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Key Headlines
The Market

Demand remains steady but buyers’” expectations are changing

The LMS is very much alive and there is sustained demand for learning systems. But there is increasing
demand for more social, more mobile and more engaging learning experiences. Buyers are seeking higher
engagement learning solutions. Greater corporate demand for a consumer-like user experience and high-
impact learning is leading to market disruption as buyers look to up the level of engagement in their

solutions. Systems focused on training administration rather than engaging learners must respond.

Talent management continues to influence strategic learning systems selection

Enterprise-size organisations are increasingly favouring modular solutions that support multiple aspects of
the talent management lifecycle, rather than standalone learning platforms. However, buying full suites is
still the exception in Europe rather than the norm, and there many contexts for learning which talent and HR

is currently not relevant, e.qg. extra enterprise.

Learning systems are becoming more popular with smaller organisations

The LMS has also transitioned from the preserve of the enterprise to that of smaller customers too.
Focusing on ease of use, speed of deployment, low cost and high satisfaction, a number of suppliers have
successfully created a new market niche - often paring down larger solutions and cost - to bring digital

learning to a wider audience.

New entrants are focusing on next gen learning innovation and impact

In a counter trend to the shift of larger systems vendors towards talent management, newer learning system
entrants (such as Fuse, Docebo and Growth Engineering) are making positive ground with a diet of next
generation learning tools, particularly social, video and mobile. In larger customers, adoption of these
systems is often incremental to the corporate LMS, but mid-sized customers are increasingly looking at

these solutions to cover all their learning bases.
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Buying an empty learning environment is becoming less attractive for buyers

Once upon a time, buyers bought learning systems then desperately tried to fill them with content to create
a destination worth visiting. More and more, buyers are looking to simplify and accelerate their acquisition of
off-the-shelf content by looking for providers with pre-stocked content libraries. Providing high quality

learning experiences ‘out of the box  is going to become a differentiator for learning systems providers.

Training solutions for the extended enterprise continue to grow

Greater interest in extended enterprise solutions is creating a new tier of platform providers and challenging
the existing LMS offering beyond e-commerce functionality. The main corporate LMS players are not

always the winners in the B2B race.

Legacy platform customers continue to migrate to Saa$S and the Cloud

The corporate use of on-premise learning system deployments is declining, as are the supply options for
this type of solution. Most new learning system implementations are in the Cloud, although Eastern Europe,
the Middle East and Asia lag behind due to local data protection restrictions. In the wake of the European
Court of Justice ruling on Safe Harbour and data privacy, customers with non-EU data hosting agreements

need to urgently create alternative arrangements.

Solution Trends
Mobile needs to be a standard feature for ALL learning systems -

Mobile is an entry level feature for buyers of learning systems and most vendors have added mobile
functionality accordingly. Responsive design has become a core requirement for buyers too. Reworking
content to deliver in different formats is an expensive non-starter, and learning systems need to be able to

connect to learners wherever they are.

Consumer UX is now an entry level requirement

The consumerisation of the learner interface is improving the quality of the learner experience, but there are
still massive opportunities for improvement — especially in managing learning paths and integrating content
portfolios. Richer portal experiences with widgets and flexible configurations are in demand from buyers, as

is personalisation of delivery. On top of this, more buyers are investing in brand alignment, look and feel.
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User engagement functionality will become more and more important

User engagement features such as gamification still remain a niche requirement that is still seldom adopted
extensively by customers, but used in small silos, e.g. to incentivise specific programme completion. Using
machine intelligence to deliver personalised marketing-like strategies for stimulating and supporting

learning will transform the engagement story in the near future.

Impactful analytics, big data and machine intelligence becoming a reality

Good analytics is a major focus for decision makers, and vendors that have invested here are starting to
become more strongly differentiated. There are a few leaders, but most lag far behind in extending the
impact of analytics and machine intelligence to support managers and learners. As analytics also moves to

automated L&D benchmarking across customers, the power of data is going to be increasingly influential.

Open APIs are the new norm

Providers that offer canned integrations and have a track record of successful integrations with core HR and
business systems have a critical advantage. But increasingly, providers are also opening their APls to build

richer ecosystems of solutions around them.

Compliance is still a core driver for learning system selections

Despite the broader shift to learner engagement, compliance still continues to be a core driver for many
learning system projects. But within this, there is a shift from compliance through ‘attendance’ to

‘competence’ and the need for on-the-job assessment.

Learning Record Stores and xAP! are yet to come of age

The Learning Record Store (LRS) is still a tick in the box in corporate requirements rather than a central
driver for buyers. There are some signs this might change, but as yet, the LRS v LMS debate is not really
impacting core learning systems decisions. So far, LRS’s are a niche approach for specific projects rather
than a company-wide strategic approach. As a consequence, despite growing interest, there is a growing
risk that xAP| might become the new SCORM 2004; some great ideas but a backwater that fails to build

significant adoption in reality. Until providers start to bring a compelling business case and truly ground-

- ’
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