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Summary 

Catalyst 

It is happy hour in the business intelligence and analytics market. There is strong demand for 

solutions that cater to the underserved business user, primarily by lowering the complexity barrier to 

analytics (and data) and helping users actually apply analytics to their business. Domo, a cloud-based 

business analytics company that emphasizes visualization and collaboration, caters to this need. 

Having executed perhaps one of the most successful marketing campaigns in its industry, the vendor 

has managed to capture and hold investor, customer, and market interest for the last five years. Its 

strategy of extreme nondisclosure changed in 2015 when the start-up came sprinting out of stealth 

mode and announced new funding, new customers, and an ambitious product roadmap. 

Key messages 

 Fully cloud-based, scalable analytics solution leveraging Amazon Web Services, with 

visualization and dashboarding capabilities.  

 Includes custom templates for functions such as marketing, sales, and finance.  

 Positions itself as a single source for all business-relevant data, both on-premise and cloud, 

and also materializes all data as physical objects .  

 Differentiates on rapid connection to data sources, collaboration, and easy dashboarding 

capabilities.  

 Does not currently offer sophisticated predictive analytics functionality natively, but can be 

used with third-party applications.  

Ovum view 

Domo pulled off one of the most unusual (but successful) marketing and product strategies ever 

witnessed in the start-up world. It maintained complete radio silence about the company/product until 

2015, while managing to attract significant capital and enviable logos as customers. Ovum believes 

the company and its product are now ready for prime time; Domo has the potential to significantly 

grow its customer base and revenue over the medium term. 

The analytics market remains crowded. In Ovum's opinion, Domo differentiates by helping 

organizations solve a large number of business issues, rather than providing a set of task-specific 

tools. Unlike many of its competitors, Domo is making a platform play for the market, by helping users 

perform tasks ranging from data integration, ingestion, wrangling, and transformation, to analysis and 

sharing with one product. The product has chosen to be a data aggregator, providing a complete 360-

degree view to the customer and allowing business users to get maximum value out of the data. 

Ovum considers the intuitive nature of the platform to be a big positive, especially with in-context 

collaboration (Yammer/Facebook meets exploratory analytics) and the "clickable-thumbnail-with-links" 

approach to data sets. 
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Recommendations for enterprises 

Why put Domo on your radar? 

Domo will appeal to organizations or departments that want to (re)build their analytics environment to 

enable dashboarding, analysis, and collaboration, but without the integration pain points associated 

with building a best-of-breed technology stack. Ovum finds that business users value the solution's 

start-to-finish approach – once data has been connected to Domo, it is extremely easy for the 

uninitiated user to work independently of a fixed schema or semantic structure, or to build them on the 

fly; they can also blend data and enable rapid charting, dashboarding, and self-service access. 

Enterprises looking to position analytics as an engagement channel, especially as it relates to 

monitoring specific KPIs, setting thresholds for automatic alerts, and getting machine-generated 

recommendations to consider additional data or collaborators, will find Domo to their liking.  

Highlights 

Background 

Domo was founded in 2010 by Josh James, a well-known figure in the web analytics market. Josh 

cofounded web analytics company Omniture in 1996, which was subsequently acquired by Adobe 

Systems for $1.8bn. Domo traces its origins back to a company called Shacho, Inc., which acquired 

Corda Technologies in 2011 and subsequently grew to offer data visualization, analytics, and 

collaboration capabilities in the form of its current product. 

Because of its lineage, the company has managed to attract high-profile investors, with a total of 

$450m in funding so far, including funding from Salesforce founder Marc Benioff. The US-

headquartered company employs more than 600 people and has more than 1,000 customers.  

Domo sells via two primary models: direct for internal enterprise usage, and through value-added 

partners. Licensing is offered on a subscription basis.  

Current position 

The market for dashboarding and analytics is currently extremely fragmented. A plethora of new 

vendors offer visual, exploratory analytics on data, but do not cover data management, governance, 

or collaboration. Even traditional business intelligence vendors have established beachheads in the 

cloud analytics market, focusing primarily on offering additional analytics capabilities (as add-on 

products) across their business intelligence and business applications solutions/clouds (such as for 

human resources, finance, and marketing).  

Domo's strategy is to provide an all-encompassing analytics environment that takes the customer 

from data acquisition to application delivery via a data preparation, charting, and collaboration route. 

The solution can query data sources both inside the firewall or on the cloud, through a range of 

options such as a locally installed query workbench that passes result sets via an API, or directly on 

data imported in the cloud. At this point, Domo does not support federation or query pushdown. To 

remain successful over the longer term, Ovum believes the vendor must continue to innovate, or at 

least mirror market developments in each of the constituent modules/functionality areas inside Domo. 
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Ovum feels the provision of external data as a service and the addition of basic predictive capabilities 

should be top priorities for the company. 

Domo's unique positioning is both an advantage and a challenge. The platform is flexible and can be 

applied to many use cases, but given this versatility, it could be difficult for salespeople to clearly 

articulate the solution's value to business users across a variety of functions. Although Domo has 

managed to develop some custom content for sales, marketing, and finance, Ovum believes it 

requires continued investment in content and industry expertise, primarily through developing strong 

partnerships with service providers and consultants. 

Data sheet 

Key facts 

Table 1: Data sheet: Domo 

Product name Domo Product classification Reporting/analytics 

Version number Rolling Release date April 8, 2015 

Industries covered Mostly horizontal Geographies covered US, EMEA, Latin America, 
Asia-Pacific  

Relevant company sizes Large to midsize, and 
departments of large 
enterprises 

Licensing options Subscription 

URL www.domo.com Routes to market Direct, partners 

Company headquarters American Fork, Utah, US Number of employees 600 

Source: Ovum 

Appendix 

On the Radar 

On the Radar is a series of research notes about vendors bringing innovative ideas, products, or 

business models to their markets. Although On the Radar vendors may not be ready for prime time, 

they bear watching for their potential impact on markets and could be suitable for certain enterprise 

and public sector IT organizations. 

Further reading  

Making the Business Case for Self-Service Analytics,IT0014-002990 (February 2015) 

A Practitioner's Guide to Self-Service BI and Analytics,IT0014-002967 (December 2014) 

2015 Trends to Watch: Business Intelligence and Enterprise Performance Management,IT0014-

002945 (October 2014) 

Ovum Decision Matrix: Selecting a Business Intelligence Solution, 2014–15,IT0014-002923 (July 

2014) 



 On the Radar: Domo    

 

 

© Ovum. All rights reserved. Unauthorized reproduction prohibited. Page 5 

 

 

Author 

Surya Mukherjee, Senior Analyst, Information Management 

surya.mukherjee@ovum.com 

Ovum Consulting 

We hope that this analysis will help you make informed and imaginative business decisions. If you 

have further requirements, Ovum’s consulting team may be able to help you. For more information 

about Ovum’s consulting capabilities, please contact us directly at consulting@ovum.com. 

Copyright notice and disclaimer 

The contents of this product are protected by international copyright laws, database rights and other 

intellectual property rights. The owner of these rights is Informa Telecoms and Media Limited, our 

affiliates or other third party licensors. All product and company names and logos contained within or 

appearing on this product are the trademarks, service marks or trading names of their respective 

owners, including Informa Telecoms and Media Limited. This product may not be copied, reproduced, 

distributed or transmitted in any form or by any means without the prior permission of Informa 

Telecoms and Media Limited. 

Whilst reasonable efforts have been made to ensure that the information and content of this product 

was correct as at the date of first publication, neither Informa Telecoms and Media Limited nor any 

person engaged or employed by Informa Telecoms and Media Limited accepts any liability for any 

errors, omissions or other inaccuracies. Readers should independently verify any facts and figures as 

no liability can be accepted in this regard – readers assume full responsibility and risk accordingly for 

their use of such information and content. 

Any views and/or opinions expressed in this product by individual authors or contributors are their 

personal views and/or opinions and do not necessarily reflect the views and/or opinions of Informa 

Telecoms and Media Limited. 
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