BUILDING A
SUCCESSFUL
CLOUD PRACTICE
AN INTRODUCTORY GUIDE FOR MSPs

GUIDE FOR MANAGED SERVICE PROVIDERS

Introduction ....
If you have worked in the IT industry for a while, you will
be familiar with the regular cadence of “breakthrough”
technologies and hot new trends that quickly become the
focus of industry media and technology analysts. Game
changing industry impacts, business benefits and lofty
predictions for market growth are all part of the hype that
draws the attention of resellers and managed service provides
alike.
While predictions of marketing impact may be real, they
are often communicated in such abstract or general terms
that MSPs and IT Resellers struggle to understand how to
leverage the new technology or take advantage of the growth
opportunities.
Business owners, managers and technology staff are occupied
with the demands of working in their own businesses - leaving
them little time to research new technology trends and how
they may impact operations. With cloud computing, many
benefits are claimed. From greater agility to lower costs,
improved security to reduced risk, easier compliance with
regulation to better business continuity, cloud computing is
positioned to change the IT game. Industry publications even
go so far as to predict compound annual growth rates in excess
of 30% in the cloud computing market.
Given all this information, it is natural for MSPs and Resellers to
ask:
“Can my company grow by 30% if we sell cloud computing
services? And, if so, how exactly do we do it?”
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Transforming your IT Business with Cloud
Computing
HostedBizz created this guide to assist IT service providers and
MSPs to build successful Cloud Service practices that deliver
real business benefits to customers. This paper shares best
practices and proven cloud business models collected and
tested over years of operations at HostedBizz.
The cloud is a complex concept and is not a “one size fits all”
solution. It is based on multiple technological and application
breakthroughs enabled by several technology innovations from virtualization to the growth and affordability of internet
capacity. The cloud and associated service models deliver ondemand computing elasticity and utility billing capabilities that
scales with business needs.
There are three main service models:
•
•
•

Infrastructure as a Service (IaaS)
Platform as a Service (PaaS)
Software as a Service (SaaS)

This white paper focuses on Infrastructure as a Service, and
how the IT channel can leverage IaaS providers to expand their
businesses.
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An IT service provider cannot simply state:

“We sell or provide cloud computing”
and expect the business to be transformed. Customers
will require significant support to understand the concepts
and realities of cloud computing. In some cases, cloud
computing may not be the best choice for the customer’s
requirements. As an MSP or Reseller, you must demonstrate
your understanding of the cloud, the various forms it can take,
the different use cases in which it can be deployed, and the
multiple ways that customers can benefit from deploying their
IT operations in the cloud.
For a company to implement or transition to cloud
computing successfully, various stakeholders must be
involved. Engagement throughout the organization - from IT
management through to company executives – is required to
understand the organization’s overall needs. Complex business
decisions regarding risk and data security require in-depth
information and support from MSPs and IT resellers.
This collectively makes the transition to the cloud a team
effort.
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Realizing the Power of the Cloud
Building a cloud service practice offers huge potential. To
realize that potential, the IT channel must select a cloud service
partner that meets technical needs and delivers the solutions
and support that fit individual customer requirements.
As a first step, the IT channel must take steps to understand
the advantages the cloud offers customers. Whether your
business is new to cloud computing as a service, or if you are
evaluating new partnership opportunities, knowing the best
questions to ask is critical to success. For instance, developing
a clear understanding of how to initiate and roll out new
cloud services with a cloud IaaS partner, the time to develop
projects with the service provider, and understanding the fit
with customer needs requires the development of a thorough
checklist prior to the conversation.
If you are an IT sales professional or business owner, you no
doubt already know that your customers are either considering
or have mandated adopting cloud services. This is likely driven
by business requirements for greater flexibility, reduction in
capital expenses (CapEx), scalability, SLAs, disaster recovery
concerns and business continuity.
As a service provider, your role is to support those
requirements and deliver solutions in line with your customer’s
business needs. Selecting the right cloud service provider
is essential to your success - not only to provide the base
computing and services infrastructure, but also by selecting
the cloud computing partner most committed to assisting their
partners to support end-users and increase revenues.
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Building Cloud Knowledge in
Partnership with your Cloud Provider
In order to migrate your customers to the cloud, you must
first ensure that your sales team has a clear understanding of
how to position cloud services. This starts with explaining the
associated benefits, and this may not be as easy as it seems.
Although “The Cloud” is a widely used term, most end users
identify the cloud with consumer-oriented services such as
iCloud or OneDrive where they store their photo collections.
They may also identify it with commonly used Software as
a Service (SaaS) applications such as CRMs (Salesforce,
Insightly) or web applications (WebEx, Spotify). Essentially
these are web based software applications delivered for free or
on a subscription basis.
Conversely, Infrastructure as a Service (IaaS) refers to the
delivery of IT infrastructure provisioned and paid for “ondemand” by an end user. From an architecture perspective,
using virtualization technology enables multiple physical
servers and storage systems to host dozens of individual
virtual machines, each of which can be customized to the
customer’s requirements. This includes scaling requirements
up and down on-demand based on the customers’ business
needs. Customers can host practically all of their business
applications and file servers on these virtual machines.
Depending on the Cloud Service Provider that you partner
with, these virtual machines will be built using enterprise grade
infrastructure, located in highly secure, redundantly designed,
and geographically separate data centers.
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When it comes to IaaS, selecting your Cloud Service Provider
is critical. This is a true partnership in every sense of the
word. It is essential to ensure a prospective partner’s cloud
infrastructure is designed using best practices for architecture,
and equally important that the infrastructure is located in
highly certified data centers (eg. UTI Tier 3 with associated
compliance standards for security protocols). The partner
should also have engineering services and the skills to support
you when designing and implementing a customer’s cloud
hosting solution.
The ideal Cloud Service Provider not only capable of providing
IaaS, but is also capable of customizing solutions for your
customers and delivering a suite of managed services (such
as back up & disaster recovery) or essential business services
(hosted desktops, file sync or hosted Microsoft business
applications).
Choosing a Cloud Service Provider requires diligence, and a
thorough understanding of your requirements as a business.
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offers a bestin-class cloud
platform, a
suite of flexible,
scalable, and
reliable services,
promises quality
delivery and
offers to adapt
services to
your individual
customer needs
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Positioning the Cloud with your
Customers
Once you have selected a cloud service partner, leverage their
expertise to support your efforts in positioning and selling
cloud services to your customers. A qualified IaaS provider
will have the knowledge on staff to facilitate complete cloud
solution proposals. This will include expertise with hardware,
network, and security along with resources to assist with
migrating your customer’s server workloads, backups and
applications to the cloud.
As a managed service provider or IT reseller, your goal is
to educate your customers on the benefits and to ensure
that the best cloud solutions are proposed. Whether you
are recommending cloud solutions to existing customers
or uncovering new cloud sales opportunities, your Cloud
Service Provider can assist your sales team to explain the
many benefits of cloud infrastructure. In some cases, as with
HostedBizz, cloud solutions can be “white labelled” and
delivered under your own company brand while benefiting
from our sales, engineering and support expertise. In fact,
HostedBizz will even draft cloud proposals for you using your
corporate branding.
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When first approaching an existing or new customer regarding
the adoption of cloud for their IT infrastructure needs, the
following leading questions are helpful to get the conversation
started:
•
•
•

•

•

•
•

Are you familiar with the benefits of using a cloud provider for
your IT requirements?
What is your current Disaster Recovery and Business Continuity
plan for IT in the event of a significant business interruption?
Do you have IT infrastructure or technology approaching “end
of life” within the next 12 months? Have you assessed the
Capital and Operating expenses associated with maintaining or
replacing that hardware?
Have you assessed the cost and resource burden of managing
your IT including software & OS patching, backups, upgrades
and end user support?
Have you ever truly assessed whether there is adequate
redundancy with your existing IT systems (onsite servers,
storage, networking & security and backup) to avoid critical
outages and downtime?
Is your data properly protected and recoverable against security
breaches and cybercrime such as ransomware?
Do you store confidential customer or other data? Do your
current IT systems comply with security and privacy standards
such as Canadian Federal Government Protect B, PHIPA or PCI?

Identifying or discovering just one deficiency with these
leading questions can facilitate a discussion around how the
cloud fits as an IT solution. With the right cloud partner, you
can confidently respond to these opportunities without being
a cloud expert yourself. Collaborate with the sales engineering
services of your IaaS provider to identify your customer’s
requirements and technical issues. Engaging with your Cloud
Service Provider ensures that each solution is designed to
meet your customer’s unique needs. In turn, this process leads
to building your knowledge of the cloud and your skills to
become a recognized leader in cloud solutions and services.
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Learning about your Customer’s Cloud
Needs
Once you have initiated a discussion around using cloud with
a potential customer, asking a thorough set of questions
can uncover where the opportunities to use cloud exist in
their operation. These questions will also demonstrate your
knowledge and expertise with the cloud, and reassures the
customer contemplating a transition to the cloud.
The response to the following questions will provide
important insight into the state of your customer’s current IT
infrastructure, the operating pinch points, and future business
objectives. These questions will help to build a thoughtful and
inclusive cloud solution proposal, all while demonstrating your
expertise:
•
•

•
•

•
•
•
•

Is your current IT infrastructure adequately supporting the
needs of the business? What areas could be improved?
What are some of the short and mid-term IT projects planned
for the business? Do these projects involve your production
systems or for testing and development? Do you require
more scalability or improved performance? What systems are
currently in place for disaster recovery?
What technology drivers are influencing IT change in your
business?
Are or have you experienced downtime? What was the
impact to the business operation? Are your in-house systems
performing as expected? What level of IT redundancy exists
today? Is it sufficient to recover to?
Is your current infrastructure virtualized? If so, what is the
Hypervisor? e.g. VMware, Hyper-V, AHV, Openstack?
What security or compliance requirements does your business
have? Have you tested these against your IT systems?
Are any or all of your systems approaching “end of life”?
How many physical or virtual servers are running in your current
environment?
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•

•
•

•

What storage architecture do you use today? Do you support
multiple tiers of storage? What rate does your storage grow
annually?
What operating systems and versions do you currently
support?
What are some of the applications currently used? Exchange,
Databases, SQL/MySQL, ERPs, CRMs, Oracle, Accounting/
Finance applications or any proprietary systems?
What is licensing schema for these operating systems and
applications? Perpetual, subscription etc.?

There is no order to these questions, and in some cases, they
may not be applicable.
Having answers to all of these questions is not essential or
mandatory. If possible, gathering and responding to as many
or all of these questions will simplify the process of building
the value proposition for your proposal and demonstrating the
benefits of leveraging cloud infrastructure and services.
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Offering Value Added Services
MSPs who offer cloud infrastructure solutions often benefit
from the delivery of incremental services. Ranging from
disaster recovery planning, test restores, managed back up,
private network access and clean internet, these services drive
additional revenue for your MSP business. Familiarizing your
sales team with the terms commonly used for these services
will assist in uncovering additional opportunities with your
customers.
When selecting the best Cloud Service Provider partner,
consider their ability to act as a dependable resource in
developing these opportunities and offering the solutions
associated with them.
Incremental services that complement cloud services include:
•

•
•

•

•

•
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Disaster recovery assessments and planning: a service that
assesses risks, vulnerabilities and documents recovery.
strategies and plans in the event of a significant IT outage.
Offsite backup copy: fully administered cloud backup of onpremise IT systems.
Disaster Recovery as a Service (DRaaS): fully administered and
managed backup that also includes fully recovery and restore
capabilities of on-premise IT systems & data to your Cloud
Service Provider.
Test restores: a scheduled service where the MSP (with
assistance from their cloud partner) performs test restores of
customer’s servers to ensure accuracy and data integrity.
Colocation: often Cloud Service Providers allow customers to
place portions of their hardware in the provider’s data center
and cross connected into their cloud creating hybrid cloud
deployments.
Active management: MSPs provide active monitoring and patch
management of operating system and applications to keep
systems up to date.
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•

•

•

Private Network Access: a service that connects private
network access between a customer’s office and the cloud
infrastructure where their servers are located. This service
often includes redundant connections with auto failover to
ensure persistent connectivity to a customer’s cloud workloads
Clean Internet: a service that eliminates the requirement for on
premise firewalls and the associated management to protect
customer’s networks from security intrusions.
Desktop as a Service: delivers virtual desktops with preinstalled applications and configurations enabling users to log
into remotely. Ensures that users work from a corporate IT
standard, easier to administer and accessible from anywhere.
This service is ideal for remote workers and augments disaster
readiness and business continuity.

Aligning your business with a reliable partner is critical when
offering cloud services. The ideal provider will help your
company build your service offerings, work with you to drive
increased revenues, provide best-in-class infrastructure with a
variety of additional product options, and deliver an integrated
suite of cloud based products and services.
Positioning your business as a progressive leader in cloud IT
solutions will lead to lasting relationships and build the ultimate
recurring revenue model sought after by MSPs and IT Resellers.
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About HostedBizz
HostedBizz is a leading Canadian IaaS and Cloud Service Provider. We
offer an integrated suite of cloud services that help businesses transition
their on-premise IT systems to a fully managed, enterprise-grade cloud
computing infrastructure. Our goal is to leverage the operational benefits
of the cloud while helping businesses to reduce business risk and costs.
To learn more about the HostedBizz cloud infrastructure or to work with
our professional support team, visit www.hostedbizz.com

Call 1.613.454.5810
info@hostedbizz.com

BUSINESS IS BETTER IN THE CLOUD.
OUR CUSTOMERS ENTHUSIASTICALLY AGREE.
Discover our enterprise grade cloud services for business without the enterprise cost

