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AN OASIS OF EXPERTISE  
IN AN INCREASINGLY  
COMPLEX MARKET
There’s evidence that businesses continue to assess whether a move to a  
virtual solution is the right decision for their business. Many have made the 
move and more plan to do so in the short to medium term. And those  
businesses that have already moved to a hosted desktop and are now  
looking for new and better suppliers. 

But why? What’s in it for them? In this e-book, we’ll explore how complexity 
in the market could be an opportunity. How adding cloud desktops to your  
existing portfolio of services might help you provide a fuller offering to your 
clients. And we’ll examine why this could be good for both your client and 
your business.

The market for cloud solutions is complex. Run a quick search on ‘hosted desktops’ and you’ll quickly find yourself lost in a maze of acronyms and  
obscure data. SaaS, DaaS. PaaS. VDI, IaaS. The list goes on. This can make it difficult for customers to make sensible, educated buying decisions or  
decide whether a virtual solution is the best fit for them (because that’s not always the case).

Cloud desktop solutions and Virtual Desktop Infrastructure (VDI) are becoming increasingly popular. As a result, there are more suppliers offering larger 
numbers of cloud technology solutions than ever before. And that’s in addition to existing on-site solutions that work perfectly well for many  
companies.

This means that your customers and prospective clients have tougher choices to make. Both in terms of evaluating whether a virtual desktop is the 
right solution for their business and when selecting a vendor to deploy the solution.

SIMPLIFYING THE COMPLEX

“Never any loss of work time”

Using the GoCloud technology is just like sitting in 
the office anyway, so there’s never any loss of work 
time. Even when the country grinds to a halt because 
of snow, you don’t have to go out onto icy roads and 
clients don’t suffer. It’s a win-win situation!

- MD SHANE BEARDSLEY, KIRKELLA INVESTMENTS



Let’s take the issue of application delivery as an example. With so many devices in the hands of an increasingly mobile workforce, how do you deliver 
applications to each of them?

There are the obvious things your client’s IT team need to consider. Things like the number of apps and users they have, compliance issues, the state 
of their infrastructure, and how much it’s going to cost. And then they need to decide exactly how to provide access to applications from multiple 
device types and operating systems.  So which one do they choose? 

That’s a lot of considerations for just one IT challenge. And as the scale of your client’s need increases, then so does the complexity of the decision 
making. Do their apps deal with sensitive information? Do they need a mix of apps in the cloud and on the desktop? 
Wouldn’t it be easier to have a subscription model and third party management in the cloud? 

Lots of questions. Which is why your clients increasingly need an expert IT provider to help answer them and to be on hand to provide them with the 
right solution – whether that’s a virtual or an on-premise server. 
 

THE PROBLEM FOR THE IT TEAM:
THE APPLICATION DELIVERY EXAMPLE 

FLEXIBILITY

MANAGEMENT

PROS                                                         CONS

PROS                                                         CONS

PROS                                                         CONS
• VDI in the cloud
• Minimal upfront implementation costs
• Fixed and transparent monthly fees
• Guaranteed SLAs
• Potential to combine in-house and cloud

• Secure. As all data sits on client data centre
• Compatibility on even unsupported OS

• Run inside a browser
• No reliance on any one OS
• Can run on multiple devices

• Some perceptions about security
• Some concerns about uptime

• Expensive
• Requires high-end in-house expertise              
   to manage the back end

• Multiple interfaces for different devices
• Expensive to develop versions of each web  
   app
• Users often revert to desktop app
• Some browsers won’t support all features

SECURITY
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WHAT DO YOUR CLIENTS WANT  
FROM THE CLOUD?
There are a few things to consider when you’re trying to understand the challenging decisions your clients face. If they choose the 
cloud, what do they want from it? What do they expect the impact to be on their business? What are the key drivers for change?

An analysis suggests that one of the main drivers to move to a cloud-based environment is to give IT departments extra agility to keep 
up with and support the rest of the company. This is closely followed by a desire to reduce overall IT expenditure. But nearly half of the 
Accenture survey respondents say that business growth and the ‘customer experience’ also play a significant part in deciding to make 
the change. So it’s not all about savings. Clients also value making their customers happy and growing the business. And it seems they 
increasingly see cloud technology as a potential method to achieve this.

Business Cost  
Reduction

Reduce IT Expenses

Business Growth

Provide Agility

Capital Expenditure 
Change

Customer Experience

WHAT DO YOU WANT FROM  
USING THE CLOUD?

19%

66%

39%

45%

46%

56%

This example shows how increasing choice and complexity can potentially 
restrict a business and lead to poor decision making. A recent Accenture study 
highlighted the issue for enterprise businesses. Over three-quarters, (82%) of 
companies in their survey said that cloud technology is a key element of their 
IT strategy. Yet less than half (41%) of those companies have a formal cloud 
strategy. 

It’s worth repeating. Only 41% of companies in the survey have a plan in place 
to help them achieve their cloud technology goals. That’ seems like a  
substantial disconnect. And it’s perhaps another indication that companies 
large and small require the right levels of support. Your expertise to enable 
them to choose the right solution – cloud or otherwise – for their business.

INDECISION



Your clients might be considering virtual desktops for a large number of reasons. One of the most important seems to be to achieve bet-
ter efficiencies in their companies. More effective solutions that allow their people to be more efficient and complete tasks more quickly. 

The indicators are that this is closely followed by a desire to collaborate. To give their teams the tools to work together more effectively. 
To easily share and disseminate information and to better manage projects and processes. And companies also aspire to greater  
innovation in the workplace and would like to use the cloud to create effective change through innovative strategies.   

EFFICIENCY AND COLLABORATION

Better value  
offers elsewhere 

Security  
concerns

Outgrew previous 
supplier’s capabilities

Unhappy with 
service

54%53%50%48%
Adaptability

Collaboration

Engagement

Efficiency

Intelligence

Innovation

WHAT ARE YOU TRYING TO  
IMPROVE BY USING THE CLOUD?

47%

71%

49%

50%

55%

66%

REASONS FOR CHANGING SUPPLIER
The reasons why businesses are looking to change suppliers are also worth exploring. If you understand the 
drivers for change in your client organisations you’re better able to position yourself as their next trusted 
supplier. And to use your knowledge of the alternatives to a hosted solution to make sure they make the right 
choice. A recent US survey by research company Clutch contacted 300 SMEs. Their research highlighted four 
key reasons that your clients would consider finding a new service provider for their hosted desktops or other 
cloud services.  

This suggests several interesting things. It indicates that cost is the main driver of change but only by a small 
margin. It also signals that end users might have concerns about issues of security and about being reliant on 
just one supplier. That there are still perceptions that cloud systems are more susceptible to breaches –  
despite this not being the case. So. We know the market is complex. There are lots of suppliers offering 
services of increasing variety. And we’ve seen that customers might want help understanding which solution 
(cloud or traditional) is right for them, and the support they need to deploy it. 



Remote and flexible working appears to be one of the biggest forces behind the growth of cloud services in UK businesses. It’s desirable for workers. 
And it can allow your clients to increase the productivity of their workforce. As we’ve seen, hosted desktops could allow clients to give greater  
flexibility to their staff and realise the benefits this brings. 

Hosted desktop solutions can provide your customers with instant access to their office PC from anywhere in the world with an internet connection. 
This could be particularly beneficial for sectors with mobile workforces who are often out of the office and need access to their files.

Virtual desktops can also help reduce Bring Your Own Device (BYOD) issues. Solutions can enable your client’s teams to access the apps, desktops 
and data they rely on using any device, including PCs, Macs, tablets and smartphones. All whilst maintaining centralised control and minimising  
security risks.

FLEXIBILITY AND COLLABORATION
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Businesses appear to value the flexibility that a virtual desktop can provide. Part of this flexibility relates to the ability to scale up (or 
down) a hosted desktop depending on the prevailing winds. It can be easier with a cloud desktop to add new applications, servers, and 
storage as a client’s need increases. And suppliers can reduce the scale without requiring the removal of hardware should the demand 
for the service drop. 

Many businesses may be considering a cloud desktop as a way of allowing their IT teams to be agiler. Traditional on-site set-ups often 
house applications on individual workstations. IT teams then update and maintain applications on each user’s workstation independently. 
This works extremely well for many businesses.

The difference with a virtual desktop is that providers can deploy a single update to the software on the client’s dedicated server. And, if 
a workstation fails, an end-user can log on to another device and connect seamlessly. 

This can be a good alternative for those clients looking to free up their IT departments so they can support their business in other ways. 

SCALABILITY AND AGILITY FOR  
THE IT DEPARTMENT

“Able to access our desktops from  
anywhere in the world”

We have the advantage of being able to access our  
desktops from anywhere in the world. Staff can work from 
home if necessary or when they’re travelling on a train. So 

it also means we can work much more efficiently.

- DIRECTOR ANDREW STEELE, 
360 CHARTERED ACCOUNTANTS



COST SAVINGS
Hosted desktops can also help your clients spend their IT budgets more efficiently. 
We’ve seen that businesses often look for ways to reduce costs and a cloud  
desktop can be a good solution for those clients who need to cut their spend.

Suppliers will often be able to implement a cloud system with no initial investment 
or CAPEX payments. And the monthly fees that providers offer to their suppliers 
and end-users mean that OPEX spend is clear and manageable. Further benefits 
for your clients might also be: 

• A reduction in the number of software purchases
• Lower energy bills
• Better insurance premiums

Many providers will also offer automatic and managed backups which could be of value to some of your clients. These backups mean 
that clients won’t lose sensitive and mission critical data in the event of an end-user error or something more serious like a fire or flood. 
This can further improve efficiencies for in-house IT teams.

BUSINESS CONTINUITY 
AND BACKUP

BUSINESS AGILITY
Centralised management and online support tools 
can reduce the need for IT personnel to visit new 

locations which could help lower overhead. 

BUSINESS CONTINUITY
Hosted desktops can be a good way to manage  

business continuity or disaster recovery, and maintain 
productivity even when there’s a disruption.



GUIDE YOUR CLIENTS

The market for providing cloud solutions and services can be complex. It’s a maturing market with increasing competition, more suppliers, 
and more products. Your clients are looking for expertise and guidance to help them assess whether a cloud desktop solution is the right 
one for their business. And they’ll want help to deploy the solution when they’re ready

Virtual desktops are just one of the solutions available to you and your customers. But, by offering them an alternative to the traditional 
on-site system, you may be able to have deeper and more informed interactions with clients. Helping them navigate the complexities and 
make the right desktop choice – whether that’s on-site or virtual – for their business.

And it could help you build stronger relationships and open up lucrative new revenue streams for yours.

“The service is incredibly reliable”

After working with a hosted desktop provider 
that constantly let me and my customers down 
I found Gocloud and what a difference they 
have made! The service is incredibly reliable and 
since working with them our clients have had a 
smooth, fast and stable platform to work on. 
Steve and the rest of the team are a dream to 
work with and i can’t thank them enough.

- GOOGLE REVIEW

Joining the GoCloud Partner Programme will enable you to 
achieve all these goals. We only sell through partners like 
you. GoCloud gives you complete control over your brand, 
your prices and your margins. This means we can spend our 
time supporting you to quickly grow your business, find and 
retain more customers, and increase your profits.

Our hosted desktop is co-designed with HP and is one of the 
most configurable and secure desktop solutions available in 
the UK. We combine state of the art technology with sales, 
marketing and 2nd/3rd line technical support.

Here’s the GoCloud service in a nutshell:

HOW GOCLOUD 
CAN HELP

RESELLERS
We only sell through partners like you.

WHITE LABEL
Your brand, your pricing, your margins.

SECURITY
Isolated Citrix/Windows environment.

FLEXIBLE CONTRACT
No minimum commitments or sign-up fee.

REVENUE STREAM
Strong ongoing recurring revenues for you.
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• “The Ups and Downs of Application Delivery”; Access Magazine; 2017
• “Enterprise Cloud Report 2015: Inside the State of Cloud Adoption and Impact in the Enterprise”; Accenture; 2015
• “Enterprise Cloud Report 2015: Inside the State of Cloud Adoption and Impact in the Enterprise”; Accenture; 2015
• “2016 Cloud Hosted Survey”; Clutch; 2016

BECOMING A PARTNER IS EASY
There are no upfront costs. There are no long-term contractual commitments. 
And there aren’t any sales targets or quotas. 

 
INTERESTED? 
Head here to find out more about the partner programme, and here to register your interest. 
Or give us a call on 01482 751135 to have a chat about how we could help you provide an even better service to your clients.
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