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THE SHAPE OF 
THINGS TO COME?
The migration to cloud desktop services appears to be 
showing few signs of a slowdown. 

There’s evidence that businesses large and small  
continue to assess whether a move to a virtual solution 
is better for their business than an on-site system. It also 
appears that the companies who have already made the 
transition are now ready to find new and better 
suppliers. 

In this e-book, we’ll look at the shape and size of the 
market, why companies are considering their cloud 
options and explore some of the reasons why you might 
want to get involved. 

Quicker to find and sell to customers

Easier to maintain a secure network

Cheaper to run their companies 

NEW TECHNOLOGIES

With more technologies comes extra choice. Many companies are giving the move to a hosted desktop serious consideration and evaluating their 
options. Other businesses have made their assessment and ruled out a cloud solution because it won’t be right for their business. Increasingly, it will 
become part of the IT provider’s role to help guide customers through their decision making in this complex market. 

Although the market for on-site solutions remains significant, there’s evidence that businesses are moving to a cloud solution in increasing numbers. 
While virtual desktops won’t suit everyone, there is a growing consensus that a hosted solution can save your customers both time and money and 
even help change the way that they do business. 

New technologies could continue to make it quicker to find and sell to customers, easier to maintain a secure network, and cheaper to run their 
companies. Cloud solutions could further improve collaboration, bring efficiencies, enable more innovation, provide better intelligence and create 
happier mobile workforces.

CLOUD VS TRADITIONAL

“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



A recent IDG study highlights some of the benefits of hosted desktops across four key themes.

Nevertheless, a surprising number of businesses don’t fully recognise these advantages. Some will use one or two forms of cloud technology but 
won’t yet have fully hosted desktops. Others will be preparing for the switch over to a virtual system. However, that leaves plenty of organisations 
happily maintaining in-house systems with little or no cloud capabilities. 

Why is this important? Because the size and potential of the market for Desktop as a Service (DaaS) are huge.

IDG STUDY

Ability to run multiple operating systems 

Stretch hardware resources beyond normal lifespan 

Simplify/foster management of mobile/remote 
workforce and business partners 

FLEXIBILITY

Ability to provision PCs and other devices with  
software from a central location 

Greater flexibility/control over desktop resources

Reduce application deployment time frames and  
minimise application

MANAGEMENT

Overall cost reduction 

Reduce on-site support requirements 

Support green IT initiatives

COST

More secure desktop environment 

Simpler deployment of patches and upgrades 

Support business continuity/disaster  
recovery initiatives

SECURITY
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THE SIZE OF THE PRIZE

In a recent US survey, the research company Clutch contacted 300 SMEs. Almost one-third of these businesses said they were  
preparing to transition to a hosted service. Only three companies suggested they weren’t going to bother. That’s three  
businesses out of 300. Extrapolate from that the equivalent numbers in your marketplace and you can see the size of the  
opportunity.

Other global experts agree. Accenture predicted that by the end of 2016 almost half of all IT spending will be on cloud-related  
applications and platforms. Gartner concur. They believe nearly half of large enterprises will have cloud deployments in 2017.  

The story of adoption continues away from the SME market. The IDG study shows similar numbers for enterprise companies.  
According to their research, two-thirds of large companies have at least one application or part of their system in the cloud. 
Almost a fifth plan to use cloud-based applications or cloud infrastructure over the next year. And a futher 13% of businesses 
are planning to use cloud-based systems in the next one to three years.  

The reselling market is responding to this situation. Citrix (a leading supplier of hosted desktop solutions) asked 500 Citrix sellers their 
view on the current virtual desktop market. Almost three-quarters expected to see growth in the next twelve months. Over half of 
those forecast growth between 16% - 50%. And nearly a fifth of the resellers who anticipated growth in 2016 believed that the growth 
would be in excess of 50%. That’s quite a noticeable level of bullishness.

Citrix suppliers from the study were also planning to add a wide ranging selection of services over the next 12-18 months to help them 
grow. And the biggest new addition to their armoury? DaaS – with just under half of the respondents planning to begin offering the 
service to their customers. There appear to be a few reasons for this. But a key consideration was the safety and security of a hosted 
cloud solution as opposed to a public cloud. The respondents also valued reliable performance and service level commitments and the 
flexibility and scalability of the solution when selling it to their clients.

THE SUPPLIER’S VIEW

Transitioning No Change Other

300 SMES“No Upfront capital costs”

GoCloud fit the bill for a number of reasons. There 
were no upfront capital costs, we could save on energy 
consumption and energy bills and we could pay for the 
service monthly.

- DIRECTOR WAYNE BARCLAY, BARCLAY JONES



The reasons why businesses are looking to change suppliers are worth exploring. If you understand the drivers for change in your clients’ organisations 
you’re better able to position yourself as their next trusted supplier.

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. Clearly, there are still perceptions that cloud systems are more  
susceptible to breaches despite this not being the case.

It also signals that businesses are looking for an IT provider that can grow with them over time. An IT partner that can and will make real-time and proactive 
decisions that continually improves the service they provide. That IT supplier must also, of course, deliver the most secure service at the right price.

The Clutch study highlighted four key reasons for finding a new service provider.

EARLY ADOPTERS 
ARE HAPPY TO 
CHANGE SUPPLIERS
The market remains fluid. Even those companies who already 
use a hosted service are always on the lookout for a better 
solution and are happy to move to a different cloud provider. 

Nearly half of the companies in the Clutch survey said they’d 
changed supplier in the last five years. A third of them had 
changed in the last year. So the appetite and demand for  
new, innovative and better cloud systems appears healthy.  
Offer them a solution that meets – and beats – their existing 
provider and you’re in a good position to make the sale.

REASONS FOR LEAVING

Better value  
offers elsewhere 

Security  
concerns

Outgrew previous 
supplier’s capabilities

Unhappy with 
service

54%53%50%48%



How to overcome the issue of integration of 
different systems? This also covers issues of 

business continuity. But clients can ease these 
risks by having proper due diligence when your 
customers select their provider. And by clients 

taking advantage of many SaaS providers’  
structured approach to integration. 

INTEGRATIONS
Nearly half of respondents to a Forrester’s  
report into cloud adoption expressed worry 

about compliance. But there’s an argument that 
these concerns are the result of misconceptions. 
Regulators (in regulated industries), for example, 

rarely prohibit cloud technologies. Legal and 
compliance issues are rarely cloud-specific – as 

long as your clients have robust risk  
management strategies, they should be OK.

LEGAL/COMPLIANCE
Reluctance in your client organisation to change 
and fear of a lack of control over upgrades. Or 

the idea in the IT community that cloud solutions 
will make them redundant. However, the best 

way to overcome these perceptions lies in your 
ability to educate your clients on the  

advantages of the cloud. And to remind them 
that skill sets in the IT department will evolve 

rather than disappear.

ORGANISATION

How much will the transition cost? What are 
the ongoing and recurring fees? And what’s our 
return on investment (ROI)? The reality is that 
changing to a cloud system is the same as any 
other IT project. And these costs (both one-off 

and recurring) are whether they’re in-house 
or in the cloud. If your client can build a solid 

business case for a cloud solution they’ll also be 
able to work out true costs and the ROI.

COST
To what extent do security concerns stop a  

business from using cloud technology? The big 
concern here is cyber crime and the perception 
that cloud systems are more at risk than legacy 
systems. As the report points out, your clients 
should have robust security policies in place  

irrespective of whether they use cloud or not. 
They should then simply check that their DaaS or 
SaaS provider meetst heir security requirements. 

SECURITY

A recent Accenture study showed that well over three quarters (82%) of worldwide businesses identified cloud technology as a key part of their IT 
strategy. And, as we suggested earlier, many businesses (75%) have begun to implement cloud systems or are already using at least one cloud  
application.  

Yet despite this apparent shift in thinking across the business community, there are still some negative perceptions about a move to the cloud.  
Perceptions which may be preventing some businesses from properly assessing whether hosted desktops are indeed the right solution for them. In 
fact, virtual desktops certainly won’t be the best solution for all businesses. But this indecision could prove costly. After all, as adoption grows, the 
organisations that fail to make the right move could become less competitive.

The reluctance of businesses to fully adopt cloud technology or transition to a fully hosted system can be loosely split into five areas of concern. 
These areas of concern indicate that your potential clients are largely creating barriers to making the transition to the cloud from their own  
perceptions and misconceptions. Your role as an IT provider is to be able to offer the right solution and deliver the best system for your client’s needs. 

Clearly, with hosted desktops you will achieve this best by understanding the concerns and misconceptions about the cloud outlined above and by 
providing convincing explanations to overcome their common objections.

BARRIERS TO CLOUD TRANSITION
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A Forrester report in 2014 showed that just under half of all decision makers who had suffered a data breach said it was because of 
internal incidents within their company.  

Data breaches weren’t as a result of data breaches on cloud applications or systems but were more often than not a result of end 
user error. For example, installing unauthorised applications, accessing malicious codes in emails, or making configuration changes. By 
moving end user desktops to the cloud you will actually insulate your end users from these types of security breaches. However, the 
perception remains of data in the cloudbeing more vulnerable. That’s why many hosted desktop providers go to such great lengths to 
secure their virtual desktops. Your provider would give you the details of their encryption, security policies, and service level  
agreements so you can give assurances to your customers and achieve the right level of protection for them. Being able to offer both 
traditional on-site solutions and virtual desktops could put you in a stronger position. You may be able to add more value by being able 
to identify and deploy the most secure solution and tailor it to your client’s specific needs.

HOW RESELLING 
HOSTED DESKTOPS 
COULD WORK FOR YOU
So how can you take advantage of the situation?

How can you help your clients make the right IT decisions – whether 
they’re cloud-based or not for their business? 

Why could adding cloud hosted desktops as part of your offering be a 
good entry point into the market?

SECURITY ASSURANCE

“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



What happens if you decide that a cloud desktop is the right solution for one of your clients? 

Many cloud desktop providers will help you make their transition as easy as possible. They’ll manage migration of 
data, apps, and systems on your behalf or by giving you the tools you need to make it a simple and pain-free  
process. This might also include technical support in the form of telephone or email ticketing systems. These will 
help you respond quickly to your clients and give them ongoing support after the transition. This could help to keep 
your customers happy and build loyalty to your service.

ONGOING TECH SUPPORT & 
GUIDANCE

Reselling also means you can demonstrate your expertise about the changing cloud environment. You 
could provide even more trusted support and advice to existing customers who might be considering 
the change and advise them why a virtual solution might NOT be the right fit for them at the moment. 
Because suppliers operate the system from the cloud, there’s also the option of remotely monitoring 
network activity. Some suppliers may give you access to this suite of analytics and insight about 
system performance. 

This knowledge can be used to engage with your clients in conversations about issues like security, 
improving their productivity or working more efficiently. This could help to keep your customers happy 
and build loyalty to your service.

DEMONSTRATE YOUR EXPERTISE

Build relationshipsProvide solutions Win new contracts
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“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

CLOUD DESKTOPS ADD 
AN EXTRA STRING TO 
YOUR BOW
Whilst the market for on-site solutions remains a significant one, the 
market for virtual desktops and services continues to grow. Organisations 
large and small are assessing their plans for a potential transition right 
now. It appears that they have budgets earmarked for cloud solutions and 
are beginning to see greater strategic reasons to spend them. 

But these potential clients will likely need further support, reassurance 
and education. There’s an opportunity for you to help them choose the 
right solution – whether that’s a cloud or traditional on-site one. And 
there are potential benefits to being the company that can help guide 
them through the deployment of their preferred choice that will allow you 
to grow your share of the reselling market.

Furthermore, companies who have adopted early are also now looking for 
new suppliers. The providers who can give them the latest and best 
on-site or cloud solutions and who understand the market enough to 
become long-term partners and trusted advisers will secure the business.

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.



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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