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Welcome to the Cloud Services Provider Growth 
Initiative sponsored by IBM

This initiative is designed to provide the IBM Partner Ecosystem with the market data, 

insights and Cloud Service Provider (CSP)/Managed Service Provider (MSP) industry best 

practices to help you to become a more profitable and relevant business serving your 

clientsõ ever-changing needs in 2019 and beyond.

In order to bring this value to your business strategy and execution, we have engaged 

Channel Partners, a well-known IBM supplier and IT industry thought leader. Channel 

Partners is best known for their work in the IBM Business Transformation Initiative (BTI) 

where they provided one on one strategic business transformation consulting for some 

of IBMõs Business Partners around the world.  Channel Partners has delivered over 200 

CXO level business consulting sessions and is helping IBM to accelerate the 

transformation of our Partner Ecosystem in this digital economy. They also work with 

other leading IT industry brands such as AWS, Microsoft, Facebook, Red Hat and Oracle 

to name a few in advising them on their Go-To-Market strategy and economic business 

modelling.
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The CSP Growth Initiative
has many components:

1. Eight short videos
a. The design and production of these valuable short videos will 

provide you with helpful process and best practices to improve 

your CSP/MSP business model.  These informative videos are 

approximately 4 minutes and can be accessed on mobile 

devices to put the worldõs most important transformational 

insights at your fingertips. 

2. One on One business consulting
a. IBM is sponsoring consulting sessions with industry experts 

from Channel Partners. These acceleration sessions are 

designed to give you direct access to professionals who can 

help you understand what strategies are working for other 

CSPs and what strategies arenõt working.  Sign up for these 

sessions now.

Click here to watch Video Series

Click here to complete nominationform

https://www.youtube.com/playlist?list=PLdgu63Noj6vJrI_c4Qzzmz0mrMK7OUnWR
https://www.youtube.com/playlist?list=PLdgu63Noj6vJrI_c4Qzzmz0mrMK7OUnWR
https://ibm.az1.qualtrics.com/jfe/form/SV_eRvQK3ZJYBz1ka1
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The Components3. Growth Initiative Playbook

a. You are currently reading the CSP/MSP Growth Initiative Playbook which is designed to 

capture information, data and market insights you will need to accelerate your 

business. In this Playbook, we will provide content and tools in addition to links to 

larger reserves of IBM and industry information.

4. Growth Initiative Webinar

a. The webinar was presented January 15, 2019 and we discussed the top 5 most 

important areas of improving your business profitability and relevance in the digital 

economy. The webinar was aligned to video content and had a considerable amount of 

time allocated to Q & A.

We look forward to working with you to provide exceptional value and market data to help you 

drive profitability and adaptability to your business strategy. 

Click here to view the replay

https://www.youtube.com/playlist?list=PLdgu63Noj6vJrI_c4Qzzmz0mrMK7OUnWR
https://onlinexperiences.com/scripts/Server.nxp?LASCmd=AI:4;F:QS!10100&ShowUUID=6789163B-4A4A-4462-BACB-005744605477
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Chapter 1:
Street Whispers

Market Forces Affecting CSPs
A recent IBM CSP/MSP Partner survey highlighted the following top 3 opportunities going forward:

1. Analytics

Re-skilling and hiring delivery and sales teams is the biggest hurdle. Positioning new Analytics 

solutions need to complement existing offerings and be in demand with installed base and 

nearby targets.

2. SaaS, Servers and Storage

Demand for Cloud Enterprise applications with a high level of support delivered by skilled 

business partners is rising. This requires an operations revamp to provide elastic, responsive 

processing and data management in a typical hybrid cloud environment.

3. Middleware and Security

Workload migration, hybrid cloud integration, performance management and security are well 

supported by IBM technologies and requires significant business partner value add to make 

happen.
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The contents of this Playbook will provide the tools and one on one access you will need to 

address òthe howó of adapting your business for profitability and growth. 

As active business consultants, Channel Partners has confirmed the importance of these 

market insights based on work conducted with IBM and competing IT vendors in this space.  

As a result, we have created the CSP Growth Initiative program, so you have the latest market 

insights to aid in the design of your business strategy. Close attention has been paid to 

òhowóyou can leverage your existing assets in customer base, datacentre and software for 

growth.

The contents of this Playbook are aligned to the messaging in the eight videos which 

Channel Partners has gone into greater depth below.  These videos will allow you to address 

some of the most critical areas of your business strategy. We would encourage you to watch 

all eight videos on the link below for understanding of the topics and for easy future 

reference.

Click here to watch Video Chapter1

https://www.youtube.com/playlist?list=PLdgu63Noj6vJrI_c4Qzzmz0mrMK7OUnWR
https://www.youtube.com/playlist?list=PLdgu63Noj6vJrI_c4Qzzmz0mrMK7OUnWR
https://www.youtube.com/playlist?list=PLdgu63Noj6vJrI_c4Qzzmz0mrMK7OUnWR
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Chapter 2:
Where am I and where do I 
need to be?

In the IT industry we often see IT service providers pursuing 

business strategy based solely on what is perceived to be 

òhotó or òtrendyó emerging technologies without thoughtfully 

considering the current needs of their existing customers. 

Most people forget that highly effective business strategy 

should be built backwards and based upon the needs of the 

specific end users they are targeting.  

In our discussions with Channel Partners, they would argue 

that the IT industry (as a wholeênot necessarily MSP/CSPs) is 

now a òmatureó industry where growth rates, stock 

appreciation rates and profitability are now ònormaló 

compared to similar industries in the economy. After all, the IT 

industry is now a thirty year old industry and it is necessary 

that we adapt the way we plan for growth and market 

relevance.   



As the IT industry continues to change and mature, the way you 

formulate your business strategy must change as well.  There is a 

simple model called òStrategic Positioningó as a methodology for 

how you adapt or transform your datacentre business strategy. This 

will help to ensure that you are following industry best practices 

and improve your chances of having the right strategy at the right 

time for your existing customers.  

Definition: Strategic positioning is concerned with the way in which 

a business as a whole distinguishes itself in a valuable way from its 

competitors and delivers value to specific customer segments 

(Wickham, 2001: 230).

It is important that you consider the current and future state of 

your existing customers first because they are the people paying 

your bills.  By pursuing the next òhotó or òtrendyó emerging 

technologies as a basis for your business strategy, you will run the 

risk of overlooking the immediate needs of your current customers 

and thereby losing their business in the future.
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The application of the strategic position model begins with 
your current market focus.  

Defining your market focus can be achieved by having a CXO self-assessment 

and sometimes debate on the following points. Based on Channel Partners 

research, IT service providers typically sell to the same customers 82% of the 

time so the self-assessment must start from this point. 

1. Who are the customers that you serve disproportionately today?

What market segments and customers do they serve?

2. What IT/Services do they need today (that you are selling to them 

now)?

3. What IT/services will they need tomorrow ?

Establishing a clear definition and profile of the customers you are currently 

serving is a critical first step in ensuring your future.  Adapting your business 

and serving the needs of your existing customers must not be overshadowed 

by the glare of new, hot emerging technologies. Your current customers 

might not need new, emerging technologies and solely focusing your 

business on such technology might cause you to lose your existing customer 

base revenue. 
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Our
Goals

Once you have defined your internal market focus, you must begin to define the value proposition 
you can bring to your existing customers based on their future IT/Services needs. Below are some of 
the points your CXO self-assessment discussion should include:
1. Based on the business model of your existing customers, what added value would be important 

for them to address?
2. Iƻǿ ǿƛƭƭ ȅƻǳ ǇǊƻǾƛŘŜ ǘƘŀǘ ǾŀƭǳŜ ǘƻ ȅƻǳǊ ŎǳǎǘƻƳŜǊǎΩ ǇǊƻŦƛǘŀōƭȅΚ
3. What is the scope of the portfolio of value you need to deliver?
4. How are you positioned today to achieve this?

The final aspect of the strategic position model are the core competencies required to deliver the 
agreed value to the markets/customers you focus on. Below are some of the points your CXO self-
assessment discussion should include:

1. What core competencies do you have available internally today?
2. What core competencies will be required to serve your existing customers in the future?
3. What are the current competency gaps in your ability to provide the required value to 
deliver the new solution?
4. How will you acquire the new competencies to address the future needs of your existing 
customers?
5. Who will own it?

By following these simple steps, our intent is that you will be able to design and construct a CSP 
business strategy that is smart, relevant and risk mitigated. Check out the replay of the 2019 best 
practices webinar Video 2 where we discuss each step in greater detail.

Click here to watch Video Chapter2

https://www.youtube.com/playlist?list=PLdgu63Noj6vJrI_c4Qzzmz0mrMK7OUnWR
https://www.youtube.com/playlist?list=PLdgu63Noj6vJrI_c4Qzzmz0mrMK7OUnWR
https://www.youtube.com/playlist?list=PLdgu63Noj6vJrI_c4Qzzmz0mrMK7OUnWR
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Chapter 3:

Carefully positioning your company in the new Cloud Services oriented market 
is a case of long-term survival and prosperity.

hǿƴŜǊǎƘƛǇ ƻŦ ȅƻǳǊ ŎƻƳǇŀƴȅΩǎ /ƭƻǳŘ {ŜǊǾƛŎŜǎ ōǳǎƛƴŜǎǎ ǎǘǊŀǘŜƎȅ ǎƛǘǎ ǿƛǘƘ ȅƻǳǊ 
senior leadership, advisors and stakeholders ςit does not sit solely in the office 
of the CTO.

A solid, well understood growth strategy that takes advantage of new cloud 
opportunities to transform the way you offer, deliver existing and new high 
value solutions to customers is critical.

Location, Location, Location 


