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Attention spans are shortening and choices are almost unlimited – the game 

has changed 

© Maximumble All rights reserved.
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OTT Engagement- Across 

Screens
Devices used to watch 

OTT by OTT Users

Access OTT once 

a week or more

65%

59%

41%

35%

13%

89%

88%

83%

85%

83%

of US households have 

multiple OTT service 

subscriptions
31%

OTT Consumption by 2020

Over 100 million additional 

households will subscribe to an 

OTT video service

The total number 

of subscriptions

will more than 

double

The OTT video service industry will 

reach $30 Billion achieving 

a 5-year CAGR of 15%

Streaming video subscription services 

by US household

31%

43%
49%

2012 2014 2016

Sources for streaming video content

Paid video 
streaming 

subscription
35%

Other
25%

Free video 
streaming 
services

40%

Streaming video subscriptions
Percentage of respondents, by generation, 

who pay for a streaming service

57% 55%

67%

58%

36%

14-19
Gen Z

20-33
Millenials

34-50
Gen X

51-69
Baby

Boomers

70+
Matures

Sources: Deloitte Digital Democracy Survey, 11th Edition 2017; AOL “The OTT Reality Check”; Parks 

Associates “OTT Video and TV Everywhere: Competition and Success”



5PUBLIC© 2018 SAP SE or an SAP affiliate company. All rights reserved.  ǀ

What they

may want to watch

Real-time

individualization

Presentation of 

relevant content

Across touch points

(sites, apps, ads, e-mail, video)

What they have watched

The consumer

What they

are watching now

SAP’ point of view is that Media companies need to provide unique, 

personalized content driven by a deep understanding of the individual
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We are dealing with a different type of Media Consumer
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To understand what Sarah will like in 6 months you have to manage the 

complexity of multiple touchpoints, both physical and digital

Rich consumer profile to reach 

your customer with the right 

message at the right time

Single view of consumer across 

fragmented customer identities 
Responsibility to build trust by 

personalization that is restricted 

by data privacy and compliance 

regulations - GDPR

Subscriber

Video

DMP

CMS

Social

Commerce

Unknown

Registered
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However, it is essential to build consumer trust and loyalty if you are 
seeking personal information to drive this personalized experience

Customer experience

Omnichannel customer experience

Customer trust

Personalization and customization

Regulatory compliance and 

data security

Preference and consent 

management



9PUBLIC© 2018 SAP SE or an SAP affiliate company. All rights reserved.  ǀ

From unknown to known: building identity progressively
Moving through Lite Registration to full registration allows media companies to enrich “first-party 

data.”

Key capabilities

Lite Registration

Awareness Consideration Conversion Retention Advocacy

Anonymous 

interactions
Full registration

Progressive 

profiling

Unknown KnownRegistered 
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Sarah is tech savvy and socially active, and she is “in the know” with the 

latest media trends

32
Years old



11PUBLIC© 2018 SAP SE or an SAP affiliate company. All rights reserved.  ǀ

She usually uses a video review site to discover new movies. She is 

interested in “The Last Journey”

Awareness
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Sarah agrees to a Lite Registration to watch

“The Last Journey”

ConsiderationAwareness

Register to watch “The Last Journey“

Submit

EMAIL ADDRESS
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Conversion

In return, Sarah becomes thrilled about getting exclusive content 

and updates her registration with her social media account 

ConversionConsideration

http://www.gigyamedia.com/?lang=zh-cn


14PUBLIC© 2018 SAP SE or an SAP affiliate company. All rights reserved.  ǀ

Sarah’s continual engagement  builds her profile as she 

enjoys the OTT service

RetentionConversion

Welcome back, Sarah! We hope you enjoyed your last site experience!

Please tell us a little about yourself so we can provide you with more 

relevant and personalized recommendations.

Click here to manage all your preferences.

TELL US ABOUT YOURSELF

News

Action

Travel

Adventure

Reality

Drama

Science

Humor

Other

Submit
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We can pull social activity to further increase level of personalization 

or allow Sarah as an “advocate” to encourage her friends.

Retention
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Sarah could receives a personalized subscription offer and up-sell/X 

sell based on her video consumption and social media activity

Retention
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But this is just the start. By engaging with Sarah across the enterprise, you 

can really start to maximize impact

E-mail 

marketing

Data management 

& ad serving

E-commerce &

CMS

Recommendation 

& personalization
Web 

analytics

Gigya

data exchange

Customer 

insights and

query tool

On-demand 

APIs

IdentitySync
(extract, 

transform, load)

Webhooks

Marketing

automation
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Let’s look how. SAP helps you use first-party data to drive this personalized 

experiences

ID
E

N
T

IT
Y

Preferences

Consent

Attributes

Identity

Single view

Profile

Consumer monetization

Higher

relevance

Insights

Continued

engagement

Unknown

Known

Subscriber

Consumer journey Dynamic 

customer 

profiling

Segmentation 

and campaign

Personalized

experiencesCommerce 

marketing

Loyalty 

management



Richard Whittington

SVP/GM, Media 

SAP Industries

c. 3102911049

e. richard.whittington@sap.com

Thank you.

http://www.linkedin.com/in/richardwhittington
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Customer case studies

Consumers Sites

100 million 2000

40 million 25

50 million 7
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Media and entertainment customers
158+ Gigya customers in media and entertainment

Media customers
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Large UK publisher

Objective Solution

▪ SAP Hybris Identity▪ Enhance customer experience for 

registration and login process

▪ Drive customer retention

▪ Increase number of registered users 

from 1% to 10% of overall audience

▪ Improve ad revenues

Benefits

▪ Achieved 250% more PI per month for 

registered users

▪ Boosted click-through rates on ads for 

premium audiences by 300%

▪ Increased CPMs anywhere from 200% 

to 700% for premium digital audiences
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Large US publisher

Objective Solution

▪ SAP Hybris Identity▪ Enhanced customer experience for 

registration and login process

▪ Improved scalability

▪ Personalized user experiences

▪ Faster integration with existing 

marketing or service applications

“Gigya has delivered a viable, solid product for RaaS and social login, which were the primary reasons we went with them.”

Business Project Manager, US News Company
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Large multimedia company

Objective Solution

▪ SAP Hybris Identity

▪ SAP Hybris Profile

▪ Faster integration with existing 

marketing or service applications

▪ Personalized user experiences

▪ Enhanced customer experience for 

registration and login process

▪ Better segmentation of target 

audiences

▪ Consolidated data from a variety of 

sources

“Probably the biggest thing Gigya has helped with is simply changing the attitude of our organization. We consistently talk 

about “data” and the need to collect information about our consumers. With Gigya, we’re putting our money where our 

mouth is. It’s helped tremendously, especially with our sales team – we’ve never had such an accurate look at our 

audience, and that’s helped us in that regard. Additionally, we’ve only scratched the surface on how to continue to integrate 

third-party APIs, and we’re really excited about the scalability of the product.”

Executive, Enterprise Multimedia Company
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SAP S/4HANA (digital 

core)
Cloud analytics SAP Cloud Platform

Content 
lifecycle

Media and 
entertainment 

digital 
boardroom

SAP API Business Hub

Business services IoT servicesML servicesUX services Mobile services

SAP Fiori SAP Cloud Platform Integration

Brand impact Cash 
application

SAP HANA SAP Data Hub

Multicloud

The SAP platform, combined with an industry focus, is uniquely capable of 

delivering the win

Media product 
master

SAP Hybris 
Revenue Cloud

Rights



No part of this publication may be reproduced or transmitted in any form or for any purpose without the express permission of SAP SE or an SAP affiliate company.

The information contained herein may be changed without prior notice. Some software products marketed by SAP SE and its distributors contain proprietary software components 

of other software vendors. National product specifications may vary.

These materials are provided by SAP SE or an SAP affiliate company for informational purposes only, without representation or warranty of any kind, and SAP or its affiliated 

companies shall not be liable for errors or omissions with respect to the materials. The only warranties for SAP or SAP affiliate company products and services are those that are 

set forth in the express warranty statements accompanying such products and services, if any. Nothing herein should be construed as constituting an additional warranty. 

In particular, SAP SE or its affiliated companies have no obligation to pursue any course of business outlined in this document or any related presentation, or to develop or release 

any functionality mentioned therein. This document, or any related presentation, and SAP SE’s or its affiliated companies’ strategy and possible future developments, products, 

and/or platforms, directions, and functionality are all subject to change and may be changed by SAP SE or its affiliated companies at any time for any reason without notice. The 

information in this document is not a commitment, promise, or legal obligation to deliver any material, code, or functionality. All forward-looking statements are subject to various risks 

and uncertainties that could cause actual results to differ materially from expectations. Readers are cautioned not to place undue reliance on these forward-looking statements, and 

they should not be relied upon in making purchasing decisions.

SAP and other SAP products and services mentioned herein as well as their respective logos are trademarks or registered trademarks of SAP SE (or an SAP affiliate company) 

in Germany and other countries. All other product and service names mentioned are the trademarks of their respective companies. 

See www.sap.com/corporate-en/legal/copyright/index.epx for additional trademark information and notices.

© 2018 SAP SE or an SAP affiliate company. All rights reserved.

http://www.sap.com/corporate-en/legal/copyright/index.epx

