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An SFG℠ Analysts Take

A. Putting Things in Perspective: Details of the Deal

On October 8, 2019, IFS, the Sweden-based global enterprise applications company, announced that it 
had signed a definitive agreement to purchase global software company, Astea International (USOTC: 
ATEA). According to the joint press release published that day, “The transaction will enable the combined 
company to serve more customers in more markets, through a broader network of the best talent and 
partners in the industry”.

The primary rationale for IFS leading up to the acquisition was “to strengthen [the company’s] global 
leadership in [the] Field Service Management business.” It also believed that the “Combined company 
will have strengthened leadership position in Field Service Management (FSM) by integrating two of the 
most established and well recognized players in the market.”

Background information provided in the release included, “IFS has driven significant organic growth of its 
field service software business, with license revenues increasing by 119%* YTD 2019 [* H1 2019 vs. H1 
2018]. By combining with Astea, IFS will further expand its global footprint beyond its more than 10,000 
customers worldwide, of which 8,000 are in service management. In 2020, IFS anticipates FSM license 
revenues to grow at more than 40%, approximately 80% of which are forecast to be recurring.

“The press release went on to say that, “For years, IFS has provided customers in its focus industries 
solutions that can support a massive range of service management work, from highly complex field 
service operations, through to transactional field routing functions. By adding Astea to its already robust 
platform, the combined company will be in an even stronger position to take advantage of major industry 
trends like servitization to drive more value for customers in all focus industries.

“With a similar heritage of rich customer and industry focus, and decades of market expertise, Astea 
serves midsize and large enterprise customers in Telecommunications, Controls & Instrumentation, Fire 
& Security, Medical Devices, Manufacturing, Industrial and Retail Equipment verticals. Astea’s customers 
include blue-chip global brands [e.g., Fujifilm North America, Konica Minolta, Kyocera Document 
Solutions, and others], and Fortune 500 companies across the globe.”

According to IFS CEO,  Darren Roos, “Both organizations, our customers, partners and employees will 
benefit from our collective domain expertise. Astea CEO Zack Bergreen and his team have built a well-
recognized FSM player with fantastic blue-chip customers, highly talented employees and a sophisticated 
product offering. With this acquisition, we will build the most attractive FSM offering in the industry 
today to push ourselves to do more for our customers. When it comes to customer value, this 
combination is absolutely greater than the sum of its parts.”

Zack Bergreen, CEO and Founder of Astea, noted, “We’ve long admired IFS’s growth and global scale and 
know that they share our customer-centric approach to Field Service Management. I am grateful for the 
commitment our employees have demonstrated, which has enabled today’s transformative 
announcement. As I’ve gotten to know Darren and his management team during this process, I can say 
I’m looking forward to working with the entire IFS organization to offer our customers the best Field 
Service Management solutions on the market.”
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The press release concluded by stating that, “IFS’s recognition in Field Service Management has been 
validated by global research firms like Gartner, who has consistently placed IFS in the Leader Quadrant 
of its Magic Quadrant for Field Service Management Software since 2014. Astea is among the few 
vendors in market who has secured recognition from Gartner for its strong product capabilities and 
loyal base of global players.”

The transaction had been unanimously approved by Astea International’s Board of Directors, and is 
subject to the approval of Astea’s shareholders, including Astea’s controlling shareholder, the CEO and 
Founder, who, along with the CFO, has already signed a voting agreement in support of the transaction. 
The transaction is expected to close sometime in Q4 2019. 

It is noted, however, that on October 14, 2019, the former Attorney General of Louisiana Charles C. Foti, 
Jr., Esq., and the law firm of Kahn Swick & Foti, LLC (“KSF”) began an investigation of the proposed sale 
of Astea International to IFS Americas, Inc. The basis of the investigation is that, “Under the terms of the 
proposed transaction, shareholders of Astea will receive only $12.00 in cash for each share of Astea that 
they own. KSF is seeking to determine whether this consideration and the process that led to it are 
adequate, or whether the consideration undervalues the Company”.

The attorneys have proposed to all interested parties that, “If you believe that this transaction 
undervalues the Company and/or if you would like to discuss your legal rights regarding the proposed 
sale, you may, without obligation or cost to you, e-mail or call the KSF Managing Partner, Lewis S. 
Kahn, … to learn more.” However, this investigation is not expected to impact the final negotiations 
related to the closing of the proposed deal.
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B.  Characteristics of Astea that Will Contribute to a Strengthened IFS 

As part of its online PeerInsights reports, analyst firm, Gartner, compared customer product reviews for 
both the Astea and IFS FSM offerings. The Astea data were collected in July-August, 2018; and the IFS 
data were collected in August, 2018 and September, 2019 – so the comparisons are not necessarily 
apples-to-apples.

Among the favorable reviews for each company’s products are the following:

IFS

• The FSM product supports our large variety of service offerings – IFS FSM is a great product that 
supports the vast majority of our processes within its baseline functionality. For as long as I have 
been involved, I have enjoyed working with IFS employees, they are knowledgeable and helpful. 
(September 27, 2019)

Astea

• Excellent Operations Tool – Astea has been very responsive to our wants and needs. They have 
worked with us to fix issues and customize Alliance to meet our needs. Some issues we had with 
Alliance we felt were design flaws and they felt were customization requests, but we were able to 
negotiate a good middle ground in terms of cost. (July 26, 2018)

Among the critical reviews for each company’s products are the following:

IFS

• Super Flexible System, but limited implementation services – The solution is very configurable, but 
they are not very familiar with the HVAC industry. Accordingly, they think we are asking for 
customization to conform their system to our processes. We are trying to convince them that the 
stuff we want is standard practice in the HVAC Services industry. (August 2, 2018)

Astea

• Good software product, let down by badly executed consultancy / implementation support – The 
software is of a good standard and is very extensive in functionality, but the implementation was 
very difficult, partly due to the integration into an existing ERP. Some of the initial consultation was 
badly executed, focusing intensively on trying to replicate existing processes rather than looking at 
how the business could evolve to exploit all aspects of the system. This has led to a convoluted 
process in realizing the benefits and ROI associated with the software. Some features which we were 
told were core, have had to be "customized" at significant cost, even though they appear to be 
simple remapping of existing functionality. The cost seems to have increased markedly during the 
relationship, and has now got to the point where deployment of basic features is cost prohibitive. 
From a technical standpoint the support provided by Astea has been good, but they lack empathy 
from a user perspective and don't have the vision to assist customers in maximizing the benefits. I 
believe this is a serious weakness which hampers the success of the software. (August 13, 2018)
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FeaturedCustomers characterizes the FSM offerings of the two companies in the following manner:

IFS

• IFS Applications is a cloud-hosted ERP tool that empowers companies to integrate processes and 
data across multiple locations and departments. It provides modules for supply chain management, 
project management, asset management, and more.

IFS Applications enables the user to handle end-to-end asset lifecycle within a large company. The 
solution delivers capabilities for reporting, business intelligence, CRM, document management, 
human resources, and financial operations. It is deployed by enterprises in industries such as 
manufacturing, aerospace, drilling, oil and gas, engineering, and construction.

The software’s user interface allows users to organize roles and tasks, and reflects navigational 
conventions found on the Internet. Users can easily customize the solution for their job role and 
work environment. The application integrates with MS Office and other productivity platforms.

Benefits of the IFS Offering:

• Single Integrated Product – IFS Applications is a unified product that supports the management of 
four main processes: supply chain, project, manufacturing, and asset and service. Combined with 
horizontal systems such as CRM, HR, financials etc., it is a complete ERP package for the 
organization’s business requirements.

• Improve Your Productivity – The platform offers an efficient, intuitive, and attractive user 
experience, enabling users to effortlessly find what they require for their job. This means spending 
less time dealing with the software and more time on important business work.

• Choose What You Need – FS Applications’ design is based on the principles of successful 
manufacturers — the production and assembly of components. This means users can select only the 
business components they require and they can always add new ones as per evolving needs.

• Designed for Change – The software allows users to remain agile and ready for evolution and change 
without disturbing the implemented system. The platform is built for change and includes best 
practices with a commitment to established products and standard technologies.

• Other Benefits – IFS software offers deep functionality in a broad suite that includes CRM, human 
capital management, and financials. Its intuitive user interface can be accessed from any device and 
provides an enjoyable and engaging work experience. Users can select from on-premise installation, 
IFS Managed Cloud, Software-as-a-Service (SaaS), and cloud service models. Finally, IFS offers real-
time data capture and IoT technology for predictive service and maintenance.

Principal Product Features:

• Room booking management
• Resource scheduling
• Real-time scheduling
• Multi-location
• Group scheduling
• Facility scheduling
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• Employee scheduling
• Class scheduling
• Automated scheduling
• Appointment scheduling
• Alerts/notifications
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Astea

Astea Alliance Enterprise is a field service management and mobility solution for large service 
companies. It empowers them to manage the entire service lifecycle, from the first client call to 
invoicing, product replacement, asset retirement, and closure of work orders. Customers can deploy 
the platform in the cloud or host it on-premise.

Alliance Enterprise can used to combine planning and optimization of preventive maintenance, 
break/fix, predictive, remote, and project-based work orders across a contingent, third party, and native 
(W2) workforce.

Astea Alliance offers modules for mobile workforce management, asset management, service 
management, and customer management. Customers can buy these integrated modules as a part of 
the software suite or as standalone solutions. The suite’s capabilities include depot repair, project 
management, forward and reverse logistics management, and workforce scheduling tools. The vendor 
offers timely support via phone, live chat, and e-mail.

Benefits of the Astea Offering:

• Powerful Automated Features – Astea’s mobile workforce and service management platforms 
deliver robust automated capabilities than can improve and streamline field service activities – via
on-premise or cloud. Field engineers can automate workflow to efficiently document and complete 
assignments, handle vehicle assets, record expenses, and make added revenue via add-on sales 
during a client contact.

• Mobile Capabilities – Applications notify dispatchers about minimum response times as per contract 
and speed up coordination of field team activities in repair parts logistics, dispatch, scheduling, and 
matching. This process can be automated by using real-time scheduling optimization. Field teams can 
utilize mobile apps to receive, record, and report assignments, and also eliminate paper reporting, 
service delays, and manual procedures.

• More Benefits:
- Enhance Productivity – increase dispatch to technician ratio, optimize resource planning, and 

eliminate paperwork.
- Boost Revenues – complete more jobs each day and speed up invoicing.
- Slash Costs – eliminate/minimize Service Level Agreement (SLA) penalties and reduce fuel/travel 

expenses and inventory costs.
- Differentiate Your Brand – improve your image/brand and boost employee/customer retention 

and satisfaction.
- Focus on Quality and Continuous Improvement – instant access to pertinent info (MTTR, failure 

analysis, parts usage, and service histories), ensure accurate data recording, time and expense 
tracking, and real-time reporting.
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Principal Product Features:

• Asset tracking and management
• Assisted scheduling and dispatch
• Business intelligence/dashboards/scorecards
• Contract and warranty management
• Customer management
• Customer self-service
• Depot repair management
• Field sales quotes
• GPS tracking/Google maps
• Inventory management

As can be seen by these side-to-side comparisons, the FSM product offerings of the two companies 
clearly compliment each other and, in total, provide a much more complete package of product, service 
and implementation capabilities.
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• Knowledge management
• Mobile apps (online and offline) for any device
• Mobile workforce management
• Parts management
• Project management
• Real-time scheduling optimization and automation
• Sales order processing
• Third party vendor/subcontractor management
• Work order management
• Workforce capacity planning
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C.  Market Analysts’ Initial Reactions to the Acquisition

ComputerWeekly reports that “IFS is known for its industrial cloud software deployments with a specific 
focus in areas including Field Service Management (FSM), Enterprise Asset Management (EAM) and 
Enterprise Resource Planning (ERP) systems,” and that IFS CEO, Darren Roos, “staged his keynote 
presentation [i.e., at the 2019 IFSWorld conference on the day the acquisition was announced) in his 
typically direct South African style to detail where the business has been developing over the last year 
or so”.

He began by confirming  that, “this is the biggest IFS event to date with 40% more attendees in 2019” 
and “spoke openly about how much he had been charged by industry analysts to bring more customer 
focus to this show”.

Roos continued by saying that, “We see that many of our customers are not always number one or 
number two in their industry; instead, they are the up-and-coming firms that are looking to truly 
disrupt. Because of this we have hinged our event this year around the theme ‘For The Challengers’ 
because it embodies not just our customers’ positions, but also our own, as IFS now increasingly 
becomes so much more of a force in the industry”.

The publication further cited that, “today in 2019, IFS invests more than double in R&D than it did three 
years ago … and the company only this week acquired Field Service Management (FSM) company Astea. 
This makes IFS the market leader (so claims Roos) in the FSM market”.

It went on to state that, “With an increasingly digital market for all work practices now being built 
across the IT industry, Roos spoke to users touching IFS products every day. Stage discussions gravitated 
around how firms can become so-called ‘challenger brands’ and develop new market lines of business. 
[For example,] “A Norwegian paint manufacturing company has used the IFS suite to manage its global 
market delivery to operate in several markets, yet, importantly, be able to be sensitive enough to be 
able to ‘adapt to local process’ in all the markets it operates in”.

Roos then stressed that, “The road to ‘digitization’ and ‘servitization’ (i.e. being able to define all 
aspects of business operations as more composable services… and, fundamentally, the move from 
selling products to selling services) is the journey that many firms are on today and these two terms 
define much of what IFS talks about in relation to the development of its suite”.

Further, “The firm is bringing in more Artificial Intelligence (AI), Augmented Reality (AR) and Internet of 
Things (IoT) capabilities into its stack… and Roos insisted that he needed to highlight this in his 
presentation even if this session couldn’t also feature a full technical breakdown”.

Finally, “Between IFS spokespeople and guest speakers at this keynote, the discussion broke down what 
it might mean to be able to move so-called business 4.0 style operations, the four cornerstones of 
which might be summarized as:

• Embracing risk
• Leveraging ecosystems
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• Creating exponential value
• Customizing on a mass level
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“Rounding out the technical section of his keynote with a thank you to partners, Roos encouraged 
attendees to try an extra value from this conference to be able to become a challenger in whichever 
industry they work in.”

TechTarget, in its initial assessment of the acquisition, described the two companies in the following 
manner: “Astea is a field service management (FSM) provider that focuses on industry verticals such as 
medical device manufacturing, scientific instruments, telecommunications and point-of-sale 
equipment. The company is based in Horsham, Pa. IFS, an enterprise applications vendor based in 
London, also has field service and asset management applications, including IFS FSM, IFS Enterprise 
Asset Management (EAM) and IFS Planning and Scheduling Optimization (PSO). [As such,] The deal 
marks a consolidation in the FSM market, where IFS already has a leading portfolio of products”, 
according to Michael Ouissi, IFS Chief Customer Officer.

Ouissi went on to say that, "It's an act of consolidation in the market which is growing fast. We looked 
at Astea both from a customer perspective and a stakeholder perspective, and we liked what we saw. 
With such assets that have a good revenue stream and good customer base, it was a very good fit for 
us." Further, according to Ouissi, “Astea plays in a different segment and has generally not competed 
with IFS for customers, so the acquisition provides IFS with a broader range of applications and services.

"In combination, we now cover all sorts of segments for service management. We have our WorkWave 
business, which is for very small and medium-sized enterprises. We will have Astea covering their 
segment, and we have our original solutions IFS FSM, PSO and EAM coming together for various use 
cases and scenarios, so I think we're now well-covered for all sorts of scenarios that come up in the field 
service market."

Aly Pinder, IDC Manufacturing Insights Program Director for Service Innovation and Connected Products, 
agreed that, “The acquisition may help position IFS to compete better with ServiceMax, which also 
focuses on asset-heavy industries. And it comes at a time when there's been movement from FSM 
providers, including Oracle, SAP and ServiceMax, to push into new markets and solve new business 
problems.” 

Pinder also cited that other “companies not known to compete in this area are also adding to the mix. 
Salesforce made a big splash in the FSM market with the acquisition of ClickSoftware in August for 
$1.35 billion. Acquiring Astea should help IFS compete well in the FSM market by providing a solid 
customer base in verticals beyond IFS's strong points in aerospace and defense (A&D) and industrial 
manufacturing”. Further, “Astea is adding a view into some new industries that IFS hasn't focused on 
before," Pinder said. "It has a new set of customers that provides inroads into some new industries, like 
medical device manufacturing, telcos – industries beyond A&D and heavy industrial manufacturing. It 
fills in some gaps where IFS hasn't positioned themselves in the past."

Chris Devault, manager of software selection at Panorama Consulting Group based in Greenwood 
Village, Colorado, echoed Pinder's comments by describing “IFS as having a strong FSM product 
portfolio, and … the Astea acquisition could bring in new customers for IFS's ERP and other enterprise 
applications offerings”.
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Devault also believes that, "IFS's field service out-of-the box capability was superior to some of the 
competitors before they bought Astea. It's going to bring a whole new client base as well. So now 
they're right in the door as a back-end ERP for those companies. This can be a real differentiator for 
them”.

Lesley Stones, a writer for ITWeb, made the following comments (referring to IFS as “small, but feisty” 
and “[taking] aim at large rivals”): [The] Global software company IFS has refocused its activities to a 
point where it’s outstripping the growth rate of rival ERP suppliers by a factor of three. Led by South 
African-born Darren Roos, the company is positioning itself as the easier, quicker and more customer-
friendly choice for ERP installations.

“Displaying a feisty attitude at the IFS World Conference in Boston this week, Roos told the audience 
that he had deliberately reshaped IFS since becoming its CEO 18 months ago. With some enhancements 
to its software suites and a rethink of its implementation and support strategies, it’s now winning 
market share from larger, less agile rivals like SAP and Oracle”, he said.

During his opening morning keynote, Roos claimed that, “IFS develops enterprise software for 
customers that manufacture and distribute goods, maintain assets, or manage service-focused 
operations. Typical users say that installing its software delivers a 413% return on investment over five 
years, 18% productivity increase per employee, and 14% faster delivery of goods and products.

“Our competitors are increasingly abstract and very broad and we are doubling down on building real 
depth from a technology perspective. Customers say the same thing over and over – they want a faster 
time to value. They want to know how fast they can go live, and how fast they can realize the benefits. 
They want the ownership of it to be easy and they want users to be able to navigate the screens really 
easily. They want it at a lower total cost of ownership than in the past, and that’s what we at IFS are 
focused on.”

Stones’ piece went on to say that, according to Roos, “Trust and choice were `incredibly important’ for 
IFS, but many of the legacy vendors didn’t see trust or freedom of choice as important. Instead, they 
pushed their customers onto the latest versions of their technologies even if there wasn’t functional 
parity or data stewardship.

“Customers are being pushed off their long-standing reliable databases to other solutions that are 
maybe not as robust and reliable, and at IFS, we don’t stand for that. Customers have choices. There’s a 
viable alternative. We can run your mission-critical workplace and do it reliably and consistently 
wherever you are in the world.”

Roos also said that, “the larger rivals are also pushing customers to move into the cloud, even if clients 
wanted to keep the software running on their own premises, because it suited the vendors more to 
offer cloud-based solutions. IFS gave customers the choice, and so far, most didn’t want to move 
entirely to the cloud”.
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ITWeb added, “The fighting talk and caustic comments from Roos are based on experience, as he 
previously held high-ranking positions at SAP and Software AG. Since joining IFS, he and a new 
management team – also largely drawn from rival players – have given the business fresh impetus”.

“IFS has focused on making sure it has the deep industry expertise to serve its chosen sectors, and isn’t 
trying to be all things to everybody,” he said. He then informed ITWeb that, “[IFS] has also changed its 
distribution model so it doesn’t compete with integration companies, and 400 partner companies are 
now training hundreds of new consultants every quarter to help customers reengineer their systems 
and processes. In the coming year, that pace of training will be stepped up dramatically.”

Roos told Stones that he has, “overhauled IFS’s support services, which previously saw customers 
supported by a local crew in each country. However, according to ITWeb, “not all the local crews 
understood all the versions or all the industries, so the company has broken that up and created a 
global support service. [As a result,] this will now be augmented by a new initiative announced at the 
IFS World Conference, called IFS Community, as “a platform where customers can engage with IFS 
experts online and with other customers from around the world to exchange knowledge and best 
practices”.

Roos also moved the core systems that run IFS itself onto IFS software, even though it doesn’t play in 
the sectors it officially targets. He believes that this move has given the company “valuable experience 
in data migration and the customization of its applications. These are lessons we have captured and 
included in our technology to help our customers going forward.

Finally, Roos told ITWeb that he, “has led a South African-style overhaul of the company’s demographic 
make-up, and today, a third of its global employees are women, a third are from minority groups and 
more than a third are under 30. “We have focused a lot on changing IFS. It wasn’t a business that was 
ready for the future,” he said.

On October 8, during a live broadcast from the floor of the 2019 IFSWorld at the Hynes Center in 
Boston, the announcer for TheCUBE , Dave Vellante, made the following comments, commencing with, 
“IFS is now the leader in field service management”. He went on to claim that, “[IFS] is the largest 
enterprise resource planning software company that our audience probably has never heard of. This is 
our second year covering IFSWorld. … IFS is a Swedish-based company. They do about $600 million in 
annual revenue, about 3,700 employees”.

His co-host, Paul Gillin, followed with, “I have to admit, before our coverage last year, I'd never even 
heard of this company. Been around this industry for more than 30 years, never heard of this 
company. They've got 10,000 customers, they've got a full house next door in the keynote, and a very 
enthusiastic group. This is a focused company, it's a company that has a lot of vision about where it 
wants to go, some impressive vision documents, and, really, a company that I think is coming out of the 
shadows in the U.S. and will be a force to be reckoned with.”
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Vellante continued, “they claim to be growing at 3x the overall market rate, which is a good 
benchmark. Really, their focus is really three areas: ERP, asset management software, and field service 
management. And they talk about deep functionality, so, for instance, well, they compete with 
Oracle, SAP, certainly Microsoft, and Infor, a company we've covered. Infor talks a lot about the last-mile 
functionality. That's not terminology that IFS uses, but they do similar types of things.”

I'll give you some examples, because, okay, what's last-mile functionality? Things like detailed invoicing 
integration, contract management, very narrow search results on things like, ‘I just want to search for 
refurbished parts,’ so they have functionality to allow you to do that. Chain of custody for handling 
dangerous toxic chemicals. Certain modules to handle FDA compliance. So, real kind of nitty-gritty stuff 
to help companies avoid custom modifications in certain industries, energy, construction, aerospace 
and defense is a big area for them, as well as manufacturing. “

Vellante also addressed the fact that IFS has introduced, “a new positioning this year they're calling the 
challengers, ‘For the Challengers,’ which I like. It's a message that I think resonates, it's easy to 
understand. They're positioning their customers as being the companies that are going to challenge the 
big guys in their industries, and in this time of digital transformation and disruption, you know, that's 
what it's all about. I think it's a great message they're bringing out this year”.

The live broadcast concluded with Vellante saying that, “Astea's a pink-sheet OTC company. I mean, 
they're a very small, it was a tuck-in acquisition. Maybe they had a sub-$20 million market cap. They 
probably do $25 million, $30 million in revenue. Darren Roos, the CEO, said that this places them as the 
leader in field service management, which is interesting”.

Phil Wainewright, an analyst at Diginomica, explained that the acquisition of Astea “isn't going to make 
much of a dent in that $1 billion target, but once the deal closes it will add heft to IFS's customer base 
in FSM, growing it above the 8,000 mark”, according to IFS CEO, Roos.

He went on to say that, “Like IFS, Astea is transitioning its product set and customer base from its on-
premise origins to a cloud-based future. Until the deal closes, IFS won't be able to say much about its 
plans to integrate the two company's products. But a big part of Roos's keynote focused on leaving 
customers free to choose their path to the cloud, in contrast to its top-tier rivals.” Roos elaborated with, 
“Many of the legacy vendors are not focused on trust and choice. We see customers being pushed to 
the cloud... We don't stand for that. We can run the mission critical workloads reliably and consistently, 
wherever you are in the world.”

Just over a week following IFS’s acquisition announcement, Adrian Bridgwater, an industry analyst at 
Forbes, wrote that, “Enterprise cloud applications company IFS has been on a journey of reinvention. 
Not the biggest vendor of Enterprise Resource Planning (ERP) and related software applications on the 
market, IFS has openly labeled itself ‘up-and-coming’, rather than necessarily being (or claiming to be) 
the market leading player in every field it operates in”.
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He went on to say that, “A list of ‘usual suspect’ ERP vendors would typically include SAP, Oracle, Sage, 
Microsoft with its Dynamics brand, Infor… and IFS itself. Where some ERP vendors mark themselves out 
as full-blown software suite specialists offering the full set of tools, others differentiate themselves 
through developing industry-specific or domain-specific ERP software”.

“IFS does offer a full set of ERP services focused on asset-intensive industries and has a specific 
differentiator in the shape of its Field Service Management (FSM) capabilities. This is technology 
designed to schedule the management and servicing of machinery and equipment (and the workers 
that work on it) out in the field, i.e. the real world. What IFS is doing now revolves around its 
management’s concept to position itself as a ‘challenger’ company that works with customers who are 
similarly seeking to break conventions.”

Bridgwater quotes CEO Roos as claiming that, “We’re a comparatively new management team at IFS –
and, when we looked at some of the other companies that our C-suite has worked at, we didn’t always 
see business strategy being played out with the goal of sustainable long-term customer value at the 
core. Instead [and without mentioning any names for the sake of taking a pot shot] many of the large 
software companies we have worked for operated on a corporate strategic behavioral model that was 
optimized for a specific CEO’s profile or style, or for some other corporate growth model that existed for 
a [generally shorter] defined period of time.” 

Instead, Roos insisted that, “his ‘new blood’ management team has focused on working with partners 
to be successful in a rather more direct, open and collaborative way where an industrialized best-of-
breed culture is championed from the start”. “Although that might sound like the normal corporate 
showboating and marketingspeak padding”, according to Bridgwater, “Roos has been open enough to 
say that his firm hasn’t always pushed customers forward proactively – he has, instead allowed the 
customers to direct their own upgrade paths. Longer term, we can assume that IFS might strike a more 
equitable balance between the two extremes”.

Bridgwater continued, “Roos now asserts that the ‘new’ IFS is growing strong since he took the helm as 
CEO some 18-months ago. The company claims to have a 50% ‘win rate’ when going head to head 
against SAP in sales pitches. Further, IFS claims to have a[n] 80% win rate against Infor in similar ERP 
software pitches”.

Bridgwater also writes that, “The company has recently demonstrated what it calls its outcome-centric 
approach by revealing its vision for how new technologies will be brought into its core application 
architecture and delivered to customers in context of their work and industry needs”. “The blueprint 
our team has shared is underwritten by a fully operational plan to deliver an open and scalable 
architecture to our customers with the right set of capabilities needed for their industries,” said IFS 
Chief Product Officer, Christian Pedersen. “For IFS, this has always been about architecting a core for our 
applications that would be fundamentally open and enabled. We are demonstrating that we are 
delivering on the promise of a core that has choice quite literally built into it, enabling our customers to 
benefit faster and easier for new and emerging technologies in context of their business needs and 
opportunities.”
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Forbes reports that “The company’s industry-focused architecture is scheduled for availability in 2020 and 
will be the new home to IFS’s entire portfolio of products across manufacturing, project management and 
service solutions. In essence, this new approach will allow customers to integrate enabling technologies 
such as Internet of Things (IoT), Augmented and Mixed Reality (AR/MR), Artificial intelligence (AI) and 
Machine Learning (ML) in pragmatic and focused ways so they can optimize, automate, predict and 
interact across their business”.

“IFS has been evolving its technology foundations over a sustained period of engineering development. 
The work has encompassed model-driven declarative development, the intuitive IFS Aurena User 
eXperience (UX) technology and native API enablement of the entire set of capabilities. How these 
technologies play out in reality is a combination of: digital twins and monitoring of assets; real-time 
predictive maintenance planning; and AR/MR-powered remote assistance for service and maintenance 
scenarios.

“By establishing what it calls an ‘evergreen’ approach, IFS says it gives customers the option to always be 
on the latest version of their applications without the disruptions that come with full-scale upgrades. This 
also provides customers with greater visibility, predictability, control and flexibility in planning their own 
business development and adopting new software capabilities”.

The Forbes piece concludes by saying that, “It’s interesting to follow a firm that isn’t a market behemoth 
as it develops, acquires, expands and quietly outgrows the conference and exhibition centers that it used 
to fit into”. Bridgwater touts IFS’s philosophy as, essentially, “If there is a need for a new and more 
equitable approach to the software business, then we must hope that that mission stays pure and isn’t 
compromised by success. It’s nice to be important, but it’s more important to be nice, right?”

Almost a full year earlier, on October 18, 2018, Deborah Balshem, an analyst at ACG New York City wrote 
that, “IFS AB, the Sweden-based global enterprise applications company, is seeking acquisitions for its field 
service management software business,“ based on an interview with Marne Martin, President of IFS 
Service Management.

At that time, she reported that, “The private equity-backed company is primarily looking at targets in the 
US, Australia and Europe, including Germany and France,” according to Martin, who went on to say, 
“Ideally, service management acquisition targets will have at least USD 10m in revenue and add new 
capabilities or new customers. Increased consolidation was [then] expected among ‘a cluster of 
companies’ in [the] USD 10m to USD 30m revenue range,” and that “many targets in that revenue range 
have attractive capabilities but could use a more global reach or better access to capital”. In fact, according 
to Martin, “IFS’s service management division [had] 12 to 15 companies on its radar” including Astea. 

During the interview, Martin also noted that “several large service management deals took place between 
2014 and 2016, including Oracle’s acquisition of TOA Technologies, Microsoft’s acquisition of FieldOne, GE 
Digital’s USD 915m purchase of ServiceMax and Francisco Partners’s USD 438m take-private 
of ClickSoftware Technologies”. As a result, “IFS’s primary pure-play service management competitors 
are ServiceMax and ClickSoftware [since acquired by Salesforce), … and that Microsoft, Salesforce, SAP 
and Oracle also have service management divisions”. Ultimately, Martin’s prediction came to be true –
almost exactly one year to the day later. 
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D.  SFG℠’s Take on the Impact of the Acquisition – Why Astea? Why Now?

SFG℠’s take on the acquisition of Astea by IFS is as follows:

• Astea has been on the list of potential acquires for as long as many of the market analysts can 
remember. It is not a surprise that it has finally been acquired – the real surprise is that it took so long.

• From an overall market standpoint, the acquisition bodes well for both companies, as each has built its 
own strong global market base, steadily over the course of many years.

• This acquisition should firmly propel IFS further as one of the acknowledged leaders in FSM, based on 
an extrapolation from SFG℠’s 2017 Field Service Management Tracking Survey, as follows:
- In 2017, prior to the Astea acquisition, IFS (including Metrix) had already been cited by 13% of 

survey respondents as being “currently familiar with IFS/Metrix in terms of its Field Service 
Management application”; in the same survey, Astea was cited eighth at 23% FSM application 
familiarity.

- The combination of the two companies, at 36% familiarity in 2017, has served as a foundation upon 
which each is acknowledged to have increased its respective market awareness over the past two 
years. 

- This is particularly true with respect to IFS through its heightened marketing and promotional 
efforts, plus its recent acquisitions of mplsystems (UK) and WorkWave, among others. 

- In fact, SFG℠ estimates that the market familiarity of the soon-to-be combined company is likely to 
approach the 45% to 50% range within the next two years. 

• The acquisition is also good news for existing Astea customers that have been historically pleased with 
the solution’s product capabilities and functionality, but not so much with the company’s reputation 
with respect to implementation and professional services performance. These last two areas are 
situations where IFS (along with the help of its extensive global partner base) excels.

• Both companies have a strong international presence in the global FSM marketplace, although IFS, 
being a much larger company, has a much greater global outreach. Nonetheless, Astea has historically 
reflected its own global outreach, landing major players as customers from throughout Europe, Japan, 
Australia and other key geographic regions.

• Over the years, Astea has been plagued with financial instability and volatility that, in many cases, has 
been off-putting to many prospects and industry analysts alike. The company had been de-listed from 
NASDAQ multiple times, most recently on February 19, 2015, and has since been traded OTC. However, 
all of the company’s past financial concerns should now be assuaged through its acquisition by a 
company with a much strong financial picture – both presently, and forecasted for the future.

• As a result of the acquisition by IFS, the perennially open questions of “What’s going on with Astea?”, 
“How financially stable is the company?”, “What happens to our ongoing support if it goes under?”, 
“Will it ever be acquired – and by whom?” will officially end! This has also been somewhat off-putting 
for many of the company’s potential prospects and customers in the past; however, as of the close of 
this deal, we will all know that Astea is being taken care of – and in a good way!
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• IFS has historically been eminently successful in its ability to acquire – and assimilate – targeted 
companies into its “world” (i.e., “IFSWorld”). Other ERP/CRM/FSM companies have not been anywhere 
near as successful (i.e., at least in the minds of the marketplace) with Oracle’s acquisition of TOA 
Technologies serving as one of the more prominent examples. In fact, many industry analysts (and 
customers) believe that since TOA’s acquisition by Oracle, it has never been the same.

• However, most analysts (including this one) believe that IFS’s acquisition of Astea, while a sound move 
in and of itself, should also serve as a pre-emptive measure to prevent another major ERP/CRM/FSM 
player from making the first move. Among the remaining “best-of-breed” FSM solution vendors in the 
current competitive landscape, Astea probably represents the most attractive acquisition in terms of 
global market reach, product reputation, and caché customer base – and, even more importantly, 
overall value-per-cost of acquisition.

• Looking further down the road, there is a fair-to-strong likelihood that the Astea acquisition will prompt 
(or tempt) some of the big Internet/IoT guns to acquire their own Field Service Management (FSM) 
capabilities; however, IFS’s acquisition of Astea effectively removes one of the FSM market’s key players 
from future considerations. Still, it will be interesting to see if this latest move by IFS serves to stimulate 
further (i.e., or more timely) interest among industry giants like Amazon, Apple or Google, etc.

• While other large Software/IoT companies, many with fairly deep pockets, have either tried to buy their 
way into FSM (e.g., Microsoft), grow an FSM capability organically (e.g., Salesforce), or some 
combination of the two (e.g., Salesforce, once again), not all have had either the resolve – or inclination 
– to strive to dominate the FSM market in the same manner as IFS has. Unlike most other key industry 
players, IFS has stated its intention to become the dominant FSM industry leader and, apparently it is 
continuing to make all of the right moves in order to do so.
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