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The global recession and how to cope with it will inevitably dictate the business and IT 
agendas during 2009. While the general consensus is that IT budgets are likely to remain 
relatively flat overall, circumstances will vary from industry to industry, with sectors such 
as financial services and travel being hardest hit. Government and utilities will see 
investment remain relatively buoyant.
Gartner indicates that, although 46% of CIOs believe their budget will increase, 21% 
expect expenditure to fall and a further 33% anticipate that there will be no change. 
Mark McDonald, global vice president of executive programmes at Gartner, says: "Some 
companies are going through large budget declines, while increases are very modest, 
which is holding the overall number down.“

Nonetheless, many IT organisations are already shelving nice-to-have, discretionary 
projects and getting rid of costly on-site contractors, while at the same time adopting a 
somewhat longer-term, wait-and-see approach.

Chris Howard, vice president and director at analyst company, the Burton Group, says, 
"A lot of people are running relayed budgets that are flat year-on-year, but they're 
waiting for business colleagues to experience cuts as high as 20% to 30% to their own 
budgets. So they know that later in 2009, they'll find out the reality of what the impact is 
on IT," he says.

Another consequence of the current economic climate, however, is a general shift 
towards more tactical initiatives. "It tends to be about 'what can I do this quarter to keep 
my head out of the fire'. But what happens in this situation is that strategic vision often 
tends to weaken. So the trick is to do tactical things on strategic lines, focusing on the 
near side for long-term benefit when things pick up," Chris Howard adds.
So what areas should IT directors and CIOs focus on?
1.Virtualisation
2.Infrastructure projects and software asset management
3.IT governance
4.Portfolio management
5.Outsourcing/software-as-a-service/cloud computing
6.Business process management and SOA
7.Information management
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 Picture is Clearer and 
Bleak

 IT Training Markets 
slowing

 Training vendors must 
adapt their offerings

 Focus on the business 
value of technology

 Focus on high-growth 
content areas

 November 2008: 
IDC#214700



 Price Erosion
Especially on 
basic/intro classes

 EMEA will experience 
the slowest growth

 Decline in the $US 
caused significant 
jump in non-US 
markets – created 
spike and re-
alignment of IT 
Training revenue











 Vendors who train just 
on their products = 
opportunity fixed and 
bleak in most cases

 Some markets still 
providing growth 
opportunities:

 Integration & process 
automation middleware

 Security

 Storage software

 Data access, analysis and 
delivery

 Information & data 
management

 Training vendors 
should adapt their 
offers:

 Focus on the business 
value of technology

 Follow technology 
growth in Asia

 Invest in shorter, 
portable training

 Focus on high-growth 
content areas



 Survey of Buyers:

 Do more with what 
you have

 Search for more 
in-house learning, 
e-learning tools

 Bean counting

 Less commitment, 
slower to commit

 Travel restrictions

 Increased focus on 
measuring outcome of 
training, faster impact

 More focus on:

 Remote desktop support

 Webinars & virtual classrooms

 All forms of e-learning

 Virtualisation

 More self-paced, self-directed 
learning

 More use of ‘free’ training



 Just product training 
= very risky (unless 
your product is in high 
growth)

 Focus on the Business 
Value of training

 Spell out the 
ROI/Impact

 Make a fast impact

 Shorter, flexible 
modules

 More for less, 2-for-1, 
3-for-2 etc.

 Offer more value

 Free podcasts, 
webinars

 Value-add to 
existing courses

 Offer more e-learning, 
flexible learning 
options

 Self-paced, self-
driven

 Virtualisation

 Some markets/clients 
spending throughout –
search them out

Key Messages:



Do what you’ve always done and ...

Marketing, Selling, 
Delivering
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