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Five Reasons Your Company  
Isn’t Selling Cloud Services— 
But Should Be
Cloud service commerce is one of technology’s fastest 
growing sectors. According to analyst firms IDC and Bain  
& Company, spending on cloud solutions is predicted to  
grow at a rate six times faster than overall IT spending,  
a 19 percent CAGR, to reach $390 billion by 2020.1 

This rapid rise presents a huge opportunity for companies 
in a range of verticals—from telecommunications and ISP, 
to value-added resellers, to financial services and IoT, and 
more—to drive significant revenue by selling cloud-based 
applications. However, misconceptions about the market  
for cloud-based applications are common. With this in  
mind, here are the top five reasons companies hesitate  
to sell cloud services, and how to overcome them. 

1.  My company is not a software 
company. Why would a customer 
choose us?

Cloud-based solutions are now the norm across businesses 
of all sizes. At the average small and medium-sized business 
(SMB), employees use more than six cloud services in 
their day-to-day jobs. As cloud usage continues to grow, 
managing all of these SaaS applications will only become 
more complex. This is where your company comes in. 

Even though most SMBs buy their software from individual 
sellers, they also say that dealing with different vendors is 
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1  Roundup of Cloud Computing Forecasts, 2017,” Forbes.com, Louis Columbus, April 29, 2017
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a pain. In fact, 67 percent of SMBs say that having to go to 
multiple vendors for applications is “a waste of their time,”  
a number that increases to 74 percent at the largest SMBs.2 

In the end, SMBs may end up choosing your company 
because you’re not a software vendor. The key is providing 
a seamless one-stop shopping and management experience 
for cloud-based software. The easier you make it, the more 
likely SMBs will turn to you to meet their technology needs.

2.  My company has business 
customers, but our market  
share doesn’t make selling  
cloud services worthwhile.

Falling revenues, commoditization, intense competition—
many companies, particularly Internet and telecom service 
providers, face more uncertainty than ever before. To be 
successful, companies need to move up the value chain and 
become more than just a “dumb pipe” provider of Internet, 
voice, devices, or other services and hardware. 

One of the most effective ways to begin this transition is to 
bundle value-added software with your core products. For 
example, a telecom company can bundle Internet service 

with an office productivity solution like Microsoft Office 365, 
or a tablet manufacturer could bundle a vertically targeted 
software suite with its devices.

Cloud services can give you an easy way to make an 
immediate, high-profile impact in your market and 
differentiate your company. However, if you offer software, 
you need to make sure that you provide customers with 
onboarding and support services. Otherwise, they won’t 
realize the full value of the applications they’ve purchased, 
and will be left feeling unsatisfied with their experience.

3.  The market already seems 
saturated. How can my company 
differentiate enough to gain  
a competitive advantage?

It has never been easier for SMBs to access powerful 
technology solutions that are leveling the playing field for 
companies around the globe. However, it’s precisely because 
of the ever-increasing number of application choices that 
SMBs have that they also need more help than ever before.

In fact, a large majority of SMBs—85 percent—want advice 
on which technology solutions to buy, and that applies 
whether they are actively looking to purchase or not.3  
In other words, acting as a trusted cloud advisor at all  
stages of the buying process is a surefire way to add value 
and build customer loyalty.

Moreover, nearly seven in ten (69 percent) of SMBs  
say they are looking for a variety of cloud services, 
including applications that are specific to their industry, 
rather than “one size fits most.”4 No one knows more  
about the needs of your customers than you do.  
Creating targeted offerings to meet their unique needs  
is among the most effective ways to set yourself apart  
in the cloud services market.

2 “AppDirect SMB Cloud Service Adoption Report,” AppDirect, February 2017: https://www.appdirect.com/resources/rp-smb-cloud-service-commerce-adoption-report
3 Ibid.
4 Ibid.

“   Over the next three years, we expect 
organizations will be internally focused on 
the systems, processes, and the culture shifts 
necessary to ‘get digital done.’ By 2022, we 
predict 80% of revenue growth will depend 
on digital offerings and operations.”

  Meredi th  Whalen ,  Sen ior VP,  IT  Execut ive  Programs ,  
Sof tware ,  Serv ices ,  and Industry Research ,  IDC
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4.  My company has tried selling cloud 
services and we weren’t successful. 
Why should we try again?

As the cloud services market matures, changes are happening 
with lightening speed. Go-to-market models that didn’t work 
as little as a few months ago are now being used successfully 
in a range of industries, and there is a growing body of 
knowledge about effective cloud services sales strategies.

One of the most important things to remember is this: Cloud 
services are sold, not bought. In practice, this means that 
you must have a knowledgeable sales team on hand to help 
customers select the solutions that are right for their business. 
In one real-life example from the AppDirect network, assisted 
sales drive more than 95 percent of a 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 the provider’s marketplace website.

Understanding cloud service commerce best practices, and 
successfully implementing them at your company, can have  
a tremendous impact on revenue growth. 

5.  Selling cloud services is too 
technically complex for my business.

There is some truth to this; 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:

 ›  A platform built for cloud commerce: A 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, marketplace 
management, reseller management, and customer onboarding 
and support. Ideally, your provider should serve as a one-stop 
shop for every functionality you may need. 

 ›  A catalog of the cloud services you want to sell, or the ability 
to integrate them easily: 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.

 ›  Industry experience, expertise, and best practices: For the 
best results, be sure to work with providers who already have 
experience in cloud services and emphasize best practices.  
This includes deploying cloud service marketplaces, integrating 
new applications, migrating users from one platform to another, 
and other essential aspects of cloud service commerce.

Interested in Learning More?

AppDirect is a trusted advisor to leading companies 
around the globe as they explore their options for selling 
cloud services. Our flexible, modular technology powers 
marketplaces, billing and distribution, and reseller services 
for businesses in a range of industries, including telecom, 
ISP, 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

S M B S  WA N T  O N E  T RUST E D  
S O U RC E  F O R  C LO U D  S E RV I C ES

67% of SMBs say that having to go 
to multiple vendors for services 
is “a waste of their time.”

Source: AppDirect SMB Cloud Service Adoption Report


