eliminating redundant customer support 
issues and increasing satisfaction.

Sales teams can prioritize MVP customers and hot prospects 
allowing for quick response and prioritizing time and effort to 
maximize return.

Marketing teams can understand the customer journey 
and remove obstacles to conversion while finding new 
opportunities to grow the market.

Business leaders can identify cost-centers, bottlenecks, and 
waste quickly instead of being surprised by imbalanced financial 
reports three, six, or twelve months after the bleeding started.

Supply-chain and inventory issues can be spotted in real 
time and even anticipated long enough ahead of time to 
address them before they disrupt business.

These are just a few examples of how investing in your data brings 
clear ROI from the top-line through the bottom-line of your business. 

Reducing Cost, Optimizing 
Performance, and 
Discovering Opportunities

http://www.onebridge.tech/
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Data Happens, What Are 
You Going to Do?
You can’t stop or ignore data. Like we stated earlier, it’s being generated 
everywhere inside and outside of your business no matter what. Every major 
Fortune 500 company is making data a top priority for their business strategy.

Even for something as simple as pizza, Dennis Maloney, Vice President of 
multi-media marketing at Domino’s said in 2015: “We’re starting to think of 
ourselves as a tech company that sells pizza…” In 2010, Domino’s stock price 
was a measly $8.76 per share. Today it’s $391 per share. They went from 
almost going-under in 2008 to now being the top-grossing pizza chain in the 
world. In today’s world, a data strategy and growth strategy are as close 
together as pizza and pepperoni. 

However, a lot of businesses get discouraged with data due to the perceived 
costs and lack of faith in successful outcomes. Many business leaders are left 
with a bad taste from whatever the last big solution they invested in was 
which promised big and delivered little.

At Onebridge, we emphasis the importance of a data strategy largely 
because an incremental and methodical approach is the best way to 
ensure a successful outcome. Focus on the small, tangible victories first that 
show immediate improvement and value. This allows you to build momentum 
towards the big wins with increased buy-in and enthusiasm. 

The operational efficiencies and cost-reductions that come with data are 
the fastest ways to see an ROI and can easily be estimated with a cursory 
review of your current manual processes. Then you can build your way to the 
big returns that come from real data-driven decision intelligence and 
advanced analytical insights that drive sales and customer satisfaction.

Learn More About Data Strategy
If you would like to learn more about what goes into an effective data 
strategy, here are some more resources:
• Onebridge Data Strategy MAP and COMPASS

• What Every Executive Should Know About a Data Strategy

http://www.onebridge.tech/
https://www.onebridge.tech/data-strategy
https://www.onebridge.tech/ebooks/what-every-executive-should-know-about-a-data-strategy
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Onebridge: Your 
Superhero Support Team
Onebridge is a BI, Data Analytics, and Enterprise 
Application Development consulting firm. We’ve 
served some of the largest healthcare, life sciences, 
manufacturing, financial services, and government 
entities in the U.S. for over 15 years. 

Our clients rely on having systems that work to keep 
people connected and informed, and we take that 
responsibility seriously. We attract the best minds in 
data analytics and enterprise application 
development, and as a 100% employee-owned 
company, we take pride in helping you succeed. 

Rather than spending weeks in meetings debating 
the right path forward, give us a call. Just as we’ve 
helped our other clients, we’ll help you move forward 
with confidence that your actions are guided by a 
force far more powerful than mere instinct. Contact 
us to learn more.

Visit onebridge.tech or call 317.634.0211

http://www.onebridge.tech/
https://twitter.com/onebridgetech
https://www.linkedin.com/company/onebridgetech/
https://www.youtube.com/channel/UCGzxgNqi-rtt96QQd5sYE4Q
https://www.facebook.com/onebridgetech/
https://www.instagram.com/onebridgetech/
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