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Quantifying the SMB cloud opportunity 

Hosted 

Infrastructure 
Web Presence 

Communication and 

Collaboration 

Other 

Applications 

Current Market (WW, 2011) = $34B 

Estimated WW SMB Market in 2014 = $68B 

Source:  Parallels SMB Cloud Insights™, 2012 
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SMB buying more services 

Bundled Solution Preference 

38% of U.S. SMBs prefer to obtain 

SaaS as part of a package/bundle 
AMI 2011  

Web Site SEO 

Mobile 

2009 2011 2014

3 

6 

1 

US average number of hosted services 

Source:  Parallels SMB Cloud Insights™, 2012 
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Focus on up-sell , cross-sell & bundles  
with core 

Workloads 

Communication  

& Collaboration 

Web Presence & 

Web Applications 

Hosted Infrastructure 

(IaaS) 

Business Applications 

 

Anchor:   Lead offerings within the Workload 

 

Up-Sell:  Complementary to the core Workload (enhancements) 

 

Cross-Sell:  Purchaser of Workload is the same decision maker 

Anchor  Up-Sell Cross-Sell 

E-mail, Anti-virus 

 
Archive, Collab. LOB 

CMS 

 
SEO, Mobile CRM 

Server, 

Virtualization 
Backup, CDN C&C, LOB 

Highly specific to each Business Application 
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Upsell & cross sell works when used effectively 

*Amazon 2006  ^e-tailing Group 2009 
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Upsell & cross sell works when used effectively 

50% of Retailers don’t 

know their conversion^ 

*Amazon 2006  ^e-tailing Group 2009 

35% of Amazon’s sales 

were a result of cross-sales* 
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Web presence and applications 

Web Presence 

CMS/Blog 

Basic E-mail 

eCommerce 

SEO/Web Marketing 

Mobile Website 

Website Security 

Call Center 

Website Backup 

CDN 

Project Management 

CRM 

Desktop Backup 

Business E-mail 

Collaboration 

Anchor 
Services you lead with. 

Up-Sell 
Complementary to the 

core workload.. 

Cross-Sell 
Purchaser of workload 

is also decision maker 

http://www.pinnaclecart.com/index.htm
http://www.joomla.org/
http://en.wikipedia.org/wiki/File:Wordpress-logo.png
http://www.dotnetnuke.com/
https://www.codeguard.com/
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Web presence and applications opportunity  

Anchor 
Services you lead with. 

Up-Sell 
Complementary to the 

core workload.. 

Cross-Sell 
Purchaser of workload 

is also decision maker 

50% Security concerns 

#1   

50% Design sites In-house 

47% Using Facebook – “Web Presence” critical 

50% Of those without websites plan to buy 

31% Plan to expand spend 

Price became top-ranked purchase criteria 

Value added services critical to profitability 

Source:  Parallels SMB Cloud Insights™, 2012 
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goMobi on Plesk 10 and Parallels Automation 5 

Market Opportunity: 
• The time for mobile is now: 

- Extend your product offering  

• Grow your revenue: 

- Partners selling this 
successfully a price between 
$5 a month and at $50 

 

Market Drivers: 
• It’s a case of Be Mobile 
or Be History. 

• The mobile web is now. 

• It’s no longer an 
optional extra. 

 

Why offer mobilization of Websites? 

Mobile website opportunity 
Doug McDonald, Business Development, Afilias 

Why goMobi on Parallels? 
• Plug and play solution.   

• Fast, easy and comprehensive 
mobile web solution for your 
customers. 

• Up and running immediately  
at zero entry cost. 

  
Did you 

know? 

Take Rate 

40% 
60% 

40% of companies who try the service buy goMobi 
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Web site security opportunity 
Peter Jensen, CEO Stop the Hacker 

The problem: Websites are not protected 
- 6,000 blacklisted websites/day due to malicious code 

- 2.5-5% of hosted web  sites are infected & 75% of hosted web sites have vulnerabilities 
 

The Implication 
 Lost revenue and reputation for customer. High cost and churn for web-hoster 
 

The projections getting worse 
- need for website protection will become ubiquitous  (“anti-virus” for your website) 
 

The opportunity 
- Protect your customers and generate additional revenue stream 

- Lower cost for support and data center, more secure Infrastructure, lower churn 
 

The way to sell:  
1. Offer free complementary product to all customers & up-sell via triggers in product and 

predefined messaging 

2. Opt-Out integration at check-out of hosting packages sees up to 39% attach rate 

3. Upsell to existing customer base via email and other campaigns. 

4. Differentiated pricing related to hosting package: $3-$30 per month 
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SEO Opportunity 
Troy McCasland, Co-Founder & VP of Business Development Attracta 

Every Site Needs Traffic 
• SEO Tools Really Work 

- Immediate Indexing 

- Increased Traffic 

- Lower Support Costs 
  

• High Adoption Rates 
- 75% Take Rate on Free 

- 3-15% Conversion Free to Paid 
  

• Hosts Increase Profits 
- Turbo 20 $16.50 / month 

- Turbo 100 - $24.95 / month 

- Pro Services $1,000+ per year 

- $35 / month Average Revenue Per customer 
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Hosted communications & collaboration 

E-mail 

DNS 

Virus Protection 

Spam Filtering 

Archiving E-mail 

Hosted PBX 

Conferencing 

Business IM 

Document Sharing  

Collaboration 

Desktop Backup 

Desktop Security 

Video Conferencing 

Financial 

Hosted Desktop 

CRM 

Anchor 
Services you lead with. 

Up-Sell 
Complementary to the 

core workload.. 

Cross-Sell 
Purchaser of workload 

is also decision maker 
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Communications & collaboration opportunity 

Anchor 
Services you lead with. 

Up-Sell 
Complementary to the 

core workload.. 

Cross-Sell 
Purchaser of workload 

is also decision maker 

17% Use email archiving 

+6% Plan to purchase 

 

75% Growth in Hosted PBX 

30%   Use Online Backup  

+13% Plan to Purchase 

30% Growth in premium hosted email since 2010  

Source:  Parallels SMB Cloud Insights™, 2012 
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Cloud backup opportunity 
Roland Sars, CCO & Founder of BackupAgent 

Cloud backup - the obvious upsell:  

SMB have TBs of critical data in house 

- Still growing 

- Only 15 % SMBs backups daily 

Cloud data is secured 

- on premise data needs protection 

- solution for on-the-road laptops 

Cloud services take away hassle 

- Conventional backup is a hassle 

- Low upfront investment 

Bundling 

- Easy packaging with other services 
(e.g. Hosted Exchange, DSL) 

Why tap into cloud backup now? 

Revenues are high 

- $50 - $150 monthly revenues from 
small business customers 

- High margins on server backup 

- Growing recurring revenues 

Customer bonding 

- Strengthen bond with customers 

Use existing infrastructure 

- High margin on your storage 
platform 

- Easy provisioning integrations 
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Email & Sharepoint archiving opportunity 
Ed Grant, CEO MXSweep 

Source: Osterman Research 2011 

Market Opportunity 

• Over $5bn globally by 2014 

• Hosted Archiving for SMBs 

Key Drivers 

• Legal compliance: FRCP, HIPAA, 
DPA, SBX, FOIA 

• eDiscovery, Search & Retrieve 

• Email Growth, Storage Costs  

How to Sell & ARPU 

• Educate, Target ‘must have’ Verticals, use our expertise 

• $5.50 per user: 10 year archiving, storage, eDiscovery  

• Bundle with communication & security services 
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Hosted Infrastructure (IaaS) services 

Servers 

Virtualization 

Storage 

Hosted Desktop 

CDN 

Security 

Server Backup 

Web Site Services 

E-mail, Web and 

Communications 

portfolio 

Anchor 
Services you lead with. 

Up-Sell 
Complementary to the 

core workload.. 

Cross-Sell 
Purchaser of workload 

is also decision maker 

http://www.pinnaclecart.com/index.htm
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Hosted Infrastructure (IaaS) opportunity 

Anchor 
Services you lead with. 

Up-Sell 
Complementary to the 

core workload.. 

Cross-Sell 
Purchaser of workload 

is also decision maker 

43% Don’t have any servers 

46% Plan to host in the next 3 years 

10%  

15% Desired applications not available 

Stay on premises because of 

Bandwidth Concerns 

Source:  Parallels SMB Cloud Insights™, 2012 
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CDN opportunity for SMBs 
Michelle Zatlyn, co-founder, CloudFlare 

• Get a global presence  14 locations around the world 

 

 

 

 

 

• On average, a website:  
- Loads twice as fast 

- Uses 65% fewer server resources 

- Saves 60% of bandwidth 

• Web hosts generate additional revenue 
- Wholesale cost: $7.50/month 

- Recommended sale price: $9.99/month 

 

An additional  

$120/year/customer 

Save money 
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Growth Up-Sell & Cross-Sell Services 

Build a up-sell & cross-sell roadmap 

Website Mobilization 

Website Security 

Backup SEO & Web Marketing 

Email Archiving CDN 

Hosted PBX Hosted Desktop Collaboration 
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Come to the APS Theater 

Day 1 Wednesday 

12:45 PM ePages 

1:00 PM Infratel 
1:15 PM SofCloudIT - APS SI 

1:30 PM BackupAgent 

1:45 PM Scality 

2:00 PM Microsoft 

2:15 PM Google Apps 

2:30 PM Pinnacle Cart 

2:45 PM R1Soft 

3:00 PM UNITY Mobile 

3:15 PM SpamExperts 

3:30 PM StopTheHacker 

3:45 PM Open-Xchange 

Day 2 Thursday 

12:45 PM Symantec.Cloud 

1:00 PM Jelastic 

1:15 PM Apptix 

1:30 PM Attracta 

1:45 PM Global Relay 

2:00 PM goMobi by Afilias  

2:15 PM Quest 

2:30 PM CloudFlare 

2:45 PM MXSweep 

3:00 PM McAfee 

3:15 PM Asigra 

3:30 PM Office Desktop 

3:45 PM Site Lock 

Thursday 1:30:  SaaS 101: Grow profits by 50% 

Chance to 

Win iPAD2 



 

Website Mobilization 

Website Security 

Backup SEO & Web Marketing 

Email Archiving CDN 

Hosted PBX Hosted Desktop Collaboration 


