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Please see the Appendix for detailed methodology, market definition, and scoring criteria. 

IN THIS EXCERPT 

The content for this excerpt was taken directly from IDC MarketScape: North American Distributed 

Energy Resource Management Systems Strategic Consultants and Systems Integrators 2020 Vendor 

Assessment (Doc #US44514919).  All or parts of the following sections are included in this excerpt: 

IDC Opinion, IDC MarketScape Vendor Inclusion Criteria, Essential Guidance, Vendor Summary 

Profile, Appendix and Learn More.  Also included is Figure 1. 

IDC OPINION 

This IDC study represents the vendor assessment model called IDC MarketScape. This research 

evaluates the forward-looking strategies and current capabilities of strategic consultants and systems 

integrators (SIs) in the area of distributed energy resource management systems (DERMSs) in the 

utility space in North America. The area of DERMS continues to be an evolving space where the 

power market's and utility customer's needs are still being shaped and defined. There is plenty of room 

for leaders to emerge in this space (refer back to Figure 1). That said, the participants of this study are 

well ahead of the curve by establishing their capabilities, strategies, and brand in the area of DERMS 

in these early stages as the DERMS market develops. As distributed energy resources (DERs) 

continue to penetrate regional power markets at higher levels, utilities must look at investments in 

DERMS to maintain system reliability and meet the growing demands of their electricity customers. 

When evaluating strategic consultants and SIs in the area of DERMS, key findings included: 

▪ The area of DERMS in the utility industry is steadily evolving, with niche capabilities and 

strategies that are developing at different paces in regional markets and utilities in North 

America. 

▪ There continues to be very few if any true end-to-end DERMS product offerings by any one 

vendor as there is a wide range of services and capabilities and customer needs in the area of 

DERMS. 

▪ Participants in this study are at an advantage as they are positioning and establishing 

themselves in the DERMS space. This segment of the utility market is at its early stages and is 

growing and exploring creative products and services around distributed energy resource 

management. Many vendors in this space have opportunity to emerge as leaders as the 

market matures. 

▪ As regulations and regional market rules around DERMS develop, it is in vendors and their 

customers best interest to have a fully dedicated staff focused on the regional regulatory 

aspects of DERMS as regulations can be very different from state to state and region to region 

in North America. 

▪ Although there are DERMS offerings that approach DER optimization at the distributed energy 

source first, most current technologies and capabilities in the area of DERMS can be applied 

as an extension of an existing advanced distribution management system (ADMS) geared 

toward managing behind-the-meter energy resources and utility-scale renewable energy 

sources. 

▪ There is a large ecosystem of vendors and a growing number of niche players in the area of 

DERMS. Strategic partnerships will be key for gaining traction in the area of DERMS. 



 

©2020 IDC #US44514919e 3 

However, over time, expect a consolidation of players in this market segment through 

acquisitions, partnerships, or joint ventures. 

IDC MARKETSCAPE VENDOR INCLUSION CRITERIA 

The following is a list of vendor inclusion criteria that was used when selecting participants for this IDC 

MarketScape for North American DERMS strategic consultants and SIs: 

▪ The strategic consultant or systems integrator has worked with utilities in North America in the 

area of DERMS. 

▪ The strategic consultant or systems integrator has worked with utilities in at least three 

regional markets within North America (Texas, New York, California, Alberta, Ontario, etc.). 

▪ The strategic consultant or systems integrator has worked with at least three major North 

American utilities (e.g., investor-owned utilities [IOUs] or major municipal or electric 

cooperatives). 

▪ The strategic consultant or systems integrator has worked in at least three of the following 

core areas within DERMs: planning, forecasting, demand management, grid management, 

and transactive markets. 

ADVICE FOR TECHNOLOGY BUYERS 

When evaluating the investment in DERMS, utilities should consider the following: 

▪ To fully understand the capabilities and expenditures involved in implementing a DERMS, due 

diligence should occur in the following core areas of an end-to-end DERMS: planning, 

forecasting, demand management, grid management, and energy markets. 

▪ Be fully aware of the regulatory environment and the pace at which DERMSs are being 

implemented in your utility's footprint. There are many regional differences in the penetration 

of DERs and the regulations surrounding DERs that can impact investment decisions for both 

the electric consumer and the utility. 

▪ Evaluate current technologies, capabilities, and processes that are in place in your existing 

distribution management system (DMS) or advanced distribution management system that 

can be compatible with a DERMS to reduce costs and redundancy. 

▪ Consider and become familiar with the entire vendor ecosystem when investing in a DERMS. 

The vendors offering DERMS solutions have a wide range of capabilities. Implementation can 

be done by a signal vendor offering an end-to-end solution or by integrating several platforms 

from both technology vendors and systems integration firms. A firm understanding of costs 

and capabilities of offerings in the DERMS space can save a substantial amount of time and 

expenses. 

▪ Take a holistic approach in managing all of your generation assets including traditional fossil 

fuel units and all other forms of generation. DERMS mainly focus on DERs and renewable 

resources, but be sure to look at DERMS as an asset optimization technology that can help a 

utility in dispatching the entire generation fleet in the best economic and environmental 

manner to provide system reliability while producing the least cost of energy for your electricity 

customers. 
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VENDOR SUMMARY PROFILES 

This section briefly explains IDC's key observations resulting in a vendor's position in the IDC 

MarketScape. While every vendor is evaluated against each of the criteria outlined in the Appendix, 

the description here provides a summary of each vendor's strengths and challenges. 

Infosys 

Infosys is positioned in the Leaders category in this IDC MarketScape for North American DERMS 

strategic consultants and system integrators of 2020. 

Infosys' utilities practice has over 25 years of experience serving the industry helping power, gas, and 

water companies leverage automation and analytics to optimize operations and minimize overall costs. 

The Infosys North American utilities practice has long-standing relationships with some of the largest 

investor-owned utilities in the United States. Core areas of services Infosys provides span the utilities 

value chain with customer engagements in generation, energy trading, transmission and distribution, 

customer service, enterprise services, and consulting. 

Infosys' North American utilities practice is well known in the industry for its innovation, quality IT 

outsourcing, systems integration, and managed services. In the area of DERMS, Infosys has worked 

with customers to integrate new DERs with existing systems within utilities such as DMS and 

supervisory control and data acquisition (SCADA) along with customer information systems (CISs), 

automated meter infrastructure (AMI), meter data management (MDM), and OMS. 

Strengths 

The Infosys utility practice has a strong ecosystem of partners, which is becoming more important as 

of late, particularly in the area of DERMS. Strong alliances and partners in the utility industry have 

essentially become a necessity when engaging in DERMS projects as there are few true end-to-end 

offerings that exist from a single vendor. Infosys positions itself well with a solid ecosystem of alliances 

and partners in the utility space, which includes companies such as Microsoft, Oracle, SAP, IBM, 

ESRI, AutoGrid, GE, Nexant, OSI Soft, and Cisco. Infosys' utilities practice also leverages a sizable 

start-up innovation fund of Infosys, which identifies, invests in, and scales start-ups focused on AI, 

automation, Internet of Things, collaboration, and design. Infosys has also acquired design and 

CRM/CX companies like Brilliant Basics, WONGDOODY, Fluido, and Simplus to strengthen its digital 

offerings.  

Infosys' growth strategy is also strong in the area of DERMS, which includes the use of blockchain in 

transactional markets; aerial surveillance to improve asset inspection and vegetation management; 

asset health monitoring based on asset reliability, availability, maintainability, and sustainability 

(RAMS); and the use of utility network models to improve network tracing and grid connectivity. 

Infosys is developing a digital platform — "Urban Grid" — to model, manage, and optimize the future grid 

with distributed energy resources, EVs, and storage and also to enhance the experience of prosumers 

and the workforce. Broadly, the platform capabilities include grid modelling, grid management, grid 

resilience, and grid optimization. This platform will enable utilities to reimagine their value chain 

keeping in mind the realities of a rapidly evolving green economy through renewables, EVs, storage, 

and adoption of DERs.  

In addition, Infosys has a competitive product portfolio that is offered to utilities, which features an 

enterprise offering (EdgeVerve), open source big data analytics, SaaS application testing (Panaya), 
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omni-channel digital CXM (Skava), AI (Infosys Nia), and machine learning (acquired talent of 

SkyTree). 

A core strength for Infosys in the area of DERMS is the company's recent investments and emphasis 

on artificial intelligence and machine learning. Asset optimization and lower maintenance cost of both 

physical and digital assets will become a growing need for utilities as more DERs penetrate and 

disrupt the market. Key areas within utilities where Infosys is focused on AI-powered digital offerings 

include customer service, grid and assets, enterprise and workforce, and operations and supply. All of 

these core areas have the potential to enhance a utility's DERMS capabilities. 

Challenges 

Infosys could further elevate its marketing and go-to-market approach to display and elevate the 

awareness of its technology offerings and value these can provide up and down the value chain within 

utilities. Outside of Infosys' loyal customer base, the perception by some in the utility sector is that 

Infosys is a systems integrator and has a good reputation in outsourcing and managed services. The 

reality is Infosys can provide a lot of domain expertise, utility technology offerings, and guidance to the 

utility industry as a whole, and in particular, it can be an asset to utilities that are actively looking to 

implement DERMS. 

APPENDIX 

Reading an IDC MarketScape Graph 

For the purposes of this analysis, IDC divided potential key measures for success into two primary 

categories: capabilities and strategies. 

Positioning on the y-axis reflects the vendor's current capabilities and menu of services and how well 

aligned the vendor is to customer needs. The capabilities category focuses on the capabilities of the 

company and product today, here and now. Under this category, IDC analysts will look at how well a 

vendor is building/delivering capabilities that enable it to execute its chosen strategy in the market. 

Positioning on the x-axis, or strategies axis, indicates how well the vendor's future strategy aligns with 

what customers will require in three to five years. The strategies category focuses on high-level 

decisions and underlying assumptions about offerings, customer segments, and business and go-to-

market plans for the next three to five years. 

The size of the individual vendor markers in the IDC MarketScape represents the market share of each 

individual vendors within the specific market segment being assessed. 

IDC MarketScape Methodology 

IDC MarketScape criteria selection, weightings, and vendor scores represent well-researched IDC 

judgment about the market and specific vendors. IDC analysts tailor the range of standard 

characteristics by which vendors are measured through structured discussions, surveys, and 

interviews with market leaders, participants, and end users. Market weightings are based on user 

interviews, buyer surveys, and the input of IDC experts in each market. IDC analysts base individual 

vendor scores, and ultimately vendor positions on the IDC MarketScape, on detailed surveys and 

interviews with the vendors, publicly available information, and end-user experiences in an effort to 

provide an accurate and consistent assessment of each vendor's characteristics, behavior, and 

capability. 
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Market Definition 

Distributed energy resource management systems (DERMSs) are made up of hardware and software 

applications that provide utilities the ability to manage the distribution system. DERMSs utilize 

historical and real-time data that is analyzed and can provide insights and actions that can help 

integrate, manage, and control flexible and intermittent DERs and electric demand. The analysis and 

actionable intelligence derived are then applied in efforts to keep the transmission and distribution 

system in sync with an efficient and reliable supply and demand balance that optimizes both DERs and 

traditional centralized generation. 

LEARN MORE 

Related Research 

▪ Electric Vehicles: Opportunities and Challenges for Utilities (IDC #US45559819, October 

2019) 

▪ IDC PlanScape: Digital Transformation for Distributed Energy Resource Management 

Systems (IDC #US44528918, December 2018) 

▪ IDC MarketScape: North America Distributed Energy Resource Management Systems 2018 

Vendor Assessment (IDC #US41793416, August 2018) 

▪ IDC TechBrief: Distributed Energy Resource Management Systems (IDC #US42253317, 

January 2017) 

Synopsis 

This IDC study uses the IDC MarketScape model to provide an assessment of strategic consultant and 

systems integrator vendors participating in the North American 2020 DERMS market. This IDC 

MarketScape is an evaluation based on a comprehensive framework and a set of parameters that 

assess vendors relative to one another and to those factors expected to be most conducive to success 

in a given market during the short term and the long term. 

According to John Villali, research director of IDC Energy Insights, "As distributed energy resources 

(DERs) continue to penetrate regional power markets at higher levels, utilities must look at 

investments in DERMS in order to maintain system reliability and meet the growing demands of their 

electricity customers. DERMS can provide analysis and actionable intelligence that can be applied in 

efforts to keep the transmission and distribution system in sync with an efficient and reliable supply 

and demand balance that optimizes both DERs and traditional centralized generation." 

 



 

©2020 IDC #US44514919e 7 

About IDC 

International Data Corporation (IDC) is the premier global provider of market intelligence, advisory 

services, and events for the information technology, telecommunications and consumer technology 

markets. IDC helps IT professionals, business executives, and the investment community make fact-

based decisions on technology purchases and business strategy. More than 1,100 IDC analysts 

provide global, regional, and local expertise on technology and industry opportunities and trends in 

over 110 countries worldwide. For 50 years, IDC has provided strategic insights to help our clients 

achieve their key business objectives. IDC is a subsidiary of IDG, the world's leading technology 

media, research, and events company. 

Global Headquarters 

5 Speen Street 

Framingham, MA 01701  

USA 

508.872.8200 

Twitter: @IDC 

idc-community.com 

www.idc.com 

Copyright and Trademark Notice 

This IDC research document was published as part of an IDC continuous intelligence service, providing written 

research, analyst interactions, telebriefings, and conferences. Visit www.idc.com to learn more about IDC 

subscription and consulting services. To view a list of IDC offices worldwide, visit www.idc.com/offices. Please 

contact the IDC Hotline at 800.343.4952, ext. 7988 (or +1.508.988.7988) or sales@idc.com for information on 

applying the price of this document toward the purchase of an IDC service or for information on additional copies 

or web rights. IDC and IDC MarketScape are trademarks of International Data Group, Inc. 

Copyright 2020 IDC. Reproduction is forbidden unless authorized. All rights reserved. 


