INFO~TECH

RESEARTCGCH G R OUP

PRODUCT SCORECARD

Viamedici EPIM

Product Information Management Improving and Accelerating Enterprise +49 7243 94980
Software Evaluation and Selection https://www.viamedici.com
HertzstraRe 14, Ettlingen Baden-Wiirttemberg https://www.linkedin.com/company/viamedici-software-
) gmbh/
Germany

Reviews


https://www.viamedici.com/
https://www.linkedin.com/company/viamedici-software-gmbh/
https://www.linkedin.com/company/viamedici-software-gmbh/

Product Scorecard / Table of Contents INFO~TECH

RESEARTCH G R OUP

Viamedici EPIM How to Use the Scorecard
PrOduCt Sco reca rd conte nts The Product Scorecard is a comprehensive report designed to help clients make better purchasing

decisions.
Executive Summar 3
y Data in the report is collected from real end users’ of the product and analyzed in an exhaustive fashion
. ) ) with extensive data analytics.
Vendor Capability Satisfaction 4
] ] Use this report to understand whether this product is right for your organization.
Product Feature Satisfaction 5
EmOtlonal FOOtprlnt 6 This report is available free of charge for internal use only to assist with software evaluation and selection. Sharing, republishing,
) ) distributing, or otherwise copying any portion of this report without the express written consent of SoftwareReviews.com is strictly

Multi-Category Overview 10 prohibited.

© 2022 SoftwareReviews.com. All rights reserved.




Product Scorecard / Executive Summary

VIAMEDICI

Product Communication

NUMBER OF

Viamedici EP

PRODUCT

INFORMATION
MANAGEMENT

The Enterprise Product Information Management suite Viamedici EPIM offers the utmost reliability and convenience in
maintaining, administering and supplying product data, marketing information and media assets. With this comprehensive
solution, you have your product data under control, in all languages and throughout the entire process chain. Viamedici EPIM is
a real enterprise application designed for company-wide use, large numbers of users and maximum amounts of data. State-of-
the-art architecture and comprehensive scalability ensure best performance and operating security even under high load.

https:/www.viamedici.com

Hertzstralle 14, Ettlingen Baden-Wirttemberg

Germany

The composite satisfaction score (Composite Score) is an average of four different areas of evaluation: Net Emotional
Footprint, Vendor Capabilities, Product Features, and Likeliness to Recommend. The Net Emotional Footprint Score measures
user emotional response ratings of the vendor (e.q. trustworthy, respectful, fair).
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9.1/10 COMPOSITE SCORE

Likeliness to Recommend

Promoters |i| |i| |i| |i| |i| |i| 'i| 'i| 82% LIKELINESS TO RECOMMEND
Passives 18% 9 30/

o o
Detractors 0
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Plan to Renew

PLAN TO RENEW

%
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Satisfaction that Cost is Fair Relative to Value

] 88%
] 12%
0%
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Definitely Will
Probably Will

Probably Not
Definitely Not
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9 o
PRODUCT INFORMATION MANAGEMENT
CATEGORY

35%
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PRODUCT SCORECARD

Product Scorecard / Vendor Capability Satisfaction

Vendor

Capability satisfaction

When making the right purchasing decision, use peer satisfaction ratings to decipher Viamedici EPIM’s strengths and
weaknesses, and determine which capabilities matter most to you. A scale of satisfaction ranging from Disappoints,
Almost Satisfies, Highly Satisfies, and Delights is applied to each core vendor capability providing an ability to understand

satisfaction across several business and IT competencies.

How satisfied are you with the following Viamedici EPIM capabilities?

Vendor Support

59%

OF CLIENTS
ARE DELIGHTED

The ability to receive timely
and sufficient support.

The importance of vendor
support will vary for each
organization depending on
internal capabilities, but there
will always be issues that only
the vendor can resolve.

DEGREE OF SATISFACTION
o O

Delights l'n'll'n'llilli"i"i'

. e o o
dr, R 87%
élar{]lgﬁés cher';’ORv
Disappoints AIERAGE

Ease of Data Integration

47%

OF CLIENTS
ARE DELIGHTED

The ability to seamlessly
integrate data.

Use this data to determine
whether the product will cause
headaches or make data
integration easy.

DEGREE OF SATISFACTION

SR L

Delights

87%

SATISFACTION
Almost o,
Satisfies CBAQE/(?ORY
AVERAGE
Disappoints

Business Value Created

53%

OF CLIENTS
ARE DELIGHTED

The ability to bring value to the
organization.

Software needs to create value
for employees, customers,
partners, and, ultimately,
shareholders. This data
expresses user satisfaction - or
lack thereof - with the product’s
business value.

Executive
&5 Summary

DEGREE OF SATISFACTION
o O

Delights

e PR 87%

SATISFACTION
Almost 9
Satisfies CBABI'E/(;’ORY
AVERAGE
Disappoints

Product Feature

Vendor Capabilit
v o v ¥ | catisfaction

Satisfaction

Availability and Quality of Training

47%

OF CLIENTS
ARE DELIGHTED

Quality training allows
employees to take full
advantage of the software.
Effective and readily available
training enables users to get the
most out of the software you've
chosen. Use this section to make
sure your vendor’s training
programs and materials measure

up.

DEGREE OF SATISFACTION

Delights

. P RE

1%

SATISFACTION
Almost 89%
Satisfies CATEGORY

AVERAGE
Disappoints

Ease of Implementation

50%

OF CLIENTS
ARE DELIGHTED

The ability to implement the
solution without unnecessary
disruption.

Successfully implementing new
software is necessary to realize
its full value and promote end
user adoption. This data
indicates whether or not the
product is easy to implement.

DEGREE OF SATISFACTION

o &6 06 0 o
Delights I'n'll'n'll'n'llnllnl
Highl e 00 0 o
W fhdd 86%.
élmost 87%
atisfies CATEGORY

AVERAGE

Disappoints

Product Strategy and Rate of Improvement

47%

OF CLIENTS
ARE DELIGHTED

The ability to adapt to market
change.

Vendors who don't stay on top of
emerging needs and trends won't
enable you to meet your business
goals. Use this data to separate
innovators from imposters.

DEGREE OF SATISFACTION
o O

o 0 O
oas RGP
Highly R ) o
Satisfies
'Hl 'Hl I'HI SATISFACTION
Almost %
) o
Satisfies CATEGORY
AVERAGE
Disappoints

Ease of IT Administration

36%

OF CLIENTS
ARE DELIGHTED

Ease of use of the backend
user interface.

This data indicates whether IT
personnel will be able to resolve
issues and perform
configurations efficiently and
effectively.

Reasons for
L2/ Leaving & Joining

DEGREE OF SATISFACTION
o O

Delights I'n'l I'n'l lil lil

Highl e © 06 06 060 («]
Szlagt]islyles 'H' 'H' ln' lm ‘n‘ 'n‘ S§T§5AC/%0N
it Sty
Disappoints AERAGE

Module Implementation
¥  satisfaction @ P

o2 Staffing &
- Ownership

INFO~TECH

RESEARTCGCH

Breadth of Features

41%

OF CLIENTS
ARE DELIGHTED

The ability to perform a wide
variety of tasks.

Users prefer feature rich
software that enables them to
perform diverse series of tasks.
This data expresses user
satisfaction with the product’s
breadth of features.

DEGREE OF SATISFACTION

e RRFRR Az

SATISFACTION
Almost 86%
Satisfies CATEGORY

AVERAGE
Disappoints

Usability and Intuitiveness

41%

OF CLIENTS
ARE DELIGHTED

The ability to reduce training
due to intuitive design.

End user learning curves cost the
organization money. Pay
attention to your end users’
technical ability to determine
how important UX is in your
purchase.

DEGREE OF SATISFACTION
o O

Delights l'n'll'n"i"il

i e o060 0O (]

W PRPRD 82%.,

et D CtRy
AVERAGE

Disappoints

Quality of Features

29%

OF CLIENTS
ARE DELIGHTED

The ability to perform at or
above industry standards.
Feature quality is just as
important as quantity. Use this
data to determine if this product
will do what you're purchasing it
to do, easily, intuitively, reliably,
and effectively.

DEGREE OF SATISFACTION

e ® 0

Delights 'n"n"n‘

Highl o e 0600 O (o)

S BHPRRER  81%

et DR deony
AVERAGE

Disappoints

Ease of Customization

31%

OF CLIENTS
ARE DELIGHTED

The ability to scale the solution
to a business’ unique needs.
Don't get bogged down in a
difficult customization; use this
data to make sure you can easily
achieve the functionality you
need for your particular situation.

Selection o

@ Decisions
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o 0 O
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PRODUCT SCORECARD

Product Scorecard / Product Feature Satisfaction

Product

Feature Satisfaction

Pay attention to the features you need for your scenario by evaluating peer feature satisfaction ratings. Tolerate low
scores on features that do not impact your business, instead focus on scores being high for features that matter. A scale
of satisfaction ranging from Disappoints, Almost Satisfies, Highly Satisfies, and Delights is applied to each feature core
to the Product Information Management market.

How satisfied are you with the following Viamedici EPIM features and functionalities?

PRODUCT INFORMATION
MANAGEMENT

MANDATORY FEATURES

Omni-Channel Information Delivery

711%

OF CLIENTS
ARE DELIGHTED

Ability to deliver product
information in a differentiated
manner i.e. specific for a
channel requirements.

DEGREE OF SATISFACTION
o O

) e 6 060 0O
s pRRPRRR

Highl = (i o o
S:Ia%sfyms 'H"H"nl SgAT%FA{%ON
Almost 88%
Satisfies gl\-\I-IE-E&\%FéY
Disappoints

Data Syndication

58%

OF CLIENTS
ARE DELIGHTED

Ability to import data from
various internal and external
sources and syndicate it to
industry-standard data pools
and exchanges (e.g.: GDSN,
1WorldSync, GXS).

DEGREE OF SATISFACTION
@

Delights l'n'lli'lli'lli‘ll‘i‘lli‘l

Highl S (0 (N % 0%
Satistes 'H' 'H' 'H' 'H' SATISFACTION
e Eacony
Disappoints

Product Categorization & Relationships

56%

OF CLIENTS
ARE DELIGHTED

Allows users to manage data

and products based on specific

traits or segments.

Executive
&5 Summary

DEGREE OF SATISFACTION

Delights li"i"i"i"i"i‘

Highly Sh (n (o o 890/

Satisfies 'ﬂ' T 'ﬂ' 'ﬂ' SATISFAC%ON

élirtnigfslés CBAOT‘E,/GOORY
AVERAGE

Disappoints

Product Feature

Vendor Capabilit
v o v ¥ | catisfaction

Satisfaction

Emotional
) Footprint

Master Record Management

47%

OF CLIENTS . (R
ARE DELIGHTED beignts MMM N
o
Ability to onboard a new Highly (LR I 7 /o
product, define its attributes, Satisfies ". 'n' 'H' 'H' 'H' SATISFACTION
upddate them z:lnldfmanallge Amost 87%
roduct record lifecycle. mos
P Y Satisfies CATEGORY
AVERAGE
Disappoints

Advanced Search and Filtering

47%

OF CLIENTS ) o o o 0 O
ARE DELIGHTED beighs PN NN
Quickly find information based | Highly S rn o 2 2 0o
on filtering multiple attributes | Satisfies 'H. 'n' 'HI 'HI 'H‘ 87 /O
?ndfconditions and save filters Amost SATISFACTION
or future use. mos o
Satisfies CngI'E/I?ORY
AVERAGE
Disappoints

Product Data Analytics

62%

OF CLIENTS : I S =
s [EPRRRF
. o

Built-in functionality to Highly — — 87 /o
analyze and aggregate product | Satisfies ". 'n' SATISFACTION
data including page views, o
purchases, basket information | Almost 88%
etc. Satisfies Ic-\‘\QI-IE-%i%%v

Disappoints

Digital Asset Management

42%
RS s

Controls non-text assets such g;%ihslges 'i'. fi'. fi'] fi'] fil 8 3%

as images and video clips;

ifncludes advafnced DAM Almost SATISFACTION
unctionality for product mos o,
marketing. Satisfies ?Al'll"EéoORY
AVERAGE
Disappoints
R fi Modul Implementati 23 Staffing &
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Role-Based Access Management

17%

OF CLIENTS
ARE DELIGHTED

Ability to assign permissions
around editing, commenting,
downloading based on user

roles / Active Directory groups.

DEGREE OF SATISFACTION
( ]

. o 06 06 06 06 0 O
e PTTTrTTT
Highl S . 9
S;%is%es 'H' 'H' sgATﬁ'FA{'EON
Almost 86%
Satisfies ECE%(;%EV
Disappoints

Integration

60%

OF CLIENTS
ARE DELIGHTED

Integration with augmentation
solutions like DRM, Active
Directory or LDAP, SIEM, and
NAC.

DEGREE OF SATISFACTION
@

Delights

A T L 88%

SATISFACTION
Almost 9
Satisfies C8A8I'E/(.?ORV
AVERAGE
Disappoints

Workflow and Approval Management

64%

OF CLIENTS
ARE DELIGHTED

Ability to model, build, and
execute automatic workflows
for the purpose of managing
content-centric processes.

DEGREE OF SATISFACTION

I
Sses P

Delights

86%

SATISFACTION
Almost 86%
Satisfies CATEGORY

AVERAGE
Disappoints

Data Export

76%

DEGREE OF SATISFACTION

OF CLIENTS Delights 2 i (i (o (o o (o

o PRPRRPRE

Allows for multiple export Highly - 4%

options into CSV, XLSX, XML, Satisfies 'n‘ T SATISFACTION

Jason, or PDF. o
Almost 95%
Satisfies CATEGORY

AVERAGE

Disappoints

@ g:lg;t‘i)?‘r; & ,g‘:r;\fatrissitz)ﬁ Q Comparisons = Versions

G R OUP

(o) Comments

5



Product Scorecard / Emotional Footprint INFO ~T E CH
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PRODUCT SCORECARD

Product Scorecard / Emotional Footprint

Importance to
Professional Success

How important is Viamedici EPIM to your current
professional success?

VIAMEDICI EPIM
Emotional

Footprint

B2B purchasing decisions not only rely on data and facts, but also gut
instinct and emotional inputs. A vendors’ Emotional Footprint can influence
whether a client chooses to do business with the organization. The
information displayed below represents the emotional sentiment held by end
users of the software based on their experience with the vendor. Responses
are captured on an eight-point scale.

CRITICAL

88%

0%

IRRELEVANT

Strength of
Emotional Connection

Overall, describe the strength of your emotional
connection to Viamedici EPIM

EMOTIONAL SPECTRUM SCALE

NEGATIVE NEUTRAL POSITIVE
NET

% - % = EMOTIONAL

POSITIVE  NEGATIVE FOOTPRINT

LOVE

100%

0%

HATE

Emotional

Product Feature Y E
ootprint

Executive Vendor Capability
v ¥ | satisfaction

& Summary Satisfaction

NET
emoTioNaL+ 97
FOOTPRINT

o3 Staffing &

Reasons for Module
- Ownership

Implementation
L2/ Leaving & Joining ¥  satisfaction @ P

Strategy

Innovation

A score ranging from minus 4 to plus 4 is
applied to each individual’s emotional
reaction to each question.

As a customer, please share your feelings

across Viamedici EPIM's Strategy and
Innovation

APPRECIATES INCUMBENT STATUS

100%

0%

LEVERAGES INCUMBENT STATUS
HELPS INNOVATE

93%

0%

ROADBLOCK TO INNOVATION

Selection Market Size
@ Decisions i Comparison

Q Comparisons
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and

INCLUDES PRODUCT
ENHANCEMENTS

100%

0%
CHARGES FOR PRODUCT
ENHANCEMENTS

INSPIRING

100%

0%

DESPISED

CONTINUALLY
IMPROVING

93%

0%

STAGNANT

+= Versions
=

(o) Comments
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Product Scorecard / Emotional Footprint

Service
Experience

As a customer, please share your
feelings across Viamedici EPIM Service
Experience

Product
Experience

As a customer, please share your
feelings across Viamedici EPIM's Product
Experience

Negotiation and
Contract Experience

As a customer, please share your
feelings across Viamedici EPIM's
Negotiation and Contract

Conflict Resolution
Experience

As a customer, please share your
feelings across Viamedici EPIM's Product
Impact

PRODUCT SCORECARD Executive
&5 Summary

Vendor Capabilit
v Satisfactiopn v

RESPECTFUL

100°%

RELIABLE

100%

TRANSPARENT

100%

INTEGRITY

100°%

v Product Feature
Satisfaction

0%

DISRESPECTFUL

0%

UNRELIABLE

0%

DECEPTIVE

0%
LACK OF
INTEGRITY

(=) o o 0%
o 7o 0 7o 6 7o WASTES
NEGLECTFUL FRUSTRATING BUREAUCRATIC TIME
ENABLES PERFORMANCE SECURITY UNIQUE
PRODUCTIVITY ENHANCING PROTECTS FEATURES
o o o o
100% 100% 94°% 94
0% 0% 0% 0%
RESTRICTS PERFORMANCE SECURITY COMMODITY
PRODUCTIVITY RESTRICTING FRUSTRATES FEATURES
FRIENDLY GENEROSITY CLIENT'S INTEREST OVER
NEGOTIATION 9l'|¢y FIRST DELIVERED
o
100% 94°% 88°%
0% o 0% 0%
HARDBALL o e VENDOR'S INTEREST OVER
TACTICS GREED FIRST PROMISED
TRUSTWORTHY FAIR ALTRUISTIC CLIENT FRIENDLY
100% 100% 9".% POLICIES
94%
% % % 0
0% 0% 67 VENDOR FRIENDLY
BIG FAT LIARS UNFAIR SELFISH POLICIES
Emotional e E:::iTgsSﬁL g v g’laot(i’sufl:ction @ Implementation ,-Ag g::;zp Si‘p @ g:lcei;t‘i)?‘r; AL lglljar:‘l:,egrfsi‘z)ﬁ Q Comparisons = Versions o) Comments

) Footprint
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CARING EFFECTIVE EFFICIENT SAVES
TIME
100°% 100% 947% 94%
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Product Scorecard / Emotional Footprint INFO~TECH
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Relatlonshlps and 100% POSITIVE NET
(]
Interaction SENTIMENTS RELATIONSHIE

When interacting with Viamedici EPIM your peers express the following positive and negative sentiments across several teams. Use N EG ATIVE
this to assess this vendors’ service orlentatlon and ease of partnership. 0 O/ + 1 o 0
o SENTIMENTS

Based on your interactions and relationships with Viamedici EPIM, please summarize what you experienced

Sales Team Technical and Product Specialists
EFFECTIVE / FRIENDLY / EFFECTIVE / FRIENDLY /
KNOWLEDGEABLE CARING KNOWLEDGEABLE CARING

100* 100* 100* 100*

0% 0% 0%

INEFFECTIVE / INDIFFERENT / INEFFECTIVE / INDIFFERENT /
UNHELPFUL UNPLEASANT UNHELPFUL UNPLEASANT
Client Service Team Leadership Team
EFFECTIVE / FRIENDLY / EFFECTIVE / FRIENDLY /
KNOWLEDGEABLE CARING KNOWLEDGEABLE CARING

100* 100* 100* 100*

e 0*

0% 0% 0% 0%

INEFFECTIVE / INDIFFERENT / INEFFECTIVE / INDIFFERENT /
UNHELPFUL UNPLEASANT UNHELPFUL UNPLEASANT
PRODUCT SCORECARD & Eﬁrrflyr:a‘;?/ v \Slalt-lld‘f)acgﬁ)':\ab“v v Ea?ld l;;ztll:o:tum L) Emﬁﬂﬂ?l = E : ﬁ'lngsf(jomlng v ,Smaot‘liuf'éctlon Ej lmplementation = gﬁﬁ? 8|‘p @ S lcgo?\n i ,g‘:mf;r? son Q Caneaciaos = Version g Comment 9
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Multi-Category Overview

Viamedici EPIM

Product Information Management

The composite satisfaction score (Composite Score) is an average of four different areas of evaluation: Net Emotional Footprint,
Vendor Capabilities, Product Features, and Likeliness to Recommend.

COST SATISFACTION

PLAN TO RENEW

LIKELINESS TO RECOMMEND

CATEGORY COMPOSITE SCORE

PRODUCT Scorecard Category
INFORMATION
MANAGEMENT

Product Information Management (PIM) software provides a single platform to store, manage and distribute diverse
product information and descriptions, technical specifications, images and other relevant digital assets. PIM software
is used by companies with a large catalogue of products that are changing rapidly.

9.1 93~ 100" 79"

MASTER DATA MANAGEMENT

Master Data Management is the act of centralizing a consistent approach to a single source of truth for Master and 9 Z o o o
Reference Data. This single source is known as “the golden record”. All operational and downstream BI solutions [ ] /o o o o

should reference this master record.

PRODUCT SCORECARD Executive Vendor Capability Product Feature Emotional Reasons for Module Implementation o2 Staffing & Selection Market Size Comparisons «= Versions Comments
& Summary v Satisfaction ¥ | satisfaction ) Footprint 2 Leaving & Joining ¥ | gatisfaction @ - Ownership @ Decisions i Comparison Q = ) 10
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