
5 myths that 
stall strategic 
conversions
See past the myths, convert to the 
right platform and let data-driven 
opportunities emerge
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Organizations are performing large-scale data migrations  
at an increasing rate
Migration efforts aren’t only required as your data-driven technology and systems age,  
they’re often a strategic component in keeping pace with today’s digital marketplace. This includes:

 ■ Replacing first-generation data repositories and enterprise content management (ECM) systems 
with those that have better security, extensibility and integration capabilities.

 ■ Consolidating siloed repositories that inhibit strategic data-sharing, automation and instant 
access to information from anywhere, anytime.

 ■ Sunsetting legacy systems that have considerable maintenance costs but no longer meet 
performance requirements or deliver required return on investment.

Learn how to see past common myths, and let data-driven 
opportunities emerge
Conversion projects from legacy content management repositories to a modern platform can be 
daunting to business unit and project owners — and may not be a priority for executives currently — 
but the risk of doing nothing can’t be underestimated.

Read on to learn about the five most common myths impeding data-driven transformation.  
You’ll see simple strategies for how to leverage content and data conversion methodologies, and 
discover resources that ensure successful conversion projects.

Position your people to use organizational data to provide the best customer experiences,  
and enable your business to seize opportunities as they emerge in today’s data-driven world.

Click to find out more

Myth 1

Myth 2

Myth 3

Myth 4

Myth 5
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Common options for  
conversion to content  
services platforms include:

Comprehensive offering
The vendor takes complete ownership of every 
aspect of the project. This minimizes the need 
for additional resources on your end, ensures an 
expedited experience and reduces risk.

Data mapping and import
This type of service offers a comprehensive 
conversion after your resources perform 
the extraction from the legacy system (with 
specifications defined by the vendor).

Export
This level provides the ability for you to own the 
task of importing legacy content into your new 
enterprise content platform at your own pace.

By following proven methodologies for converting 
content and data to a modern enterprise content 
platform, you can also avoid the risk and cost 
of project completion delays or downtime — 
including disruption to business processes and 
risk to service level agreements (SLAs).

Myth 1: It’s going to cost  
too much to convert 
documents and data from 
the old system to the new
Don’t let cost be the prohibitive factor preventing your conversion project from getting off 
the ground. Costs can be easily minimized by approaching the migration effort with the right 
project methodology.

When researching top enterprise content vendors, look for one that offers flexibility in 
conversion efforts. With standards and technology evolving rapidly in today’s digital world, 
vendors should be equipped to meet you where you are in terms of resources and budget.

It’s worth your time to talk to an experienced conversions expert who can assess what you 
want to accomplish and advise you on the best method to approach your conversion effort. 
This exploratory conversation should be free of cost.
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Myth 1
Where is the cost more significant to your organization?

Consolidating data from multiple, disparate repositories and migrating to a modern platform enables more efficient use of 
organizational data, eases integration capabilities and improves workflow automation, security and scalability.

There is no denying that today’s users require instant access to information at any time, from wherever in the world 
they are. This capability is well within reach for any organization when leveraging modern information management or 
enterprise content platforms.

Consider these questions when weighing project costs for consolidating and migrating valuable data 
to a modern platform versus the true cost of maintaining legacy systems.

1 4
Do solutions integrate with existing line-of-
business systems, enabling interoperability?

How much custom coding is required to modify 
workflows as needed?

2 5
Are documents and data instantly available 
whenever and wherever users need them?

Can solutions scale to accommodate multiple 
processes across regional offices and locations?

Is the return on investment (ROI) from legacy 
systems worth the yearly maintenance fees 
required to keep them updated and secure?

3 6
Are any of your legacy systems on older versions 
no longer supported by tech support? What is 
the risk in this?
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Myth 1
Today’s simple reality

Today’s organizations in every industry face a common reality: multiple, siloed and aging 
content repositories — leading to duplication of efforts and inefficiency in user business 
processes across the enterprise.

This requires IT and leadership to manage security, retention, user enhancement requests, 
vendor management and perpetual licensing fees for multiple systems. It also creates 
considerable risk when faced with aging systems that no longer are supported by 
tech support.

According to AIIM, more than half of respondents to the Embracing Content Services Report 
have at least two, and up to 10, content management systems to support, and:

 ■ Find content silos a significant business challenge.

 ■ Are doing something about it by migrating existing systems to a modern platform.  
It’s a simple solution to a complex problem.

Is your data strategy part of the solution 
or stalled in the problem?

66%

of respondents have 
multiple content 
management systems 
that manage electronic 
documents and data

 ■ 21% have more than 
10 ECM or content 
management systems

 ■ 45% have two to five 
ECM systems

66%

say content silos across 
repositories are the 
largest content-related 
business challenge

54%

of respondents plan to 
update, replace or migrate 
to an existing system

 ■ 24% plan to migrate 
their existing systems  
to a modern platform

 ■ 30% plan to selectively 
update, replace or 
migrate existing  
systems as neededi 

https://www.onbase.com/-/media/Files/hyland/ebooks/hyland-aiim-content-services-ebook-2018.pdf?la=en&hash=B06E4C90D0CC61BFBD609810CAED9D6B4ED93A11
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Myth 2: We’ll have to 
migrate our entire library 
of documents, data and 
content all at once
Your data migration doesn’t have to take place all at once.

1. Consider the business areas where migrating to a modern platform will deliver the 
biggest positive impact.

2. Prioritize business areas according to those that will enhance security, user experience, 
compliance and return on investment.

Additionally, modern enterprise content platforms that contain features including federated 
enterprise search, industry-specific and key business area case management solutions and 
low-code integration capabilities provide your users nimble accessibility to repositories not 
yet scheduled for conversion.

This way, you can begin the strategic migration with as little as one department or process 
and expand across the enterprise as time, budget and priorities permit.

Accessing key pieces of 
information quickly and accurately 
across millions of documents, 
multiple systems and formats is an 
absolute requirement. Enterprise 
Search has given us a single point 
of access for accurate and rapid 
investigative research across 
structured and unstructured data.

Bob Johnston
Deputy Chief Inspector, Bedfordshire Police
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Myth 3: Replacing our 
outdated or unsupported 
legacy system is not an 
executive priority
We all know that in order for any project to be successful, you need the support of 
executives and upper management.

What many decision-makers may not have on their radar is the potential ROI that begins 
with a strategic data management strategy.

 ■ A unified data strategy supports integrations between your content platform and  
line-of-business systems, securely connecting organizational data and documents to 
users who require them.

 ■ Leveraging documents and data with the right content platform can also be a gateway to 
optimizing business processes with very few IT resources.

 ■ A strategic data strategy securely supports, automates and optimizes processes in areas 
from finance to HR and enables visibility into potential areas of risk.

 ■ Reducing database and document and data repository sprawl frees up the time to 
securely maintain them and ongoing maintenance costs.

According to Forrester’s Content At Your 
Service study, content services leaders 
are much more likely than followers and 
laggards to:

Describe their digital transformation 
efforts as successful,

Say the experiences they offer 
their customers and employees 
consistently exceed expectationsii 

1
Report higher revenue gains, and2

3

https://www.onbase.com/en/explore/article/aiim-ebook-embracing-content-services?confirmation=true_ga
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While ECM decision-makers understand their content 
is an important avenue through which to improve 
customer experience, 73% say that content is an 
undervalued source of data for customer insights at 
their organizations.

Respondents point to many culprits for these failures. 
Topping their list are high costs and a lack of budget 
to cover them; difficulty migrating content from older 
systems; lack of available expertise and executive 
support; and managing too many technologies 
and partners.

Managing all these overlapping systems is inefficient.  
It also negatively affects the experience of employees 
— and, in turn, customers — by making it more difficult 
and time-consuming to make meaningful connections 
between content assets.iii 

According to Forrester’s Content At Your Service study:
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Myth 3
10 leading advantages of modern enterprise content platforms

Capture — immediately gain control over incoming information

Capture and organize into a single platform documents and data from 
any location, in any format, with minimal human interaction.

Low-code platform — eliminate costly code

A rapid application configuration platform minimizes the need for 
custom coding for the exact solution you need.

1 6

Case management — strategically manage case data, tasks and activities

Optimize capabilities to manage data relationships, documents and 
processes, and empower staff to effectively manage cases and make 
better decisions.

Cloud on-premise content management — provide consistent  
access to information

Simplify how your users interact with the information they need —  
keep it organized, secure and accessible.

2 7

Federated search — intelligently find needed Information across  
your organization

Ease the challenge of securely finding exactly what you need, when you 
need it, in the massive volume of content within your organization.

Customer communications management — improve relationships

Optimize customer communication and improve business processes  
and customer experiences.

3 8

Retention and records management — automate secure retention  
and destruction of records

Securely, automatically manage your content life cycle from beginning 
to end so staff can focus on critical day-to-day activities, rather than 
records management and compliance activities.

Collaboration — enable simple, secure sharing and collaboration

Ease collaboration with remote coworkers, patients or customers  
in any industry.

4 9

Expertly tailored industry and department solutions

The right enterprise content platform will have expertly tailored 
solutions for industry-specific pain points and meet requirements by 
listening to your needs.

Reporting and analytics — gain visibility and insight into content  
and processes

Monitor, report on and optimize your key processes and workflows, 
enabling continuous improvement.

5 10
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Myth 3
Gathering information to support the ROI of the conversion and the downfalls of sticking 
with the status quo doesn’t have to take a lot of time. And it can go a long way in making the 
case for a modern, more stable, extensible enterprise content platform that will serve your 
organization well into the future.

Upper management will also appreciate a business case for conversion that compares ROI 
versus total cost of ownership (TCO). Often, it’s the case that while you won’t incur new 
direct expenses by keeping your current legacy system, you’ll continue to pay for it indirectly 
and substantially through change management, risk mitigation and opportunity costs.

Ask yourself these questions to help build your business case for a 
strategic conversion:

1

2

3

4

Are you missing out on opportunities to increase employee productivity, 
accelerate rote process throughput, improve customer service or attract and 
retain quality employees?

Does staying with the current solution represent risk to the organization?

Is your legacy solution unable to meet compliance and reporting needs or maintain 
and administer customizations?

Can your legacy system adopt other technologies to support business process 
enablement in new ways — like through mobile technology?
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Myth 4: The complexity of 
our legacy systems makes 
conversion to a modern 
platform too big of a risk
It’s no secret that digital capabilities are advancing at an unprecedented rate. And the value 
of converting documents and data from legacy systems to a modern platform is undeniable, 
positively impacting key areas of every organization, including:

 ■ Enhancing security and the user experience

 ■ Easing compliance, integrations and solution delivery capabilities

As a result, evolving and modernizing data strategies is a key priority for organizations in 
every industry.

However, the reality is most organizations are now maintaining multiple, aging content 
repositories — many times through acquisition. The effort to extract data compounds with age, 
the number of systems and different types of systems. And since your organizational data is 
your most important asset after your people, it’s critical to ensure 100% successful extraction 
accountability from your legacy systems.

You can simplify the process by looking to partners for help guiding the effort. From managing 
the project, to extracting metadata and documents from legacy systems, to importing to the 
new platform and the project management of all of it — experience matters.

Partnering with conversion experts who have 
proven experience with hundreds of systems 
minimizes uncertainty, reduces conversion time 
frames and removes the burden of risk for your 
teams surrounding your data migration needs.

Talk to an expert.

https://www.hyland.com/en/services/talk-to-an-expert/schedule-a-consultation
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Myth 4
Proven strategies for conversions — minimize risk 
and downtime

Effective conversion projects aren’t limited to successfully extracting data 
from legacy systems and importing it into modern platforms. They also include 
effectively modeling metadata to be at its best on the new platform.

When considering your approach for data migration efforts, consider partnering 
with a conversions expert who understands this complex undertaking and 
simplifies it for your teams. The value an expert brings to the project includes:

 ■ Extensive experience extracting data from your old platform, minimizing the 
risk of data loss.

 ■ A deep understanding of strategic metadata methodologies, including 
mapping documents and data for optimal performance in your new platform, 
shortening migration time frames and delivering optimal outcomes.

 ■ Proven project management success in data migration projects, even for 
large, complex projects with multiple databases and content repositories.

There are many systems out there. Working with a conversions expert 
considerably minimizes risk and downtime, as well as ensures your documents 
and data will be optimal for your new system, and poised to perform.
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We had weekly calls with our primary  
Hyland contact. He took charge of 
documentation, organized meetings,  
created files with touchpoints and gave 
us due dates. When things were done, he 
turned us loose and made sure he was 
available if we had questions — making the 
conversion of 25 million documents and data 
from nine content repositories to a modern 
platform as easy as it could possibly be.

Senior business systems analyst
Healthcare organization
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Myth 5: A data migration 
project will be too 
disruptive to our  
business processes
You may be in a position where you know you’ll have to migrate to a new platform 
due to limitations or uncertainties in your current system but don’t want to disrupt 
the business process or workflows that work.

That’s OK. You can work with a content services conversion expert whose process to 
extract and transform data doesn’t superfluously affect the current environment. And 
despite what you may have seen or been told, your content doesn’t need to leave 
your environment for extraction and data mapping.

Small changes, enormous benefits
Look for a vendor who can remove the risk of a conversion effort that forces 
unwanted change in document workflows, naming conventions and access. The 
vendor should provide insight into adjustments that will yield ongoing benefits in 
terms of extensibility, efficiency, security, governance and performance.

Research whether each potential vendor has experience in your industry and 
in the latest data-driven solution capabilities. In discovery discussions, explore 
what recommendations they have in terms of small changes that would benefit 
business processes.

Often, small adjustments to workflows and organization of documents and data in 
the modern platform yield considerable value in terms of information accessibility, 
productivity and user enthusiasm of the new system.
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Myth 5
When moving to a modern content platform, ensure your vendor is not simply a software provider, but a trusted partner in delivering outstanding products and 
services — now and in the future. They should have proven expertise in industry-specific solutions and departmental solutions.

For example, see some of the strategic solution areas that transform capabilities by streamlining day-to-day workflows and accelerating business processes:

 ■ Property and casualty
 ■ Life, health and annuity
 ■ Third-party administrators

 ■ Arts and entertainment
 ■ Construction
 ■ Manufacturing
 ■ Mining
 ■ Oil and gas
 ■ Retail
 ■ Transportation
 ■ Utilities
 ■ Wholesale distribution

 ■ Engineering change 
management

 ■ Facilities management
 ■ Procurement and purchasing
 ■ Quality and process control
 ■ Work order management

Insurance

Other industries

Other processes

 ■ Banking
 ■ Wealth management
 ■ Credit unions
 ■ Lending

Financial services

 ■ Enrollment management
 ■ Advancement and athletics
 ■ Senior administration
 ■ Business office

 ■ Health information 
management

 ■ Clinical
 ■ Patient access
 ■ Patient financial services
 ■ Health Insurance

Higher education

Healthcare

Industry solutions Department solutions

 ■ Justice and public safety
 ■ Health and human services
 ■ Planning and public works
 ■ Finance and administration

 ■ Amendments
 ■ Approvals and signatures
 ■ Authoring
 ■ Collaboration and review
 ■ Contract requests
 ■ Expiration tracking
 ■ Obligations management

Government Contract management

 ■ Approval management
 ■ Dispute resolution
 ■ Invoice capture
 ■ Invoice processing
 ■ Vendor management

Accounts payable

 ■ Billing
 ■ Credit and collections
 ■ Dispute resolution
 ■ Payment processing
 ■ Proof of delivery
 ■ Sales order processing

Accounts receivable

 ■ Employee file management
 ■ Employee onboarding
 ■ Employee relations
 ■ Employee offboarding
 ■ Policies and procedures

Human resources
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1

2

5

3

4

Can the same system be adopted by 
casual and power users?

How much custom coding is required to 
modify workflows as needed?

What kind of end-user training and 
support is available?

Can the solution scale to accommodate 
multiple processes across regional 
offices and locations?

Will the enterprise content 
platform integrate with existing 
line-of-business systems?

Myth 5
The value of effective change management

Effective change management can create a culture where instead of being resistant, users 
embrace solutions, because optimized solutions just make their lives easier. And their days 
happier and more productive.

You’ll always find staff who are resistant to change, especially if it involves processes 
that impact their daily work. Especially business process workflows that currently work. 
However, migrating to a modern platform that has the technology, R&D support and 
capabilities your organization will require in the future doesn’t mean that everything has to 
change today.

When working with data migration teams or consultants, make sure to discuss the 
departments that will be affected by the migration effort, especially if optimized data 
mapping will affect how people will do their work, and access the documents and data 
they need.

When communicating with end users, make sure to clearly communicate the why behind 
the changes and the benefits you expect. Additionally, make soliciting honest feedback — 
and responding to it — a clear component of the data migration project.

It’s a good idea to ensure potential vendors can help with the specific change management 
tactics your organization requires.

Questions to ask potential vendors:
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Myth 5
According to Forrester’s Content At Your Service study, the following are obstacles 
to leveraging respondent organizations’ content to drive decisions and strategy.
What are yours?

Difficulty converting 
content from old systems 

or storage locations

32%

Lack of 
available expertise

32%

Lack of 
executive support

29%

Difficulty integrating with 
other repositories or new 

business applications

22%

Employees spend too 
much time looking for the 

information they need

21%

Large amounts of critical 
content hides in information 
silos across the enterpriseiv 

21%
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Conclusion
The right platform enables you to transform  
customer experiences
Digital capabilities enhancing security and the user experience — as well as 
easing compliance, integrations and solution delivery — are advancing at an 
unprecedented rate.

As a result, evolving and modernizing data strategies is a key priority for 
organizations in every industry. This often starts with consolidating organizational 
content and data from legacy, often-siloed repositories and converting them to a 
platform that is appropriate for today’s digital needs.

Conversions can be daunting, but they will continue to be necessary and often 
yield immediate high value. They also minimize IT sprawl and enable you to improve 
return on investment of your ongoing data and content management needs.

You can reduce uncertainty, project time frames and the burden of risk for your 
teams by looking to an experienced content and data conversion partner for 
guidance in ongoing conversion efforts.

About Hyland’s conversion services
A leader in content services recognized by analysts for its professional services, 
our Conversion Services consultants ensure successful conversion projects. Our 
teams have decades of experience with conversion projects of all scale, from 
hundreds of different types of content repositories.

From managing the project to extracting metadata and documents from legacy 
systems — and transforming data into a customized format that meets your exact 
needs — experience matters. To date, we’ve converted data from more than 
450 legacy systems and optimized more than 12.5 billion documents to perform 
optimally in their new system.
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About the Hyland platform
The Hyland enterprise content platform improves your capabilities by making your 
content universe more user-friendly, connected and compatible with modern-day 
business. More than half of the Fortune 100 companies leverage the Hyland platform. 
Every day, we deliver solutions that are:

 ■ Expertly tailored to your needs and industry

 ■ Intelligently automated so your team can focus on high-value work

 ■ Agile and adaptive to support your evolving requirements

 ■ Low-code and configurable without a developer’s background

 ■ Deployed in the cloud or on premises

 ■ Designed for streamlining workflows and business processes

The right platform enables you to capitalize on opportunities to improve processes  
and best serve your people.

To talk to a conversions expert,  
schedule a complimentary consultation.

https://www.hyland.com/en/resources/services-contact
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