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Selling Cloud to SMBs: 
Are You Ready for "The Cloud Talk?" 

Most small and mid-sized businesses (SMBs) typically don't have a full-time IT staff on site to monitor, manage 
and maintain their IT infrastructure. When an outage occurs, troubleshooting is often performed by the business 
owner or the person in the office who knows something about what's broken, or perhaps by the first person to 
Google© the symptoms. These scenarios end up in an inefficient "try this" approach to IT problem solving while 
clients go without service and employees are nonproductive. We're all painfully aware of the "cost of downtime" 
and how the costs not only affect profitability, but oftentimes also wreak havoc on a business’ reputation. 

SMB owners typically fall into one of two "technology consumer" categories:   

• Due to various reasons, many SMB owners indicate they aren't satisfied with the return on investment 
(ROI) they're seeing from their current technology and they're ready for the cloud. 

• Then there are those who are hesitant about the cloud because they have some "showstopper" 
impressions and questions that immediately come to the forefront when the subject of cloud comes up. 

In this paper, we discuss how to have the cloud talk with SMB owners who fall into the second category. At 
Egenera, we have partners of all shapes and sizes, but all of them have had similar experiences when it comes to 
selling cloud services to SMBs. Even if they've moved the discussion beyond the initial pushback, one of the most 
common "full stop" statements they've all heard is "my business just isn't a good fit for the cloud." 

Getting past the roadblock. 

What are the underlying causes for this discussion ending statement? What are the hidden messages?  

1. I don't have time to deal with cloud. I'm trying to run a business. My calendar is already swamped. 
2. I don't know anything about cloud, therefore, I probably don't need cloud to run my business. 
3. I don't trust the cloud. I watch the news - if I move to the cloud my data will get hacked or stolen. 
4. The cloud is too expensive. I can just rent the hardware I need or buy it used. 
5. We're doing fine with everything right here on-site. I like to see my servers. I can't see a server if it's 

in the cloud. 
6. Cloud is new. I don't want to risk my business on new technology. 
7. I wouldn't know where to begin. 
8. If I go to the cloud it will be with a big cloud services provider (CSP) -- someone like Amazon or Microsoft. 

Let's explore some ideas for addressing these issues so that they become reasons to move to the cloud. 
 

1. I don't have time to deal with cloud. I'm trying to run a business. My calendar is already swamped. 

If your client says this, then you can position the timesaving / task offloading benefits of cloud into compelling 
reasons for using the cloud. You need to highlight ways that the cloud eliminates time-sink, non-differentiating 
tasks and frees up your client's time so they can focus on business goals, not IT. With cloud, your client's 
technology burdens become distant memories: 
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Task examples Responsibility 
Before Cloud With Cloud 

Schedule, run and monitor backups Business owner Cloud service provider 
Install software updates (firmware, drivers, patches 

 
Business owner Cloud service provider 

Upgrade hardware components Business owner Cloud service provider 
Add, monitor and maintain storage Business owner Cloud service provider 
Manage hardware licenses and warranties Business owner Cloud service provider 
Manage virtualization software licenses Business owner Cloud service provider 
Hardware break / fix responsibility Business owner Cloud service provider 
Hardware break / fix downtime1

 Business owner Cloud service provider 
Maintaining hardware / software skills set currency Business owner Cloud service provider 
Power / cooling interruptions2

 Business owner Cloud service provider 
Power / cooling costs Business owner Cloud service provider 
*The term "business owner" is used to indicate that the task is performed by an employee, which oftentimes, 
but not always is the business owner. 

With all the responsibilities shifting to the CSP, SMB owners find themselves liberated from the plethora of never-
ending time-sink IT lifecycle management tasks. An additional benefit is that the cloud provides higher levels of 
availability. The cloud consists of enterprise class infrastructure that's hosted in highly secure, highly reliable 
datacenters and is pro-actively monitored 24x7x365 by skilled cloud IT professionals. 

2. I don't know anything about cloud, therefore, I probably don't need cloud to run my business. 

It might be true that your client doesn't need cloud to run their business in its current state, but your mission isn't 
to dispel the statement. Your mission is to articulate how cloud will help your clients run their business more 
efficiently and effectively, which can help them achieve better client responsiveness, stronger loyalty, and 
improved competitive advantage. 

• Ensure that that your clients understand that the cloud enables them to: 
o Escape from the daily time-sink IT lifecycle management tasks and gain control of their 

schedules. 
o Focus on investigating additional markets or enhancing current business opportunities. 
o Reassess current portfolio offerings for possible expansion that's enabled via. cloud 

dynamics such as on demand bi-directional scaling, rapid deployment etc. Cloud enables 
business agility! 

o Use technology to achieve business goals instead of downsizing business goals to align with 
the capabilities of their existing technology. With cloud, technology is a growth enabler, 
not an inhibitor. 

o Meet face-to-face with their clients - strengthen business relationships/stickiness, and 
competitive advantage. Explore ways to enhance their client's experiences.   

                                                           
1 Mitigated by critical component redundancy, enterprise class infrastructure, integrated high availability functions and 
"multiple- nines" service level agreements (SLA) 
2 Cloud datacenters deploy critical component redundancy including long duration power generators 
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If your client says they don't know anything about cloud you can mention that they probably use cloud in their 
personal (and professional) lives more frequently than they realize. Cloud is already in their daily lives from credit 
card and ATM transaction processing, to downloading or listening to their favorite tunes or videos in the cloud. 
And your clients might even use a personal and/or business email service that's hosted in a cloud. Cloud is 
ubiquitous and the reality is that your clients already rely on the cloud in many ways. 

3. I don't trust the cloud. I watch the news - if I move to the cloud my data will get hacked or stolen. 

While security is a very valid concern, and is shared by everyone; the technologies used today to protect and 
secure data are far superior to those of the not too distant past. Intelligent technologies such as encryption, 
firewalls, multi-level authentication, virtual private networks etc. are constantly evolving and improving. Your 
client's data and associated IT resources running in the cloud are monitored 24x7x365 by IT professionals trained 
to proactively spot, isolate, and resolve issues. 

Cloud datacenters are regularly subjected to strict certification and compliance testing for exposure to physical 
and cyber intrusions. Critical datacenter components have built in redundancy and high availability features not 
found in on-premise environments. Cloud datacenters exist for one purpose, and that’s to provide secure, stable 
environments for delivery of IT services. It's why they exist and they are very good at providing these services. 

Your client's on-premise IT resources can be subject to destructive acts from disgruntled employees, outside 
intruders, natural disasters, or nefarious characters, but the likelihood of such physical tampering is greatly 
reduced by the security and isolation provided by cloud datacenter security practices. 

Cloud technology with instances running in different (interconnected) geographical locations can provide a buffer 
from local or regional disasters. Think of times when it has been difficult, or even dangerous for employees to 
commute to the office, often resulting in reduced staff, reduced employee productivity and even worse, damaged 
customer satisfaction. With cloud technology, employees only need to access the internet to remain productive. 

Businesses of all sizes regularly back up their on-premise servers and data to the cloud as an additional layer of 
security as part of their IT strategies. Businesses are very comfortable with cloud backup and don't hesitate to use 
it as an integral part of their overall business continuity strategies. Business continuity services are great cloud 
entry points for those customers who are hesitant about cloud. 

When your clients raise a concern over security they've just given you an opportunity to put on your trusted 
advisor hat and help them understand how and why cloud is secure and in many ways, is more secure than their 
on-premise IT resources. 

4. The cloud is too expensive. I can just rent the hardware I need or buy it used. 

This objection should put an immediate smile on your face! Let's look at each of these comments. 

• Renting hardware - While it's your choice how you bill your clients for cloud services, Egenera charges you 
on a pay as you go basis, which is even better than "renting" because you only pay for the resources your 
clients use. This is more cost efficient than pre-paying for rented resources that might go unused. With 
flexible cloud scaling, your client's configuration can be increased or decreased to meet variable workload 
requirements. If your client rents their hardware, what will they do if the configuration was under 
provisioned? How much money is wasted if the configuration was over provisioned? With cloud, these 
sizing issues (and costs) disappear. Cloud "pay-as-you go" technology provides your clients the ability to 
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rent and scale the exact configurations they need, when they need it, without the overhead of upfront 
capital expenditures or the cost of making manual/physical adjustments to incorrectly sized configurations. 

• Buying used hardware - This approach is not a prudent business decision. When a business takes buys 
physical IT assets, it sets off an avalanche of costly activities. The immediate purchase requires capital that 
will never be recouped. With used equipment, you must wonder how the previous owners treated the 
resources, and in the end, costly incompatibility issues can crop up. Also, the business is faced with ongoing 
OPEX costs for hardware lifecycle maintenance and management tasks. With the cloud, your clients are 
certain that their solutions are running on state-of-art infrastructure that is monitored and maintained to 
the highest standards, protected by high levels of redundancy and is hosted in secure datacenters. 

For all the reasons mentioned above and more, it just isn't a wise decision to rent or buy used IT hardware. Cloud 
services provide a much better, cost efficient, right sized solution to fulfill business computing requirements. 

5. We're doing fine with everything right here on-site. I like to see my server(s). I can't see a server if it's 
in the cloud. 

This statement and scenario might be fine if it wasn't for Murphy's Law which states that anything that can go 
wrong, will go wrong. Remind your client that it's just a matter of time before they will experience an on-site 
issue that could've been avoided by being in the cloud. 

On-site closets are no comparison to datacenters; especially datacenters that provide (and stand behind) highly 
available service level agreements (SLAs). 

Even if your client's servers never experience issues, the fact that they're housed in a location without high 
availability componentry like redundant power feeds, high availability failover support etc. means that they are in 
a non-stable environment. Granted, most servers now have redundancy of critical components (power supplies, 
network controllers, storage media etc.), but these features can provide your clients with a false sense of 
security. The truth is that component redundancy doesn’t help if/when the building loses power, the air 
conditioner shuts down, or any other number of "local disruptions." 

The fact that cloud servers can't be "touched" is a positive because quite frequently the cause of on-premise 
server downtime is due to issues initiated by humans, localized weather or utility failures. 

Your client's existing servers can easily be migrated out of their on-premise locations into highly secure, climate-
controlled datacenters providing them invaluable IT peace-of-mind. In addition, business continuity solutions 
such as backup and disaster recovery can be deployed easier and more efficiently in the cloud. 

6. Cloud is new, I don't want to risk my business on new technology. 

Cloud technology, in one shape or another has been around for many years and adoption by businesses of all 
sizes have increased year over year. In a recent report from industry analyst firm International Data Corporation 
(IDC)3: 

"Worldwide Public Cloud Services Spending Forecast to Double by 2019, According to IDC" 
 

                                                           
3  https://www.idc.com/getdoc.jsp?containerId=prUS40960516 

 

http://www.egenera.com/cloudmigrate/
http://www.idc.com/getdoc.jsp?containerId=prUS40960516
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"From a company size perspective, large and very large companies will be the primary driver of 
worldwide public cloud services with spending of more than $80 billion in 2019. However, small 
and medium businesses (SMBs) will remain a significant contributor to overall spending with more 
than 40% of the worldwide total throughout the forecast period coming from companies with 
fewer than 500 employees." 

7. I wouldn't know where to begin. 

If you hear this statement, you're making great progress! This indicates that they "get it" but they need help in 
getting to the cloud. This is a great opportunity for you to increase your value add to your clients while enhancing 
your relationship and stickiness by putting on your trusted advisor hat. Keep in mind that cloud migration services 
can greatly simplify the process. 

You're likely to be more successful if you work with the client to identify the low hanging fruit opportunities. 
Some that immediately come to mind are: 

• Business continuity (backup / disaster recovery) - Most SMB owners are risk averse, which can make 
selling them on the cloud difficult. But, being risk-averse means that they're certain to understand the 
costly and even disastrous ramifications of IT outages. Explaining the value of cloud backup and cloud 
disaster recovery in a visual manner can be very effective to help your clients reach that "aha!" moment. 
Many of our partners started their cloud services business by offering cloud backup and disaster recovery 
services for their client's laptops, workstations and servers. Every business owner understands the value 
of storing backups "off-site." Backing up devices to the cloud makes for a compelling cloud entry point. 
For additional information you can download our business continuity datasheet here and checklist here. 

• New projects - does your client have any new projects in the works? This is a great opportunity to show 
them how easy it is to quickly spin up a server for a dev/test environment. Oftentimes businesses will 
develop solutions on the spare laptop that nobody is using or they'll use a retired server that's no longer 
in use. Or even worse, they'll use a production server, which obviously could have a negative impact to 
critical business operations. With cloud, your clients can have a server spun up in a matter of minutes, 
using whatever hardware configuration they want and with no impact to the day-to-day production 
environment. There's no waiting for hardware to show up and solutions are developed in a dev/test 
environment that's production enabled with a few mouse clicks. 

• Existing over-provisioned / out of warranty servers - Does your client have any servers that are beyond 
upgrade capabilities? Many of our partners have told us that their clients had to move off existing 
hardware in favor of newer and more compatible systems. Oftentimes there are OS or application 
changes that render the underlying hardware incompatible. With cloud, your clients will never have to 
worry about infrastructure hardware being deemed incompatible by the upper layer software 
components, or out of warranty scenarios. 

8. If I do go to the cloud it will be with a big CSP -- someone like Amazon™ or Microsoft® 

We've heard this comment many times. Nobody can argue the success that these behemoth CSPs have 
experienced over the years. But, just because they've been successful doesn't mean they're the best fit for you 
and your clients. When you look under the surfaces of AWS and Azure you rapidly conclude that there are a 
plethora of hidden costs and complexities that are formidable for service providers to deal with. Many of our 

http://www.egenera.com/cloudmigrate/
http://www.egenera.com/wp-content/uploads/2016/08/BusinessContinuity_Datasheet_BLUE_08_08_16.pdf
http://www.egenera.com/business-continuity-planning/
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partners have clients who regretfully made the costly assumption that bigger is better. Click on the hot linked text 
(below) for additional information about the hidden costs and complexity of doing business with AWS and Azure.  

We've heard horror stories of costly, poor customer support from the large CSPs where it has been almost 
impossible to get the right person on the phone to help. In a nutshell, the support subscription level that most 
businesses require is cost prohibitive, and at the end of the day the affordable support subscriptions fall woefully 
short of satisfying requirements. Large CSPs cater to their mega clients who can afford the high-end support 
plans, leaving their SMB partners to fend for themselves with an underperforming support subscription. 

 
Summary: 

It goes without saying that all businesses have goals of increasing their technology agility and ROI while reducing 
costs. Cloud makes these goals achievable. 

• Business Agility: Cloud enables your clients (and you) to offload IT infrastructure lifecycle costs and time-
sink activities so that your clients can focus on executing their business strategy instead of managing and 
worrying about their technology. You should try to paint a picture for your client that shows the value of 
offloading their technology headaches to you. You (we) sweat the details so they (you) don't have to. 

• Reduced Capital Expenditures: Most SMB owners need to keep an eye on expenses and they're usually good 
at finding creative ways to minimize capital and operational expenses. But too often their creative ways end 
up costing more in the long run by reducing customer responsiveness or business effectiveness. Your clients 
need to understand that by moving to the cloud, they'll eliminate large, upfront capital expenditures in favor 
of smaller (predictable) monthly payments that can be based on a pay-as-you-go plan. 

• Scalability: There are various reasons why businesses have variable technology resource requirements. 
Some businesses have peak (and valley) seasons. Many startups need a solution that allows them to start 
small and easily scale at a pace that aligns with their growth. With on demand bi-directional scaling, the 
cloud is a great way for your clients to meet seasonal and growth spurt demands without purchasing 
hardware and software that ends up sitting idle during slower seasons. Pay-as-you-go pricing enables your 
clients to realize the long time promised cost benefits of utility computing. 

• IT access from anywhere: One of the major benefits of cloud computing is that your client's employees can 
access the technology resources they need, regardless of where they are. Cloud services are accessible via. 
the Internet regardless of traffic or weather conditions. 

• Faster response to their requests: When IT heavy-lifting processes are offloaded to the CSP you become 
more responsive to your client's requests. With the cloud's ability to dynamically scale up and down virtual 
resources, your clients no longer need to wait for you to procure, receive, install, and test new components. 
Scaling up and down is a simple point, click, drag-and-drop away. This rapid responsiveness improves your 
client's experience, satisfaction and stickiness.   

Just like all previous game-changing, compute paradigm technology evolutions (e.g. personal computers, laptops, 
smartphones etc.) the cloud is here to stay and the chasm has been crossed. Cloud adoption has moved well into 
the "Early Majority" bell curve phase and is being leveraged for business agility, cost reductions, and to gain 
competitive advantage. Cloud has moved from the early adopter stage and is now used by businesses in the 
mainstream market. You need to help your clients understand the business advantages available to them only by 
moving to the cloud. 

http://www.egenera.com/total-cost-of-amazon-web-services/
http://www.egenera.com/tcodb-with-microsoft-azure-final/
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About Egenera 
Egenera was founded in 2000 to deliver “tomorrow’s datacenter – today.” Since then we’ve been providing highly 
reliable, advanced server virtualization/converged infrastructure solutions. Building on this experience, we 
developed Xterity Cloud Services specifically for the channel. Xterity Cloud Services provides an intuitive, drag-and- 
drop cloud management solution that simplifies all cloud workflow processes including customized design, 
deployment, scalability, management, pricing, margin analysis, and billing. 
 

Without the inherent complexities found in other cloud services, Xterity partners are liberated to focus on providing 
higher value, higher margin services to their clients. Xterity Cloud Services combine the security and reliability of Tier 
3 datacenters with enterprise-class hardware and software to deliver wholesale managed private and public cloud 
IaaS services including bare metal, disaster recovery, backup, and migration. 24x7x365 partner support and assigned 
account management is included at no additional cost to help ensure success for our partners and their clients. 
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