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Appian
Founded 1999 | HQ Tysons Corner, VA | 1,200 employees | $226.7M revenue in FY2018

Appian is a visionary company and technology leader in the digital
process automation space. The company is quick to embrace major
technology trends, such as SaaS, cloud, low-code, mobile, social, RPA,
and AI/ML – as well as omnichannel, IoT, and other deployment trends.

The Company

million in FY2018, with annual subscription
revenue at $115.7 million. Professional services
account for almost half of total FY2018

Appian (APPN), a low-code software provider

revenues. Like many largely cloud-based

specializing in digital process automation,

software companies, Appian strategically

was founded in 1999 and is headquartered in

operates at a non-GAAP net loss, which

Tysons Corner, Virginia.1 The company’s four

was $33.4 million in FY2018. Appian has

co-founders not only have deep experience

sixteen offices worldwide and more than 430

in business process automation, but three of

enterprise customers. Appian has a broad

the executives started their careers in data

partner ecosystem of over 400 partners, with

management at MicroStrategy. 2

fifteen global systems integrators, including

Appian released Appian Enterprise, its

KPMG, Deloitte, and Accenture. Primary

first business process management suite

markets are financial services, insurance,

(BPMS) – the predecessor to its current

healthcare, government, and manufacturing.

digital process automation platform – in

Among the firm’s flagship customers are

2004. The on-premises and SaaS-based suite

Santander, Aviva, Merck, Sprint, and Ryder.

was highly differentiated from competitors,

Appian has made a heavy bet on low-code and

which tended to focus on business process

has used that positioning as a springboard

management and content management only,

beyond digital process automation, which is

while Appian provided native support for

still its core market. As a result, Appian is now

process automation, document management,

found in non-process-related, low-code deals

collaboration, and business insight in a single

– typically facing Service Now and Salesforce

platform.

(i.e., Lightning). Appian is well placed in the

Today Appian has 1,200 employees and is

digital process automation market and is

traded on NASDAQ. Total revenue was $226.7

usually shortlisted in deals, with Pegasystems
and IBM its strongest competitors. Appian’s
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core focus within low-code-driven, digital
process automation is on 1) operational
excellence, 2) GRC and security, and 3)

Figure 1

Appian’s Positioning

customer experience (driven by a 360-degree
business
apps

view of the customer and case management).

Market and
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Appian is a thought leader in the digital
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RPA

process automation space, usually early to the
market with newer technologies and features
in comparison to many of its traditional
competitors. For example, Appian embeds

content
services

business
operations

and bundles Twilio for omnichannel customer
engagement. The company is focused on

AI/ML

moving customers from on-premises to the
cloud as soon as they are ready. For example,
approximately 75% of 2018 bookings were for
cloud solutions, and many other customers
have moved to hybrid deployments.
Figure 1 provides a high-level overview of
Appian’s positioning. (Note: this radar graphic
is not a product analysis or product rating;
rather, it represents vendor positioning within
the digital process automation market.)
A deeper analysis of the categories
on the graph shows:
Low code is the overall umbrella that
Appian operates under; its strategic
positioning is shifting beyond (but not away
from) digital process automation. This
newer focus puts Appian into a much bigger
market, such as mobile applications, but
also introduces a more fiercely competitive
market with significantly bigger players. To
counteract this, Appian guarantees that the
customer’s first app(s) will be delivered in
eight weeks for $150K and that customers’
technical resources can become productive
Appian developers within two weeks.
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Legend
low-code
0 – no emphasis on low code
1 – business developer focus
3 – extensive low-code tooling
5 – general purpose low-code
market
RPA
0 – no RPA offering
1 – custom integration
3 – 1+ partners/OOB
connectors
5 – deep partnership/native
RPA

business operations
0 – focus on CX only
1 – targeting the back office
3 – pre-built use cases for back
office
5 – strategic focus on complex
business operations
customer experience
0 – focus on biz ops only
1 – focus on CX for biz ops
3 – targeting sales and
marketing
5 – strategic focus on end-toend CX-centric processes

content services
0 – no content support
1 – native content support
3 – partnership with 1+ content
providers
5 – native content services/
management

business apps
0 – no focus on business apps
1 – pre-built templates/forms
for specific processes
3 – 1+ pre-built apps >50%
packaged
5 – fully packaged apps

AI/ML
0 – no focus on AI/ML
1 – initial insights/
experimentation
3 – multiple AI/ML deployments
(e.g., capture, next best
action, NLP)
5 – native AI/ML in DPA product
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Robotic process automation (RPA)

Contact Center for CRM to recommend

is core to Appian’s strategy. Appian’s

the next best action to agents. Appian also

overall approach is to bring digital process

uses native AI/ML for sentiment analysis

automation, RPA, and orchestration

and believes AI will provide developers

together into a holistic solution rather than

with assisted development, in part by

implementing each software component

scanning process performance data for

as a single technology. Appian bundles

inefficiencies. One customer, S&P Global,

Blue Prism and partners with UiPath and

uses Appian’s natural language generation

Automation Anywhere for deeply integrated

and RPA to create stories (e.g., about an

RPA support. In addition, Appian recently

earnings report). This is done by tapping

launched its Robotic Workforce Manager

into datapoints and earnings information

(RWM) solution for managing large-

from public websites and literally producing

scale RPA deployments and handling bot

stories that would previously have been

exceptions. The RWM’s three components

written by people. This is a great example of

are a deployment manager, control center,

marrying AI/ML with an automated digital

and case manager. These components

process.

collectively provide a governance layer
necessary for reporting, impact analysis,
and automation of human-in-the-loop
activities.

Business operations represents a
significant portion of the firm’s installed
base. Appian has a long and successful
track record in automating core business

Content services is not Appian’s target

processes for business operations and

market. Although the product can manage

back-office processing. Appian combines

documents natively, Appian does not sell

BPM, AI, RPA, and integration technologies

into the content management market and

to deliver end-to-end intelligent automation

is not typically in deals that have a content-

for highly complex business operations.

centric orientation for process automation

These use cases span across industry

(with the exception of the natural language

verticals. Examples include customer

generation applications described below).

onboarding, claims management,

AI/ML is a key technology driving
much of the R&D thinking at Appian,
however, like all other technology firms,

transaction lifecycle management, internal
audits, pharmacovigilance, clinical trials
management, and asset management.

Appian finds it hard to predict how fast

Customer experience is a relatively new

AI/ML adoption will accelerate. Appian

focus for Appian, although it has always

estimates that 15-20% of its customers

targeted customer-facing activities within

are proactively thinking about AI/ML.

operational processes (e.g., business

Many are doing pre-work – preparing

operations). In 2017, the company

data sets and learning how to train AI/

introduced the Intelligent Contact Center

ML models. Overall, Appian is convinced

(ICC) for CRM and customer engagement.

that AI/ML will drive the future for digital

This is not a full-blown, out-of-the-box

process automation, RPA, and low-code.

business application but it does provide pre-

Appian has bundled Google AI services

built modules needed to develop a solution.

and is using it in Appian’s Intelligent

The firm has dedicated resources and
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dedicated sales but is not planning to create

focus more on business applications for core

a separate business unit for CX offerings.

functions and industries; to be a leader in

Moving in this direction will put Appian head

applying AI/ML for enhancing digital process

to head with Pega and Salesforce, as well

automation (inside the software); and to deploy

as Adobe. (This is also a forerunner of more

creative uses of AI/ML within automated

business solutions as part of the corporate

business processes (i.e., complementing

strategy and business model.)

process automation and RPA).

Business applications are definitely on
Appian’s immediate-term radar screen.
The Intelligent Contact Center for CRM is
Appian’s first foray into pre-built business
applications, although it is not a complete,
out-of-the-box solution but rather requires
more development and customization
before deploying. Appian also has a
long-term partnership with psHEALTH,
a UK healthcare provider with cloudbased solutions for customized patient
management.

Advice to Buyers
Short-list Appian for cloud-based, structured
digital process automation and case
management initiatives, particularly those with
short implementation timeframes. Consider
Appian for AI/ML proof-of-concepts, and
implementations requiring RPA/digital process
automation. Carefully vet Appian’s support
capabilities for large-scale deployments in
comparison to larger vendors. Anticipate

Our Opinion
Appian is a visionary company and

that Appian will move more aggressively into
customer experience/digital transformation
projects on an opportunistic basis.

technology leader in the digital process
automation space. The company is quick to
embrace major technology trends, such as
SaaS, cloud, low-code, mobile, social, RPA,
and AI/ML – as well as omnichannel, IoT, and
other deployment trends. Its growth and march
towards maturity have been impressive – in
large part due to a strong, cohesive executive
team with a single-minded vision. Although
Appian doesn’t play in the content-centric
digital process automation market, it is in
almost every other process automation
deal and is fully capable of winning business
against Pegasystems and IBM. The firm has
now reached a potentially lucrative but risky
crossroads, with more than one direction from
which to choose. We expect Appian to continue
doubling down on low-code/no-code within
digital process automation and beyond; to
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SOAR Analysis
Strengths

Aspirations

Deep expertise in digital process automation, case

Become a leading low-code vendor, independent

management, low-code, RPA, mobile applications,

of process automation

and business insights

Acquire RPA technology

Visionary, stable executive team

Use AI/ML to create greater differentiation

Long-established process-automation company

Combine low-code, digital process automation,

Impressive customer base with innovative

RPA, and orchestration to create a market

deployments

breakthrough

Frequently short-listed in deals

Develop a business applications revenue stream

Products developed in-house (versus acquired)

Opportunities

Results

Combine AI/ML and RPA with new business

Moved from boutique start-up in 1999 to public

applications under development

company in 2017

Move quickly toward intelligent business

Thought leader shaping the markets

automation platform

it competes in

Endnotes
1 For more background on Appian’s beginning, see “Matt Calkins
Builds Appian As A Platform For Digital Transformation And A Culture
Of Shared Values,” Forbes, August 8, 2017, https://www.forbes.
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Digital Process Automation
State of the Market

com/sites/brucerogers/2017/08/08/matt-calkins-builds-appianas-a-platform-for-digital-transformation-and-a-culture-of-shared-

This report is part of Deep Analysis’s Digital Process

values/#14113f844aa1

Automation State of the Market research series, which

2 Appian’s co-founders are Matthew Calkins (CEO), Michael Beckley

includes these reports:

(CTO and Chief Customer Officer), Marc Wilson (SVP Global
Partnerships and Industries), and Robert Kramer (General Manager).
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Current Assessment 2019
State of the Digital Process Automation Market:
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Deep Analysis

About Deep Analysis
Deep Analysis is an advisory firm that helps organizations
understand and address the challenges of innovative and
disruptive technologies in the enterprise software marketplace.
Its work is built on decades of experience in advising and
consulting to global technology firms large and small, from IBM,
Oracle, and HP to countless start-ups.
Led by Alan Pelz-Sharpe, the firm focuses on Information
Management and the business application of Cloud, Artificial

About the Author
Connie Moore is Vice President and
Principal Analyst at Deep Analysis.
She joined the firm after four years

Intelligence, and Blockchain. Deep Analysis recently published

as Senior Vice President, Research, at

the book "Practical Artificial Intelligence: An Enterprise

Digital Clarity Group, and more than

Playbook," co-authored by Alan and Kashyap Kompella,
outlining strategies for organizations to avoid pitfalls and
successfully deploy AI.
Deep Analysis works with technology vendors to improve their

twenty years as Research Director and
Vice President at Forrester Research.
Connie is a widely acclaimed speaker,
advisor, consultant, and expert in
digital process automation, customer
experience management, digital

understanding and provide actionable guidance on current and

experience platforms, and content

future market opportunities.

services. In 2014 Connie received the

Yet, unlike traditional analyst firms, Deep Analysis takes a buyer-

globally recognized Marvin Manheim

centric approach to its research and understands real-world

Award for influence, contribution,

buyer and market needs versus the “echo chamber” of the
technology industry.

Workflow Management Coalition's

and distinction based on standout
contributions to the field of workflow
and business process management.

Contact us:
info@deep-analysis.net
+1 978 877 7915
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