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Cloud Companies
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How do I find my ideal cloud provider?



!3We can just categorise them to choose?

IaaS

PaaS

SaaS
Information 

Provider

Cloud Categories



IaaS Considerations
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Location Uptime 
Record Size of Cloud Purchase 

Orders
US Patriot 

Act SLA Latency Hypervisor

Private 
Connectivity

Financial 
Strength GBP Billing Free Choice 

of CPU, RAM
Billing 

Increment Autoscaling GPUs Persistent 
Storage

HIPAA 
Compliance

Sarbanes 
Oxley Reputation Marketing 

Opportunity

Prepay Only? Pay as you Go 
Cost

Term 
Discounts

Bulk 
Discounts

There's a lot to consider!



List of SaaS Companies
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Narrow Down the Field

• Define clear boundaries to the search.

• Take care to define as broadly as possible...

"Is latency or jurisdiction the reason why the cloud has 
to be in UK?"

• Ask a Cloud Broker to suggest clouds to consider
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Broker Value-Add

• Technical market knowledge

• Information as a Service

• Pricing market knowledge
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Price vs Performance

• Cost (£) = Price / Performance

• Very hard to do a fair COST comparison

• 20% variability in price is nothing compared to 
performance differences between clouds.

• Price varies by up to 45% depending on commitment.

• Price decreases with scale
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Cloud Brokers
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Cloud Provider 
(seller)

Cloud User 
(buyer)

Cloud 
Broker

Cloud 
Usage

£££

• Broker "arranges" a trade

• Buyer pays Seller directly

• Broker makes money via:

• Referral fee from Seller

• Software sale to Buyer

• Consulting fee from Buyer



Cloud Broker-Dealers
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Cloud Provider 
(seller)

Cloud User 
(buyer)

Cloud Broker-
Dealer

Cloud 
Usage

£££

• Broker-Dealer acts as Principal

• Buyer pays Broker-Dealer

• Broker-Dealer pays Seller

• Broker-Dealer makes money by

• Selling on terms to suit Buyer

• Buying on terms to suit Seller

£££



Cloud Broker-Dealer
Case Studies
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Dilemma Options
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Bid Fixed Price Project

Wait for Tender Result

Win

Lose

Query Cloud Pricing

Confirm Cloud Pricing

W
eeks or M

onths

What happens if price changes?

What if you already 
committed?

Lock-in price?



Forward-starting Deals

• Confirmed Project

• Fixed Budget

• Doesn't start yet
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What happens if price 
increases before 
project starts?

• Budget is in GB £

• Cloud priced in US$

What happens if 
exchange rate changes 
before project starts?



FX Risk for UK Cloud Users
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$100k = £50k

$100k = £71k

$100k = £59k

$100k = £65k

In under 6 months, US$ cloud 
computing costs increased by 42% for 

GB£ companies



Cashflow Management

• Prepayment commits usage in return for a discount

• AWS reserved instances...up to 39% discount

• CloudSigma subscriptions...up to 45% discount

• What if you can commit but don't want to prepay?

• Allow a broker-dealer to prepay because of your 
commitment, and share the discount.

!15



Finance Team Says No
• Most cloud providers offer a finite set of ways to pay

• Corporates often have different requirements

• If you are big, you can have a lengthy negotiation

• If you are small, you can take it or leave it

• A cloud broker-dealer will pay the cloud provider on 
terms to suit the provider, and will invoice user cloud 
user on terms to suit the user.
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Monetize your 
Optionality

Case Studies
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Location Flexibility
• Do you care which AWS availability zone you use?

• At what price would you move zone with 3 weeks 
notice?

• Can you switch cloud providers easily given enough 
notice?

• This "Optionality" is all valuable to a cloud broker-
dealer, as it can be monetized.

• Ask them for a discount!
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Forecasting
Certainty and Flexibility have a value
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DIY or Public Cloud?
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Project Delta

Public Cloud
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Delta Function Workloads



DIY or Public Cloud?
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Project Baseload

DIY for IT-focussed large enterprise
Public Cloud for nimble corporates



BP -Deepwater Horizon
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Even baseload applications can spike, so 
hybrid cloud capabilities are essential



DIY or Public Cloud?
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Project New Venture (Low Case)
Project New Venture (High Case)

Public Cloud is far less risky



MySpace or Facebook?
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Exponential 
Growth

Until 
Facebook

MySpace

Facebook



Forecasts are Valuable

• If you can commit to a minimum usage, you should 
ask for a discount.

• A broker-dealer may be able to offer a discount, even 
if the cloud provider does not offer one.
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Thank You

James Mitchell

CEO of Strategic Blue

james@strategic-blue.com

www.strategic-blue.com

@StrategicBlue
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