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Executive Summary

Cloud computing has given small and medium businesses (SMBs) 

access to computing power, applications, and services that were 

formerly available only to large enterprises. Looking at the Polish SMB 

market in 2011, Parallels sees a developing market with substantial 

growth opportunity in all areas of Cloud services.

In early 2011, Parallels spoke to 400 Polish SMBs across all industry 

]LY[PJHSZ�HUK�ZPaL�NYV\WZ�[V�ÄUK�V\[�HIV\[�[OLPY�J\YYLU[�\ZL�VM�*SV\K�
services, their attitudes towards Cloud services, and their future plans. 

Based both on the insights gained from these interviews and on our 

deep knowledge of the Cloud services market, Parallels has created 

a comprehensive view of the current SMB market in Poland for those 

Cloud services that are most useful to SMBs—hosted infrastructure, 

Web presence, hosted communication and collaboration, and other 

online applications. This paper is a summary of that research, aimed at 

providing service providers with practical insights into how to succeed  

in the Polish SMB Cloud services market. 

Parallels estimates the 2011 Polish SMB market for Cloud services—

ZWLJPÄJHSS`�OVZ[LK�PUMYHZ[Y\J[\YL�HUK�>LI�WYLZLUJL�ZLY]PJLZ·H[�����
TPSSPVU�aé������4�<:+���HZ�PSS\Z[YH[LK�PU�-PN\YL����6M�[OPZ�ZWLUKPUN�� 
OVZ[LK�PUMYHZ[Y\J[\YL�OHZ�[OL�SHYNLZ[�ZOHYL��^P[O�����TPSSPVU�aé�����4�
<:+���HUK�>LI�WYLZLUJL�OHZ�[OL�YLTHPUPUN�����TPSSPVU�aé�����4�<:+���
(Note that this market sizing excludes the Cloud services categories of 

hosted communication and collaboration and other online applications, 

as our research in those two segments focused on adoption rates only.)

Figure 1. SMB Cloud services market size in Poland

The development of the Polish IT market has created a healthy Cloud 

ZLY]PJLZ�THYRL[�HTVUN�7VSPZO�:4)Z��(JJVYKPUN�[V�7VSHUK»Z�6MÄJL�VM�
Electronic Communications, the price of Internet service in Poland is 

� ��SV^LY��VU�H]LYHNL��[OHU�[OH[�VM�V[OLY�,<�JV\U[YPLZ�HUK�[OL�<:��
-\Y[OLYTVYL��HZ�YLWVY[LK�I`�[OL�>VYSK�)HUR��7VSHUK»Z�0U[LYUL[�\ZHNL�OHZ�
NYV^U�I`�����ZPUJL�������7HYHSSLSZ�ILSPL]LZ�[OH[��[HRLU�[VNL[OLY��[OLZL�
two factors will continue to generate a high growth rate of Internet use in 

the near future, creating many opportunities in Poland’s IT market—and, 

TVYL�ZWLJPÄJHSS �̀�PU�P[Z�*SV\K�ZLY]PJLZ�THYRL[��0U�WHY[PJ\SHY��^L�L_WLJ[�[V�
see market growth to occur in three areas: 

�� New adopters that move straight to the Cloud, especially for 

hosted infrastructure and Web presence services (e.g., an SMB 

����TSU�735
�����TSU�<:+�
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that currently has no servers or website moving straight to a 

hosted server or service provider managed website)

�� SMBs that replace their in-house solutions with hosted services 

�� <WZLSSPUN�VM�L_PZ[PUN�J\Z[VTLYZ�[V�UL^�HUK�L_WHUKLK� 
Cloud offerings

Definitions
This research is focused on the Cloud segments that matter most to 

SMBs: hosted infrastructure, Web presence, hosted communication 

and collaboration, and a general category we refer to as “other online 

HWWSPJH[PVUZ�¹�>L�KLÄUL�LHJO�VM�[OLZL�Z\I�ZLNTLU[Z�VM�[OL�*SV\K�
services market as follows:

�� Hosted infrastructure (also known as infrastructure-as-a-
service). This category includes dedicated servers, virtual private 

servers (VPS), managed hosting, and utility or elastic computing. 

�� Web presence. This category includes Web hosting, blogging 

services, domain registration, SSL and e-commerce add-ons, and 

site-building tools.

�� Hosted communication and collaboration. This category 

consists of business-class e-mail services, including e-mail 

security, e-mail archiving, and mobility; and phone services, 

including hosted PBX services and voice-over-IP (VoIP). 

�� Other online applications (also known as software-as-a-
service, or SaaS). ;OPZ�JH[LNVY`�JV]LYZ�UPUL�THQVY�JSHZZPÄJH[PVUZ�
of software applications that can be accessed online—content 

THUHNLTLU[��L�THPS�HYJOP]PUN�ZVS\[PVUZ��ÄSL�ZOHYPUN��VUSPUL�
accounting, online backup and storage, online CRM, payroll and 

HR, phone conferencing, and Web conferencing.  

-VY�LHJO�VM�[OLZL�*SV\K�ZLY]PJLZ��V\Y�YLZLHYJO�JHW[\YLK�:4)Z»�J\YYLU[�
\ZL��[OLPY�H[[P[\KLZ��HUK�[OLPY�M\[\YL�WSHUZ��-VY�[OL�OVZ[LK�PUMYHZ[Y\J[\YL�
and Web hosting markets, we also calculated spending and market 

size. In future versions of this research, we plan to add spending details 

and market sizing for all Cloud service segments. 

(Z�MVY�V\Y�KLÄUP[PVU�VM�small and medium businesses (SMBs)—
also known as small and medium enterprises, or SMEs—we follow 

the practice of the European Commission on Enterprise and Industry, 

KLÄUPUN�:4)Z�HZ�JVTWHUPLZ�^P[O�1 to 250 employees. Sub-

categories within the SMB segment include:

�� Micro SMBs��JVTWHUPLZ�^P[O��� �LTWSV`LLZ�

�� Small SMBs��JVTWHUPLZ�^P[O����� �LTWSV`LLZ�

�� Medium SMBs �JVTWHUPLZ�^P[O��������LTWSV`LLZ�

Parallels research did not include the businesses in Poland that have no 

employees, but this group of small businesses should still be considered 

good target for service providers within the Polish Cloud services space, 
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as we believe this group would look quite similar to micro SMBs in terms 

of their IT needs.

2L`�-PUKPUNZ�PU�[OL�*SV\K
6\Y�YLZLHYJO�ZOV^Z�[OH[�[OL�*SV\K�ZLY]PJLZ�THYRL[�HTVUN�7VSPZO�:4)Z�
has many strong growth opportunities—particularly among the smaller 

SMBs. Currently, Polish SMBs fall behind SMBs in nearby developed 

countries, such as Germany and the Netherlands, in their adoption 

of nearly every Cloud service. As Poland’s IT market matures and as 

targeted marketing broadens its SMBs’ use of Cloud services, Parallels 

L_WLJ[Z�[V�ZLL�ZPNUPÄJHU[�U\TILYZ�VM�UL^�HKVW[LYZ��P�L���:4)Z�[OH[�
currently do not use a particular type of solution going straight to the 

Cloud for it), as well as SMBs replacing their in-house IT solutions with 

hosted services. These trends will bring Polish SMBs to a usage level 

that is closer to that of the developed countries.

Growth Opportunities Overview 

7HYHSSLSZ�OHZ�PKLU[PÄLK�[^V�THQVY�HWWYVHJOLZ�[OH[�^PSS�OLSW�ZLY]PJL�
providers take best advantage of the growth opportunities for Cloud 

services in the Polish SMB market.

1. -VJ\Z�VU�[OL�ULLKZ�VM�ZWLJPÄJ�H\KPLUJLZ�[V�KYP]L�UL^�
customer adoption.  As shown in Figure 2, our research shows 
that service providers should look at the Polish SMB market as 
three separate audiences:

�� :4)Z�^P[O�UV�KLKPJH[LK�0;�Z[HɈ��KV�P[�`V\YZLSMLYZ�� 
Micro and small SMBs with no dedicated IT staff represent a 

WHY[PJ\SHYS`�Z[YVUN�VWWVY[\UP[`�MVY�ZLY]PJL�WYV]PKLYZ��:VTL�����
VM�TPJYV�:4)Z�HUK�����VM�ZTHSS�:4)Z�PU�7VSHUK�YLWVY[�OH]PUN�
UV�KLKPJH[LK�0;�Z[HMM��-VY�[OLZL�:4)Z��OVZ[LK�ZLY]PJLZ�WYLZLU[�
a less complex, more cost-effective solution than in-house IT. 

-\Y[OLYTVYL��JVTWHYLK�[V�[OL�:4)�THYRL[�HZ�H�^OVSL��[OL�TPJYV�
and small SMB market is still underpenetrated with respect to 

most Cloud services, and therefore represents the greatest growth 

opportunities. Service providers can encourage adoption of Cloud 

services by targeting their marketing to these smaller SMBs and 

tailoring their packages accordingly. In particular, their marketing 

messages need to “speak the language” of these business 

V^ULYZ��MVJ\ZPUN�VU�[OL�I\ZPULZZ�ILULÄ[Z�HUK�ZPTWSPJP[`�VM�*SV\K�
services. Simple, intuitive user interfaces will also help improve 

these SMBs’ experiences and hide the underlying complexity of 

the solutions.

�� :4)Z�^P[O�KLKPJH[LK�0;�Z[HɈ� Service providers can also 

ÄUK�NYV^[O�VWWVY[\UP[`�HTVUN�:4)Z�^P[O�KLKPJH[LK�0;�Z[HMM��
WHY[PJ\SHYS`�MVY�TVYL�ZVWOPZ[PJH[LK�0;�VMMLYPUNZ��>P[O�����VM�
TPJYV�I\ZPULZZLZ������VM�ZTHSS�I\ZPULZZLZ��HUK�����VM�TLKP\T�
businesses having at least one dedicated IT employee, this group 

YLWYLZLU[Z�H�ZPNUPÄJHU[�THYRL[�VWWVY[\UP[ �̀�-VY�[OLZL�I\ZPULZZLZ��
the marketing target becomes the IT staff, who serves as the 

0;�PUÅ\LUJLY�VY�KLJPZPVU�THRLY�MVY�HSS�*SV\K�ZLY]PJL�W\YJOHZLZ��
Providing clear, detailed information about the technical 

ZWLJPÄJH[PVUZ�VM�*SV\K�VMMLYPUNZ��[OLPY�KPMMLYLU[PH[PUN�MLH[\YLZ��HUK�
the business value will be key in selling to this group.

Focus marketing 
messages 
on the needs 
of each 
audience—do-
it-yourselfers, 
IT consultants, 
and dedicated 
0;�Z[HɈ�
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-PN\YL����0;�Z[HɈ�YLWVY[LK�I`�Z\I�ZLNTLU[Z�VM�7VSPZO�:4)�THYRL[

�� SMBs with IT consultants. SMBs with IT consultants are also 

a target audience; however, due to the relatively small group of 

:4)Z�[OH[�MHSS�PU[V�[OPZ�JH[LNVY`������VM�TPJYV�:4)Z�HUK�����
of small SMBs), this audience does not represent as strong an 

opportunity as the other two audiences. Service providers who 

do market to these SMBs should consider the IT consultant(s) 

these businesses hire as their primary audience and focus their 

THYRL[PUN�TLZZHNLZ�VU�[OL�[LJOUPJHS�ZWLJPÄJH[PVUZ�VM�[OL�*SV\K�
ZLY]PJL��P[Z�JVUÄN\YH[PVU�HUK�THUHNLTLU[��ILZ[�WYHJ[PJLZ��HUK�
V[OLY�[LJOUPJHS�HK]PJL��:LY]PJL�WYV]PKLYZ�^PSS�HSZV�ILULÄ[�I`�OH]PUN�
a white-label, reseller offering in place that gives IT consultants 

the opportunity to resell hosted and Cloud services to their SMB 

end customers without having to manage the infrastructure. 

In addition, service providers may want to develop sales and 

marketing strategies that target the broader IT channel, including 

distributors, as this is fertile ground for reaching IT consultants. 

2. Upsell existing customers with value-added tools and 
new services. As the Polish Cloud services market continues to 

develop, upselling existing customers will become an increasingly 

important means of increasing revenue. Service providers can do 

this both by augmenting their core offerings with new value-added 

[VVSZ�VY�ZLY]PJLZ��L�N���H�-HJLIVVR�WS\N�PU�MVY�J\Z[VTLYZ�^OV�\ZL�
Web hosting service) and by adding emerging Cloud services, 

such as other online applications, to expand beyond their current 

core offerings.  

The following sections examine Polish SMBs’ use of each of the four 

sub-segments of Cloud services in more detail, covering their current 

use of the service, their attitudes toward it, and their future plans for 

spending, as well as key opportunities and messaging for different 

target audiences. 

Hosted Infrastructure

Parallels estimates the total SMB hosted server market in Poland at 

����TPSSPVU�aé������TPSSPVU�<:+���^P[O�HWWYV_PTH[LS`���������OVZ[LK�
servers in use. Hosted infrastructure in Poland is a growing market, 

^P[O�VUS`����VM�:4)Z�J\YYLU[S`�YLWVY[PUN�\ZPUN�OVZ[LK�ZLY]LYZ��ZLL�
-PN\YL�����*VUZPKLYPUN�7VSHUK»Z�KL]LSVWPUN�UH[\YL��P[»Z�UV[�Z\YWYPZPUN�

100�

��

���

���

���

� No dedicated IT Staff   � IT Consultants   ��+LKPJH[LK�0;�:[HMM���� I don’t know

Micro SMBs Small SMBs Medium SMBs

46%

40%

2%

75%
88%

1% 4%

13%

10%
4%
3%

12%
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that its use of hosted servers falls behind that of developed countries, 

such as Germany and Netherlands, each of which has a hosted server 

WLUL[YH[PVU�YH[L�VM�H[�SLHZ[������(Z�7VSHUK»Z�0;�THYRL[�JVU[PU\LZ�
to mature and catch up to that of its developed neighbors, Parallels 

believes the Polish SMB hosted infrastructure market will grow as well, 

creating strong opportunities for service providers.

Figure 3. Server penetration among Polish SMBs

The main opportunity in this market lies in the adoption of h osted 

infrastructure by SMBs that currently don’t use servers—a category that 

[VKH`�LUJVTWHZZLZ�� ��VM�HSS�7VSPZO�:4)Z��6M�[OLZL��TPJYV�HUK�ZTHSS�
I\ZPULZZLZ�YLWYLZLU[�[OL�ILZ[�VWWVY[\UP[PLZ��*\YYLU[S �̀�����VM�TPJYV�
:4)Z�KVU»[�\ZL�ZLY]LYZ��HUK��VM�[OVZL������HYL�JVUZPKLYPUN�HKVW[PVU��
3PRL^PZL������VM�ZTHSS�:4)Z�KVU»[�\ZL�ZLY]LYZ��HUK��VM�[OLZL������
LP[OLY�KLÄUP[LS`�WSHU�[V�W\YJOHZL�OVZ[LK�ZLY]LYZ�VY�TPNO[�WSHU�[V�KV�
so. Parallels estimates that this opportunity could more than triple the 

current market size over the next three years.

Another opportunity that our research showed is the replacement 

of in-house servers with hosted servers by micro and small SMBs 

without dedicated IT staff. Hosted servers require less time and effort 

to maintain than in-house servers, making them a good choice for 

SMBs without IT resources. The best opportunity for marketing hosted 

servers is the micro SMB audience, a group that mostly has no IT staff. 

*\YYLU[S �̀�VM�[OL�����VM�[OLZL�:4)Z�[OH[�\ZL�PU�OV\ZL�ZLY]LYZ������HYL�
considering switching to hosted servers in the next three years. Small 

:4)Z�HSZV�YLWYLZLU[�H�NVVK�VWWVY[\UP[`"�����OH]L�PU�OV\ZL�ZLY]LYZ��
HUK�����VM�[OVZL�:4)Z�HYL�LP[OLY�KLÄUP[LS`�WSHUUPUN�[V�Z^P[JO�[V�OVZ[LK�
servers in the next three years or thinking about doing so. Together, 

[OLZL�NYV\WZ�JV\SK�HKK���������OVZ[LK�ZLY]LYZ�[V�[OL�THYRL[�

Parallels research shows price as the major factor delaying the adoption 

VM�OVZ[LK�PUMYHZ[Y\J[\YL�PU�7VSHUK��ZLL�-PN\YL�����^P[O�����VM�:4)Z�
that have in-house servers citing price as the main barrier preventing 

them from moving to hosted servers. Price is also the leading purchase 

JYP[LYPVU�MVY�ZLSLJ[PUN�H�ZLY]PJL�WYV]PKLY��ZLL�-PN\YL�����;OLZL�WYPJL�
concerns make the Polish SMB market an ideal place for VPS offerings. 

Education about the true cost of owning an in-house server will assist in 

the adoption of VPS. Service providers should be aware, however, that 

IHUK^PK[O�HUK�JVUULJ[P]P[`�HYL�PZZ\LZ�MVY�HWWYV_PTH[LS`�����VM�7VSPZO�
SMBs and represent the second leading reason for keeping servers in-

OV\ZL��<U[PS�7VSHUK»Z�0U[LYUL[�PUMYHZ[Y\J[\YL�PTWYV]LZ��[OPZ�JVUJLYU�TPNO[�
delay the adoption of hosted infrastructure.

Targeting SMBs 
that currently 
don’t use 
servers could 
more than triple 
the current 
market size 
over the next 
three years.

���

��
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Note that Polish SMBs rank technical characteristics of the offering and 

a clear, informative Web site as being equally important to price in terms 

of purchase criteria. Therefore, to market successfully to these SMBs, 

service providers should not only address their price concerns, but also 

clearly position the technical strengths of their offerings and focus on 

creating a strong Web presence. 

Figure 4. Reasons that Polish SMBs keep servers in-house     

-PN\YL����7VSPZO�:4)Z»�YHURPUN�VM�KPɈLYLU[�OVZ[LK 
infrastructure purchase criteria

Web Presence

Parallels estimates the current Polish SMB market for Web presence 

H[�����TPSSPVU�aé�����4�<:+�·HUK�HZ�^P[O�OVZ[LK�PUMYHZ[Y\J[\YL��[OPZ�
THYRL[�PZ�NYV^PUN��(Z�ZOV^U�PU�-PN\YL����VUS`�����VM�7VSPZO�:4)Z�
YLWVY[�OH]PUN�H�^LIZP[L��HZ�JVTWHYLK�[V�����PU�IV[O�.LYTHU`�HUK�[OL�
Netherlands. This lack of website adoption is a good indicator that Web 

presence is likely to experience high adoption rates in coming years, 

especially as Poland’s Internet usage grows, Polish SMBs play catch-up 

to SMBs in developed countries. 
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Figure 6. Website and Web presence penetration among 
Polish SMBs

6\Y�YLZLHYJO�YLPUMVYJLZ�V\Y�ILSPLM�[OH[�H�SHYNL��\U[HWWLK�^LIZP[L�THYRL[�
exists in Poland. Polish SMBs report a high willingness to adopt third-

WHY[`�>LI�OVZ[PUN��WHY[PJ\SHYS`�HTVUN�TPJYV�HUK�ZTHSS�:4)Z��6M�[OVZL�
[OH[�J\YYLU[S`�OH]L�UV�^LIZP[L��� ��VM�TPJYV�:4)Z�HUK�����VM�ZTHSS�
:4)Z�LP[OLY�KLÄUP[LS`�WSHU�[V�HKK�H�^LIZP[L�MYVT�H�ZLY]PJL�WYV]PKLY�PU�
the next three years or might plan to do so. This interest represents an 

VWWVY[\UP[`�VM�\W�[V���������UL^�>LI�OVZ[PUN�WSHUZ�HSVUL�V]LY�[OL�UL_[�
three years. 

Parallels also sees good opportunity among SMBs who currently self-

OVZ[�[OLPY�^LIZP[LZ��-VY�:4)Z�^P[OV\[�KLKPJH[LK�0;�Z[HMM��ZLSM�OVZ[PUN�H�
website can be a complicated and time-consuming task. Among micro 

:4)Z������J\YYLU[S`�ZLSM�OVZ[�[OLPY�^LIZP[L�HUK�����LP[OLY�KLÄUP[LS`�
plan to switch to a service provider in the next three years or might plan 

[V�KV�ZV��0U�[OL�ZTHSS�:4)�ZLNTLU[������ZLSM�OVZ[�[OLPY�^LIZP[LZ��HUK�
����LP[OLY�KLÄUP[LS`�WSHU�[V�Z^P[JO�[V�H�ZLY]PJL�WYV]PKLY�VY�TPNO[�WSHU�[V�
do so. Encouraging these two size segments to make the switch could 

add an additional 100.000 service-provider-managed websites to the 

market in the next three years.

In addition to opportunities among new adopters of websites, Parallels 

HSZV�PKLU[PÄLK�\WZLSS�VWWVY[\UP[PLZ�HTVUN�[OL�����VM�:4)Z�J\YYLU[S`�
\ZPUN�H�ZLY]PJL�WYV]PKLY��>P[O�����VM�[OLZL�:4)Z�WSHUUPUN�[V�PUJYLHZL�
their spending in the next three years, service providers can grow their 

revenues by offering ways for SMBs to expand their Web presence and 

integrate the expanded presence with their core website. 

6\Y�YLZLHYJO�ZOV^Z�[OH[�[OL�[VW�\WZLSS�VWWVY[\UP[PLZ�[V�JHW[\YL�[OPZ�
planned increase in spending are:

�� Website design tools��:VTL�����VM�7VSPZO�:4)Z�^P[O�H�^LIZP[L�
J\YYLU[S`�KLZPNU�P[�PU�OV\ZL��-VY�[OL�ZTHSSLZ[�:4)Z��[OPZ�U\TILY�PZ�
ULHYS`������7YV]PKPUN�^LIZP[L�KLZPNU�[VVSZ�^PSS�OLSW�[OLZL�:4)Z�
create more sophisticated websites in-house without a big cash 

outlay.

�� E-commerce.�0U�7VSHUK������VM�:4)Z�OH]L�L�JVTTLYJL�
capabilities, making e-commerce the second most popular form of 

>LI�WYLZLUJL��MVSSV^PUN�SVJHS�KPYLJ[VYPLZ��ZLL�-PN\YL�����)LJH\ZL�
of the high demand for e-commerce, Parallels sees this as an 

opportunity for service providers to upsell their customers, adding 

WSHUZ�^P[O�MLH[\YLZ�Z\JO�HZ�ZOVWWPUN�JHY[Z�HUK�::3�JLY[PÄJH[LZ�

Many Polish 
SMBs that 
currently have 
no website are 
planning to add 
them, creating 
an opportunity 
for up to 700.000 
new Web hosting 
plans in the next 
three years.

���YK�7HY[`�/VZ[LK������� Self-hosted      ��+VU»[�2UV^�

���
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���
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�� Social media. -HJLIVVR�PZ�J\YYLU[S`�[OL�[OPYK�SLHKPUN�MVYT�VM�
>LI�WYLZLUJL�PU�7VSHUK��^P[O�����VM�:4)Z�\ZPUN�P[��9H[OLY�[OHU�
SL[�-HJLIVVR�ILJVTL�H�[OYLH[�[V�>LI�WYLZLUJL��7HYHSSLSZ�ILSPL]LZ�
there is an opportunity to capitalize on this trend by enhancing 

>LI�WYLZLUJL�VMMLYPUNZ�^P[O�[OL�HIPSP[`�[V�JYLH[L�-HJLIVVR�WHNLZ�
and cross-link them to companies’ own websites. The recent 

PU[LNYH[PVU�VM�7HYHSSLSZ�>LI�7YLZLUJL�)\PSKLY�^P[O�-HJLIVVR�^PSS�
allow SMBs to do just that.

-PN\YL����7VSPZO�:4)Z»�\ZL�VM�KPɈLYLU[�MVYTZ�VM�>LI�WYLZLUJL

In order to successfully sell Web presence offerings to Polish SMBs, 

service providers should focus their marketing on three main areas: 

price, technical characteristics, and a clear, informative website. 

While offering competitively priced Web presence packages remains 

important, SMBs rank companies with leading technical characteristics 

HUK�Z[YVUN�>LI�WYLZLUJL�HZ�LX\HSS`�PTWVY[HU[��ZLL�-PN\YL�����

Figure 8. Polish SMBs’ ranking of Web presence purchase criteria 

Hosted Communication and 
Collaboration
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PBX. The overall market in Poland is small for these two services, with 

Q\Z[����VM�:4)Z�J\YYLU[S`�WH`PUN�MVY�WYLTP\T�OVZ[LK�L�THPS�HUK����
using hosted PBX services. Within both of these markets, Parallels 

PKLU[PÄLK�Z[YVUN�NYV^[O�VWWVY[\UP[PLZ�MVY�ZLY]PJL�WYV]PKLYZ�

Hosted E-mail

Looking at the total composition of Polish SMBs’ e-mail use, it’s easy to 

\UKLYZ[HUK�^O`�[OPZ�THYRL[�YLTHPUZ�]LY`�ZTHSS��(Z�ZOV^U�PU�-PN\YL� ��
MYLL�MVYTZ�VM�L�THPS�KVTPUH[L��^P[O�����\ZPUN�MYLL�WYV]PKLY�HJJV\U[Z�HUK�
����\ZPUN�MYLL�OVZ[LK�L�THPS�[OYV\NO�[OLPY�>LI�WYLZLUJL�WYV]PKLY���>P[O�
ZV�T\JO�MYLL�L�THPS�H]HPSHISL��JVU]PUJPUN�:4)Z�[V�WH`�PZ�H�KPMÄJ\S[�[HZR��

-PN\YL� ��<ZL�VM�KPɈLYLU[�[`WLZ�VM�L�THPS�HJJV\U[Z�HTVUN� 
7VSPZO�:4)Z�VM�KPɈLYLU[�ZPaLZ

However, Parallels sees multiple opportunities, both among small Polish 

SMBs that currently have in-house e-mail servers and among small and 

TLKP\T�:4)Z�[OH[�J\YYLU[S`�OH]L�OVZ[LK�L�THPS��:VTL�����VM�ZTHSS�
SMBs are currently using in-house e-mail servers—an expensive and 

complicated solution for small companies, especially those without an 

0;�Z[HMM��(KKP[PVUHSS �̀�V]LY�����VM�ZTHSS�HUK�TLKP\T�:4)Z�HYL�J\YYLU[S`�
\ZPUN�OVZ[LK�L�THPS��^P[O�HWWYV_PTH[LS`� ���VM�[OLT�\ZPUN�P[�MVY�MYLL��
Both groups of SMBs are candidates for upselling to premium hosted 

e-mail, with its security, archiving, and mobility features, since they can 

ILULÄ[�IV[O�MYVT�P[Z�[LHT�JVSSHIVYH[PVU�HZWLJ[Z�HUK�MYVT�H 

“pay-per-seat” pricing model. 

7HYHSSLSZ�MV\UK�[OH[�����VM�7VSPZO�:4)Z�HYL�LP[OLY�KLÄUP[LS`�WSHUUPUN�
to switch from in-house e-mail servers to premium hosted e-mail in the 

UL_[�[OYLL�`LHYZ�VY�HYL�[OPURPUN�VM�KVPUN�ZV��6M�[OL�ZTHSS�HUK�TLKP\T�
:4)Z�J\YYLU[S`�\ZPUN�MYLL�OVZ[LK�L�THPS������HYL�JVUZPKLYPUN�WH`PUN 

for hosted e-mail in the next three years. Together, these opportunities 

add up to 160.000 new premium hosted mailboxes. However, this 

THYRL[�^PSS�ILJVTL�ZPNUPÄJHU[S`�IPNNLY�PM�ZLY]PJL�WYV]PKLYZ�JHU�JVU]PUJL�
J\YYLU[�J\Z[VTLYZ�\ZPUN�MYLL�OVZ[LK�L�THPS�VM�[OL�ILULÄ[Z�VM�WYLTP\T�
hosted e-mail.

When purchasing hosted e-mail, SMBs ranked personal online research 

HUK�WYPJL�HZ�[OLPY�[^V�TVZ[�PTWVY[HU[�JYP[LYPH��ZLL�-PN\YL������>P[O�[OPZ�PU�
mind, service providers should focus on building a strong Web presence 

and offering low-cost plans to maximize adoption. 

100�
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���

���

���

���� Hosted Service Provider     ��0:7�VY�-YLL�,�THPS�7YV]PKLY�
���� In-House Server     � I don’t know 
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Overall, 40% 
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-PN\YL�����7VSPZO�:4)Z»�YHURPUNZ�VM�KPɈLYLU[�W\YJOHZL 
criteria for hosted e-mail

Hosted PBX

The current hosted PBX market among Polish SMBs is still small, with 

Q\Z[����WLUL[YH[PVU��I\[�P[�OHZ�VWWVY[\UP[`�[V�NYV �̂�)LJH\ZL�OVZ[LK�
PBX services are a relatively new offering across all SMB markets in 

Poland, strong marketing and education about the service will be crucial 

PU�KYP]PUN�HKVW[PVU��-PN\YL����ZOV^Z�[OL�J\YYLU[�\ZHNL�VM�KPMMLYLU[�[`WLZ�
of PBX services among Polish SMBs of different sizes.

The best target for service providers looking to break into the hosted 

PBX market is SMBs that currently use in-house PBX systems—

particularly micro and small SMBs without dedicated IT staff. In these 

ZPaL�NYV\WZ������HUK�� ���YLZWLJ[P]LS �̀�HYL�J\YYLU[S`�\ZPUN�PU�OV\ZL�
7)?�Z`Z[LTZ"�HUK�����HUK������YLZWLJ[P]LS �̀�HYL�JVUZPKLYPUN�HKVW[PUN�
hosted PBX in the next three years. This opportunity for replacing in-

OV\ZL�7)?�Z`Z[LTZ�JV\SK�HKK���������OVZ[LK�7)?�SPULZ�[V�[OL�THYRL[�

As further evidence of Poland’s future growth in the hosted PBX market, 

V\Y�YLZLHYJO�HSZV�YL]LHSLK�VWWVY[\UP[`�HTVUN�UL^�HKVW[LYZ��ZWLJPÄJHSS`�
micro and small businesses that have either regular phone lines or no 

WOVUL�SPULZ�H[�HSS��6M�[OLZL�NYV\WZ������HUK������YLZWLJ[P]LS �̀�LP[OLY�
KLÄUP[LS`�WSHU�[V�HKK�OVZ[LK�7)?�PU�[OL�UL_[�[OYLL�`LHYZ�VY�HYL�[OPURPUN�
of doing so. This opportunity could enlarge the number of new hosted 

7)?�SPULZ�PU�[OL�ULHY�[LYT�I`�HU�HKKP[PVUHS��� �TPSSPVU�SPULZ�

Figure 11. Use of PBX among Polish SMBs 

The opportunity 
to replace 
in-house PBX 
systems with 
hosted PBX 
could add 
530.000 new 
hosted PBX lines 
over the next 
three years; New 
adopters could 
add another 1.9 
million lines.
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Because the hosted PBX market is a new area for many service 

WYV]PKLYZ��7HYHSSLSZ�PKLU[PÄLK�[^V�THQVY�WVPU[Z��IHZLK�VU�V\Y 
research, that will help service providers successfully sell hosted 

PBX services to SMBs:

1. Keep the price low. Among SMBs with in-house PBX systems, 

price is a leading reason for not switching to hosted PBX, with 

����UHTPUN�WYPJL�HZ�[OL�THPU�YLHZVU�[OL`�OH]LU»[�Z^P[JOLK�HUK�
����JVUJLYULK�HIV\[�[OL�Z\UR�JVZ[Z�VM�OH]PUN�HSYLHK`�WHPK�MVY�
[OLPY�J\YYLU[�PU�OV\ZL�7)?�Z`Z[LT��ZLL�-PN\YL������6MMLYPUN�ZTHSS�
bundles and keeping prices low will help these SMBs overcome 

their concerns and make the switch.

Figure 12. Polish SMBs’ conce rns about hosted PBX systems

2. *YLH[L�WVZP[P]L�WLYJLW[PVUZ�HYV\UK�VɈLYPUNZ��As shown in 

-PN\YL�����^OLU�:4)Z�YHURLK�RL`�W\YJOHZL�JYP[LYPH�MVY�OVZ[LK�
PBX, the top two were a clear informative website and a local 

provider, followed closely by pre-sales support. These rankings 

suggest that service providers looking to sell hosted PBX in 

Poland should focus on developing informative websites, localizing 

their platform, and strengthening their support. 

-PN\YL�����7VSPZO�:4)Z»�YHURPUNZ�VM�KPɈLYLU[�W\YJOHZL�JYP[LYPH�
for hosted PBX
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6[OLY�6USPUL�(WWSPJH[PVUZ
6[OLY�VUSPUL�HWWSPJH[PVUZ��HSZV�RUV^U�HZ�ZVM[^HYL�HZ�H�ZLY]PJL��VY�
SaaS) are a rapidly growing area of Cloud services. Because of the wide 

range of applications now available through the Cloud and the generally 

low cost barriers to adoption, Parallels expects to see growth in Polish 

SMBs’ adoption of these services over the next several years.

6\Y�YLZLHYJO�ZOV^LK�[OH[�7VSPZO�:4)Z�OH]L�Z[YVUN�PU[LYLZ[�PU�V[OLY�
VUSPUL�HWWSPJH[PVUZ��^P[O�HWWYV_PTH[LS`�����\ZPUN�[OLT�PU�ZVTL�MVYT��
PUJS\KPUN�IV[O�MYLL�HUK�WHPK�Z\IZJYPILYZ��(Z�ZOV^U�PU�-PN\YL�����
[OL�J\YYLU[�SLHKPUN�HWWSPJH[PVUZ�HYL�WOVUL�JVUMLYLUJPUN��^P[O�����
WLUL[YH[PVU�HTVUN�7VSPZO�:4)Z���L�THPS�HYJOP]PUN�ZVS\[PVUZ��������
WH`YVSS�/9�HWWSPJH[PVUZ��������HUK�JVU[LU[�THUHNLTLU[�������

Figure 14. Current use of other online applications (both paid 
and free) among Polish SMBs

;OL�JH[LNVY`�VM�V[OLY�VUSPUL�HWWSPJH[PVUZ�OHZ�ZPNUPÄJHU[�VWWVY[\UP[`�MVY�
growth, particularly for SMBs that currently don’t have in-house versions 

of these applications. Among users of existing online applications, the 

new applications that Polish SMBs are most likely to adopt over the next 

[OYLL�`LHYZ�HYL�VUSPUL�*94�ZVS\[PVUZ��^P[O�����WSHUUPUN�[V�W\YJOHZL��
HUK�L�THPS�HYJOP]PUN�ZVS\[PVUZ��^P[O�����WSHUUPUN�[V�W\YJOHZL���
-\Y[OLYTVYL��Z[YVUN�VWWVY[\UP[PLZ�HYL�HSZV�ZOV^U�HTVUN�WH`YVSS�
HUK�/9��JVU[LU[�THUHNLTLU[��ÄSL�ZOHYPUN��HUK�^LI�JVUMLYLUJPUN�
applications, where planned adoption rates for these applications range 

MYVT����[V�����

Additionally, there is opportunity among Polish SMBs that are currently 

using online applications. Although these SMBs generally report they 

do not intend to pay more for most of their online applications, growth 

WV[LU[PHS�KVLZ�L_PZ[�PU�ÄSL�ZOHYPUN��VUSPUL�*94��HUK�VUSPUL�IHJR�\W�
HUK�Z[VYHNL�HWWSPJH[PVUZ��^P[O�����������HUK����VM�J\YYLU[�\ZLYZ��
respectively, planning to increase their spending on these applications 

in the next three years. Therefore, by adding other online applications to 

[OLPY�J\YYLU[�*SV\K�VMMLYPUNZ��ZLY]PJL�WYV]PKLYZ�^PSS�IL�HISL�[V�WYVÄ[�MYVT�
the overall growth in this service category in upcoming years. 
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Conclusion

-VY�[OL�THQVY�[YHKP[PVUHS�OVZ[LK�ZLY]PJLZ·OVZ[LK�PUMYHZ[Y\J[\YL�HUK�
Web presence—Parallels estimates the size of the current market at 

����TPSSPVU�aé������4�<:+���(Z�[OL�7VSPZO�:4)�THYRL[�KL]LSVWZ�M\Y[OLY��
catching up to those in developed countries, our research shows 

substantial opportunity for growth in their adoption of Cloud services.

Parallels sees the market growth driven by two main areas, particularly 

HTVUN�TPJYV�HUK�ZTHSS�I\ZPULZZLZ����� �LTWSV`LLZ�!

1. Adoption of Cloud services by SMBs that currently have 

no solution of that type (e.g., adoption of hosted servers by 

companies that currently have no servers)

2. Replacement of in-house IT solutions with hosted Cloud services

6]LYHSS��7VSPZO�:4)Z�KLTVUZ[YH[L�OPNO�PU[LYLZ[�PU�*SV\K�ZLY]PJLZ��
pointing to a healthy market for service providers. In order to sell 

successfully in the market, our research showed that service providers 

should differentiate between two key audiences— SMBs with no IT 

resources and SMBs that have dedicated IT staff—and focus on the 

ZWLJPÄJ�ULLKZ�VM�LHJO�H\KPLUJL��:LY]PJL�WYV]PKLYZ�^OV�Z\JJLZZM\SS`�
[HYNL[�[OLZL�H\KPLUJLZ�^PSS�ÄUK�Z[YVUN�VWWVY[\UP[`�^P[OPU�[OL�7VSPZO�:4)�
market as it continues to grow. 
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