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Business Challenge

Expand product offerings and 
market reach, and reduce time-to-
market and support costs by utiliz-
ing the SaaS model

Solution

In 6 months, Scio built a new SaaS 
product leveraging Google Web 
Toolkit, and Java/J2EE, Oracle 
database, Spring, Hibernate.  
VersionOne was used to provide 
Agile project management.

The Client’s SaaS platform will 
serve as a SaaS product platform as 
they migrate or add additional 
products to the SaaS product suite.

Business Value

The Client was able to expand its 
customer base to mid-size hospi-
tals and clinics.

Additionally, they expect to expand 
into new international markets in 
the near future.

The Client was able to quickly get 
to market with the right product 
and pricing model by leveraging 
Scio’s experience to plan, design 
and develop its new SaaS offering. 
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Customer Name
  • Confidential – Leading health-

care software provider for North 

America.

Industry
  • Healthcare Information Systems 

(HIS)

>

>

Application Design Lab 

>> Confidential - Healthcare Industry

CASE STUDY 

Business Value

As a result of the initial SaaS technical consulting services, The Client was able to 
quickly design and build a scalable proprietary SaaS platform and was able to focus its 
efforts on the SMB market needs for their new SaaS application.  By architecting their 
SaaS product with small and large customers in mind, the application was built in a 
way that provides its customer base with configuration capabilities to meet their 
unique needs.

It is estimated that Scio saved The Client between 30-40% of the costs typically associ-
ated with building similar applications by leveraging their experience and 3rd party 
components.  As a result, The Client was able to get to market 3-4 months earlier than 
expected and begin to capture market share.

Next Steps

The Client will continue to leverage the new SaaS model to enhance product features 
and expand its market share.  Scio continues to provide Maintenance and Support 
Services to support the new platform and will provide development resources as 
needed to enhance system capabilities. 
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Services Provided

  • SaaS Product Definition

  • SaaS Product Development

Related Services

  • SaaS Application Maintenance  

Outsourcing 

Scio Consulting Head Office 
6580 Via del Oro
San Jose, CA 95119
Tel:  1-800-642-6134
Fax: 1-831-309-5803
E-mail: info@sciodev.com

Scio Nearshore Development 
Center
Las Cañadas 501 Int. 230
Col. Tres Marías
58200 Morelia, Mich., Mexico

A large division of a Fortune 500 real estate information services company (The Client) 
identi�ed an enhancement within its customer facing commercial lending application 
that would streamline processing of property valuation report requests by automating 
35% of all report requests, allowing analysts to focus on exceptions rather than 
standard reports.
  
However, The Client lacked the personnel and expertise in the multi-platform (Java, 
PHP. NET) integration and programming to move forward on their own and reached 
out to Scio to assist them to turn their product idea into reality.

After a preliminary analysis of the application, the user requirements, and 
technologies involved, Scio proposed using MSSQL reporting services, .Net web 
services to communicate with the PHP application code base and Java web services to 
handle the requests from external users.  An Oracle database was proposed to store 
information and to handle the large volume of data.  

Our approach>>
Scio assembled a small agile development team to develop the Product Backlog and 
prioritize features. Scio de�ned the architecture of the application to integrate the 
various platforms, keeping in mind the need to create an easy of use, customer 
self-service application.
 
Then, once the application architecture was de�ned, Scio and The Client entered into 
an iterative cycle of development, using 2-week iterations called “Sprints” to 
incrementally build the application, allowing The Client to review working software at 
the end of each Sprint, thus providing them with greater transparency, �exibility, and 
control of the project. 

Value Received / Results>>
As Scio completed the integration and custom development ahead of schedule they 
went on to automate more processes than originally anticipated, which resulted in 
higher performance improvements than initially estimated, raising the ROI of the 
development project.

The customer self-service automation enabled The Client to achieve improved 
customer satisfaction by providing faster turnaround of product requests and with 
fewer errors and omissions by eliminating manual keying of report values.  The Client 
analysts have been able to focus e�orts on exception items rather than devote time to 
every product requested, and were able to reduce the average time required to 
complete each customer request by 40%.  The project success has established a model 
by which The Client can service more requests and generate more revenue, without 
growing its overhead, ultimately contributing to greater pro�tability.
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A large division of a Fortune 500 real estate information services company (The Client) 
identi�ed an enhancement within its customer facing commercial lending application 
that would streamline processing of property valuation report requests by automating 
35% of all report requests, allowing analysts to focus on exceptions rather than 
standard reports.
  
However, The Client lacked the personnel and expertise in the multi-platform (Java, 
PHP, .NET) integration and programming to move forward on their own and reached 
out to Scio to assist them to turn their product idea into reality.

After a preliminary analysis of the application, the user requirements, and 
technologies involved, Scio proposed using MSSQL reporting services, .Net web 
services to communicate with the PHP application code base and Java web services to 
handle the requests from external users.  An Oracle database was proposed to store 
information and to handle the large volume of data.  

Our approach>>
Scio assembled a small agile development team to develop the Product Backlog and 
prioritize features. Scio de�ned the architecture of the application to integrate the 
various platforms, keeping in mind the need to create an easy of use, customer 
self-service application.
 
Then, once the application architecture was de�ned, Scio and The Client entered into 
an iterative cycle of development using 2-week iterations called “Sprints” to 
incrementally build the application, allowing The Client to review working software at 
the end of each Sprint, thus providing them with greater transparency, �exibility, and 
control of the project. 

Value Received / Results>>
As Scio completed the integration and custom development ahead of schedule they 
went on to automate more processes than originally anticipated, which resulted in 
higher performance improvements than initially estimated, raising the ROI of the 
development project.

The customer self-service automation enabled The Client to achieve improved 
customer satisfaction by providing faster turnaround of product requests and with 
fewer errors and omissions by eliminating manual keying of report values.  The Client 
analysts have been able to focus e�orts on exception items rather than devote time to 
every product requested, and were able to reduce the average time required to 
complete each customer request by 40%.  The project success has established a model 
by which The Client can service more requests and generate more revenue, without 
growing its overhead, ultimately contributing to greater pro�tability.
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Customer Name
• Confidential 

Industry
•  Real Estate Information
   Services.

Scio Consulting Head 
Office

1737 N First Street, Suite 110
San Jose, CA, 95112

Scio Nearshore 
Development Center

Las Cañadas 501 Int. 230
Col. Tres Marías  58200 
Morelia, Mich. Mexico.
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Technologies and 
Methodologies used:

• Application Code Base: PHP
• Operating Systems: Unix y
   Windows
• Web servers: IIS, Apache
• Database: Oracle
• Web services: Java, .Net
• Reporting Services (MSSQL)


