
BIG DATA?

IT’S A
BIG DEAL.

How to Sell Big Data:
A Workload Playbook
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In a rapidly evolving market, it is clear that no universal 

de�nition exists for Big Data; although useful in many 

contexts, for example, even Gartner’s “3 V” model1  is 

frequently challenged. 

To a large extent, the only consistent theme is that Big Data 

involves organizations trying to �gure out how to cost-effectively 

leverage their ever-increasing information resources and data 

types, in a manner most relevant to advancing their business 

priorities.  In this context, CenturyLink Technology Solutions 

will deliver standardized Big Data services to optimize data 

storage, integration, and access, enabling organizations to 

easily gain business insights from extremely large, high-volume, 

and diverse information assets.

In addition to the delivery of Big Data solutions as a managed 

service, a set of Big Data professional/consulting services will 

also be available as part of the standard offer.  Details of 

these services will vary with each customer’s speci�c 

implementation requirements. 

The vast majority of IT decision-makers agree: Big Data is not 

a nice-to-have, it’s a must-have. Now. This playbook will help you  

to better understand the Big Data market, its potential, and how 

you can demonstrate to your prospects and existing customers 

that CenturyLink is their best choice. 

Big Data Workload

The CTS Big Data Workload de�nition: CenturyLink 

Technology Solutions is the premiere managed services 

provider for optimizing data storage, integration, access and 

analysis – enabling businesses to easily gain insights from 

large, diverse information assets.  

Introduction
What this playbook is about
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1 http://www.gartner.com/it-glossary/big-data/ 
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1. THE MARKET

OPPORTUNITY.

DATA.



Everyone is talking about Big Data. 
It’s time to join the conversation.
The Big Data market, like the data after which it’s named, is 

growing explosively. In fact, it represents the biggest new 

data management market opportunity in a generation.

The numbers are extraordinary. In 2014 alone, the IT spend 

driven by Big Data is expected to reach $44 billion. 

The challenge is that most businesses don’t have the infrastructure 

or resources needed to implement, integrate and manage a 

production Big Data environment – an environment that’s 

getting even larger and more complex with ever-increasing 

data types, volumes and sources. 
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Forrsights Business Intelligence, Big Data Survey Q3 2012



Everyone is talking about Big Data… (Cont.)
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It all adds up to a huge opportunity for you. The reason? 

CenturyLink Technology Solutions can provide your customers 

with a standardized platform and infrastructure to get the 

most value from their data assets, wherever that data resides. 

Moreover, a Big Data engagement is the thin end of the 

wedge: it can also help drive deeper and broader sales of 

CenturyLink infrastructure, network services, managed 

solutions and data services. 

Did you know?

Spend driven by Big Data will reach $44B 
by 2014.

Source: Gartner IT Services 

4



 

BIG DATA IS THE  
 CANDY STORE.

THE KIDS.
AND YOUR CUSTOMERS ARE

2. THE  CORE AUDIENCE 

Market       Audience       Value Prop       Use Cases       Competitive       Resources



The ability to aggregate disparate data sources to make better 

business decisions. Improve operational ef�ciencies. And 

transform customer relationships. 

No doubt, your customers already know about the potential of 

Big Data and the importance of the capability to their business, 

and are likely exploring the market now. But with so many 

options in front of them, like the proverbial kid in the candy 

store, they’re not really sure what to choose. 

Technology decision-makers have concerns about how they 

can leverage existing resources, help ensure security, and 

scale on demand. 

Here, we take a closer look at the technology decision-maker 

audience to gain a clearer perspective of their attitudes, needs, 

and desires. 

Your target clients, buyers and verticals

Your target audience for Big Data is wide and varied. The speci�c 

vertical markets mentioned here are our initial areas of focus, 

however, we can work with any vertical and provide value.

• Existing CenturyLink logo customers who require 

    enterprise-class infrastructure that scales for Big Data 

    initiatives. 

• Smaller customers who have enterprise-grade requirements 

    driven by a data-centric business model.

• IT buyers where Savvis has strong recognition/reputation, 

    and where our initial offering addresses IT’s needs for 

    extremely high-bandwidth connectivity, a secure, global 

    infrastructure and proven ITIL-based managed services.

• Prospects looking for help in developing and deploying 

    a Big Data strategy.
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Big Data’s got everyone excited.
Here’s what’s on your prospects’ minds today. 
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• Prospects that have tested Big Data solutions on premises, 

    but now need production strength to scale their initiatives.

• Financial services, consumer brands, and public sector. They 

    have more established use cases and view CenturyLink as a 

    strategic partner and thought leader.

• Other verticals, such as media and software and high tech.

• Prospects that have tried competitive managed services 

    but are now looking to productize their Big Data initiatives.
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Sweet spot:
 
Existing enterprise customers managing 
more than 5TB of dynamic data (data for 
analysis that changes regularly) who have 
already decided to use Big Data solutions.

Did you know? 
70% of surveyed IT decision-makers said 
that Big Data analytics is a key priority now 
or in one year.

Source: Commissioned study by Forrester Consulting for 
CenturyLink, October 2013
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Title: CIO, CISO, IT Director

Sector: Retail, Consumer Packaged Goods, Financial Services, Media or Government

Size of Organization: >5,000 employees 

VITAL STATISTICS

“Everyone’s talking about Big Data. I don’t want to 

talk about it. I want to do it. Now. But data volumes 

have grown way beyond what we can cost-effectively 

manage in-house. Our organization needs the insights 

now, and we know we need outside help, but what’s 

the actual cost – and how can we control it?”

Anatomy of a Technology Decision-Maker
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1_WHAT HE THINKS

“We have valuable data that is not 
accessible to us with our current 
technology. We need to �nd a way 
to tap into it.”

2_WHAT HE’S LOOKING FOR

“We don’t necessarily have the in-house 
expertise or systems to harvest all the 
data formats that exist. I’m looking for a 
solution that will help us do that, as 
soon as possible.”

3_WHAT HE FEELS

“We are constantly being reminded of 
how important Big Data is. If we can 
tackle it effectively, we’ll be heroes to 
our business counterparts, and 
indispensable.”

5_WHERE HE STANDS RIGHT NOW

“To have a production-ready Big Data 
solution that meets all the demands of 
the enterprise, we need more technology 
than we have in-house now. My job is go 
out and �nd it, in the most cost-effective 
way possible.”

4_WHAT HE CRAVES

“A Big Data solution that’s manageable, 
available, responsive scalable, adaptable 
and secure – at costs that �t my budget.”

1

2

3

4

5
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CenturyLink Technology Solutions’ initial market entry 
solution delivers managed services for comprehensive data 
storage and access, optimized for Big Data applications. 
Big Data Foundation Services provides a standard solution 
that sets the foundation upon which Big Data applications 
can be built. This service is comprised of a choice of 
fully managed Hadoop2 distribution, running on CTS 
infrastructure-as-a-Service, and leveraging the CenturyLink 
high-bandwidth network connectivity/security. Standard 
Foundation Services is delivered using CTS-owned 
equipment running in CTS data centers.  

Big Data Customers use these services as the “foundation” 
upon which their Big Data applications and use cases will be 
created for development, test and production environments.  
Foundation Services will be available to customers through 
the following deployment option:

What We Offer
Phase 1: Market Entry with Big Data Foundation Services
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Dedicated, persistent infrastructure a.k.a. “bare metal”: 
for customers who want to maintain a Hadoop environment 
on an ongoing basis and have requirements that prevent 
sharing of any infrastructure components.

The standard solution is based on Hadoop distributions/platforms3 
from MapR and Cloudera. All generally available Hadoop 
modules / extensions / projects supported by MapR and 
Cloudera are included as part of Foundation Services. 

The core solution elements will be virtually identical for 
green�eld implementations as well as for existing MapR or 
Cloudera implementations with the exception of migration 
services that may be required for pre-existing Big Data 
solutions. Some implementation details will vary depending 
on customer needs, but core solution elements will be 
standardized across all customers.  

2 Refer to glossary for Hadoop de�nition.

3 Vendor products based on Apache Hadoop are generally referred to as “distributions.” Vendors are increasingly 
  referring to their products as Hadoop “platforms.” The terms are used interchangeably in this document. 10



Big Data Foundation Services creates a standardized, secure 

and scalable offering for customers who seek a hosted, 

managed services model for all hardware, software, 

network connectivity and system management for their 

Hadoop environment.

Foundation Services will also include a set of professional/

consulting services that will vary based on individual 

customer requirements.

Offer Summary
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CTS Accelerates Big Data deployments by:

• Delivering Enterprise-Grade Infrastructure as a Service (IaaS)

        – Scalable compute and storage platforms

        – Software and security services

        – Managed services

• Secure high-bandwidth network connectivity to:

        – Access,

        – Manage,

        – Integrate

        – And process massive amounts of data

• Choice of fully-managed Hadoop Big Data platforms

        – Cloudera

        – MapR

• Consulting and Professional Services

        – Environment Planning

        – Migration and Implementation

        – Business case development

Did you know? 
“Organizations struggle most with knowing 
how to get value from Big Data compared 
with last year’s top challenge of governance. 
Obtaining skills remains a critical issue for 
one-third of organizations.”

Source: Gartner Survey Analysis: “Big Data Adoption in 2013 Shows 
Substance Behind the Hype”, September 12, 2013
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ONE BIG

ONE PLACE. 
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3. The CenturyLink Value Proposition

SOURCE.
ALL IN



A Big Data Solution that offers what your customers need 

today. And tomorrow.

Many enterprises that want a Big Data solution don’t have the 

infrastructure, expertise or budget to implement, scale and 

manage a mission-critical Big Data environment. 

They’re looking for a long-term, strategic partner that will make 

it easy for them to increase agility by unlocking value from all of 

their data resources. CenturyLink delivers this with best-in-class, 

fully integrated Big Data solutions that offer your customers:

1. Innovation 

• Adapt to changing market, competitive, technology and   

    economic conditions with strategic insights from 

    ever-growing data volumes

• Optimize management of all data assets to make better 

    business decisions in real-time

• Deploy new data-driven business strategies and proven 

    managed service approaches

2. Speed 

• Realize results sooner by compressing Big Data 

    implementation time

• Increase business value by quickly scaling use cases 

    and range of data sources

• Easily extend and integrate existing information 

    management capabilities

3. Reduced Risk 

• Avoid technology obsolescence in a highly dynamic market

• Control expenses with predictable cost models that flex 

    with your business

• Achieve continuity of mission critical operations with highly 

    available, secure and scalable solutions

• Leverage proven expertise in information management.

With a comprehensive Big Data solution that answers every major 

concern of technology and business decision-makers alike, CenturyLink 

is the logical choice. The Value Statements that follow will help you 

to more effectively deliver that message to your customers.
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CTS increases agility by unlocking value from all of our 

data sources. With CTS Foundation Services our customers 

accelerate innovation, reduce time to results and mitigate risk.  

How we help.
1. Lower Total Cost of Ownership 
CTS delivers a lower total cost of ownership with our 
Foundation Services by providing an initial setup at a 
non-recurring charge for hardware/software con�guration, 
Hadoop installation, Hadoop node con�guration and network 
configuration. Once configured and delivered customers 
move to a monthly recurring charge for management and 
administration of the infrastructure and Hadoop, 24x7 
support, Hadoop licenses and network connections. 
All of the above ensuring customers can take advantage 
of CenturyLink’s purchasing scale for software tools, 
licenses and datasets.

For Technology Decision-Makers
Value Statement
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2. Technical Talent Assurance 
Our best-in-class services, provided by our experienced data center 
teams design, build and maintain Big Data infrastructures while 
continually providing updates and transformation of data sets. 

3. Continuously available highly secure Big Data
Customers can leverage CenturyLink’s expertise in security and 
maintenance of highly available production environments, as 
well as CenturyLink Disaster Recovery solutions for redundancy 
and recovery. Scales in a linear capacity as businesses grow / 
additional data is produced.
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7 MORE REASONS FOR TECHNOLOGY 
DECISION-MAKERS TO CHOOSE 
CENTURYLINK*:
 

1. Manageability with tools that can monitor, diagnose, 
    and orchestrate all solution components.

2. Availability of data services to perform their functions 
    when needed.

3. Speed to perform queries and analysis that meet 
    business and user expectations.

4. Scalability to handle increasing and decreasing volumes 
    of data, jobs, and users.

5. Adaptability to easily change the solution to meet 
    new data requirements.

6. Security including authentication, authorization, 
    con�dentiality, integrity, and non-repudiation.

7. Lower costs to build, operate, and adapt the Big Data 
    solution without compromising business value.

Did you know? 
43% of surveyed IT decision-makers don’t 
know what their entire data universe 
contains, and expressed a need for new 
ways to explore data so that they even 
understand what they’re looking for.

Source: Commissioned study by Forrester Consulting for 
CenturyLink, October 2013

*Source: Forrester Research, “Is Your Big Data Solution Production-Ready?”, January 2014 15



REAL-WORLD

SCENARIOS.

SOLUTIONS.
REAL
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4. Use Cases



CenturyLink’s global hosting footprint serves as the foundation for our Big 
Data Services, helping to address your customers’ computing and budget 
requirements. Here are two scenarios that IT decision-makers are dealing 
with today – and how you can help them meet their challenges with a 
CenturyLink Big Data solution.

Perspectives on the challenges our customers face – 
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and how you can help solve them.
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Technology Decision-Maker 
Scenario 1

Situation: Manufacturer struggling with the complexity and 
cost of Big Data as an in-house skill set. IT organization was 
challenged to: provide more value to customers from current 
data sets and collaborate with partners to provide new 
applications and services to drive value to customers. IT knew 
that these new challenges would only increase the amount of 
data that they currently stored, managed and accessed.    
 
Solution: Managed Hadoop. Use Hadoop to scale out IT 
infrastructure to support new data requirements increasing 
data access and availability, security and manageability.
 
Business Outcome: 1) Cost-effective platform that 
scales linearly, 2) Improved data agility, access and flexibility, 
3) Eliminated CapEx costs during application development.

Technology Decision-Maker 
Scenario 2 

Situation: A �nancial services institution used to capture 
5% of its network data and retain it for 90 days. Due to 
changes in federal regulations they must now capture 100% 
of network data and retain it for a minimum of 2 years. The 
current data warehouse only con�guration did not support 
the multiple data sources, both structured and unstructured, 
that the organization increasingly needed to support. The 
organization needed to: 1) store structured and unstructured 
data for longer periods of time, 2) increase the speed of 
access to these different types of data, 3) provide a common 
platform that was easily accessed by all users regardless 
of physical location.  

Solution: Managed Hadoop. Use Hadoop to bolster current 
data warehouse con�guration to support multiple data types, 
longer retention periods and speed of queries to data sets. 

Business Outcome: 1) Compliance with government 
regulations, 2) Improved data agility, 3) Broader access to data
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HOW TO START A 

CONVERSATION
KEEP IT GOING.
WITH YOUR PROSPECTS AND THEN
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5. Helpful Advice
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What Your Prospects are Thinking
• “I know I need a Big Data solution but don’t know where 

     to start. I need a provider to help with my strategy.”

• “I know Hadoop is not an island and must connect with 

     other data sources to provide value, but I don’t know how 

     to do it. Please implement and manage this for me.”

• “I know Big Data will be big. I need a provider who can 

     help me scale cost-effectively.”

• “I don’t have the skills or budget (people/technology) to 

     implement/manage Hadoop and I need to deploy a 

     Big Data solution quickly.” 

• “How can I make sense out of all my structured, unstructured 

     and semi-structured data assets?”

• “How do I make information more transparent and usable?”

• “How can I use this new fact-based knowledge to understand 

     which business levers to adjust and at what time?”

• “How can I understand the variability in business operations 

     to boost performance and productivity?”

• “How can I leverage the nuanced information about 

     customer buying habits to precisely tailor and develop 

     more compelling offerings?”

• “How can I ensure that access to data is available only 

     to speci�cally authorized users?”
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Questions to ask and steps to take to
help accelerate your sales process.

To assist you in your discovery efforts with target prospects in the area of Big Data, 
we’ve created a series of questions. In our experience, they will help to initiate a 
great discussion that will yield fantastic insight into the prospect/clients current 
status or perspective in the B2C space.

6. Do you have the capacity to scale your Big Data environment 
    if the demand from business units explode?
7. As you experience success with Big Data, are you prepared 
    to invest signi�cantly in hardware and Big Data experts to 
    manage a growing Hadoop environment? 
8. Once the data gets to a certain size, it’s very difficult to 
    move. Do you have any concerns about how to handle peak 
    usage for seasonality?

1. How do you plan to approach data-intensive business problems 
    and Big Data strategy development and proof-of-concept?
2. Have you developed an approach for ensuring enterprise-
    wide consistency in infrastructure and data retention rules?
3. How do you plan to retire antiquated data systems and tools?
4. Do you have a growing volume of unstructured data?
5. Do you envision having all the resources you’ll need to 
    support your Big Data initiative as it grows and scales, 
    including data mining and storage capacity? 

Questions to ask

21



Market       Audience       Value Prop       Use Cases       Competitive       Resources

9. Would it be helpful to be able to support this type of usage 
    without having to build out an infrastructure for peak volume?
10. Have you thought about how to secure data as it moves 
      from one location to another?
11. Do you need help in connecting Hadoop with other information 
      sources to provide value, and help managing the environment?
12. Would an OpEx model for Big Data work better for your 
      business than a CapEx model?

Did you know? 
65% of surveyed IT decision-makers believe 
that integrating Big Data solutions in a 
complex, heterogeneous data management 
environment will be their biggest challenge.

Source: Commissioned study by Forrester Consulting for 
CenturyLink, October 2013
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Steps to take
Every person’s selling style is different, so please think of 

these steps as a guide only. You may be equally effective using 

other techniques, however, we have found that this seven-step 

plan to be an effective way to reach prospects, raise their 

interest, and move them further along in the sales process, 

whether you’re a “Hunter” (i.e. looking for new customers) or a 

“Farmer” (upselling existing customers).    

STEP ONE
Learn about the workload in detail
Take the time to explore the speci�cs of the workload, take the 

appropriate training (if applicable), and familiarize yourself with 

the messaging.

 

STEP TWO
Review and understand all marketing activities
It may be a regional trade show, an email campaign, a 

webinar or a banner ad. Familiarizing yourself with all marketing 

efforts, including the Marketing Calendar and Marketing Plan 

of Action, will help you to perceive the product as your prospects 

may perceive it, and will help you to anticipate any questions 

they may have.

STEP THREE
Identify marketing leads and contacts
Double-check your list of leads and contacts in Salesforce.com, 

Eloqua, and your Regional Marketing Manager, to ensure they 

are aligned. This will help you to avoid duplicating any efforts 

already undertaken by the marketing group.
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STEP FOUR
Identify IT prospects based on
workload target market
This list of prospects should of course differ from those you’ve 

identi�ed in Step 3. For example, they can come from searching 

your own list of contacts, LinkedIn, professional association 

membership lists, networking events, and many more.

STEP FIVE
Enter your identi�ed prospects
into salesforce.com
Adding these contacts to Salesforce.com will ensure they will 

receive all appropriate marketing messages, moving them 

further down the sales pipeline. Be sure to include all pertinent 

details: name, title, address, phone, and email.

STEP SIX
Maintain a detailed prospect
touchpoint activity list
However you choose to contact the prospect – email, phone 

call, event invitation, or white paper offer – keep a record 

of when you did. This will help you to know the appropriate 

follow-up message to continue your dialogue with the 

prospect, versus being repetitive with your messaging.

STEP SEVEN
Prepare a detailed follow-up plan
Of course, you should be contacting your prospects regularly. 

Keeping a detailed follow-up plan will help you to schedule 

your time appropriately, making contact with your prospects 

at times suitable to them, and to you.

Steps to take (Cont.)
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FACTS.
FIGURES.
IDEAS.
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6. Resources



Articles. Blogs. Videos. Reports. Whitepapers. Websites. Here, we’ve pulled 
together a variety of sources to help give you a comprehensive survey of the 
B2C Websites and eCommerce landscape today. Dive in: the deeper you go, 
the more gold you’ll �nd.

Brochures and Sales Sheets

“Hit the accelerator on Big Data Deployments”
“Big Data Sales Training Presentation – Internal”
“Big Data Sales Battlecard – Internal”
“Big Data Brochure”
“Big Data FAQ”

Research

”CGT Big Data Adoption Research Survey-External” 
”Internal Big Data Tech Trends” 

The more you know, the more you’ll sell.
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https://savvislink.savvis.com/docs/DOC-10513
https://savvislink.savvis.com/docs/DOC-10238
https://savvislink.savvis.com/docs/DOC-9905
https://savvislink.savvis.com/docs/DOC-10515
https://savvislink.savvis.com/docs/DOC-9904
https://savvislink.savvis.com/docs/DOC-10512
https://savvislink.savvis.com/docs/DOC-9945


Best of The Web

”Big data the next frontier for innovation”
“What is Big Data?”
“The Age of Big Data”
“Meet the New Boss: Big Data”
“Big Data Helps Walgreens Treat Walk-in Patients” 
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Need more? Get more at 
CenturyLink SalesLink and 
Competitive Information Portal
 
For additional information, sales tools and sales 
materials, visit SalesLink – our online resource 
hub for the CTS sales organization.

For links to analyst information, newsfeeds and 
competitive intelligence, visit our Competitive 
Information Portal. 
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http://www.mckinsey.com/insights/business_technology/big_data_the_next_frontier_for_innovation
http://www.webopedia.com/TERM/B/big_data.html
http://www.nytimes.com/2012/02/12/sunday-review/big-datas-impact-in-the-world.html?pagewanted=all
http://online.wsj.com/news/articles/SB10000872396390443890304578006252019616768
http://www.cio.com/article/746407/Big_Data_Helps_Walgreens_Treat_Walk_in_Patients?source=IDGENTERPRISENLE_nlt_insider_2014-01-30
https://savvislink.savvis.com/welcome
http://bi.qintra.com/strategyportal/default.aspx?
http://bi.qintra.com/strategyportal/default.aspx?



