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IT is happening!
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IT is happening!

By 2020, IDC predicts over /0% of cloud
vendor revenue will be mediated by channel
partners and brokers.
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IT is happening!

first” strategy in 2018.

IDC predicts 73% of ClOs will embrace a “cloud

% [IDC BT Microsoft



IT is happening!

PUBLIC CLOUD SERVICES GROWTH PUBLIC CLOUD SERVICES
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“If you always do
what you always
did, you will always
get what you
always got”
~Albert Einstein




Customer is
dissatisfied with
your service

WHY CUSTOMERS
STOP USING

.

Customer £, Customer
believes you YOUR SERVICE i ., Ppersuaded
don’t care i, % & to gotoa
about them competitor

g Customer gets friend
aa lOprovide service

. Customer
@w- moves away

Q_ Customer dies

Source; Bain Customer-Led Growth Diagnostic Questionaire; Satmatrix Net Promoter Database UiSU.‘:!|CL-][.)itE!|iSt.CU[T1




THE DELIVERY GAP

The vast majority of
companies believe they
offer superior a customer
experience, but only 8%
of clients agree.

Companies whose

Companies that
believe they provide customers agree

a supenor proposition

Source: Bain Customer-Led Growth Diagnostic Questionaire: Satmatrix Net Promoter Database visualcapitalist.com @







XaaS

XaasS is a collective term said to stand for a number of things including "X
as a service," "anything as a service" or "everything as a service." The
acronym refers to an increasing number of services that are delivered
over the Internet rather than provided locally or on-site. XaasS is the
essence of cloud computing.




Identify what you are already doing in the cloud Sl Manogod
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‘Everything’ as-a-Service
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TIP #2: Start with yourself. What is your strenght?



The Golden Circle

What

Every organization on the pianet
knows WHAT they do. These are
products they sell or the services
they offer

How

Some organizations

know HOW they do It. These
are the things that make
them special or set them

How apart from their competition.
Why
w HAT Very few organizations know WHY

they do what they do. WHY is not

about making money. That's a result.

It's a purpose, cause or bellef. It's the
© 2013 Semon Sinek, Inc very reason your organization exists.
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= 8 TIP #3: Start easy. What is your low hanging fruit?
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TIP #4: Start structured. Follow a NPD proces
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TIP #5: Start different. Look for the green grass
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TIP #6: Start with the problem
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ANALYTICS

Evolution Metric

Actual vs Target

Actual Target Products positioning
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Revenue E— | $34M  82.0% 5 .j/

Profit _—... $1.2M 108.7% ” : J—/
@® Avg. Order Size — $850.3 71.0%

OnTime Delivery [ —— | 96.0% 96.0% 20 (@) b

New Customers [ —f— 15432 145.09
Cust. Satisfaction —|——  08.3% 10
Market Share — | 46.9% 8

2047354
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TIP #9: Activate users. Trace and follow up




TIP #10: Partner up. Never roll out your own ...
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Become a CSP partner

s Microsoft

Grow your domain business

Protect your customers against ransomware MiCI’OSOﬁ: CIOUd SOlUtionS

Exploreyour opportunityinthe cloud

Explore your opportunity in the cloud How to get started  ~

Start your cloud success story with Resello
as your specialized CSP Distributor






