
   

The 5 Biggest Myths About 
Cloud Services  

 

Cloud service commerce is one of technology’s fastest growing sectors. In fact, by 2018 

spending on public cloud services is expected to hit $127 billion, giving it a growth rate 

that’s more than six times faster than the IT industry overall.  

 

Despite this rapid rise, misconceptions about cloud-based software and solutions are 

common. Here are five of the biggest misconceptions about cloud services and the facts 

that disprove them. 

 

Myth 1: The Market for Cloud Services Is Too Small (or Too Niche) 

Cloud services are fast becoming an essential part of business strategy 

for providers, developers, and customers alike. Not only will spending on 

public cloud services skyrocket to $127 billion over the next three years, 

but this figure will account for more than half of the growth in spending 

on software, server, and storage worldwide.  

 

Current spending on cloud services adds up to more than $60 billion, with 

72 percent going to SaaS solutions like CRM, email, and productivity tools. 

The remainder is split with 14 percent going to PaaS, including platforms 

like Red Hat and Cloud Foundry, and 14 percent going to IaaS, which 

includes solutions like Amazon Web Services. 

 

Not only that, but over the next few years, the cloud services developer 

community is expected to triple, which will help drive a 10x increase in the 

number of cloud-based solutions.
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Myth 2: Selling Cloud Services Isn’t Right for Most Businesses 

Companies in a wide range of verticals offer cloud services, including 

telecommunications, mobile, retail, business services, financial services, 

and many more.  

 



   

For telecom companies, the opportunity is clear: Customers are used to 

going to their providers for essentials like Internet and phone services, so 

it’s a logical next step to bundle those services with a product like 

Microsoft Office 365 and sell them as a package. 

 

But let’s look at a business services example. ADP has an online solution 

that HR teams can use to manage payroll and other administrative tasks. 

The company offers cloud service add-ons—software that complements 

their core solution—which brings even more value to those HR teams.  

 

This type of cloud services ecosystem, where solutions are developed to 

complement other SaaS services, is becoming increasingly common. 

According to recent research, nearly one in five Fortune 100 companies 

offer a public developer program or toolkits to enable cloud service 

ecosystems.
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The flexibility of cloud-based software and services means that a wide 

variety of businesses can take advantage of the opportunity that the 

rapidly evolving cloud service commerce sector offers. 

 

Myth 3: It’s Hard to Make Money Selling Cloud Services  

When many people think “apps,” they imagine 99-cent games you play on 

your smartphone. However, business applications are in an entirely 

different category than one-off mobile app downloads. Business app sales 

can be large, multi-year contracts that deliver recurring revenue.  

 

To see just how much business application sales differ from mobile apps, 

consider Microsoft Office 365 Enterprise edition. This version is priced at 

$20 per user, per month, and requires an annual commitment, which 

means the yearly cost per user is $240. Even a relatively small 

enterprise—with, say, 30 employees—will spend $7,200 per year on Office 

365, a sizeable contract. Going further, an enterprise with 100 employees 

will spend $24,000 on Office 365, a company with 500 employees will 

spend $120,000, and so on.  

 

As you can see, the numbers quickly add up to a sizeable revenue stream.  

 



   

Myth 4: Cloud Services Sell Themselves 

This is perhaps one of the most surprising myths about cloud services: 

They don’t sell themselves. People can go to the App Store or Google Play 

and download Candy Crush with a single tap, but when it comes to buying 

cloud services, customers want expert advice and guidance. In fact, a 

knowledgeable sales team can be the biggest asset in successful cloud 

service sales. 

 

In one real-life example
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, assisted sales drive more than 95 percent of the 

provider’s cloud service purchases, and these types of sales are made at 

a dollar amount that’s three times greater, on average, than purchases 

made at provider’s marketplace website. Moreover, the majority of the 

sales include a 12+ month contract, and they include multiple products 

bundled together. 

 

Not only that, but many customers return to make subsequent self-serve 

purchases at the web-based marketplace, often buying higher-priced 

products when they do. Assisted sales are just one way that providers 

can help; offering a highly curated online marketplace is another. The 

most important thing to remember, however, is this: Cloud services are 

sold, not bought. 

 

Myth 5: Selling Cloud Services Is Too Technically Complex 

Well, this is partially true. Selling cloud services is undeniably complex; it 

requires sophisticated billing, provisioning, identity management, and 

more. But, there are now advanced platforms that can provide an end-to-

end solution. Here’s what to look for in a provider: 

 

1. The technology: Your cloud services platform provider should 

offer flexible, extensible technology that allows you to handle all of 

the important back-end functionalities just mentioned, including 

billing, provisioning, and identity and access management. When 

you dig deeper, the list of capabilities can grow even longer to 

include application integration and on-boarding, marketplace 

management, and reseller management. Ideally, your provider 

should serve as a one-stop shop for every functionality you may 

need.  



   

 

2. A catalog of the cloud services you want to sell: Your cloud 

services sales efforts will only be a success if you offer the 

applications that your customers want to buy. Look for a provider 

with an existing catalog of applications you want to sell, or make 

sure they have a very easy, flexible, and cost-effective way to 

integrate them. 

 

3. Industry experience and expertise: For the best results, be 

sure to work with providers who already have experience in cloud 

services. This includes deploying cloud service marketplaces, 

integrating new applications, migrating users from one platform to 

another, and more. 

 

 

Interested in Learning More? 

AppDirect powers marketplaces, billing and distribution, and reseller services for 

businesses in a range of industries, including telecom, financial services, cloud 

infrastructure and deployment, and more. Our technology offers centralized billing, 

identity management, and automation solutions that can greatly accelerate time to market, 

expand your cloud service ecosystem, and engage your customers. 

 

For more information, please visit www.appdirect.com or email sales@appdirect.com.  
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