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CompTIA Channel Training 

About This Education 
The content and materials featured in this presentation are part of CompTIA’s 
Research and Market Intelligence efforts, which provide timely, relevant data, 
and insights aimed at informing and driving the IT industry. CompTIA has a 
library of over 100 research reports, whitepapers, videos and webinars; with 
new material produced each month. Using rigorous research techniques, 
CompTIA collects data from tens of thousands of end-users and IT companies 
on a wide range of issues covering: tech trends, channel dynamics, and the IT 
workforce.  
 
About CompTIA 
CompTIA is the voice of the world's information technology industry. As a 
non-profit trade association advancing the global interests of IT professionals 
and companies, we focus our programs on four main areas: education, 
certification, advocacy and philanthropy.  
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Today’s Agenda: 

 The End User Picture 

 The Channel Opportunity 

 Tips For Moving Forward 
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Three Eras of Enterprise Technology 
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Mainframe 

Technology not widely accessible 

Technology use highly restricted 

Technology management highly centralized 

PC/ 
Internet 

Technology moderately accessible 

Technology use becoming pervasive 

Technology management mostly centralized 

Cloud/ 
Mobile 

Technology widely accessible 

Technology use very open 

Technology management decentralized 
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Cloud Adoption Progression 
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IaaS | PaaS | SaaS 

Experiment Non-critical Use Full Production Transformed IT 

Public Clouds 

Private |Hybrid 

Proof of concept 

Security 

Payment models 

Transition 

Integration 

Policy/Procedure 

Provider switching 

Workflow change 

Customization 
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Refinement of cloud concepts making companies 
reassess their position 
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Adoption Progress by Company Size 
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Moving from Stage to Stage is a Big Challenge… 
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Companies Are Making Secondary Migrations 

10 

Public Cloud 
Provider #1 Public Cloud 

Provider #2 

Private 
Cloud 

On-premise 
System 
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Reasons For Migration* 
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Between Public Clouds 

 

 Better offering features 37% 

 Security concerns 35% 

 Cost 27% 

 Desire for open standards 26% 

Return To On Premise 

 

 Security 58% 

 Not achieving cost goals 30% 

 Failure to integrate 24% 

 Reliability dissatisfaction 22% 

*Does not indicate wholesale move from one model to another 
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Application Usage Becomes Clearer 

 Early cloud usage driven by 
developers 

 Availability & maturity of SaaS 
applications driving current usage 

 Analytics/BI use has dropped due to 
reality of data management practices, 
expected to increase again in future 

 VoIP cloud usage driven by cost 
reduction 

 VoIP highlights key challenge for most 
cloud migrations being need for 
network upgrade (42%) 

12 
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Companies Still Find Many Benefits 
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20% 

23% 

25% 

26% 

29% 

30% 

32% 

32% 
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44% 

Reduction in internal IT headcount

Creating new offerings or services

Business unit independence

Predictable, subscription-based pricing

New capabilities or features

New software licensing/upgrade model

Simplicity or speed

Modernization of legacy IT environments

Reduce operational complexity

Reduce capital expenditures

Cloud solution was simply better option

Ability to cut costs
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Primary Catalysts for Channel Transformation 
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27% 
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35% 
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41% 

Defensive move against obsolescence

Margins on product sales declining

Vendors pushing for change

New financial models are more lucrative

Desire for recurring revenue model

Demand for new services and IT delivery

Cloud pushing in new directions
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Shifting Views on Cloud’s Channel Impact 
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Channel Cloud Business Models 
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Procure HW + SW; 
add expertise to 
build cloud  

IaaS | PaaS | SaaS 

Build Provide/Provision Enable/Integrate Manage/Support 

Public |Private | Hybrid 

Architecture 

Consulting | Advising | IT Solutions 

Cloud Aggregation | Brokerage Services 

White-label 

Hosting 

Integration 

Customization 

Break/fix 

Managed Services 

Resell Deployment 
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Business Model Adoption 
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Meeting Needs at Different Adoption Stages 
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Channel Seeing Positive Cloud Momentum 
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Cloud vs. Established 
Products/Services Revenue Growth 

19% 21% 

58% 

Established
growing faster

Growing at
same rate

Cloud growing
faster

Cloud vs. Established 
Products/Services Profit Margins 

11% 

24% 

64% 

Established
higher

Roughly the
same

Cloud higher
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Many Challenges Remain for Cloud In the Channel 
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52% 

52% 

54% 

56% 

56% 

57% 

59% 

Deciding which vendors to work with

Cash flow/financial considerations

Optimizing marketing and sales messaging

Developing cloud expertise

Initial costs (infrastructure etc.)

Balancing legacy and cloud needs

Determining appropriate business model
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Getting Started/Moving Forward 
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1. Invest in technical, sales and business training 

2. Transition just a portion of business to cloud; scale later 

3. Consider third-party data center rather than own NOC 

4. Access vendor-provided training 

5. Hire new sales reps to sell cloud services 

6. Partner with other firms to combine skill sets 

7. Pursue additional credit/capital 
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Download research on cloud and  
many other topics at comptia.org 
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