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Deutsche Telekom Opens  
New SME Revenue Stream

Germany’s leading telecom company 
partners with AppDirect to offer a 
sophisticated marketplace for cloud-based 
business applications. 

Challenge

Deutsche Telekom is one of the world’s largest telecommunications companies. With 
presence in over 50 countries and an annual revenue of over €62 billion, it offers fixed 
and mobile telephone service, broadband Internet, IT services, networking solutions, 
and digital television to individual consumers as well as a range of small to large 
businesses across Europe. 

Today, telecom companies are facing tremendous competitive pressures. Even though 
Deutsche Telekom is a large, resource-rich company, it needed to find ways to engage 
customers and create new revenue streams. Powerful and easy to use, cloud-based 
business software is becoming increasingly popular with small and medium-sized 
enterprises (SMEs). Given Deutsche Telekom’s sizable SME customer base, offering  
a marketplace for these cloud services seemed like an ideal next step for the company. 
“Cloud is one of our growth areas and a key element for our strategic mission to become 
the leading service provider for businesses in Europe,” says Lutz Fröhlich, the company’s 
Senior Vice President for Cloud Services.

Despite its position as a technology leader, Deutsche Telekom still faced several 
difficult obstacles to launching a cloud services marketplace. These included the need 
to create a user-friendly customer experience powered by advanced billing, identity, 
and provisioning functionality; the need to launch quickly; and the requirement to meet 
strict German data privacy laws. The team began to search for the fastest, most cost-
effective way to achieve this.
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I N D U S T R Y :  Telecommunications
L O C AT I O N :  Bonn, Germany

C H A L L E N G E
 › Create new revenue streams
 › Provide a user-friendly solution for 

European SMEs to find, buy, and use 
cloud-based solutions 

 › Launch a best-in-class solution quickly  
and cost effectively

S O L U T I O N
 › Seamless onboarding allows developers  

to join the marketplace easily 
 › Flexible, agile platform allows for quick 

response to market changes
 › APIs enable complete customization and 

easy integration with existing backend 
systems, including billing

R E S U LT S
 › Launched marketplace in only three 

months
 › Enabled the onboarding of over 40 new 

products in 12 months
 › Cloud service ecosystem creates additional 

value for company and customers alike.
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A B O U T  A PP D I R EC T

AppDirect provides the only end-to-end cloud commerce platform for succeeding in the digital economy. 
The AppDirect ecosystem connects channels, developers, and customers through its platform to simplify 
the digital supply chain by enabling the onboarding and sale of products with third-party services, for 
any channel, on any device, with support. Powering millions of cloud subscriptions worldwide, AppDirect 
helps organizations, including Jaguar Land Rover, Comcast, ADP, Deutsche Telekom, connect their 
customers to the solutions they need to reach their full potential in the digital economy.

For more information contact  
info@appdirect.com  
or visit www.appdirect.com.

Copyright © 2019 AppDirect Inc.

Solution

At first, Deutsche Telekom explored the option of developing an in-
house solution. “We quickly came to the conclusion that we weren’t 
able to develop the technology on our own,” Fröhlich says. “Our 
own development would take us two to three years, so we said we 
need to work with a partner.”

After evaluating several providers, Deutsche Telekom decided to 
partner with AppDirect. “From our perspective, we found the 
AppDirect solution to be the most promising,” says André Zehl,  
Vice President Cloud Portal Business Marketplace. 

To outpace the competition, the Deutsche Telekom team knew that 
it would need to quickly expand its application catalog. For this 
reason, AppDirect’s agility and ability to quickly onboard new cloud 
services was critical. “We looked for a partner who is agile and 
open,” says Fröhlich. “No one knows exactly where the market is 
heading, so the fact that AppDirect can adapt to changing needs is 
very important to us.” 

In short, Deutsche Telekom was impressed that AppDirect offered 
a fully featured, easily customizable, API-driven solution to provide 
a superior customer experience. “A store, an easy way to integrate 
billing—it was very important for us that all of these required 
features that we wanted in the long run were already there,”  

Zehl says. 

Results

Working with AppDirect, Deutsche Telekom was able to launch 
the first version of its Business Marketplace in only three months. 
After launch, the company quickly progressed to the next stage: 
expanding its offerings. With streamlined onboarding through the 
AppDirect Developer Portal, Deutsche Telekom was able to bring 
over 40 new cloud services to market in just 12 months. 

The AppDirect user interface allows the Deutsche Telekom sales 
team to purchase these new products on behalf of their customers 
in real time. This seamless sales experience paired with a growing 
portfolio of complementary software products has enabled 
Deutsche Telekom to  deepen customer engagement.

AppDirect follows industry-standard security protocols and is PCI 
Level One compliant. That, combined with the platform’s flexible 
deployment options, means that Deutsche Telekom can offer a 
best-in-class marketplace while meeting strict European privacy 
regulations. Moreover, AppDirect’s localization capabilities also 
allow for multiple languages and currencies, enabling Deutsche 
Telekom to serve its global customer base most effectively.

In addition, the AppDirect platform enables Deutsche Telekom to 
bundle core subscription services with cloud-based applications, 
driving customer retention, revenue, and long-term value for the 
company. “We’re positioned in the market as a kind of trusted 
advisor for business services, so selling cloud services is a 
perfect match for us,” Fröhlich says. “We’ve been able to build an 
ecosystem of services, one place SME customers can go for what 
they need, which creates additional value.” As a result, independent 
analysts from the Experton Group named the Deutsche Telekom 
Business Marketplace as a top cloud provider in their annual Cloud 
Vendor Benchmark in 2013, 2014, and 2015.

Looking ahead, the Deutsche Telekom team will continue to drive 
growth and innovation in the cloud as they expand to include  
new cloud services and sales channels. With all that it has to offer 
to SMEs and developers alike, the Deutsche Telekom Business 
Marketplace is on a fast path to becoming the touchstone for 
European cloud software solutions.

“From our perspective, we found  
the AppDirect solution to be the  
most promising.”
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