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GAP Helps Get Your Infrastructure
Right for DaaP

DATA AS A PRODUCT —

Your organization is producing reams of data every day — so isn't it time you
started making money out of it?

This is where Data as a Product (DaaP) can come in as a style of data management,
where you apply a product mindset to your data sets. This not only helps create a new
line of business, but also helps maintain and enhance it, building in attributes related
to security and governance into your data.

Yet this is not just a case of putting your product in a marketplace and hoping for the
best. Forward-thinking organizations need to look at how their infrastructure as well as
their data facilitate this process, and this is where a trusted partner like GAP can help.
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Before we jump in, let’s first define the difference between “Data as a Product” and “data
products.” Any product or service built around data, such as a recommendation engine or
data visualizations, is not DaaP; it is a data product. Data as a Product, in contrast, refers
to treating data with the same quality rigorousness as any commodity that can be bought,
sold or exchanged, either on a data marketplace — such as through Snowflake or a major
cloud provider — or through other means.

Within Data as a Product, there are two different styles:
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Other benefits for organizations pursuing a
DaaP strategy do not necessarily have to
be customer-facing. DaaP projects can
provide valuable insights and allow
organizations to make more accurate data-
driven decisions, as well as improve
operational efficiency through
infrastructure and process optimization.

Let’s say your organization has a
relatively small data team. You might
have a nice proof of concept with regard
to taking a product management
approach to your data, or you might
have sold one item on the Snowflake
marketplace. What would a customer
journey look like through working with
GAP?

The first step would be to assess
what data the company has, how it
can be marketed, and how it can
be put into data products, through
a data dictionary, or in a metadata
repository. The dictionary software
identifies each data point
structurally — be they strings of
characters, numbers or true/false
values — as well as semantically,
evaluating whether each value
makes sense.

An example of the latter is being able to
help identify faults in the data, which
need to be rectified before making it
public-facing. An example could be in a
column for “age” within a customer’s
data set. If there was a spike in those
figures, or if the figures were
incomprehensible — such as minus
numbers or numbers in the thousands —
then the alarm would be raised with the
customer.



The next step is to review
the client’s existing
infrastructure and make
recommendations,
depending on whether
they want to publish the
data to a public
marketplace, or to an
internal private set of
partners. If the client was
an AWS customer, it
would be a simple
process of setting the
correct permissions to S3
buckets, as well as
establishing policies and
pipelines that feed those
buckets regularly,
depending on how
regularly the client’s data
is updated at their end.

Assuming the client runs
on AWS and is looking for
a public marketplace, a
connection between their
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S3 account and
Snowflake, for instance,
could be provisioned and
automated. If the data
needs to be cleansed of
Pll (personally identifiable
information), or if other
aggregation needs to be
performed on the data (to
do things such as protect
intellectual property), this
can also be done on the
client’s existing
infrastructure, by
establishing data
transformation steps
along the pipeline.

Working with GAP gives
you expertise in
infrastructure as code
(laC) and other
techniques to be able to
provision and optimize
infrastructure in days,

rather than months, with
help from the GAPBuiIlt
Accelerators focused on
laC. GAP also has many
certified Snowflake
experts, in addition to
high-level access to
Snowflake in terms of
staff and support, as well
as services not publicly
available thanks to its
Snowflake Partner status.
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