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Cloud services are one of technology’s fastest growing sectors. They encompass business applications 

(software as a service) and IT infrastructure. By 2024, the majority of SMB IT spending will be on cloud-based 

solutions, according to projections from research firm Analysis Mason.1 SMBs are not only spending more, 

but also becoming more dependent on their cloud services. In fact, an AppDirect 2021 study of small 

business software trends indicates that 77 percent of SMBs have increased their reliance on cloud-based 

solutions since early 2020.2



This rapid rise in cloud adoption presents a huge opportunity


for technology advisors to drive significant new sources of


revenue for themselves and their SMB customers. But many


advisors are losing out on significant potential revenues


because of misconceptions and uncertainties about how to


sell cloud solutions, as well as how they can differentiate their


business by becoming a trusted cloud solutions advisor.



Here are the top five reasons advisors hesitate to sell cloud services, and how to overcome them.


Many advisors still sell mostly traditional solutions, largely focused on Internet, voice, data,  and hardware. 

They don’t consider themselves software vendors, so they don’t think their customers will look to them for 

software solutions.



However, unlike larger companies, SMBs are often ill-equipped to deal with the challenges of procuring 

and managing cloud solutions on their own, and many would prefer to work with a single technology 

partner. In fact, 70 percent of SMBs said they feel that they spend too much time dealing with multiple 

vendors, and 96 percent believe they can achieve greater ROI when they use an external partner to 

procure and manage their technology.2 



As SMBs move more of their applications to the cloud, you have a huge opportunity to tap


into that market by becoming the single trusted advisor to your SMB customers, for


both traditional services and cloud-based applications. 

 Cloud is not my company’s area of expertise. Why would an SMB 
customer choose us?

1

77% of SMBs have 
increased their reliance 
on cloud-based solutions 
since early 2020.



Many technology advisors admit that they don’t know how


they can make money selling cloud services. They’re not


sure how to identify opportunities to sell them, and they’re


unsure if it’s worth the investment. In their experience, it


seems simpler and more lucrative to sell the traditional


telecom services than cloud-based software.



But to be successful in a rapidly changing digital economy,


technology advisors need to move up the value chain and


become their customers’ trusted advisor for more than just


“dumb pipe” products and services like Internet, voice,


devices, and hardware. 



A simple and effective first step into offering cloud services is to bundle cloud-based applications with 

the core products that you already sell. For example, you can bundle Internet service with an office 

productivity solution like Microsoft 365, or you can bundle devices with a software suite.


2. I don’t see how selling and investing time in cloud services is worthwhile for

our business.

Because SMBs have more SaaS application choices than ever before, they also need more help finding and 

purchasing them, not to mention dealing with integration, adoption, training and solution management. 



When you offer cloud services, it can give you an easy way to make an immediate, high-profile impact in 

your market. However, you have to commit to ensuring that your customers realize the full value of the 

applications and solutions that they purchase through you. This means you also need to help them meet 

key business requirements, like providing pre-sales support that helps them sort through the large number 

of applications available to them so that they purchase the right technology for their needs. Moreover, as 

many employees continue to work remotely, it can include enabling hybrid workplaces through 

connectivity and cloud solutions, as well as providing remote support and management. 


3. I don’t know how cloud services can help me demonstrate value and gain a 
competitive advantage.
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The more seamless and painless you make the procurement, provisioning, and ongoing management for all 

of their technology needs, the more likely SMBs will turn to you instead of going to a competitor.

“My biggest piece of 
advice is just get started. 
By jumping in the pool, 
you have to swim.”

-Michelle Romanow

Founder of Clearco4
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Many advisors who tried selling cloud solutions in previous years didn’t see a lot of adoption, and the 

onboarding experience for their customers was probably less than ideal. But the cloud services landscape 

keeps changing rapidly as the market matures. 



The availability and adoption of cloud services has


increased massively over the past few years. Platforms and


marketplaces make it easier than ever to find and procure


solutions, and major SaaS providers, such as Microsoft and


Google, have made great strides in offering solutions that


are flexible, user-friendly, and offer greater security than 


ever before.



But the most compelling reason to try selling cloud services


again is that SMBs want their advisors to provide end-to-


end solutions. SMBs are eager to adopt SaaS, and when they


work with an advisor to procure cloud-based solutions, they


are more likely to get better ROI from those investments.2


These two facts present a compelling case for a sustainable


business that includes selling SaaS.

4. My company has tried selling cloud services and we weren’t successful. 
Why should we try again?

While it’s true that selling cloud services can be complex, the right partner with the right platform can


help you get to market quickly. Here’s what to look for as you evaluate your options.

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

Cloud services combined with cloud expertise can increase your relevance and value for your SMB 

customers, and you will start to be seen as an essential partner in their organization’s success. 

“The channel players 
that respond to 
business’ evolving needs 
for cloud services will 
gain market share.”

-Youngeun Shin

Research Analyst, Analysys Mason3
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The ideal partner has teams of specialists who can support your entire sales cycle and post-

sales processes. They should have:

Industry experience, expertise, and best practices

Deep experience in cloud services, with an emphasis on best practices



Pre-sales engineers who can help you and your SMB customers purchase the right 

combination of solutions that meet your precise business needs



An integration team that can support you and your customers deal with adoption and 

integration challenges, training, and service management



Back-end functionality like accurate commissions and flexible commission payment 

options, and billing, provisioning, and identity management


What to Look for in a Cloud Partner


A partner that offers both the traditional services you already sell and SaaS solutions 

improves your ability to increase your recurring revenues. Find a partner that has:

A catalog that includes the full range of software and services your

customers need

Direct relationships with SaaS vendors, to increase your profit margins when you sell 

cloud software services



The ability and flexibility to add new solutions, to meet your customers’ evolving needs



A SaaS marketplace that provides a great customer experience



Remote support and management





AppSmart is the number one marketplace in the world to find, buy, and manage all business technology 

services, including connectivity, wireless/mobility, software, infrastructure, energy, managed services, and 

devices. Thousands of organizations of all sizes and in all sectors trust AppSmart and our network of 

Technology Advisors to help them make smarter technology decisions.

To learn how you can get started working with AppSmart, please visit www.appsmart.com

Interested in Learning More?

Sources:

 Analysis Mason Report-Small and Medium Sized Businesses: Technology Buying Behaviour & Channel Preference

 The AppDirect Small Business Software Trends Report 2021

 COVID-19 will accelerate the shift of SMB IT spending to managed service providers and systems integrator

 The Digital Hero Mindset—The Traits People Need to Innovate in a Technology-Driven World
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Look for a partner that has the expertise and tools you need to become a leading 

technology advisor, no matter where you are on the cloud adoption spectrum. These 

should include:

A strategic partner to help you grow your business


Marketing, lead generation, and customer management tools



Automated and streamlined processes and tools across all phases of the customer 

acquisition and management process



A knowledge base that includes:









A fast procurement experience, with rapid quoting and expert sales support

Education on how to become a next gen advisor and a leader in your market



Sales and cloud training for advisors, to help them recognize when ideal opportunities 

to sell cloud solutions arise

https://www.analysysmason.com/research/content/reports/smb-it-spending-jul2021/
https://dcnxfkgt2gjxz.cloudfront.net/Files/The-AppDirect-SMB-Research-Report-2021.pdf
https://www.analysysmason.com/research/content/articles/smb-covid-spending/
https://www.appdirect.com/resources/digital-hero-mindset

