
Snapshot: The State of 
Google CSPs
In the $141 billion market for public cloud  
services,1 the channel represents one of the biggest 
opportunities for growth. In fact, 79 percent of 
resellers say demand for cloud services is high  
or very high.2

 
 

But what do these abstract numbers look like on the 
ground? Where are Cloud Solution Providers (CSPs) 
seeing the most success, and with what type of apps? 
To find out, AppDirect recently conducted a survey of 
Google CSP partners, resellers that represent over 2 
million Google Apps seats under management in total. 
Check out what we discovered.
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Eight
number of third-party 
apps sold by most CSPs

2.3
average number 
of apps in a sale

CURATION IS  CRIT ICAL

Almost half of Google CSPs, 45 percent, sell eight 
cloud services—enough to provide a good selection, 
but not too many to overwhelm buyers. Curating the 
right mix of apps is critical to success.

ALWAYS BE BUNDLING

In our survey, every Google CSP sold cloud services 
in bundles. Many sold two apps in an average sale (45 
percent), while just as many sold three apps (45 percent). 
This range seems to be the sweet spot for CSPs.

45%  bundling three apps

45%  bundling two apps

A WINNING COMBO OF CATEGORIES

App categories offered by Google CSPs:

OFFICE 
PRODUCTIVITY

SECURITY BACKUP CRM

82%
of Google CSPs bundle 
office productivity with 
security or backup apps

But which bundles do best?  
When measured in number of 
seats deployed, the most popular 
bundle is an office productivity app 
plus a security or backup app.
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FOCUS ON FLAGSHIP APPS

For most Google CSPs, the majority of 
their software licensing revenue comes 
from flagship applications, such as Google 
Apps and/or Microsoft Office 365.

TARGETING THE RIGHT 
BUSINESSES

Google CSPs are targeting a 
range of business sizes. From 
101 to 500 employees is the most 
common target, but 55 percent of 
CSPs are targeting across three 
or more business sizes.

76%
revenue from 
flagship apps

101–500 
EMPLOYEES

26–100 
EMPLOYEES

1–25 
EMPLOYEES

1000+ 
EMPLOYEES

501–1000 
EMPLOYEES

80%

40%

GOOGLE CSP TARGETED BUSINESS SIZE

In fact, almost 80 percent of CSPs—
76 percent to be exact—realize 80 
percent or more of their revenue 
from these leading cloud services.

VALUE-ADDED SERVICES ARE A MUST

Our research found that every 
Google CSP offers a range of  
value-added services, with 
several—including integration  
and migration—being table stakes.

100%
offer implementation, 
integration, migration, pre-sales 
consultation, and training

Slightly fewer, 91 percent, offer 
order fulfillment and some form 
of support, while only 45 percent 
offer 24X7 support.

IMPROVING THE CUSTOMER EXPERIENCE

Google CSPs are doing a lot of things right, 
but there are still areas to improve. Providing 
better support is a top priority, and in fact 91 
percent of CSPs we surveyed were interested 
in white-labeling 24x7 support to make these 
services faster and easier to implement.

91%
would offer white-
labeled support

Empowering customers to self-serve is also 
a key concern, with 91 percent of CSPs also 
expressing interest in an online ordering 
system that would allow customers to  
add licenses on their own. 

M O R E  I N F O R M AT I O N

For more information about these survey 
results, or how AppDirect can help companies 
get up and running as CSPs quickly and easily,  
visit www.appdirect.com or email  
partners@appdirect.com.

1   “Worldwide Semiannual Public Cloud Services Spending Guide,” International Data 
Corporation (IDC), January 2016.

2   “5th Annual Trends in Cloud Computing,” CompTIA, 2015

3   Findings consist of data from a survey of 11 Google CSP partners who collectively 
manage over two million seats of Google Apps (>$100M in Google Apps annual 
subscription revenue).
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